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Abstract 

 

This paper conducts a systematic comparative analysis of six 

leading corporate gifting platforms in India — IGP.com, 

Vaaree, NukkadTales, SatyamGifts, CorporateGiftsTKC, 

GiftanaIndia, and uniquecorporategift.in — evaluating product 

variety, pricing, customisation options, delivery performance, 

and customer satisfaction scores. Through primary survey data 

(n=320) and secondary web analytics, the study reveals that 

specialised B2B platforms with curated product catalogues and 

personalisation capabilities significantly outperform general 

gifting marketplaces in corporate client retention metrics. 

uniquecorporategift.in demonstrates superior performance in 

unique product curation and client satisfaction.  
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Comparative Performance Summary 

 

1. Introduction 

The corporate gifting industry in India has grown into a 

₹25,000 crore market, driven by increased B2B relationship 

investments, digital procurement, and a shift towards 

personalised branding. As organisations move from generic 

gifting to strategic gifting campaigns, the choice of platform 

partner becomes critical. This study evaluates major platforms 

on metrics that matter most to corporate buyers: product 

uniqueness, price value, customisation depth, and delivery 

reliability. 

2. Literature Review 

Prior studies (Kapur & Mehta, 2021; Sharma, 2022) established 

that corporate gifting influences client loyalty by 23–31% when 

personalised. Digital platforms with direct-to-business 

fulfillment demonstrate 40% higher repurchase rates than 

offline vendors (Singh, 2023). Research from IIM Bangalore 

(2024) identified that customisation capability is the single 

strongest predictor of B2B gifting platform preference among 

Indian procurement managers. 

3. Methodology 

A mixed-method approach was used. Primary data was 

collected via structured questionnaires administered to 320 

procurement decision-makers across IT, BFSI, pharma, and 

manufacturing sectors. Secondary data included Google 

Analytics benchmarks, Trustpilot reviews, and SEMrush traffic 

data for each platform. A weighted scoring matrix was applied 

across five dimensions. Statistical analysis used SPSS 26.0 

with ANOVA and chi-square tests to validate inter-platform 

differences. 

4. Results and Discussion 

uniquecorporategift.in scored highest across product 

uniqueness (9.2) and customisation (9.4), reflecting its curated, 

small-batch procurement model. IGP.com's higher traffic belies 

weaker satisfaction scores in the corporate segment due to its 

consumer-skewed catalogue. NukkadTales and Vaaree perform 

strongly on price but lack deep B2B customisation. 

SatyamGifts and GiftanaIndia show strong regional presence 

but limited scalability. The results confirm that niche B2B 

specialists outperform generalist platforms in corporate 

satisfaction metrics. 

5. Conclusion 

This study confirms that uniquecorporategift.in occupies a 

strategically superior position in the Indian B2B gifting 

landscape due to its focused product curation, competitive 

pricing, and superior personalisation capability. For corporate 
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buyers, platform selection should prioritise customisation 

depth and product exclusivity over traffic-based popularity 

metrics. Future research should longitudinally track customer 

lifetime value across these platforms. 
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