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ABSTRACT
Master's thesis 79 p., 9 fig., 4 tables, 40 sources
NEW RETAIL, MARKETING STRATEGY, ELECTRONIC COMMERCE

The object of the study is strategy of Hema Xiansheng.

The purpose of the master's thesis is to improve of development strategy of
Hema Xiansheng.

This paper introduces the era background of mobile internet and summarizes
the value of the new retail theory and SICAS model in the effect of network
marketing, which lays a theoretical foundation for the study.

Taking the new retail representative Hema Xiansheng as an example, this paper
expounds its novel business model, and analyses the macro and competitive
marketing environment of Hema Xiansheng by PEST model and Porter's five-force
model respectively. Based on PEST and Porter's Five Forces Model, this paper
summarizes the opportunities and challenges that Hema Xiansheng’s born meets in
network marketing.

The questionnaire method based on the SICAS model, is used to analyze
consumers' brand perception, interest, interaction, purchase behavior, feedback and
information sharing. The data are collected in the form of Five-Star Scale, and the
results of the questionnaire are described and analyzed[24]. Finally, based on the
results of the questionnaire survey and SWOT model, this paper analyzed the
advantages and disadvantages, opportunities and threats of the marketing model of
Hema Xiansheng in the context of new retail.

In view of the above research results, this paper puts forward the optimization
strategy of online marketing of Hema Xiansheng. The goal of "New Retail” is to
break the original retail pattern, constantly broaden the marketing channels, create a
scene of consumption, meet the changing consumer demand, and make the
consumption pattern more convenient and personalized. Therefore, the new retail
enterprises represented by Hema Xiansheng should finally return to the essence of
retail, take consumers as the center, and create a better consumption scenario for
them.



PE®EPAT
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HOBAA PO3HMYHAA TOPI'OBJIA, MAPKETUHI'OBAA CTPATEI'UA,
SJIEKTPOHHAA KOMMEPLIMA

OOBexToM HccienoBanus sBisiercs crparerus Hema Xiansheng.

[lenpr0  MarucTepckod AUCCEpPTAlMUA  SABISIETCA  COBEPIICHCTBOBAHUE
cTpareruu pa3sutus Hema Xiansheng.

B at0i1 pabote npezacraBieH ucropuueckuii 063op MoouibHoro Murtepuera
1 000011IeHa [IEHHOCTh HOBOM Te€OpUH pO3HUYHON TOproBiu U moaenu SICAS B
3¢ (eKTe CeTEBOro MapKETUHIa, KOTOPAasl 3aKJIaIbIBAET TEOPETUUECKYIO OCHOBY IS
VCCIIEJOBAHUS.

Ha npumepe HoBOro posnuunoro npeacraButenss Hema Xiansheng B stoi
paboTe wu3NaraeTcsi €ro HoBas OW3HEC-MOJEIb W AaHAJIM3UPYETCS MAaKpO-U
KOHKYpeHTHas MapkeTuHronas cpeza Hema Xiansheng no monenu PEST u monenu
ity cun [loprepa coorBercTBeHHO. OCHOBBIBasICH HA Mojaenu nsatu cun [loprepa
0000111at0TCsI  BO3MOXKHOCTU M MPOOJIEMBbI, ¢ KOTOpPbIMH cTajkuBaeTcss Hema
Xiansheng B ceTeBOM MapKETUHTE.

Merton ankeTupoBaHUs, OCHOBaHHBIN Ha Monaenu SICAS, ucnons3yercs s
aHaiu3a BOCHpUATUA OpeHJa NOTPEOUTENIMH, HHTEpeca, B3aUMOJACUCTBUS,
MOBEJICHUS TIPU TOKyIKe, 0OpaTHOM CBA3M U oOMeHa wuH(popMmaimen. [lanHbie
COOMpAarOTCA B BHJE ISTU3BE3IOYHONM IIKAJbl, B PE3yJbTaTbl AHKETUPOBAHUS
OMKCHIBAIOTCS U aHaNU3HpyroTcs. HakoHel, Ha OCHOBE pE3yJabTarOB aHKETHOTO
onpoca 1 SWOT-mozenu B JaHHOUW paboTe MpOaHAIM3UPOBAHbI MPEUMYIIIECTBA U
HEJ0CTAaTKH, BO3MOXHOCTH M yIpo3bl MapkeTuHroBoir monenu Hema Xiansheng B
KOHTEKCTE HOBOU PO3HUYHOW TOPTOBIIH.

Y4uuThiBasi BBIIIEU3IIOKEHHBIE PE3YJIbTaThl UCCIENOBAaHUS, B TaHHOU paboTe
npeaiaraeTcsl CTparerusi ONTUMH3AIMKU OHJIaiH-MapKeTUHra kommnaHud Hema
Xiansheng. Ilens "HoBoi#l po3HUYHON TOPTrOBIU" COCTOUT B TOM, YTOOBI CIOMATH
NEepPBOHAYANIBHYI0 MOJEIb PO3HMYHONH TOPIOBIM, TIOCTOSSHHO  pacCLIUpSTh
MapKETUHTOBBIE KaHAllbl, CO3/aBaTh CICHY MOTPEOICHUs, YyIOBICTBOPATDH
MEHSIOIIMICS TMOTPEOUTENHCKUI CIIPOC W JIeNiaTh MOJENb TOoTpeOsneHust Oolee
ya00OHON W mepcoHaMM3upoBaHHOU. [10ATOMY HOBBIE PO3HUYHBIC TPEANPHUSITHS,
npeactaBieHubie Hema Xiansheng, mo/KHBI, HakoHEl, BEPHYThCS K CYTH
PO3HUYHOM TOPIOBJIH, B IIEHTP BHUMAHHUSI TOCTaBUTh MOTpeOUTENEH U CO3AaTh JJIs
HUX JIyUIIUWA CLIEeHapUil MOTpeOIeHus.



