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WHY SOKO MADE

THE MOVE TO

ONE WORLD

DIRECT

" O u r  p r e v i o u s  o r d e r  f u l f i l l m e n t  c e n t e r  w a s
u n r e l i a b l e  w h e n  i t  c a m e  t o  r e c e i v i n g  a n d  g e t t i n g
o r d e r s  o u t .  W e  w e r e  s p e n d i n g  a  l o t  o f  t i m e  o n
o v e r s i g h t  a n d  e n s u r i n g  t h i n g s  w e r e  d o n e
c o r r e c t l y .  N o w  w i t h  O n e  W o r l d  D i r e c t ,  w e  h a v e
t h e  c o n f i d e n c e  t h a t  t h i n g s  a r e  g e t t i n g  d o n e
c o r r e c t l y  a n d  a c c u r a t e l y . "

SOKO  i s  a  women - l ed ,  peop le - f i r s t  e th i ca l  j ewe l r y  brand  and  t ech -powered  manufac tu r ing

p la t fo rm  bu i l t  to  connec t  a r t i s an  commun i t i e s  i n  Kenya  wi th  the  g loba l  marke t .

The i r  j ewe l r y  i s  handc ra f t ed  i n  Kenya  and  eve r y  purchase  d i rec t l y  impac t s  a r t i s ans ,  the i r

f ami l i e s ,  and  commun i t i e s .
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SOKO  needed  a  par tne r  wi th  grea t  cus tomer

se r v i ce ,  r ea sonab le  Se r v i ce  Leve l  Agreement s

(SLAs )  f o r  p ick ing ,  pack ing  and  sh ipp ing ,  as  wel l

a s  i nbound  r ece i v ing .  On  top  o f  tha t ,  they  needed

a  par tne r  wi th  capab i l i t i e s  f o r  dropsh ipp ing ,

f u l f i l l i ng  B2B  o rde r s ,  and  an  o rde r  f u l f i l lment

company  tha t  was  r ea sonab l y  pr i ced .

WHA T  WER E  Y O U  L O O K I N G

F O R  I N  A  PA R TN E R ?

SOKO ' s  goa l  i s  to  bu i ld  the i r  brand  awarenes s ,

cus tomer  l o ya l t y ,  and  cus tomer  happ ines s .

They ' r e  ab le  to  do  tha t  by  o f f e r ing  more  produc t s

and  out l e t s  where  peop le  can  purchase  them ,  so

they  needed  a  par tne r  wi th  the  capab i l i t i e s  to

he lp  them  grow  the i r  bus ines s .   

Pr io r  to  One  Wor ld  Di rec t ,  SOKO  was  hand l ing

the i r  o rde r  f u l f i l lment  th rough  anothe r  3PL .

Howeve r ,  they  were  hav ing  i s sues  meet ing  the i r

Se r v i ce  Leve l  Agreement s  (SLAs )  and  they  d idn ' t

have  the  f unc t i ona l i t y  to  suppor t  othe r  sec to r s

whe re  SOKO  wanted  to  expand .

" I  o f t e n  t e l l  m y  c o - w o r k e r s  t h a t  i f
t h e y  c a n  t h i n k  o f  i t ,  O W D  c a n

p r o b a b l y  d o  i t .  W e  h a v e  p e a c e  o f
m i n d  i n  k n o w i n g  t h e y  c a n  m e e t  a n y

o f  o u r  c u r r e n t  a n d  f u t u r e  n e e d s . "

S E R V I C E S  U S E D

OVERV IEW

O R D E R  F U L F I L L M E N T

WHY  T H E  N E E D ?
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D I D  Y O U  R E S EA R CH

O T H E R  P R O V I D E R S ?

Pr i c ing  was  r ea sonab le  wi th in  the  marke tp lace

OWD  met  a l l  the  needs  SOKO  wanted  wi th in  a  f u l f i l lment  cente r

SOKO  chose  One  Wor ld  Di rec t  f o r  a  coup le  o f  r ea sons :

1 .

2 .

"The  grea t  th ing  tha t  r ea l l y  WOWED  us ,  i s  tha t  any th ing  we  were  hes i t an t  on ,

whethe r  i t  was  someth ing  tha t  d idn ' t  match  as  f a r  as  pr i ce  o r  a  s y s tem  wasn ' t  i n

p lace ,  you  worked  wel l  wi th  us  to  ensu re  i t  was  a  happy  par tne r sh ip  between  the  two

o f  us , "  sa id  Cass idy .

WHY  D I D  Y O U  C H O O S E  ON E  WOR L D  D I R E C T ?

Cass idy  l ooked  i n to  a round  20  d i f f e ren t  3PLs .  She

exp lo red  f u l f i l lment  cente r s  tha t  va r i ed  towards

be ing  r ea l l y  B2C  f ocused ,  othe r s  tha t  were  more

B2B  f ocused ,  and  eve r y th ing  i n  between .  A  l o t  o f

the  r e sea rch  cente red  a round  the  d i f f e ren t

capab i l i t i e s  each  o f f e red  and  mak ing  su re  she

found  the  per fec t  f i t  f o r  what  they  were  l ook ing

fo r  and  what  they  cou ld  a f fo rd .  

I N T E G R A T I O N S

OVERV IEW  CONT INUED

D R O P S H I P P I N G
N O R D S T R O M S
M A D E W E L L
S H O P I F Y

" O n e  W o r l d  D i r e c t  o p e r a t e s  a t  t h e  h i g h e s t  l e v e l
o f  c u s t o m e r  s e r v i c e .  T h e y  h a v e  n e v e r  m i s s e d  a n

S L A ,  a c c o m m o d a t e  a n y  s p e c i a l  r e q u e s t s ,  a n d
a r e  v e r y  r e s p o n s i v e .  W e  v a l u e  O W D  a s  a

p a r t n e r  t h a t  i s  r e l i a b l e . "
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Compared  to  SOKO ' s  prev ious  3PL  par tne r ,

One  Wor ld  Di rec t  get s  o rde r s  out  wi th in  the

same  day .  Cass idy  d idn ' t  have  tha t  opt ion

be fo rehand .  "Most  o rde r s  were  p icked ,

packed ,  and  r ece i ved  wi th in  48  hour s ,  so  we

were  wa i t ing  2  days  f o r  an  o rde r  to  go  out , "

sa id  Cass idy .  "Tha t ' s  r ea l l y  d i f f i cu l t  to

commun ica te  to  a  cus tomer  -  you  p lace  an

o rde r ,  you ' l l  have  to  wa i t  2  days  f o r  t r ack ing . "

They  a l so  d idn ' t  have  the  opt ion  o f  the  same

sh ipp ing  t i e r s  tha t  OWD  has ;  s tanda rd ,

pr io r i t y  exp re s s ,  2 -day ,  and  ove rn igh t .  "We

were  r ea l l y  on l y  ab le  to  sh ip  th ings  out

s tanda rd  and  i n te rna t i ona l . "

"We ' r e  not  a t  the  po in t  anymore  where  we ' r e  t r y ing  to  f i gu re  out ,  what  c a n  w e
a c h i e v e  and  what  c a n  w e  d o  as  a  bus ines s  wi th in  our  f u l f i l lment  cente r s

ab i l i t i e s .  I f  we  want  to  do  i t ,  we  know  One  Wor ld  Di rec t  can  he lp  bu i ld  a

cus tom  opt ion  f o r  us .  We  a ren ' t  l im i ted  to  the  par tne r sh ips  tha t  we  br ing  on ,  to

the  t ypes  o f  g i veaways  tha t  we  do ,  even  to  the  sh ipp ing  t ime l ines  we  o f f e r  our

cus tomer s .  The re ' s  no  l im i ta t i on  anymore . "

"We ' r e  send ing  out  more  B2B  o rde r s ,  br ing ing  i n  new  drop  sh ippe r s ,  expand ing

our  r each  to  our  cus tomer s  and  bus ines se s ,  and  we ' r e  ac tua l l y  be ing  more

c rea t i ve  on  how  we ' r e  sh ipp ing  out  our  goods  and  what  our  g i veaways  a re .

Because  i t ' s  a l l  wi th in  r ea son ,  as  l ong  as  we  have  enough  l ead  t ime  to  ensu re

the  s y s tems  a re  i n  p lace . "

H A P P I E S T  W I T H  O U R  T U R N A R O U N D  T I M E S
C U S T O M E R  S E R V I C E

RESULTS

S U C C E S S E S

F INAL  THOUGHTS  FROM  CASS IDY

When picking a fulfillment center it 's important to choose a partner that can grow with

your business . Moving fulfillment centers is no easy task , so make sure you find one that

works for you long term .
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