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The Quick Commerce
Revolution

What Every Brand
Needs to Know




Introduction

g,
N

& Retail Darwinism -
Adapt or Vanish

A
‘ India’s $5B quick commerce market isn't a
' trend—it's a consumer ultimatum. With 25% CAGR
growth and urban shoppers prioritizing speed over
price, brands face a stark choice: reengineer for
Immediacy or irrelevance.,

Think of it as retail on Red Bull. The question isn't
whether your brand should join the race—it's
whether you can afford to sit on the sidelines.
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cConsumer
Behavior
Revolution

Over 65% of urban
Indian shoppers
now prioritize
convenience over
price. The new
baseline? Delivery
windows of 10-20
minutes. If your
brand isn’t playing
IN this sandbox,

you're already

late to the party.

Consumer
Behavior Change

Death of
the Weekly

Grocery Haul

Quick commerce
has slashed
average order
sizes by 40%.
Cconsumers no
longer stockpile;
they top up. It's
retail’s version of
“less is more,”
except the “less”
happens more
often.

Decline of Rise of Dark
Traditional Stores
Shopping

The Rise of
Dark Stores

Traditional retail
spaces are being
replaced by
tech-driven
micro-warehouse
S optimized for
hyperlocal
demand. Think of
them as the ninja
warriors of
retail—small, agile,
and always ready
to strike.



Key Trends Brands Can’t Afford to
Ignore ?




Key Trends Brands Can’t Afford to
Ighore ?




The Silent Enabler: Al-Driven Insights

Surviving the g-commerce revolution requires more than fast
logistics—it demands predictive agility. Brands leading the
charge are using Al-powered tools to:

Anticipate Optimize Decode platform
demand spikes iInventory algorithms to

72 hours in allocation across maintain visibility
advance, down to dark stores to without
individual pin mMinimize waste overspending
codes. (a critical edge on promotions.

in perishables).

Bottom line: The future belongs to brands that treat quick
commerce not as a sales channel, but as a real-time dialogue
with consumers. Those still relying on legacy retail playbooks will
find themselves outpaced by rivals who harness data as deftly as
they manage supply chains.

What's Next?

In the next chapter, we’ll dive into hyperlocal strategies—the key

to dominating quick commerce by being in the right place at the
right time. Stay ahead by unlocking the power of location-based
iInsights!



The Hyperlocal Opportunity -

Why Location is the New Battleground

Trend

In g-commerce, success isn't just about speed,; it's about being in
the right place at the right time. The fight for consumer attention

IS NOW pPIin code by pin code.

Why Hyperlocal Is Non-Negotiable

Fragmentation
of Demand:

Preferences can
vary drastically
even within a 2—3
km radius. One
neighborhood
might be all about
artisanal breads,
while the next is
high on instant
noodles.

1
Logistics
Tightrope:

The promise of
near-instant
delivery collapses if
inventory is
stocked too far
from the
consumer.
Hyperlocal
clustering ensures
minimal travel time
and fewer late
deliveries.

Fragmentation
of Demand:

Preferences can
vary drastically
even within a 2—3
km radius. One
neighborhood
might be all
about artisanal
breads, while the
next is high on
Instant noodles.



Demand
Forecasting at

the Pin Code
Level:

Leading brands
analyze data
patterns to
predict what sells
where and when.
For instance,
Immunity-boostin
g products might
spike in areas with
seasonal weather
shifts, while
snacks see
demand surges
near office
complexes during
lunch hours.

Dynamic
Inventory
Allocation:

Advanced systems

automatically
redistribute stock
between
micro-warehouses
based on real-time
sales velocity,
minimizing
stockouts and
waste.

Localized
Campaigns:

Hyper-targeted

promotions—Ilike
monsoon skincare
bundles in
high-humidity
zones—drive
higher
engagement than
generic, citywide
campaigns.




The Role of Quick Commerce
Platforms

Platforms like Blinkit, Zepto, and Swiggy Instamart have mastered

the art of hyperlocal execution, setting the standard for brands to
follow:

blinkit

Blinkit's Dark Store  Zepto's Hyperlocal  Swiggy Instamart’s
Model: By clustering Algorithms: Zepto Localized

inventory in uses Al to predict Assortment:
micro-warehouses, demand at the Instamart tailors its
Blinkit ensures 90%  neighborhood level, product catalog to
of its orders are helping brands neighborhood
fulfilled within 10 optimize stock preferences,
minutes. Brands levels and avoid offering everything
partnering with overstocking or from gourmet
Blinkit benefit from stockouts. Their snacks in upscale
its hyperlocal data-driven areas to daily
Infrastructure, approach ensures essentials in

which places brands stay visible residential zones.
products closer to iIn high-traffic Brands that align
high-demand areas. with Instamart’s
zones. nyperlocal strategy

see higher visibility
and sales.



The Hidden Challenge:

Data Overload

The hyperlocal model generates terabytes of data—from
weather patterns to local events—that human teams can't
process manually. Brands that thrive use Al-powered analytics to:
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Identify demand

apiEposanc oo ngUSt F')rlﬁlln?:) d Predict disruptions
zones” with surgical ~ ©Y"'AMICUlly DASE >TUpP

on neighborhood (e.g., traffic,
accuracy. _ :

spending power. festivals) that could

delay deliveries.

The Cost of Ignhoring Hyperlocal

Brands clinging to broad strategies face two grim outcomes:

B Excess Inventory: Overstocking in low-demand areas ties up
capital and increases waste, especially for perishables.

B Missed Revenue: Stockouts in high-potential zones push
customers to competitors, eroding market share.



The Way Forward

Winning Strategy: Combine real-time data with hyperlocal
micro-warehouses and pin-code-level forecasting. In a game

where the difference between 10 and 15 minutes can lose you d
loyal customer, location is king.




Algorithm Hacks —
Cracking the Q-Commerce
Code

Forget traditional SEO. Algorithms on g-commerce
platforms (Blinkit, Zepto, Instamart) prioritize
availability, speed of fulfillment, and conversion
rates over keywords alone.

Optimizing for Q-Commerce Excellence

Product =%
Availability J4a

Speed of = « Enhanced Q-

[ 5 Commerce
Fulfillment :::B =~ Success

Conversion

Rates ﬂ_ﬁu

The Visibility Formula

o Order Velocity: Popular products climb to the top.

o Stock Availability: No stock? No rank.

o Fulfillment Speed: Dark stores that can dispatch in
under 5 minutes get a boost.

o Cancellation & Return Rates: High returns = instant
demotion.




Algorithm Hacks — Cracking the
Q-Commerce Code

Forget traditional SEQ. Algorithms on g-commerce platforms (Blinkit,

Zepto, Instamart) prioritize availability, speed of fulfillment, and

conversion rates over keywords alone.

Keyword
Optimization

If consumers
search for “energy
snack” but your
listing says “protein
bar,” you're losing
out. Tweak titles,
bullet points, and
descriptions using
real search data.
Strategic Stock
Placement

o

Strategic Stock
Placement

Over 60% of a
product’s ranking
score can hinge on
how quickly it can
be delivered.
Cluster inventory
at the store closest
to your
highest-demand
zone.

Zepto’s Inventory
Shift Case Study
When Zepto
noticed a sudden
spike in protein
shakes in
Bengaluru’s gym
district, they
re-allocated
inventory
overnight to meet
local demand.
Result? Zero
overstock in
low-demand
regions and a
100% availability
rate where it
mattered.

Pro Tip: Use limited-time offers or urgency triggers to spike
order velocity—an immediate ranking booster.




The 10-Minute Consumer —
Decoding Impulse Economics

Speed wins, and slow brands lose—period. 70% of
g-commerce orders are impulse-driven, capitalizing on the
consumer’s “l need it now"” mentality.

Psychology of Instant Shopping

Impulse at Scale: Real-time data shows midnight
spikes in snack orders. Late-night cravings? They're
real, and if you have the stock, you convert.

Convenience Over Price: Over 62% of g-commerce
users willingly pay a premium for near-instant
delivery.

Loyalty = Fragile: One bad experience—like a
delayed rider or missing SKU—and 78% of
consumers switch platforms instantly.




Winning Tactics
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Contextual Real-Time
Bundling Personalization

Urgency

Triggers

Time-limited Pair f you know a
deals or “only 5 complementary customer’s

left” prompts items—Ilike chips favorite coffee
can boost with soda—to brand, nudge
conversions by Increase them just before
up to 40%. average order they run out.

value.




The Hidden Challenges - Spotting
the Pitfalls Before They Break You

Q-commerce looks simple from the consumer’s
screen—tap, pay, deliver in minutes. Behind the scenes, it's
a tightrope walk with no margin for error.

Forecasting fiascos: Outdated methods = stockouts or
bloated inventory.

e Vendor delays: A single supplier hiccup can ripple into
thousands of late orders.

® Rider Attrition: Quick commmerce heavily relies on a gig
workforce, and turnover is high.

e Traffic & Route Optimization: Urban congestion can add
20% extra delivery time, leading to cancellations.

® Missed or late deliveries drive high churn.

e Q-commerce users are platform-agnostic; they jump
ship for a better deal or faster ETA.




Concrete Fixes

) Intelligent
Demand-Supply
Balancing

-

Micro-Warehouses &
\EJQ& Hybrid Fleets §>

@ Proactive

Communication

Micro-Warehouses
& Hybrid Fleets:
Smaller distribution hubs
reduce coverage gaps,
and partnering with
multiple delivery fleets
can buffer rider
shortages

level prevents

Intelligent
Demand-Supply
Balancing:

Al-driven forecasting
at the pin-code

Proactive
Communication:
Real-time order tracking
and prompt issue
resolution can salvage
brand reputation when
hiccups occur.
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The Data Goldmine — Moving from
Reactive to Predictive

Brands swamped with data but failing to utilize it might as well
throw money out the window. Q-commerce data is a 24/7 live feed
of consumer behavior, operational metrics, and external factors

(like weather and traffic).

The Three Layers of Q-Commerce Data

Transactional Data — What's Selling, When, and Where

O Best-selling products by category, region, and time of day.

O Frequency of repeat purchases—what keeps customers coming back?

O Seasonal and event-driven spikes—festivals, weather changes, payday
purchases.

Operational Data - Inventory, Fulfillment, and Logistics Metrics

O Stockout rates and replenishment speed—are products available when
demand peaks?

O Warehouse efficiency—are dark stores optimizing storage for fast-moving
items?

O Last-mile delivery insights—how does route optimization impact order
fulfillment?




Consumer Behavioral Data — The Why Behind the Buy

O Time spent browsing before purchase—what influences conversions?

O Abandoned cart data—why do consumers drop off before checkout?

O Search trends—are products being discovered or lost in platform
algorithms?

Tools & Tactics -

e S

Cancellation
Autopsies: Diagnose
the root causes of

| cancellations—was it
mvento_ry = a stockout, a delayed
prometions rider, or a glitchy

strategically. I eheckaut
=]

Heatmaps: Visualize
high-demand
hotspots to position

)

/

Predictive Analytics:
Combine historical
patterns with
real-time triggers
(e.g., rain forecast) to
push relevant SKUs




The Art of Pricing = Fast,
Fluid, and Ruthless

In g-commerce, a single hour of static pricing can
lose you precious market share. Agility is the name
of the game.

Pricing Mechanisms

Tiered Pricing: Offer
various service
levels—standard
30-minute vs. premium

Dynamic Pricing: 15-minute delivery.

Al tools track competitor
changes in real time,
ensuring you're never

overpriced (or underpriced)

for too long. Surge Pricing: If your
rivals go out of stock,

or if demand spikes
unexpectedly (think cricket
matches), raise prices to
balance demand and
maximize margins.




~
Example: Stockouts Triggering Surge

When a rival brand ran out of
energy drinks during a major
cricket match, a savvy competitor
increased prices by 10%—
consumers still paid because

their immmediate need
trumped the slightly
higher cost.

Pro Tip: Use Al to fine-tune the line between
opportunistic margins and pushing
customers away.
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The Future of Last-Mile @

Delivery— Beyond Just Speed

Speed is king, but efficiency is the kingdom. Delivering in under 15
minutes means nothing if margins vanish in the process.

Pain Points

il

—
Rider Attrition: Traffic & Cost Control:
High turnover, Infrastructure: The faster
, especially in Congested you promise,
gig-based metro roads the higher
- economies. can ruin your your operating
v pbest-laid cost.
‘ plans.

S .
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Solutions

Micro-Warehouses: Reduce the
rF?il last-mile distance to 1-2 km,
= cutting travel time significantly.

Hybrid Fleets: Combine in-house
riders for peak hours with
third-party fleets as backup.

Zepto's Cost-Saving Example:
By using data-driven route
optimization, Zepto cut idle time
by 20% and kept salaries aligned
with performance metrics.




The Al Edge In Personalization -
Turning Data into Delight

Consumers expect brands to read their minds—
and Al is how you do it.

The Challenges Holding Brands Back

Consumers Data Overload, Consumers
Expect Instant Zero Action Expect Instant
Relevance Relevance

1. 78% of shoppers 1. Brands sit on 1. Over 60% of
are more likely to terabytes of consumers switch
buy when offered consumer data brands if they
personalized out fail to extract don‘t get a
recommendation meaningful personalized
S. insights. experience.

2.0ne-size-fits-all 2.Al is needed to 2.Retaining
promotions lead process, predict, customers costs
to low and act on oX less than
conversions and buying behavior acquiring new
wasted ad spend. in real-time. ones—Yyet most
brands focus on
acquisition.




Al-Driven Personalization Strategies

That Work

Predictive Product

Recommendations

Al analyzes past
purchases, browsing
habits, and
time-of-day
preferences.

Example: A coffee
brand increased
repeat orders

by 35% by auto-
recommending top
picks based on
wedadther and time

Dynamic Pricing &
Personalized

Discounts

Al adjusts pricing In
real-time based on
demand, purchase
history, and
competitor trends.

Hyper-Targeted
Messaging

Consumers open
personalized push
notifications 4X
more than generic
ones.

Al segments
customers
dynamically—tailo
ring messages for
first-time buyers
vs. loyal
customers.
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The Festive Season

Playbook — How to Scale
Without Burning Out

Festivals are make-or-break seasons in Indian retail. Q-commerce
sees 2—-3x usuadl demand, turning operational stress into an art form.
Get it right, and brands see 3X revenue spikes. Get it wrong, and

stockouts, delays, and lost customers follow. Winning requires
precision, speed, and Al-driven execution.

The Challenges of Festive Season Scaling

Unpredictable Demand Surges
O Sales can jump 200-300% overnight—traditional forecasting
fails under this pressure.

O Without real-time demand sensing, brands either overstock
Or miss revenue opportunities.

Stockouts Kill Brand Loyalty

O 75% of shoppers will switch brands if their first
choice is unavailable.

O Restocking delays mean lost sales—customers don’t wait,
they move on.

Logistics Chaos

O Increased order volume strains last-mile delivery networks.

O Failure to optimize dark store placement slows fulfilment and
wrecks delivery SLAs.
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Key Festive Strategies

Al-Driven
Demand
Forecasting

Look at last year's
sales plus this
year’s real-time
traffic.
Over-preparing or
under-preparing
both hurt.

Dynamic Promotional
Inventory Precision
Allocation

If a product like
gourmet sweets
surges in certain

Tailor festive
bundles to local
festivals—chocolat
pin codes, shift es for Diwali, plum
inventory before cake for Christmas.
you see a “sold out” | Blankets offers
banner. waste resources
and lead to
overstock or
margin erosion.
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Global Perspectives -
Learning from Chinaq, the
U.S., and Europe

Q-commerce isn't confined to Indian borders. International
markets offer blueprints for what to replicate and what to avoid.
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China (Alibaba’s
Freshippo): Masters

U.S. (Amazon,

of dark store scaling, Walmﬂ_rt"?): EU“?Pe (Gorillas,
delivering in under 30 Subscnptlcin Getir): Sell
minutes, with models (Prime, | Speec_:l plu-s-
advanced inventory W(]lmt.:]l't+) lock in SUStCIlnCIbIlIt}-/—EV
rotation that cuts recurring orders fleets, Ef:o-frlendly
and loyalty. packaging, and a

waste.
strong brand story.

Key Takeaway: Combine China’s dark store efficiency, America’s
subscription-driven loyalty, and Europe’s sustainability edge for
a uniquely Indian g-commerce offering.



Partnerships — The Underrated Growth Hack

Winning Strategy: Combine real-time data with hyperlocal
micro-warehouses and pin-code-level forecasting. In a game
where the difference between 10 and 15 minutes can lose you a
loyal customer, location is king.

Types of Collaborations

s Retail & D2C: Blinkit teaming up with Hershey's for
midnight sweet cravings.

=l

Tech & Payments: UPI integration for frictionless
checkouts, Al-driven cross-selling at checkout.

Logistics & 3PL: Scale on-demand for big events or
festive surges without heavy capital investment.

Win-Win: Effective partnerships let each party double down on
what they do best, creating a multiplier effect for growth

V o~




Ad Spaces — Turning Screen
Real Estate into ROI

In quick commerce, where orders are placed and delivered
faster than you can finish a coffee, on-screen ad spaces are
your silent salesforce. Every pixel of digital real estate—from
sponsored listings to push notifications—is a chance to
Influence last-minute, impulse-driven purchases. But here’s
the catch: in a world where speed is king, your ads must be
sharper, smarter, and more strategic than ever.

01 The New Frontier: Q-Commerce Ad Placements

Quick commerce platforms are the new malls, and their
‘ screens dre the shelves. Here’'s how to dominate:

Sponsored Listings

Filter your search

¥  Rose @ Teddy Bear tr Lig

i &
_] et

- .
| app [J@ | ADD |
., C W 3 gkt

1 pack (3 pleces) 190 g Mik Checolafs
LoveChild Masaba —adbury Dairy Milk
Pocket Lipstick Silk Heart Blush
Combo Chocolate Bar

]
-
=48

—_— o

O Why it matters: The top
spot in search results is the
digital equivalent of prime
shelf space

9P
Biui

O Pro tip: Use high-converting
keywords like “instant
delivery” or “best for
late-night cravings” to
align with user intent.

& 10 HiNS

34% OFF
RO88 MeP 71a6s

& 10 MINS

W OFF
'135 (T af Tyl

a
BEdd

ADD | ADD |

B0g Ored 1 pach (3 places) RE:]
Cadbury Dairy Milk LoveChild Masaba
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Grocery

Display Ads
Your Daily piay
Setarngeotital . o Why it matters: These are

your billboards in a fast-scrolling world.
O Pro tip: Keep designs bold
and messaging crisp.
Fresh, Ripe &
Dellcious e ade Example: “Monsoon Munchies:
S Up to 25% off!”

season’s fresh picks.

LA gy,
= .‘. ; _'!'ﬂ ,::;' = . A : n
ORDER NOW i l e ? A, <

=l bm
g FREE DELIVERY on orders above 199

o

Why it matters: Why it “ro tip: Use urgency-driven
matters: A direct nudge at language: “Your favorite
the right moment can | chips are back instock—
reignite interest. order before they're gone!”

Zepto 11:20 AM

Jal SAVE ON gl

_ ¥ BREAD & &2 BUNS
Get Harvest Gold White Bread (700 gm) @ I58 260



Featu red "Add = on" S IOtS Your last minute add-ons

-

Did you forget?

Post-checkout suggestions
like “You might also need..”
can boost average order
value effortlessly.

ro tio: Pair Comp|ementg ry | Sprite Soft Drink  Real Fruit Power
y , Bottle Activ 100%...
products (e.g., chips with o
] ] ] m
dip or coffee with cookies). 340

ir

il

Featured “Add-On"” Slots

——— N\

Post-checkout suggestions
like “You might also need..”
can boost average orader

\vc:llue effortlessly. ) l

ro tip: Pair complementary
products (e.g., chips with
dip or coffee with cookies).

-

_




02 Precision Targeting — Data Meets Advertising

Quick commerce platforms are treasure troves of data. Use it
to deliver ads that feel less like interruptions and more like
solutions.

Why it works: Hot beverages sell on rainy days; ice cream
flies off shelves during heatwaves.

Example: “Chilly outside? Warm up with chai—delivered in
10 minutes!”

Behavioral Triggers

Why it works: Serve personadlized deals based on past orders
or browsing habits.

Example: “Loved our protein bars? Try the new chocolate
flavor—20% off today!”

Sustainable
beauty

Up to 15% OFF

SHOP NOW




Event-Driven Campaigns

® Why it works: Align ads with cultural moments, festivals, or
Sports events.

® Example: “Cricket night? Stock up on snacks and
drinks—delivered before the first balll”

Squid Game 2’'s Exclusive Merchandise Event- Driven
Campaign on Swiggy Instamart

Chocolates & Instant &
lce Cream J\ Ready-To-Eat )




03 Crafting High-Impact Ads

In quick commerce, ads aren't just about
aesthetics—they’re about action.

Relevance Over Glamour
® Why it works: Focus on immediate needs.

® Example: “Out of milk? Get it delivered in 15 minutes” outperforms
flashy, generic visuals.

Short, Punchy Messaging

® Why it works: Users scroll fast. If your message isn’t clear in 2
seconds, it's lost

® Example: “Midnight cravings? Order now—delivered before you're
hungry again.”

A/B Testing to Find the Sweet Spot

® Why it works: Test headlines, images, and timing to see what

resonates.
® Pro tip: Use Al tools to analyze performance and iterate quickly.




04 Measuring Success in Real Time

In g-commerce, ads must deliver ROI faster than o
10-minute delivery. Track these metrics to stay ahead:

In g-commerce, ads must deliver ROI faster than a
10-minute delivery. Track these metrics to stay ahead:

® What it tells you: Are your ads catching enough eyes?

® Pro tip: Low CTR? Your messaging or placement might be off.

Conversion Rate

What it tells you: Are clicks turning into purchases?

Pro tip: High CTR but low conversions? Your landing page
or offer might need tweaking.

ROAS (Return on Ad Spend)

® What it tells you: Is every rupee spent driving enough revenue?

@ Pro tip: Aim for a ROAS of 3:1 or higher to justify ad spend.




Refresh Creatives Regularly
® Why it works: Prevent ad fatigue by rotating banners and offers.

® Pro tip: A simple tweak in design or headline can reignite interest.

J:. -
. I k}




The Quick Commerce
Playbook for D2C Brands

Why D2C Brands Are Built for Q-Commerce

D2C brands are made for speed. They control their supply
chains, own customer data, and don’'t have to fight for
shelf space. But playing the g-commerce game requires

new strategies.

How D2C Brands Can Win Big

Hyperlocal
Warehousing

O Move inventory
closer to demand.

O Cut down delivery
times from 24 hours

to under 30 minutes.

Algorithm
Optimization

O Q-commerce
platforms push
high-converting
SKUs—D2C brands
must tweak
packaging and
product listings to
match search
behavior.

Dynamic A/B
testing on
thumbnails & copy
= higher CTRs.

Customer Data =
Power

O Leverage direct
customer insights
to pre-stock
fast-moving
products.

Use Al-driven
demand
forecasting to
always be stocked
before trends hit.

D2C + Quick Commerce = The Next Big Wave
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The Future — Robotics, Sustainability,

and Voice Commerce

Q-commerce is evolving. The next frontier? Faster, smarter,
greener, and more integrated with everyday life.

What’'s Coming

Q-commerce is evolving. The next
frontier?

Faster, smarter, greener, and more integrated
with everyday life.

Sustainability Wins

EV fleets, biodegradable packaging, and
carbon-neutral initiatives will shift from “nice
to have” to “must have.”

Voice Commerce

With smart speakers on the rise, expect orders
via voice commands (“Alexa, order more
toothpaste!”). This frictionless loop will blur the
line between shopping and daily life.

Quick Commerce in 2026:
More Al, More Speed, More Sustainabillity
The brands that get faster, smarter, and greener—win.
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The Final Call — Evolving with Quick
Commerce

Quick commerce isn't just a channel; it's a mindset.
Consumers demand instant solutions, brands must adapt
Instantly, and data is the new currency.

=
W'% . - 7
.'l. i -
i . : :
- T |

Moments, Not . Continuous Real-Time
Categories: Iteration: . Relevance:

Solve immediate Your best | Customer loyalty
needs. Think “I strategy today is as fleeting as o
need coffee now,” could be obsolete 10-minute

not “we sell by next delivery window.
coffee.” weekend’s viral

snack trend.
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Quick Commerce is the Future—
But Only for Brands That Adapt

Ready to embrace the quick commerce revolution? Whether
you're an established player or a D2C upstart, the velocity of
retail will only keep increasing. Now is the moment to harness
Al-driven data insights, perfect your hyperlocal strategy, and
get your pricing and logistics airtight.

How
Paxcom Can

Predictive Analytics Help
& Demand Forecasting: Integrated
Stay one step ahead with Marketing Solutions:
real-time consumer 03 Drive impulse purchases,
insights & weather-based loyalty, and brand
purchase recognition across all
predictions. Algorithm channels.
Optimization & Catalog
Management:
Get your products seen

02

first on top g-commerce
platforms.

In this new erq, speed, relevance, and adaptability separate
the winners from the forgotten. Join forces with Paxcom to
supercharge your brand’s quick commerce journey—and
outrun the competition in this race where every second counts



