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Class Editori and WeChat agreement in Italy: is Italy really 
ready? 
 
By Saro Capozzoli, Fiorella Lamberti, Enrico Borsari -Jesa 
 

In Europe, where most countries enjoy established welfare sys-
tems, individuals use computers, tablets and the like to access the 
internet and its digital contents. In developing countries instead, 
people have different technological habits. In such markets, indi-
viduals learn to use smartphones (devices less expensive than com-
puters) to enjoy the benefits of the internet. 
 

In China, the number of smartphones already soared quota 1.4 
billion, with a penetration equal to the 80% of the entire Chinese 
population. Such a diffusion persuaded software producers to design 
and engineer application (for instance, WeChat and Baidu) specifically 
addressed to smartphone-like apparatus and platforms. 
The new communication mean and its heavy usage facilitate the 
natural shift of companies’ advertisement and sales initiatives from 
traditional channels to digitalized ones. 

The response of consumers to such initiatives has been heavy. The 
shopping carried out on e-commerce platforms is spreading two times 
faster when compared with other means and its growth reached + 48 
points percentage on an annual basis.  
In 2013, with a transaction volume of 307 billion USD, China already 
had the biggest online market worldwide. In 2014, estimates by 
Forrester, an independent research institute, appraised the size of 
such a marketplace in 440 billion USD, a value roughly amounting to 
1/10 of the entire retail segment. In 2019, online sales are expected to 
overtop 1 trillion USD. 

Through the agreement signed with WeToBusiness, the Italian op-
erative branch of WeChat, Class Editori wisely secured the expected 
growth of the Chinese e-commerce marketplace. However, despite the 
solidity of the upcoming future, the naïve opportunities depicted in 
Class Editori’s announcement will harshly crash before the Italian re-
ality and Chinese market’s technical barriers. 
 
In fact, the Italian companies equipped to sell online (approximately 
30 thousand) amount to the 3% of European “digitalized” companies 
only.  
Even though in Europe, e-commerce opportunities are blooming as 
well (the segment grow + 18% a year), Italian companies are not able 
to seize the moment. Apparently, it is still judged more effective to look 
for new customers through traditional channels such as fairs, instead 
of physically support foreign distributors, hence sharing the burden of 
the overseas expansion. 
 
Currently, while 1.2 billion of people – out of the 4 that use internet, 
actively buy online as well, Italian domestic companies are still heavy 
entrenched in old commercial means and method. They rarely resort to 
approach the internet even in a light way (e.g., communicating 
through Facebook only). 

WeChat is one of the most effective platforms that a company 
could use to obtain a large visibility on the Chinese web-based sales 
market. WeChat boundless network externality is due to the quality of 
services and features supplied to the clientele. Advanced chat means, 
video- and voice-calls, possibility to do direct payments, are some of 
the qualities that let WeChat to stand out against others market in-
cumbents. 
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Clearly, companies able to offer a well-framed communication on 
WeChat can enjoy a high degree of visibility.  
Likewise, a structured communication targeting in a proper way the 
Chinese market must be ideated and created before being even im-
plemented.  

On this purpose, some questions naturally show up. How to build 
an effective communication framework? How to follow up sales? How 
to activate post-sales assistance on Chinese land? How to build con-
nections and contacts’ “grid” so as to develop company’s portal? 
 
If Italian companies are not ready to digitally attack the very same 
European market, it is very difficult to understand the way they could 
manage to enter the Chinese market. The latter, not only requires a full 
Chinese speaking and writing proficiency, but also has unique and 
peculiar features. For instance, Italian companies must understand 
that because of internal market habitudes, Chinese people would 
unlikely resort to accept delivery’s lead times lasting more than 24-48 
hours. 
 
It is true that, for those goods sold by e-commerce means, new norms 
envisage facilitations in customs transit. 
Nevertheless, we firmly believe that tick technical and procedural 
barriers, could still represent a big hurdle to the expansion of distance 
sales. 
 
Barriers are not only technical, but also cultural. In fact, it will be both 
necessary and difficult to attract a public that speaks neither English 
nor even Italian but that, at the same time, expects goods to be de-
scribed and presented in a language they are comfortable with.  

Companies cannot even presume to build up a clientele-set from 
Italy. In fact, customer segments rather originate from direct inter-
actions among companies’ local marketing department and the cli-
entele.  
It is pivotal to be equipped with a local structure able to check and 
timely advertise company products and initiatives. Once an account on 
WeChat is opened, it needs to be managed and checked on a daily 
basis, in a systematic and professional way.  
China-based companies’ operating on e-commerce markets know 
about this fundamental requirement. 
 
In accordance with our point of view, none of these tasks and diffi-
culties are simply manageable from Italy.  
The reality is that long distance transactions contain much more de-
gree of complexity that it could seems at first glance.  
 
For these reasons, Italian companies foreseeing in the Chinese mar-
ket’s evolution an opportunity for a jump in sales, must envisage the 
necessity of a direct participation in the territory. After-sales assis-
tance and punctuality in goods’ delivery require a persistent and tan-
gible presence in China. Neither online provider nor any mo-
bile-designed platform take charge of products’ storage, collection and 
returned goods handling. 

Furthermore, custom clearance and barriers transit can become 
even more complex in case of products in need of special quality and 
standards’ certifications. For instance, custom clearance for Olive Oil is 
a long process, which can even last more than one month. 
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We do not know in which way the agreement between WeChat and 
Class Editori can solve these problems.  

What we know is that these very same perplexities persuade 
Amazon to build its hub (we are not talking about books only but about 
the entire Amazon’s offer instead) beyond Chinese customs, directly 
on Chinese land. 
 
Beyond doubt, WeChat is an effective channel to both communicate 
and advertise companies’ range of products. 
However, WeChat can assure advantages only when Companies 
commit to handle communications and assistance from Chinese land. 
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For inquires and suggestions regarding this 
newsletter or for any other concerns, please 
contact us anytime at:  
 
enrico@jesa.com.cn 
 
Our Newsletters:  
http://www.jesa.com.cn/jesa/Index.p
hp/Publication/news.html 
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Good planets suitable for  
Humans are hard to find.   
Please think of the environ-
ment before printing 
 

JESA is now associated with  
ITALCHAMBER - FINLAND 

Suomalais-italialainenKauppakamariyhdistysry 

 

Saro Capozzoli, founder of Jesa, was elected 
as new member of the Chamber Board. 

Jesa looks forward and seeks new investment 
opportunity for its clients. 
 

 

 

 

 

 

 

 

ADDRESS IN SHANGHAI 

LANE  112  FENYANG  ROAD  –  HOUSE 

4 
200031  SHANGHAI  -  CHINA 
Tel  +86 21 64331555   
Fax +86 21 62880072  
 
Offices also in: 
Saudi Arabia, Mongolia, Chile  
 
LEGAL NOTICE 
The content of this newsletter is com-
posed and written by JESA, and thus it is 
not reproducible and cannot be diffused 
indiscriminately without JESA’s consent. 
The purpose of this newsletter is to 
keep our contacts informed about im-
portant changes occurring in China; any 
use of it that differs from the initial 
purpose must be authorized by JESA.   
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