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ORGANIC HAIR CARE

TRANSITIONING FROM VENDOR CENTRAL

TO DISTRIBUTION RETAILER, HEALTHY PANTRY SELLER CENTRAL

FIRST FULL-RANGE, SALON-INSPIRED HAIR CARE
BRAND IN NATURAL PRODUCT STORES.
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Organic India is a global supplements
and teas brand sold in brick-and-
mortar stores such as Trader Joes
and Whole Foods.
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Our aim was to increase brand
affinity and create an engaging
customer journey from awareness
to post purchase.
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DURADRY

a national deodorant brand that
specializes in hyperhidrosis

(excessive sweating).
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SOLUTIONS
PROVIDED

FOCUSED ON USING ORGANIC
SEARCH RANKINGS AND EXPANDED
ON HIGHVOLUME KEYWORDS

SHIFTED FOCUS TO A PRODUCT
WITH MORE REPETITIVE PURCHASE
PATTERN

ENABLED SUBSRIBE AND SAVE
CREATED LONG-TERM CUSTOMERS
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STRATEGIC PARTNERSHIP
WITH LUMINIZE

PROBLEMS
ENCOUNTERED

o HIGH RATE OF NEGATIVE REVIEWS

REMARKABLE
RESULTS ACHIEVED

PREVENTATIVE
LIQUIDATION STRATEGIES

COMPREHENSIVE
9 BAD CASH FLOW FORECASTING

AND 3PL MANAGEMENT
e INCORRECT FORECASTS
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e ROGUE SELLERS °
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100% INCREASE IN PRICING
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300+ CEASE AND DESIST

Amazing Herbs - is a national supplements
and skincare products brand sold in

brick and mortar stores across the USA

and online via Amazon.
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EARTHBATH IS A NATIONAL PET PRODUCTS BRAND CLV, PURCHASE FREQUENCY

SOLD IN BIG CHAINS SUCH AS PETCO AND PETSMART
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? LONG 190 DAY PURCHASE RATE
® STRATEGIC PRICING

® NO SUBSCRIBE AND SAVE RESTRUCTURE

® TARGETED MARKETING
APPROACH
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AMAZON IS NOT YOUR FRIEND. WE ARE

DRTUNG’S

BRAND AFFINITY
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