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SITUATION 
 
 
 

MARKET 
College students are always looking for ways to make some extra cash. Buying and selling gently used items 
is nothing new; in fact, Craigslist and Ebay are a widely used and popular platforms to buy and sell items. 
While Craigslist and Ebay are popular, many have anxiety when using those platforms. Swapin is “Craigslist 
for college students”; however, not many students know about the platform. 
 
PRODUCT 
Swapin is a platform that allows college students to buy and sell gently used items, including books, school 
supplies, furniture and other items students may need. The app allows the user to select their university and 
browse through, as well as add items that they able to buy or sell to other fellow students. 

 
OPPORTUNITY 
Although Craigslist and Ebay are the leading buying and selling platforms, there is much precaution when 
using due to the idea of ‘stranger danger’. Swapin is solely for students within the same university. Users are 
able to buy and sell items with their fellow peers, this link of commonality creates a small-town feel and allows 
users to feel more trusting of their sellers. 

  
OBJECTIVE 
 

We want 1,000 Swapin downloads from students at the University of Nebraska-Lincoln. In order to do this we 
need to increase brand awareness on and near campus. 
 

  
STRATEGY 
 

Swapin is a user-driven tool that helps students connect when making used buying and selling purchases. 
Using on-campus and other popular Lincoln events is key when reaching the college demographic. 
Approaching future Huskers at Red Letter Days, current Huskers at Big Red Welcome (Free Stuff Sunday), 
as well as other campus event opportunities are easy ways to connect and inform UNL students about the 
benefits of using Swapin over other buying/selling platforms. 
 
While gorilla-marketing tactics will help raise brand awareness, social media will help connect with students 
as they are deciding to buy/sell an item. Emphasizing Swapin’s student-oriented prerogative is what will set 
Swapin apart from other buying and selling platforms, because Swapin was created with the student in mind. 
(See Social Media Plan for additional direction). 

  
TARGET 
AUDIENCES 

The Frantic and Poor College Student 
Rowen is a junior at UNL, she also loves going to coffee shops to study. So much so, that she accidentally 
spilled her venti-soy-caramel-latté all over her laptop, damaging the whole thing. She is freaking out because 
has a project due at the end of the week and doesn’t have time to look for another laptop, and doesn’t have 
the money to buy it new. She doesn’t see Craigslist as a viable option to buy a used laptop off of, and renting 
a laptop from UNL doesn’t allow her to download the programs she needs to complete her project. Rowen is 
looking for a quick and easy way to find a functioning laptop that she can use at least until the end of college. 
She remembered one of her sorority sisters talking about this new app called Swapin, that has all sorts of 
items for college students and makes it quick and easy to buy from other users. Rowen sees that someone 
she recognized from a class freshman year is selling his laptop, that just so happens to have the software she 
needs, for a reasonable price and is able to meet up tomorrow to sell it to her. 
 
The First and Next Apartment Shoppers 
Taylor and Dylan are roommates and have just graduated UNL and are moving out of their apartment, 
preparing to move for their new jobs in Chicago. Chicago is much more expensive than Lincoln, so Taylor and 
Dylan are looking for ways to earn some extra cash and are looking into selling their old furniture, school 
supplies and other items they will not be using in their new life. Alex and Shawn are sophomores at UNL and 
are excited to move into their first apartment. They are looking for cheap furniture and other living supplies 
that they will eventually use to make home. They have looked at Craigslist for options, but are nervous about 
meeting with their seller, not knowing anything about them. They remember this app called Swapin that 
facilitates buying and selling with UNL students. They find see that Taylor and Dylan are selling some of their 
old furniture and are willing to meet up in the front of the Union. This puts Alex and Shawn at ease and they 
decide to buy Taylor and Dylan’s furniture. 
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BRAND TONE/ 
PERSONALITY 
 

 
Swapin is the person that knows what everyone is up to. They know who is looking to sell and who is looking 
to buy, and at what price. They are involved in campus life and understand that students don’t have the time 
or energy to search for someone to buy their item, nor do they want to shop around for an item hoping to get it 
at the best price possible. Swapin has the student in mind, allowing them to buy and sell within their own 
peer-group. You can trust Swapin to have exactly what you want, making it quick and easy to connect with a 
desired buyer or seller right on your own campus.  

 
 CURRENT CONSUMER BELIEF BRAND INSIGHT DESIRED CONSUMER BELIEF 

Emotional 
Junk 

(seller): I will just use Craigslist or Ebay to sell my 
stuff that I don’t use or need anymore! 
 
(buyer): I wish there was a less-sketchy way of 
buying used items, cheaper than that of the 
bookstore 
 

Students don’t mind buying and selling to other 
students, but there is a certain anxiety when 
buying or selling to a person out of their peer-
group. 

I can just use Swapin to buy from or sell stuff to 
another UNL student. We can even meet up 
somewhere on campus so it seems less-sketchy 
for both of us. 

 CURRENT CONSUMER ACTION REASONS TO BELIEVE DESIRED CONSUMER ACTION 
Rational 

Junk 
Students have never heard of Swapin. They are 
either buying and selling off of platforms like 
Craigslist or Ebay, or buying used supplies from 
the bookstore 

Swapin provides a ‘safe space’ for students to 
buy and sell their items to other students quickly 
and easily. Because users belong to the same 
university, meeting locations are familiar to both 
parties, eliminating some initial anxiety. 
 

To download the Swapin app and use it to buy 
and sell items with their fellow students. 

 
TACTICAL ELEMENTS Because Swapin is aimed towards college students on their respective universities, Swapin should take 

advantage of gorilla marketing tactics by having a booths and handing out fliers and other freebies at major 
student events. These fliers should include social media handles, any contact information, as well as 
directions for downloading the app. Swapin should also be regularly active on major social media platforms: 
Facebook, Twitter and Instagram.  

  
EXECUTIONAL  
MANDATORIES 
 

Keep the same logo and colors, as well as personality of the artwork given for social media.  
Create social media accounts and implement strategy 
Be active at on campus events such as The Big Red Welcome, Get Rec’d, Red Letter Days 
Have additional fliers in the Union, Library, and other places on campus 
 
 

  
 
 


