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B2B  and  B2C  were  the  top  two  model s  fo l lowed  by  every  i ndus t r y

to  se l l  the i r  products  but  with  the  e f fec t  of  pandemics ,  i ndus t r i e s

a re  fo rced  to  sh i f t  the i r  s t ra tegy  with  a  bet te r  perspect i ve .

Look ing  at  the  s i tuat ion ,  manufactu re r s  have  reacted  to  the

pandemic  by  adopt ing  the  di rec t - to -consumer  (D2C )  model  —  both

manufactu r ing  and  de l i ve r ing  products  to  the  cus tomers  di rec t l y

thus  exc lud ing  the  t rad i t iona l  th i rd -par ty  di s t r ibut ion  channe l s .  

Th i s  model  was  h igh ly  uncommon  fo r  manufactu re r s  i n  the  pas t .  A

sudden  e f fec t  of  the  pandemic  has  se t  the  bus iness  to  expand  and

incur  benef i t s  and  has  a l so  of fe red  the  perks  to  se t  fo r  the  l ong

te rm .

I t  gave  i ndus t r i e s  the  author i t y  to  connect  with  the  cus tomers

d i rec t l y  and  se rve  them  accord ing  to  the i r  needs  exc lud ing  ext ra

cos t s .  
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INTRODUCTION
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WHY IS D2C GAINING

GROUND? 

D2C  has  l ed  the  bus inesses  to  opera te  and  se rve  the  cus tomers

d i rec t l y  by  e l iminat ing  the  o ld  re ta i l  cha in .  Th i s  model  i s

bene f i c ia l  to  the  manufactu re r s  as  wel l  as  cus tomers  as  i t  reduces

the  cos t s .

With  a  D2C  model ,  i ndus t r i e s  can  make  more  pro f i t s  and  ident i f y

oppor tun i t i e s  to  grow  the i r  bus iness .  Moreover ,  i ndus t r i e s  f rom

every  n iche  can  he lp  the i r  cus tomers  with  the  l a tes t  co l lec t ion

and  bu i ld  di rec t  re la t ionsh ips  with  them .  

With  these  many  advantages ,  bus inesses  are  grooming  to  se t  the i r

bus iness  par  with  the  embrace  of  the  D2C  model .
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In  s imple  words ,  Di rec t - to -consumer  i s  an  e -commerce  s t ra tegy

where  manufactu re r s  do  not  have  to  re l y  on  the  middlemen  fo r

sa les  of  the i r  products .  The  top  5  Indus t r i e s  that  need  to  undergo

i s  are :

2020  has  l ed  D2C  to  show  i t s  t rue  potent ia l .  Consumers  have

s ta r ted  to  tu rn  to  the  brands ’  webs i tes  di rec t l y  fo r  the  purchase  of

the  product .  Th i s  l ed  to  s lower  t ra f f i c  on  the  e -commerce  webs i tes

and  l ed  to  shut t ing  down  the  re ta i l  shops .  

D2C  i s  a l lowing  the  i ndus t r y  to  deve lop  a  deeper  connect ion  with

the  consumers  and  bu i ld ing  l oya l t y .  On  the  other  hand ,  i t  has  a l so

bene f i ted  the  cus tomers  by  enab l ing  them  to  en joy  the  super io r

b rand  exper ience  and  rece i ve  persona l i zed  of fe r s .

THE TOP 5 INDUSTRIES THAT

NEED TO UNDERGO TO D2C

MODEL:

RETAIL INDUSTRY
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Th i s  tu rn - i n  s t ra tegy  i s  a  win -win  s i tuat ion  fo r  both  the  consumers

and  the  brand ,  making  i t  a  popu la r  way  of  shopp ing .  A  great

example  of  the  re ta i l  i ndus t r y  i s  the  “Al lb i rds  -  shoemaker

company ”  that  re l i ed  on  o ld  t rad i t iona l  model s  fo r  sa les .  Between

the  yea r s  of  work ing  Al lb i rds  needed  to  l ower  the  pr ice  of  shoe

manufactu r ing  with  sus ta inab le  and  non - t rad i t iona l  mater ia l  to

make  the  company  v iab le .  They  came  up  with  the  D2C  model .

Cut t ing  down  the  ext ra  cos t s  a l lowed  Al lb i rds  to  spend  more

money  on  propr ie ta ry  des ign ,  sourc ing ,  and  manufactu r ing .  Wel l ,

without  the  D2C  model  Al lb i rds  won ' t  be  Al lb i rds .  

Summar i s ing  the  scenar io ,  i t ' s  a  great  oppor tun i t y  fo r  every  re ta i l

indus t r y  to  bu i ld  f ame  and  se t  the i r  par .  

With  the  e f fec t  of  the  pandemic ,  peop le  were  unab le  to  go  to

shops  and  buy  medic ine  fo r  themse lves .  In  th i s  s i tuat ion ,  D2C

emerged  as  a  he lp fu l  and  great  so lu t ion  as  cus tomers  were  ab le  to

buy  the  medic ines  eas i l y  f rom  the  i ndus t r y  i t se l f  and  with  di rec t

de l i ve ry  to  them  exc luded  out  the  l ong  t ime  gap .  Not  on ly  th i s ,  a

great  boom  i n  the  pharmaceut ica l  i ndus t r y  has  been  ident i f i ed

wi th  the  use  of  the  D2C  model .  

PHARMACY
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The  D2C  model  a l lowed  bus inesses  to  connect  the  pat ients  with

docto r s  v i r tua l l y  to  presc r ibe  t rea tments  on l ine  that  prev ious l y

requ i red  an  i n -person  v i s i t  to  the  docto r .  Th i s  t rend  i s  grasp ing

the  l adder  and  se t t ing  up  the  bar  with  enhanced  ways  of  work ing .  

Hims  and  Roman  are  one  of  the  top  brands  i n  the  Pharmaceut ica l

indus t r y .  They  have  been  ab le  to  ach ieve  such  success  because

they  sh i f ted  the i r  s t ra tegy  to  the  D2C  model .  The  compan ies  have

la rge  i nves tments  f rom  which  they  are  adver t i s ing  heav i l y ,

promot ing  f ree  t r i a l s  fo r  the  consumers ,  of fe r ing  greate r

conven ience  to  the  cus tomers  at  the  l ow  of fe red  pr ice .  

D2C  i s  se t  to  boom  the  pharma  i ndus t r y  i f  one  goes  with  the  t rend

and  opt  fo r  i t .  Opt ing  i t  out  wi l l  benef i t  the  compan ies  and  the

cus tomers ,  as  they  wi l l  be  at  ease  with  purchase  and  se rv i ce .

AUTOMOBILES
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In  order  to  exc lude  the  ext ra  cos t  or  avo id  any  k ind  of  di s rupt ion

in  the  sa les ,  the  automobi le  i ndus t r y  shou ld  promote  and  educate

the i r  cus tomers  di rec t l y  ra ther  than  expect ing  the  dea le r s .  

Ta lk ing  about  di rec t  sa les  i n  te rms  of  automobi les ,  we  cannot

ignore  the  l eader  of  D2C  i n  automobi les  –  Tes la ,  one  of  the  most

famous  and  most  growing  automobi le  compan ies  nowadays  with

i t s  e f fec t i ve  D2C  s t ra tegy .  

Tes la  adapted  the  D2C  s t ra tegy  because  i t  had  f aced  many  i s sues

whi le  f r anch i s ing  i t s  e lec t r i c  car  with  US  dea le r sh ips .  So ,  Tes la

dec ided  to  educate  and  se rve  the  cus tomers  di rec t l y .  By  owning

the  sa les  channe l ,  Tes la  has  ga ined  an  advantage  i n  the  speed  of

i t s  product  deve lopment .  Moreover ,  i t  i s  bu i ld ing  and  updat ing

i t se l f  with  a  bet te r  cus tomer  buy ing  exper ience .  And  now  th i s

s t ra tegy  has  l ed  to  the  boom  of  the  Tes la  i ndus t r y .  

Cons ider ing  i t s  success  f ac to r s ,  i t  i s  j u s t i f i ab le  that  automobi les

w i th  a  D2C  s t ra tegy  can  i ncur  a  good  boom  i n  the  i ndus t r y .

HOME SERVICES



P A G E  8

Due  to  the  Pandemic ,  beauty  and  wel lness  i ndus t r i e s  had  to  f ind  a

so lu t ion  to  run  the i r  bus iness .  As  a  re su l t ,  most  of  them  dec ided

to  he lp  the i r  cus tomers  by  not  re l y ing  on  th i rd  par t ie s .

With  the  he lp  of  the  D2C  s t ra tegy ,  home  se rv i ces  have  s t ronger

cont ro l  over  the  end - to -end  cus tomer  se rv i ce  exper ience .

High l ight ing  the  se rv i ce  of  Urban  Clap  (now  Urban  Company ) ,  i t

has  most l y  sa t i s f i ed  the  cus tomers  and  l ed  to  the  company

genera t ing  i t s  ext ra  revenue  by  di rec t  cus tomer  se rv i ce .  

With  D2C  se rv i ce ,  Urban  Company  was  ab le  to  grasp  out  to  i ncur  a

103%  yea r -on -yea r  i nc rease  i n  revenge  dur ing  2019 -2020 .  

Sh i f t ing  your  re ta i l  s t ra tegy  to  D2C  wi l l  he lp  i nc rease  pro f i t s  and

run  a  bus iness  without  any  hass le .

ELECTRONICS
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The  to ta l  g loba l  e lec t ron ics  hardware  i ndus t r y  i s  about  US$2

Tr i l l i on .  With  th i s  data ,  one  can  guess  how  much  e lec t ron ic

indus t r i e s  are  making  i n  pro f i t s .  But ,  due  to  the  pandemic ,  not

eve ry  company  i s  making  such  money .  

We  have  a  vas t  l i s t  of  brands  se rv ing  D2C  se rv i ce  and  i ncur r ing  a

h igh  amount  of  revenue .  

With  a  s ta r t  to  i t ,  Great  Jones  was  one  of  the  e lec t ron ics

indus t r i e s  with  i t s  D2C  se rv i ce  that  came  to  know  eas i l y  how  to

get  the  cus tomers  message  and  be  present  fo r  cus tomers

e f fec t i ve l y .  With  i t s  l a s t  yea r ' s  l aunch  of  the  product ,  “Pot l ine ” ,  a

persona l  SMS  se rv i ce  where  cus tomers  can  ask  ques t ions  and  get

adv ice  about  cook ing ,  has  been  h igh ly  e f fec t i ve ,  with  98%  open

ra tes  to  the  cus tomers  was  cons idered  to  be  a  smar t  move  by  the

company .  

I f  we  compare  the  B2C  se rv i ce  to  D2C ,  the  e lec t ron ic  i ndus t r y  has

more  potent ia l  to  boom  by  opt imiz ing  the  D2C  s t ra tegy .  
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STRATEGY TO MAKE YOUR
RETAIL D2C READY

Whi le  the  bar r ie r s  to  ente r ing  the  segment  as  a  s ta r tup  D2C  brand

are  re la t i ve l y  l ow ,  make  su re  that  you  wi l l  f ace  wel l -es tab l i shed

g iants  l i ke  Amazon  and  Walmar t .  To  make  your  i ndus t r y  comply

wi th  D2C  se rv i ce  and  ex i s t  i n  the  market ,  the  fo l lowing  s t ra teg ies

cou ld  he lp  to  get  the  utmost  re su l t .  

IDENTIFICATION OF YOUR
PRODUCT/SERVICE AND MAKING

AFFORDABLE

Sta r t -ups  need  to  ensure  that  they  have  a  c lea r  concept ion  of  the

ta rgeted  product / se rv i ce  to  maximize  the i r  wea l th  i n  the  fu tu re .

Indus t r i e s  with  a  sh i f t  and  the  s ta r tups  need  to  ensure  that  pr ice

shou ld  be  a f fo rdab le  to  the  consumers .  A  c lea r  market ing  s t ra tegy

beg ins  with  the  pr ice ,  so  whi le  f ina l i z ing  i t  out  make  su re  to  be

pocket - f r i end ly .  
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SIMPLICITY IS THE NEW LUXURY

Most  of  the  i ndus t r i e s  s ta r t  with  a  va r ie ty  of  products  and  most

wi th  j u s t  one  product .  But ,  i n  the  l ong  run ,  the  company  with  i t s

one  spec i f i ed  product  grasps  out  the  whole  market .  Tak ing  an

example  of  a  f amous  d2c  bus iness ,  Casper - l a rges t  matt ress  se l l ing

company  has  s ta r ted  i t s  j ou rney  with  i t s  one  spec i f i ed  product

bu i l t  with  great  qua l i t y  at  an  a f fo rdab le  pr ice .  Mov ing  ahead ,  the

fewer  va r ie t ie s  and  opt ions  with  a  greate r  qua l i t y  wi l l  s impl i f y  the

cus tomers  to  have  an  easy  cho ice .
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Bui ld ing  an  Audience  i nvo l ves  the  market ing  of  your  company .

Focus  on  the  promot iona l  too l s ,  the re  are  va r ious  soc ia l  pla t fo rms

to  promote  your  bus iness  such  as  soc ia l  media ,  webs i tes ,  apps ,

and  many  more .  Look  upon  the  pla t fo rm  f rom  which  wi l l  he lp  you

genera te  a  h igh  aud ience  fo r  your  i ndus t r y .  Make  su re  that  the

cus tomer  can  eas i l y  shop  f rom  your  promot iona l  s i tes  without  any

hass le .  You  can  a l so  opt  fo r  i n f luencer s  to  promote  your  product

as  i t  i s  one  of  the  greates t  market ing  s t ra teg ies  preva i l ing  r ight

now .  As  i t  has  been  ident i f i ed  that  the  t rendset te r  g ives  r i se  to

the  sa le  of  the  product .  

BUILDING AN END-TO-END BRAND WITH

EXCELLENT CUSTOMER SERVICE

Most  of  the  i ndus t r i e s  s ta r t  with  a  va r ie ty  of  products  and  most

wi th  j u s t  one  product .  But ,  i n  the  l ong  run ,  the  company  with  i t s

one  spec i f i ed  product  grasps  out  the  whole  market .  Tak ing  an

example  of  a  f amous  d2c  bus iness ,  Casper - l a rges t  matt ress  se l l ing

company  has  s ta r ted  i t s  j ou rney  with  i t s  one  spec i f i ed  product

bu i l t  with  great  qua l i t y  at  an  a f fo rdab le  pr ice .  Mov ing  ahead ,  the

fewer  va r ie t ie s  and  opt ions  with  a  greate r  qua l i t y  wi l l  s impl i f y  the

cus tomers  to  have  an  easy  cho ice .
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Bui ld ing  an  Audience  i nvo l ves  the  market ing  of  your  company .

Focus  on  the  promot iona l  too l s ,  the re  are  va r ious  soc ia l  pla t fo rms

to  promote  your  bus iness  such  as  soc ia l  media ,  webs i tes ,  apps ,

and  many  more .  Look  upon  the  pla t fo rm  f rom  which  wi l l  he lp  you

genera te  a  h igh  aud ience  fo r  your  i ndus t r y .  Make  su re  that  the

cus tomer  can  eas i l y  shop  f rom  your  promot iona l  s i tes  without  any

hass le .  You  can  a l so  opt  fo r  i n f luencer s  to  promote  your  product

as  i t  i s  one  of  the  greates t  market ing  s t ra teg ies  preva i l ing  r ight

now .  As  i t  has  been  ident i f i ed  that  the  t rendset te r  g ives  r i se  to

the  sa le  of  the  product .  

OFFER A SUBSCRIPTION-BASED MODEL

Most  of  the  i ndus t r i e s  s ta r t  with  a  va r ie ty  of  products  and  most

wi th  j u s t  one  product .  But ,  i n  the  l ong  run ,  the  company  with  i t s

one  spec i f i ed  product  grasps  out  the  whole  market .  Tak ing  an

example  of  a  f amous  d2c  bus iness ,  Casper - l a rges t  matt ress  se l l ing

company  has  s ta r ted  i t s  j ou rney  with  i t s  one  spec i f i ed  product

bu i l t  with  great  qua l i t y  at  an  a f fo rdab le  pr ice .  Mov ing  ahead ,  the

fewer  va r ie t ie s  and  opt ions  with  a  greate r  qua l i t y  wi l l  s impl i f y  the

cus tomers  to  have  an  easy  cho ice .
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These  are  the  s t ra teg ies  fo r  ensur ing  success  fo r  bus inesses  us ing

D2C  se rv i ce .  You  cou ld  be  the  market  l eader  j u s t  by  us ing  the

r ight  too l s  and  techno logy  fo r  your  bus iness .  So  when  you  plan  to

sh i f t  to  the  D2C  s t ra tegy  j u s t  fo l low  the  s teps ,  use  the  ment ioned

s t ra teg ies ,  and  get  ready  to  di s rupt  the  i ndus t r y .

Apar t  f rom  th i s ,  i f  you  are  l ook ing  fo r  the  bes t  de l i ve ry

management  pla t fo rm  that  can  he lp  you  sca le  your  D2C  bus iness ,

Tookan ’ s  de l i ve ry  management  pla t fo rm  can  be  the  bes t  opt ion

fo r  you .  Tookan  wi l l  he lp  you  de l i ve r  your  products  more

e f f i c ient l y ,  keep  a  rea l - t ime  t rack ,  broadcas t  messages  to  de l i ve ry

agents  and  employees ,  advanced  ana ly t i c s  repor t s  to  v i sua l i ze  the

bus iness  per fo rmance ,  and  many  more .  

Prov id ing  the  bes t  se rv i ces  and  a  great  exper ience  i s  the  on ly  key

to  cus tomer  re tent ion .  So ,  have  an  edge  i n  techno logy  to  de l i ve r

se rv i ces  i n  the  promised  t ime  us ing  Del i ve ry  Management

P la t fo rms .  

CONCLUSION

GET IN TOUCH WITH TOOKAN, 
DELIVERY MANAGEMENT PLATFORM,
 TO ENHANCE YOUR BUSINESS EFFICIENCY.


