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ARCHITECTING
DIGITAL

GROWTH FROM
A COLD START

A full-funnel blueprint for
transforming zero awareness into
active market engagement.




THE CLIENT AND THE FRICTION
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— Y Bharat Auction House (BAH) is an online auction platform
—— and mobile app designed for individuals and businesses to buy
/ff/f am and sell items through bidding.
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THE BASELINE

Zero awareness, an educational void regarding digital bidding,
and a completely cold start for user acquisition.




DIAGNOSING THE BARRIERS TO ENTRY

Growth required systematically dismantling user friction. We mapped each business

problem to its underlying psychological barrier to engineer specific creative solutions.

PROBLEM-TO-SOLUTION MATRIX

CLIENT PROBLEM PSYCHOLOGICAL BARRIER ENGINEERED SOLUTION

High-frequency, visually

() Brand Silence distinct digital assets.

Engaging, culturally resonant

Cognitive Friction illustrations and memes.

Step-by-step educational

Knowledge Gap carousels.

Tangible asset showcases and

Trust & Action Deficit clear Ul demonstrations.




THE STRATEGIC
PLAYBOOK

Generating live users requires a sequenced
digital architecture. Content was categorised into
three distinct pillars to guide users from initial
awareness to final transaction.

Demystifying the
bidding process.

|

Hijacking attention via
cultural relevance.

Proving tangible value and
prompting app downloads.



Top of Funnel: Breaking the Ice
Breaking the

©

Reframing a complex
financial concept into

Sahi SAMAY pr  everyday language.
sahi bid lagao
aur win karo

To capture attention in a
crowded feed, the strategy

leveraged relatable cultural
archetypes to introduce the
concept of timing in auctions.

Humour and familiar
visual cues lower
the barrier to entry.




MIDDLE OF FUNNEL: ENGINEERING
UNDERSTANDING

@Converting curiosity into intent requires education. We deployed structured carousel
formats to break down the mechanics and benefits of digital bidding.
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Middle of Funnel: Targeted B2B Persuasion
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Pivots from app
features to pure B2B
financial ROI.

Small decisions
can impact large recoveries.




BOTTOM OF FUNNEL.:
DRIVING THE

Bharat
B A

uction House

CONVERSION b B0
TH. r;‘, _J“ y ", | m il“
Trust is built on tangible ; =
' i ' 4 Industrial machinery
Inventory. To activate _ coming oo P et

dormant audiences, we

showcased high-value )
~ physical assets alongside P

Browse Auctions,
Place Your Bid,
Win With Confidence
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seamless digital
Interfaces.




The Journey
to Scale

Turning abstract trust
into concrete digital
opportunity. A single,

unified platform
accommodating
everything from
consumer vehicles to
heavy industrial land.
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Creative strategy is only as good as it its quantitative output. By pairing a high-output organic
content engine with targeted performance marketing, we achieved rapid market penetration.

Organic Push Engagement

2.8k

Content Interactions

Significant increase in
website traffic and
verified growth in live
bidding.
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Organic Reels/Posts Paid Performance Ads



FPRHE AUKOFOCUSS ADVANTAGES

True digital growth occurs when analytical strategy dictates creative execution.
We build the digital architectures that turn cold audiences into active market participants.

autofecuss

Innovate. create. scale.



