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What are Alibaba 
“Open Sesame” Events?



What are Alibaba “Open Sesame” Events?



Alibaba Open Sesame Event at Hangzhou  

Topic: How sourcing online can improve your business? 
Date:  23 June 2006 
Location: Hangzhou, China 

Ice-breaking games

Alibaba staffs mingling with 
international buyers 



Alibaba Open Sesame Event at Milan 

Topic: E-sourcing, How internet can help your business grow?  
Date:  13 July 2006 
Location: Milan, Italy 

Over 80 international buyers
attended the event

Mr.Magani, Director, Masserini S.r.l
who has joined Alibaba for 5 years
share his online sourcing experience
with other members



Alibaba Open Sesame Event at Milan 

Topic: E-sourcing, How internet can help your business grow?  
Date:  13 July 2006 
Location: Milan, Italy 

Mrs. Van Cauwenbergh
“Member coming from the furthest away”

Mr. Passagrilli “Earliest member award”
joined in 1999



Market Overview



Source: California Management Review

E-Marketplaces: Circa 2000 approach



A Hangzhou Teahouse
• A marketplace provides the “cups, tea and scenic 

surroundings” to facilitate match-making between 
buyers and sellers

• Customers bring the products and ideas
• The more, the better
• User generated content: 

For members, by members, of members

“Attract the shrimps (sic.) and 
the whales will come,”

- Jack Ma, CEO Alibaba.com

E-Marketplaces: The Alibaba Approach

http://images.google.com/imgres?imgurl=http://www.mutantfrog.com/albums/Shanghai2003/teahouse.sized.jpg&imgrefurl=http://www.mutantfrog.com/gallery/slideshow.php%3Fset_albumName%3DShanghai2003&h=470&w=640&sz=122&tbnid=KMy0L1LkIaIJ:&tbnh=99&tbnw=135&hl=en&start=6&prev=/images%3Fq%3Dteahouse%26svnum%3D10%26hl%3Den%26lr%3D%26newwindow%3D1%26sa%3DG


Traditional Sources of Supplier Information
• Referral (colleagues, associates)

• Trade shows

• Industry magazines, trade journals

• Industry associations

• Trade directories

• Existing suppliers

Search/ 
Discovery Negotiate TransactEvaluate

Average sourcing cycle: 3.3 – 4.2 months

• 52% of time spent searching 
for/identifying appropriate suppliers

•18% of time spent on RFQ 
development/ RFQ response

• 20% of time spent on 
screening/sorting proposals

•10% of time spent on contract 
negotiations

Source: The Aberdeen Group

Traditional Sourcing Work Flow



• A survey of Alibaba.com 
users reflects the shift to e-
sourcing has already 
occurred among some buyer 
segments

• Traditional media, while still 
used is diminishing in 
importance as the internet 
becomes the tool of choice

• This trend is likely to continue 
as e-marketplaces grow in 
sophistication and 
functionalities

Source: Synovate Research

1 = highest importance
4 = lowest importance

Resource Rankin
g

Alibaba.com 1.51

Existing Supplier 1.75

Internet (search, surf, etc) 2.19

Referral (associate, 
colleague) 2.38

Other Trading Sites 2.53

Trade Shows 2.62

Trade/Buying Agent 2.78

Industry Magazine 3.03

Industry Association 3.16

Trade Directory 3.3

Other sourcing/trade media 3.58

Buyers rating of importance of different sourcing resources

Sourcing Today



• E-Marketplaces can offer a platform to address buyers’ key 
considerations:

Breadth and Depth

Quality of Service

Trust and Credibility

Lowest Cost

How online marketplaces can help



Breadth and Depth
• The world’s manufacturers at your fingertips

• A myriad of eMarketplaces exist today
• Vertical and horizontal markets allow a 

buyer to find virtually any product
• Most active marketplaces are those 

which have critical mass of buyers and 
sellers.

• Local language B2B sites may offer 
deeper market information than those 
attempting to be global through English 
language only.

• “The (sourcing) world is flat” thanks to 
the advent of eMarketplaces.

Considerations
• Vertical vs. Horizontal
• Domestic vs. International
• Biased vs. Neutral
• Private vs. Public



Quality of service

• eMarketplaces enable suppliers to better serve buyers:

• Integrated communication platforms

• Content management systems

• Online resource centers/ forums for buyers and sellers

• Some eMarketplaces also offer offline services that 
enhance supplier customer service capabilities

• Customer educational seminars

• Alternative media/events (print, trade shows, sourcing 
meetings)

Dependable supplier service is essential



Trust and credibility

• Initial trust is established by quality content provided 
on website:

• Individual company profile

• Product specifications

• Qualifications and industry standards

• Some marketplaces offer initial screening by 
providing third party authentication and validation 
(A/V) or user feedback systems to pre-screen 
suppliers

• No substitute for traditional due diligence

Know your supplier



Risks of online sourcing

• Valuable benefits also bring new hazards
• Fraud
• Identity theft
• Scam
• Counterfeit goods

Precautions:

• Use common sense and do not ignore standard due diligence trade 
practices 

• Start with small volume orders and build up over time

• Stick with credible marketplaces with pre-qualification services

• Confirm contact details of business partner

• Consider doing due diligence using credit check or obtaining certificate 
of good standing from 3rd party



Lowest cost

• Breadth of supplier choices allows buyer to find 
best, most competitive pricing

• Geography

• Selection of suppliers

• eMarketplaces also allow buyers to go directly to 
suppliers thereby further reducing costs

Increase your margins



Key Information
• World’s largest business-to-business 

marketplace for global trade, where you 
can search for business opportunities or 
post information to attract potential 
trade partners.

• 2.3 million members (SMEs)
• 200+ countries and territories
• 32 categories

Daily Web Statistics*
• 5 million PVs
• 3,000 new members
• 550,000 unique visitors
• 1300 new companies listed
• 3,800+ new products listedwww.alibaba.com

* Company estimate based on average for month of July 2006

Alibaba.com International



www.alibaba.com.cn

Key Information
• China’s largest business-to-business 

marketplace for domestic trade
• 12+ million registered members 

(SMEs) from all over China
• 30 categories

Daily Web Statistics*
• 46 million PVs
• 27,000 new members
• 3.3 million unique visitors
• 1,500+ new companies listed
• 210,000 + new products listed

* Company estimate based on average for month of July 2006

Alibaba.com China



• Suppliers: 395,000

• Buyers: 1,140,000 
• Both: 800,000

• Free supplier
• Paid suppliers

• Gold Suppliers: Paid suppliers 
in mainland China

• TrustPass members: Paid 
suppliers outside mainland  
China

Membership

* Company estimate based on month of July 2006



2nd largest B2B websiteAlibaba.com

Source: alex.com, 5 June 2006

Alibaba’s daily reach is around 15 times the 2nd largest B2B site

No. 1 B2B website



Automobile
Chemicals
Construction & Real Estate
Electronic Components & 
Supplies
Energy
Environment
Excess Inventory
Furniture & Furnishing
Health & Beauty
Home Appliances
Home Supplies
Lights & Lighting
Luggage, Bags & Cases
Office Supplies
Packaging & Paper
Printing & Publishing
Security & Protection
Sports & Entertainment
Telecommunications
Timepieces, Jewelry, 
Eyewear
Toys
Transportation

Business Service
9%

Agriculture
8%

Electrical Equipment 
& Supplies

7%

Apparel & Fashion
7%

Industrial Supplies
6%

Textile & Leather
6%

Computer Hardware&
Software

6%Food & Beverage
5%

Minerals, metals &
Materials

5%

Gifts & Crafts
4%

Other 22 Categories:  37% Top 10 Categories

Product categories: 32



Alibaba Tutorial



• Search products
• Contact SupplierBuyer

Supplier

My Alibaba

Community

• Post products
• Reach international buyers

Tools &
Resources 

• Trade Essentials
• Tradeshow Channel 
• Trade Alert
• TradeManager

Alibaba.com

• Online Forum
• Open Sesame Events

• Manage Account Information
• Check messages 
• Buying and selling tools 

The Alibaba Network



Terms and Definitions

Buying Lead

• A Buying Lead is an invitation to sellers to contact buyers with appropriate 
product and price offerings. They are in the form of postings and hyperlinks 
on Alibaba.com.

Selling Lead

• A Selling Lead is an invitation to buyers to contact sellers with appropriate 
product and price requirements. They are in the form of postings and 
hyperlinks.



Alibaba Tutorial 

Case study: Sourcing Ladies’ Handbags



Step 1 - Search & Browse

Find the products by Search or Browse



Step 2 - Sub-categories

Find the type of product you are 
looking for from the sub-categories



Step 3 - Search Results

Refine search result by date & region



Step 4 - Advanced Search 

Use advanced search to find your 
perfect match



Step 5 - Product & Company Info
Review product and company information



Step 6 - Gold Supplier & TrustPass

Review supplier’s TrustPass information



Step 7 - Video Info

Contact the supplier for further information



Step 8 - Inquiry 

Fill in the form and send an inquiry to the supplier



Step 9 - Contact suppliers

Contact suppliers in more efficient ways



Step 10 - Multiple Inquiries 

Send inquiries to up to 38 suppliers



Step 11 - TradeManager



Step 12 - Post Buying Leads

Post a buying lead if you cannot
find the product you want



Useful Tools and Resources 



My Alibaba

Manage your account information, messages 
and access buying tool here



Trade Alert

Trade Alert

• Trade Alert is a customized email that delivers information and business 
leads which match product keywords and categories of your choice. This 
information is sent directly to your email box.



Trade Alert

Trade Alert delivers the latest buyer and
Seller information directly to you 



Trade Alert

Select up to 5 categories 



"I have subscribed to the Alibaba email
alert, which has allowed me to stay up to
date with all new postings related to my
products"

"I've been an Alibaba member for 10
months now and I have been using the
website regularly to locate new suppliers. I
found Alibaba very efficient and it allowed
me to close many deals with over 20
suppliers, mostly from China but also
Taiwan, Vietnam and Indonesia" 

Mr. Juan-Manuel  Olivera-Silvera
Company: Overstock.com
Country: USA

Trade Alert



TradeManager



TradeManager



TradeManager



TradeManager



Trade Show Channel

Upcoming Featured Trade Shows available in this channel



Trade Show Channel

Refine your search by Industry, Month and Location 



Resources Channel 



Forum  



Trade Discussions 



Q & A



Polly Lau  
pollylau@alibaba-inc.com

Hotline:(852) 22155125
Fax: (852) 22155200

Tim Chan
tim@alibaba-inc.com

Hotline: (86) 571 85022088 - 5180

Fax: (86) 571 88157900

Helen He
h

Contact person:

Alibaba International Service Team:

elen.heyl@alibaba-inc.com

Hotline: (86) 571 85022088 -

Fax:

2350

(86) 571 88157900

mailto:pollylau@alibaba-inc.com
mailto:tim@alibaba-inc.com
mailto:Helen@alibaba-inc.com


Thank You!
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