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CLINKT REELS UNDER DIGITAL DISRUPTION AS ORDERS

PLUNGE, CUSTOMERS ABANDON CARTS

Online retailer grapples with failed transactions, erratic product
availability and growing customer complaints; internal data points to
problems deeper than a technical outage

MUMBAI: What began as a routine
week for online shoppers turned
into a major operational headache
for Clinkt after the digital retailer's
platform experienced widespread

disruption, leaving customers
unable to complete purchases and
the company's operations team
scrambling to identify the cause.

Users across several locations
reported difficulties while
browsing products, adding items to
their carts and completing
payments. Some customers said
products that appeared available
while browsing had disappeared or
become unavailable by the time
they reached checkout.

The disruption has already had a
visible impact on the company's
business. Internal = monitoring
reportedly shows a sharp fall in
completed orders accompanied by
a rise in abandoned carts and
customer complaints.

Clinkt, however, has stopped short
of calling the incident a
conventional system failure.

"Our teams are investigating an
unexpected disruption affecting
portions of the  customer
experience. We are working to
restore normal operations and
understand the factors
contributing to the incident," a
company spokesperson said. The
statement offered little clarity on
what triggered the disruption.

A problem that may be
bigger than the app

While the immediate symptoms are
visible on the platform,
information emerging  from
Clinkt's operations suggests that
the problem may extend beyond
an application outage.

Preliminary analysis of customer
activity has reportedly uncovered
unusual patterns in product
searches, views, cart additions and
completed purchases in the period
surrounding the disruption.

Products attracting exceptionally
high levels of attention are not
always the products recording the
highest number of completed
purchases. In several cases,
customers appear to be showing
strong interest in products that are
subsequently unavailable.

This has raised concerns about
whether Clinkt's systems are
responding to customer demand
quickly enough. The distinction
could be critical.

A product running out of stock is
not necessarily a problem if
demand is low. But a product that
attracts thousands of views,
hundreds of cart additions and
then becomes unavailable could
represent a significant loss of
potential sales.

For Clinkt's operations team, the
challenge is determining which
signals matter and which are
merely noise.
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Customers are getting
interested — and then
disappearing

Perhaps the most concerning
pattern has emerged further down
the purchasing journey.

Customers continue to search for
products and interact with listings,
but a considerably smaller
proportion  appear to  be
completing their purchases.

The gap between product interest
and completed orders has widened
during the disruption.

One person familiar with the
company's internal review
described the situation as a "leaky
funnel," where customers appear
to be dropping out at different
stages of the shopping journey.

"We know what customers are
looking at. We know what they are
adding to their carts. The difficult
question is why that interest isn't
consistently becoming a purchase,"
the source said, requesting
anonymity because they were not
authorised to speak publicly.

The company is now examining

whether  product availability,
customer  behaviour, pricing,
recommendations or a

combination of these factors could
be contributing to the decline.

The inventory puzzle

The situation becomes more
complicated when inventory is
brought into the picture.
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Clinkt's internal records indicate
that inventory pressure is not
evenly distributed across products.
Some products with relatively low
customer activity have limited
stock, while certain highly viewed
products appear to be approaching
critical inventory levels.

This has left the operations team
with a difficult question: which
products should be prioritised?

A simple list of low-stock products
may not provide the answer.

A product with a handful of units
remaining and little customer
interest may pose considerably less
immediate risk than one with a
larger buffer but rapidly increasing
demand

The company is therefore looking
beyond current stock levels and
examining the relationship
between customer interest,
historical purchases and inventory
movement.

Whether those patterns can be
used to anticipate future demand
remains unclear.

And then there is the
recommendation problem

Customer complaints have also
drawn attention to Clinkt's product
recommendation system.
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Several users have reported
receiving recommendations that
appear unrelated to their recent
searches or purchases. Others have
questioned why products similar to
those they have previously
purchased are not appearing more
prominently.

The platform has access to a
considerable amount of
behavioural information —
including product views, searches,
cart activity and purchase history.

Yet having the data and being able
to turn it into useful decisions are
two different things.

Industry observers say the incident
could force Clinkt to reconsider
how it uses customer and product
data across its digital operations.

"The interesting question is not
how much data the company has. It
is whether the company can turn
that data into an early warning
system," said an independent retail
technology consultant familiar
with digital commerce operations.

What does the data
actually reveal?

Clinkt's internal teams are now
examining five broad sources of
information: customer profiles,
product information, historical
transactions, customer interactions
and inventory records.

Together, these records could
potentially reveal patterns in
purchasing behaviour, product
demand, customer segmentation,
cart abandonment and stock
movement.

But the company has yet to
establish a definitive explanation
for the disruption.

Among the questions under
investigation are:

e Which products are attracting
high interest but failing to
convert into purchases?

o At what stage are customers
most frequently abandoning
their shopping journey?
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e Which products or categories
are likely to face increasing

demand?

e Are particular groups of
customers behaving differently
from others?

e Can past customer behaviour
help predict future purchase

intent?

e Are inventory  decisions
keeping pace with changes in
demand?

e Can the company identify
warning signals before a
disruption becomes visible to
customers?

For now, no single explanation has
emerged.

Clinkt launches internal

investigation

With the disruption continuing to
affect operations, Clinkt has
brought together teams from

technology, business operations
and analytics to investigate the
incident.

The company is expected to review
historical and real-time data in an
attempt to determine whether the
problems are connected or merely
occurring at the same time.

A senior company official said the
immediate priority was not only to
restore normal operations but to
understand what led to the
breakdown.
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"Restoring the platform is only the
first step. We need to understand
what happened beneath the surface
and ensure that the same pattern And somewhere inside thousands
does not repeat itself," the official of customer interactions,
said. transactions and product records
could be the clues to what went
wrong.

For now, the data may hold the
answer.

The company has not announced a
final diagnosis, nor has it
confirmed whether the disruption
was caused by a single technical
issue, an operational mismatch, or
a combination of factors.

The investigation is ongoing.

CLINKT AT A GLANCE
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