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B R I E F  B - 0 1  ·  S E L L E R  V S  V E N D O R  E C O N O M I C S

The margin math changes
when you stop renting the
channel.
How the economics shift when Growvana takes title and operates the
channel — modeled against a typical marketplace setup, so you can see
the mechanism before we ever talk.

SELLER → VENDOR SAME REVENUE · CLEANER STACK

A working brief for consumer brands doing $5M–$50M on a marketplace.



T H E  S E T U P

Two ways to sell the same product.
Most growing brands sell on a marketplace as a third-party seller. You own the listing and
the demand — but the platform owns the terms. Fees, deductions, ad costs, and price
control all sit on the other side of the table.

Selling through retail as a vendor changes who holds those levers. When Growvana takes title to your

inventory, we absorb the channel operation and pay you on net terms. The demand is identical. The
position on the board is not.

P O S I T I O N  A

Seller (3P)
You carry inventory, finance the working-capital gap,
and absorb referral fees, FBA/fulfillment, deductions,
and ad spend to hold visibility. Margin leaks at every
step you don't control.

P O S I T I O N  B

Vendor (via Growvana)
Growvana buys inventory upfront, takes title, and
operates retailer relationships and compliance. You
keep the brand and the revenue; the operational drag
and margin leakage move to us.

The question this brief answers: on the same revenue, where does the margin actually go — and how

much of it comes back when the channel is operated instead of rented?

W H E R E  M A R G I N  L E A K S

The four leaks the seller model builds in.
Channel fees. Referral and fulfillment fees scale with revenue — the more you sell, the more the platform
earns per unit, regardless of your cost position.

Deductions & chargebacks. Shortages, compliance penalties, and disputed claims quietly erode realized
margin, often unreconciled.

Ad dependency. Visibility is rented. Holding rank means paying to defend it every quarter, and the cost
floor rises as competitors bid.

Trapped cash. Inventory sits financed for months before it converts — you fund the growth before the
growth pays you.
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T H E  M O D E L

The margin math, side by side.
The table below models an illustrative brand doing $20M in annual marketplace revenue. The middle
column reflects a representative seller cost stack; the right column reflects the vendor position operated

by Growvana. Fill the middle column with your own numbers to see your delta.

Per $100 of revenue Seller (3P) — illustrative Vendor via Growvana

Gross revenue $100.00

Channel / referral fees – $15.00

Fulfillment & storage – $12.00

Deductions & chargebacks – $4.00

Advertising to hold rank – $10.00

Net contribution retained ≈ $59.00

Illustrative model for explanatory purposes. Figures are representative of category-typical cost structures, not a quote or a guarantee. Your
actual stack, category, and starting position determine the real delta.

Same $100 of demand. The difference isn't selling harder — it's who operates the channel and absorbs
its costs. That gap is the margin most brands are leaving on the table.

T H E  C A S H  S I D E

Margin is half the story. Cash is the other half.
Because Growvana buys inventory upfront and pays on net terms, the working-capital gap you currently
finance compresses. Cash that was trapped in four months of inventory is freed to fund the next cycle.

26–40%
Net margin lift documented on the same
revenue

120→60
Cash conversion cycle, days

20+
Retail channels operated across

Ranges reflect documented outcomes across Growvana engagements. Outcomes vary by brand, category, and starting position.

$100.00

operated out

operated out

recovered

reduced

≈ $74–83
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T H E  T R A N S I T I O N

How the position actually changes — in 90 days.
The shift from seller to vendor isn't a switch you flip. It's a structured operational transition Growvana runs
alongside your team.

We write checks, not invoices. When our capital is in your inventory, our incentive is your margin — we're
accountable for the outcome, not billing for the advice.

S E E  I T  A G A I N S T  Y O U R  N U M B E R S

Model this against your actual setup.
This brief shows the mechanism. The next step is running it against your real cost stack —
your fees, your deductions, your cash cycle — so the delta is yours, not an illustration.

Bring your current setup to a 60-minute working session. We come prepared with a tailored read on your
category and the gaps that matter most. No retainer to start. Scoped proposal within 5 business days.

Companion brief: B-02 · AI Growth Capacity — where the agents plug in and how output scales without headcount.

Get Ready. Inventory, pricing, packaging, and compliance are readied for retail. We model your specific
stack against the vendor position.

Get Listed. EDI/API, retailer onboarding, and channel allocation across 20+ retail channels. We take title
and issue POs.

Get Paid. You're paid on net terms; we run the retailer relationships, deduction recovery, and channel
operation behind the scenes.
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