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e QOverview

The macro & highest level

From the aspect of

Q { ordinary daily sales
stakeholders

specific event (eg. “double eleven” )

Aimed at normal &
specific sales forecast

Sourced from Tmall
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 Methods of forecasting

Ordinary sales » Normal approaches will be sufficient, such
as time series analysis, regression, trend
forecast, grey prediction, etc.
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Specific sales » Trend forecast & regression may be useless

( core problem) - more specialized approaches such as
hotspot analysis, analysis of intention to
purchase & attention-degree for promotions
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* Factors considered

Internal stakeholders

» FSitself: such as its
objectives ( focus on quality
& diffrentiation)

External stakeholders

» Policy: second-child &
third-child policy

Connected stakeholders

» Customers: expectations & needs
( most important )

» Competitors: price of rivalries will
affect the sale of FS

» E-commerce platforms: means of
sopport to sales

» Suppliers: not important
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* Modeling: Jensen Measure
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Inventory

e Price

. Discount Use crawler directly

) e Advertisement
* Reputation
e Social trend

Sentiment analysis
* Policy



SALES>>STORAGE>>0UTSOURCE
* Modeling: Jensen Measure

Sentiment analysis:

1. Text extraction
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* Modeling: Jensen Measure

Sentiment analysis:

Historic data
) ) Bagging: random factors formation
2. Weight assignment

Boosting: repetitive machine learning and training

Correct weight: 3, b, ¢, d...
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* Modeling: Jensen’s Measure

Regression tree

tree1 tree2

Sentiment analysis:

Have kids? Bought similar?

3. Value assignment
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Management
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* Problems

@sSales return

A
I 1

®lInventory turnover days
|

Suppliers m) OFEM m) FunSports mp Platform mp Customers

Y
(DStorage capacity

|

@)Inventory level mismatch
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* Problems

@Insufficient storage capacity (@Disordered storage of sales return
e Overmuch storage sites * No clear distinction between quality status
e Chaotic receive and delivery e Lack of strict execution in position policy

* No clear and timely entry record

Ambiguity division
+
Non-standard operation

@Inventory level mismatch (®lImproper turnover days
Mismatch in account/virtual vs actual: e Absent disposal of unsalable products
* Lack of supervision on quality and quantity

* No spot inspection
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* Negative consequences

« Decrease in revenue
« Higher cost
« Lower profit margin

« Negatively affect marketing
« Obstruct future development

« Penalty

« Detrimental to goodwill

> In sale

> In procurement
Limits in production capacity
and potential markets
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e Solutions

Suppliers m) OEM m) FunSports mmp Platform mp Customers

(sse——

Matrix 1 to n: Regular check RFID tags
Random inspection; by sampling;
Communication Warning limit
£ C0 -
0’\‘5()’a =
- Unsalable items: g
as complimentary gift Outbound Automation <
check and approve n
Warehouse normal
Department
Training -
Ileetine L defects Supervisor

Intellectual inventory management
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* Solutions

Third party approve
quality-check report and GRN

{ll tO NH
accountability system: ‘
Matrix structure

Training for warehouse keeper

and additional supervisor; *
Keep unabridged and accurate
records of sale and sale return

 Artificial intelligence
 Block chain
* Internet

Ratio frequency identification:
RFID tags, ex, exclusive QR code

Automation of receiving and
delivery of products by Al.

Regular inventory count +
information update timely:
Intellectual

inventory management
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e Short-term

Repaired

products EEEEEEEEENEENE
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Manufacture:

. Quailit.y. * Condition of defective |
* Flexibility

c _ products (inspection A
apacity upon inbound)

" Supply cycle Status of repai 1
¥ pairment System Implementation
Inventory management: , g, antity and location of y D

repaired goods

* Quantity
e Stacking cycle
* Price
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Appendix 3: Return rate and reason for 12 products
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Long-term strategy:

A mixture of...

In-depth outsourcing
For those Common & Trival Products:

Purchase in bulk to acquire economies of scale.

Customized outsourcing

For those and to produce in-house.
* Long-term contracts

 Strategic alliance

Manufacture in-house

For those complicated in nature and whose quality are

not currently guranteed by OEMs.
. Swing & Vientiane Combination Set
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Long-term strategy:

In terms of OEM selection: A mixture of...
—m  Establish an OEM list and a )] In-depth outsourcing
ﬁ:/ For those Common & Trival Products:

performance evaluation system
Purchase in bulk to acquire economies of scale.

Customized outsourcing

OEM partners For those and to produce in-house.
* Long-term contracts
 Strategic alliance

Select regions with low labor
added value (and such countries
if considering international
development) .

Manufacture in-house

For those complicated in nature and whose quality are

not currently guranteed by OEMs.
Eg. Swing & Vientiane Combination Set
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