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“Over the past few years, 
American Eagle Outfitters‘ 

direct-to-consumer 
business (which mainly 

includes e-commerce) has 
grown rapidly  … 

 

online sales 
increased by 24% 

in the first 
quarter, 11% in the 

second quarter and 17% in 
the third.” 

 

Source:  Forbes:  

http://www.forbes.com/sites/greatspeculations/2014/02/28/american-eagle-

outfitters-omni-channel-initiatives-should-help-it-remain-competitive/ 



“Consumer goods manufacturers are … 
making investments in innovative 

technologies … the door has opened to 
building a more direct relationship with 

their customers”.

“ … consumers are already going direct 
to manufacturers. Many consumer 

goods companies are increasingly using 
the web to connect more directly with 

end consumers …” 

Source:  Oracle Profit Magazine:  

http://www.oracle.com/us/corporate/profit/opinion/091712-cmoren-1844759.html 



“All sales up 
but direct to 

consumer  
are up the 

most at 
16.9% in Q3” 

Source:  Internet Retailer:  

http://www.internetretailer.com/2012/11/16/web-sales-account-74-q3-growth-

williams-sonoma 



“Abercrombie 
and Fitch with 
40% Q3 sales 

growth…largely 
attributed to 

direct to 
consumer sales” 

Source:  USA Today:  

http://www.usatoday.com/story/money/business/2012/11/14/abercrombie-

earnings/1704081/ 





















• Sell to your dealers, or directly to 
customers  
 

• Secure online payment processing—
reduce receivables 
 

• Easy to use, familiar shopping cart for 
ease of ordering 
 

• Transparent or opaque inventory.  If 
transparent, builds to notify when in 
stock email alerts 
 

• Emails on every stage of the transaction 
from order through shipment 
 

• Setup specials and discounts on a per 
customer or global basis 
 

• Automated sales collection & processing; 
decrements inventory & alerts you when 
you need to re-order 

 



• Easily toggle between different 
view modes 
 

• Manufacturer View, Retailer 
View and Customer View 
 

• Add additional view layers as 
needed 



• Manage dealers & customers centrally 
 

• See sales values to find top performers 
 

• Dealers can earn credit for future 
orders 
 

• Potential dealers can sign up directly 
through the site, pending your review 
 

• Create new dealers easily in the field 
with any device 
 

• Create special rules, by retailer, by 
assigned time period 
 

• Automatic customized flyers and 
product materials branded with dealer 
logos 
 

• Edit all dealer account details such as 
login passwords, etc from one place 



• Automatic predictive ordering 
based on past sales 
 

• Automatically generates 
product barcode labels 
 

• Purchase orders can be easily 
sent via email with SKU coded 
labels 
 

• Track invoices & shipping 
 

• Audit receiving of products 
against purchase orders 







• Centralized management of 
returns, exchanges, and repairs 
 

• Customers initiate the RMA 
process online 
 

• Simple step-by-step RMA 
progress status organization 
 

• Easily send out replacements 
under warranty 
 

• Search by customer name, 
product name, SKU, or notes 



• Quickly see sales reports by 
date 
 

• Overview reports with links to 
details to view individual orders 
 

• Export of reports to other 
company processes 
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