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Gl obal cB2nBhnee ce i n the US & EU

At t h"na@ot'tbef 3®ct ober 2019 a partner meeting in the proje
on theGltolpalc-cBanBhea ce i n dThhei sUSh e&wsElUet t er sums up the fini
tunities from the partner meeting.

More Than Product Sold, Target Achieved

In B2C commerce, the motto is simply "product sold, targ
hand, are tradittdrom.alTlhe np:)urechaosnigng process is generally
as delivery conditions, | glstlcs or ass¢tmbimy persvsionas a
vioeiented relationship between suppliers and companies.
tomer has been-tacrgwibruesd nae slsormrgel ati onship will [T ikely dex

herlc B82Bv eer vi ew ndo sk n acw mphaen i BB dmanr ket pl aces
though the B2B marketplace is at | east t wi
atforms/ marketplaces will follow the devel
igate B2C business, online platforms and m
ms and mar ketplaces are becoming more and
ocurement via the platforms is easy and pr
rkets and oppearotmmeirtciee sna kTetse coprmpwteh eo fs eBI S R
ially B2C buyearad iwlhyo oamt peaect pasgarmlass s1,g lkixgle
i bbaba, for example, have similar platforms/
i s devel opegd phhuwats eB 2 B hies nsatriklelt pil ma ciet so fs tAd ri

mar ket place platform. Amazon on the othe
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I f we |l ook at thecosmmdemuse orhan ket snahAoira ei s dominated by pl
and gl obal reach. I n the EU we see many | egacy players t
have a window of opportunity to | aunch their own marketp
al B2ZBmemerce | eading to marketplaces gaining moment um.

B2B is growing continuously Wd)JrSl$d\2|(2e|trmm2|1|0|]p90e1a1|0rcrt€esjpdmd|br
increase since 2013. Expected volume in L29D% 99 .f,rt tABE $ai/ dPra
1.4 tinl2D&B up from US$606 billion in 2013. The size of
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Challenge of Finding Partners
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