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The retail landscape has witnessed a seismic
shift in recent years, as Direct-to-Consumer
(D2C) brands have emerged and disrupted the
traditional retail industry. D2C brands, unlike
their traditional counterparts, sell their
products directly to consumers through digital
channels, bypassing intermediaries like
wholesalers and retailers. Some of the major
driving forces behind this traction are the
increase in usage of the internet and the
COVID-induced dependency on purchasing
online. 

Post-pandemic, the face of the retail landscape
underwent a total transformation. Disrupted
supply chains, idle inventory, ever-changing
health restrictions, and lockdowns, forced
retailers and manufacturers to adopt
digitalization and rethink existing business
models and revenue streams. 

Today D2C brands have decoded the most
important aspect of the business – to offer
a consistent and easy customer experience
online, which is equivalent to or better than
offline shopping. A seamless customer
experience is a critical component of a
successful D2C brand. Customers want to
interact with a company and its products or
services in a smooth and effortless way, as
this helps build customer loyalty, increase
engagement, and boost sales.

Overview
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This report delves into the multifaceted drivers
behind the ascent of Direct-to-Consumer (D2C)
brands and the consequent reshaping of the
retail realm. Through a comprehensive
exploration of diverse dimensions within the
realm of D2C brands and their transformative
influence, the report seeks to empower
businesses with indispensable insights for
adeptly traversing the dynamically evolving
retail terrain. 

By dissecting the essence of D2C success and
its implications, this report serves as a strategic
guide for businesses aiming to thrive amidst the
evolving consumer landscape.

Purpose of
the report
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The emergence of D2C brands can be traced back to technological
advancements and changing consumer preferences. Enabled by
the ubiquity of the internet and the proliferation of digital
technologies, D2C brands have leveraged online platforms to
establish a direct line of communication with consumers. The
significance of D2C brands lies in their ability to offer unique and
personalized shopping experiences, cutting out middlemen, and
often providing higher-quality products at competitive prices. 

This shift in consumer preferences has led to traditional retailers
losing market share, with several established brands facing
financial struggles or even bankruptcy. 

Currently, India is home to more than 700 direct-to-consumer
brands with an estimated market size of about 55 billion U.S.
dollars in 2022 and is expected to grow at a CAGR of 34.5%
from 2022 to 2027. The D2C landscape in the region is marked by
the prominence of pioneering brands across diverse sectors.
Brands like Nykaa, Lenskart, Mamaearth, Boat, Sugar Cosmetics,
Wakefit, are some of the major frontrunners to have harnessed the
direct-to-consumer model to disrupt traditional retail and
establish their market dominance.

The
emergence
of Direct-to-
Consumer
(D2C)
Brands
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D2C brands have cracked the code to meet the modern consumer’s yearning for unique and tailored products. By
offering niche products adept with personalization, D2C brands fill a void that has been often left untouched by
traditional retail channels. This personalized approach extends beyond just product customization. Emphasizing
quality, innovation, and sustainability, these brands align with the evolving consumer mindset that places a
premium on authenticity and individuality. And this trend has found much appeal, resonating particularly well with
the younger generation of consumers who often seek more meaningful and curated shopping experiences. 

In today’s fast-paced world, consumers place paramount importance on convenience. And D2C brands have fared
well to match their expectations by offering seamless and time-efficient shopping experiences. By eliminating the
need for intermediaries and offering direct access to products, these brands provide a level of convenience that
traditional retail models struggle to match. From hassle-free browsing and purchasing to streamlined delivery and
customer support, D2C brands have redefined convenience to align with the modern consumer's expectations.

Personalization

Convenience

D2C brands have cracked the code to meet the modern consumer’s yearning for unique and tailored products. By
offering niche products adept with personalization, D2C brands fill a void that has been often left untouched by
traditional retail channels. This personalized approach extends beyond just product customization. Emphasizing
quality, innovation, and sustainability, these brands align with the evolving consumer mindset that places a
premium on authenticity and individuality. And this trend has found much appeal, resonating particularly well with
the younger generation of consumers who often seek more meaningful and curated shopping experiences. 

Transparency
and Trust
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There is a discernible evolutionary trend among consumers that has paved the way for the rise
of direct-to-consumer (D2C) brands. This trend has been propelled by several major forces
driving disruption in the traditional retail landscape.
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Community building stands out as a cornerstone
of the Direct-to-Consumer (D2C) model, setting it
apart from traditional retail. In the business
world, building a community directly translates to
harnessing the power of customer loyalty.
Therefore, by leveraging social media and other
digital platforms, D2C brands readily have
created communities around their products and
values. This community-driven approach led to
the transformation of the transactional
relationship between brand and consumer into a
more interactive and dynamic partnership.

The trend of personalization has found much appeal, resonating particularly well with the younger generation
of consumers who often seek more meaningful and curated shopping experiences. 
Source: Statista

Boomers

Gen Z
36.3%

30.4%

13.2%

20.1%

Millenials

Gen X

Community 
Share of consumers ordering from direct to customer
(D2C) brands worldwide in 2022

TH
E 

RI
SE

 O
F 

D
IR

EC
T-

TO
-C

O
N

SU
M

ER
 (D

2C
) B

RA
N

D
S

KNOMETRIX MARKET INTELLIGENCE



08

#FUTUREPOSSIBLE

Factors Driving D2C Growth

Digitalization
Easier access to
technology and
platforms for setting
up online stores.

21
Access to
Customer Data
Ability to gather and
analyze customer data
for targeted marketing
and product
development.

Redefined
Customer
Experience
Enhanced customer
experience through
personalized
offerings and direct
interaction.

3 4
Social Media
Rise of social media
and influencer
marketing, allowing
D2C brands to reach
a wider audience.

Cost-
Effectiveness
Cutting out
middlemen,
resulting in cost
savings that can be
passed on to
customers.

5
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The disruption in the retail landscape has been prompted not only by changing consumer
preferences but also by strategic imperatives on the part of retailers and businesses:

Tech-enabled tools empowered
retailers to embark on the D2C journey
with unprecedented ease. Technological
advancements like secure payment
gateways, efficient logistics solutions,
and analytics tools enabled streamlined
operations, from order placement to
delivery and beyond. This tech-enabled
efficiency not only resulted in enhanced
customer experience but has
substantially empowered retailers to
navigate the complexities of modern-
day commerce. Therefore it is no
surprise that the number of Shopify
store users tripled during the Covid-19
pandemic, resulting in an annual growth
rate of more than 200% from 2020 to
2022.

Technological
Empowerment

The ascent of D2C models exhibits a
significant correlation with the
emergence of technological innovations.
Since technological innovations
fundamentally democratize by
effectively leveling the playing field, the
D2C model gained prominence as it
enabled both emerging brands as well
as established giants to sell their
products. Traditional retail channels
require intensive capital investment and
infrastructure. While on the other hand,
D2C models facilitated by cloud
infrastructure and scalable ecommerce
platforms, reduced barriers to entry and
empowered retailers of all sizes. This
democratization of commerce further
encouraged retailers to embrace agility,
innovation and pursue niche markets. 

Barrier Reduction
and Agility

The D2C model inherently focuses on
leveraging digital channels to connect
with their target customers. This allows
for the elimination of intermediaries,
therefore, allowing retailers to
transcend geographical boundaries and
go directly to the consumers. This
localization prowess associated with the
D2C model allows retailers to tailor their
offerings attuned to local preferences,
languages, and cultures, establishing a
strong value proposition. The scope of
directly selling to consumers helps
brands foster stronger customer
relationships hence, reaping benefits in
terms of enhanced brand image and
customer loyalty.

Localization
Advantage
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The framework for the D2C model 
is laid on a highly potent asset for
businesses, comprehensive
customer data. The ability to access
actionable insights from consumer
behavior, purchase patterns, and
preferences empowers retailers to
refine their strategies, curate
personalized experiences, and
optimize product offerings. 

Data-Driven
Insights

D2C channels provide retailers with
a direct line of communication with
consumers. This position brands to
leverage real-time engagement with
customers through social media,
chatbots, and personalized
marketing initiatives resulting in
stronger relationships. Retailers can
address queries, resolve issues
promptly, and actively participate in
shaping customer journeys, thereby
enhancing overall satisfaction.

Enhanced
Customer
Engagement By sidestepping traditional

distribution networks, D2C brands
enjoy enhanced control over pricing
and product positioning. This
prompted retailers to switch to D2C
channels, allowing them means to
optimize pricing strategies while
also providing them with much-
needed control to balance cost and
value. This control not only ensures
that the value proposition resonates
with consumers but also contributes
to improved profit margins. 

Profit Margin
Enhancement

Beyond responding to
evolving consumer
preferences, retailers
are seizing the D2C
opportunity to enhance
operational efficiency,
deepen customer
relationships, and
foster sustained growth
in an increasingly
dynamic marketplace.
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Consolidated - market dominated by 1-5
major players

India D2C E-Commerce Market

Fragmented - Highly Competitive market
without dominant players

In 2022, nearly  75% of Gen Z shoppers ordered from
direct-to-consumer (D2C) brands, accounting for the
largest proportion of all generations.

In 2022, approximately 64% of consumers worldwide
made regular purchases directly from brands. 

The global direct selling market size is expected to reach
$287 billion by 2028, registering a CAGR of 6.1% from
2022 -2028.. 

The India D2C E-commerce market is expected to grow
at a CAGR of 35%  during the forecast period, 2022-
2027. 

The online shopper base in India is predicted to be
the 2nd largest globally by 2030, with nearly 600
million shoppers, indicating the growing potential of
increased D2C model adoption 
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Rise of D2C brands Market Concentration
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In all e-commerce models, businesses leverage digital platforms; however, their strategies differ
D2C vs Vertical Ecommerce Vs Generic Ecom Vs Traditional

Direct-to-Consumer (D2C) Vertical E-commerce Generic E-commerce Traditional Retail

Definition

Warby Parker (eyewear), Dollar Shave
Club (personal care), Bewakoof (T-shirts),
etc. 

Nykaa, Sephora (beauty), REI
(outdoor gear), etc. 

Amazon, eBay, Alibaba, etc. Macy's, Walmart, Reliance
Retail, etc.

By bypassing intermediaries like retail
partners, distributors, and wholesalers,
D2C brands sell directly to consumers. 

These brands tends to be
specializes in specific product
categories, offering a curated
shopping experience.

Generic E-commerce brands are not
typically sellers themselves. Instead,
they function as platforms that host
various different sellers offering a
variety of products across different
categories. 

These are the traditional
retailers with brick-and-mortar
stores, diversifying operations
to establish a digital presence.

Emphasis on brand-customer
relationship
Control over branding and pricing.

Deep expertise in a single
category,
Personalized recommendations.

Wide product range,
Convenience,
Competitive pricing.

Blending offline and
online sales,
Established brand
recognition.,

Characteristics 

Examples
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Direct-to-Consumer (D2C) Vertical E-commerce Generic E-commerce Traditional Retail

Current
Landscape 

Increased growth driven by factors
like digitalization. 
Trends are largely dictated by social
media influence. 
Fits to the currently changing
consumer preferences.

Offers cutting-edge
curated shopping
experience.
Flourishing in niches like
fashion, beauty, and
hobby-based products.

Convenience and competitive
pricing are major factors
influencing growth. 
Dominated by giants offering
diverse product range.

Evolving to adapt to
online marketplaces,
Growing competition
from D2C brands.

Given the current growth trends of D2C
model, it can be well expected that with
greater internet penetration and
evolving customer preferences, there
will be more brands adopting D2C
strategies.

The global beauty and personal care
products market size was estimated
at USD 518.56 billion in 2022 and is
expected to grow at a compound
annual growth rate (CAGR) of 7.7%
from 2023 to 2030.
Given the thriving nature of
specialized markets, vertical e-
commerce can be a good model to
consolidate or explore avenues for
further expansion, aligning with
changing consumer demands.

Amazon's net sales for Q2 2023 were
$113.1 billion. 

Considering the established
dominance of giants like Amazon, the
trajectory for Generic E-commerce
points toward sustained growth. The
three major factors: customer
experience, convenience and
competitive pricing of broad product
ranges, will remain pivotal for
achieving and sustaining success.

Traditional retailers with robust
online strategies experience nearly
64% increase in digital sales.

In the evolving digital landscape,
traditional retail needs to embrace
digitalization and strive to create a
truly omnichannel customer
experience. By merging its offline
legacy with digital opportunities,
brands like Nike, have successfully
able to result in improved customer
engagement and increased sales.

Future Outlook
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Introduced as a D2C online platform in 2012,
Nykaa opened its first physical store in 2015,
marking its transition into a hybrid model. It has
strategically positioned itself as a brand that
successfully resonate with the modern
consumer landscape. 

15
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Nykaa
(Beauty and
Cosmetics)

Nykaa's engaging blog, expert beauty advice, and
tutorials have transformed it into a beauty community
hub. This content-driven approach fosters customer
engagement, education, and loyalty, ultimately driving
sales and brand advocacy.

The brand's current loyalty program which awards reward
points on repeat purchases, complemented with the its
personalized product recommendation algorithm that
leverage customer data, not only enhance the shopping
experience but also increase the likelihood of cross-sells
and upsells.

Nykaa strategically collaborates with a diverse
range of global and local beauty brands, creating an
exclusive assortment that caters to various
preferences and budgets. This strategy not only
enhances consumer choices but also sets Nykaa
apart from traditional retail.

Nykaa's user-friendly website and mobile app offer
an extensive selection of beauty and cosmetic
products, fostering a one-stop shopping destination
for customers. This convenience aligns with the
shift towards online shopping, contributing to
Nykaa's substantial growth.

Comprehensive
Online Platform

Strategic
Partnerships

Personalization

Community Building

TH
E 

RI
SE

 O
F 

D
IR

EC
T-

TO
-C

O
N

SU
M

ER
 (D

2C
) B

RA
N

D
S

KNOMETRIX MARKET INTELLIGENCE



Bombay Shaving Company stands as a quintessential example of
a successful direct-to-consumer brand, adeptly tapping into the
contemporary evolving market landscape. Building a strong
brand image complemented with delivering excellent customer
experience, the brand has carved its niche in the modern men's
grooming landscape, redefining the way Indian men approach
their grooming routines. 

Bombay Shaving
Company (Men's
Grooming)
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By consistently delivering innovative grooming
solutions that address emerging trends and customer
demands and partnering with influencers, celebrities,
or other brands for introducing limited-edition
products, the brand is able to generate a buzz,
encouraging customers to explore new offerings.

In fully realizing the potential of D2C brand model, it
is highly important to substantially scale delivering
excellent customer experience. 
By providing excellent customer support through
multiple channels, addressing queries and concerns
promptly and allowing hassle-free returns and
exchanges, the brand is able to ensure that
customers feel confident in their purchase.Offering a diverse range of grooming products including shaving essentials,

skincare, and grooming kits, that cater to a wide spectrum of grooming needs
and preference, the brand’s interface is user–friendly and intuitive. Having
both a website and mobile application, the brand uses high-resolution images
and detailed descriptions of products, ensuring customers have a clear
understanding of what they are purchasing, resulting in a truly enriching
omnichannel customer experience. 

Customer-Centric Omni
Channel Presence

Innovative Product
Offerings

Customer Support and
Experience
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Bypassing the traditional dealership model of
automotive industry, Tesla's embrace of the D2C model
truly reshaped success in the industry, essentially
transforming the approach to marketing and selling cars
to consumers. The company’s capability to directly sell
allows for enhanced personalized customer interactions,
thereby readily leading to higher customer satisfaction
and loyalty.

Tesla (Electric
Vehicles)

17
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Combining Tesla's CEO, Elon Musk’s monumental
social media following and the brand’s culture of
adept online community engagement, their reach and
influence is substantially bolstered.Tesla's online
community forums, such as the Tesla Motors Club,
have millions of members sharing experiences, tips,
and insights. 

With nearly 90% of consumers consumers believing
that a compelling brand image significantly affects
their purchase choices and Tesla’s success,
significantly underscores the correlation between a
strong brand identity and D2C brands. 

Nearly 80% of consumers are more likely to engage
with a brand if they perceive it as making a positive
impact. Therefore it is not just sufficient to create
impact, it is equally significant to effectively drive its
communication. 
Tesla vehicles are often featured in celebrity
endorsements, mainstream media appearance as
symbols of luxury, innovation, and environmental
consciousness. For example, like music videos.
Travis Scott's "SICKO MODE," video featured a Tesla
Model X. 

Tesla’s success stands as a testament to a crucial determinant of any
D2C brand's potential- creating products that can tangibly address
customer pain-points. 

With its pioneering electric vehicles resonating with the surging
consumer appetite for sustainable and high-performance transport
solutions to the utilization of breakthrough technologies such as Full
Self-Driving (FSD) capabilities, a feature that remains unique to only a
handful of companies, the brand effectively alleviates customers'
genuine pain-points.

Innovation Excellence

Strong Brand Image 

Impact Messaging
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As an e-commerce company that sells sleep products
online and in retail locations, Casper leverages the
D2C model to bypass traditional mattress retailers,
offering high-quality mattresses and sleep products
directly to customers.

Casper (Sleep
Products)
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D2C brands that strategically expand into
international markets experience an average revenue
growth rate of nearly 2 times faster than those
focused solely on domestic markets. 

Therefore, it’s no surprise that Casper has
strategically planned its global expansion and
currently exists in more than 10 countries. The brand
readily focussed on aligning its marketing strategies
with that to suit local preferences and cultures. 

More than 80% of consumers say that trust in a
brand strongly influences their purchase decisions. 
With a website adept with comprehensive product
details, including materials used, manufacturing
processes, certifications and showcasing the real
experiences of buyers, comprising of genuine
customer reviews and ratings, Casper is an excellent
example to signify how brand transparency and trust
forms the cornerstone of D2C success.

Given that nearly 70% of consumers believes that a seamless
online shopping experience is more important than price when
making a purchase, it is important to realize the significance of
offering unique value and convenience beyond existing
ecommerce experience in driving D2C brand success.
By embracing a customer-centric model that extends beyond
mere transactional interactions, like trial periods upto 100 nights
or a website featuring robust resource hub filled with expert-
written articles and guides on sleep health, Casper's disruptive
ecommerce approach not only helped in streamlining the
purchasing process but also in providing enhanced customer
experience.

Disruptive Ecommerce
Experience

Strategized Global
Expansion

Brand Transparency
and Trust
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The key to decoding the success of a D2C brand is
to conduct thorough market research that can
enable with insights that can clearly identify gaps,
trends, and customer preferences. Understanding
your target audience, their needs, and pain points,
allows you to tailor your offerings effectively,
maximizing business success. 

In-Depth Market Research Unique Value Proposition (UVP)
Develop a compelling UVP that sets your
brand apart from competitors. With concerted
marketing efforts, highlight what makes your
products or services unique and how they
solve customers' problems.

Customer Persona Development
Conduct comprehensive customer research
studies to inform your strategy in designing
detailed customer personas. Knowing your
audience's demographics, behaviors, and
preferences is crucial in order to craft targeted
campaigns and personalized experiences.

Seamless Omnichannel Presence
Design an intuitive and user-friendly, interactive
omnichannel presence, be through social media
channels, website or brand app. Ensure smooth
and easy navigation adept with fast loading times,
a secure checkout process and a quick customer
complaints redressal channel. Building a D2C
brand based on the above requisites can ensure
enhanced customer experience.  

19
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Launching a Direct-to-Consumer (D2C) brand requires careful planning and execution. Here are key best practices and recommendations to guide
your journey towards a successful D2C launch:

Best Practices and Recommendations for Launching a Successful
D2C Brand

1 2

3 4
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Tailored marketing can increase customer
satisfaction by folds thereby resulting in improved
conversion rates. Therefore, utilize customer data to
offer personalized recommendations and
experiences.Leverage social media, content
marketing, and email campaigns to target customers
across multiple channel with personalized
marketing efforts as consistent brand messaging
can help foster familiarity and loyalty.

Personalisation and data utilization

Agility and Adaptability
For ensuring sustainable and scalable D2C brand growth, it is important
to ensure that you have a robust infrastructure at your disposal that is
attuned for handling growth. As demand increases, ensure your supply
chain, customer service, and logistics can accommodate
expansion.Continuously innovate and refine your strategies to remain
competitive.

Post-Purchase Engagement
Maintaining customer engagement even after
purchase is highly important for D2C brands. It is
important to offer exceptional post-sales support,
loyalty programs, and exclusive content to foster
lasting relationships. Encourage customer feedback
and reviews to understand what's working and what
needs improvement. Address concerns promptly and
use insights to refine your offerings.

20
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Best Practices and Recommendations for Launching a Successful
D2C Brand

1

2 3
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Logistical and supply
chain complexities,

especially for
startups.

Competition from
established retail

giants.

Navigating ever-
changing online
regulations and

privacy concerns.

Building brand
recognition and trust
without the backing
of traditional retail

presence.

21

#FUTUREPOSSIBLE

Challenges on
the face of D2C

Brands

TH
E 

RI
SE

 O
F 

D
IR

EC
T-

TO
-C

O
N

SU
M

ER
 (D

2C
) B

RA
N

D
S

KNOMETRIX MARKET INTELLIGENCE



22

#FUTUREPOSSIBLE

In the dynamic landscape of Direct-to-
Consumer (D2C) brand building, success hinges
on a strategic blend of insights and proficiency.
Crafting a pathway to growth requires more
than intuition—it demands a keen
understanding of market dynamics, customer
expectations, and an innovative approach. 
Having lead organizations to identify the most
potential market opportunities for growth and
build focused strategies to capture them,
Knometrix can help you to identify new
opportunities, increase market share, mitigate
risk, and handle customer challenges.
Equipped with actionable insights from market
and customer intelligence and an experienced
team, Knometrix’s unique offerings can
substantially assists you in building your
successful D2C brand: 

Embarking on
D2C Excellence:
Insights and
Expertise with
Knometrix
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By providing 360° insights on
industry dynamics, economic
factors, and customer preferences to
identify market trends, opportunities
for growth and strategic decision
making, Knometrix can assist you in
conducting comprehensive market
research. 

Market Intelligence Idea Validation Scaling Brand Build
Uniqueness of the value proposition
is highly crucial in determining the
viability of your D2C brands. It is
important to therefore, thoroughly
validate your idea before launching
the product. Knometrix can provide
the right guidance and insights for
bringing ideas to life, all the way
from product feasibility to identifying
the right communication strategy.

By arming you with insights about
unmet or underserved customer
needs, Knometrix can suggest
personalized, sustainable growth
strategies attuned to your business
needs, thereby allowing a data-
driven approach for defining product
offerings, uniqueness and
experiences. 

Offering full range of branding
services, from strategic brand
positioning to brand architecture,
Knometrix can help you identify
development and brand
management methodologies for
maximum ROI, hence unlocking the
full potential of your D2C brand. 

TH
E 

RI
SE

 O
F 

D
IR

EC
T-

TO
-C

O
N

SU
M

ER
 (D

2C
) B

RA
N

D
S

KNOMETRIX MARKET INTELLIGENCE



Let us work together to create long lasting impact

For more details about Knometrix’ business, expertise, clientele and career information, please visit our website. 
https://www.knometrix.com/
info@knometrix.com

Knometrix has compiled the following brochure for information purposes only and no representation or warranty
is expressly or impliedly given as to its accuracy, completeness or correctness. It does not constitute part of a
legal offer or contract. Please get in touch with our consultants for a quick discussion on your business
objectives. 

All trademarks and brands mentioned on this report are the property of their respective owners

KNOMETRIX

Global Headquarters
USA
102, 2nd Floor, 447 Broadway,
 New York, NY, US, 10013

For all ASEAN Region consulting
Bangalore
91SpringBoard, 13, 80 Feet Rd, Indiranagar, Bengaluru, 
Karnataka 560038
India

For all MENA Region consulting
Muscat
Office #109, Oman Oil,
 South Al Manooma,
 Muscat, Oman

Operations
Knometrix Technologies Pvt Ltd
KSIDC BIC, ULCCS Cyberpark, Nellikode, 
Kozhikode, Kerala 673016
India
+91 97421 10161

Knometrix refers to the global organization, and may refer to one or more, of
the member firms of parent company, each of which is a separate legal entity.

OUR WEBSITE

Contact Us
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