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About Alibaba Group 
& Alibaba.com



About Alibaba Group



The Alibaba Ecosystem



About Alibaba.com

THE LEADING 
B2B E-COMMERCE 
PLATFORM 
FOR GLOBAL TRADING
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About Alibaba.com
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WE FOCUS ON 
GLOBAL TRADE FOR
MORE THAN 20 YEARS.



Who do we exist for?



Top supplying categories and countries

Rank Market Rank Market

1 United States 11 Japan

2 United Kingdom 12 Cambodia

3 Canada 13 Russia 

4 Australia 14 Saudi Arabia

5 Mexico 15 Nigeria

6 Germany 16 Peru

7 Netherlands 17 Italy

8 Philippines 18 Thailand

9 France 19 Singapore

10 South Korea 20 Spain

Top buying countries & regions

Global buy, global sell 

Source: Alibaba.com data, 2022



How SMEs grow with 
Alibaba.com



Storefront Store Product Listing Company Profile

Product Listings Keyword Advertising Communication Tools

Real-time Translation Search Result Request for Quotation

A suite of digital tools to boost your ecommerce business



Build your B2B online presence with Alibaba.com



Analyze, optimize and grow with Alibaba.com Data Analytics

Access best in class optimization with

360° analytics & real-time reporting

My Alibaba analytics is a powerful 

statistical analysis tool:

It shows buyer behavior patterns

It provides business strategy insights

It gives valuable feedback 

on business performance 

and operations

It maximizes online exposure 

and return on investment (ROI)



•

Grow demandDigitize the offer

Improve margins Access to new 
partnerships and reports

Grow visibility

Data access



How Tradeshow Organizers Can 
Leverage Alibaba.com



Global B2B & Omni-Channel Opportunities

SOURCE: US INTERNATIONAL TRADE COMMISSION
NOTE: B2C; BUSINESS-TO-CONSUMER; B2B; BUSINESS-TO-BUSINESS

B2C: 

USD 3.8 trillion

B2B: USD 23.9 

trillion

larger than B2C e-Commerce globally.

Today, B2B e-Commerce is 

6x
16% B2B transactions will happen 

through online channels. 

84% will happen in a hybrid form by 2026.

Online Channel: 

16%

Hybrid/Omni-

Channel: 84%

SOURCE: THE FUTURE OF OMNICHANNEL B2B TRADING 2022  - REPORT COMPILED BY EUROMONITOR INTERNATIONAL FOR 
ALIBABA.COM



For any tradeshow 
organizers, providing a 
seamless experience and 
more importantly, 
linkage across all online 
and offline touchpoints 
have become essential.  

B2B omnichannel 
strategy can help 
tradeshow 
organizers with:

• Get a better understanding of attendees/audience and how to engage them.

Understand customers and audience

• More datapoints for precise targeting which can lead to more acquisition

Improve audience targeting and acquisition

• Establish audience activity linkage during and after the tradeshow.

Establish activity linkage  

• Reach suppliers beyond traditional lead acquisition channels.    

Widen marketing reach for suppliers/exhibitors

• Create a unified customer experience across all available online and offline 

touchpoints. 

Create a unified experience



How Alibaba.com Can Complement And Partner With Tradeshow Organizers



Online Tradeshows & Livestreaming in Alibaba.com



Alibaba.com Online events

Industry
events 
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