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About ChannelSight
We help global brands 
optimise the digital path to 
purchase, capture consumer 
engagement and increase 
eCommerce sales.
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32m+
Retailer sessions 
tracked annually

1.5m+
Baskets

generated annually

2000+
Active 

retail partners

70+
Active

markets

Trusted by over 270 global brands
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The Best of Both Worlds: 
Effectively Combining D2C and 

Marketplace Sales Channels
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Ross Keating
Chief Commercial Officer

ChannelSight



The case for both 
marketplaces and D2C
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Part 1



The age of digital 
marketplaces

Amount of global online spending that 
occurred via digital marketplaces in 2020

62.5%

The eCommerce boom has led to an 
increase in the number of online 

marketplaces as well as marketplace 
share of sales.

Source: Digital Commerce 2021 Online Marketplaces Report
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No surprise: 
Amazon is still 
the reigning king

Percent of shoppers who start their search 
on Amazon

63%

Amazon is still the number three global 
leader and the number one leader in the 
United States.

Source: Wunderman Thompson Commerce



But there are other 
players as well…
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• 40 of the top 100 marketplaces were 
launched in the last decade

• Walmart Marketplace expands offerings to 
compete with Amazon

• Launch of Debenhams marketplace

• The fastest-growing U.S. marketplace in 2021 
was home furnishings marketplace Chairish

Source: Digital Commerce 360



Benefits of marketplaces

Brand awareness and visibility
Brands have the potential to reach a higher number of potential customers.

Lower customer acquisition costs
Due to the customer volume on marketplaces, the cost per acquisition tends to be lower.

Consumer trust
Well-known marketplaces are familiar and instill trust in consumers.

Reach new markets
Marketplaces enable brands to easily expand their reach to customers around the world.
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D2C still has a 
certain lure for 
shoppers.

One out of five shoppers 
start their product search on 
brand sites.

Source: Wunderman Thompson Commerce, Direct-to-Consumer Purchase Intent Index

Consumers who are expected 
to make at least one purchase 
through a D2C brand within the 
next 5 years.

+80%
• Brands can provide customers a more 

personalised and engaging experience

• Customers like to go directly to the website 
for high quality and accurate information

• D2C brands provide convenience through a 
streamlined path to purchase



Benefits of D2C

High customer lifetime value
Brands can build more loyalty and engagement with consumers, thus increasing CLV.

Control over brand
Having control over the brand messaging and customer experience are important factors.

Access to consumer data
D2C enables brands to collect valuable first-party data from customers.

Higher margins
Brands can sell products on D2C at retailer prices, therefore increasing profit margins.



Combine and Conquer
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Part 2



Brands don’t need to choose one or the other. 
The most successful brands capitalise on a 
combined D2C and marketplace strategy.
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You can have 
your cake and 
eat it too.

Average conversion rate increase by 
switching from pure DTC to a hybrid model

+248%
Source: ChannelSight Data



How does a 
hybrid strategy 
work?
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Hybrid provides consumers an 
easy route to wherever they prefer 
to shop – whether that be D2C or 
through a marketplace. Hybrid 
models are key for eCommerce 
conversions



Step 1: Focus on 
the omnichannel 
consumer 
journey
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Create integrated experiences between 
brand site and retailers. Consider the 
whole omnichannel consumer journey, 
not only the brand sales funnel.
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Tip: A ‘select store’ button gives 
customers options and convenience
B2C technology manufacturer, Tado°, seamlessly directs customers from their product 
pages to preferred marketplaces.
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Tip: 
Customise sales 
channels for 
each product

Hoover directs customers to 
retailers and marketplaces for 
products that perform better on 
those sites. For top-selling products, 
the D2C 'Buy Now' button is more 
prominent.
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Monitoring your digital shelf is key to 
maintaining brand reputation and 
product performance. Ensure you have a 
reliable and efficient way to maintain 
control over how your products are 
being displayed on marketplaces.

Step 2: Maintain 
control over your 
digital shelf
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Tip: Keep an 
overview of all 
product content

Selling on marketplaces doesn’t mean 
brands have to lose control over 
product listings or brand messaging.

A digital shelf tool can automate this 
to ensure marketplace content is as 
high quality and accurate as D2C 
content.
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Integrating data from marketplaces 
with first-party consumer data from 
brand sites can provide a richer 
understanding of customers.

Step 3: Leverage 
data from D2C 
and marketplaces
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Tip: Leverage basket composition 
data from marketplaces
Basket composition data provides a wealth of information about consumer shopping 
habits that can be used for product bundles and recommendations.
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Tip: Integrate data 
sources from 
brand site and 
marketplaces

Focus on data integration, building your 
own data banks, and enriching your 
CRM.

Data integration can be used for user 
journey analysis, audience 
segmentation and lookalike targeting.



Recap
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Focus on the entire 
omnichannel 
consumer journey

Maintain control 
over your digital 
shelf

Take advantage of 
both D2C and 
marketplace data



Marketplace 
Advertising 
Trends in 2022



E-Commerce is growing, and so is the need for 
Advertising 



Screenshot

Trend #1: Diversifying Advertising Channels

There’s more noise than ever 
for Paid and Organic 
placements



● Increasing your Customer Base
● More Data Insights 
● More Testing Opportunities

The benefits of expanding your advertising 
investment in new marketplace channels 
can include:



Trend #2: Staying Flexible 



Trend #3:  Display
● Instacart (Self-Service):

○ Behavior Targeting
○ Keyword Targeting

● Walmart:
○ DSS

Additional Display Opportunities: 
● Target



How to Choose the Right Channel for Your Brand

Considerations:
1. Timing
2. Budget
3. Stock and Merchandising
4. Performance Goals



Schedule Your 
Consultation
with a Tinuiti Expert



© PATTERN INC 

David Quaife
General Manager MENA, Pattern

ENTERING THE 

MIDDLE EAST ON 

MARKETPLACES



WE’RE THE BEST 

AT WHAT WE DO

Amazon Seller 
Globally

Units Shipped 
Monthly Tmall Trade Partner

Countries Selling In Global Revenue Series B Funding

#5 +850,000 5*

60 $500m $225m
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BRANDS WE
ACCELERATE

We represent a portfolio of 
100+ consumer brands on 
global marketplaces, taking 
care of every aspect of 
listing, marketing and 
selling their products



© PATTERN INC 

WHY THE MIDDLE EAST?

THE OPPORTUNITY FOR US AND EUROPEAN BRANDS TO DRIVE INCREMENTAL 
SALES IN THE MIDDLE EAST’S FAST GROWING ECOMMERCE MARKETS
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Ecommerce is thriving across the GCC

in GMV

by 2025

$50bn
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Where the UAE’s online shoppers buy from
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Our consumer polling shows unmet demand
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Amazon is considered for many categories



/  41

Consumers want relatively fast delivery



© PATTERN INC 

REAL-LIFE EXAMPLES

ACHIEVING CONTROL & GROWTH ON MARKETPLACES
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LAUNCHING A US BRAND ON 
AMAZON IN THE MIDDLE EAST 

CHALLENGE

US supplements brand Thorne needed support to launch in the United Arab Emirates, and particularly to 
list on Amazon.ae. This included support with registering its products, so they could be sold locally, rather 
than cross-border.

APPROACH

• Pattern became the brand’s authorised Amazon seller in the UAE, and used a local third-party certifier 
to have the brand’s products registered for sale in market.

• We developed a robust launch strategy for the brand, considering sell-through rates, dates of cover, 
campaign forecasts and lead times, to avoid OOS situations.

• Pattern was able to quickly build Thorne’s Amazon.ae brand store and create A+ content for listings by 
reusing product and brand content from Amazon’s US site.

RESULTS

• Thorne’s sales are now 500% the first full month of trading after seven months

• The brand participated in Amazon’s Emerging Brand Day is Q1 2022

• Pattern is now expanding the brand’s Middle East channels to market with distribution to physical retail 
stores

sales uplift

500% 
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STABILISING PRICE & POLICING 
THE MARKETPLACE

CHALLENGE

Slendertone was being sold by Amazon in the UAE, but struggling to stand out amongst a number of sellers 
offering cheaper alternatives that did not work as well as its products. The brand also felt that Amazon’s 
discounting was damaging to its brand positioning.

APPROACH

• Pattern became the brand’s authorised Amazon seller in the UAE, and it stopped selling directly to 
Amazon.

• We worked with the brand to take down unauthorised sellers, who were using the brand’s name or 
selling fake products. We identified key grey market sellers and the source of their stock; so the brand 
could cut off their supply.

• We aligned with the brand’s commercial strategy and list products at RRP.

RESULTS

• An average of 89% growth in the UAE over a period of nine months.

• Sales growth from 2019 – 2020 was +178%

• Prices have stabilised, they had dropped 31% between 2018-2019 while being sold directly by Amazon.

sales uplift

178% 
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Make us your Middle East Distribution partner

WE CAN ACT AS YOUR DISTRIBUTOR FOR ONLINE & OFFLINE CHANNELS

YOU SHIP TO OUR FACILITY

WE BUY YOUR STOCK 

AND SUPPLY PRODUCT TO 
AGREED RETAIL PARTNERS

WE LIST ON MARKETPLCES WE GROW YOUR BUSINESS

WE REPORT BACK

Pattern acts as an extension of 
your brand. Our aim is to be a 

seamless extension of your 
internal team. 

Pattern gets your product 
listed with the right retailers for 

your brand - and lists on 
Amazon & Noon.

We will grow your sales 
through your chosen channels 
and share everything we learn 

with you.
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Thanks for listening

Pattern is the category leader in global ecommerce and marketplace acceleration. As well
as being one of the largest Amazon sellers in the world, we are also present on Noon,
Tmall, JD.com, eBay and other marketplaces.

Our unique model delivers growth and control to consumer brands selling on Amazon,
with Pattern taking care of every aspect of their Amazon presence, utilising our
proprietary technology to optimise and report on key success metrics. Unlike an agency,
we buy stock from our brand partners; and so when you sign up to work with Pattern, we
pay you.

For more information on how we work and to arrange a time to chat: 
mena@pattern.com.com

mailto:mena@pattern.com
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Let us help you
boost your 
marketplace 
sales

Make your website and online 
content instantly shoppable, 
while gathering detailed 
consumer journey insights.

Monitor your products’ 
content, ratings, reviews, 
prices, and inventory levels 
on every retailer site or 
marketplace you sell on.

Where to Buy

Digital Shelf

2000+
Active 

retail partners

70+
Active 

markets

270+
Global 
brands

Interested in learning more? Reach out to us at hello@channelsight.com.



Thank You

Send us an email
Hello@channelsight.com

Visit our website
www.channelsight.com


