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[bookmark: _Toc6502442]Introduction
Digital skills can play a crucial role in every organization. Through using digital skills company gain numerous benefit as well as a competitive advantage. This report tells about the effectiveness of digital skills within the workplace and social media as a tool for marketing strategy and medium of communication as well as an online presence. There are several digital technologies used my selected companies which are cloud storage, email, Dropbox, big data and analytics reporting, and E-signatures. These technologies are added extra value for the company growth. Besides this, the company uses different social media for their product promotion and improving communication with the clients and competitor as well. Also, I have created an online presence to capture a lot of customer for gaining a competitive advantage over a competitor. So it can be said that no doubt digital technology and skills is considered as the lifeblood of the organization (Ramsey, 2010).
[bookmark: _Toc6502443]Company Overview
I have selected a small and medium size company in the UK. The name of the company is captify which is a data-driven display company. Actually, the company is focusing on search intelligence and media decisions. Adam Ludwin and Dominic Joseph established this company in 20011. The company enhanced gross revenue by 300% and its personnel make from 11 to 65. In the era of globalization, Captify captures the markets, brands, and consumers through the search for honesty and conducted the marketing and media decision throughout the world. Captify uses digital technology in an effective way so that they can cope with the 21st century as well as achieve competitive advantage over the competitor (Eliot, 2014).
[bookmark: _Toc6502444]Effectiveness of digital technology 
The effectiveness of digital technology and skills are many within the workplace and organization is many. Through using this digital technology the company saving their time and improve their productivity for profit maximization (Daft, 2014). The company using several digital technologies which are given below:
Dropbox: Basically drop is considered as the innovative tool for small and medium business especially for Captify. The authority of captify knows that its necessary to store important files and data in various places to maintain that they will always have a copy.it is difficult for the company to store the file in the website and USB that is why the company use other storage that means drop box. It gives the company extra security box in order to store the important files and permits to store big files (Morgan, 2016).
Cloud storage: Basically cloud storage gives IT solution for business owners especially in small and medium size enterprise. Captify uses cloud storage in an effective way of saving time. It reduces the cost of Hardware and software in an effective way. Cloud storage saves companies a huge amount of capital structure and helps to maintain the personal attention of the company. The company also gets enterprise-level security from cloud storage and seeks employee attention for the long lasting of the company (Maund, 2017).
 Artificial intelligence: Artificial intelligence helps the company to maintain customer loyalty and increase sales of the organization. It also helps the company to identify customer buying behavior. It is a way of communication that a company gets numerous benefits for conducting business in an effective manner. The document of intelligence is so speedy rather than fax or another device. The company gets any documents within a moment which save a couple of time and maximize the profit (Kinicki, 2016).
Analytics reporting: It can give the company an accurate view of the business. The leader and manager utilize data for actual time and the company able to manage big data with analytics reporting (Hall, 2014). Actually big data focus on numerous data volume in terms of formal and informal. The company uses big data for making a business decision as a whole. Captify manages a variety of data from different sources by using big data analytics. Big data analytics is providing real-time forecasting for the business and help Company to identify the reason for failures and problems in actual time (Kirsch, 2012).
E-signatures: Basically E-signature removes the paper works from the workplace. The company is using E-signature for saving their time and increases their productivity for the betterment of their employee. It also considered as the cost savings for the company which is ensuring the number of benefits for the company. The company is getting benefit from E-signature in terms of functioning irrespective of location and time for gaining the benefit of company employees as well as ensures a sound working environment. The company is able to trails the paper by using E-signature (Foskett, 2016).
[bookmark: _Toc6502445]Marketing and gathering information
At present social media can play a vital role for the company as a marketing tool and creating communication and information gathering platform for the company as well (Griffin, 2018). The company is using various social media tool for gathering information and conducting their marketing activities which are given below:
Facebook: Facebook is considered as a social media tool for gaining a competitive edge and making promotional activities smooth and strong. The company is using Facebook for a couple of last year for improving their promotional activities (Fitzpatrick, 2009). According to marketers are enhancing their activities on Facebook advertising. In the world economic forum report their revenue increased by 50% yearly that shows that businesses are engaging in a Facebook large community of 2.3 billion users.
The company reaches its target customer in terms of demographics and locations. The company conducts a cross channel customer analysis to understand the behavior of target customers through Facebook. The company first learning about their customer and permits them to search what kinds of documents formats and issues are aligned with the followers and turned them into a conversation. Through this analysis Facebook advertising capture, the target customer and company know the taste and preference of the customer. According to the study of the company, 40% of the customer likes individualized advertising (Eliot, 2014).  To find out the target customer preference the company conducts the following strategy: 
· The activities which are conducting in social media
· The platform of the customer journey
· The motivators they focus on
· Their page activities
The company identifies its customer data in different places online; identify their customer in terms of cross channel data collecting from a social media platform to web.
Captify is using geo-targeting strategy to capture their target customer and this is the first step to nail down their target customer. The products are decorated in particular customer minds. Demographic targets Permit Company to reach an audience as like as the customers that enhance the opportunity of conversation (Daft, 2014).
The reach the target customer company conduct the following step like first of all they know the interest of the customer including their business, family and relationship, food and drink, hobbies and activities and so on. They also find the behaviors of that customer. Buying a habit is a very unique process for every customer. Customer will invent our Facebook page in terms of various conversations and then somebody involved with our content and visited our online store multiple stores (Kinicki, 2016).
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Source: (Longenecker, 2009)
Basically, the company is following these steps to gather information and marketing to target customer as well. First of the entire customer learned about our brand and in the middle stage customer will consider purchasing their product and in the final stage, customers are ready to purchase companies products (Emory, 2015).
LinkedIn: LinkedIn is a more dynamic process to conduct marketing activities and professional site to maintain communication and information gathering tool in an efficient way. LinkedIn permits the company to publish a couple of articles and it is the best way to boost the company as a leader and get a high range of acceptability to the LinkedIn community (Bell, 2010). The company has a page on LinkedIn where they share their company background, vision, mission, products feature, corporate culture and various types of social activities. The Company creates a page as a business LinkedIn profile. Company page offers a massive opportunity for target customers to learn more regarding the company, the personnel who work there and involved with relevant content. In terms of their marketing initiative, they defining their goal are a better place to commence. General LinkedIn marketing goals involve increasing brand awareness. 
The company then decorated their company page for searching. This page helps the company to obtain visibility among the customer looking for what the company provides. The company page is decorated to be SEO friendly and there are 3 Steps Company optimizes it looking for (Hall, 2014).
They set up keywords into the company profile information and representing what they do. Then making links to the company page is important for enhancing companies ranking in search. The company makes sure the LinkedIn profiles of personnel and colleagues are updated. They share updates from the organization page and they also look on the public page and permit content in Google. The employees of the company share their company content with their network in an effective way. The company promotes their company page outside the company for promotion of their product. The company also discloses engaging content on companies LinkedIn profile. Through this way, the company gathering information from customers and finally make a decision to market its product in an efficient manner (Cottrell, 2011).
[bookmark: _Toc6502446]Professional Profile 
The company builds its brands by investing their brands in terms of social media professional networks. The company explains the benefit of their products through the LinkedIn page. The company uses LinkedIn to recruit their personnel in various ways. The basic service permits the company to contract customers who are within the company's professional network of connections. The company provides an invitation to connect to anyone work within the past. The company finds the proper applicant even they applied to the company's job. Sometimes the proper candidate may miss my job add on a job posting site. When the company gets a proper candidate then check their profile to see their qualification as well (Kirsch, 2012).  If the candidate's qualification matches the companies requirement then they hire a candidate from LinkedIn like me.
 In the conception of (Washington, 2009) LinkedIn is a professional platform where I search for any job to learn corporate issues for the betterment of my career. A few days ago I have created an account on LinkedIn to enhance my professional activities. I included my all academic activities, co-curricular activities and my skill sets so the company can easily find their desirable applicant. I always keep my profile update and try to be updated regarding current skills and objectives. I also updated my headline so that HR is professional easily find their requirement candidate from LinkedIn. I can maintain a couple of professional network from LinkedIn. I also use the advanced search option for searing my desirable company where I want to join in the future. I also involved in the LinkedIn professional group by searching advanced searching and no doubt it is a dynamic platform for job seekers. It helps the company to require its competent employee as well. 

[bookmark: _Toc6502447]Recommendations:  The Company should be more honest and co-operative during the use of social media as a marketing tool. Captify should be more aware of their respected clients and business partner. They may be maintaining the confidentiality of the customer and their employees.  The company should be practice transparent in the workplace during the use of social media as a tool for marketing activities. They should ensure that all the information they are providing is confidential to the customer as well as their employees (Dacre Pool, 2017).
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[bookmark: _Toc6502448]Conclusion: After the aforementioned discussion it can be said that digital skills are an effective tool for the company as well as an online community. The company gets various benefits from digital technology and skills. They use Facebook, Twitter, LinkedIn for conducting their marketing activities and information gathering for capturing a large amount of market place. In the era of globalization, the company creates a new brand for the clients by utilizing this platform. In fact, the company is saving a lot of time for their marketing activities as a tool for social media where they can reach customer or clients within a moment. The digital technology and skill improve the quality of products and services of the company so as a result customer can get the standard product from the company (Anson, 2018).
[bookmark: _Toc6502449]References
· Anson, C. and Farris, C. (2018). Under construction. Logan: Utah State University Press.
· Attracting science and mathematics Ph. D.s to secondary school education. (2009). Washington, DC: National Academy Press.
· Bell, J. (2010) Doing your research project: A guide for first-time researchers in social science, education, and health. 4th edn. Maidenhead, England: Open University Press.
· Cottrell, S. (2011) Critical thinking skills: Developing effective analysis and argument (Palgrave study skills). 2nd edn. Basingstoke: Palgrave Macmillan. 
· Daft, R. (2014). Management. Australia: South-Western.
· Eliot, G. (2018). The Mill On The Floss. US: Tritech Digital Media.
· Emory, C.W. and Cooper, D.R. (2015) Business research methods. 4th edn. United States: Irwin Professional Publishing. 
· Fitzpatrick, J. and Montgomery, K. (2009). Internet for nursing research. New York, NY: Springer Pub.
· Foskett, D., Paskins, P., Farrelly, G., Vasanthan, K. and Steele, L. (2016). Hospitality supervision and leadership.
· Griffin, P. and Care, E. (2018). Assessment and Teaching of 21st Century Skills.
· Hall, G. (2014). Introduction to teaching. Thousand Oaks, Calif: Sage.
· Kinicki, A. and Fugate, M. (2016). Organizational Behavior. New York, NY: McGraw-Hill Education.
· Kirsch, G. and Sullivan, P. (2012). Methods and methodology in composition research. Carbondale, Ill.: Southern Illinois University Press.
· Longenecker, C. and Simonetti, J. (2009). Getting results. San Francisco: Jossey-Bass.
· Lussier, R. and Achua, C. (2016). Leadership. Australia: Cengage Learning.
· Managing people. (1994). Frankston, Vic.: ACTRAC Products.
· Maund, A. Schriek, M. and Tinkler, P. (2017). Certificate in Higher Education: Skills for the Workplace Student Yearbook. Sage Publications 
· Mooney, L., Knox, D., and Schacht, C. (2009). Understanding social problems. Belmont, CA: Wadsworth/Cengage Learning.

10 | Page

image1.jpeg
PRIFYSGOL CYMRU ———
S Y Drindod Dewi Sant
UNIVERSITY OF WALES

Trinity Saint David





image2.png
&

Number of People:

Content You Should Be Publishing to Users on Different Stages of Customer Journey

EARLY STAGE

customers are learning
‘about your brand

At he eary siage. your man objecve
Shouid be maximizing engagement 50
that users can leam an maract win
your brand. You can do hat tvough
publshng contet that's most engagng
on a guen platiom, ke 3 e vdeo,
‘cnomagraphs, s mages, o

MID STAGE

customers are considering
buying your product

@

At the md siage. you shoud focus on
gathering nformation aboutyour
audence and learing about. whas
teleyantiathem in order o scheve i,
everage ks and lad campigns st
il alow yu o discore who and when
cicked on yous contt and wstd your
west, T fcrmaton i enabe you
‘o etargtyour cstomers et

LATE STAGE

customers are ready
to buy your product

k=

At the lte sage. you should use the
colected momaton to serve your
dence wih conent thats relevant
and poveril enough 1o comance them
1o make 2 purchase £ 1 pot you
should fors on using stong CTAS and
S ————————
specilofers.

Intention to Buy





