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Conference Programme Rundown

F—8 2R2RETERR — —CRIIBH?
Session | To Have, or Not to Have: Omni-Channel Retailing Opportunities —
Double-edged Sword of Unfulfilling Promises and Opportunities?

10:00 am

10:10 am

10:20 am

10:50 am

11:20 am

11:40 am

12:10 pm

12:40 pm

FEDLE Welcome Speech
AEXATEEEHE K SEHXE

Mr. Thomson Cheng Chairman Hong Kong Retail Management Association

REBELETmRER

Souvenir Presentation & Group Photo

B [EEB® ] K Lane Crawford's Journey to Omni-channel Retailing*
Mr. Sebastian Picardo Deputy President and Chief Operating Officer Lane Crawford

$ZE - ¥ HH New Retail - New Motivation

AREHREEEERAF FHLSEEEFOTHIASRALE SEBEEE
Mr. Surrey Pau Senior Manager, Executive Office of Mainland China Jewellery Management Centre
Chow Tai Fook Jewellery Co. Ltd.

/MR Break
PRETEZH WA EREERLERTER?
Omni-channel Tango: When Online Compliment Offline to Choreograph the Dance
TZEEBRAR TZEH FHBEE
Mr. Danny Shum CEO Ztore HK Ltd.
s IRER Panel Discussion
FRHA - AATEERHE REeNE / BREEEERERAT MTES HEkEEL

Moderator : Dr. Ricky Szeto Ex-Co Member Hong Kong Retail Management Association /
Executive Director Hung Fook Tong Holdings Ltd.

F—ETEE

Session One Ends

RETES

Business Luncheon * #

12:45 pm

ZEHMRNR — 2017 ETEHHRBZ

A New Era of Retail — E-Commerce Megatrends in 2017
Ms. Lucy Werner Head of Export Sales Google Hong Kong

2017
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Session Il The Breaking of: The Disappearing of Golden Selling Rules?

2:30 pm

2:40 pm

3:10 pm

3:40 pm

4:00 pm

4:30 pm

5:00 pm

REBELTmRER
Souvenir Presentation & Group Photo

ZEANREH — KARZEFHERSE?
Content Marketing for Retail — Why Retailer Need to Run a Media in Future

EEE  Chief Marketing Officer  ##8% 4%

Mr. Vincent Tsui Chief Marketing Officer Next Digital Ltd.

RELIERHEE  —BENEEERR

From Online to offline: An Integrated Omni-Channel Approach

NIKE BEBR AR MmiEaEs WMPREE

Mr. Vincent Lai Marketing Director NIKE Hong Kong Ltd.
/MK Break

2 RESE LRSS R AIPLE Impact of Omni-channel Challenges to Shopping Malls
FOBEME (TE) EF BSFRRT

Ms. Maureen Fung Director Sun Hung Kai Properties (China)

=1 amER &7 Panel Discussion

IHA  BETEEEWNE IF/EEEE 4% BEdxE

Moderator : Mr. Thomson Cheng Chairman Hong Kong Retail Management Association /
President Walton Brown (HK) Ltd.

el e s
End of Conference

* WIRED A BEEEHETT This session will be conducted in English
P EHINRE2INFES Separate ticket is required for attending the luncheon
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Double-edged Sword of Unfulfilling Promises and Opportunities?

F3# A Moderator
FliEkEEL
EETEEEME HELKE /I BREEEIZERERAF HMITESE
Dr. Ricky Szeto

Ex-Co Member, Hong Kong Retail Management Association /
Executive Director, Hung Fook Tong Holdings Limited

T ABFE Moderator Profile

AEE TR0 F R EBRBESRENITE Dr. Szeto has been the Executive Director of Hung Fook Tong Holdings Limited
. URREEEBERAEPEBESIHOE since 1999. In this role, he seeks to reform the traditional herbal tea industry
REGRITE o through modern management and a social enterprise philosophy.

A KEE L EZFRBNBEIE R EEERN
REHBEREREE  WEREBREAEND
RIE  ZRBEEGNBIE - M EESE at work to create a full and spiritual life in the workplace.
BCREBTIEHEREERBIERE - BEX
B+RARAXE - FHEHNZ 0K L20H
T WEBZABRERNESE -

Throughout the years, Dr. Szeto is committed to integrating theory and practice
in university education and business operation. He also actively promotes faith

He has published numerous research articles in reputable international journals
as well as several management and inspirational books, during his teaching
career at Hong Kong Shue Yan University as an Associate Professor.

FHEEE Speaker

Deputy President and Chief Operating Officer, Lane Crawford

FHEZEEFE Speaker Profile

Sebastian Picardof& &R Deputy President
K Chief Operating Officer—B + & EEEM
REF - HERERRY  BRERERRE

FAZELFT
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B EEBurberry 2 R E FREKE 2 EFLL
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TN E A Net-A-Porter + Alexander McQueen &
Deloitte (LM 530 2 E 8 ©
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{EAE 2 Deputy President & Chief Operating
Officer * Sebastian Picardost £ & D Z @R
EBMEE EREK] RSO RKE -
LA R tnfe] s B B i E (B E B R AR TS o

Mr. Sebastian Picardo

Sebastian Picardo is the Deputy President and Chief Operating Officer of
Asia’s iconic luxury department store Lane Crawford, overseeing Marketing &
Communications, Sales & Service, Customer Experience and Technology.

Mr. Picardo joined Lane Crawford in 2012 and, as a member of the senior
management team, has crafted and been driving Lane Crawford’s “connected
commerce” strategy, underlying the company's focus on omni-channel retail

development to deliver a seamless customer experience.

Previous to Lane Crawford, Mr. Picardo was with Burberry where he served
as Managing Director - Digital Commerce, based in the London headquarters.
Prior to this role, he had helped transform and integrate the brand's Spanish
operations into the global business as Managing Director - Operations at
Burberry Spain. Before joining Burberry, Mr. Picardo had held various senior
finance roles at Net-A-Porter, Alexander McQueen and Deloitte.

Originally from Argentina, he holds a bachelor’'s degree in Business
Management and a Master’s degree in International Finance. He is also a
Chartered Accountant.

BB E Synopsis

Lane Crawford’s Journey to Omni-channel Retailing

Lane Crawford, Asia's iconic luxury department store with more than 165
years of history, has embarked on a transformational journey to deliver a
seamless shopping experience in store and online to the discerning luxury
customers. It is the first luxury omni-channel fashion retailer in Greater China.

Mr. Sebastian Picardo, Deputy President and Chief Operating Officer of Lane
Crawford, will share the company’s experience in omni-channel retailing—
what they have achieved and the challenges they faced. He will also share
the learnings in motivating and driving your team to deliver an amazing
experience to customers.
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Double-edged Sword of Unfulfilling Promises and Opportunities?

THEE Speaker

I

Senior Manager, Executive Office of Mainland China
Jewellery Management Centre, Chow Tai Fook Jewellery Co. Ltd.

AEAREEBERAR PELSEEEPOITHERRLE

BESEEE

Mr. Surrey Pau

FEEEMFE Speaker Profile
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Mr. Surrey Pau is the Senior Manager of Executive Office in Mainland China
Jewellery Management Centre and is responsible for the daily administration of
the Mainland China business. Mr. Pau graduated from The Chinese University
of Hong Kong, joined the group since 2005, and has been stationed in Taiwan,
Malaysia, Chongaing, Yunnan, Guizhou and other China cities, responsible for
market development, operation and administration works.

Mr. Pau has experience of retail management for years and has a deep
understanding of the retail market in the Greater China area, especially of the
Mainland China market.

EEME Synopsis

New Retail - New Motivation

Chinese consumer shopping concept becomes more and more mature and
rational, under the steady growth economy circumstances while facing the
acceleration of the integration of "Internet+" into the traditional industries, the
retail industry is changing rapidly. Retail pattern is changing, how can the
enterprise survive? How do they expand through innovation?

FEEE Speaker

FHEZEEFE Speaker Profile
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SHEEE

Mr. Danny Shum
CEQ, Ztore HK Ltd.

Danny founded the first tech-based company after graduating from
university. His company entered HK Science and Technology Park’s
incubation program, which specializes R&D in e-commerce software.
The company received the HKICTA awards for the software development
in 2009 and 2013. He was also awarded the “Innovative Entrepreneur
Award” in 2010.

With a decade’s worth of experience in the e-commerce business, Danny
creates a platform for an online grocery store (Ztore.com) in Hong Kong
in 2015. Ztore aims to Deliver a better living for their customers, offering
a more authentic and local online store to allow better means for local
businesses to sell their products. HK consumers can easily access local
groceries with a high quality of delivery service.

EEMWE Synopsis

Omni-channel Tango: When Online Compliment Offline to
Choreograph the Dance

The online market is an undiscovered pearl within Hong Kong retail
industry. Although sales happen online in grocery sector are still
insignificant in this billion-dollar market, but we are witnessing rapid
growth. Ztore is built to seize the opportunities of this 020 wave. The
successful case for any Omni-channel is to build a close loop of the
customer journey with tracking technology to build the best Customer
Experience (CX). Starting from customer acquisition to customer
retention, Ztore have used both online and offline channel to serve the
customer with a happy dance.
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A New Era of Retail: E-Commerce Megatrends in 2017

THEE Speaker

Ms. Lucy Werner
Head of Export Sales, Hong Kong, Google Hong Kong

FTERZEMFE Speaker Profile

Lucy Werner leads the export sales team at Google Hong Kong, which is travel and e-commerce clients based in Hong Kong who
work with Google globally. Prior to joining Google, Lucy led Kenshoo's sales efforts across Asia Pacific.

Prior to Kenshoo, Lucy was Chief Operating Officer at Spruce Media, a Facebook Preferred Marketing Developer based in San
Francisco where she built and managed the firm's business operations including sales, marketing, business development and
communications. In additional, she served as Vice President of Sales and Business Development for adBrite for 5 years and built
adBrite into the largest independent ad exchange.

Lucy has also spent time in finance at JP Morgan, Merrill Lynch and Deloitte and Touche in Africa Europe and the USA. She
graduated from the University of Cape Town, South Africa with a Bachelor of Commerce and CPA certification and received an M.B.A
from Harvard Business School.

ABEFE Synopsis

Lucy will review the Hong Kong e-Commerce forecast and what is driving growth for our market.

We know that e-Commerce is here to stay and much of Hong Kong retailers success in the future will require them to move from
a “go broad” strategy to one that enables them to “go deep” and be locally relevant in some of the world's largest and fastest
growing e-Commerce markets.

What are the key market opportunities for Hong Kong retailers and what are the barriers that once removed could accelerate
cross border shopping.

iH KM= 2 SRR 2

The Breaking of: The Disappearing of Golden Selling Rules?

F#: A Moderator

Chairman, Hong Kong Retail Management Association

2017

SEHHN2
Retail Conference

BRUEE
BRTEEERE TF

Mr. Thomson Cheng

T# A Moderator Profile
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Thomson Cheng is the President of Walton Brown, a company of The
Lane Crawford Joyce Group. Walton Brown is a full-service retail and brand
management platform bringing large-scale international brands to millions of
aspirational consumers in Greater China. It currently manages Juicy Couture,
kate spade new york and Brooks Brothers businesses across Greater China.
It also operates the chain of premium shopping malls as Maison Mode in
Chengdu, Changsha and Urumgj, and the value retailing business Times Outlets
in Chengdu and Changsha.

Walton Brown has also established a strategic joint venture, MyMM E-Commerce
Limited, in partnership with Wharf and eCommerce technology company
eCargo and launched a built-for-China social mobile commerce platform called
MyMM in March 2017.

Mr. Cheng has over 25 years of experience in the luxury retail industry. Prior to
his appointment as President of Walton Brown in December 2014, Mr. Cheng
was the Managing Director of ImagineX Group and had managed the Group
for over a decade. He spearheaded ImagineX’s expansion in the China market,
building an extensive network for premium landlords and retail partners and
leading strategic brand acquisitions and joint venture projects.

Mr. Cheng currently serves as Chairman of the Hong Kong Retail Management
Association, Committee Member and Technical Advisor of the Hong Kong
Brand Development Council, Member of the Quality Tourism Services Sub-
Committee of the Hong Kong Tourism Board, Board Member of GS1
Hong Kong, member of the Retail Industry Training Advisory Committee
and Wholesale and Retail Task Force of the Business Facilitation Advisory
Committee.
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The Breaking of: The Disappearing of Golden Selling Rules?

THEE Speaker

R xE
S{EE Chief Marketing Officer

Mr. Vincent Tsui
Chief Marketing Officer, Next Digital Ltd.

FTERZEMFE Speaker Profile

g SHMEERET  TAERERMAEEREL - THRNBBTXABHRLHRE  TEEHNBFBETIABREEX
BEXEERR - PREBCEEHZFR  B0OFEUERGRERME B PREHES VR BEEE HERER
MITXAE  BRAMREFEBAZRARNAEHEMR - MASZEZKChief Marketing Officer » 1M 5F BB AR F3ThREITI —
(R¥F) BURE -

BB E Synopsis

TEATEY — kARTETBENRGE ? Content Marketing for Retail - Why retailer need to run a media in future
AT BRSNS LYY TELTEERE The session is about how content marketing is changing the way retailers
EFRTEH R o communication strategy and e-commerce development.

10

2017

SEHHN2
Retail Conference

FEE Speaker
BRREE
NIKEEEBRAR MisaE

Mr. Vincent Lai
Marketing Director, NIKE Hong Kong Ltd.

FHEZEEFE Speaker Profile

VincentIi ANike Hong KongM#§Ep4EE: - & Mr. Vincent Lai is the Marketing Director of Nike Hong Kong, leading the
& Nike Hong Kong M5 #E R KRB RETT © planning and execution of all local marketing operations.

VincentH 19974 #£ )1 ANike Hong Kong - Vincent’s Nike career started in 1997 as a member of Nike Hong Kong’s Sports
REFBTSERSAEHLEHENBENE Marketing team, where he handled the communications and partnerships
YE - 2008F £2013FHifE © Vincenti ik with local athletes. Vincent had relocated to Nike Greater China since 2008 as
Nike KA ERAILH T RIEEE  BEBE Brand Director, overseeing the marketing campaigns of Football and Men’s
hE - FEERSEREANPEMEESRES Training within the Greater China region (China, Hong Kong and Taiwan).

3518 B BT IR E o . . .
TR B RS LA After 5 successful years, Vincent was back with the Hong Kong team again.

H2013F & [EINike Hong Kong T 5% He has since been in charge of various large scale marketing projects including
EEDAZE - VincentB B T BIEBITHEAB Standard Chartered Hong Kong Marathon, Nike All Hong Kong Schools Jing
W NIKERBEREHRERILE - HFB LK Ying Basketball Tournament and Hong Kong National Football team. He has
REBEZEAB MIBHEEZ o L EIFAK also boosted popularity for some of the high-performing athletes like Rex Tso,
IWEEEN BsZ - ERESEHENE Stephanie Au and Yapp Hung Fai among Hong Kong citizens.

EMEREREEERMER -

EEMWE Synopsis

RPLIIEREHE - —EHEERR From Online to Offline: An Integrated Omni-Channel Approach

BEERTAHBEBRERAETNIRS WS Nike Hong Kong did not only expand its market share in the local running
BEELAFHREER - Nike TERBIERE™ market, but also became the official training partner and sole apparel sponsor
% SEERBRABITESBRNNNER of the Standard Chartered Hong Kong Marathon since 2017.

EPHAmBEYRIREY - HEERATEH

BT FARARREREMRE - 5UNRC App

ERDIRES b ARERNZERTREE

ks - BREREEET Ve 2ENES

Nike#R1S 2 2 HEFZ BN K S LB NHE

#gF o Through the seamless connection between retail store and online platform,
Nike Hong Kong managed to gain consumer insights and boost actual sales at
the same time.

Nowadays the partition between the digital and physical landscapes is quickly
narrowing, our consumers can purchase their gears from online store based on
their needs, or receive training guidance through NRC App. They can also visit
the retail stores for more in-store services.

1
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The Breaking of: The Disappearing of Golden Selling Rules?

THEE Speaker

RHERTE
FOSEMETFE)ES

Ms. Maureen Fung
Director, Sun Hung Kai Properties (China)

ax

FHEZEMFE Speaker Profile
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BE] THEIMMZREB  TRE
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With over 20 years of property industry experience, Maureen Fung is an acknowledged expert
in her profession. She is currently Director of Sun Hung Kai Properties (China) and responsible
for the strategic planning, development and implementation of leasing, marketing, renovation
and asset management for flagship malls in Hong Kong and China.

Ms. Fung is a Registered Professional Surveyor (General Practice); and the President and
Founding Chairman of the Institute of Shopping Centre Management in Hong Kong.

She is an active contributor to the society by working in HKSAR Economic Development
Commission under Convention & Exhibition Industries Tourism Category; HKSAR
Administrative Appeals Board; HKSAR Commerce & Economic Development Bureau

TR FHES - TEARK Unsolicited Electronic Messages (Enforcement Notices) Appeal Board. She has earned a il ka_t_e_ ﬂp;-‘ld{-‘
EEEBTEREER B4 Chief Executive’s Commendation for Community Service by HKSAR, Distinguished Alumni of ’> e NEW VORE
KB RIS R T R 2R 0 the Centre of Urban Studies and Urban Planning of The University of Hong Kong (1980-2010); i e 1

Wisidwad: 2% o

(1980-2010) iR R 2 — &
BEEH [2ETRERER
=TI o

RRETERRBERHIR

ETHRCEEBERHEER
N FERRTELE RS
HEEERREZ AR Mk
B EREEERMAEENE
AMERRTE B8 IR RS
B ERMER - naEE
5% - EMERENMEBYE
BHELSHBGRERE T H
ERTHERET/BF/ET

[=&m] BRE2RE 1%
] oo BEREETREERE
RERTERBYHL [F
FRe] B T ] R

=27 ] BIFHMIRE -

12

and Hong Kong outstanding women volunteer award.

BB E Synopsis

Impact of Omni-channel Challenges to Shopping Malls

‘Click’ or ‘Brick’? Technology is undoubtedly disrupting the way customers shop by re-
defining the global retail and shopping centre landscapes nowadays.

Customers’ tastes and behaviors are dynamic and fast evolving; while pursue of unique total
shopping experience. Both retailers and shopping centers must upkeep themselves, offer
supreme ‘wow’ unique experiences across multiple channels seamlessly, develop across-the-
board innovative ideas and activities, create values by enhancing interactions with shoppers
through technology, social media or mobile digital platforms.

Today, shopping center is more than a place that simply buying goods and services as they
have incorporated a multitude dining and entertainment facilities into its tenant mix, that is,
more likely a social gathering hub. Both retailers and shopping centers should learn how to
integrate the digital and the physical store for the well-being and serving shoppers better.

The golden selling rules have already been transformed from the past Landlord-Tenant-
Shopper ‘Win-Win-Win Situation’ to a ‘Win - < Situation’. To embrace millennials with
technology application become a ‘new norm’ to shopping centres industry. But ‘HOW’ to get
it done and make business? and, ‘WHAT’S’ next? are the key questions we should explore.

WALTON BROW
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F— 425 B DYXnet Group

FXIZIN999%F @ E—REBAATERBENERP LBRIRBEIER - SRPERT AR HEETPRHER

% BEZHREEMERZA®E (MPLS VPN) - BEEERE 8B L EBRERTBATRSE -
info@dyxnet.com * Tel: +85221877600 °

Established in 1999, DYXnet Group is the leading carrierneutral network service provider in Greater China
offering Multiprotocol Label Switching Virtual Private Network (MPLS VPN), Internet access, data centre, unified
communications and network security solutions to enterprise clients with provisioning capability in many cities in
Greater China and the wider Asia Pacific region. In August 2014, our Virtual Private Network (VPN) business unit
was acquired by 21Vianet Group, Inc. (NASDAQ: VNET) ("21Vianet"), China’s largest carrierneutral internet data
center services provider. DYXnet Group serves 700 cities in mainland China, Hong Kong, Taiwan, Singapore and
Vietnam, including more than 16,000 MPLS VPN clients’ sites, and hosts more than 11,000 clients’ servers. It

DYxet |

. gg_%)?

SAP Hybris (\)

P3EEEHNAFS T Corporate Sponsors Intro

SAP Hybris Solutions

SAP Hybris solutions provide omnichannel customer engagement and commerce software that
allows organizations to build up a contextual understanding of their customers in real time, deliver
a more impactful, relevant customer experience, and sell more goods, services and digital content
across every touch point, channel and device. Through customer data management, context driven
marketing tools and unified commerce processes, SAP Hybris solutions have helped some of the
world’s leading organizations to attract, retain and grow a profitable customer base. SAP Hybris
software for customer engagement and commerce provides organizations with the foundation,
framework and business tools to create a holistic customer view across channels, simplify customer
engagement and solve complex business problems. For more information, visit www.hybris.com.

* SAP Hybris is a brand name launched in January 2016 to represent the SAP solutions for customer engagement
and commerce as well as the offerings, employees, and business of acquired company hybris AG, which

was the first batch ICT service providers in Greater China to obtain ISO 9001:2008; ISO/IEC 20000:2011; ISO/
IEC 27001:2013 international certifications for information security, international IT service management as well as
quality control respectively. These qualifications demonstrate DYXnet’'s commitment to offering premium information
and communication technology with outstanding customer service. For more information about DYXnet Group,
please send email to info@dyxnet.com or call +852 2187 7600.

9) Flexsystemn

RECIPIO LIMITED

FlexSystem Limited

FlexSystem &AL AB X EBRHRBE AR ARFPIREZITIENBAFTR - EMHZIEEEE
M MEREA N - BERIEVESE - FIEERE - ANER - £EEG - TERF R ES0E
DTS o B ¢ (852) 3529 4123 BE : infodl@flexsystem.com

FlexSystem is a recognized leader in enterprise management software industry in the Greater China
region. Over the past 30 years, FlexSystem has been delivering high quality application software and
services to maximize the client's operational efficiency in the accounting, order processing, payroll
and human resources, manufacturing, workflow and business management. With its strong global
network of regional offices and partners, FlexSystem serves thousands of customers in more than
36 countries, half of them are listed on 30 global stock exchanges, and 1 in 10 with presence on the
Forbes 2000 list. Now and future, FlexSystem continues to keen on technology development and
create a complete platform of new generation enterprise resources management solutions. Tel: (852)
3529 4123 Email: infodl@flexsystem.com
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continues to be our legal entity until integration with SAP is complete.

Wave Commerce

Wave Commerce A% FREERFIRESIBEHRS  UHlERABEERGER  EHRFPKREH
£ ERFEPYRMEFSAHE - H92 Shopify # BigCommerce Hfli & 1EBLE - BimbiRiE
YHZNBHEENTEESR - HFANEFABRGEREE R TRR LR/ERE S S5t 28
SRITER o AR T fRE1S » "5 B3 team@wavecommerce.co 8L E 2779-8373 ©

Wave Commerce is a Hong Kong based ecommerce agency specializing in serving the unique
technology and digital marketing needs of clients with ecommerce businesses. We offer digital
marketing services across social media and search, as well as custom development solutions, to
help clients sell online, acquire new customers and build customer loyalty.

For brands seeking to transition into modern online retail, we work with the latest cloud-based
technologies to create modern retail experiences optimized for social and mobile, and are Shopify
and BigCommerce technology partners. Our flagship customer loyalty solution has powered the
loyalty programs for thousands of online stores worldwide.

Our services and technologies serve a diverse range of clients. We work with emerging brands
as well as multinational corporations seeking to expand their footprint in Asia. We value multi-year
relationships with our clients to create long-term, sustainable growth.

For more info, please contact us at team@wavecommerce.co or 2779-8373.

ﬂ.l
'HCB Wharf T&T eBusiness Limited

Wharf T&T eBusiness Limited

>Commerce

Recipio is a retail technology startup that provides digital receipt solution to retailer. By installing our software,
retailer can send out digital receipt to their customers with their existing POS system, without the need of any
integration.

With very simple installation steps, retailers can already send digital receipts via SMS to customers. With the
digital receipts, retailers can include various types of promotion next to the receipts. When customers finish
their purchases and check their receipts, they will immediately see again the promotion from retailers. The
click rate of the promotion links is trackable, so that the effectiveness of such promotion can be monitored
and compared from time to time. Therefore, digital receipt can act as an effective after sales promotion tool.

On top of promotion function, Recipio also provides a web portal for retailers to track the sales real-time.
Retailers can also have convenient access to the online copies of all the receipts. The promotion next to the
digital receipts can be changed and monitored with the web portal as well.

We have won multiple awards, ranging from startup competition, IT awards, to retail innovation awards. We
hope to have you to join us in creating a better retail environment.
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Established in January 2007, Wharf T&T eBusiness Limited (WeB) is a subsidiary of Wharf T&T Limited
specializes in the provision of online marketing applications such as eMail marketing, social media marketing,
mobile app development, eCoupon and eShop services. WeB believes that the adoption of eMarketing skills
and technology is vital for SMEs to promote their products and services in this digital era. WeB’s vision is
to provide businesses with cost effective and powerful eMarketing services and inspire them to adopt cost-
effective enabling technology and methodology.

WeB’s one-stop online marketing platform, WeB-TOUCH, has won numerous awards, including the SMBWorld
and e-Brand Award in 2016, as well as SMBWorld Award, HKICT Award and PCM Biz IT Excellence Award
in 2015 for its outstanding achievement and long-term commitment to leading innovative, user-friendly, cost
effective as well as environmentally sustainable ICT solutions for Hong Kong business marketing.
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HKRMA Quality E-Shop Recognition Scheme

Bl R

Call for Entry

FEIEHT Objectives

s BERAMEBEREER DHTERERE e To develop industry-wide standards and best practices for online retailing
HETEHEB in Hong Kong

 REBEEMBYRLL * To give recognition to quality e-shops

o MEHBEEREEBYOAESEONEL e To raise consumers' confidence in Hong Kong's e-shops

FEER Assessment Criteria

AHEIREMAFEERERE [=X&E - 1
AmE ] MRBKRER - [ZAHE] B25EF
ENEELRER BYRBREETRS: [H
AmE] AIREEE Bl BREREGE
B W RBREABERILNEANZE SR
# o MARESBUSLARGEN  KERBE
FTRHEEZHRENER -

REREREE
BRFENRESEZEBRERERIR
g UHREFEEER - 5 ERBREME
—ERERIE - BRABEBAHERRN [
BRERT] SREBRAEEER -

HERE (R4-6ER)

Recognition Logo and Certificate

WEERMEFE Rz HE T
(R ) Submit Application Assessment
E-Shop Quality o BRIXBFERREBEIMS o WREEELE Mystery Shopper
Health Check Submit application form and Assessment
(el e ) e aneddecuments o &M Final audit by HKRMA
* WX E M Payment

Under the Scheme, all assessment criteria for quality e-shop are developed
based on the framework of 3 main perspectives, i.e. Trust and Development,
Shopping Experience and Contract Fulfilment; and 4 key qualities —
Operation, Information, Service and System. Such framework is extensively
researched, reviewed and endorsed by an independent and credible advisory
panel appointed by the Association Members are e-Commerce key players.

E-shop who has passed the assessment of the scheme will be granted
a recognition logo and certificate. Recognized e-shops are entitled to
display the logo on their promotional materials. Each logo carries a unique
recognition number which facilitates consumers to check e-shop information
through the Quality E-Shop Directory set up by the Association.

Stages of Assessment (Last for 4-6 weeks)

EHTFEER
Result Announcement

o WEFBRERREE
Receive assessment result and report

O

Recognition Logo
and Certificate’
ERRRERREE

° FPEEB
Passed Assessment

,

FERBB
Failed Assessment

|

AR=EAR
GRS ERPAEES
Apply for re-assessment
within 3 months

with a maximum of

EHRRXAF ° AENER
Re-submit New Application Failed Assessment

http://hkrma.org/b5/awards/qualityeshop.html O\

+EIB 1] 20%E.2866 83118k LA EEgeshop@hkrma.org £ {7 & B4
For enquiry, please contact the Association at 2866 8311 or by email at geshop@hkrma.org.
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About Hong Kong Retail Management Association

EETEEREBEN NN\ =Fh - MREREENNTERHEBAIN - KILZFUR -
AHeEREAMTEXRERIAREARR  —ENEEEEAG - BUFE - AhE
BBHE - BIINBEEERE  BORATEENTRMA -

A NEEIENTEHS  ESSEAREHEN\TH  EERBENEETERE
BB —N— ABENEZEARTERGEMBATERNE—FEHERE - WRHKE
ZEIGEE Y — ZMBEMNERER T EEDAMEMER -

The Hong Kong Retail Management Association (HKRMA) was founded in 1983 by a group

of visionary retailers with a long-term mission to promote Hong Kong's retail industry and to

present a unified voice on issues that affect all retailers. Over the years, the Association has

been playing a vital role in representing the trade, and raising the status and professionalism
of retailing through awards, education and training.

Today, HKRMA is the leading retail association in Hong Kong with membership covering
more than 8,000 retail outlets and employing over half of the local retail workforce. HKRMA
is one of the founding members of the Federation of Asia-Pacific Retailers Associations
(FAPRA) and is the only representing organization from Hong Kong. FAPRA members
cover 17 Asian Pacific countries and regions.

EETEETHERERY

Services of Hong Kong Retail Management Association

Bk {8 Advocacy TTEEERTI Industry Watch & Publications

o AR RNMATEN o TEXELTHIE

Submission on Legislation and Public Consultation Monthly Retail Sales Statistics
HE R Education & Training o iﬁ;ﬁﬂl/ﬁ/&sﬁﬁﬁ_ﬁ} ;
o TEMZEmME alary/Service Tren

Retail QF o FTREFT

o o s Newsletter & Year Book
o HEBRIFTKISCELE _
Earn & Learn Scheme o H/IRTEFIES TEWH
,,,,, o N ME Gui K
o TEELBEEIEE SIHECUCC o
Professional Diploma in Retail Management / X iEE Networking

Retail Operation Management o FE&
o T{ELH/IsI&/ERE Luncheon
Workshop/Conference/Seminar o FEWmE
o EXH Annual Ball
Study Tour o MERIY
ME#8 8 Flagship Programmes Business Matching
o HIRHBEE th/p 332318 Support Programmes for SME
Service & Courtesy Award o /NI &/t

o (HRIEEERTE
Mystery Shopper Programme

o EHEIMERE

SME Retail Workshop/Conference/Seminar

o TEAH/INDEHAMRBE
SME Service Excellence Award

Hong Kong Awards for Industries o EXRE
o BEMERZE Study Tour

Quiality E-Shop Recognition Scheme
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