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Problems of traditional marketing or
sales

T rad i t i ona l  sa les  re fe r  to  the  p rocess  o f  se l l i ng  goods  o r
se rv ices  to  cus tomers  th rough  va r ious  channe l s .  T rad i t i ona l
marke t ing  i s  a  t ype  o f  adver t i s i ng  tha t  reaches  ou t  to  a  ta rge t
aud ience  in  a  non-d ig i ta l  fo rmat  means  they  use  t rad i t i ona l
med ia .  To  engage  the i r  aud ience  and  inc rease  the i r  reach ,
bus inesses  emp loy  marke t ing  channe l s  such  as  p r in t ,
b roadcas t ,  t e lemarke t ing ,  and  d i rec t  ma i l .  The re  a re  a  lo t  o f
p rob lems in  t rad i t i ona l  marke t ing .

T rad i t iona l  marke t ing  l im i t s  your  ab i l i t y  to  adapt  to  marke t
changes  as  qu ick l y  as  newer  types  o f  communicat ion .
T rad i t iona l  marke t ing  en ta i l s  c reat ing  mass-marke t  content .
Adver t i sements  in  newspapers  and  shopp ing  mal l s  w i l l  ca tch
the  eye  o f  everyone  who  wa lks  by ,  and  they  w i l l  no t  be  ab le  to
communicate  to  a  spec i f i c  aud ience .  Un l i ke  on l ine  content ,
t rad i t iona l  content  i s  temporary .  

Consumers  cannot  look  fo r  pe r iod ica ls ,  newspapers ,  o r
te lev i s ion  shows  a f te r  they  have  been  pub l i shed  o r  shown .
Marke te rs  can ' t  t rack  the i r  success  o r  marke t ing  re tu rns  f rom
a spec i f i c  channe l  w i th  t rad i t iona l  marke t ing .  Fo r  ins tance ,
they  a re  unab le  to  assess  the  income r i se  o r  loss  resu l t ing
f rom a  spec i f i c  adver t i sement  a t  a  re ta i l  cente r .  T rad i t iona l
marke t ing  can  be  more  expens ive  and  can  take  longer  to
execute  and  re f ine .

Followings are the problems of traditional marketing



Fo r  re ta i l  apps  o r  webs i tes  c reate  d ig i ta l  smar t  cont rac ts
wh ich  a l low you  to  choose  the  number  o f  co ins  to  reward
Marco ins  based  on  par t i cu la r  sa les  va lues .  Re ta i l e rs  a re
a l located  a  se t  amount  o f  Marco ins  based  on  the i r  vo lume
and promot iona l  ac t i v i t y .

To  p repare  the  p rocess  techn ica l  p rogrammers  o f  re ta i l e rs
w i l l  add  the  smar t  cont rac t  and  consumer  wa l le ts  gateway
l ink .  Cus tomers  w i l l  rece ive  Marco ins  by  l i nk ing  the i r  d ig i ta l
wa l le ts ,  such  as  MetaMask ,  T rus t ,  o r  any  o ther  wa l le t .

Cus tomers  might  use  the  Marco ins  c ryptocur rency  to  rep lace
cash  o r  t rade  i t  fo r  o ther  c ryptocur renc ies .

How does it work

Solution

The  idea  i s  to  rep lace  a l l  t hose  p rob lems o f  t rad i t i ona l
marke t ing  ac t i v i t i es  by  us ing  Marco ins  such  as  loya l t y  and
reward  po in ts  w i th  co ins  where  cus tomers  can  bene f i t  d i rec t l y
o r  save  the  Marco ins  i n  the i r  wa l l e t s  fo r  fu tu re  p r i ce  i nc reases
or  to  swap w i th  o the r  c ryp tocur renc ies .  B lockcha in  techno logy
i s  chang ing  the  wor ld  fo r  good .  Marco ins  i s  the  mos t  un ique
and robus t  c ryp to  and  NFTs  marke tp lace .  Marco ins  i s  the  f i r s t
marke t ing  c ryp to  and  NFTs  ecosys tem.  

Bu i ld ing  a  commun i t y  o f  c ryp tocur rency  en thus ias ts  who  a re
in te res ted  in  you r  p roducts  i s  an  impor tan t  par t  o f
c ryp tocur rency  d ig i ta l  marke t ing .  Soc ia l  channe l s  and  con ten t
marke t ing  p lay  a  s ign i f i can t  ro le  i n  commun i t y  bu i ld ing .  The
Marco ins  ecosys tem may  p rov ide  la rge  merchants  w i th  a
var ie ty  o f  op t ions  fo r  apprec ia t ing  the i r  consumers  i n-s to re  by
rep lac ing  s tandard  sa les  p romot ions  w i th  Marco ins  p lans .  



Plan 1: Direct Rewards

Plan 2: Direct Gifts

Plan 3: Direct Discounts

Plan 2: Direct Gifts

Marcoins Plans

Wi th  the  D i rec t  Rewards  p rogram,  i t ' s  s imp le  to  acqu i re  more  o f
what  you  want  w i th  the  D i rec t  Rewards  p rogram.  Fo r  eve ry  $ 1
you  spend ,  you  w i l l  r ece i ve  one  po in t .  Fo r  eve ry  do l la r  you
spend ,  use  the  po in ts  you  earn  to  ge t  f ree  gear  o f  you r  cho ice .
Make  pu rchases  to  earn  po in ts ,  wh ich  you  can  then  redeem fo r
f ree  s tu f f .  You  rece ive  more  fo r  you r  money  i f  you  spend  more .
So  pu rchase  a  ce r ta in  amount  o f  Marco ins  c ryp tocur rency  i n
USD  o r  anothe r  cu r rency .

Cus tomers  can  a l so  buy  Marco ins  th rough  NFTs  g i f t  and  by
us ing  NFTs  g i f t  re ta i l e r  subs t i tu te  sa les  t ransact ion  w i th  the
Marco ins  NFTs  g loba l  p la t fo rm , ' s  i nven to ry  o f  NFTs .

D i rec t  d i scounts  w i l l  r educe  the  expected  p r ice  i n  the  m inds  o f
consumers .  I n  th i s  re ta i l e r ,  app  re ta i l e r s  p rov ide  d i scount
schemes  and  re ta i l e r s  l i n k  the i r  d i scount  scheme w i th  any
spec i f i c  pe rcen tage ,  such  as  5% ,  10% ,  70%  w i th  spec i f i c
Marco ins  amount  o f  1 , 5 , 1 0 ,  and  so  on .

When  purchas ing  goods ,  a  coupen  i s  a  t i c ke t  o r  document  tha t
can  be  re tu rned  fo r  a  f i nanc ia l  d i scount  o r  reward .  Re ta i l s  can
send  the i r  cus tomers  v i r tua l  coupons  tha t  i nc lude  Marco ins
c ryp tocur rency  th rough  a  v i r tua l  coupon  o r  Marco ins
cus tomers  ge t  the  reward .  



Retailer Platform

Our products

Customer Platform

P rocesses ,  pa r tne rsh ips  w i th  supp l i e r s ,
s to re  layou t ,  cus tomers ,  and  count less
o the r  components  o f  en te rp r i ses  make
up  the  re ta i l e r  p la t fo rm .  A  p la t fo rm tha t
emerges  15  years  i n to  a  company ' s  l i f e
cyc le  was  a lmos t  de f in i te l y  no t  p lanned
but  ra the r  a rose  as  the  company  g rew .
Re ta i l e r  p la t fo rms  con ta in  bo th  Marco ins
c ryp tocur rency  and  NFTs  re ta i l e r
co l l ec t ion  o f  funs .  I n  th i s  p la t fo rm
re ta i l e r s  can  buy  Marco ins  by  us ing  th i s
Marco ins  re ta i l e r s  can  connect  w i th  the i r
d i f fe ren t  wa l l e t s .  Re ta i l e r s  i nc lude  co f fee
shops ,  res tau ran ts ,  g rocer ies ,  fash ion
shops ,  e tc .  Re ta i l e r s  w i l l  pu rchase
Marco ins  and  then  use  i t  to  reward
cus tomers .  The  re ta i l e r  can  a l so  g i ve
NFTs  g i f t s  o r  Marco ins  as  g i f t s  to
cus tomers  fo r  p romot ions .

A  cus tomer  p la t fo rm i s  des igned  fo r  the
marke t ing .  I t  ga the rs  and  combines
f i r s t-par ty  consumer  data  f rom a  va r ie ty
o f  sou rces  to  c rea te  a  s ing le ,  cohes i ve ,
and  comprehens i ve  v iew o f  each  c l i en t .
Marke te rs  can  then  use  tha t  i n fo rmat ion
to  deve lop  ta rge ted  and  cus tomi zed
marke t ing  e f fo r t s .  F rom var ious  s to res ,
cus tomers  can  ge t  Marco ins  o r  nu ts
wh ich  p rov ide  fea tu res  such  as  send ,
rece ive ,  and  swap fo r  Marco ins
c ryp tocur rency .  Cus tomers  can  ge t  a
reward  in  Marco ins  and  NFTs  by  car ry ing
out  no rma l  shopp ing  a t  any  ava i lab le
grocery  s to res .  A l l  t he  g i f ted  Marco ins
t rans fe r  to  the  cus tomer  p r i va te  wa l l e t
and  cash  to  you r  bank  account



Marcoins NFTs World Platform

An NFT, or non-fungible token, is a unique unit of data that uses technology to log and
authenticate digital content, such as films, songs, and photographs, on cryptocurrency
blockchains, primarily Ethereum. Unlike cryptocurrency, which requires all tokens to be
identical, each NFT is unique or limited in quantity. To simplify, in each blockchain, all
tokens are equal and interchangeable. NFTs' key advantages are inextricably linked to
everything that distributed ledger technologies (DLT) has delivered in recent years.
Blockchain technology ensures the legitimacy of NFTs and direct payments to content
creators. 

Retailers leave their funs to send NFTS and thank them with Marcoins cryptocurrency or
special offers according to on each retailer. From the perspective of an outside retailer,
NFTs appear to be a very individualized manner of shopping, in contrast to shopping in
a physical store. When an independent seller sells an NFT, for example, it is a distinct
digital asset (it is non-fungible), yet when a huge retailer sells an item in a shop or
online, it is usually not as distinct because it lacks any original value (it is fungible).
There are three kinds in the Retailers NFTs collection.



RETAILERS BRAND NFTS

Customers  can  use  c ryp tocur renc ies  to  buy  v i r tua l  goods ,  such
as  NFT  a r twork  and  d ig i ta l  s k ins ,  on  Co inbase ' s  webs i te .  The
re ta i l e r  i s  work ing  on  a l l ow ing  cus tomers  to  pay  w i th
c ryp tocur renc ies  i n-s to re .

Cus tomers  can  t rans fe r  NFTs  tha t  rep resen t  the  re ta i l e r ' s
b rands ,  i t ems ,  i ns ide-s to re  a r t s  work ,  and  marke t ing  work .  

So  many  commerc ia l  b rands  a re  see ing  the  va lue  i n
repurpos ing  asse ts  they  a l ready  own and  shar ing  them w i th
fans  v ia  NFTs  r igh t  now .



Retailers Future Brand NFTs

Retailers FreeStyle NFTs

NFTs  (Non-Fung ib le  Tokens)  a re  now one  o f  the  mos t  popu la r
marke t ing  t rends ,  and  they  a re  expected  to  become a
prominent  par t i c ipant  i n  the  t r i l l i on-do l la r  marke t ing  bus iness
by  2022 .  

Cus tomers  can  t rans fe r  the  NFTS  to  exp ress  the i r  fu tu re
expecta t ions  o f  the  re ta i l e r ' s  b rand ,  where  they  can  imag ine
fu tu re  p roducts ,  se rv ices ,  and  so  on .  

More  f i rms  w i l l  u t i l i ze  NFTs  to  deve lop  b rand  loya l t y  i n  2022  by
prov id ing  fans  w i th  spec ia l  d i scounts  and  p romot ions  tha t
a ren ' t  ava i lab le  th rough  t rad i t i ona l  d i s t r ibu t ion  methods .

Cus tomers  can  t rans fe r  the i r  f ree-s ty le  NFTs  to  the  co l l ec t ions
o f  fun  bus inesses .  

NFT  con ta in  any th ing  d ig i ta l  i nc lud ing  d raw ings ,  an imated  G I Fs ,
songs ,  o r  i t ems .  A  re ta i l e r  can  use  i t  to  se l l  NFTs  to  the  pub l i c .



1-starbucks 

2-McDonald 

3- Nike 

3-Walgreens

5-Walmarts

6-H&M

7-auto zone

8-Costco 

9-Ikea

Business Plan

Market size

Retailers Segmentation

Targeting retailers with global view and diverse business sectors that

include the criteria of big size of physical retail shops example of targeting

special retailers in first launch of marcoins ecosystem 

So many of them will

target simultaneous




 price/USD
Token

Purchase/reta
iler

No of Retailers
and their stores

Total Stacking



First Year 0.01 10,000,000 1,000 100,000,000

Second Year 0.03 10,000,000 2,000 600,000,000  

3rd Year 0.05 10,000,000 4,000 2,000,000,000 


 price/USD
No of NFTs

per
retailer

No of
Retailers




fees by
Marcoins

Total fess per
USD

First Year 0.01 100,000 100 30 3,000,000

Second
Year 0.03 300,000 200 30 54,000,000

3rd Year 0.05 500,000 400 30 300,000,000

Our Plan and Revenue

Stacking o f  MARCOINS

Royal ty  and F i le  S ize  Fees  For  NFTs  for  reta i le rsRoyal ty  and F i le  S ize  Fees  For  NFTs  for  reta i le rs




 Year 1 Year2 Year3

Total Revenue in
USD



108,000,000 714,000,000 2,700,000,000     


 price/USD
No of NFTs

per
customer

No of
customers fees in Marcoins Total fess per

USD

First Year 0.01 10 10,000,000 5 5,000,000

Second
Year 0.03 20 20,000,000 5 60,000,000

3rd Year 0.05 40 40,000,000 5 400,000,000

Our Plan and Revenue

Tota l  Revenue 

Royal ty  and F i le  S ize  Fees  For  NFTs  for  customers  (Funs)



Technology

Marco ins  token  i s  based  on  BEP20  wh ich  i s  E the reum
compat ib le .  BEP20  i s  the  token  s tandard  o f  the  B inance  Smar t
Cha in .  The  BEP20  token  s tandard  on  BSC app l i es  to  any  token
that  i s  launched  o r  c rea ted  on  B inance  Smar t  Cha in ' s  p la t fo rm .
MARCOIN  i s  a  decent ra l i zed  f i nanc ia l  payment  ne twork  tha t
uses  the  b lockcha in  to  rec reate  the  t rad i t i ona l  payment  s tack .
To  p romote  p rogrammable  payments  and  the  c rea t ion  o f  open
f inanc ia l  i n f ras t ruc tu re ,  i t  uses  a  baske t  o f  f ia t-pegged
s tab leco ins  tha t  a re  a lgo r i thmica l l y  s tab i l i zed  by  i t s  rese rve
cur rency  MAR .

Marco ins  ecosys tem based  on  ERC-20  and  ERC-72 1  i s  the
s tandards  o f  E the reum b lockcha in  techno logy .  E the reum i s  a
decent ra l i zed  b lockcha in  techno logy  tha t  c rea tes  a  peer- to-
peer  ne twork  fo r  secure l y  execu t ing  and  ve r i f y ing  smar t
con t rac t  code .  I n  the  b lockcha in ,  decent ra l i za t ion  re fe rs  to  the
t rans fe r  o f  con t ro l  and  dec i s ion-mak ing  f rom a  cen t ra l i zed
ent i t y  ( ind i v idua l ,  o rgan i za t ion ,  o r  g roup  the reo f)  to  a
d i s t r ibu ted  ne twork .  On  the  E the reum b lockcha in ,  the  ERC20
token  i s  a  s tandard  fo r  c rea t ing  and  i ssu ing  smar t  con t rac ts .
ERC-72 1  s tandard  i s  a  token  s tandard  used  on  the  E the reum
blockcha in .  ERC-72 1  i s  a  f ree ,  open  s tandard  tha t  desc r ibes
how to  bu i ld  non- fung ib le  o r  un ique  tokens  on  the  E the reum
blockcha in .  ERC-20  tokens  rep resen t  a  s ing le  asse t  and  a re
in te rchangeab le ,  ERC-72 1  tokens  a re  i nd i v i s ib le  and  represen t
a  co l l ec t ion  o f  asse ts .



Distribution Plan

Tokenomics

Structure

Structure phase1

Marco ins  Token
Token  Symbo l :  MARCO
to ta l  supp ly  =  1 , 000 ,000 ,000 ,000  MARCO
Token  p r ice :  1  MARCO = 1  cen t  USD   

P r i va te  sa les  (20%)  (200B i l l on)  a l l ocated  fo r  the  p roducts
deve lopment ,  R&D ,  opera t ing  expenses ,  and  marke t ing  w i l l  be
in  4- round  each  round  50  B i l l i on  on l y  execu te  1  round  w i th  ou r
road  map rema in  to  keep  fo r  fu tu re  p roducts  deve lopment  i n
2024  in  fo rward ing

M in imum Purchase :  100 ,000 ,000  MARCO
Max imum Purchase :  No  L im i t
Bonus  s t ruc tu re
Eve ry  100 ,000 ,000  MARCO Pu rchased  =  10 ,000 ,0000  MARCO
bonus

Pub l i cs  sa les  ( 10%)  ( 100B i l l i on)  un locked  un t i l  t he  f i r s t  round  o f
p r i va te  sa les  ove r ,  and  w i l l  be  i n  two-phase  each  phase
(50B i l l i on)  no te  the  second  phase  a f te r  road  map s tage  one
f in i sh  and  rema in  w i l l  be  once  new deve lopment  o f  p roducts :

M in imum Purchase :  1  MARCO
Max imum Purchase :  No  L im i t
Bonus  s t ruc tu re
No  bonus  



Structure

Reta i l e r s  Sa les  (50%)  (500B i l l i on)  a l l ocated  fo r  re ta i l e r s
wa l l e t s  to  s ta r t  t rans fe r  to  the i r  cus tomers  accord ing  to  p lans  

M in imum Purchase :  10 ,000 ,000  MARCO
Max imum Purchase :  No  L im i t
Bonus  s t ruc tu re : Eve ry  1 , 000 ,000  MARCO Pu rchased= 50 ,000
MARCO bonus

Team and Foundat ion  (20%)  (200B i l l i on)  a l l ocated  fo r  founder
and  team not  re lease  any  token  un t i l

The  p ro jec t  goes  l i f e  w i l l  be  par t ia l  re leased  w i th in  5  years  

Tokenomics

Retailers Sales
50%

Private sales
20%

Team and Foundation
20%

Publics sales
10%



Q1-2022

Q3-2022

Q1-2023

Q3-2023

Q2-2022

Q4-2022

Q2-2023

Q4-2023

Road Map

smart contract, create Token 
Branding, Logo, Name.

Releasing Whitepaper
Launching Social networks
Launching an official website 
ICO Launchpad development

Company Established 
Team Expand
Ecosystem design 

Marketing Marcoins for Big retailers to join
Marcoins Ecosystem.

Full power launch marcoins ecosystems 
expand the retailers to join us 

Early Private investor  
Pre-ICO development

ICO Launchpad release 
ICO event for the public.

Marcoins apps developed include retailers,
customers, and marcoins NFTs world.

Marketing Marcoins for end-users and soft launch.

R&D for more improvements and plugin products for
Marcoins ecosystem.






Team

Eng.Marwan Zamkah Founder

Dr.HeshamGhabour Eng. Mohammed Araby

System analys is  and Smart
cont ract

15  years  exper ience  in
system analys is  ,  database
management  and pro ject
management  in  IT  and
technology

Data  sc ience  ,
B lockchain
Exper ts  ,  26  years
leadersh ip
exper iences  f rom
divers i t ies
bus iness  and
pro jects  

L inked In  

ht tps : //www. l inked in
.com/in/marwan-
zamkah-4a748612

Deve loper  and Machine
Learn ing  
10  years  exper ience  in  Java
,  so f t  ,  PHP  deve lop ing
exper ience  wi th  many
pro ject  handl ing

L inkedIn  
ht tps : //www. l inked in .com/in
/mohammed-araby-
b7617647

https://www.linkedin.com/in/marwan-zamkah-4a748612
https://www.linkedin.com/in/mohammed-araby-b7617647


Legal Disclaimer

Marco ins ,  p resen ts  th i s  wh i tepaper  as  a  b luepr in t  o f  the  p ro jec t
i t  i s  deve lop ing ,  bu t  does  no t  guaran tee  a  ce r ta in  va lue  o r  a
fu tu re  o r  cons tan t  p r i ce  o f  the  co in ,  as  the  marke t  w i l l  u l t imate l y
dec ide  the  p r ice  and  va lue  o f  Marco insCo in .  The  team w i l l  work
to  b r ing  the  co in  p ro jec ts  to  f ru i t i on  i n  o rde r  to  make  the  mos t
o f  the  Marco inspro jec t .  

The  wh i tepaper  i s  sub jec t  to  fu tu re  changes  o f  any  k ind .  The
cryp tocur rency  marke t  i s  a  vo la t i l e  and  r i s ky  one ,  as  i s  we l l
known ,  bu t  the  Marco in  team w i l l  s t r i ve  to  change  these  aspects ,
bu t  no th ing  i s  guaran teed ,  as  the  dec id ing  fac to r  rema ins  the
marke t :  supp ly  and  demand ,  and  we  cannot  i n f l uence  the
pr ice/va lue  o r  resu l t s  i n  any  way .


