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Aims for Today

The Internationalisation context.

The e-Exporting Programme - an end 1o end view.

Department for International Trade services and resources.



It's all about eyeballs

Online search for UK brands & retailers outside the home market has grown by significantly over recent ye
- Olympics

- Royal wedding

- Maqjor sporting & cultural events with worldwide appeal
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Key B2C verticals such as Fashion, Sport, Outdoors, Baby, Kids, Homeware,
Garden ware, Giffing, Internet of Things, Consumer Electronics experienced

significant growth.



2 Significant Pull Factors
- lack of choice in existing physical channels
- use of e-marketplaces as the dominant search platforms.

Notably in China , ]
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Brand is a key differentiator:-

’ X — * Quality, Heritage, Tradition
* Deeper connections,
|

| :

| - e Content possibilities.
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OC&C, PayPal & Google, 2015



Government’s unique view of supply & demand

Which channels Which channels to use to

consumers use to buy develop an audience
and decide about with & successtully sell
brands overseas

Omni-channel Approach: Unigue & proven ability to build audiences in
communication & sales channels



Many routes to market, all accessed by mobile.

.co.uk + shop front in market

Domestic traffic
Customer profile

Increased investment levels

Limited geographical reach

National reach

Locate demand
National reach

Locate demand

Plan physical presence within
strategic country framework

Sales Channel & Media Channel



Selling Online Overseas Service

Audience

Demand

Hybrid

Learnings Sales, Commercial

Marketing &
Data Collection
Proposition

Criteria for Success Beneficial terms

Great Activity

Bring new
audiences to
UK sellers




UK sellers save fime & costs and can also benefit from optimised market entry

Enablement

Opportunity Growth
Access candidate e-market See the supplier services Audience development
places via Selling Online needed Trial & Sell-through
Overseas Service &WW
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Market entry seller at no
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cost
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Seller Customer Journey Explained
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https://selling-online-overseas.export.great.gov.uk/markets/



https://selling-online-overseas.export.great.gov.uk/markets/

Build a Quick View of Fixed & Variable Costs

* https://selling-online-overseas.export.great.gov.uk/markets
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https://selling-online-overseas.export.great.gov.uk/markets/

Amazon, India. November 2015
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Mihaibao, China. September 2016
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Xui.com, China. October 2015
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Of 450+ B2C e-marketplaces worldwide....only a
certain number will be appropriate for a brand.

Online Marketplace -
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Fixed & variable
costs vary

3rd party supplier
requirements

change
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How the e-Exporting Programme End o End View

E-marketplace commercial agreements to enable UK merchants to sell to 80% of the world’s connected consumers
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How the e-Exporting team works with e-marketplaces

Scale Commerciality

¢ |ncrease the volume
of UK sellers.

¢ Lower the cost of

Commercial entry for sellers.

Negotiate placement of
Great on e-marketplaces
zero cost, beneficial
terms, access to data

Marketing
Communications
Approach

® Provide a story that
sells UK products &
helps differentiate
& the platform.

SV IEITeI o |ncrease awareness
of Great.

Marketing




Increase branding levels to boost business success
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BRITISH BRANDS




