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Case study 14
As a digital retailer, how does Alibaba provide value to Chinese consumers? What sets of values are unique to the Chinese market?
Considering that China’s traditional retail infrastructure is not up to standard, Alibaba, which is a digital retailer, provides its Chinese consumers with a shopping experience that is high in quality. This experience entails a broader range of options and lower prices as opposed to only Amazon and eBay as digital retailers that give them limited options. In the Chinese market, the set of unique values entails investment opportunities and standard products.
Given that Alibaba does not own or distribute any of the merchandise exchanged on its sites, describe what factors had to develop for the company to succeed.
Since Alibaba does not offer a similar approach to Amazon, which enables them operational control, competency among several companies in China had to develop to strengthen their marketing approach. Additionally, numerous organizations had to develop a digital strategy that would enable them to cover a more extensive market range, as such, these factors enabled Alibaba to succeed given that it not only depends on its products but of these companies as well. 
Analyze Alibaba’s business model relative to all the different forms of digital and online marketing covered in this chapter.
Alibaba’s business model entails websites. As the case points out, Alibaba has established major divisions by both acquiring and developing numerous diverse sites of e-commerce. For instance, Tmall.com that is offered by Alibaba similar to the one provided by Amazon and Alipay similar to PayPal, which pairs its clients with other corporations.
Alibaba also uses a social media marketing business model where it depends on social media as a platform to reach a broader market. Moreover, Alibaba has invested in Snapchat, a well-known social media platform, among other similar startup firms.
Can Alibaba succeed in countries outside of China? Why or why not?
Although there would be several challenges, Alibaba can succeed in other countries apart from China. One of their biggest strength that gives them an advantage compared other digital retailers is the provision of a broader product range provides customers with numerous options to choose from, and that differ in quality and price. However, penetrating different countries like the United States and the UK would be challenging considering the customers’ brand loyalty. For instance, most American users are loyal to Apple as a brand, which means they can only offer the brand’s users different brands at a lower price but changing their minds would be a challenge. This is because they are already accustomed to the brand thus trusting another brand would be difficult, if not impossible. Unlike China, the customers in the United States buy similar quality products at a lower price. On the other hand, Alibaba’s expansion to the markets in second world countries would do well since they share the same market characteristics to China.



