
for business

Discovered on mobile 
Connecting people to products 
and services on mobile 



Mobile has changed business  



Time Path to purchase Discovery 



People are spending 
more and more time  
on mobile — and that 
time is in apps 



Source: “Average Time Spent per Day with Major Media by US Adults,” eMarketer Oct 2015 

3hrs 
per day  

on mobile 
Mobile is  

a constant 
companion 



Mobile’s creating new 
moments to reach 
people 

65% 
of people access 

mobile while shopping 

50% 
multi-screen  

viewers 

Source: Facebook IQ, “From One Screen to Five”, in conjunction with Millward Brown Digital and Firefly Millward Brown, (commissioned by Facebook IQ). 
US only, sample size (n-500) and qualitative respondents (n=31); ‘ Poll of 2995 respondents in the US ages 18+, March 2015 



Source: comScore, The U.S. Mobile App Report, Aug 2014, comScore, “How the Power of Habit Drives Mobile App 
Usage,” Sept 2015 

When it comes to time on mobile, apps rule 

52% 
of all time  

spent on digital 

88% 
of time spent in apps  
are within people’s  

top five apps 



Mobile discovery  
is changing 
consumer 
behavior 



Search is not a natural point 
of entry on mobile 

In apps, people 
expect to 
discover things 
just for them 



Sales start with 
mobile 
1 in 3 

shoppers researched on  
mobile before buying on  

desktop or offline  

Source: Facebook IQ, “From One Screen to Five”, in conjunction with Millward Brown Digital and Firefly Millward Brown, (commissioned by 
Facebook IQ). US only, sample size (n-500) and qualitative respondents (n=31); ‘Poll of 2995 respondents in the US ages 18+, March 2015 

shoppers under 34 
researched on mobile 

before buying on 
desktop or offline 

1 in 2 



63% 
of millennials use 

Instagram  
to learn about products,  

apps or services 

74% 
of millennials take action  

after being inspired  
by a post 

This trend is 
more 

prevalent 
among 

millennials 

Source: Instagram user survey, November 2015. 



Purchasing power continues to shift to mobile 

Millennials 

83% 

69% 61% 44% 

Researching on mobile 

Buying on mobile 

Downloading retail apps 

Prefer app shopping 

Source: Facebook internal data, US only, Oct 1, 2014–Aug 31, 2015. Analysis of conversion pixel and App Events data for ads that were shown to 
people ages 18+ on Facebook  
and that led to purchases between $5–$500. Gaming ads were not tracked. 



The path to purchase 
is non-linear 



60% 
of people use 2 or 

more devices a day 

25% 
of people use  

3 devices a day 

Source: GfK, 2014; US & UK; n=~2000), Strategy Analytics, Oct 2014 

There are more 
mobile devices 
than people 



On the path to purchase, people now move 
seamlessly between devices and channels 

Browses for 
new headphones 

on laptop 

Sees ad for 
headphones 

on mobile 

Adds product to 
shopping cart 

on tablet Purchases 
headphones in store 



Mobile conversions  
are still a challenge 34% 

of e-commerce  
transactions globally  
take place on mobile 

49% 
of people would  

buy more on mobile  
if it was easier 

Source: Criteo, “State of Mobile Commerce ,” Q1 2015, SIGNAL, “The Signal Retailer’s Guide to Understanding the 2015 Holiday Shopper,” July 2015 



Reach people where 
they spend the most 
time: the Facebook 

Family of apps 

Reach people in a native 
mobile experience 

Reach people where 
they are already 

discovering products 

Why does Facebook matter in this new world? 



Reach people where 
they spend their time 



To reach people on mobile, reach them in their 
favorite apps 

Source: Facebook and Instagram internal data, Q4 2015 

1B 
people every  

day 

400M 
monthly  

active people 



People spend  
their time across  
the Facebook Family 

 of time spent 
on mobile 

 of all time spent on mobile 
>20% 

Source: US Mobile Total Monthly Minutes, comScore, Dec 2014  
Source: US ComScore data, Media Metrix June 2015  



Reach people in a 
native mobile 
experience  



Reach people where 
they are already 
discovering products 



50%	
	

Source: Facebook Quant Survey, August 2015 

of all people on 
Facebook engage in 

active product discovery 
 

  

  

On Facebook, people 
actively engage with 
product-related content 



Immersive 
Experiences Direct Connections Scalable 

Infrastructure 

How does Facebook think about this 
problem? 



Introducing Canvas, 
a native and immersive 

experience on mobile 



Exploring a new 
destination for product 

discovery - Marketplace 



Pages - An experience to 
directly communicate your 

message to customers, 
including storefronts for 

small business 



Messenger 

The best place to communicate 
with everyone, including 
businesses 
 
Real Time Shipping Updates 
 
Book a Ride 
 
Send Money 

800M
Monthly Actives





















Network Tokenization 

Easy for Merchants 
Secure for Buyers 
PAN Never Leaves Facebook 

ILLUSTRATIVE MOCKS ONLY



Changing the 
definition of 

commerce as a 
social activity 

Developing consumer 
trust to conduct 

transactions 

Reaching the right 
people at the right 

time 

What are the challenges? 





After price and free shipping, “is an app I trust”  
is the most important factor consumer cite 
when deciding to make a purchase  
Facebook Consumer Commerce Preference Survey, 2015. 2,836 
respondents     



Privacy Security Fraud 



Considered Purchase 

Awareness 
 
 

Interest 
 
 

Consideration 
 
 

Purchase 

Awareness 
 
 

Purchase 

Impulse Purchase 



Permanence Re-engagement 



Questions? 


