Impact of Online and Direct-to-Consumer Sales Channels on
Agricultural Marketing and Consumer Preferences

Saptaparna Karmakar!” and Debabrata Basu?
'PhD student, Agricultural Extension, BCKV, Mohanpur, Nadia, WB- 741252.
Professor, Department of Agricultural Extension, BCKV, Mohanpur, Nadia, WB- 741252.
*Corresponding Author: saptaparnal21997@gmail.com

Online and direct-to-consumer (DTC) sales
marketing refers to the strategies and techniques used
by businesses and agricultural producers to promote
and sell their products directly to consumers through
online channels and platforms that bypass traditional
intermediaries like wholesalers or retailers. These
sales channels offer numerous benefits. They provide
consumers with access to fresh, locally sourced
products, create opportunities for farmers to earn a
fairer share of the profits, and foster a sense of
community engagement. Additionally, they can
promote sustainability by reducing the carbon
footprint associated with long-distance distribution.
However, they also come with challenges such as the
need for effective marketing, maintaining product
quality, and managing online platforms or physical
retail spaces.

Online and direct-to-consumer sales channels
in agriculture have emerged as innovative ways to
connect farmers

and producers directly with

consumers. Here's a brief overview of these channels:
Online Sales Channels

e Websites and E-commerce Platforms: Farmers and
agricultural producers create websites or use e-
commerce platforms to showcase their products,
allowing consumers to browse, order, and pay for
goods online. Example: BigHaat, AgroStar,
GreenMyLife, RML AgTech (Cropln), Agricart,
DeHaat, Farmkey etc.

e Mobile Apps: Some farms and agricultural
businesses develop mobile apps, making it
convenient for consumers to access their products
and place orders via smartphones and tablets.
Example: Bigbasket, Grofers, Nature's Basket,
Spencers, Reliance Fresh etc.

e Social Media: Platforms like Facebook, Instagram,
and Twitter are used by farmers to market their
products directly to consumers. They may utilize

these platforms for advertising, accepting orders,
and providing updates.

¢ Online Farmers' Markets: Virtual farmers' markets
have gained popularity, where multiple producers
come together on a website to sell their products to
a wider customer base. Example: FarmersFZ,
Farm2Kitchen, KrishiDirect,
GreenSoul Farmers Market etc.

FarmerUncle,

Direct-to-Consumer Sales Channels:

e Farm Stands: In various parts of India, we can find
farm stands or small roadside stalls where local
farmers sell fresh produce, such as fruits,
vegetables,

and dairy products, directly to

consumers.

e Farmers' Markets: These have become increasingly
Cities like
Mumbai, Bengaluru, Delhi, and Pune host regular

common in India's urban centers.

farmers' markets where local farmers sell their
products directly to consumers.

e Community Supported Agriculture (CSA): CSA
programs have gained popularity in India.
Farmers offer subscription-based models where
consumers can receive regular deliveries of fresh,

the

Examples: Sahaja Samrudha in Karnataka and

seasonal produce directly from farm.

Annadana in Tamil Nadu.

e Pick-Your-Own Farms (U-Pick): While not as
common as other models, there are U-Pick farms
in India, particularly for fruits like strawberries
and blueberries. Customers can visit the farm and
pick their own produce.

e On-Farm Retail Stores: Some progressive farmers
have set up on-farm retail stores where customers
can purchase a variety of products produced on
the farm, including fresh produce, dairy, and
processed goods. These stores are often found in
regions with a strong farm-to-table culture.
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Factors that influence consumer preferences in
online and direct-to-consumer channels

e Price and Value: Consumers often consider the
pricing and perceived value of products in online
and DTC channels. Competitive prices and special
offers can attract buyers.

e Product Quality: The quality and freshness of
products play a significant role. Consumers prefer
products that meet their quality expectations,
especially in the case of food and agricultural
products.

e Product Variety: The availability of a diverse range
of products can influence consumer preferences. A
wider selection allows consumers to find products
that suit their specific needs and preferences.

Online and DTC channels are

their
appreciate easy ordering, home delivery, and

e Convenience:

valued for convenience. Consumers

flexible payment options.

e Transparency: Transparency in  sourcing,
production practices, and product information can
build trust and influence consumer preferences
positively.

e Brand Reputation: Established and trusted brands
often have an advantage in attracting consumers.
Brand reputation and recognition can be a

significant influencing factor.

e Reviews and Recommendations: Consumer
reviews, ratings, and recommendations from peers
play a crucial role in decision-making. Positive

reviews can boost confidence in a product.

and helpful
customer service can enhance the overall shopping

e Customer Service: Responsive

experience and influence preferences.

e Sustainability: Increasingly, consumers are
considering the environmental and ethical impact
of their purchases. Products and brands with
sustainable practices can attract environmentally

conscious buyers.

e Transparency in Pricing: Clear and transparent
pricing, including any additional costs (e.g.,

shipping fees), helps consumers make informed
decisions.

How transparency and information sharing affect
consumer trust

e Building Trust: Transparency in online and DTC
channels involves openly sharing information
about product origins, production methods, and
pricing. When consumers have access to this
information, it builds trust in the brand or seller.

e Confidence in Product Quality: Transparency
regarding quality control and safety measures
reassures consumers about the quality and safety
of the products they purchase.

e Reducing Skepticism: In an online environment

where consumers cannot physically inspect
products, transparency helps reduce skepticism.
When consumers

feel they have complete

information, they are more likely to trust the seller.

e Fostering Loyalty: Transparency and information
sharing create a sense of honesty and authenticity.
This can lead to greater customer loyalty as
consumers choose to return to brands or channels
they trust.

e Competitive Advantage: In a competitive market,
businesses that prioritize transparency can gain a
competitive advantage by standing out as
trustworthy options.

When consumers have access to clear and
honest information about products and business
practices, they are more likely to make informed
choices and build lasting relationships with brands
and sellers.

Impact of Online and Direct Sales on Traditional
Grocery Stores and Markets

e Competition and Market Share: Online and direct
sales have introduced increased competition for
traditional grocery stores and markets. Consumers
now have more options for purchasing groceries,
including from the comfort of their homes.

e Changing Consumer Behavior: The convenience of
online shopping and direct-to-consumer models

Volume 1, Issue 6 (September, 2023) 54

AgriTech
(S :-mr/Today
=



Impact of Online and Direct-to-Consumer Sales Channels on Agricultural Marketing and Consumer Preferences

has altered consumer behavior. Some customers
have shifted their shopping habits from physical
stores to online platforms.

Pressure on Pricing: Online platforms often offer
competitive pricing, which can put pressure on
traditional retailers to adjust their pricing
strategies to remain competitive.

Increased Focus on Convenience: Traditional
retailers are adapting by enhancing the
convenience factor. They may introduce online
ordering with home delivery or curbside pickup
services to meet customer expectations.

Diversification of Product Range: Traditional
stores are expanding their product range to
include more unique or specialty items to
differentiate themselves from online and direct
sales competitors.

Technology Integration: Many traditional retailers
are adopting technology, such as mobile apps and
loyalty programs, to improve the in-store
shopping experience and gather customer data for
personalized marketing.

Emphasis on In-Store Experience: Traditional
retailers are highlighting the in-store experience,
including factors like product presentation,
sampling, and customer service, to attract and
retain customers who prefer physical shopping.

Regional and Local Focus: Traditional grocery
stores and markets may emphasize their local and
regional connections, promoting locally sourced
products and supporting the community.

Partnerships: Some traditional retailers collaborate
with online platforms to expand their reach. They
may offer their products through online
marketplaces while maintaining a physical
presence.

Customer Engagement: Engagement with
customers through loyalty programs, discounts,
and personalized offers can help traditional
retailers compete effectively and build customer

Strategies that should be adopted by traditional
retailers to compete with online and direct sales:

e E-commerce Integration: Many traditional
retailers have embraced e-commerce by launching
their online platforms, offering customers the
option to shop online and have groceries delivered
to their homes.

e Curbside Pickup: Curbside pickup services allow
customers to order online and collect their
groceries from the store without entering. This
provides convenience while retaining a physical
presence.

e Loyalty Programs: Traditional retailers often offer
loyalty programs that reward repeat customers
with discounts, special offers, and personalized
recommendations.

e In-Store Technology: Integration of technology
within physical stores, such as self-checkout kiosks
and digital signage, enhances the shopping
experience and efficiency.

e Customer Service: Exceptional customer service
remains a key differentiator. Traditional retailers
invest in well-trained staff to provide assistance
and expertise to shoppers.

e Product Diversity: Expanding product offerings to
include niche, organic, and gourmet items attracts
customers seeking unique products not readily
available through online channels.

e Sustainability Initiatives: Addressing
environmental and sustainability concerns can
resonate with consumers who prefer to support
retailers with eco-friendly practices.

e Partnerships with Local Producers: Collaborating
with local farmers and producers to source fresh,
locally grown products can help traditional
retailers appeal to consumers looking for
authenticity and freshness.

e Marketing and Promotions: Effective marketing
campaigns and promotions, both online and
offline help traditional retailers reach and engage
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e Adaptation to Trends: Staying attuned to
consumer trends, including dietary preferences
and health consciousness, allows traditional

retailers to adjust their product offerings

accordingly.

e Omni-channel Approach: Combining online,
mobile, and in-store experiences into a seamless
shopping journey, known as an Omni-channel
approach, is increasingly adopted by traditional

retailers.

Technological innovations shaping the future of
these channels:

e Internet of Things (IoT): IoT devices will provide
real-time data on crop conditions, allowing
farmers to optimize production and supply chains.

e Blockchain: Blockchain technology will be used for
transparent and tamper-proof record-keeping,
ensuring traceability and food safety.

e Artificial Intelligence (Al): AI will improve supply
chain management, predict demand, and enhance
personalized recommendations for consumers.

e Automation: Increased automation in farming
practices and distribution will improve efficiency
and reduce labour costs.

e Drone Technology: Drones will play a significant
role in crop monitoring, pest control, and product
delivery in remote areas.

e Precision Agriculture: Advanced sensors and data

analytics will enable precision agriculture,

optimizing resource use and increasing yields.

e Sustainable Farming Tech: Innovations in
sustainable farming practices, such as vertical

farming and aquaponics, will gain traction.

e Robotics: Agricultural robots will be used for tasks
like harvesting and weeding, reducing the need for
manual labour.

e Mobile Apps and Platforms: Mobile apps will

continue to evolve, offering farmers and

consumers easy access to information, advisory
services, and purchasing options.

e 5G Connectivity: Enhanced 5G connectivity will
support faster and more reliable data transfer in
rural areas, facilitating online transactions and
data sharing.

These technological innovations reflect the on-
going transformation of the agriculture industry, with
online and direct-to-consumer sales playing an
increasingly significant role in shaping its future.
Conclusion
and DTC
transformed agricultural marketing and consumer

Online sales channels have
choices by offering convenience, transparency, and

personalized experiences. Adapting marketing
strategies to meet evolving consumer preferences and
technology trends is crucial for success in this dynamic
These

unprecedented convenience, enabling them to access

landscape. channels offer consumers

agricultural products easily and on their terms.

Another major takeaway is ‘Transparency
Matters’. Consumers increasingly value transparency
in sourcing and production. Businesses should
provide clear information about their products,
farming practices, and sustainability efforts to build
trust. Also it can be concluded that personalization is
key. Personalized marketing strategies, driven by data
and technology, can significantly influence consumer
choices. Tailoring product recommendations and
DTC
models create a direct link between consumers and

offers to individual preferences is crucial.

farmers, which foster trust, support local agriculture,
and ensure fair compensation for producers. The
online marketplace is highly competitive. Agricultural
must invest

businesses in effective marketing

strategies to stand out and attract consumers.

Technology, including Al, data analytics, and
e-commerce platforms, plays a pivotal role in shaping
consumer choices and marketing strategies in the
digital age. That's why adaptation is essential.
Adapting marketing strategies to evolving consumer
preferences and technology trends is vital for staying
relevant and competitive in the agricultural industry.
Also, consumers are increasingly concerned about
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sustainability and ethical practices. Businesses that
address these concerns can gain a competitive edge.
They should find ways to balance the convenience of
online shopping with sustainability efforts, such as
eco-friendly packaging and reduced food waste.

Educating consumers about these benefits of DTC
models, organic farming, and sustainable agriculture
can enhance consumer choices and support
businesses' marketing efforts.

KRR S S
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