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COURSE CONTENT (II)

2. USE OF MARKETPLACES AS AN INTERNACIONALIZATION TOOL

Marketplaces represent the "new virtual distribution", and their weight is more or less important depending on the sector in which the
company operates. Knowing your value proposition is an essential matter in order to judiciously evaluate the advisability of incorporating
your services, in a complementary or alternative manner, to the direct online sales strategy.

· Types of marketplaces: B2B vs. B2C, Ebusiness Vs Ecommerce: its integration with the digital strategy.

· Profiles involved: Purchasing Director, Ecommerce Director and Export Director.

· The migration from B2B to B2C: Alibaba Vs. Aliexpress, Amazon Vs. Amazon Business.

· Main B2B marketplaces.

Value proposition, functionalities and costs.

Examples of horizontal and vertical marketplaces

Main vertical B2B marketplaces in the agri-food sector

Main B2C marketplaces.

Value proposition, functionalities and costs.

Examples of horizontal and vertical marketplaces

Main vertical B2C marketplaces in the agri-food sector

· Main service marketplaces.

Value proposition, functionalities and costs.

The impact of COVID-19: the conversion of Traditional Fairs into Virtual Platforms

Some examples from the agri-food sector

Some directories:
• www.emarketservices.com. 
• https://marketplaces.innovaexport.com/
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THE MAIN TRADING PLATFORMS ARE MARKETPLACES
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Online platform where international digital buyers from around the world made their most recent
international digital purchase in September 2019

The study of cross-border e-
commerce buyers,
conducted in 26 countries,
revealed that Amazon, eBay
and Alibaba accounted for
60% of all international
purchases.

THE MAIN TRADING PLATFORMS ARE MARKETPLACES
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ADVANTAGES AND DISADVANTAGES OF MARKETPLACES

ADVANTAGES
• It's cheaper

• Easier to operate

• High customer traffic from time
zero

• Greater national and international
visibility in search engines

• Generates more confidence to the
client and the seller

• It has many processes and services
secured by the Marketplace

• Forget about technical and
maintenance problems

DISADVANTAGES
• You pay Commissions, the margin is

reduced

• Your competition is too

• Your customers are not your
customers

• You do not dominate the design and
structure
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VALUE CHAIN CONTROLLED BY INTERNET GIANTS

TECHNOLOGY
•Amazon Web 
Service

•Google Cloud 
Storage

•Aliababa SaaS 
Solutions

•Amazon WebStore

•Alibaba Cloud 
Computing

DISTRIBUTION
•Amazon Marketplace

• eBay

•Rakuten

•Taobao

•T mall

•Google Shopping

•Google express

MARKETING
•Google 
Adwords
•Facebook Ads
•Linkedin Ads
•Twitter Ads….
•Amazon 
Product Ads
•Alimama

ONLINE 
PAYMENTS
•Alipay
•PayPal
•Aple Pay
•Amazon 
Payments
•Google Wallet
•Facebook Buy

LOGISTICS
•Fulfilment By
Amazon
•Cainea
•Fulfilment By
Alliexpress
•Gooble
(Buffer Box)
•Ebay Global 
Shipping
Program

CUSTOMER 
SERVICE
•Amazon 
Markeplace
•QQ, We
Chat
•WhatsUo
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PROFILES INVOLVED: THE PURCHASING DIRECTOR

Broadly speaking, this is the person in charge of outlining the
company's procurement policy for both products and services as well
as their quantity, quality and price.

Among some of his tasks…

• Set the budget items for each expense.

• Track purchases to check that budgets are met.

• Determine the retail prices of your products to obtain profits.
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SKILLS: 

Leadership

Negotiating skills

Market knowledge

Technological skills

PROFILES INVOLVED: THE PURCHASING DIRECTOR
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PROFILES INVOLVED: THE DIRECTOR OF E-COMMERCE

The Director of E-commerce is ultimately responsible for the proper management of an electronic commerce or
online store. Its objective is to publicize the evolution of electronic commerce at a global level, the new customer
purchasing trends and digital trends.

Among some of his tasks…

• Elaboration of budgets according to channel as well as their control and ROI.

• Jointly define the strategy and objectives of the e-Commerce channel.

• Manage the existing team.

• It is in charge of the contracting and supervision of suppliers and the negotiation with partners.
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SKILLS: 

They are normally profiles with eight years of experience in E-commerce, five in Online Marketing, more than five
managing teams and with experience in business metrics.
They also have leadership and business vision, are usually analytical and executing profiles and have a high level of
English.

PROFILES INVOLVED: THE DIRECTOR OF E-COMMERCE

Document: MOOC Agrosmart Global

AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

www.ecommerce-news.es
107



An export director is a person who must have as a basic and fundamental function that of obtaining business for his
company. The export director is a person dedicated to knowing the market and aligning the company with its needs:
transmitting reality within the company and the company to its environment.

It must be a person who understands the current world and knows, or at least cares to know, the complex reality, not
only economic or commercial, but also cultural and sociological in which the globalized world lives.

PROFILES INVOLVED: THE DIRECTOR OF E-COMMERCE
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FUNCTIONS OF THE EXPORT DIRECTOR:

· Preparation of contracts.

· Management before financial entities.

· Selection and hiring of commercial agents, distributors.

· Evaluate participation in fairs, exhibitions and business rounds.

· Responsibility in communications with clients, representatives.

· Control of the entire physical distribution chain of the merchandise.

· Organize files.

· Follow-up of the entire export process.

PROFILES INVOLVED: THE DIRECTOR OF E-COMMERCE
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MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

BRIEF HISTORY OF ALIBABA GROUP…
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ALIBABA, MORE TAN JUST A MARKETPLACE

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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ABOUT ALIBABA.COM

Alibaba.com is a platform (marketplaces) that connects exporting companies with importing companies (b2b)

Thanks to this international platform, companies can export their products by finding importing companies from
more than 190 countries that want to buy said products to distribute them.

It is the largest b2b platform in the world with more than 96 million registered importing companies (buyers) and
more than 4 million registered exporting companies (sellers) to offer their products.

Alibaba.com belongs to the Alibaba Group, a private Chinese consortium dedicated to electronic commerce on
the Internet.

WHAT IS ALIBABA.COM?

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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ALIBABA.COM is not a CHINESE marketplace, it is a marketplace (platform) of Chinese origin where we find
exporting companies from all over the world offering their products and importing companies from all over the
world demanding their products.

ALIBABA.COM is not a B2C marketplace, that is, it is not a marketplace to offer its products to the final
consumer. Alibaba is a marketplace between companies to export/import products. The final consumer version
of Alibaba is called ALIEXPRESS and at the moment only Chinese companies can sell on it.

WHAT ALIBABA.COM IS NOT

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

ABOUT ALIBABA.COM
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https://www.youtube.com/watch?v=X9eToqxqz7Y

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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ALIBABA.COM IS THE GLOBAL BENCHMARK B2B MARKETPLACE

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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WHY SELL ON ALIBABA.COM?

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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ALIBABA MAKES IT POSSIBLE TO REACH THE WHOLE WORLD

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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ALIBABA'S SIZE CONTINUES GROWING

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

Document: MOOC Agrosmart Global

AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

www.ecommerce-news.es
118



HOW IT WORKS:

It all starts on the search page. Through it, users will be able to find both products and company profiles.

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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ALIBABA’S SEO:

The products of the companies that best manage their Alibaba profile will be the first to appear on the search screen that
we have previously shown. And it is that, like Google, Alibaba rewards those optimized products. That is, they contain good
keywords studied in depth, a good description, they respond to queries quickly, etc.

To sum up, the companies that manage their Alibaba profiles on a daily basis to improve them and keep them updated will
be the first to appear and, therefore, the ones that get the most visits.

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

Document: MOOC Agrosmart Global

AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

www.ecommerce-news.es
120



SEARCHES ON ALIBABA.COM

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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SEARCHES ON ALIBABA.COM

With the keyword: Rioja wine
There are 466 references 288 references
that come from Spain

With the keyword: Rioja wine
Gold Supplier Total : 22 
Gold Supplier in Spain: 8 

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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SEARCHES ON ALIBABA.COM

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

SEARCHES ON ALIBABA.COM
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INQUIRIES OR INFORMATION REQUEST (DIRECT):

Once users review the products and opt for one or more, they will make an inquiry through chat with the seller. Thanks
to this tool there will be good communication and the agreement can be closed, either through this chat or externally
by phone or email.

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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INQUIRIES OR INFORMATION REQUEST (DIRECT)

Thanks to the chat that we see in the image we
can also ask the buyers for more information,
both to contact them and to gain reliability
from them. To do this, Alibaba.com shows us
the movements of the buyer in the last 90 days.

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

Document: MOOC Agrosmart Global

AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

www.ecommerce-news.es
126



In this example we see how this contact "Tom Smith"
has made a query for this wine. In the last 90 days
you have made 165 valid queries, that is, they have
been answered. For only 9 spam (promotional). You
have viewed 227 products. In this case, leave a
phone number and email, so it would be an
attractive query to get in touch with him.

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

INQUIRIES OR INFORMATION REQUEST (DIRECT)
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MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

INQUIRIES OR INFORMATION REQUEST (DIRECT)
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RFQS:

What are RFQs? They are Request of Quotation, that is, requests for information from potential Alibaba
customers, who post an advertisement on the Alibaba website with the products they need. Sellers, you can
present proposals to these potential customers.

Example: Spanish Wine

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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RFQs:

Example: Spanish Wine

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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HOW DO IMPORTERS FIND EXPORTERS?

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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TO SELL AS GOLD SUPPLIER: 

Any international online sales strategy must take into account Alibaba, the e-commerce giant that is unmatched by
any other in numbers. Selling internationally through the Chinese giant Alibaba is a guarantee of success for any
digital business. But to take a business to a higher level, you need to become a Gold Supplier, that is, to be one of
the most privileged members of the Alibaba network to reach the millions of buyers around the world at any time.

Why sell as a Gold Supplier? Below we explain the reasons why a company would be interested in being a gold
supplier.

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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TO SELL AS GOLD SUPPLIER: 

Being Gold Supplier we appear in the first positions
in Alibaba results (greater visibility). Why is this
aspect of utmost importance?

- 90% of buyers only see sellers who are on the first
or second page.

- 82% of quote requests are about products listed in
position 1 and 2 on the first page

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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POSSIBILITY OF ANSWERING RFQS

Only Gold suppliers will be able to respond to budget requests published by importing companies for
an exporting company to respond to. There are 6 times more chances of closing a sale by RFQ than by
Inquiries.

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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ALIBABA AUDIT:

Being a Gold Supplier, Alibaba performs an audit that provides reliability to buyers (importing companies). In
other words, Alibaba analyzes the data of the companies that decide to contract the Gold Supplier option with
the aim of assuring buyers who trust it of its good practices and reliability.

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

Document: MOOC Agrosmart Global

AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

www.ecommerce-news.es
135



ALIBABA: CUSTOM COMPANY PAGE DESIGN

This advantage will be very important in order to differentiate itself from other vendors through the company's brand
image. Every buyer who makes an inquiry to any seller wants to know who he is contacting, therefore this company
page will be the first thing he sees of our company and therefore his first impression of it. It is important that the
buyer perceives a feeling of exclusivity when browsing the page.

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS
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MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

ALIBABA: CUSTOM COMPANY PAGE DESIGN
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ALIBABA: CUSTOM COMPANY PAGE DESIGN
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ALIBABA: CUSTOM DESIGN OF THE COMPANY
PAGE. SOME EXAMPLES OF AGGREGATOR
PROJECTS
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Showcase

Being a Gold Supplier, a series of star products from our catalog can be displayed in a very
visual way. A product displayed in the storefront receives 100 times more clicks than a normal
product.

ALIBABA: TOP PRODUCTS SHOWCASE
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Biztrends is a market analytics tool within Alibaba. Alibaba's platform is an international marketplace of 96
million buyers. Biztrends provides analytical information on any sector translated into sales, prices, etc. That
is to say, valuable information that, handled correctly, becomes competitive intelligence.

Knowing how to get the most out of the analytical and competitive intelligence tools that this platform
integrates will allow international business to be promoted to a new level.

In this way, alibaba.com Gold Suppliers can develop the best internationalization strategies by obtaining and
managing first-hand and exclusive information on sectors, countries and competitors in B2B markets.

Biztrends

ALIBABA: MARKET AND PRODUCT ANALYSIS TOOLS: BIZTRENDS
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INTERNATIONAL FAIR GOLD SUPPLIER MEMBER 

COST

Flights: $1,000 Expenses (hotel 
restaurants) $80/Night Stand 

rental: $3,000 / $10,000 Other 
costs (travel). $2000

Between 1.399 - 5.999 $ year

TIME 3-7 days / year
8 hours per day

365 days / year
24 hours / day

POTENTIAL 
BUYERS 200.000 visitors 100,000,000 registered buyers

REACH Generally one country More than 190 countries

CONTACT Face to face Email, Fax, Tel, Chat online

ALIBABA: ONLINE/OFFLINE COST COMPARISON
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GOLD SUPPLIER FEES
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GOLD SUPPLIER FEES: MODALITY WITH GREATER VISIBILITY ($5,999 / YEAR)

www.ecommerce-news.es
145



AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

Document: MOOC Agrosmart Global

MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

The cost of incorporation is zero
and that, simply, with each sale
generated through Aliexpress, the
platform charges a commission per
sale of between 5% and 8%.

ALIEXPRESS is the B2C Marketplace of the Alibaba Group, it is strengthening its entry into Spain-Europe for 
its B2C sales channel, offering shipments to its consumers in an estimated period of 2 to 5 days.

ALIEXPRESS
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MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

▪ 150 million users.

▪ 200 million monthly visits.

▪ 400 million shipments per day, globally.

▪ 15.9 million buyers in Spain and Russia.

▪ Now, it is open to suppliers in other countries.

ALIEXPRESS
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ALIEXPRESS FOR INTERNATIONAL SALES

56% of cross border sales, which are made to another country in the European area, are made
through marketplaces. And of these cross-border sales, 20% are made through Aliexpress..
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ALIEXPRESS IS A GLOBAL MARKETPLACE
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MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

Aliexpress announces that the 
company's next key steps for Spanish 
sellers will be:

• Marketing actions within your 
platform.

• Opening of the sale in Europe to a 
GLOBAL sale for Spanish sellers.

Initially, Spanish sellers on Aliexpress will be able to offer their products throughout Europe, with the seller 
choosing which countries to sell to.

SELL ACROSS ALL EUROPE WITH ALIEXPRESS:
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REGISTRATION ON ALIEXPRESS:
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REGISTRATION ON ALIEXPRESS:
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You can start uploading products to the platform, registering your BRAND or if you prefer, without a brand name at the 
beginning.

There are different possibilities to upload the products to
the platform:

• Manual product upload.
• Mass product upload with Excel.
• Integration of products with the official Aliexpress API.
• Integration of products with modules for PrestaShop,

WordPress, Magento, etc.

ALIEXPRESS: UPLOAD OF PRODUCTS.
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MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

The space within the Aliexpress platform can be adapted and personalized, without losing the brand
image and its values, but reaching hundreds of millions of national and international users.

YOUR STORE IN ALIEXPRESS: 
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MIGRATION FROM B2B TO B2C: ALIBABA VS. ALIEXPRESS

❑ The seller provides a specific catalog depending on the user's country of purchase
(personalization of content, currency, etc.).

❑ Multiple forms of payment and shipping at the buyer's choice.

❑ Sellers have complete freedom to customize their shipments. Being able to maintain its brand
image and favoring the loyalty of its customers.

❑ The commissions in the means of payment are supported by Aliexpress, the seller has to pay
only the commission per sale.

❑ Each seller will have a person who will offer them support within the Aliexpress platform, an
Account Manager.

❑ With a Cross Border Ecommerce model, you can sell anywhere in Europe. We suggest starting
with a number of priority countries and then expanding to secondary target markets.

ADVANTAGES OF YOUR PROJECT ON ALIEXPRESS:
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ALIEXPRESS
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ALIEXPRESS
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ALIEXPRESS

EXTERNAL TRAFFIC: AFFILIATE PROGRAM
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ALIEXPRESS

AFFILIATE PROGRAM
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ALIEXPRESS

Now that the products are already being advertised externally, it's time to accompany it with internal traffic
and mix everything well. To get internal traffic, the best recommendation as a new seller is to register a few
Freebies. These will generate high traffic in a few days, which, mixed with the retargeting of the affiliate
program, will multiply your traffic.

INTERNAL TRAFFIC: FREEBIES

www.ecommerce-news.es
160



AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

Document: MOOC Agrosmart Global

ALIEXPRESS - FREEBIES

They consist of selling certain products with a symbolic price of €0.01, promotions used mainly when
launching a new product to increase its visibility, positive ratings and search engine positioning.

The products included in this type of offer will appear in the “Freebies” section within the AliExpress home
page. Only buyers who access through the AliExpress APP will be able to access them.
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ALIEXPRESS - FREEBIES

Freebies are products that are raffled among buyers
who request them, and the platform decides who to
give them to based on various factors such as their
activity within the platform or the positive reviews
generated or their score as a buyer. In return, the
product can improve your sales ranking and positive
reviews. Ask the user to leave a review of your
product.

The assessment by the buyer chosen in the draw is
prior to the purchase process.
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ALIEXPRESS - FREEBIES

Once finished your first Freebies, and already having the first sales and evaluations, you can
already be able to generate PROMOTIONS
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ALIEXPRESS

STORE PROMOTIONS ARE INDIVIDUAL PROMOTIONS THAT EACH SELLER DECIDES TO DO ON THEIR 
OWN STORE.

Products at reduced prices for a
period of time established by the

seller.

Discounts, free shipping or other
advantages for those customers who
exceed an average purchase volume
or value established by the seller.

Discount coupons that
appear on the product
information page.

(Only available for the APP): Offers on
a group of products so that, when
selecting a product from the group,
discounts appear on the remaining
products. For example, for the purchase
of a pair of glasses, we reduce the price
of the matching glasses case.

Discount codes created by
the seller, which they
decide to give to whomever
they choose or include it on
the product information
page. This type of
promotion is designed to
retain frequent customers
and give them a special
discount.
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ALIEXPRESS

ALIEXPRESS DAILY PROMOTIONS

Offers, discounts, which are made on a recurring basis and have a defined place within the AliExpress home
page:

- FREEBIES (only available for the APP): recommended above all to publicize new products. It consists of
giving products to some users in exchange for trying them and generating an assessment of them. Already
commented above.

- FLASH OFFERS: Recurring promotions that consist of setting a special price for a limited period of time
(48H). The products participating in this promotion will appear in the “Flash Deals” section that you can
find on the AliExpress homepage, and buyers will also be able to see the next day's deals in “Upcoming
Deals”.
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ALIEXPRESS

These promotions appear on the
main page of AliExpress, but they
are only for qualified sellers.

LIGHTNING DEALS

www.ecommerce-news.es
166



AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

Document: MOOC Agrosmart Global

ALIEXPRESS

These types of promotions consist of
putting a special price on a series of
products for a period of 48 hours.
After this time, the discount will no
longer be available and the product
will return to the original price. This
generates in the client the need to
buy immediately, since if they wait
they can lose the opportunity. Sellers
who sign up for “Flash Deals”
generally increase their sales quickly
and thus improve their ranking on the
platform.

But in this type of promotions not any product can participate. To qualify for
this space, the article must have a minimum percentage of positive reviews
and a good sales volume.

Access the "Marketing" tab and then "Home" and the calendar will indicate
which AliExpress promotions you are eligible to participate in.
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ALIEXPRESS

Depending on the promotion, you can include from 3 to 5 products.

Requirements for regular promotions (at the product level)

1. Have at least 3 sales in the last 30 days
2. The discount must meet the lowest price of the last 30 days
3. Free shipping to Spain

Requirements for large promotions, such as the Christmas campaign

1. A discount greater than 1%
2. The product must have a lower price than the last 30 days
3. The stock must be at least 10 products
4. The same product may be registered twice in the same week. After that, you will
have to wait 14 days to be able to enroll it again.

AliExpress will review your request to participate

Once registered, the AliExpress team will check your application and confirm your
participation in the promotion if you meet all the requirements.
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ALIEXPRESS

ALIEXPRESS TOP PROMOTIONS

They are monthly promotions in which a large volume of sellers
and buyers participate, the most important of the year are 11.11,
Black Friday and 12.12. At the time the promotion occurs, it
occupies most of the AliExpress homepage and causes very good
sales results.
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MIGRATION FROM B2B TO B2C: AMAZON

ABOUT AMAZON… 

MARKETPLACE B2C WORLDWIDE REFERENCE.

Amazon is considered as a virtual mall, where users can explore until they find what they are looking for.
Interesting options for sellers in the services provided by Amazon (eg Logistics).
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MIGRATION FROM B2B TO B2C: AMAZON

AMAZON ECOSYSTEM
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MIGRATION FROM B2B TO B2C: AMAZON

The most popular online
retail websites worldwide
in June 2020, by unique
visitors (in millions)

AMAZON LEADS GLOBAL ONLINE COMMERCE
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MIGRATION FROM B2B TO B2C: AMAZON

AMAZON LEADS ONLINE COMMERCE IN SPAIN
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MIGRATION FROM B2B TO B2C: AMAZON

AMAZON LEADS EVEN IN PRODUCT SEARCHES

www.ecommerce-news.es
174



AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

Document: MOOC Agrosmart Global

MIGRATION FROM B2B TO B2C: AMAZON

ADVANTAGES OF SELLING ON AMAZON:
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MIGRATION FROM B2B TO B2C: AMAZON

VENDOR

• You sell your products to Amazon
wholesale

•Amazon sets the price of your product
and controls the stock

•Payment for each Amazon order within
60-90 days

•Management of your account: You can
create various advertising options /
slow catalog update (Amazon reviews
it)

•Amazon handles logistics and customer
service

SELLER (PRO)

•You sell to the end customer. Your
expenses: €39 per month + 15%
commission on products

•Total control over the price and stock
of your products

•Payment within 2 weeks of sale.

•Management of your account: You can
create various advertising options /
quick catalog update

•You must take care of customer service
and logistics (option to use Amazon
logistics)

TYPES OF SELLERS ON AMAZON:
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MIGRATION FROM B2B TO B2C: AMAZON

TYPES OF SELLERS ON AMAZON:

SELLER

INDIVIDUAL SELLER PLAN

PROFESSIONAL SELLER

YOU SELL DIRECTLY
TO THE FINAL CUSTOMER Less than 40 products per month.

Payment for product sold approx (€0.99 + 15%)
Can't add new products
Not available in all categories
You can take advantage of Amazon logistics
Payment after the sale of the product
Amazon marks the price of your shipments

Recommended for higher volumes
Fee €39 + 15% approx on product sold
You can add new products
You can sell in all categories
You can take advantage of Amazon logistics
You can create promotions from Seller Central
Payment within 15 days
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MIGRATION FROM B2B TO B2C: AMAZON

TYPES OF SELLERS ON AMAZON:

VENDOR VENDOR CENTRAL

Only accessible by invitation

Access to Amazon Advertising and Amazon
DSP
High marketing potential, ability to create A+
content
Products included in Amazon Premium

YOU SELL TO AMAZON
AMAZON TO FINAL CUSTOMER
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MIGRATION FROM B2B TO B2C: AMAZON

INFORMATION TO OPEN AN
ACCOUNT IN EUROPE:
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MIGRATION FROM B2B TO B2C: AMAZON

1. Create your Europe account

2. Upload your inventory to your European account: Through an Amazon API.

3. Select the markets: Spain, Italy, UK, France and/or Germany.

4. For each country adapt description, prices, shipping costs.

5. Amazon Logistics: If you are going to sell only in Spain, you can take your products to one of the
warehouses in Spain

6. Amazon Cross Border Logistics: If you are going to sell in Europe you can take your products to the central
European warehouse in France (Lyon, for example)

HOW TO SELL ON AMAZON
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MIGRATION FROM B2B TO B2C: AMAZON

Quality content
Complete product
information
Keywords, titles,
subtitles,
description
quality images

Marketing
•Advertising
•promotions Competitive price Customer reviews Performance ratios

For the products to appear in the first positions we must pay attention to:

TIPS FOR SELLING ON AMAZON:
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MIGRATION FROM B2B TO B2C: AMAZON

PROMOTIONS ON AMAZON FOR PRO SELLERS

As Amazon Seller PRO we can create different types of promotions, such as:

•Free shipping
•Discount in percentage or in euros
•2 for 1
•Benefits external to placing an order
•Sponsored Product Ads (tool).

AMAZON MARKETING SERVICES, AMG, etc.

Different advertising options for Vendors that allow us to:

•Make ads to CPC type text, banner, etc.
•Target ads by keyword or product
•Measure campaign performance and ROI
•Constantly optimize ad performance /
•Create A+ content on product pages

MARKETING ON AMAZON: 
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MIGRATION FROM B2B TO B2C: AMAZON

WE HAVE ALREADY SERVED THE ORDER: RATINGS.

In Amazon, as in most marketplaces, customer reviews are a fundamental element that brings
credibility and trust to the millions of Amazon customers. For this reason, we will have to
request evaluations with the shipments in order to build our reputation within the platform.
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MIGRATION FROM B2B TO B2C: AMAZON

AMAZON VINE (FOR SELLER CENTRAL):
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MIGRATION FROM B2B TO B2C: AMAZON

Sellers on Amazon must comply the following performance ratios:

Cancellation ratio: a maximum of 2.5% (cancellation of the order 48 hours after receiving it).

Rate of defective orders: returns motivated by the shipment of a defective order: 1%.

Late shipment rate: a maximum of 4%

Response time ratio: percentage of messages shipped by the customer to which the seller has answered in less
than 24 hours

AMAZON: PERFORMANCE RATIOS
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MIGRATION FROM B2B TO B2C: AMAZON

• Sales: The more a product sells, the higher it appears in search results.

• Categorization – Amazon asks you to enter a category when registering your product. As with
Alibaba.com, choosing the right category is key to product visibility.

• Fulfillment: Amazon favors products sold and shipped by them.

• One key factor: keyword research before product entry (use tools like www.keywordinspector.com).

OTHER FACTORS TO IMPROVE THE POSITIONING IN AMAZON:
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MIGRATION FROM B2B TO B2C: AMAZON

If you are competitive you will win the BuyBox, that is, when your
product is searched, yours will be displayed against the competition
giving you all the visibility and the greatest possibilities of
conversion since to buy your product they will only have to press the
buy button and to see the one of the competition will have to give
to “new”

BuyBox
In addition to the price, there
are other elements that
influence your statistics as a
seller.

Adjust the prices of your product and win the BuyBox
Amazon Seller Central shows the cheapest price each of the products you are selling on Amazon is selling for, 
giving you the opportunity to adjust them to stay competitive.

AMAZON AND BUYBOX: 
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MIGRATION FROM B2B TO B2C: AMAZON

FULFILLED BY MERCHANT (FBM)
Own warehouse option
The seller is in charge of the logistics of the product.
Characteristics:

You have complete control over packaging and shipping conditions
No “space rentals” to pay to Amazon

FULFILLED BY AMAZON (FBA)
Amazon Warehouse Option
You ship the products to Amazon warehouses and they take care of the logistics.
Characteristics::

• Save time and responsibilities
• Products under this modality can be chosen for Amazon Prime or FREE Super Save

Delivery
• You can use it for your own online store

FBA OPTIONS:
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MIGRATION FROM B2B TO B2C: AMAZON

FBA OPTIONS:
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MIGRATION FROM B2B TO B2C: AMAZON

With an account we can sell in 5 countries (Germany, UK, France, Italy and Spain) leaving
Amazon to manage storage and logistics.

Amazon applies different logistics prices based on the country where we have made the
sale.

Amazon differentiates 3 types of products with different prices (Medium, Not medium
and heavy weight)

Amazon charges for storage, picking, packing and shipping.

Amazon distinguishes between cheaper prices for products sold on Amazon and another
for products not sold on Amazon (Multichannel Logistics)

AMAZON LOGISTICS SERVICE:
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MIGRATION FROM B2B TO B2C: AMAZON

AMAZON ALSO COMPETES WITH MANUFACTURERS:
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MIGRATION FROM B2B TO B2C: AMAZON

AMAZON HANDMADE: 
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MIGRATION FROM B2B TO B2C: AMAZON

Manage registrations and presentations of VAT declarations in Europe

Tax Services on Amazon is a VAT compliance solution that allows you to manage VAT registration and
declarations in Europe. We work with various tax service providers to facilitate compliance with VAT
obligations in the UK, Germany, France, Italy, Spain, Poland and the Czech Republic.

AMAZON TAX SERVICES:
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MIGRATION FROM B2B TO B2C: AMAZON

AMAZON PAY: 
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MIGRATION FROM B2B TO B2C: AMAZON

AMAZON TAX SERVICES:
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MIGRATION FROM B2B TO B2C: AMAZON

AMAZON: ADVICE ON INTERNATIONAL TRADE.
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MIGRATION FROM B2B TO B2C: AMAZON BUSINESS

THE JUMP TO B2B: AMAZON BUSINESS
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OTHER VERTICAL AND HORIZONTAL MARKETPLACES

SOME OF THE MAIN GLOBAL MARKETPLACES
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OTHER VERTICAL AND HORIZONTAL MARKETPLACES

EBAY: 
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OTHER VERTICAL AND HORIZONTAL MARKETPLACES

EBAY: 
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OTHER VERTICAL AND HORIZONTAL MARKETPLACES

EBAY: 
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OTHER VERTICAL AND HORIZONTAL MARKETPLACES

EBAY: 
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OTHER VERTICAL AND HORIZONTAL MARKETPLACES

EBAY: 
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OTHER VERTICAL AND HORIZONTAL MARKETPLACES

ETSY: 
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OTHER VERTICAL AND HORIZONTAL MARKETPLACES

ETSY: 

Etsy only sells items that are handmade, or
manufactured, to the design and order of a creative
craftsman, using handcrafted production methods.

Etsy will allow you to publish creations on any of
your sites and will be in charge of managing the
transactions derived from your online sales.

This B2C marketplace receives more than 33 million
visits per month.

Jewellery

Fashion

Home

Events

Toys and Leisure

Art

Tools

Classic
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OTHER MARKETPLACES

PRODUCT CATEGORY MARKETPLACES VISITS / MONTH

General 77 15.8B

Fashion 22 431.7M

Electronics 5 289.3M

Home 6 192.9M

Books 5 44.3M

Art 3 279.0M

Music 2 73.3M

Old ítems & Furniture 2 5.1M

Music 1 15.4M

Arms 1 11.2M

Toys 1 3.7M

MAIN CATEGORIES
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AGRI FOOD MARKETPLACES

NAME COUNTRY TYPE

21 Food&Beverage Online China/Global B2B2C

Agrelma Global/Italy B2B

Agro Trade Global/Korea B2B

Agroterra Europe/Spain B2B

Best Food Importers Europe/UK B2B

Carré de Boeuf Europe/France B2B2C

Claire Global Global/Spain B2B2C
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ELECTRONICS MARKETPLACES

NAME COUNTRY VISITS / MONTH

Best Buy USA, Canada, Mexico 229.3M

Newegg
USA, Canada 32.4M

G2A.com
Global 13.6M

digitec
Switzerland 8.1M

GAME
UK 5.8M
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OTHER B2B MARKETPLACES IN THE SECTOR

It gives businesses and buyers of all sizes 
access to a million specific products in 
one place.

VIRTUALEXPO GROUP IS A WORLD LEADER IN THE ONLINE 
B2B LEAD GENERATION MARKET.

It addresses an international audience of buyers, manufacturers and distributors through its six B2B platforms in
different sectors:

Manufacturers can achieve their business goals by displaying their
products with us for sales opportunities, international visibility, brand
building, sales networks and measurable results.

Thanks to SEO tools and specialized sites
in 9 languages, it attracts millions of
online buyers, manufacturers and
distributors and allows to attract traffic
to the seller's website

Provides resellers with the tools to receive sales 
leads, as well as the ability to create a VirtualStore, 
website hosting service, and reseller network for 
increased online visibility and lead generation
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Countries Focus Sector Monthly traffic Monthly fee Variable fee Type of sellers

Global, 
maily

Europe
B2B Industrial 1,2 mill First 3 months 450€ Direct 

negotiation Producers

DirectIndustry provides turnkey solutions to drive your business
results

AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

Document: MOOC Agrosmart Global

OTHER B2B MARKETPLACES IN THE SECTOR
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Thomas has served as North America's leading industrial sourcing platform
and marketing powerhouse.
It targets professionals from both sides of the industrial buying process to
create solutions that inform, support and empower the industry.

PROFESIONALES 
REGISTRADOS

EMPRESAS  
REGISTRADAS

Monthly traffic Monthly fee Variable cost –
variable fee

Type of sellers

1.9 mill
Depends on the suscription:

100$ - 1.000$

Depends on the
suscription:
94$ - 300$

Producers and 
distributors

AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

Document: MOOC Agrosmart Global

OTHER B2B MARKETPLACES IN THE SECTOR
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Document: MOOC Agrosmart Global

OTHER B2B MARKETPLACES IN THE SECTOR

The platform is divided into products and catalogues, with 17 
main categories:
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Document: MOOC Agrosmart Global

COVID-19 IMPACT: THE CONVERSION OF TRADITIONAL FAIRS 
INTO VIRTUAL PLATFORMS. THE CASE OF THE AGRI-FOOD 

SECTOR. 

The pandemic has forced face-to-face meetings to be rescheduled or adapted against the clock both in
2020 and at the beginning of 2021 on the scale of Fruit Attraction, Alimentaria, Meat Attraction or
Seafood Expo Global/Seafood Processing Global, and the ability to adapt has been put to the test of
the sector.

The first large-scale case in which the effectiveness of virtual meetings was tested was at the Fruit
Attraction fair, in which the Live Connect platform allowed access to the agenda, streaming
conferences, networking, video calls and chats between participants, based on recommendations made
with artificial intelligence.
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Document: MOOC Agrosmart Global

COVID-19 IMPACT: THE CONVERSION OF TRADITIONAL FAIRS 
INTO VIRTUAL PLATFORMS. THE CASE OF THE AGRI-FOOD 

SECTOR. 
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COVID-19 IMPACT: THE CONVERSION OF TRADITIONAL FAIRS 
INTO VIRTUAL PLATFORMS. THE CASE OF THE AGRI-FOOD 

SECTOR. 
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Document: MOOC Agrosmart Global

COVID-19 IMPACT: THE CONVERSION OF TRADITIONAL FAIRS 
INTO VIRTUAL PLATFORMS. THE CASE OF THE AGRI-FOOD 

SECTOR. 

"The digital world has opened up a world of opportunities and new ways of working for us that we all have
to start working on and create a culture of digitization to be an accompaniment to the digitization process
of the agri-food sector".

"It is necessary to create a lot of culture, open the way and force because, today, with everything that
has evolved and has evolved in eight months digitally, what was going to happen naturally in eight years,
a proposal no longer makes sense fair that is fully face-to-face"
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Document: MOOC Agrosmart Global

COVID-19 IMPACT: THE CONVERSION OF TRADITIONAL FAIRS 
INTO VIRTUAL PLATFORMS. THE CASE OF THE AGRI-FOOD 

SECTOR. 

Regarding the future of agri-food fairs while the coronavirus is a reality, they consider that it is still 
difficult to make a global assessment of digital ones, but they acknowledge that "we must bear in 
mind that right now everything is focused on virtuality and online presence, And we can't forget this 
either."

"The future of the fair sector will continue to be played by physical events, which are
irreplaceable, but now they will be able to reach much broader international audiences thanks to
the implementation of digital platforms", which offer "multiple and long-term" possibilities.

Source: Platform Earth
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