> Contents of today’s training

1. Overview
2. Chinese consumer behavior

3. Food and Beverage sales channels overview

4. Selling through E-commerce

5. Branding and marketing in China
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> China’s marketing fundamentals 101

1.
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3 Key Ideas when planning our marketing in China
Register your trademark

Digital marketing disruption

Get your USP right from the beginning

Lower cost per impact but more knowledge of the
market is needed

Localisation is still important

Consumer trust is essential, but recognisition is
hard to achieve
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> China’s marketing fundamentals 101

1. 3 key ideas when planning our marketing in China:

* How to adapt to China
Real adaptation, not just translation

Adequate message, tools and means

* How to decide the adequate level of resources
How much marketing costs in China

How much should we invest

* Not to leave it entirely in the hand of the distributor
We need their knowledge and implication but ...

..they do not know our product/culture so well and they have
different objectives, normally shorten term
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B> China's marketing fundamentals 101

2. Register your trademark

If you are not willing to invest a few hundreds euros into protecting your trademark,
you should forget about China.

« Specific for China / Hong Kong / « Cost
Taiwan / Macau

« System first to file. Start before * Under your name
having any contact with China. '

« Adapt:

* Protects cateqgories
J v'Include logo

v'Chinese name

* Long process
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B> Brand localization

If you do not do it by yourself, the importer will do it for you, regardless
you like it or not!

And do not forget that you do not only need to localize your brand,
also your marketing.

Translating the brand name, labels, website and marketing materials is
not enough.

To illustrate this point, you can compare Amazon UK, Amazon China
and JD.com product page for the exact same product (infant formula).

Define your image, positioning it according to China, use the right tools
and plenty of visuals. Consider distribution and pricing issues. Demo.
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http://www.amazon.co.uk/Nutrilon-Standard-Babymilch-Kindermilch-Holland/dp/B00C0ZMANS/ref=sr_1_2?ie=UTF8&qid=1454608884&sr=8-2&keywords=nutrilon
http://www.amazon.cn/Nutrilon-%E7%89%9B%E6%A0%8F%E5%A5%B6%E7%B2%89-1%E6%AE%B5-850g-%E7%BD%90/dp/B013AIR4UM/ref=sr_1_2?ie=UTF8&qid=1454609130&sr=8-2&keywords=nutrilon+1
http://item.jd.hk/1937999.html

B> Brand localization — What is the consumer expecting
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> China’s marketing fundamentals 101

3. Digital marketing disruption

Marketing & Promotional Channels Used by Companies
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B> China's marketing fundamentals 101

4. Get your USP right from the beginning
Answer the following question:

What would Chinese consumers like to see on my product?

Once you know the answer, define your USP matching
consumers’ expectations and your product and company
values.

How do | know what Chinese consumers want? %

Definitely not by guessing, intuition or based on newspapers!
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> Purchasing process

Purchasing decision

Image. mkt/packaging

A /
4 N
Management .

Value by reducing risk
AN /
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> China’s marketing fundamentals 101

5. Lower cost per impact but more knowledge of the market is needed
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How do | get the right followers?

How do | turn them into loyal
consumers?
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> China’s marketing fundamentals 101

6. Localisation is still important

Imported products are regarded as premium by the Chinese consumer

Localisation is still required even at a small scale for@
aspects: your Chinese name, the tools you use for your

communication and marketing, your message...
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> China’s marketing fundamentals 101

7. Consumer trust is important, but recognition is hard to achieve

Foreign products are positively perceived. Consumers assume they are safe
and produced with the highest standards.

However, it is very difficult to gain recognition by the consumer, because of
several reasons:

e You are new to the market
o Your brand will probably sound strange

« The mere size of the options available makes almost impossible to
remember small and medium size market players

o You are outspent in advertisement by almost any local competitor and
big international brands.
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> China’s marketing fundamentals 101

7. Consumer trust is important, but recognition is hard to achieve
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> Packaging

What product are they selling?

We believe improving management (risk
reduction) comes before packaging but it is
true that in some cases packaging can
improve sales in China

It varies greatly from one product to another

Keep it at the right scale

Changing the packaging is rarely a first step
when exporting to China

Consider re-packing in China

Strongly linked to seasonality
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» Packaging

Case study. Imported fruit packing
differences between China and Europe
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> Packaging

WWW.eibens.com



> Packaging — fruits case study

Case study. Imported fruit packing differences between China and Europe
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> Packaging

Case study. Imported fruit packing differences between China and Europe

= People is looking for a premium product
= Large
= With perfect forms
= Homogeneous in colour, without spots or tone
varieties
= Sweet

= The logistic/durability sending the product and the
seasonality are probably the main elements in the
portfolio selection to export to China.
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> Packaging

Do not lose sleep over adapting your packaging!

Consider the following:

Sticker vs Full-package adaptation

Get your Chinese name right from the beginning (it will show on the label)

Choose the right format for each specific client and distribution channel

Integrate social media?

Private label, a strategic matter
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> Packaging

Sticker vs Full-package adaptation
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> Packaging

Choose the right format for each client and distribution channel

» Packages tend to be smaller for “On
the go” consumption

« Smaller volume for price sensitive
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B> Brand & Packaging Adaptation

Not all the packaging including a flag is from the country of origin...

Flag use for distinction

Swiss Origin reference
ltalian flag but made in China
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B> Presents and seasons

Gifting

Mid-Autumn Festival

(early September to early October)

« The festival is held on the 15th day of the
eighth  month in the Chinese Lunar
calendar, on the night of the full moon

» Making and sharing mooncakes is one of
the hallmark traditions of this festival.

PRINCE HOTEL AUTZ-CARLION MOTEL HAAGEN. DAL L CREM STARBUCKS COMfEE
NCONCAYE MOGNCAKE MOONTAKL MOGNCAKE

WWW.eibens.com

GODIVA's 2013 Mid-Autumn
Festival Collection



B> Presents and seasons

1806. Chocolate and other food preparations
containing cocoa

Import Trends

Data Sources: etcn

(UsD)
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B> Presents and seasons

2203. Beer made from malt

Monthly total import HS 2203
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Source: China Customs, 2018

IBiBENS



d reconic ana nepconc

20 I 9 Key Festivals and Holidays for 56185
Promotional Campaigns in China hines

IN £ L4
} » Ney
!
| e !
!
f : 1
Fe
Ll | !
MM
ton
|
| ) ‘V
1y
Mer 1
0
‘aY
Fe
ns L
t4 !
ol
‘lég CORESIOMY
iaN

WWW.eibens.com EIBENS



B> Discounts and sales

Singles” Day

Singles day is the biggest

shopping event of the year. It has

turned in a quirky celebration for

young adults in China. Every year

it smashes previous year's record.
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> Marketing strategies and who manages them

It is extremely common to leave to your importer/distributor your brand
development for China. After all, they understand the market better than
you do.

You should look for a reliable importer/distributor, preferably with
references, and set a trustworthy business relationship and plan the
strategy together and give them support.

But leaving them ALL the work and responsabilities for brand development
IS A HUGE MISTAKE.

WHY?

= They have different objectives, shorten term
= They have many clients to care about

: Theyddo not understand your product, brand and company as well as
you do

= You are tied to them. If you want to change that will be a problem
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> Marketing strategies and who manages them

In any case, try to make your importer’s life easier

You do not know if it is going to be well managed or not, but for sure they will be so much
happier if you provide all the support!

If pics and information are good, then the importer will profit from the added value generated.
If they are not, things like this could happen (example):

Use of amateurish or stock photos of your products (pictures taken from the same product
page):

Diet for

Consumer’s - -
thought: if W|unt

they do not

show their lnss
products,

there is
probably
something
. wrong with
them

Consumer's thought: if they worry this much
in the selling aspect of the product that it is
very visual and obvious, what will they do with
the production process...
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B> Case study. Hylite pork

Some very good examples — Best practices:

HYLIFE pork — Main information display
https://item jd.com/4317034.html
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https://item.jd.com/4317034.html

B> Case study. Hylite pork

Some very good examples — Best practices:

HYLIFE pork — JD.com ads and other products of the company
https://item jd.com/4317034.html
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https://item.jd.com/4317034.html

B> Case study. Hylite pork

Some very good examples — Best practices:

HYLIFE pork — Raw product
https://item jd.com/4317034.html
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https://item.jd.com/4317034.html

B> Case study. Hylite pork

Some very good examples — Best practices:

HYLIFE pork — Product information
https://item jd.com/4317034.html
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https://item.jd.com/4317034.html

B> Case study. Hylite pork

Some very good examples — Best practices:

HYLIFE pork — Produc details
https://item jd.com/4317034.html
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https://item.jd.com/4317034.html

B> Case study. Hylite pork

Some very good examples — Best practices:

HYLIFE pork — Production process
https://item jd.com/4317034.html

2B rrllaE

Whole course integrated industry chain
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https://item.jd.com/4317034.html

B> Case study. Hylite pork

Some very good examples — Best practices:

HYLIFE pork — Cooking suggestions
https://item jd.com/4317034.html
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B> Digital marketing > Internet in China

71% of the
users buy 98.3% of the
online USers access
1 201 through a
of the smartphone
pop.
remain
without

internet

94.3% Use social

X2.5 US or medla

x1.5EU
Population!

Data on July 2018.
Source: 41st China Internet Development Statistics Report. China Internet Network Information Center's (CNNIC)
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http://cac.gov.cn/wxb_pdf/CNNIC42.pdf

B> Digital Marketing. Use Chinese tools

Marketing Tools

If not

i
flelvly

THEN WHAT?
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YouTube Qe : s
S =) YOouiu tiss

N o L
@ {\ e QQ '_?;_‘lgz]“u tudou.com

Popular sites have been blocked and accessing to . " )  obride and
them is not possible without a VPN Chinese SOC'?]a':l,ztmrm;,gﬁﬁﬂﬁsotnﬁ ypries an
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> Digital Marketing

Marketing Tools > Social Networks

- WaClnzne

\,\
“One to one” communication

Mobile based

Not viral, the information is spread among a
circle of friends/contacts

Indispensable in China, integrated to the daily
life of users due to its multiple functionalities

Offers multiple ways to run eCommerce

Used across all types of consumers

WWW.eibens.com

' weibo

"One to many” type of communication
Manages viral content (public approach)

Allows “RT" (retweet), making easier to
spread the information

Used mostly to follow news and brands

The reach of the content depends on the
amount of followers

Not all the content shared on the news feed
is seen by the followers

Used by Key Opinion Leaders
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» Digital Marketing > WeChat

WECHAT
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Subscription
account

Advantages

Send up to 1 push message per
day to their followers

B> Marketing tools > SNs > WeChat >Type of accounts

Disadvantages

Hidden. Publications are grouped
together in a dedicated folder

Service

account
Official

Appear as friends in the “chat”
section of WeChat

Can post only 4 messages per
month

accounts Enterprise

account

For internal management of
companies. Company’s internal
newsletter

Content cannot be shared to
unauthorized users

Mini
program

Personal account

WWW.eibens.com

App hosted in WeChat, can be
sticked on the top of the chat list
or added to Android desktop

Cannot send push notifications

Posts in moments, can contact
followers directly

Limited to 5000 followers per
account. Risk of being reported
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B> Digital Marketing > WeChat

Type of accounts

v" Official accounts: .
Requirements:

= Subscription accounts 1 Email account

=  Service accounts Chinese mobile

= Enterprise accounts Chinese business license

v

(just for companies’ Chinese organization code

internal use) RMB 300 (EUR 40) / year

S A W

= Mini programs 5 working days

Limited to 5 accounts per person

v

v" Personal accounts

WWW.eibens.com EIBENS



B> Digital Marketing > WeChat

Type of accounts > Subscriptions account

v One push per day
v" Unlikely to be unfollowed

X Hidden

X Cannot contact followers
directly if they do not
contact you first

X Limited data on followers

X No customisation

X No e commerce

WWW.eibens.com
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B> Digital Marketing > WeChat

v
v
v

Type of accounts > Service account
High visibility
Wide customisation

Wechat pay

Likely to be unfollowed if the
content is irrelevant

Cannot contact followers
directly if they do not contact
you first

Push just 4 times per month

Limited data on folowers

WWW.eibens.com
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B> Digital Marketing > WeChat

Type of accounts > Mini programs
v" Get them from:

v App hosted in WeChat
v" Can add to desktop on Android

v" Searching in Mini program

section
v" No need to download v Shared by friend

v" QR Code
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B> Digital Marketing > WeChat

Type of accounts > Personal account

v" Can add people to groups
v" Post in Moments

v" Possibility to contact followers

X Limited to 5000 contacts -
X Not intended for business
purposes. Chance of being

reported
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B> Digital Marketing > WeChat
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B> Digital Marketing > WeChat > study case
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» Digital Marketing > Weibo

3
)

WEIBO
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> Digital Marketing > Weibo

Weibo: similar to Twitter
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> Digital Marketing > Weibo

Weibo: similar to Twitter
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> Digital Marketing

Website

Similarly to the West, a website that the consumer can understand is the
‘presentation’ of the company and its products to the market. However, due to
the Chinese firewall, a website hosted in your own country will not work
properly in China, this is because:

« You will be invisible for Chinese search engines (Baidu, Sogou, etc.)

« Speed and user experience are terrible.

« On sensitive periods of the year, foreign hosted websites may not work.
"""""""""""""" « Cannot integrate any social media.

* You cannot have a Chinese domain (.cn or .com.cn)

WWW.eibens.com



> Digital Marketing

Website

Done properly, improves consumer’s trust on the company. Translating the content
is not enough, the information shown needs to be adapted to Chinese consumer.
Usually, what you have on your website in English is not effective for China.

Why do you need a Chinese website?

v' Itis the right format to publish and organize the information about
the company and its products, filtering to those relevant for China.

v" Can focus on your USP for China without contaminating it with info for
other markets.

AN

|deal to drive traffic to the company’s official social media accounts.

AN

It allows the company to centralize all the new publications and
simply share that information. Adding social networks to the mix
maximizes the reach.

v Can link the website to the online platforms in which the products
are sold.
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> Digital Marketing

Others (Search engines, bloggers, platforms...) > Bloggers

Great way to gain traction fast and achieve sales fast, but:

e [tis expensive.

« There must be a good strategy behind the campaign to avoid a very short
term impact.

* KOLs need to be carefully
selected, since post views,
comments and followers can
be faked. Best indicator is to
check comments/views ratio
and how real comments are.

Best ROl is provided by KOLs with a mid-size audience and with very few
commercial endorsements done in the past. Long-term engagement and
authenticity also improves results drastically

WWW.eibens.com EIBENS



> Digital Marketing

Others (Search engines, bloggers, platforms...) > Platforms
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> Digital Marketing

Others (Search engines, bloggers, platforms...) > Platforms

= E-commerce platforms are an amazing
channel to turn advertisement into sales
instantly.

= All sort of options: Pay per click, Top results,
2-week promotional campaign, etc.

= New field to explore: e-commerce chains are
eager to launch new promotional campaigns

= Extremely dynamic. Examples 11.11.

= Trying to offer unique products. Otherwise it
turns into a matter of price
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> Traditional Marketing

What has been done traditionally?

= Promotions in retail o ,
= Limited impact

= Gifting |
= Short-term impact
= Cooking shows

= Expensive
= Jasting events

= Advertisement

They are still interesting, but MUST be combined with digital
marketing: getting followers or clients by providing QR codes
to the WeChat account, e-commerce shop, discount coupons,
etc.
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» Traditional Marketing

CITY SHOP
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» Traditional Marketing

Promoter Girls and brochures mostly replaced by QR codes

=
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B> Next steps

What now?

= Take your time to process all the
information received today

= Estimate how much you can spend
= According to your restrictions
(knowledge, human resources and

investment), draft a realistic
marketing plan for China.
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Thank you!

Liﬂkﬁdm Fibens Consulting

pablo.recio@eibens.com
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