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Pattern of Electronic Information Product Channel in China
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IT products' market channel divided into three categories ¥
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Household appliances chain store

2. 1Tpb |
1T Mall
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Franchise store
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SEAN 2% ® 3 Y HeNan RiRishun electrical
appliance Co., Ltd

ART d2H @ 3 Y JiangSu Five-Star electrical appliance

Co., Ltd
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Electronic Components, IT, Digital Products, mobile

First Street of China Electronics
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( ITe [ IT Mall:

[ 5 Chinese electronic stores cluster
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KeMao Street of TianJin
ZhuJiang Road of NanJing
KeJi Road

SanHao Street of ShenYang
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Major IT Brand in IT mall
A Mainland China:

1. Q X[
EGO Digital Plaza
2. = 2Ds=

Hailong Electronic City
3. T 3DUJ
SEG Electronic Market
4. ®AD DK 9
Huagiang Electronics World
I 4 Taiwan:
1. ~0A
Broadway
2. 3Q X[
Cyber Digital Plaza
3. B>Dbs*
Ding Hao Electronics Mall




1. b Distributor
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3. 7 b Trader |
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almost covers all the IT product brand including the world's top brands and local brands,
where the consumers can find in the IT mall. It combined with the advantages of e -business,
consumers are able to buy the 3C products in IT mall more precisely.
Today, the wide range of IT products offer consumer widely choices, and the fierce

competitions result in lower price in IT mall attracts them to flood into IT mall.
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Problems for IT distribution model  x
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Firstly, redundant intermediate causing the price higher than its market value.

2. TKi A"nXy=adKyJd =214 =317 T®& h P
Secondly, the lack of competitive advantages among many SMEs existing certain risk in
business operating and company branding

3. Ms1 EET 86X /i A@ 1 ANONY 1 ET MUD@ECPHVI ¢ ON=G3
Thirdly, the shortage of communications and customer service causing after -sale services

without any guaranteed.
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As regardless of consumers' real needs and the long distance between the manufactures and
customers, it is difficult to meet consumers' demands and satisfaction with right products
and expected service.
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In recent years, IT product franchised stores began to appear and expend into

tier 3 city and below.

A With professional brand image, original products, complete product line, and
guality service, IT franchised store are being accepted and welcome by
consumers.

7 2 ybD z Famous franchised store in China:

A ThinkPady A O
ThinkPad experience Center
A Tyi161we h
Lenovo 1+1 franchised store
A "7 T8wbp hy
MAGTS8 franchised store:
N3 N6 wb h
Area sales agent+ franchised store
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Samsung stores is the pioneer and the typical
representative of IT brand franchised store.

At the third season of last year, Samsung group
announced Samsung World plan is launched, that is to
say, establishing Samsung franchised store in middle and
small cities integrated selling laptop, computer monitor,
printers and other IT products in China.
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franchised stores built around China.
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Pattern of Electronic I%mation Product Channel in China

2DFr T
Electronic component distribution channel

A aAffnp@EDFrT° D27z ! " msix
China's domestic distributors of electronic components is divided into three categories:
1. 0®d ? W st Lynw ° b %b° Gl .y
Firstly, international distributors with great scale, funding and logistics advantage, such as Arrow, Anvent
2. OOH "HYUn® s° Dby
Secondly, local distributors with technical support strengths
3. " QpRs@ ¢m3 N H "HY® " b.

Thirdly, traders decentralizing around China, mainly focusing on sales without any technical support
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Auropean original factories inclined to choose first grade and second grade distributors

Araiwan is prone to select second and third grade distributors

AJapan and Korean original factories mainly adopt second and first grade distributors. It means that Japan

and Korean mainly use its local distributors and select few international distributors as supplement
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Electronic Components Professional Market
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located in Huagiangbei area in Shenzhen
The annual turnover in electronic components reached 7billion

(USD) every year
Huagiangbei is the biggest transaction center of IC in China

Huagiangbei is the place gathered most local distributors and

traders mainly focusing on sales
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Under the development of Korean consumer electronics industry, a group of small and
medium sized component manufacturers has rapidly grown, and become a phenomena
besides Samsung, Hynix and LG. The most typical example is many new initial companies
are established in the field of mobile phone multimedia technology, mobile phone
multimedia chip, camera module, mobile TV chip and LED modules. However, due to their
limited scale and resources, they will hope to expend into Chinese market with the help in

existing sales network of local distributors


http://www.dzsc.com/stock-ic/HYNIX .html
http://www.dzsc.com/product/file291.html
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New Market ChannelinsE -business Era

A E-business changes the pattern of electronic information
surgxfwv ¥v fkdggho

Af3 ITODbnNW
Arhe main IT e -business platform of China:
t t Alibaba.com ¢ BtoB(
XCDH ¢ 360buy.com € BtoC(
311 IThb 1 yesky.com
1 ITd hc360.com
AH pA41 zol.com.cn

7 71 A pcpop.com
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New Market Channekin E -business Era

AT Q f B AT TSNy
The online transactions of digital products in China

The scale of China B2C online shopping The scale of China B2C online shopping
market transaction between 2007 -2011 market user between 2007 -2011
2007-201 1 fp EB2C i 4 By ¥ h 153 H 4 2007-201 1 s epEB2C I 45 MW T 15 1 PR
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Sources: iReasearch.com 2008, e for estimated
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New Market Chann@_’_iE -business Era

A 2009wafjasné 1 I°7
Online transactions of mobile phone in different regions in China,2009

ranking province Transaction ratio ranking province Transaction ratio
1 Guangdong 14.2% 1 Guangdong 13.4%
2 Zhejiang 8.8% 2 Zhejiang 9.8%
3 Jiangsu 8.3% 3 Jiangsu 9.0%
4 Shanghai 5.6% 4 Shandong 5.6%
5 Shandong 5.5% 5 Sichuan 5.2%
6 Beijing 5.0% 6 Shanghai 4.9%
7 Sichuan 4.7% 7 Belijing 4.7%
8 Fujian 4.1% 8 Fujian 4.4%
9 Henan 3.4% 9 Henan 3.5%
10 Hunan 3.0% 10 Guangxi 3.1%

Sources: HQEW.com 2009
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New Market Channel ir»jE___E__ -business Era

G ¢ 360buy.com
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360buy.com is targeting to 3C (computer, communication, consumer electronic product) market, and it
become the main way for the consumer to purchase 3C product in China today.
A swi 3WHpd o @HBKKTIH £ Q =20fBE2e AT~ 1+ 1TNP Q:NTAT w A
N T 41 B2CJ 1
In 2009, 360buy.com has expended into general merchandise sector and aiming to become the integrated
B2C platform.
A 7 XChe Oh 1000€ @ gt At 3 b/ N M 7ebp

Today, 360buy.com has registered membership up to 100 million, daily order breaks 70 thousands.

NV 33 uEQQI ~ 1 KCbHes 2005wi 4 @ 1 T AR w3YY%w300%@Q@i G5 quw 2009w
¥ 40k £ 11 2008w @ 3u(13.6K F )is 1 2010wN ~ 100k f

According to its own statistics, 360buy.com keeps the record of 300% increasing in revenue in five years
ifurp 53381 Lg 533</ | wyv uhyhgxhu h{fhhghg 7 eloolrlg +
it estimated that it will reach 10 billion in 2010.



http://www.chinabyte.com/keyword/3C/
http://www.chinabyte.com/keyword/手机/
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New I\/Iarket Channelin=E -business Era
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New Market Channel ir»jE___E__ -business Era
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2A> DA HQEW.com & PartinChina.com
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With the 8 years experiences in field practicing, by gathering rich information and data of approximately
20,000+ solid supply networks, HQEW.com & PartinChina.com profoundly understand about parts
market in China.
A 2009w @AdDATIT M 290k 2010w6m! 411 M 60et1 fFgd>DXVy 1 AS0Me 1 3
1Y 200MAf K>sn xA>DAdpgpliéeozUy ki 1~ 600e d2DFH T 3N

Key Facts about HQEW.com & Partinchina.com:
500 thousands register membership and service covering around 200 countries and areas
100, 306,719 sale and supply information in parts sector
Business transactions breaks 2.9 billion (USD)
Daily visiting exceeds 0.6 million per day
Covers 6 million of parts type
(Data updated to Q3, 2010)
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Market New ChannelincsE -business Era
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Market New Channel ineé -business Era

Service ’and product of HQEW.com
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build for order e -business platform

32400

Six Advantages:

., 360y 1Y 2 Db NnON

360 degree full e -business service

CHp© 377y

Complete integrity transaction system

.3 Hp 4 To

Instant online communication tool

LAz @iz éTn T

Powerful inventory management tool

A0+ T BIQT o X

On-line and off -line integrated promotion strategy
my @y
in-depth industry analysis report and solutions
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Advices for Korean Electronic Company to

Enter into Chinese Market
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Advices for Korean Electronic Company to Enter into Chinese

Market

A3 af BbytL Chinese business environment today

AFTANZBEULL OO14k KE>56AL "1~ aAf dd@ATF 1 @3 AF /08 L Af 5 a
B CTO 2 211t al L by Ouwsapmya  JQTEUL 1 jaw 43523 Ta
AM7 G OwTal §f KOW=" § G8I6 AvfREX Y ' K% JoET 'Qao¢

China is a big market with 1.4 billion population and 56 nations. Along with the rapidly growth of
economic, and the emerged of Chinese middle class, the purchasing power of Chinese consumer
are become significantly powerful that can not be ignored for the company around the world.

However, the language barrier, business culture, fragmentized market, regional and demographic
differences influences the different consumer habits, government policy and the lack of

intellectual property raising a great bar for many foreign companies who eager to expand into

Chinese market.
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Advices for Korean Eleetronic Company to Enter into Chinese
Marke

A s p&d Three advices is given below ¥
A A XY T TAL ~ UnWh
Through cooperation to achieve complementary advantages

~~

ANXS T By T J AT
Sufficiently utilize the e -business power
sA OB Ay K

choose the right partners
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Advices for Korean Electronic Company to Enter into Chinese
Market = *

A XYy TTAL “ UnlWh ¥

Through cooperation between China and Korean company to achieve complementary advantages :

1.X° . 1 T® ¢ Sufficiently leverage every sources:
T T4ép@ o d A Usingthe existing sales network
fFB +af UL WAL W' XY NTF B TAépo o 4A ol HRA'H N
Through the model of Korean product + Chinese existing sales channel, save money and time (means more

money)when Korean company sales their product through the existing sales network from Chinese company

International Team work:
Korean company: focusing on products and after  -sales services
Chinese company: by using the existing sales network to help selling

product and develop the Chinese market more effectively
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Advices for Korean Electronic Company to Enter into Chinese
Market

.2 D y8h bh Electronic industrial association or business chamber

©'8hd 06FvfULI T @ % a9 YOA %beAdDAJ a KEA®IT AT

ofF f UL f XYy C» ! @Qmbaf @B hTAOTF Af UJ

Supporting by the electronic industrial associations or business chamber is a economic

way to expand into oversea market. For example, Through the cooperation with KEA,

HQEW.com has expanded its service into Korean market. Similarly, the Korean company

can use the help of Chinese association to help them to develop market in China.

, h T Exhibitions

Af CXH ANDKES ~ W ©F hi 4C pf TVEI DWAV AfaAanXyviRYT
LT "IN e®EONI 4CC @ WAL TAm f Xy v

T Af GBR YT

There are many quality exhibitions in China just like KES. For many years, HQEW.com

has brought its members to join the exhibitions domestically and internationally. This

service is been to be proven helpful for the SMEs and can be copied to Korean company,

wkur xjk wkh omrlqw bprgho wr ghprqgvwudwh

relative exhibition with HQEW.com or other Chinese company.

L
;



http://121.14.103.51:81/info/batch.download.php?aid=4188

Anternet subscriber: 440 million

- X° . 1 Af Gy GHAT 4 @WAT X Aviobile phone subscriber: 277 million
KOnline transactions in 2009: 25.86 billion in RMB
Sufficiently utilize the Internet power X Sources: iResearch 2010

19 & TJ4d EHU YO™Huu v Ls JNET GQ

the infrastructure is gradually improved, including online payment, logistics, and Internet subscriber
2.0M2z 1T Y2 Db N

Government policy supports the development of e -business in China

3T 4 " @G | %A b HQEW.com, 360buy.com

Some e -business model has been proven to be successful in Chinese market, for example, HQEW.com
(B2B), 360buy.com (B2C)

The analysis of different channel in China for IT products

K> Q
Household appliance and digital product chain store: High High
ITo [ A A
IT mall Middle Middle
bbb h A
Franchised Store Middle high
ni A - H
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Advices for Korean Electronic Company to Enter into Chinese
Market =

S OB T Aw KX

choose the right partners x

. . 1
‘O% Right Partners Standard: :

. _ . I

A 6é3 +4 Wl +Uf X+UJf ' l
)

1

J

Reliable+ Experienced+ Leading role+ High market cover ration

Consumer end product:

r--a

2Abe ARy BQ 2D W 1T 2w f 6B aob & \ kG

In consumer end product sector, as the professional digital and electronic end
product e -platform, Hgbuy.cn is the right portal to help Korean finished
electronic goods SMEs to access to Chinese market with cost  -effectively and

convenience.

L

hgbuy
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Advices for Korean Electronic Company to Enter into Chinese
Market =

2.0DTRNT F P Parts:

Partinchina.com Awa&@A> DA M5V Uf & ®B2CO DF+ 7°  WJ 1 mIsAr Ly "Heo s 4 _ s =0 AN
BIO MO QT 1| W3 5 o w8 TAERf VEXm fIDFHTXYywée 0ONYX
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As the international distribution platform of HQEW.com, PartinChina.com integrated with 3 d |ogistics, payment service,
quality control service and global partnership network effectively, providing the one stop portal to connect the Korean

sduwv frpsdq| zIlwk Fklghvh dgg zruogyv sduwv pdunhw=

Acor Korean buyer:  Partinchina.com exclusively positioned to provide the large number of in -stock and validate parts with
competitive price for the Korean buyers through its 1200+ qualified supply network around the world.

Aor Korean suppliers:  Partinchina.com offers the Korean parts maker and distributors to join its qualified supply network

to help them to expand its market into China.



