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  Purpose-Driven Founders in the D2C Era

Every D2C brand begins with a story — but only those built on real intent 
endure.

In Data Incite’s 3rd Webinar, founders from Dr. Mantra and Karmic Beauty 
shared how their brands weren’t created just to sell — they were created to 
serve.

#1

   Dr. Mantra: Born from Personal Pain

Takki Zain launched Dr. Mantra after losing a loved one to kidney failure.

“We didn’t build Dr. Mantra to sell Ayurveda. We built it to bring hope.”

What began as a personal mission evolved into a trusted Ayurvedic brand 
focused on kidney, liver, and diabetic wellness — rooted in empathy, not 
marketing.

#2

   Karmic Beauty: Science Meets Soul

Dr. Vaibhav Mittal saw that most skincare products 
treated symptoms, not causes.

“Skin is science. But beauty is emotional.”

Karmic Beauty blends Ayurvedic wisdom with clinical 
science — made for Indian skin, promoting genuine 
self-care over superficial glamor.

#3

Golden tip
Your “why” builds emotional equity — it’s what makes 
customers buy into the story, not just the SKU.
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Organic vs Performance
Marketing — Finding the
Right Mix

When to Burn, When to Build 

A key discussion in the Data Incite 3rd Webinar was:
Should D2C brands grow through organic marketing or invest in paid 
performance?
The consensus: Both matter — but timing is everything.

Dr. Vaibhav Mittal (Karmic Beauty) shared:
"Initially, you have to calculate what your CAC is. You have to also look at 
what your lifetime value is."

Many early-stage brands don’t track this well and end up spending without 
sustainable returns.

Balancing CAC and LTV
#1

Avimee grew without ads. They focused on real customer 
feedback — asking users for testimonials, videos, and 
reviews.

"They kept asking users for testimonials, videos, reviews, and 
WhatsApp screenshots."

This user-generated content helped them scale slowly, build 
loyalty, and keep CAC low.

Avimee Herbals: The Organic Path
#2

©2025 Data Incite.in All rights Reserved.
    www.data-incite.in



Sales Mastery Kit 01Low-Budget Marketing 07

Snitch scaled fast with paid marketing by focusing on one hero 
product.

"They identified one product, ran campaigns, and scaled it. Very 
clear funnel."

Their paid strategy was sharp and focused — leading to 
high-volume growth with controlled CAC and solid LTV.

Snitch: Paid and Precise
#4
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Golden tip
Paid ads drive tra�c, but organic builds trust —
true growth blends both.

Are you scaling with strategy — or just 
burning cash for short-term spikes?
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Golden tip
Raw stories convert better than polished pitches — 
because trust > aesthetics.

Are you building raw content, behind 
the scene, founder lead stories for 
your marketing & visibility ?
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Content That Builds Trust

Dr. Vaibhav Mittal (Karmic Beauty) shared:
“We just took the camera, and we started recording the videos 
ourselves. I was just talking. That video gave me around 20,000 
views on Instagram, without a single rupee spent.”

He emphasized that the simplest, raw content often works better 
than overproduced campaigns. In his case, doctor-led videos 
explaining product use and science created far more engagement 
than studio-shot content.

Step 1
Raw Reels Over Polished Ads

The power of the founder’s face was clear.
“Founder-driven storytelling is working the best,” 
said a speaker. 
“Customers want to hear from the people who made the product.”

When founders appear on camera — not as polished marketers, but 
as passionate problem-solver.

Step 2
Founder Stories That Resonate

©2025 Data Incite.in. All rights Reserved.
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Golden tip
Raw stories convert better than polished pitches — 
because trust > aesthetics.

Are you building raw content, behind 
the scene, founder lead stories for 
your marketing & visibility ?
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Customer Retention 
Starts with Product Love

Retention Comes from Product, Not Automation

Founders agreed: If the product doesn't deliver, no retention tool will work.
• If you don't have a good product, forget marketing.
• Retention is not something that you can do with a tool. You must make a 

good product.
• Most brands chase tools early on, but what actually works is solving real user 

problems consistently.

• Instead of blasting messages, brands used small 
WhatsApp groups (60–70 users).

• These groups became a low-cost, high-engagement 
method for two-way communication.

• Real conversations drove loyalty, and users gave back 
with feedback and repeat orders.

WhatsApp for Community and Retention:

• Email was used not just for sales, but for listening.
• Simple Google Forms or reply prompts gave insight 

into user satisfaction.
• These feedback loops created a sense of inclusion — 

users felt heard and valued.

Using Email for Feedback and Retention

©2023 Medgini.Com All rights Reserved.
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“We Had 60-70 People In One Whatsapp Group. We Used To Talk 
To Them, Ask For Reviews, Offer Personalized Suggestions.”



UGC, Testimonials
& Real Conversations
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Real People. Real Proof. Real Impact.

One of the most practical insights from the webinar 
was this:
You don’t need a big budget to earn customer trust 
— you need real voices.

Selfies with the product

WhatsApp screenshots

Short video testimonials

Early-stage D2C brands collected user-generated 
content by directly asking customers for:

UGC Without Big Spend

         Simple Scripts That Worked

Instead of complex workflows, founders used straightforward requests like:

“Can you please give us a 20-second video of your results?”
“Share your WhatsApp review after using the product.”

#1

UGC, Testimonials &
Real Conversations

“We used to ask our users for testimonials, videos, 
reviews, and WhatsApp screenshots.”
“Send us a selfie with the product, or your WhatsApp 
review.”



Golden tip
The best marketing is done by real users — 
not ad budgets.

Are your customers willing to talk about you 
without being asked?
How often to do interact with your users to take 
feedback ?
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   Testimonials Over Ads

No influencers. No actors. Just genuine users.

“We didn’t even use actors. We took whatever users 
sent us — raw feedback.”

This raw content was repurposed across websites, 
WhatsApp, and Instagram — building authentic social 
proof that outperformed paid ads.

#2
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Golden tip
You can't fix what you don't measure — funnel 
clarity is growth clarity.

Do you know your exact drop-o� point — 
and why it's happening?

Content That Builds Trust
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I want to scale my business!

Many D2C brands obsess over getting more tra�c — but 
few truly understand what happens after the click. In the 
webinar, founders discussed how most brands don’t have a 
clear view of their customer journey, and that’s exactly 
where the leaks begin.

Is Your Funnel Fit — or Leaking?

Click on the button below and know more about
For the self audit test to check your readiness wrt 

market funnel fitness

https://data-incite.in/qna_2/


Automation
and Tools That
Actually Help
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Golden tip
You can't fix what you don't measure — funnel 
clarity is growth clarity.

Do you know your exact drop-o� point — 
and why it's happening?
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Automation and Tools 
That Actually Help

What to Automate, and What Never to Outsource

As founders scale, automation becomes inevitable. But during the webinar, 
speakers made it clear: not everything should be automated. The key is knowing 
what saves time — and what breaks trust.

Practical, Budget-Friendly Tools
Many early-stage D2C brands shared tools that worked without burning budget:

QuickReply.ai: Used for WhatsApp automation — order updates, basic support, 
and cart recovery.

WhatsApp Broadcasts: Manually managed groups or bulk updates to stay 
connected with customers.

“We built WhatsApp groups and used Quick Reply to manage basic flows.”

Simple CRMs: Google Sheets, Type form, and basic email tools (like Mailchimp) 
for customer tagging and follow-ups.

What to Automate
• Order updates (via WhatsApp or email)
• First-level FAQs (auto-responses with links)
• Follow-up nudges (cart reminders, feedback requests)

These helped reduce manual work, while still feeling personal.



From Visibility 
To Virality Lessons 
from the Frontline

Chapter - 8

©2025 Data Incite.in All rights Reserved.
    www.data-incite.in



Golden tip
Virality is engineered through resonance — 
not reach.

What’s the one thing about your brand 
that people want to share?
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From Visibility to Virality
Lessons from the Frontline

Breaking Through the Clutter of Lookalike Brands

In a world of “me-too” D2C products and recycled campaigns, visibility alone 
isn't enough. Consumers scroll past 100+ brands a day — only a few stand out.

The di�erence?
Viral brands don’t just market — they resonate.

Today’s most trusted voices come from:
• Raw, unpolished UGC
• Customers who feel seen
• Micro-communities (Reddit, WhatsApp)
Winning brands build virality by:
• Designing shareable moments
• Turning buyers into storytellers
• Creating community, not just campaigns

Powering Growth with Word-of-Mouth & Authentic Advocacy

They focus on talk value — creating moments, stories, 
and identities that stick. It’s not about tra�c. It’s about 
being share-worthy and unforgettable.




