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Tutkimusintressit ja osaaminen

Alustatalous
» Verkkokauppa
« Vanhittaiskaupan strateginen johtaminen

« Kuluttajakayttaytyminen

« Strateginen markkinointi



1) Vahittaiskaupan digitalisaatio

«  Miten véhittaiskauppa on muuttunut viime vuosikymmenina?

«  Mitkéa trendit muovaavat vahittaiskauppaa ja
kuluttajakayttaytymista 2020-luvulla?

2) Alustatalous ja vahittaiskaupan uudet tuulet

« Miten markkinapaikat haastavat perinteiset vahittaiskaupan
toimijat?

* Mika on markkinapaikkojen kuten Amazonin Kilpailuedun
ldhde?



Vahittaiskaupan digitalisaatio



Vahittaiskauppa on kaynyt lapi laajan digimurroksen




Samalla kaupan alalle on tullut valtava joukko uusia

toimijoita
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In-Store Financing
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Merkittava muutos on asiakasdatan kasvanut rooli

RRAND CAMP by Tom Fishburne
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Kaupan arvolupaus nykyaan monipuolinen

“‘customer experience, in addition to a value
proposition centered on large selections,
customization, convenience, customer
engagement, and price, has become the
deciding factor for success in the sector.”

(Hanninen, Mitronen & Kwan, 2019)
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Esimerkki. Amazon

amazon
\_'/7 .
we pioneer

We stnve to be Earth’s

most customer-centnc
company.




Digitalisaation myota vahittaiskaupan toimijat voivat

paremmin ymmartaa kuluttajien yksilollisia tarpeita

IMMEDIATE
CONSUMPTION

Impulse

STOCK UP FILL IN DISCOVERY
Looking for Deals Need Specific Items Browsing

Store Choice Drivers: Store Choice Drivers: Store Choice Drivers: Store Choice Drivers: Store Choice Drivers:
» Lower everyday prices  « Find & buy items « Could get to store » Unique products « Convenience
vs. other stores uickly uickly . :
’ L) cint ), » Atmosphere is « Location
« Regular routine » Preferred store for « Items for specific inviting -
6 i P l P R 5 « Find & buy items
- specific items eal or eve : :
» Carries all of the Lt e = » New & interesting quickly
products [ want « On my route « Find & buy items products « Items typically
: : uickly o e
» Needed items on sale » Not looking for deals sl consumed within
» Most deal driven minutes of purchase

Bemis Company (2018)
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Taman takia ostopolut ovat yha monimutkaisempia
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Asiakaspolkua johdetaankin nykyaan

datan avulla

Stages of Motivation
Journey
Wants to buy a Searches products
P Christmas gift for a | keywords on search
Activities friand engines
Feelings

Very Happy

Searches for Websites

Clicks the 1st ads.
result.

)

Online Shopping Customer Journey Map

Browses the Site
Evaluates

Opens a product
page to check
product details.

Checks out ongoing
deals and hot sale
products

Checks online again
and go to the 1st.
original result

i B
S

Happy with the
informative
shopping website.
Not sure about how
to find the best
price.

Frustrated about
reviews from other
customers.

Surprise to see lots of
discounts

Products

Opens more product
pages to compare
info.

Pleased with usages
& designs.
Sad to see out of
stock products.

Processes to pay a
preferred product.

Frustrated to find

Receives
Products

Contacts online Product delivered.

service for help.

The friend
successfully received
the gift before
Christmas.

Satisfied with bank
card payment.
Feels unhappy to
wait for a bit of
long time.

only the Paypal
payment option.

Free delivery fee in

Unhappy
. . Happy to see many
Experiences | Excited togive a options Annoyed at the
surprise to the friend. Confusing about useless info.
how to choose.
Customer Easily to obtain More user-friendly Allow to hide
unnecessary ads.

Expectations discount news.

search engine.

Clear and innovative | More discounts during Higher quality

Faster supply chain
system.

products.

website design. holidays.

More payment choices

Faster website speed. the future.

Lahde: edrawsoft
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ms Vahittaiskaupassa on siirrytty myos segmentoinnista

kohti yksilollista tunnistamista

Segmentointi Yksilolliset tarpeet

Clubcard A
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m‘ Tama nakyy myos markkinointikanavissa ja keinoissa

.

KAUPPAHALLIKUJA PALVELEE

SINA hyviruoka
 KOMYMARKET - mmlﬂﬂ_*.., ol
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“Eilen” “Tanaan”
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Kuluttaminen on....

 tarpeiden tyydytysta
* resurssien allokointia
 valintojen tekemista
» sosiaalista toimintaa
* Itsensa ilmaisemista
* elamysten kokemista

Lahde soveltaen:: Raijas, 2016
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ms Kv. verkkokaupan roolin odotetaan kasvavan

= nopeasti seuraavien vuosien aikana

Ecommerce Share of Retail Sales from 2017 to 2023
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I

COVID-19 on tosin naihin lukuihin vaikuttanut

roimasti

CHANGING TRENDS IN GLOBAL

E-COMMERCE

FASTEST GROWING PRODUCTS

DISPOSABLE GLOVES

+670%

?! Moo

2 3‘3?"2"3‘/2 3 +535% 4 +397%

5 Y355 65555 7 V3en

8 E 9w 10 +275%

FASTEST DECLINING PRODUCTS

LUGGAGES & SUITCASES

-717% '

CAMERAS . MENS SWIMWEAR

2-77% B -6a% 4 -64%

5 sl 6 o5 7555

835 95w 10

Lahde: Channel sight
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Myos merkkinointipanostukset ovat muuttuneet

Shifts within marketing
budgets during Covid-19

Ecommerce

Customer data management
Email

Multichannel management
Lead generation

Social media

Content marketing

Analytics and CI

CSR

Telemarketing

Martech

Search

Programmatic display and video
Other display and video

TV, Radio

In-Store

DM

Print

Events
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80% 90% 100%

W significant decline W some decline no change some growth significant growth

Source: Avaus, IAB, DMA, Finland
- The Nordic CMO Covid-19 Survey April 2020



m.- Digitaaliset teknologiat ovat jo arkipaivaa
= myymalaasioinnissa
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Esimerkiksi D2C mallit mahdollistavat perinteisten

Jakelukanavien ohituksen

== DIRECT-TO-CONSUMERAPPAREL & ACCESSORIES

WOMENSWEAR UNDERWEAR & LINGERIE
RN CUYANA #‘ T Tommy Joh  ADORE ME
$2,300 aves y JUSTIAR DOV 1 DRAPE

SruroLovE NAJA LIVELY
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TRADITIONAL  reowes
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PR Glossier.
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Esimerkki. P&G ja DTC kilpailijat

Unbundling Procter & Gamble
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Digitaalisten teknologioiden roolin arvioidaan

kasvavan

RETAILERS CITE THE TECHNOLOGY TRENDS SHAPING THE FUTURE
PERCENTAGE OF RESPONDENTS PLANNING INVESTMENTS BY 2021

(L0
—
2021 70% 2021 68% 2021 57%

INTERNET OF THINGS MACHINE LEARNING / AUTOMATION

Glving a digital voice to COGNITIVE Automation for packing and
people, processes and things COMPUTING shipping orders, inventory

to Improve the customer Analytics and predictive models tracking, checking In-store
experience, enhance supply to help retallers personalize Inventory levels and assisting
chaln visibility and expand customer experiences and customers In finding items.
revenue opportunities. enhance Inventory demand,

forecasting and visibllity.

Forbes (2017)
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ms Esim. Alysovituskopit ovat kiytossa monissa
2 tavarataloissa

Samsung
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Moni perinteinen toimija on panostanut dig

uusiin litkketoimintamalleihin

Macy's Is making a move that signals the death of
department stores as we know them

Tesco
B The Download gy iuiaiey
= [ayase]
-
Lo Woud

“ — ’ s, \ (i)
Walmart wants us to believe it's turning into a tech company
s bndars! D S SIS A0 NEW SrVICHS SPOW thip retaier s Continund evolution 1oward DeComng & lech-focused
Dusiness.

The lstest ventures: Earber this wook, Mcroaclt and Wiskmar! s0n0unced i choud Computng partnensig — that
B, 8 collaboration Detwoen Amason's Bigoest retal and cloud competiors. Microsolt CEO Satya Naclella tokd the
Vs Stroet Jourma'at the shared rivalry i s absokutely Cone™ 10 this deal. Then yesterclry The Infrmation

Tesco trials'shopand go' appin till-free
store

Retder saps K will comidet expanding schemt - bl some
Shoppers sy skmply 908 puy
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m.- Samalla moni perinteinen toimija on isoissa
ongelmissa vaikean kilpailutilanteen takia

.

Support The Guardian 6
CD CO

News Opinion Sport

. 'l‘he Support The Guardian -l-I]e
N - ) ’ o
Guardian D o Guardian
News Opinion Sport
Culture Lifestybe

@ Do wtale i wore Than § asindhg ol

John Lewis unveils first-ever half-year e S S

loss

Lower sabes of homewares and ehectrical goods s well s bighes
Conts huve Impoact

PESEE S S

John Lewis: "Never knowingly undersold”

%' @mikkomax

www.linkedin.com/in/
" mikkohanninen



Jatkossa data ja asiakasymmarrys ovat yha

vahvemmin nivoutuneita vahittaiskaupassa

1oL Rt
Online

Digetal
Entertainment

Ll © f )
\“ E Consumer protection program ‘__]_ "_/ ’,/
N 1=y . Transac tion salety program ) -~
ﬁ fol ¥ O O Feedback & rating system H |IEXDreSS
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— o0 e . : ) -
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TECHNOLOGY v TEAM
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'\:‘I‘?i Albaba ecommerce infrastructure "'
] ]
g 7
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Alibaba Group
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m.‘ Kuitenkin teknologiajatit ovat parhaiten

= varustautuneita myos seuraavaan murrokseen

Number of acquisitions, private placements
by Chinese, U.S. internet titans since 2012

,ffloamun'
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Corsumer investments remain heavy focus
i th US., Chinese giants
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Moni toimija on jo "havinnyt” pelin
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Usea toimija on murroksessa joutunut sopeuttamaan

toimintaansa

Retailers That Closed The Most US Stores In 2019

Payless ShoeSource _ 2,100
ascena Retail [ 751
Gymboree _ 749
Fred's _ 564
Charlotte Russe _ 512
Shopko - 371
Family Dollar - 359
one [ 332

Charming Charlie [N 261

avenve [ 222

Sowrce: Coresight Research, TNV
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Rapha, Brewer St. Nike Town, Oxford St. Primark, Oxford St.
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Parhaimmillaan kivijalka onkin brandia rakentava
elamyskeskus

Adidas, Oxford Street
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Alustatalous ja
verkkokauppa



"The Platform Economy has led to a radical
change in how we work, socialize, creale
value in the economy, and compete for the

resulting profits.”

(Kenney & Zysman, 2017)
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ms Keskeista alustataloudessa on tuotteiden ja

2 palveluiden valittaminen

PRODUCERS

Y’ @mikkomax
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“digital platform intermediate transactions
among firms and/or individuals that may not
be able to transact otherwise.”

(Mclntyre & Srinivasan, 2017)
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ms Myos datalla ja asiakasymmarryksella on merkittava

= rooli

Creators of the platform’s
offerings (for example,
apps on android)

Interfaces for the platform
(mobile devices are
providers on Android)

PLATFORM

Buyers or users
of the offerings

Controller of platform IP

and arbiter of who may
participate and in what ways
(Google owns Android)

van Alstyne et al. 2016

Y’ @mikkomax
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“transaction data -- distinguishes platforms from
iIncumbent retail business models, and we
expect that data generated through digital
platforms will form an even greater competitive
advantage in the future as these platforms can
collect data from a multitude of interactions with
their user base, both online and offline”

(Hanninen, Smedlund & Mitronen, 2018)
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ﬂ." Alustat eroavat muista liiketoimintamalleista niiden

kevyen resurssipohjan myota

TRADITIONAL VERSUS PLATFORM BUSINESSES

Structure Asset Heavy Mixed Asset Light
Traditional

Organizations,

Value Chains and

Physical Assets

Platform

Ecosystem

Example es ) ol :
Companies ‘&J w». amazon Google airbnb
Platforms PREDIX [ =¥ OApse etrailer . airbob

Sowrce: Globa! Platform Survey, The Center for Global Enterprise, 2016
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m.- Taman takia alustat ovat yleensa muita toimijoita

2 kannattavampia

Valuation Multiples Sainsbury’s Walmart amazon

(Average Price-Sales Ratlo, US & Europe top 500 listed comp

Traditional Retailer Starting to Evolve Hybrid Ecosystem Pure Play Platform
Orchestrator

Business Model
Elements

0 2x 4x 6x 8x 10x
Digital Platforms NG

Biotech

Software

Financial Services

Automotive i 0.3x 0.5x 4x Ox

Price to Sales Ratios, April 2018

Simon Torrance (2018)
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“an ecosystem generally refers to a group of
interacting firms that depend on each other’s
activities.”

(Jacobides, Evans & Gawer, 2018)
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Alustat jaetaan usein transaktio, innovaatio ja

hybridialustoihin

PLATFORM COMPANIES BY TYPE

Transaction Innovation Integrated Investment

Type

Public Private

%' @mikkomax
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“transaction platforms are intermediaries or
online marketplaces that make it possible for
people and organizations to

or to a

variety of goods and services.”

(Cusumano, Gawer & Yoffie, 2019)
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Transaktioalustat ovat naista erityisesti

mielenkiintoisia kaupan kontekstissa

PLATFORM CATEGORIES AND COMPANIES

X,
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EXCHANGE PLATFORM

Servicos NMarketplace Product Marketplace Paymonts Platfoem

= O & Etsy ebay @ @ Ed [ ==

Irvvestment Platform Socal Networking Platform ation Platform Social Gaming Mlatform

~ PROSPERP # Nextdoor I ERHE Y
» f @ &3 & = it
— , tlnder 6 % ¥ FanDuel

MAKER PLATFORM

ontert PLtiorm Closed Development Platiorm Comtroled Development Platform Open Development Platiorm

You (D) a gEpesinge S a

s Y| |ﬁ|+» ; . - %)

‘lTunﬁ TRIDIUM Linux

Applico
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m-' Alustat lisaavat luottamusta itsenaisten

transaktiokumppaneiden valilla

Build
— Trust

—Corter =y
i)
renting renjnq service

A | revenue . a fee fee A
: sharing of asset

Deemly
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Esimerkki. Jakamistaloudella on jo merkittava rooli

monella toimialalla

SHARING ECONOMY SECTOR AND TRADITIONAL RENTAL SECTOR PROJECTED REVENUE OPPORTUNITY
SHARING i TRADITIONAL
ECONOMY SECTOR fl e INDUSTRY SECTOR

e R 1R

-rm G
@mm @

0

o e

2

irel
e, A o

odéci's

/‘N
Revenue for all ten sectors: USS 255 billion Revenue for all ten sectors: USS 670 billion
Revenue for five Sharing Economy sectors Revenue for five Sharing Economy sectors
USS 15 billion USS 335 billion

Figure 3: Hiustrative revenue potential across five traditional and Sharing Economy sectors; Source: PWC - The Sharing Economy
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m.- Jakamistalouden ennakoidaan vain kasvavan lapi
= toimialarajojen
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lf Alustatalous on nostanut alustapohjaisten yritysten

& arvostukset pilviin

4 amazoncom 4. (GGo gle 4 'ﬂ

= yli $3.0 biljoonaa
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ﬂs Ongelmana on kuitenkin alusta-startupien

L keskittyminen muualle kuin Eurooppaan

o
7 ~afly s T R

’6' - " . = “e® ¢ Origins of platform-
® * 20 & e a | based businesses

Startupblink.com
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Euroopasta katsottuna, Kiina on kasvava uhka

European enterpriseslosing

marketshare to US and China
Regional share of Market Cap - Global Top 100 Companies

+49% W
=
=J
RN

\_—/’/\_— -12%

Simon Torrance (2018)
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ms Euroopasta on lahtoisin vain muutama merkittava
= alusta

£

Delivery Hero
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KAIKILLE HYVAT KAUPAT

FS

Timma - Kampaagjalle tai hierojalle vaikka jo tanaan

. | .' .‘
/l é . . - 1
-\rl . e >
' e £ 4
w .fl e STOORLA ON AUKI

PN 7 ADAA

Find clothes that fit.
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Esimerkki Zadaa. Kaytettyjen vaatteiden

markkinapaikka

How it works.

)
Find clothes that fit from people luyulds-lqt.ol!y clothes, shoes Pay safely inopp ond receive
who share a similar size and style and other accessories, payments directly to your bank accoun
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Kuluttajien keskuudessa alustat ovat erittain

suosittuja

Amazon Nearly Doubles U.S. Prime Members in Two Years Tech Wl Chart of the Day
Amazon's Long-Term Growth

Amazon's revenue and net Income from 1997 through 2015 (in billion U.S. dollars)
Average spending per year
30m $12
s
4 )

statista”a BUSINESS INSIDER statista%
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Mita hyotyja alustaliiketoiminnasta?

Kuluttajien sitouttaminen

Kansainvalistyminen Liiketoiminnan kasvu
Y’ @mikkomax
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m.' Miten alustat vertautuvat perinteisiin

2 J|itketoimintamalleihin?

Characteristic Traditional Approach New Approach
Business Model Reseller Multi-sided Marketplace
Primary Channel Offline Online
Distribution Integrated Outsourced
Selection Limited Long-tail
Touchpoint Store(s) Online interface
Market Local Global
Supply-chain Integrated Disintegrated
Role of technology Limited Integral
Customer service Mass customized Personalized
Margins Low High
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ms Yha useampi toimija jakautuukin jalleenmyyja/valikasi

= akselilla kohti ketterampia ja hajautetuimpia malleja

g erkkokaupps,, § sTocKmann tori. <
& 7}
> Walmart amazon QRakuten
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Moni perinteinen toimija myos empii paikkaa talla

akselilla

VERCETHAUPAT

Suomalainen kauppalegenda
siirtyy Amazonin malliin - avaa
verkkokauppansa myos muille
myyjille

Walmart's marketplace items get free 2-day shipping,
in-store returns

e

Wbt

Tesco shuts its non-food website, Tesco
Direct

500 jobs at risk as company concludes it cannot make the loss-
making arm profitable

el

Tesco Is shutting down its clothing and homewares website Tesco Direct in a
surprise move that puts 500 jobs at risk,

Staff were briefed on Tuesday afternoon about the decision to close the loss
making website which was the supermarket giant's attempt to take on Argos
and Amazon by selling everything from sofas to TVs and toys.

Tesco admitted it couldn't see a way to make the website, which launched in
2006, profitable, As a result the retailer said approximately 500 staff were at
risk of redundancy.
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Alibaba G
PP

amazon

®Rakuten

Liiketoimintamalli

"Pureplay” markkinapaikka

GMV (Gross
Merchandise Value)
(Arvio, 2018)

$820 miljardia

Liiketoimintamalli

Hybrid markkinapaikka
(1099 logistiikkakeskusta,
MWPVL)

Liiketoimintamalli

“‘B2B2C”
markkinapaikka

Markkina arvo (kesa
2020)

$545.4 miljardia

GMV (Gross
Merchandise Value)
(Arvio, 2018)

$277 miljardia

GMV (Gross
Merchandise Value)
(Arvio, 2018)

$117 miljardia

Liikevaihto (2019)

$64.9 miljardia

Markkina arvo (kesa
2020)

$1233.4 miljardia

Markkina arvo (kesa
2020)

$9.6 miljardia

Nettotulos
(2019)

$22.1 miljardia

Liikevaihto (2019)

$280.5 miljardia

Nettotulos
(2019)

$11.6 miljardia

Aktiiviset asiakkaat
(arvio)

466 miljoonaa

Markkinapaikan
myyjat

8.5 miljoonaa

Liikevaihdon kasvu
2017/2018 vs.
2016/2017)

Aktiiviset asiakkaat
(arvio)

310 miljoonaa

Markkinapaikan
myyjat

2 miljoonaa (n. 50% of
myynnista)

Liikevaihdon kasvu
(2018 vs 2019)

Liikevaihto (2019)

$11.1 miljardia

Nettotulos $0.2 miljardia
(2019)

Aktiiviset asiakkaat 95 miljoonaa
(arvio)

Markkinapaikan myyjat 45 000

Liikevaihdon kasvu
(2018 vs 2019)
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Mita uutta markkinapaikat siis tuovat?
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Laajat palvelut ja valikoimat, seka hinta Arvoketjun sitouttaminen Kuluttajien osallistaminen
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Ekosysteemi ja kuluttajien sitouttaminen yksi

erottava tekija

Ecosystem Rewarding Members Using Many Services

zox XOX

ORakuten
kﬁ Marketing -
Edy
KOE H &3 5, ;é

Over 70 Group Services

CH for 106M Members L
SHOWTIME Qg D % m m

OMobile SENSLESE
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Tiedon saumaton ja reaaliaikainen vaihdanta on myos

keskeista

Due
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Esimerkki Amazon. Amazonin kasvun uskotaan vain

Jatkuvan 2020-luvulle

Projected retail e-commerce GMV share of Amazon in the United States from 2016 to

DOWNLOAD
5% () l'N(.I = PO I k3 xas l & pe1 I
ar
DESCRIPTION
§ t t 3 project A
market share in United States from 2 0
based on GMV. In 2017, A arket sh n
¢ retail t percent, this th
i X« f tly by 2021, By 2021
has been projected that t share w
t 0 pe t t me

Statista
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Esimerkki Amazon. Kirjakaupasta johtavaksi

teknologiayritykseksi
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Esimerkki Amazon. Logistiikan optimointi

Order/
Information ~ Product
Exchange Flow
—
4
Amazon
Affiliates eCommerce
0 Platform
Suppliers P
Stores
In Store
Supply Chain Customers
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r Esimerkki Amazon. Ekosysteemi asiakasarvon

| . .
=_ |ahteena

amazon amazon amazon

webservices™ Prime
am azon" | gl
“——fresh amazon fire | amazonech

£opngs: MDD~
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FREZEN FooRs

Amazon brings Whole Foods delivery to 10
new US cities

The Prime service has come 10 Las Vegas, New Oricans and Seattie,
among others

05 Wt FOODs Getvary $6rv0R & P vadatie i Cradone, Norm Caviea Lo
Ve, Memote, levesiee, Mashwite Terressee. New Oreas, Ouaturmg Cty
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Amazon bringing 2-hour delivery to Whole
Foods is a sneaky change in strategy, and it
could mean a big change is coming

Qoan

O N gty ¢ Aty 44 (v (v Sy debevery e v
Ve Fomds whores (hrwngh Prios Now
o BN o adliiend sgtion Bor growery Slivery, s satually & bage
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A
Whole Foods, Chicago, East Grand Avenue
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Esimerkki Amazon. Digin ja kivijalan yhdistaminen (2)

amazon mealkits
BOX TO TABLE IN ABOUT 30 MINUTES.

‘_,tﬁﬂ’"ﬂ

NN

Whole Foods, Boston
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ms Esimerki Amazon. Prime tarkea ajuri

2_  aslakasuskollisuudelle

Amazon Prime Members Heavily Outspend Non-Prime Customers

bers B ron-Prime Customers

amazon
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"I often get asked, “When are you going to open
physical stores?” That’s an expansion
opportunity we’ve resisted. It fails all but one of the
tests outlined above. The potential size of a network of
physical stores is exciting. However: we don’t know how
to do it with low capital and high returns; physical-world
retailing is a cagey and ancient business that’s already
well served; and we don’t have any ideas for how
to build a physical world store experience that’s
meaningfully differentiated for customers.”

- Jeff Bezos, Amazon Annual
Report, 2006

2006

2018
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Amazon — pian Suomessa?

>
Kauppalel’m = UUTISET  PORSS!  YRITYKSET  JOHTAMINEN  OPTIO  TOIMITILAT  BLOG

o TILAA q
Huhut Amazonin tulosta Pohjoismaihin alkavat
varmistua - "Nyt mekin alamme uskoa"

Amazon on efittlin valng logstitkassa. SAL3 on yli sata logistilthkakesiousta en puclith
MMM, KUVA FRIEDENANN VOGIL

Verkkokaupan odotetaan ilmoittavan aikeistaan huhtikuussa. Sivut
olisivat auki syyskuussa.
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Esimerkki Alibaba. Maailman suurin markkinapaikka

Alibaba Group Holding Ltd

NYSE: BABA [+ Follow |
157,44 usp +1.43 (0,92 %) +
27 Nov, 10.27 GMT-5 - Disclaimer

1 day 5 days 1 month 6 months YTD 1 year 5 years Max
250
200
150
100
50

2015 2016 0017 2018
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EXHIBIT 3 | China’'s Digital Ecosystem Is Highly Integrated

AMMER

Taobao

China's biggost mobile

commence

NOLT ALY eNt
and ol features
Tmall
China's Largest third-party
. s oy

retaniers

75% 80N share

JO

A direct 5203 ©COMMENCe
platform, JO manages such
functions as merchandising
and pricing (sienilar 10
Amazon

~10%-15% share

Suning, Vipshep, Gome

~5%-10"% share

Source: BCG analysis.

WeChat Pay
Payments integrated o
POPUALr MessagIng 30D

~20% share

Baldu Wallet
Paymonts system from

Lrpost search enging

~$% share

China UMS, $9bill,
ChinaPnR

~25% share

WeChat

Messag g 300 with
Megrased shoppng
features (a much-
expandod WhatsApp

~800 million
monthly users

QQ

Popular messaging app
wWith 2 greater focus on
Integrated games dlogging
(sular 10 WhatsADp!

~550 million
monthly users

Sina Welbo
ChNI'S Dost 3050

Qivl, PPS
China's ading wiko

platforms

~20™ share

Youku, Tudou

~20% share

Tencent Video

~15% share

LeTV, Sohu, Bilibin

~25% share

Note: Other social media and search sites were omitted bocause of their relatively small market share.

Baidu
China's brggost

ongne (5

~75% share

Shenma

MOS0 337 CH (N "™

~5% share

earch enpine

~5% share
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Esimerkki Alibaba. Kansainvalistymisen

mahdollisuudet?

“My vision is to build an e-commerce ecosystem that
allows consumers and businesses to do all aspects
of business online. We are going into search with
Yahoo and have launched online auction and payment
businesses. | want to create one million jobs, change
China's social and economic environment, and
make it the largest Internet market in the world.”

- Jack Ma, Interview Inc

2006

magazine, 2008

“In the past 15 years, we grew from nothing to this size
and 15 years from now, | want people to know
about Alibaba because it’'s everywhere. Fifteen
years ago, we wondered what ecommerce was, why
small business could use ecommerce, and Internet to do
business across the nation. | hope that 15 years
from now, people would forget about
ecommerce. It’s like electricity. Nobody thinks its
high tech today. Fifteen years from now, | don’t want us

to walk on the street still, talking about how and why
ecommerce can help people.”

- Jack Ma, Interview with Charlie

2015

Rose,2015
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Hs Mita vahittaiskaupassa menestyminen digiaikana

A edellyttia?

1) Ainutlaatuinen ja kilpailukykyinen tuotevalikoima, erottuva brandi ja imago.
2) Erinomainen asiakaspalvelu, asiakaskokemus ja asiakkaiden osallistaminen.

3) Edistyksellinen tiedon hallinta ja hyddyntaminen seka analytiikkaratkaisut yhdistettyna
fiksuun asiakaskohtaiseen tiedolla palveluun.

4) Kyky hyodyntaa ja kayttaa erilaisia palvelualustoja, ekosysteemeja ja
liiketoimintamalleja.

5) Todellisia kaytannon hyotyja ja palveluita tavarantoimittajille ja kumppaneille (esim.
Rakuten Super Points, Fulfilled by Amazon).
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w University of
Nottingham

~
UK | CHINA | MALAYSIA
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