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EXECUTIVE SUMMARY  

I started with two projects which have to be done simultaneously in the two-month period. The 

first project was “FSL 11” as digital marketing & strategic intern, & the second projects was “Blue 

Tick” which has recently ventured into this new division. At the starting of the second month I 

assigned some of HR work as well by my Senior in both of the project.  

Firstly, I started research about the market for my first project “FSL 11” & according to the 

research I needed to make some strategies like “how to market FSL 11, how to reach maximum 

numbers of customer” for expansion of the business. After that according to the plan I started 

market that digitally.    

In my second project I started with the Data Mining work which includes finding the most probable 

partner for Brainy Bucks. I started sending those influencers with the inquiry direct message and 

wait for their reply. And made them understand about the work and checking all legal work and 

issues. 

On an ending note, the opportunity has been an enjoyable rich experience and I am certain that it 

would add to my aspirations to build a career in the marketing field. 
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Part-1 

ABOUT THE COMPANY 

 

Brainy Bucks Private ltd is incorporated in 04th April, 2019 by the Saloni Tapdiya & Shashank 

Bakliwala as Digital fantasy sporting & others recreational activity company. With the 10,00,000 

authorized share capital and fully paid that’s means 10,00,000 paid-up capital. 

They provide you to platform to present your knowledge and earn the real money. They have only 

aimed to create a thriving ecosystem for fantasy sports users & take sports to another level, that’s 

why in a very short time without any external funding the company is counted among the top 5 

fantasy sport companies of the nation. 

But by the time they enter in some other businesses as well. Like they entered in branding field as 

well. They start their own digital branding agency “BlueTick”. In which they promote the brands 

on the social media and every digital mode. (under construction). 

Sports and fashion are two words that describe our company's spirit 

 

 

 

 

 

 

 

 

https://www.zaubacorp.com/director/SALONI-TAPDIYA/08413340
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BRAINY BUCKS IN NUTSHELL 

Company Name 

 

Brainy Bucks Private ltd 

Company Status Active 

RoC RoC Gwalior 

Company Category Company Limited by Share 

Company sub Category Non-govt company 

Class of Company Private 

Date of Incorporation 04th April, 2019 

Activity Sporting and other recreational 

activity 
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VISSION 

Our aim is to boost the skillset of our users to play fantasy games in a 100% completely secured 

environment. 

 

MISSION 

FSL11's mission is to offer fun and be India’s most trusted fantasy sports platform, and we are 

just at the start of our wonderful journey. 

 

BRAINY BUCKS ADVANATGES 

Brain Bucks is a young and experienced team of 24 people with modern techniques. They always 

try to learn, overcome obstacles, find solutions, and try new things. For them, honesty, 

determination, good and good practice are the limits of success. 

They want to grow beyond expectations. 

For the time being, Brainy Bucks deals in the Fantasy cricket only.  Now they are coming into 

Football, rummy, volleyball, kabaddi, etc.  as well and they are preparing for that like software 

development, making a database, etc. And for their branding segment, they will launch for the pan 

world. 
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DIVISIONS 

 

 

 

 

 

 

 

FSL 11:   FSL11 is the fastest online gaming platform in India, designed for sports lovers, 

especially cricket lovers in India. FSL 11 was founded in 2018. Their believe that cricket is not 

only an opportunity for its users to get big shows, but also an opportunity to watch the games 

with enthusiasm. 

 

But now FSL 11 going to start new sports: 

• Football based,  

• Basketball based, 

FSL 11 BlueTick 
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• Volleyball based,  

• Hockey based,  

• Baseball based,  

• Handball based, & 

• Kabaddi based  

These are all that online fantasy games which yet to be start in near future. FSL 11 as used 

herein shall be construed as a collective reference to FSL 11 and the FSL 11 App. 

 

BlueTick: BrainyBucks PVT Ltd. are going to start digital marketing agency, which is in the 

under process. As we know we are living in internet era, in modern era, we need to be work online 

for our growth. That’s why BrainyBucks PVT Ltd are going to launch their branding agency 

naming BlueTick. 

They will provide their service on these platforms: 
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• Facebook 

• Telegram 

• YouTube 

• Quora 

• Instagram  

• SEO 

• Regular Blog Writing 

• Imprompt u Blog Writing  

• Meme Creation  

• Website Handling 

• Facebook Ads 

• Social Media Ads 

• Competitors Data 

• Long Videos 
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CUSTOMERS 

Those sports lover who wants to earn the money by the using of their sports knowledge from all 

over India (FSL 11). In that there are no specific customers, because never know our audience 

because in that you need to high engagement rate on your website and employee conversion rate 

as well. Those are good knowledge of the sports and good in prediction so he/she can be their 

customer.   

Companies & firms who wants to promote their business online (Bluetick). 

 

Eligibility: 

• Contest have to be above 18-year-old.  

• Persons who wish to participate must have a valid email address. 

• FSL11 may withdraw a participant and / or win upon receiving the information. If it appears 

that someone is in the comments about the teams participating in any competition / merger, 

meeting schedule, bulletin, and so on. 

• Only those participants who have completed registration in FSL 11 as well as the pre-race 

registrar as per the format indicated above will be eligible to participate in the competition 

and win prizes. 
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COMPETITORS 

 Dream 11 9 Stacks  Unikrn The stars 

Group 

Head 

digital 

Works   

Foundation 

Date 

2012 2017 2014 2001 2006 

Type Private  Private Private Private Private 

Location Mumbai  Delhi US CA New Delhi 

Employees 334 30 39 4,591 NA 

Alexa 

website 

range  

9,717 2,53,944 2,85,714 3,55,510 3,18,220 

 

FINANCIAL PERFORMANCE 

The only information available to us is Annual Revenue is approx. $2.30 million. 
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INDUSTRY CLASSFICATION 

 

The fantasy sports and gaming industry in India has found different ways to encourage fan 

engagement in various sports. Industry has a profit of 43.8 billion Rupee and says up to 118.8 

billion Rupee is FY23, with growth rate of 22.1% per annum.  

The Indian Sports Games Federation (IFSG), India's first private-equity body for the sports betting 

industry, and KPMG India Private Limited (KPMG) have released a report on "Developing the 

field of India Sports Games" on the second sign. Events - GamePlan 2019 with the theme "Wealth 

Games for Games." The report provides an overview of online gaming focused on gaming and e-

sports content 

The Indian internet gaming industry is witnessing a major push that is showing a sign of slowing 

down. Higher growth gives people easier access to a wide range of sports betting, styles and genres. 

This can lead to potential uncertainties and misconceptions among players in choosing the right 

platform to use and their interest in the sport.  

As the Government of India for sports betting, we are dedicated to raising awareness about sports 

betting, encouraging players to approach better business behavior and practices, and enabling 

sports enthusiasts to enjoy the games they love in a sport. fun, interesting and safe. " 

74% of game designers can use it 1-3 times as much as possible online, demonstrating a real value 

in a situation for technical use. Increasing the ability of a company to adopt a wider range of sports 

betting situations, including non-cricket games, and can have significant financial implications is 

crucial to the success of Indian sports betting. 
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GROWTH SUMMARY OF THE COMPANY 

Brainy Bucks Gaming Private Limited was founded by the Sonali Tapdiya in 2019. As we know 

about the sports fantasy industry is growing day by day in India. That’s why in a very short time 

without any external funding the company is counted among the top 5 fantasy sport companies of 

the nation & achieve the annual revenue approx. $2.30 million. In January the users of the company 

are in million. 

Brainy Bucks Gaming Private Limited has official member is FIFS. And payments partners are 

Paytm & Razorpay.  

  



18 | P a g e  
 

7-S FRAMEWORK 

As the title suggests, the framework has 7 variables: structure, strategy, systems, staff, skills, style, 

and shared value. These variables are categorized as soft components and hard components. The 

hard components are strategy, structure, and systems which are normally feasible and easy to 

identify in an organization and they are normally well documented in reports such as strategy 

statements, corporate plans, organizational charts, etc. The other four elements, staff, skills, style, 

and shared value require a comprehensive look. 

STRATEGY: 
The strategy of the Brainy Bucks is to target the youth, particularly college students of the India. 

They appoint the college ambassadors in colleges to promote their products among the students. 

Brainy Bucks build the very good relationship to their customers. 

STRUCTURE:  
The structure of the company is mainly focused on the fantasy sports (FSL 11) which includes 

Cricket based, Football based, Basketball based, Volleyball based, Hockey based, Baseball based, 

Handball based, & Kabaddi based. They are opening one more segment branding agency. 

SYSTEM: 
Brainy Bucks follows a very good management model. It takes few steps to be safe High quality 

content, including WhatsApp reports, daily agenda, protocols Meetings, Poster and Daily. 

Database management continues carried out with the aim of improving people and stakeholders in 

daily activities and ethnic origin. 

STAFF: 
Each employee is a TEAM member. Work is carried out in the main machine the ability to provide 

comfort and convenience. It also plays a role in regular conversations that improve work at a 

company. Additionally, on behalf of the team, the work is more and more pronounced participation 

in work, exchange, and future partners. It builds this maintenance work environment, can 

accompany employees from strength, determination, and self-respect. 
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STYLE: 
Head always give chance to you present your ideas in front of them, and always encourage you to 

think out of the box. Which helps you to increase your creativity. However final decision is of 

head of the team. 

SKILLS: 
The employee of Brainy Bucks is all the educated and multitasker. The competitive strength of the 

organization is created by having employees of creative, passion, zeal, leadership, multi-cultural 

skills and having the ability to work in all the required fields. 

 

SHARED VALUES: 
 The company’s values are based on the value system s follow:  

• Respect people, system and process  

• The system is fair and ethical  

• Employees drive for excellence  

• The act is customer-centric 
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PORTER’S FIVE FORCES 

 

 

New Entries: 
The industry is in the increasing phase so, there are very high chance of new entries. But New 

entrants face barriers, some of which are more relevant to the companies listed above than others. 

Buyers Power: 
Consumers (consumers) have power when they can partner with companies to produce a product 

or service. This power is great when consumers use a large portion of a manufacturer’s income 

when there are a number of specialties that provide a certain type of product. 

Supplier Power: 

• There is a concentration of suppliers compared to buyers. 

• There are high switching costs associated with moving to another supplier. 

• Proprietary expertise or technology is needed by suppliers. 

• A product is highly differentiated. 

Substitute: 
Seeing that the e-sports industry in the early years, with the ability to connect a product and 

services, the status of product representatives appears today, it becomes more and more obvious. 

However, as the industry develops, the introduction of other agents is inevitable. Even today, 

tampering with game content (skins and / or other digital products) offers many parts. 

Rivalry: 
In the e-sports business, the strength of competitive sports is now limited by the unrivaled 

representation of professional sports. 
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PROBLEMS 

LEGALITY ISSUE: Most of the people thinking fantasy sports falls in to the illegal 

activity. Because most of the people think that is gambling & their thinking is with the valid 

reason because its look like full gambling. 

CUSTOMER RETENTION: Most of the time people stop playing after one-time loss, so 

retention is very important.  
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Part-2 
Project - FSL 11 

At the starting of my internship, the first project was given to me were digital marketing & 

business development (Marketing Strategic) intern of FSL 11. I under the guidance of Mr. 

Shivang Bakliwal director of the company, he taught me the practical knowledge digital 

marketing & how to make marketing strategy about the college ambassadors. 

There is some presentation which I present: 

New audiences 
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Figure: 1 Targeting the college students 

In this presentation they asked me to target a new customer base, so I targeted the college students 

for our new customer base.  
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Firstly, I search about good & big market customer base. And I found one a big and good costumer 

segment (college students). I checked roughly about numbers of the college students, and my plan 

was gone for direct e mail to the students which we could direct contact students.  Clubs & 

committees are the very important part of the each and every colleges, most of the students are the 

part of the clubs & committees, so targeting the clubs & committees will be a good deal. My other 

plan was going for the social media, because today’s youngsters are very used to about the social 

media. After that, videos are very important to attract students and post in the social media 

platform. Campus newspapers is also good for the advertising. 

After that we can appoint the college ambassadors which we can give target t them. 

After the presentation, they loved my presentation and way of my presentation. After that give me 

a new work about the “what work we can assign to the college ambassador”. 

In that work, I had to do research on the college ambassador duties. And made a presentation on 

that.  
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Figure: 2 Ambassador Duties  

That is another presentation about the ambassador duties: 

I that presentation I showed about to assign student college ambassadors, promote on social media, 

personally by the messages, emails, direct calls, giving offers, promo codes, video making, 

maintain buzz, etc.  
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After the last presentation, my next presentation is about the ambassador duties. 

College ambassador firstly go for the social media, which is the very important. And conduct the 

online competition. Which one will win that competition so give them some extra points. Email 

marketing, mobile marketing, content marketing etc. 

After that I need to make some data base of students & clubs and committees. 

 

Data Mining 
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Figure: 3 few contact list for the college ambassador  

There is a small list of the colleges to contact for the college ambassador. I made a 130 list of 

colleges.  
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And I was start making cold calls to them and assign some college ambassadors for our promotion 

in their college. 

Now that time were assign work to them according to their region, courses, and colleges. I made 

them understand how to deal with students for this and hoe to market our products among them, 

what they can do in their college for the promotion.    

        



34 | P a g e  
 

Project- Blue Tick 

In that project, firstly I need to understand the market according to the project. At that time, I 

studied the market and start work on one part of the social media marketing. I found lots of 

Instagram influencers & try to convince to work with us. Under the gaudiness of Mr. Shivang 

Bakliwal, director of the company, I asked to study about the market and according to the project 

company’s get.  

The project was about the promote the sports application (FSL 11). 

Some of the big Instagram influencers for the big client: 
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Figure: 4 Sports client Instagram influencers 

In this work I asked to find the big Instagram influencers. I found lots of influencers and I convert 

57 of them and start making contract. And handle all the legal issues of that. Constantly follow to 

them about all the. I asked them to post our advertisement poster or video on their account. After 
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their post I need to check the engagement the post and check the people who saw the post. 

 

Figure: 5 Cold calls 
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After that I asked to research about the dating application and I started research about that. And 

start mining the data and collect the data of and start talking officially to all of them.  
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Figure: 5 Dating application data  
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 I started after the made all the data of the for promotion of the dating application. I made data of 

550 influencer. After that cold calls started for conversation, I convert 256 of them. And I deal the 

all about the legal issues and contract with us. 

At the end of my summer internship I asked for handle some other interns from other colleges. My 

senior gave me work to assigned some works for other interns and ask to help in their work. In last 

10 days I work as head of a team with 7 members. 

   



43 | P a g e  
 

Part – 3 

Learnings 
• BrainyBucks Pvt Ltd. provided me an opportunity to witness the real-time of the corporate 

world. I got to know about the actual style of working in corporate. 

• As intern at BrainyBucks, I got to know a lot about fantasy sports industry, way of working 

the fantasy sports industry. 

• During the internship I learn the practically about the digital marketing, how its work, how 

to really work digitally. 

• During my internship, I had to make about lots of calls per day which make me learn how 

to talk in the corporate world, how to influence people, various tips and tricks, etc. I used 

to make calls & direct message from 10 am to 4 pm and afterward I worked on my market 

research project. Continuous efforts towards promotional activities have a direct impact on 

sales and customer retention. 

• Ask for feedback, issues and situations with customers on a regular basis, these interactions 

can provide excellent insights into how the product is perceived. Customers, competitors' 

movements and new business opportunities. 

• Keeping eye on competitors and watching the changing customer preferences are 

important. 

• During my internship, I got to know a lot about Data Mining and Market Research, how to 

do it and what to look for and what not to, from where to look, checking whether the 

collected data is accurate or not under the guidance of my mentor. 

• Almost everything depends on the personal rapport between the company and the 

customer. 

• They teach me how to lead the team, how to handle different people at the same time with 

different mindset.  
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Certificate 

 

  


