
Key 5 misunderstandings on Cross-Border E-commerce to China

Lately, many stories have been published about Western companies that are suspending their online 

Hereby a list of misunderstanding that help you sell into China. The 5 key misunderstandings:

to show the true value of your products and services to the rest of the world. Interested to learn more? 
Feel free to reach out to our team.

Alibaba is the largest player in China, and therefore, Tmall is the best place to sell our products 
online in China. 

(Cross Border) E-commerce China is a jungle full with parrots. Everybody will tell you to open a 
Tmall store. It’s a risk to only focus on Tmall. 
ecosystem and there are ways to sell to the consumer in many structured and authorized ways 
by making the right analysis and follow your needs. 

It is possible to sell online in China from behind your desk at the other side of the world without 
any problems. 

This is a 100% not true. The Chinese language, culture, behavior, way of working and communi-

of your project.

(Cross Border) E-commerce in China is the same as in the US or Europe. I open my shop and start 
selling, easy as that.

Be careful with this statement. The Chinese (Cross Border) E-commerce market is completely 
-

forms, all is intertwined and can’t be approached as loose subjects. 

Having an online store will result in guaranteed sales as China has 1.3 billion people.

Sounds easy, but watch out. China is big but more over it is very complex. Opening a store will 
-

people perceive your brand.

wanted to buy several containers of my products. 

-
at least 3 face-

 before establishing a baseline to start doing real business. If it seems too easy, 
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