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E-commerce: new arising opportunities in the growing China 
 
By Saro Capozzoli, Beatrice Bin 
 
E-commerce in China is nowadays a much stronger phenomenon than 
it is in the US. In fact, China has become the first market in the world 
for online shopping, with a transactions volume of 562 billion USD a 
year and an annual growth rate of 25%, which is forecasted to double 
in the next few years. At this stage, around 600 million Chinese cus-
tomers prefer the online shopping experience rather than queuing for 
their turn in the fitting room. It’s the Chinese government that is in-
centivizing online shopping and the reasons are diverse. First, the 
government wants to improve cross-border transactions; second, 
because online payments are safe and traceable; and, finally, because 
the government would like to boost internal consumption and the 
development of ICT sectors. 
 
The Middle Kingdom e-shopper doesn’t need to be comfortably sit and 
relaxed on his sofa to focus on e-purchasing the latest hi-tech device, 
the most moisturizing cream or the trendy romper suit for his baby. On 
the contrary, the Chinese e-shopper is ready to buy anything at any 
moment: while he is waiting for the metro, or when he is walking home 
after a long day at work, at the restaurant or even during his lunch 
break in the office, all this is possible thanks to the so called 
m-commerce.  
 
M-commerce, which stands for mobile commerce, has completely 
revolutionized the constraints related to space and time, allowing 
every kind of purchase through your personal mobile device. In China, 
80% of online transactions are carried out through smartphones and 

this ratio will most likely increase in the near future. 
 
In the Chinese market, the m-commerce has been developing in such 
a rapid way thanks to several Apps, such as the ones created by 
JD.com and Alibaba, which allow a fast and easy purchase of the se-
lected goods. This kind of expense is also mindful and cautious because 
customers can compare prices and read the other e-buyers reviews on 
the same item. Moreover, what really matters in the spread out of 
shopping through smartphones is the easy payment feature: products 
can be pay with electronic coins or even with facial recognition systems. 
Generally, the payment via smartphone requires around 67 seconds 
less than a regular payment via laptop. 
 
In addition, the Chinese logistic network efficiency allows the fast 
distribution of the goods all over the country, including second and 
third tier cities and the remote country side of Mainland China, in only 
48 hours. JD.com owns 97 storages in 39 different cities and, in 2013, 
has completed 320 million orders; in 2014, 10 billion packets have 
been shipped all over China, of which about 50% pertained to Alibaba 
with its platforms Taobao and Tmall. 
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Alibaba is, in fact, the largest e-commerce player in the Chinese online 
market and it targets to become the most important one also on a 
global level. Only two days ago, on November 11th, transactions 
through Taobao and Tmall reached a value of $9.3 billion in just twelve 
hours. And, at 8 AM, the sales amount reached 3.1 billion USD. 
However, November 11th is a special day in China. It is indeed the so 
called Single’s Day, the Chinese anti-Saint Valentine, established in 
2009 by Jack Ma, Executive Chairman at Alibaba, in order to celebrate 
single people by letting them cuddling their selves with discounted 
prices on e-stores. This year Alibaba allowed 5,000 foreign brands 
coming from 25 different countries to participate in this “shop till you 
drop” day. 

 
Source: Jesa Investment & Management 

 
As underlined by Saro Capozzoli, the founder of Jesa Investment, 
during his speech in November at the conference “International Forum: 
Focus on Asia Pacific” organized with Unicredit and Confindustria: «the 
e-commerce represents a huge opportunity for foreign companies that 
want to boost their businesses in China». 
 
Even though the European figures related to the e-commerce business 
are still low compared to the Chinese ones, companies can anyhow find 
great growth opportunities, especially if they start selling their prod-
ucts abroad. 
As an example, in 2015 the 30,000 Italian companies that export their 
products to foreign markets (4% of the total number of companies) 
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increased their revenues by 40%. As Jesa points out, the key success 
factor in the e-commerce world consists in adopting a global digital 
strategy changing the management attitude from a passive logic to a 
pro-active one, placing a coordination office in the local market. A 
win-win strategy could involve the set-up of a commercial branch in the 
destination market, in order to establish a close relation with the local 
market. Another way to enter the Chinese market might be the ex-
ternalization of the distribution and logistics service to a local company, 
aiming at getting high efficiency practices and low costs, or, last but not 
least, through a partnership agreement with a strong local player. 
 
Nevertheless, Saro Capozzoli explains that foreign companies must not 
consider the e-commerce as a shortcut to FDIs towards China: «it’s 
unrealistic to think that we can sell goods to China while we keep our 
staff in Europe; we shouldn’t believe online sales can be carried on 
without a strong direct presence in the local destination market. The 
opportunities are copious, in particular for companies working in the 
fashion, design and food&beverage businesses, but it is necessary to 
be ready for the challenges that the Chinese market manifests». 
 
In order to get a long-term success with Chinese characteristics, 
companies need the right positioning, a well-developed online mar-
keting strategy (in Chinese and for Chinese people), and a strong local 
presence. 
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SHANGHAI’s Headquarters 

 
LANE 112 FENYANG ROAD – House 4 
200031  SHANGHAI  -  CHINA 
Tel  +86 21 64331555   
Fax     +86 21 62880072  
 
Offices also in: 
Saudi Arabia, Mongolia, Chile, Finland  
 
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 and 
worldwide. Any use of it must be au-
thorized by JESA.   
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