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Getting started 

Includes:  
 Platform 
examples, 
checklist  

In this guide:   

 Going digital in the pandemic  

 The basics of being online 

 Recommendations on how to establish an online presence 

                           
 
 
 

 

 

 

 

1. Why going digital is key during the COVID-19 pandemic 

While having an online presence has become more important for enterprises 
that would like to be ahead of their competition, digitalisation of businesses 
has seen a rapid acceleration with the COVID-19 pandemic. In this time of 
crisis, when physical meetings and travel is not possible, garment factories 
must find new ways to interact with buyers and identify sales channels that 
can help keep production going. 
 

This guide helps factory managers and owners establish an online presence in order to 

promote their factory and to facilitate communication with buyers. 

Building resilience during and 

after the COVID-19 pandemic  

COVID-19 guide & action checklist 

   
   For garment factories & managers  

 

Going online: Establishing an online 
presence 
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 Creating an online presence can help your factory be more visible, and 
can help you communicate with existing buyers as well as attract new 
customers. Even though setting up an online presence might seem 
daunting at first, many simple solutions exist, which will not require you 
to invest a great deal of money or to hire staff.  

To summarize, going digital can help your factory: 

 

 Become more visible to industry stakeholders 

Attract new customers 

Receive new orders in a fast, structured manner 

 

  
 

 2. The basics of being online 

In today’s digitalized world, there are many different platforms and 
websites to consider when establishing your online presence. As a 
factory manager, you need to consider from the onset what is the right 
channel for you. The way to determine this is by considering why you 
want to establish an online presence, who you are targeting (e.g. 
buyers), and what resources (both budget and time) are available to you.  

Basically, there are two ways to establish an online presence and to 
reach your target audience; the direct and the indirect approach:  
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 Direct approach: You set up your own website and online store. 

 Advantages 
 Direct control of your sales 
 Promote your own brand 

 Disadvantages 
 Staff needs to maintain the website 
 High initial investment for set up 

 

 Indirect approach: You set up the website and online store through a 

third-party platform. Examples are platforms such as Foursource or 

Amazon Marketplaces. 

 Advantages 
 Low initial investment 
 No maintenance efforts for website 

 Disadvantages 
 Commission payments to third-party seller 

 You cannot promote your own brand in the same way 

 

If you are just starting to establish an online presence for your factory, the 

indirect approach might be an easier first step, based on its low initial 

investment and the ease in managing your online profile. 

         
 

  3.  Getting ready for action      

 

Now that we’ve reviewed the key benefits of maintaining good 
communications practice in your factory operation, the following steps can 
help improve your factory’s internal communication during and after the 
COVID-19 pandemic. 
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01 Set your goals  
Be clear about your goals and timeline for going online 

02 Understand your target audience  
Define and analyse your target audience 

03 Find the right platform   

Make an informed decision on which platform to choose 

04 
Create your profile on the platform   
Set up and complete your profile with relevant and simple 

information 

05 Find new customers  
Get in touch with your target audience 

06 Promote your online presence  
Leverage your online presence and reach out to your customers 

Building resilience during and 

after the COVID-19 pandemic 
 

 



 
 
 

1. Set your goals 

Before taking any action, you need to be clear about what you would like to achieve with your online presence. 

Action 

 

Ease of 

implementation 

Timeline  Check 

  

Think about your motivation for establishing an online presence for 
your factory:  
 Do you want to reach new buyers and diversify your customer 

base? 
 Do you want to shift your interactions with existing buyers 

gradually online?  
 Do you want to use your online presence to also get in touch 

with other industry stakeholders, such as other factories, 
suppliers or associations? 



 
 

 

 
Short-term 
 



 

Consider what resources you have available to establish an online 
presence for your factory. Use this information when deciding on the 
right channel for your factory to establish an online presence (step 3).   

Questions to ask yourself:  
 What budget is available for this purpose? Cost of establishing 

an online presence can range from being done for free to 
costing thousands of dollars. 

 What is your timeframe? Would you like to create a profile 
online for your business within the next few days or are you 
willing to undertake a process that may take longer (ranging 
from several weeks to several months)? 

 How online savvy are you and your staff? Would your sales 
manager be able to handle customers inquiries sent to you 
digitally? 



 


 

 
Short-term 
 





2. Understand your target audience 

Next, you should define your target audience. By defining who you are trying to make your factory visible for online, you can 
also understand their online behaviour. To reach your target audience, an understanding of their online behaviour is essential. 
You need to analyse how your audience finds new suppliers and business contacts online, what characteristics in suppliers they 
look for and which platforms they primarily use. 

       Action 

 

Ease of 

implementation 

Timeline  Check 

  
Decide who your target audience is: 

 Is it your existing buyers? If so are your customers typically other 
domestic factories? Or do you have an export license and typically 
sell to international buyers? 

 Do you want to target other industry stakeholders, for example 
agents or supplier factories? 

Keep in mind that you need a different approach to reach different 
audiences. Therefore, choose one target audience (for example domestic 
factories) to start with.  
 





 
 

 

 

 
Short-term 



 

Develop an understanding of your target audience by asking yourself 
the following questions: 

 What is the profile of your target audience? 
 Size of business 
 Product offering 
 Geographical location 
 Preferred communication style 

 

 
 

 

 
Short-term / 
Mid-term 



 

                    Putting the measures in action: Factory checklist    
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 How does your target audience typically find new suppliers?  
 What online platforms does your target audience use?  

Useful tip: To answer these questions, you could research online and 
talk to contacts who already have an online presence (if you know any). 

3. Find the right platform 

Eventually, you need to decide what is the right platform for you. This should be an informed decision in which you consider 
information that you collected in the previous two steps. Since using the indirect approach is the preferred option if you are 
just starting to establish an online presence, the following actions are based on finding the right platform for you.  

Useful tip: Use the list of suggested platforms and evaluate them with the help of the checklist in Appendix A. 

Action 

 

Ease of 

implementation 

Timeline  Check 

  
Start by reviewing the list with suggested platforms in Appendix A. 
Approach for example your garment association or other factories 
about what kind of platforms they know of and would recommend you. 

 
Prepare a list of platforms that potentially would be suited for you. 
Useful tip: You can use the list provided in Appendix A for this purpose. 



 
 

 

 
Short-term 



 

Evaluate the different platform options based on criteria that are relevant 
to you. Criteria could include (if you want to, you can remove/add criteria 
that are relevant to you): 

 Popular among your target audience  
 Ease of setting up and maintaining your profile makes it 

possible for your staff to manage your profile  
 Costs / Commission of the platform suited to your budget 
 Ability to customize/edit the profile for your factory 
 Ability to upload photos and price details of your products  
 Ability to send direct messages to factories/buyers 
 Ability to sell online 
 Search tool to find for other profiles 

Useful tip: You can use the checklist provided in Appendix A for this 
purpose. 

 

 
 

 

 
Short-term 



 

Based on your evaluation, decide what is the right platform for you to 
register your factory. There is nothing stopping you from registering on 
several platforms as long as you have the time and resources to maintain 
an online presence on each. 

 

 

 

 
Short-term 





4. Create your profile on the platform 

Now that you have chosen your platform, you can set up your profile. Having a complete and informative profile will 
increase the chances of you being able to reach your target audience. 

Action 

 

Ease of 

implementation 

Timeline  Check 

  
First, familiarize yourself with the platform and its functionalities.  
 
Useful tip: Some platforms offer webinars or explanatory videos for 
guidance. 



 
 

 

 
Short-term 

 

Check out profiles of other factories with similar products to understand 
the following:  

 What information is needed to complete your profile?  
 How do these factories present themselves with text and 

photos? 

Useful tip: Appendix B shows examples of factory profiles on two 
platforms.  

 

 
 

 

 
Short-term 



 



       7 

Reach out to factories, which have successfully launched their profiles 
on the platform. Ask them for tips and tricks when setting up your 
profile. 

 

 
 

 
Short-term 





Write a text about your factory. Convey the most important information 
about your factory, which includes the products you produce, your 
production and sales volume and the number of employees. 
Furthermore, it will be an added bonus if you can include information on 
the advantages of doing business with your company.  

The text should be transparent, positive and simple, so that a reader will 
gain a good impression of your factory.  

 

 

 
Short-term 
 



Add information on any available certificates and 
sustainability/compliance practices of your factory.  

 
Short-term 

Add your contact details such as phone number, email or skype ID so 
that interested companies can reach you.  

 
Short-term 

During the pandemic, potential customers may also find information on 
your COVID-19 response useful. Write a short paragraph and on the 
measures your factory has taken to address COVID-19 and the health 
and safety of your workers. Add this to the description of your factory. 

 
 

Short-term 

Take photos of your factory and your products. Make sure that your 
photos are well-lit, have the right perspective and that they show clearly 
what you want to portray.  

Remember what you display conveys the quality of your company and 
its products. Hence, cheap or low-quality images being uploaded should 
be avoided. 

 

 
Short-term /  
Medium-term 



5. Find new customers 

After creating your profile on the platform, you should explore ways to get in touch with your target audience. On some platforms 
you have the possibility to reach out to other users directly, other platforms only allow factories to be contacted by buyers. 

Action 

 

Ease of 

implementation 

Timeline  Check 

  

Platform allows to approach other users directly. 

Start searching for your target audience on the platform and create a list 
of users that you want to reach out to.  

 
Short-term 



Write a short text you can use to approach potential buyers/factories. The 
text should include:  

 Why you contact the buyer/factory 
 What products you produce and what makes you stand out from 

other factories. 
 Your approach to sustainability and employment conditions 
 What you would like to explore with the buyer/factory  
 Your contact details  

 
 

Short-term 


Contact the users on your list. Use the direct messages cautiously: Do 
not send multiple messages without replies from your contacts and try 
not be too forceful. 

 

 
Short-term /  
Medium-term 



Follow-up with the buyers/factories after one week. 

 

 
 

Short-term /  
Medium-term 





Platform allows to approach other users directly.
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If only buyers can contact you on the platform, then you need to 
optimize your profile to appear in search results of your target 
audience. To optimize your profile, analyse what buyers/factories look 
for. Note keywords and look at the way the text is written in:  

 The profiles of buyers/factories  
 Order description pages 
 Profiles of other successful factories   

Useful tip: For some platforms you can also pay to appear at the top of 
search results lists. However, this is can be very costly. 

 

 

 

 
Short- term 





Adjust your profile according to your findings and analyse whether you 
receive more contact requests from buyers. If not, think of how to 
optimize your profile again to increase your chances of being 
approached.  

Useful tip: Talk to other factories, which have successfully set up their 
profile and ask them for tips and tricks. If possible, also contact your 
buyers and understand what they are looking for on such platforms. 

 

 

 

 
Medium-term 





6. Promote your online presence 

Setting up your profile on the platform will not be enough to find new customers and to improve communications with your buyers. 
To achieve your goals, you will need to leverage and promote your online presence, by informing your buyers and suppliers about 
your profile. 

Action 

 

Ease of 

implementation 

Timeline  Check 

  

After creating your profile on the platform, write an email to your 
business contacts such as buyers, suppliers and peer-factories to inform 
them about your online presence.  

Useful tip: You can also consider to use a QR code with the link to your 
profile. This code can then be used on your stationary. 

 
 

Short-term 

Post on your social media accounts (Facebook, Twitter and LinkedIn) 
about your new online profile if you have any.  

 
Short-term 

If you are a member of a garment association, ask them to add a link to 
your platform profile on their website.  

 
Short-term 

Adjust your email signature as well as your business cards to include 
the link to your profile on the platform.  

 
Short-term /  
Medium-term 



Consider setting up a profile of your company on other platforms to 
increase your reach.  

 
Medium-term 

 
 
  



Appendix A: Platform suggestions and checklist 
 

Platform name Markets 
Target 
audience 

Easy to 
use 

Costs 
Customizable 
profile 

Uploading 
photos 

Direct 
messaging 

Selling 
online 

Search 
tool 

  

Foursource Global □ □  □ □ □ □ □   

Fibre2Fashion Global □ □  □ □ □ □ □   

GoSourcing365 Global □ □  □ □ □ □ □   

TechnicalTextile.net Global □ □  □ □ □ □ □   

Alibaba Global 
□ □  □ □ □ □ □   

Baibu China □ □  □ □ □ □ □   

Wholesale Box India □ □  □ □ □ □ □   

  □ □  □ □ □ □ □   

  □ □  □ □ □ □ □   

  □ □  □ □ □ □ □   

  □ □  □ □ □ □ □   

  □ □  □ □ □ □ □   

  □ □  □ □ □ □ □   

  □ □  □ □ □ □ □   

  □ □  □ □ □ □ □   

  □ □  □ □ □ □ □   

  □ □  □ □ □ □ □   

  □ □  □ □ □ □ □   



Appendix B: Examples of factory profiles on platforms 
 

Foursource: 
 
 

 

 

 

  

Services

Fabric Production

Garment Production

Service

Knitting (circular)

Provider

Sub-contractor

Facility

-

Employees

-

Service

Knitting (flat)

Provider

In-house

Facility

Ghost Entity

Employees

250

Service

Material Sourcing

Provider

Sub-contractor

Facility

-

Employees

-

Certificates

WRAP - Worldwide Responsible Accredited Production

Cert if ied entity:

N/A

Cert if icate number:

2593

ISO 14001 - Environmental Management System

Cert if ied entity:

Eastman Exports Global Clothing Pvt Ltd

Cert if icate number:

GERM 03822

Showroom

Contact Share via email
Eastman Exports Global Clothing Pvt Ltd
Tirupur, India

Map data ©2020 Google, INEGI

Products

Fabric types

Knit (Circular)

Jersey

Woven

Sateen

Materials

Fiber

Lycra® Polyester Tussar Silk

Wool Reprocessed Cotton Organic

Cotton Recycled Spandex Polyamide

Polyester Recycled

Minimum order quantity per color

Units per color

2000

Product group Segment Target group

T-Shirts & Polos

30% Production capacity

Sweatshirts

30% Production capacity

Underwear &

Loungewear

10% Production capacity

Denim & Jeans

10% Production capacity

Medical Wear (COVID-

19)

10% Production capacity

Socks & Tights

10% Production capacity

Contact Share via email
Eastman Exports Global Clothing Pvt Ltd
Tirupur, India

Eastman Exports Global Clothing Pvt Ltd A member of 

About us

Eastman Exports Global

Clothing Pvt Ltd

Tirupur, Portugal

 One of the leading Apparel manufacturers in India, at  the 

forefront of design, innovation and full-scale production 

specializing in producing knitwear, high-end apparel and 

accessories of the highest  quality to high-end global fashion 

brands and boutiques across the globe. Eastman Exports is 

perfectly posit ioned to stay on top of the latest trends in 

the ever-changing world of fashion, with a commitment to 

provide exceptional products which meet the high 

expectations of our customers. 

Key Facts

Employees

200

Revenue /  Year

$4,500,000

Pieces /  Year

600,000

Reference Customers

Gucci Hugo Boss Montblanc Patagonia zara Hermes FCUK Holister

H&M Zara

Production & export countries

 Production countries  Main export  countries  Production & export countries
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This guide was developed by the ILO Enterprises department for 
the Decent Work in the Garment Sector Supply Chains in Asia 
project, funded by the Government of Sweden. 

 

For more guides and resources to help you navigate the global 
COVID-19 pandemic, visit:  

 ilo.org/covid19 

 

Decent Work Technical Support Team for East 
and South-East Asia and the Pacific 
United Nations Building, 10th Floor 

Rajdamnern Nok Avenue, 

Bangkok 10200, Thailand 

Tel.: 662 288 1234 Fax. 662 288 3058 

Email: BANGKOK@ilo.org 

http://ilo.org/covid19
mailto:BANGKOK@ilo.org

