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ONLINE & OFFLINE MERGE TOGETHER
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PRESENTATION FROM WECHAT TEAM’S MINI PROGRAM ECOMMERCE DIVISION
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TENCENT & ALIBABA: SOME KEY AREAS OF COMPETITION
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Highly dynamic and evolving China eCommerce market landscape
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E-COMMERCE IS RAPIDLY
EVOLVING INTO ‘NEW RETAIL

THE BOUNDARY BETWEEN
OFFLINE AND ONLINE COMMERCE
DISAPPEARS AS WE FOCUS ON
FULFILLING THE PERSONALIZED
NEEDS OF EACH CUSTOMER.




“THE ESSENCE BEHIND NEW
RETAIL IS TO APPLY THE IDEA
AND TECHNOLOGY OF THE
INTERNET TO RESTRUCTURE
PEOPLE, PRODUCTS, AND PLACE
IN AN ALL-AROUND WAY—FROM
THE PLACE OF ORIGIN TO THE
HANDS OF CONSUMERS.”

CTO OF HEMA SUPERMARKETS
TMALL FOUNDING TEAM



SOME OF ALIBABA’S RETAIL INVESTMENTS
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SOME OF TENCENT'S RETAIL INVESTMENTS
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Y1 HOU &3
HEMA FOUNDER & CEO

“« HEMA IS
NOT A SUPERMARKET, IT’S

NOT A CONVENIENCE STORE,
NOT A RESTAURANT,

NOR IS IT A VEGETABLE
MARKET.

SOME PEOPLE CALL IT
THE 4 NOTS ~»




VIDEO TIME

GET PREPARED FOR SOMETHING TO NOT WORK ;-)
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FLOOR SPACE BREAKDOWN IN TYPICAL HEMA STORE (2017)
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OFFLINE VS. ONLINE SALES

30 L
% -

.

40

(o)
/o 60

Y%

70
Y%

. OFFLINE
. ONLINE

*2018 HEMA SEPT MATURE STORES



THE GOAL

. OFFLINE
. ONLINE




China Mobile
China Unicom @

/NESER QQBrowser

Weibo Pim/fﬁﬂiﬁ

Mi Home Sheets

R @ 7 “all “ail 60% C2 11:35 PM

Amazon Sho..  Telegram bov

Huawei Apps Hani

Docs FEFRRE BEEIR

D

0 e @

EHREDR

25

THE HEMA APP



China Mobile -~ —
ina Unicom (& © @ RN O = “all “all 61% 1 11:29 PM
e WIDE SELECTION NOVELTY ITEMS

&
" ‘!‘i <?
EES7Ed SEEEIKFT

D ° /
7

K[XGEF ¢l

HRER FleatiE

L%

HRHEIR

EREE (AER) L%
15-18§ 250g9/& WE

KXRFRFE ABEm  BEKT EREX

¥68.00/=




REASONS FOR USING MOBILE PAYMENTS
FOR OFFLINE TRANSACTIONS

IT'S FAST
IT'S EASY
T BRING CASH WITH WE e 255
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DATA: TENCENT PENGUIN
CHINACHANNEL.CO INTELLIGENCE SURVEY PLATFORM
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3RD PARTY MOBILE PAYMENTS MARKET (2018)

OTHERS

WeChat Pay

TENPAY ALIPAY

CHINACHANNEL.CO DATA SOURCE: ANALYSYS LTD. Q2 2017






3RD PARTY MOBILE PAYMENTS ($TN)
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2015 2016 2017 2018 2019

DATA SOURCE: FORRESTER RESEARCH (US), IRESEARCH (CHINA)

CHINACHANNEL.CO



“IN TRADITIONAL RETAIL THE
PAYMENT IS ACTUALLY SEEN AS A
PROCESS THAT HAS TO BE DONE BUT
DOES NOT CREATE VALUE IN OF
ITSELF.

IN THE FACE OF THE EMERGENCE OF
MOBILE PAYMENT WE HOPE THAT IT
IS POSSIBLE TO CREATE VALUE IN
THE PAYMENT LINK ITSELF...”

LILIAN HUANG #ff

DEPUTY GENERAL MANAGER OF
WECHAT PAY {5 X {18l 22




CASE STUDY

DIGITALIZATION OF CUSTOMER EXPERIENCE
MORE THAN JUST PAYMENTS...
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VIDEO TIME

GET PREPARED FOR SOMETHING TO NOT WORK ;-)
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3 KM RADIUS
30 MINS DELIVERY
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NOV 2017 - 0 STORES

MARCH 2019 - 2,200 STORES

» Grey = under construction
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3. When order is ready confirm it's yours
by holding up your in app order code to this
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Luckincoffee | Use Wechat as a channel to gain customers continuously

Conversion: Highly Efficient Local promotion for new stores opening
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3 CHINA MODELS AIMED AT
INCREASING EFFICIENCY
& REDUCING COST
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VIDEO TIME

GET PREPARED FOR SOMETHING TO NOT WORK ;-)
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VIDEO TIME

GET PREPARED FOR SOMETHING TO NOT WORK ;-)
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TED HOPKINS, SENIOR DIRECTOR
WALMART CHINA ECOMMERCE

NOV 2018: 17 MILLION USERS RN iy,



WE SAVED THE BEST TILL LAST...
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BROWSING TIME BREAKDOWN
(DISPLAY STAND LEFT)
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FIND ME AT:

WEB: CHINACHANNEL.CO
TWITTER: @IBRENNANCHINA
PODCAST: CHINA TECH TALK

LINKEDIN: LINKEDIN.COM/IN/MATTHEW-BRENNAN/

WECHAT:




THE UNICHANNEL FUTURE OF NEW RETAIL
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Matthew Brennan

Managing Director
China Channel
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