TRADE AND GROW
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Welcome to e-Commerce
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DISCLAIMER

The information contained in this presentation was solely created for this event series and is only
intended for use within it and only for invited participants. Neither this information nor any of its
contents may be reproduced or used for any other purpose. The information presented is not
intended for distribution outside the event series or the invited circle of participants.

No representation, warranty or undertaking, express or implied, is made or given as to the
accuracy, completeness or reliability of the shown information. Any recipient of this information is
responsible for conducting his or her own due diligence and other enquiries as well as making his
or her own analysis and his or her own independent assessment of the information provided
herein. Any decision to rely on the information contained in this presentation is the sole
responsibility of the recipient. All estimates and projections in this information are illustrative only
and are based on the assumptions described herein.

In no event will DHL Group, its related partnerships or corporations under the DHL Group, or the
partners, agents or employees thereof be liable to you or anyone else for any decision made or
action taken in reliance on the information contained herein or for any consequential, special or
similar damages, even if advised of the possibility of such damages.
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YOUR CERTIFICATION
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Want to be certified for this session? ' -

Stay on board for the duration of the
session!
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WHO AM I?

Sarita Ramdawor
Sarita.ramdawor@dhl.com

First Choice Manager, SSA
Based in Mauritius
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WHERE ARE WE NOW?

What does it take to grow my business internationally?

YOUR VALUE CHAIN
MOTIVATED GREAT SERVICE LOYAL PROFITABLE
PEOPLE QUALITY CUSTOMERS BUSINESS
Change \ \ Customer \ . |
Finance

Management Experlence |

Internatlonal
Leadershlp Trade Sales
’ y¥ 4
Customs &
- Compliance ‘
7
l Operations ’

Innovation & Improvement
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An initiative of DHL Group

THE MODULES OF THE “TRADE AND GROW BEYOND BORDERS* TRAINING
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Leading People through Change Innovation & Continuous Improvement Finance Basics
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Compliance & Cyber Security Essentials of Logistics Operations Customer is Queen Customer Experience Engaging Customers Sustainably
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Navigating Customs International Contracts & Conventions Welcome to International Trade The Art of Logistics ' Welcome to e-Commerce ' Onboarding
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Your Value Chain =) Motivated People =) Great Service Quality =) Loyal Customers =) Profitable Business



WARM UP ACTIVITY

Pa s

ELECTRONICS

o
mmmmmmm
i ure

e

GOTRADE GROCERIES E AY —




TODAY’S AGENDA

Introduction
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SESSION

E-commerce
in a nutshell

Closure




OBJECTIVES

By the end of this module, you will be able to

= Describe the e-commerce landscape in your country and
globally

= Assess how e-commerce can be used to scale up your
business
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FILM
HOW E-COMMERCE CREATES
OPPORTUNITIES FOR SMES ™

.-"'...
-
.--"-.-'-'
. __,.ﬂ-"r’f
‘HH"\-\. J-r""f#
'\-u..__‘\-\-\- H"_’_/_,/-"




A QUICK QUESTION...

What is your key take-away from

the film?
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E-COMMERCE ON THE RISE

= Number of digital buyers keeps climbing 2015-2020 Cross border
every year. 3x
= |n2020: Market growth

USD BN

N than domestic

USD BN

71% —
o 60%

expect the cross- of all cross-border e-
border revenue to commerce supply, but
only 30% of demand
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= >2 billion people purchased goods or
services online.

= E-retail sales surpassed 4.2 trillion
U.S. dollars worldwide.

= |nthe year of the pandemic, global retail
e-commerce sales grew with more than
25 percent, with Argentina reporting the
highest percentage growth.
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E-COMMERCE TYPES

Who consumes value

Business Customer
(Organization) (Individual)
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Who creates value

Customer
(Individual)
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E-COMMERCE TYPES - EXAMPLES

Who consumes value

An individual
selling a pair of shoes
to an individual via an

online marketplace

An individual
selling handcraft items
to a distributor

Who creates value

Producer of clothing Amazon
selling stock B2B B2C selling a book
to a wholesaler to a consumer
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A QUICKQUESTION - E-COMMERCE TYPES

Which e-commerce type would you
consider most suitable for your
business?




E-COMMERCE TYPES - WHICH ONE IS FOR YOU?

Who consumes value

Business Customer
(Organization) (Individual)
5
5 8 Producer of clothing Amazon
=) S 2 selling stock selling a book
I S 8
= @ 2 to a wholesaler to a consumer
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o 8 An individual .An |nd|y|dual
£ €35 : : selling a pair of shoes
= 93 selling handcraft items S :
h 5 L to an individual via an
S < to a Distributor .
= online market place




E-COMMERCE VALUE CHAIN

The e-commerce ecosystem players adding value to your customers

\
Product E-commerce Tech Stack Traffic Customer Delivery Return
Sourcing or Platform Generation Support Experience Management

Manufacturing
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E-COMMERCE LANDSCAPE - CATEGORIES

E-commerce players can be directly or indirectly involved in domestic and cross border e-commerce

MARKETPLACE & PLATFORM DIGITAL MARKETING PAYMENT & FINANCE LOGISTICS & FULFILLMENT

/L amazon > Bing ads € iy P PayPal VISA checkout kot FedEx
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AIERCE LANDSCAPE
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ACTIVITY - E-COMMERCE LANL

@

@ LOCAL PLAYERS

In groups

Find the e-commerce players for your country:

= Use your and your team’s knowledge to identify local players for the
ared assigned to you

NOTE: Decide who will be the ‘group leader’ for debrief

10 minutes for discussion .
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E-COMMERCE LANDSCAPE - LOCAL PLAYERS

E-commerce players that are directly or indirectly involved in domestic and cross border e-commerce

MARKETPLACE & PLATFORM DIGITAL MARKETING PAYMENT & FINANCE LOGISTICS & FULFILLMENT

/L amazon > Bing ads € iy P PayPal VISA checkout kot FedEx
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E-COMMERCE LANDSCAPE - SUB-CATEGORIES

E-commerce players that are directly or indirectly involved in domestic and cross border e-commerce

MARKETPLACE & PLATFORM DIGITAL MARKETING PAYMENT & FINANCE LOGISTICS & FULFILLMENT

B2B Marketplace C2C & Classified Data Analytics Payment Gateway Last Mile Delivery

B2C Marketplace Digital Enabler Email Marketing Cross Border Delivery

E-Wallet & Tokenization

Brand.com (Own Website) Ad Platform / Social Media Fulfillment

Business Financing

e-commerce Platform Training / Industry Influencer On Demand Parcel Locker

Crowd Funding
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E-COMMERCE LANDSCAPE - GLOBAL EXAMPLE

E-commerce players that are directly or indirectly involved in domestic and cross border e-commerce

MARKETPLACE & PLATFORM DIGITAL MARKETING PAYMENT & FINANCE LOGISTICS & FULFILLMENT

B2B Marketplace C2C & Classified
££2 Miabacont
amazon carousell
ebay
B2C Marketplace

ey  amazon

LAZADA  llShopee

Brand.com (Own Website)

aﬁ%\as HERMO

e-commerce Platform
4 : M
d Shop ,fy Maglgntc'

—_
cm%:anc: opencart ..
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Data Analytics Payment Gateway
.. e
RIS Alexa lwhols ' PayPal Paoneer
I Google ebay  amazon fgcebook
Analytics  Trends  selerHub sellercenfral  INSIGHTS IW \dFirst
orldFirs
PAY
Digital Enabler Email Marketing
Clobale @ AChims E-Wallet & Tokenization
¥4 GetResponse aA"pay 6&%&?

. ) masterpass
VI SA Checkout

Business Financing

XpHsec HUOB S80S

Ad Platform / Social Media

Google  MCo9e |5 Bing ads

Display Network
facebook |@| ° @
Advertising I

Training / Industry Influencer

Crowd Funding
coursera Trlbeup ACademy

KICKSTARTER
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Last Mile Delivery
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Cross Border Delivery
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Fulfillment
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E-COM DIGITAL CHANNELS
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Own Website Social Stores E-Marketplaces Omni-Channel
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Own Website Social Stores E-Marketplaces Omni-Channel

Multichannel approach to

: : : \ ing onlin istin
Selling on your own Selling online through StEI O o3y UG enhance customers
. : : : on e-marketplaces ) )
website with online social network stores e.a. Amazon. AIExoress shopping experience
basket and checkout e.g. Facebook, Pinterest 9 5 ’ Press, whether it is online, by
eBay etc. telephone or in-store
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ROLE OF LOGISTICS IN CROSS BORDER E-COMMERCE

SIMPLIFY ENHANCE
YOUR YOUR CUSTOMER
Seller SHIPPING BUYING Buyer
Local EXPERIENCE EXPERIENCE Worldwide
[l 777777 & ) 5= )k =
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ACTIVITY — REFLECTION QUESTIONS * Whatare you taking away

from today‘s sessions?

« What are your next steps to
put what you have learnt
today into practice?
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An initiative of DHL Group

THE MODULES OF THE “TRADE AND GROW BEYOND BORDERS* TRAINING
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Leading People through Change
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Engaging Customers Sustainably

Compliance & Cyber Security Essentials of Logistics Operations Customer is Queen Customer Experience
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. The Art of Logistics '
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Navigating Customs Welcome to International Trade

International Contracts & Conventions Welcome to e-Commerce
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Innovation & Continuous Improvement Finance Basics

Onboarding
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Your Value Chain =) Motivated People =) Great Service Quality =) Loyal Customers =) Profitable Business



MORE QUESTIONS
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Whatis a holistic e-commerce strategy for
me?



ANY QUESTIONS?

i If you have any questions or need support in the future,
it feel free to reach out to us at: GoTrade(@dhl.com


mailto:GoTrade@dhl.com

THANK YOU
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