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SOINTA Design & Consultancy Company (SDCC) 

started by 2 professionals who have spent 20 years 

in Strategy, Sales , Marketing, Distribution 

Management , Operations in Innerwear , Home 

Textile and Apparel Industry.  

It is first-of-kind  company  which offer 'Plug-N-

Play Sales Implementation and Route To Market' 

Collaborate with Early and Growth stage brands in 

Innerwear, Athleisure, Activewear and Home textile 

Industry. 

Elevate the label into a powerful brand, driving sales 

and enhancing brand recognition 

About Us 



Difficulty in 

doing business 

Know How 

about the 

business 

High Cost 

• Limited sales and channel 

Expertise to get entry and 

expansion 

• Limited network and 

bandwidth of understanding 

the channel dynamics 

• High Sales cost. 

• High infrastructure cost. 

• High Logistic Cost 

• Concentration on 

production and sales. 

• More Invoicing and 

collection points. 

 

PROBLEM 

STATEMENT 

OF 

 

• Online D2C 

brands 

 

• Early stage 

brands 

 

• Small size/ 

Regional brands 

 

• Manufacturer & 

Export Houses  
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Brand-Specific Solutions 

SDCC  is INDIA’s first and one of its kind organization that collaborate with EARLY and GROWTH 

Stage Innerwear, Athleisure, Sleepwear, Activewear ( Men, Women & Kids) & Home textiles 

Brands to deliver comprehensive retail sales and marketing solutions across diverse locations in 

the country. We offer 

Offline Sales Strategy 

Comprehensive  

Route-to-Market Solutions 

Distributor and Channel Management 

Sales and Marketing  

Support  
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Cost reduction  

Domain knowledge and  

expertise of GTM. 

Easy access to distribution  

and retail reach.  

Sustainability & scalability  

of the brand. 

SOINTA delivers expert solutions with a customer-centric approach, 

prioritizing benefits that drive business growth 

Zero risk. 

Use of technology to get 

market input & effective 

inventory management. 

Single window for all  

business need/  

brand development. 



REVENUE 

 

WHY  

SOINTA 

 

1. Ready-to-execute sales infra and revenue generation . 

2. SDCC will design and execute GTM strategy  & generate revenue. 

3. Sustainability and scalability for the Brand.  

1. Easy access to Distribution reach/Expansion & on-boarding. 

2. Effective Inventory management . 

3. Reduced cost of sales. 

1. Single point of Contact for Revenue generation and collection. 

2. Complete management of S & D, marketing & Revenue.  

1. Entire business process liability and responsibility lies on SOINTA. 

2. The cost of selling every product is directly related to SOINTA. 

 

1. Extensive knowledge of the category for product planning/ 

development , Packaging , Sales , Distribution and demand planning. 

2. Know how of sales automation and Business integration. 

3. Ready-to-execute business Strategy and revenue generation model. 

COST 

EASE OF 

BUSINESS 

ZERO RISK 

DOMAIN 

EXPERTISE 

FEATURES 



 

SOINTA Design & Consultancy Company offers 3 different services: 

 

1.  E2E - End to End Solution 

a) Conceptualisation – Category, Product development, Designing, Packaging  

b) Devise strategy – GTM 

c) Roll out of GTM 

d) Builds, manages and operates complete Sales & Distribution, Marketing and Revenue 

Solutions 

e) Market Entry & Expansion and Revenue generation.  

 

2. VELOCITY -  Sales  & Sales Management Solution  

a) Builds, manages and operates complete Sales & Distribution, Marketing and Revenue 

Solutions 

b) Entry and Managing SIS business. 

c) Franchisee appointment ( EBO) and store operation. 

d) Market Entry & Expansion and Revenue generation.  

 

3. ARSENEL & WARRIOR ( ANW) – (Product and Sales Training ) 

a) Product Training 

b) Sales Training  

c) Sales KRAs and Review mechanism. 

SOINTA  

SERVICES 



SDCC STRATEGY & 

EXECUTION CELL 
Brand Owner MARKET 

STRATEGY- TO -EXECUTION 

GTM Strategy – Offline Channel 

• Product strategy for creating product range to 

offer in Innerwear, Athleisure and Active wear which is 

suitable for the TG. 

• Price Strategy – Devising the pricing strategy which 

will make the product a market fit by doing price 

laddering and competition mapping. 

• Distribution – Strategic alliance with good channel 

partner & Regional retail chains across India to get the 

brand visibility and placement to drive the revenue.  

• Promotion – Devising cost effective marketing 

activity. Trade marketing and other BTL activity & use 

digital for trade. 

• People – Building an aggressive and strong retailer 

relationship team for effective product placement to 

get the brand traction. 



ENTIRE STRATEGY WILL BE DESIGNED , DEVELOPED & 

MANAGED BY SDCC 

SDCC 

STRATEGY 

CELL 

SDCC STRATEGY TEAM 

Product & 

Packaging 

Marketing 

Demand 

Planning 

Brand  

Owner 

END to END 

 ( E2E) 
  
STRATEGY - TO - EXECUTION  



 

VELOCITY  

– 

 Sales Solution 

ENTIRE SALES STRATEGY  AND OPERATION WILL BE MANAGED BY SDCC 

Brand  

Owner 

SOINTA appointed distributor 

SOINTA SALES TEAM 

RETAIL MARKET 

• Brand Launch 
• Right outlet placement 
• Market Penetration 
• Brand awareness 
• Repeat order 

Exclusive Brand 

Outlet (EBO) 



ARSENAL & WARRIOR ( ANW) – Product and Sales Training 

Product Knowledge: The Sales Warrior's Arsenal 

For sales professionals, the product is their arsenal, and they 

are the skilled warriors who wield it in the battlefield of the 

market. To emerge victorious, they must possess in-depth 

knowledge of their product, as it serves as the foundation of 

their sales strategy. 

 

 

 

Effective Sales Training: 

By investing in comprehensive sales training, 

organizations can empower their sales teams to 

succeed in an ever-evolving market landscape. 



CASE STUDY 



Case :  

Two of the international brands ( From UK & The USA) of Innerwear and Athleisure 

forayed in the domestic market with an expectation to make a mark through trade 

channel. They planned to reach the length and breadth of  the Indian market through 

distribution network. 

The Outcomes:  

• Product line and MRP finalisation. 

• Distribution Policy , Retail policy and SOP designing. 

• Distributor reach across India with more than 100 channel partners. 

• Appointment of entire sales team and their management. 

• Trade promotion and marketing. 

• Cost saving & Time savings. 

Case Study - 01   

*Case not as a part of SDCC 



Case :  

A Knitted product manufacturing company based out at southern India doing exports 

to different markets in Europe and the USA is planning to foray in domestic market. 

The company is planning to launch own brand in domestic market and have domestic 

presence through trade distribution . 

The Outcomes:  

• Business started from scratch ( ZERO to ONE). 

• Product line and MRP finalisation. 

• Distribution Policy and SOP designing. 

• Appointment of entire sales team and their management. 

• Distributor ( appointed -20 distributors) reach in the Pilot markets (Delhi, UP, UK & 

Mumbai)  

• Cost saving & Time savings. 

Case Study - 02   

*Case not as a part of SDCC 



Case :  

A leading corporate/Institution supplier company ( majorly servicing Dealer 

Incentive program) planning to extend their footprint in west India and service the 

requirement of leading companies in their respective industry .  

 

The Outcome:  

• Set the business from scratch ( Zero to ONE). 

• Developed a strong sales funnel – Revenue – Collection. 

• Managed the entire P & L  of the West Branch. 

• YOY Revenue growth is at a tune of 60%. 

• Corporate network of more than 50 regular clients. 

Case Study - 03   

*Case not as a part of SDCC 



TEAM 



Seasoned professionals worked with world’s leading brands 

in the Innerwear , Home Textile & Apparel Industry. 

More than 2 decades of Extensive experience. 

Experience of 

1. Setting up businesses from scratch. 

2. Business Strategy & GTM  

3. Sales and Distribution. 

4. Retail Operations & Retail Training. 

5. Institution/ Corporate business. 

About Us 



Sales and Distribution -  Trade  
20 years of experience of Sales managing all Offline Channels . Worked with 

brands of International repute  

 
 
 
 
 
 
 

Setting up Sales and Distribution Network 

 

• Build and managed more than 200+ distributors network. 

• Presence of distributors in 25+ states & managed a team of 100. 

• Build Business from Zero to INR 50 Cr 

• Managed and developed Business at a tune of INR 250Cr+  

 

 
 
  

 

Navneet Prashant  

Founder and 

Principal 

Consultant 



 

Retail Sales & Operations  
10+ years in Retail Operations with 
 

 
 

Retail Sales trainer   
 5 years of experience of Retail operations and season roll out training       

 
 

 
 
Institution and Corporate Sales  

 4+ years as a Business development and operation consultant for   
(Inst. Business/ Corporate Business ). Scaled the institution business 
 from 0 to 20 Cr. Sonal Gupta 

Co-Founder and  

Consultant 





+ 91 9871708321 

navneet@sdccompany.in 

 

 

Navneet Kumar Prashant 

SOINTA Design & Consultancy Company 

 

Grow your business to the next level…. 

mailto:navneet@sdccompany.in

