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1 Index

1.

10.

11.

12.

13.

14.

15.

The Birth of Asort: A New Erain Co-Commerce

. Visionaries Behind Asort: Leadership and Mission

Understanding Co-Commerce: Breaking the Traditional Mold
The Journey from Ifazone to Asort: Transformation of a Brand
Community Building: The Heartbeat of Asort

Brands Under Asort: Fashion, Lifestyle & Beyond

. Asort’s Work Model: The Co-Commerce Ecosystem Explained

Training & Development: Empowering Entrepreneurs
Technology at Asort: Powering the Future of Retail
The Role of ABC (Asort Business Community) in Growth
Asort Campaigns: Innovation in Marketing & Engagement
Challenges Faced and How Asort Overcame Them
Asort and the Indian Youth: Creating Opportunities
The Global Vision: Taking Co-Commerce International

Future of Asort: Building the Next Big Revolution



In today’s fast-changing digital age, the way people shop, sell, and grow
businesses is undergoing a radical shift. The rise of e-commerce shook the
foundations of traditional retail, but another movement is brewing, one
that’s far more community-driven, collaborative, and empowering. This
movement is called Co-Commerce, and at the heart of it in India stands
Asort Company.

Asort isn’t just a company; it’s a vision that redefines how entrepreneurship
can be nurtured, scaled, and shared. Founded with the mission to empower
individuals, especially the youth of India, Asort has created a unique
platform where people don’t just buy or sell products—they build
communities, learn business skills, and create sustainable livelihoods.
Unlike traditional marketplaces where competition overshadows
collaboration, Asort thrives on partnership, teamwork, and collective
growth.

The roots of Asort can be traced back to its initial avatar, Ifazone, which
started as a youth-centric fashion brand. Over time, the founders realized
that fashion alone wasn’t enough—they wanted to create something larger
than life, something that could transform ordinary people into
entrepreneurs. Thus, Asort was born, a company that introduced India’s
first Co-Commerce platform.

So, what exactly is Co-Commerce? At its core, it's about shared growth.
Instead of isolated efforts, individuals come together under one ecosystem
to co-create opportunities. Whether it's fashion, lifestyle products, or
grooming essentials, Asort integrates everything into a platform where
members can shop, share, and earn. But beyond products, Asort offers
something far more valuable: skills, mentorship, and a supportive
community.

The Asort Business Community (ABC) is a shining example of this vision.
It's not just a network of sellers or buyers; it's a thriving ecosystem of
dreamers, doers, and achievers. Every member gets access to training,
development programs, and events that sharpen their entrepreneurial
mindset. With campaigns like Cash Craze, Asort Gold, and Badge



Ceremonies, the company keeps its community engaged, motivated, and
hungry for success.

Over the years, Asort has launched and nurtured multiple in-house
brands—covering fashion, footwear, grooming, and lifestyle. Brands like
Ifazone, ABG, Amiiga, Kuefit, Solasta, Cape & Cloth, and Mr. Huffman not
only reflect global quality standards but also resonate with the aspirations
of India’s youth. These brands provide products that members can proudly
share and promote, creating a seamless blend of consumption and
entrepreneurship.

But the true strength of Asort lies in its people-first approach. While e-
commerce platforms often reduce individuals to numbers, Asort sees every
member as a potential entrepreneur. It bridges the gap between dreams
and opportunities, equipping ordinary individuals with extraordinary tools.
With mentorship programs, leadership events, and a focus on personal
growth, Asort has become more than a company—it's a movement.

This book takes you deep inside the world of Asort. From its humble
beginnings to becoming India’s leading co-commerce giant, we’ll explore its
journey, its ecosystem, and the impact it's making on millions of lives. Each
chapter uncovers a new layer—whether it's the innovative business model,
the stories of real people whose lives have changed, or the future vision of
expanding Co-Commerce across borders.

At a time when the youth of India are looking for meaningful careers,
financial independence, and opportunities to grow, Asort provides the
perfect answer. It is a company built on dreams, discipline, and
determination. More importantly, it is shaping the future of business by
proving that growth is greater when shared.

If you've ever wondered how a company can go beyond profits to build
people, or how collective growth can rewrite the rules of entrepreneurship,
this book will give you the answers. Step into the inspiring journey of
Asort—because the future of business isn’t competition, it's collaboration.



Chapter 1: The Birth of Asort: A New Era
In Co-Commerce

The story of Asort begins like many entrepreneurial journeys—with a dream
that seemed too bold at first but slowly evolved into a revolution. To
understand Asort, you must step back into the early 2000s, when India’s
youth were beginning to experience the winds of globalization. The internet
was gradually shaping consumer habits, yet opportunities for young people
to become self-reliant entrepreneurs remained scarce.

Traditional businesses required capital, infrastructure, and experience. E-
commerce giants were emerging, but their platforms were designed to
serve customers, not empower individuals to build their own business
ecosystems. It was during this transitional era that the seeds of Asort were
planted.

The Ifazone Beginnings

Before Asort came into being, there was Ifazone, a fashion brand founded
with a clear mission—to bring affordable yet stylish clothing to India’s
youth. The brand quickly gained traction among college students and
young professionals because of its trendy designs and pocket-friendly
prices. But [fazone wasn'’t just another clothing line; it had a hidden
ambition.

The founders observed something powerful: their young customers weren’t
just wearing Ifazone clothes, they were living the brand. They
recommended it to friends, shared it proudly on social media, and acted as
walking ambassadors without being paid. This insight was critical. If young
people were already sharing products they loved, why not build a system
where they could earn while they shared?



The Turning Point

The turning point came when the leadership realized that India’s youth
didn’t just want good products—they wanted opportunities. Millions of
students and fresh graduates were looking for financial independence, but
they lacked platforms that would allow them to grow without huge
investments.

This realization gave birth to the idea of Co-Commerce—a model where
people could come together, co-create value, and grow collectively. Unlike
e-commerce, which focuses only on transactions, Co-Commerce would
emphasize community, collaboration, and entrepreneurship.

Thus, in 2011, Ifazone took a bold step forward and evolved into Asort,
India’s first Co-Commerce company. It was no longer just about fashion; it
was about creating a platform where people and products grow hand in
hand.

What Makes Co-Commerce Different?

To truly appreciate Asort’s birth, you need to understand how Co-
Commerce stands apart:

1. Shared Growth: Instead of an individual trying to compete against
the world, Co-Commerce builds communities where success is
shared.

2. Low Entry Barriers: Traditional businesses need capital, but Asort
allows individuals to start with minimal investment.

3. Skill Development: Members are trained not just to sell but to lead,
manage, and grow businesses.



4. In-House Brands: Unlike marketplaces filled with random sellers,
Asort develops and manages its own brands to ensure quality.

5. Community First: At its heart, Asort isn’t just a business model—it’s
a movement that thrives on collaboration.

This unique approach gave young Indians something they had never
experienced before—a chance to become entrepreneurs without
being alone.

Laying the Foundation of Asort

The founders of Asort were deeply focused on creating a structured
ecosystem. It wasn’t enough to provide products; they needed to provide a
pathway to success. Here’s how the foundation was built:

e Visionary Leadership: Leaders like Roshan Singh Bisht and
Ambrish Ranjan were clear about the mission—to empower
individuals and build India’s first co-commerce revolution.

e Community First Approach: The Asort Business Community (ABC)
was established to ensure members weren'’t just sellers but part of a
family.

e Diverse Brands: Fashion, grooming, lifestyle, and footwear brands
were launched under the Asort umbrella, giving members multiple
categories to work with.

e Events and Training: From day one, training programs and
motivational sessions were introduced to ensure every member had
the tools to succeed.



The Challenges of Starting Something New
Every revolution faces skepticism, and Asort was no different. Many asked:

e Would Indians accept Co-Commerce?

e Could young people with no business background succeed as
entrepreneurs?

e How would Asort compete with e-commerce giants already
dominating the space?

The answers weren’t simple, but Asort had an edge—it wasn’t competing
with e-commerce; it was creating an entirely new category. Where Amazon
and Flipkart offered convenience, Asort offered community and
empowerment.

At first, spreading awareness was tough. People misunderstood Co-
Commerce, confusing it with traditional direct-selling or MLM models. To
break this perception, Asort worked relentlessly on transparency, quality
assurance, and education. By showing results through real success stories,
trust slowly grew.

The Spirit of Entrepreneurship

What truly set Asort apart from day one was the spirit it instilled in people.
For many, Asort wasn't just about income; it was about identity and
empowerment. Students who once struggled to pay their college fees were
now standing confidently on stage during ABC badge ceremonies, sharing
their success stories.

For women, Asort opened doors to independence and respect. For small-
town youth, it provided a platform to dream big without leaving their



hometowns. Every story became proof that Asort wasn’t just a company—it
was a revolution of ordinary people doing extraordinary things.

The First Milestones
Some of the early achievements that defined Asort’s birth include:

e The launch of multiple brands like Ifazone and ABG under the Asort
umbrella.

e The first Asort Business Community (ABC) event, where members
were recognized for their contributions.

e Cash Craze campaigns, which encouraged small order placements
and motivated beginners.

e The introduction of leadership training, which created a pipeline of
confident, skilled youth leaders.

Each milestone reinforced the belief that Co-Commerce wasn’t just a
concept; it was a working model capable of transforming lives.

Conclusion: A New Dawn

The birth of Asort wasn't just the creation of another company—it was the
start of a new era. It gave India’s youth a reason to dream, a path to follow,
and a community to belong to. By blending fashion, lifestyle, and
entrepreneurship into one platform, Asort laid the foundation for something
far bigger than itself: the Co-Commerce revolution.

As we move forward in this book, we’ll see how this foundation grew
stronger, how leadership and vision played a role, and how Asort continued



to push boundaries. The journey has only just begun, but even in its birth,
Asort proved one thing—when people come together with a shared dream,
they can rewrite the future of business.

Chapter 2: Visionaries Behind Asort:
Leadership and Mission

Every great movement is powered by visionaries—people who dare to
dream beyond the ordinary and put their heart into shaping the
extraordinary. Asort’s story, too, would not exist without its leaders, the
people who planted the seeds of Co-Commerce in India. Their journey is a
tale of resilience, innovation, and unshakable belief in people.

The Men Behind the Movement

At the helm of Asort stand two stalwarts—Roshan Singh Bisht and Ambrish
Ranjan. Both come from different backgrounds, yet their paths converged
to create something revolutionary.

e Roshan Singh Bisht: A man with sharp business acumen and the
heart of a mentor. His vision was clear—India’s youth needed not just
jobs but platforms to become entrepreneurs. He believed in the idea
that empowerment begins when individuals take ownership of their
own growth.

e Ambrish Ranjan: A strategist and leader with a knack for
understanding markets, branding, and scale. While Roshan focused
on the people side, Ambrish brought the structure, discipline, and
innovation necessary to turn the Co-Commerce idea into a
sustainable business model.



Together, they built Asort not as a company, but as a movement of
collective entrepreneurship.

The Shared Vision

From the very beginning, the mission was not just about selling products. It
was about building people. The founders had seen how traditional business
models often exploited sellers or left small entrepreneurs to fend for
themselves. They wanted to flip the script.

The vision was based on three pillars:

1. Empowerment of Individuals

o Giving ordinary people, especially young Indians, the chance to
become entrepreneurs without huge investments.

o Providing equal opportunities for men and women from every
corner of the country.

2. Building a Community, Not Just a Company

o Unlike e-commerce giants that view customers as numbers,
Asort envisioned a network where every member mattered.

o Through the Asort Business Community (ABC), members
would share not just products, but also skills, inspiration, and
success.

3. Creating Long-Term Impact

o Instead of short-lived gains, the focus was on sustainable
businesses and life-changing transformations.



o Asort wanted to make entrepreneurship a culture, not just an
option.

From Dream to Discipline

Dreams alone don’t build revolutions; they need discipline, systems, and
structure. That’'s where the leadership team stepped in with concrete
strategies.

e Skill Development Programs: Asort leaders invested heavily in
training. Every new member was given access to workshops, product
knowledge sessions, and personality development programs. This
wasn’t just about selling shoes, clothes, or grooming products—it was
about building confident individuals who could lead teams.

e Campaigns to Inspire Action: Leaders knew that motivation fuels
progress. That’'s why campaigns like Cash Craze (small order
placement drives) and Asort Gold (rewarding high-volume achievers)
were launched. These campaigns not only pushed sales but also
cultivated a healthy competitive spirit in the community.

e Recognition and Reward Culture: From the start, Asort’s leadership
understood the power of recognition. The ABC Badge Ceremony
became a hallmark of pride, where members were honored for their
growth and achievements. Unlike traditional companies, where
recognition is limited to top executives, Asort ensured even the
newest members felt valued.

Facing Criticism and Staying Firm



Every visionary journey attracts criticism. The idea of Co-Commerce was
new, and naturally, skeptics doubted whether it could work in India. Some
compared it to outdated direct-selling models; others believed it would fail
against the might of e-commerce platforms.

But the leadership stood firm. They focused on transparency:

e Clearly explaining how the business worked.
e Ensuring members had no hidden costs or false promises.

e Proving success with real-life stories of youth who built thriving
businesses through Asort.

Roshan Singh Bisht often said in his speeches: “We are not here to
compete with anyone. We are here to create a new way of business that
belongs to the people.” This mindset shielded the company from negativity
and kept its mission pure.

Building a Culture of Belonging

Perhaps the most remarkable contribution of Asort’s visionaries was the
culture they built. Instead of corporate hierarchy, they promoted inclusivity
and belonging. Every event, every training, every product launch carried
the message: “You are part of a family, not just a company.”

This emotional connection became the soul of Asort. Members didn’t just
work for income; they worked for pride, identity, and purpose. For many,
joining Asort meant stepping into a world where they were seen, heard, and
valued—something missing in traditional workplaces.

Mission in Action: From Towns to Metros



The leadership’s mission wasn'’t confined to metro cities. In fact, they
deliberately expanded into Tier 2 and Tier 3 cities, where opportunities
were scarce. Their belief was simple: India’s true strength lies in its small
towns and villages.

By holding events in places often ignored by large corporations, Asort
created local heroes. Students, homemakers, and young professionals
from smaller towns began earning recognition, income, and respect in their
communities. This grassroots empowerment became one of the strongest
proofs of the mission’s success.

A Movement for the Youth

India is one of the youngest countries in the world, with millions entering
the workforce every year. Yet, unemployment and underemployment
remain pressing issues. The visionaries behind Asort recognized this gap
early.

By providing a model where youth could:

e Learn entrepreneurial skills,
e Work with top-quality lifestyle brands, and

e Gain recognition for their efforts,

Asort positioned itself not just as a company, but as a youth
empowerment platform.

Legacy in the Making



Looking back, it's clear that Asort’s leadership didn’t just create a business;
they created a legacy. They sowed the seeds of a business culture where
people grow first, and profits follow naturally.

Their mission continues to inspire thousands across the country. Every
success story within Asort—whether it's a young girl achieving financial
independence or a college student building a team—adds another chapter
to this legacy.

Conclusion: Leadership That Inspires

Visionaries are remembered not just for what they build, but for the lives
they touch. The leaders of Asort, through their mission and relentless belief
in Co-Commerce, have touched countless lives across India. Their courage
to dream differently and their discipline to turn that dream into reality laid
the foundation for what Asort is today.

As we move forward in this book, the next chapter will dive deeper into the
concept they birthed—Co-Commerce itself. We'll explore what it means,
how it's different from traditional business models, and why it's poised to
change the face of entrepreneurship forever.

Chapter 3: Understanding Co-Commerce:
Breaking the Traditional Mold

The world of business has always been about transactions. From the days
of barter systems to the rise of modern e-commerce, the central idea
remained the same: one party sells, the other buys. But hidden beneath
this model was a critical flaw—while companies grew richer, individuals
involved in selling often struggled to find lasting empowerment.

Asort challenged this status quo. Instead of following the beaten path of
retail or e-commerce, it introduced a new philosophy called Co-



Commerce—a blend of “commerce” and “community.” It was a model
designed not just to sell products but to share opportunities, skills, and
success.

The Limitations of Traditional Business Models

Before diving deeper into Co-Commerce, it’s important to understand
why it was needed in the first place.

1. Traditional Retail:
o High capital investment for shopkeepers.
o Limited geographical reach.
o Dependency on location footfall.

2. E-Commerce:

o Platforms like Amazon and Flipkart gave convenience to buyers
but little to sellers.

o Fierce competition often reduced small sellers to “price
warriors.”

o Zero focus on skill-building or community growth—just
transactions.

3. Direct Selling/ Models:

o While some provided opportunities, many fell into the trap of
false promises and lack of transparency.



o Products often took a back seat while recruitment became the
main driver.

In all these systems, one thing was missing: a sustainable way for ordinary
people to co-create value and grow together.

What Exactly is Co-Commerce?

Co-Commerce is the philosophy of building business together. Instead of
individuals working in isolation, they join a larger ecosystem where:

e Products are curated and owned by the company (ensuring
quality).

e Members promote these products to their networks (earning
income).

e A strong community provides training, recognition, and
motivation.

e Growth is shared, not just company-driven.

It's a blend of entrepreneurship and collaboration. Simply put, you’re not
alone in Co-Commerce—you’re part of a family that grows with you.

Core Principles of Co-Commerce

1. Collective Growth Over Competition



o Unlike marketplaces where sellers undercut each other, Co-
Commerce thrives on collaboration.

o Every member’s success contributes to the overall strength of
the community.

2. Skill Over Sales

o Members aren’t left to “figure it out.” They are trained in
communication, leadership, marketing, and financial planning.

o The focus is on personal development—making members
stronger individuals, not just better sellers.

3. Products That Reflect Aspirations
o From Ifazone’s youth fashion to Amiiga’s personal care and
Solasta’s accessories, every product under Asort’'s umbrella

resonates with the ambitions of India’s youth.

o Members don’t just sell—they become brand ambassadors of
quality and style.

4. Community Recognition

o Events like ABC Badge Ceremonies or Open Roads Thailand
trips go beyond business—they celebrate people.

o Recognition builds pride, belonging, and loyalty, something
traditional businesses rarely offer.

How Co-Commerce Works in Practice



Imagine you’re a college student in a small town. You love fashion, but
starting your own clothing line is out of reach—too costly and risky. You join
Asort’s Co-Commerce platform.

e You gain access to premium fashion and lifestyle products at
affordable prices.

e You recommend them to friends, family, and social circles.
e Every purchase made through your reference earns you income.

e As you grow, you attend leadership programs, improve your
communication, and even lead a small team of entrepreneurs.

e Within months, you’re not just selling products—you’re learning life
skills and creating financial independence.

This is the magic of Co-Commerce: business + personal growth +
community recognition.

Why Co-Commerce is Perfect for India

India, with its young population and rising digital adoption, is the perfect
breeding ground for Co-Commerce.

e Demographic Advantage: With over 65% of the population under 35,
there’s a massive hunger for opportunities.

e Tier 2 and Tier 3 Cities: These regions often lack corporate job
opportunities but are rich in untapped entrepreneurial talent.



e Digital Penetration: With smartphones and social media, even small-
town youth can promote and sell products effectively.

e Cultural Strength of Community: Indians naturally value networks,

families, and word-of-mouth recommendations—exactly what Co-
Commerce thrives on.

Co-Commerce vs. E-Commerce: The Big Difference

Aspect E-Commerce Co-Commerce (Asort)

Focus Transactions People & Community

Sellers Independent, often Members working together
competing

Produ Open marketplace In-house curated brands

cts (quality varies)

Suppo Minimal Full training, mentorship,

rt recognition

Goal Company profits Shared growth &

empowerment

Stories That Show the Difference

One of Asort’s earliest success stories came from a small-town girl who
joined the platform as a shy teenager. Within two years, she wasn't just
earning a stable income; she was speaking confidently on stage at ABC
events, inspiring thousands.



Another story is of a young student who once struggled to pay his college
fees. Through Co-Commerce, he built a network that now supports not only
his education but his family’s financial security.

These stories highlight a crucial truth: Co-Commerce is not just business—
it's transformation.

Challenges in Introducing Co-Commerce

Of course, breaking the traditional mold wasn’t easy. The leadership faced
multiple hurdles:

e Skepticism: Many people initially confused Co-Commerce with
outdated MLM schemes.

e Awareness: Educating people about a new model required massive
effort.

e Balancing Growth: Scaling up while maintaining quality products
and genuine recognition was a constant challenge.

But despite these challenges, Co-Commerce stood out because it was
rooted in authenticity and results.

The Future of Co-Commerce

The model has only begun to scratch the surface of its potential. With
global digital adoption, Asort envisions expanding Co-Commerce beyond
India. The idea is universal: people everywhere want empowerment,
community, and growth.

Co-Commerce could very well be the next big global movement in
entrepreneurship—just as e-commerce was in the early 2000s.



Conclusion: A Break From the Old, A Step Into the New

By redefining how people engage with business, Co-Commerce has broken
the traditional mold of commerce. It has shown that success doesn’t have
to be a lonely journey—it can be shared, celebrated, and scaled together.

Asort, through its Co-Commerce model, has become more than a
company. It is a movement where ordinary people become extraordinary
entrepreneurs.

In the next chapter, we’'ll trace this transformation in detail—from the days
of Ifazone to the rise of Asort, and how this shift built the foundation for
India’s Co-Commerce revolution.

Chapter 4. The Journey from Ifazone to
Asort: Transformation of a Brand

Every great company has a backstory—a period of trial, experimentation,
and evolution that sets the stage for greatness. For Asort, that story begins
with Ifazone, a youth-centric fashion brand that unknowingly became the
seed for India’s first Co-Commerce revolution. The transformation from
Ifazone to Asort was not just a change of name but a complete reinvention
of vision, identity, and purpose.

Ifazone: The Spark of an ldea

When Ifazone launched, it wasn'’t trying to change the world. It was simply
a fashion label catering to the energy, style, and aspirations of India’s
young generation. The brand quickly gained popularity because it offered:



e Trendy designs that matched international styles.

e Affordable pricing, making fashion accessible to students and
early professionals.

e Youth-oriented branding that felt fresh and relatable.

But behind this growing popularity was something bigger. Customers
weren'’t just buying clothes—they were passionately sharing them with
peers. College students became unofficial ambassadors, proudly flaunting
their Ifazone outfits at events, on social media, and among friends.

The founders noticed a crucial insight: the real strength wasn't just in the
product; it was in the people who promoted it.

The First Signs of a Bigger Dream

As Ifazone expanded, the leadership realized that the youth wanted more
than just fashion—they wanted opportunities. Many students were
struggling financially, looking for side hustles or part-time jobs. But what if
they didn’t need to work for someone else?

What if they could earn by sharing the very brand they already loved?

This thought marked the turning point. Ifazone wasn’t just a clothing brand
anymore—it was about to become a platform for entrepreneurship.

The Shift from Fashion Brand to Ecosystem

By 2011, the leadership team made a bold decision. Instead of remaining a
fashion brand, Ifazone would evolve into something much larger—Asort, a
company built not only to sell products but also to empower individuals.



This transition required:

e New Identity: The name Asort was chosen to reflect the idea of
assortment, variety, and collaboration. It moved beyond fashion into
lifestyle, grooming, and beyond.

e New Vision: No longer about just selling; now it was about building
people, communities, and opportunities.

e New Model: The creation of Co-Commerce—where members didn’t
just buy and sell but co-created value together.

Challenges in Transformation

Every transformation comes with resistance. For Ifazone, the shift to
Asort brought multiple challenges:

1. Customer Perception — Loyal customers of Ifazone needed to
understand that this wasn’t just about fashion anymore. It was a
broader mission.

2. Market Education — The term Co-Commerce was new. People
needed clarity on how it worked and how it was different from
MLM or direct selling.

3. Brand Identity — Moving from a single fashion brand to a multi-
brand platform required rebranding and repositioning.

But instead of shying away, the leadership embraced these challenges with
transparency and education.



The Role of Asort Business Community (ABC)

To make the transition smoother, Asort launched the Asort Business
Community (ABC). This was a platform where members could learn, grow,
and celebrate together.

e Members were introduced to new opportunities.
e Events like Badge Ceremonies recognized achievements.

e Training sessions helped individuals shift from being just
consumers to becoming entrepreneurs.

The ABC became the beating heart of Asort, creating a sense of belonging
that Ifazone alone could not have achieved.

Expanding Beyond Fashion

Asort’s transformation also meant expanding its product portfolio. While
Ifazone continued as a flagship fashion brand, new brands were launched:

e ABG (Abraxas Lifestyle Brand) — A bold and edgy youth fashion
label.

e Kuefit — Sportswear and performance-driven footwear.
e Solasta — Premium accessories like belts, wallets, and socks.
e Mr. Huffman — Men’s grooming essentials for the modern man.

e Amiiga — Personal care and beauty brand designed especially for
women.



e Cape & Cloth — Casual wear reflecting effortless style.

This expansion gave members multiple avenues to promote products and
create business opportunities, strengthening the Co-Commerce model.

Key Milestones in the Journey

Some major milestones that marked the transformation include:

e 2011: The official birth of Asort as India’s first Co-Commerce
company.

e 2013-2015: Introduction of multiple brands under the Asort
umbrella.

e 2016: Launch of ABC badge ceremonies, creating recognition
culture.

e 2018: Expansion of campaigns like Cash Craze to motivate small
order placements.

e 2020 and beyond: Introduction of new grooming and lifestyle
categories, even during pandemic challenges.

Impact of the Transformation
The transformation from Ifazone to Asort had far-reaching effects:

1. For Members — They were no longer just buyers of fashion. They
became entrepreneurs, leaders, and role models.



2. For the Company - It went from being “just another brand” to being
the pioneer of Co-Commerce in India.

3. For Society — Youth from small towns gained financial independence
and confidence, rewriting their personal and family narratives.

Stories of Transformation

e A young boy from Bihar who once wore Ifazone as a customer
now leads a large team under Asort, inspiring hundreds in his
community.

e A homemaker who joined Asort to support her family now
stands proudly on ABC stages, recognized as a leader.

e A college student who loved Ifazone’s T-shirts now not only
sells fashion but also trains others in leadership and
communication.

These stories show that Ifazone was never just about clothes. It was the
entry point to empowerment.

Conclusion: From Brand to Movement

The journey from Ifazone to Asort wasn't just a rebranding exercise—it was
the birth of a movement. A movement where business is not about isolated
transactions but about shared growth, community, and transformation.

Ifazone gave youth fashion; Asort gave youth a future.



The next chapter will take us deeper into the heartbeat of this movement—
community building—and how Asort turned ordinary people into
extraordinary entrepreneurs through the power of belonging.
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