A practical,
data-backed
growth guide for
scaling Indian
consumer brands.
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Audience
Definition &
Insight Mapping

Before you test Identify core demo

clusters (age, income,
crgators or clhannels, Sl
nail who you're

validating with. Build 3-4 sharp

buyer personas tied
to motivations, fears,
and category
triggers.

Map content behavior
across Meta, Google,
YouTube, creators, and
marketplaces.

Validate
problem-solution fit
through social listening,
comments, and

creator feedback.

W hy |t Strong audience definition compresses CAC

and accelerates early signals.
matters
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Positioning &
Pricing Validation

Your early narrative sets
the tone for all channels.

Craft a clear value Lock initial pricing & Validate AOV
proposition and offer architecture, pockets(Z650-F800)
2-3 messaging hero SKU, trial packs, to reduce acquisition
angles to test. best-value bundle. volatility.

Why It Positioning and price clarity kill guesswork
and push CVR up from day one.
matters
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Journey & Experience
Validation

Great ads die on
broken funnels,
fix the journey early

Simplify landing flow:
clarity, CTA, trust markers,
reviews, sizing/usage cues.

Validate checkout
UX, delivery promise,
return/refund clarity.

Why it
matters

A seamless journey amplifies
the real impact of your creator
and channel tests.

Ensure GA4 + CAPI| +
backend have <10%
variance.
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Creative Layout
Architecture

Your creatives should ladder up to
three core pillars

Problem =» Tension-> Solution
Make the user feel the pain before pitching

Feature - Benefit » Proof
Show what it does, why it matters, and the credibility
behind it.

Hook-=Payoff »CTA
First 3 seconds pull the scroll, last 3 seconds
push the click.

UGC Demo + Overlay Text » Best for Category unlock.

Layout
examples

Static with Product Close-Up = Great for recall & brand introduction.
Founder POV [ Talk-to-Cam = Trust booster, high early CVRs.
Problem POV skits » High thumb-stop, great for TOF

Before-After or Social Proof stacks + BOF killer.




Communication

Framework

Our message needs
to be consistent
across all assets
during validation.

i
i -

y e W
A7)

,

x

!

,

"
[

»

/,: } - -,
o ,éh ﬁ'
i

odMeta « viralMint - DG

Functional angle
“What this solves for you.”

Emotional angle
“Why it matters in your
daily life.”

Authority angle
Founder, expert, science, or
credibility reinforcement.

Social proof

Users, reviews, ungated
feedback, TikTok-style
reactions.

Rule

One creative = One angle.
Never mix five messages in
one asset.




Creative Testing
Framework

Creative
Layout

Messaging
Angles

Brand
Consistency

Format
Mix

Creative
Volume

Hook
Testing

Testing
Setup

Success
Metrics

Pipeline
Refresh

Learning
Extraction
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What We Do

Hook- Problem
Demo-»CTA

Test single angles
(problem, benefit,
emotional, proof)

Fixed colors, fonts,
logos, product shots

UGC, statics, founder
POV, motion, beauty
shots

Launch 12-18 creatives
+ 8-12 variants

Test 10-15 hook
variations

Clean ad sets, fixed
budgets, 3-5 day
window

CTR, CVR, Hold
Rate, CAC

Add 5-7 new
concepts weekly

Identify winning
angles, formats, hooks

Why It Matters

Clearer storytelling,
stronger thumb-stop

Cleaner signal, easy to
identify winners

Builds recall, avoids
noisy tests

Finds the winning
storytelling style
quickly

Enough data for
reliable validation

Hooks drive 80% of
creative performance

Stable, unbiased
learning phase

Decisions rooted in
performance signals

Avoids fatigue, keeps
growth momentum

Builds an evergreen
creative playbook










Product-Journey Fit

o)

Pre-Click

Hook clarity, ad-copy-mes- O 2

sage fit.

Post-Click

Landing page UX, CTA
strength, trust markers.

03

CRO Hygiene

Checkout flow < 3 steps,
minimal form length, site

speed < 3s. O 4

Data Accuracy

GA4 + CAPI + backend
variance < 10 %.
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VValidation Checklist

@ Product
Resonance
@ Retention
Signal (30 days)
Geo Resonance

Creative Fit

Checkout
Success

®© 0 O

Hero SKU
=30% of sales

Repeat =15%

Tier2CTR =Tier 1

=2 Assets CTR >1%

>60% completion

Scale, Find new
winning products

Subscription &
other offers + NPS

Localize creatives

Double down on tone

Build trust + credibility
and effective
remarketing strategies

Validate across users, channels &

systems not just sales.
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Building Repeatability

Objective

Retention

Create predictable revenue loops via
retention, prioritization, and RFM-based

segmentation.

system,

4
2 notspam

Retention is brand
memory

-Saptamveda

b2




Retention

Funnel

How brands turn a first purchase into

consistent repeat revenue.

Post-Purchase

Activation

Engagement

First Repeat
Trigger

Multi-Product

Adoption

High-Frequency

Repeats

Loyalty &
Advocacy
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Ensure
correct use

Build habit

Drive Order
#2

Increase
AOV

Predictable
cycles

Create
evangelists

(Primary Channeis) ( What It Drives)

WhatsApp +
Email

WhatsApp +
Email

WhatsApp +
SMS

Email +
WhatsApp

WhatsApp +
Email

WhatsApp +
Email

Faster value
realization

Product adoption

LTV unlock

Bigger baskets

Consistent revenue

Organic scale
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Funnel/Wisé
Communicat

((f Stage H Goal ; Channel h

01 Usage Guides,

New Buyers Trl_.!gir;j; “Thank You”
Videos

I
i aeg | i
Repeat : Habit Replenishment, Push,
I -

WhatsApp,
Email

Cross-Sell WhatsApp

03 Personalized

Offer SMS. Email

Dormant Reactivate

@ _ VIP Drops, CRM,
Foyalists Rewards Loyalty Points Community
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Segment
users by
Recency,
Frequency,
Monetary
Value

to identify

®
s p
o
3
12
o
S
7
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RFM
. Analysis
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Convert
satisfaction into
advocacy and
repeat revenue.

Customer
Satisfaction &

Your next 100
customers are
® hidden in the
happiness of
Xperience s
2
Categorize
1 e (Product / Delivery / Experience)
Collect Feedback
/ Feedback — Action Loop 5
5 Act
Celebrate Wins 4
== Communicate Fixes
CSAT = NPS =

. 60

Refund = Resolution TAT <

12

Measurement
Layers %

METRIC PURPOSE

; Post-purchase Shopify,
Transactional CSAT experience WhatsApp
. Long-term Delighted,
e Relational NPS brand love SurveySparrow
; Public Brand24, Yext,
@ Emotional SENTIMENT perception Google Reviews
\_ J/
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Category Leadership

How to Build Category
Leadership

Create an omnichannel
experience — D2C,
Marketplaces, Q-com,
Offline.

), Standardize CX
WY & pricing.
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Lead in share of
voice,
consistency
and customer
love,

Build owned media
(newsletter, podcast,
founder community).

5

Conduct brand lift &
recall studies every
6 months.

}un ORM stack = Monitor

daily, respond <24h,
amplify positives.




Strongest brands
don’t shout louder
they echo longer.

KPI

Target

Meaning

° Brand Search
Volume

%2 SOV

+25% YoY

Top 3

Awareness

Visibility

> Sentiment

* NPS

% Organic Traffic
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Reputation

Advocacy

Brand Equity
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Collaborative ads can be
used to broaden reach to
people likely to purchase.

This will act as a force
multiplier during festive.

llaborative Ads

How Collaborative Ads Works?

BRAND ON META

Run performance
marketing
directly on Meta
technologies with
your products
using retailer’s
catalog.

vitalMint « DG

Retailer shares catalog
segment with the brand.

 ——

Brand drives high-quality
traffic to retailer site/app
to complete purchase.

—

Brand sees
performance reporting
for their products.

a—

RETAILER SITE OR APP

Receive more
traffic from
shoppers with
high intent to
purchase.













Industry Benchmarks
by Category

Category Avg CTR New CAC Repeat AQV cm2 Insight
Rate

Beauty & 1.4% 550 50% F700 32% UGC +

Personal education

Care boost CTR

Food & 1.2% 350 60% <650 25% Q-com

Beverage trials lift

discoverability

Fashion & 1.0% 500 30% 22000 38% Offline

Apparel synergy key

Health & 1.3% 350 509% 900 30% Subscription

Supplements unlocks LTV

Home & 1.1% 800 20% <2500 Experiential

Lifestyle Marketing is
the key
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Case Study 1:

Beauty &
Personal Care

| fOXtale | betternutrition ‘ [)"ﬂ' 1

Objective

Build awareness & trust
while reducing CAC.

Approach

Full-funnel Meta + Google +
UGC + influencer sampling +
WhatsApp retargeting.

Outcome

3 0% repeat

Learning Founder-led education drives trust & efficiency. %
















Scaling isn’t about
budgets, it's
about structure.

Measurable
Inputs.

Predictable
systems.

Sustainable
margins.

From 20 to 100 Cr - growth

' doesn’t come from spending harder,
but from operating smarter.










