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7.E-commerce and D2C brand
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Direct to consumer (D2C) business model
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Top Direct to consumer (D2C) brands
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Topic 6 Business model canvas

Key Activities Key Partners Value Proposition Customer Relationships Customer Segments

Key Resources Channels

Cost Structure Revenue Strecms

EFFICIENCY VALUE



Topic 6 Business model canvas

Key Activities Key Partners Value Proposition Customer Relationships Customer Segments

Who you partner with to The product / services that How to acquire and build The different groups of

. make vour business create value for your relationship with customers. .
The most important e customer segments +the | a)Customers acquisition S PSRl Sl
things your company . reasons why these b) Customer retention to reach and serve:
MUSGOOMIKE L egie | onerowoud e | 9800 st en
) alliances, joint-ventures, yourrc‘:ompany over o) s;;n?éntlgés. andners
. isiti another. . e .
Production: buyers, acquisitions. d) Diversified: Amazon
b) Problem solving: .
Key Resources 2l zeee Channels
©) Patform /Network b)Performance)
The assets required to c)Customization: How to communicate and
make your business :)) gg:i?er:\i/e?\?end status: reach your customers
work. el a) Direct:
b) Intellectual: Accessibility: b) Indirect:
c) Human:
d) Financial:

Cost Structure Revenue Streams

The cash generated from each customer segment. For

All the costs incurred to operate your business instance:
Cost-driven a) Asset sale:

b) Value-Driven: b) Usage fee_:

c) Fixed cost: c) Subscription fee:
d) Variable cots: d) Renting

e) Brokerage fee (commission

EFFICIENCY VALUE



31 Types of Business Model

1.Business Model Canvas

2.Freemium Business Model - Canva ?
3.Subscription Business Model

4 Platform business model - Airbnb
5.Network Effect and 3 sided business model
6.Aggregators Business Model

7.Marketplace Business Model - Amazon
8.Ecosystem Business Model - Apple
9.Amazon & Apple Ecosystem Business Model
9.Wework Business Model

10.D2c Business Model

1.Introduction to Private Labels & White Label
12.Start your own e-commerce brand

13.Pay as you go business model

14.API Licensing Business Model
15.Blockchain business model

16.Umbrella Business Model
17.Edtech business model
18.Franchise business model
19.0ctopus business model

20.0pen source business model
21.Peer to Peer business model
22.Razor blade business model
23.Brokerage business model
24.Facebook revenue business model
25.Google hidden revenue business model
26.Fintech business model

27.Last mile delivery business model
28.Dark kitchen business model
29.Crowd sourcing business model
30.Horizontal expansion strategy
31.Vertical business model



D2C business model

Traditional Retail

g Manufacturer §> @ Wholesaler }> g Distributor§> P }> O Cons
Retailer umer
—— A

D2C brand

Advertising @
g Manufacturer }> @] /Website }> A Consumer



Companies using D2C business model
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Amazon Business Model
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Manufacturer Wholesaler Distributor Retailor Consumer

[l $120

Amazon(+10)
S J
Blue Dart($5)




Benefits of D2C brand

* No middlemen = more profits

» Gaining access to more targeted customer data- Demographic, Geographic
» A higher degree of personalization in your product range-Inventory Less

« Higher control over profits

* More room for product testing

N\ N\ N\ N\ N\
Manufacturer Wholesaler Distributor Retailor Consumer




Private Label vs White Label business model




Private Label/White Label business model

A private label/White label product is manufactured by a contract or
third-party manufacturer and sold under your brand name.
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Your Website Manufacturing Shipping Door Step



Private and white label fithess brand

- Budget
- Goal
- POD
Initial Logo & Brand Receive
Consultation Creation Your Order

rrB.GYM j LQ“

‘ Select your Approve Labels
O Products & Packaging Vv

- Protein - Food License

-Omega 3 - Legal license

- Multivitamin - Storage



Building your own White Label Label Supplement brand

Legal Compliances

YouTube —100k ) WAt Product 10 s
Instagram — 100k * Registration
Launch _
* Licenses

Marketing Channels Product Listing Quotation
* Price

 Personal brand « Website
[ C— [ C— . MOQ

* User testimonial « Amazon
« Early mover advantage Others * Processtime

How to Scale

« Good Team
+ Partnership
* |nvestment



Top Rated Business Courses



https://www.udemy.com/course/start-business-model-course/?referralCode=1BFF4E36F96FE6A456D2
https://www.udemy.com/course/mba-supply-chain-and-operation-management/?referralCode=E47279D2F00888260CA6
https://www.udemy.com/course/draft/3614842/?referralCode=2EFA9B8AD44145A717C0
https://www.udemy.com/course/mba-course-marketing-strategy/?referralCode=60CEDB7B88A37C5F8A91

