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What is E-Commerce?

● E-Commerce = Electronic commerce

● Buying and Selling of products or services via the Internet

● For many Americans, ecommerce is something we participate in on a daily 

basis, like online bill payments or purchasing from an e-tailer



E-Commerce History
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Types of E-Commerce Companies

1. Business-to-Consumer (B2C) 

2. Business-to-Business (B2B)

3. Consumer-to-Consumer (C2C)

4. Consumer-to-Business (C2B)

5. Business-to-Administration (B2A)

6. Consumer-to-Administration (C2A)



Business-to-Consumer (B2C) 

● The transactions conducted directly between a company and consumers 

who are the end-users of its products or services.



Business-to-Business (B2B)

● A form of transaction between businesses, such as one involving a 

manufacturer and wholesaler, or a wholesaler and a retailer.



What about B2B E-Commerce?

Business-to-business – “B2B” – refers to commerce between two 
businesses rather than to commerce between a business and an 
individual consumer. Transactions at the wholesale level are usually 
business-to-business.

Businesses are more likely to purchase higher priced goods and services, 
at a higher quantity, making transactions more risky.

Transactions usually involve multiple stakeholders.



Main Differences between B2B and B2C

Selling sometimes requires participating in a bidding process by responding to a 

purchaser’s request for proposals. 

The decision-making process on a purchase can take days, weeks, or months, 

depending on how the purchasing company works and the size and nature of the 

order.  

Purchasing decisions are often made by committees, so each member needs to be 

educated and “sold.” 



B2B E-Commerce Best Practices

89% of buyers research online before connecting directly with a supplier. In most cases, 
this means they will have performed over a dozen searches.

Social media heavily impacts purchasing decisions:



B2B E-Commerce Best Practices

Dynamic pricing is key:

- This means factoring in all 

types of variables — like 

volume, purchasing history, 

or market specs — to quickly 

produce a reliable, 

transparent price.

- At 62%, automated pricing 

optimization is the number 

one investment in B2B E-

Commerce



Consumer-to-Consumer (C2C)

● A business model whereby customers can trade with each other, typically, 

in the online environment. 

● Two implementations of C2C markets are auctions and classified 

advertisements.

https://www.investopedia.com/terms/b/businessmodel.asp


Consumer-to-Business (C2B)

● A business model in which consumers (individuals) create value and 

businesses consume that value.

● The electronic commerce business model in which consumers can offer 

products and services to companies, and the companies pay the 

consumers.

● Example: a Blog owner sells advertisement space to Target on their Blog

https://en.wikipedia.org/wiki/Business_model
https://en.wikipedia.org/wiki/Consumer
https://en.wikipedia.org/wiki/Electronic_commerce


Business-to-Administration (B2A)

● All transactions that are carried out between businesses and government 

bodies using the Internet as a medium.



Consumer-to-Administration (C2A)
● A model encompasses all electronic transactions conducted between 

individuals and public administration

○ Education – disseminating information, distance learning, etc.

○ Social Security – through the distribution of information, making 

payments, etc.

○ Taxes – filing tax returns, payments, etc.

○ Health – appointments, information about illnesses, payment of 

health services, etc.



Fascinating Evolution of Internet Users

In 1995 only 0.4% of the 
world population used 
internet. 20 years later 
this percentage 
increased to almost 50%



10 Biggest Markets By Global E-Commerce Sales In 
2015



Consumers Worldwide Go Crazy For British Goods

In 2010, the United 
Kingdom had the biggest e-
commerce market in the 
world with £121 Billion
when measured by the 
amount spent per capita

50% of shoppers worldwide 
seek British goods, especially 
the USA (21% of cross-
border purchases) and China 
(15%)

Britain is famous for high 
quality goods like fashion 
and luxury products



Consumers Worldwide Go Crazy For British Goods



B2C E-Commerce Turnover And Growth Rate in 
The U.K.



B2C E-Commerce Turnover And Growth Rate in 
The U.K.



Alibaba Makes China Become The Largest  E-
Commerce Economy

China has 721 million
internet users and it is 
52.2% of China’s 
population Alibaba Group has largest Initial public 

offering ever, worth $25 Billion which is 
twice more than Malta’s GDP in 2015

In 2013, Alibaba had an e-commerce 
market share of 80% in China

In March 31 2016, the Chinese e-commerce 
corporation recorded Alibaba’s revenue of 
13.08 billion U.S. dollars



Alibaba Makes China Become The Largest E-
Commerce Economy

Alibaba has 300 Million
customers per year, that is 
equal to the entire US 
population

Alipay is a third-party 
online payment 
platform in China, 
established by Alibaba

Today Alipay is worth $60 Billion 
meanwhile Paypal is only $49 Billion



United States Takes The Second Biggest Bite Of E-
Commerce Market In The World

The number of digital 
shoppers in the U.S. is 
constantly growing, from 
172 Million in 2010 to an 
estimated 196 Million in 
2014

Approximately 73% of 
internet users in the U.S. 
representing more than 
60% of the entire 
population, had purchased 
products online

By far the most successful e-
retailer in the United States is 
the webonly B2C platform 
Amazon.com

10% of Americans have 
purchased, at least once, on a 
mobile device



The Growth of U.S. E-Commerce



By 2015, Online sales 
reached $341,729 Billion in 
the U.S. The amount of 
online sales are expected to 
rise to $523 Billion by 2020, 
mainly due to mobile 
devices. This number is 
equivalent to Romania’s, 
Czech Republic’s and 
Slovakia’s GDP combined

The Growth of U.S. E-Commerce



Growth Ahead for Canadian E-Commerce

- E-commerce retail sales are outpacing brick-
and-mortar sales by a substantial margin

- There is a fundamental shift on how Canadians 
are spending their hard earned dollars

- Very competitive industry where many factors 
need to be taken into account to attract 
customers



Sub-groups of Canadian E-Commerce



Maturing Canadian Shopper Base



Creating a Nation of “Hyper-Shoppers”
What are they?

- Possess deep knowledge of brands
- Average of 50 purchases/year
- They are the key to e-commerce growth
- They account for nearly half of all Canadian 

online purchases 

How to attract them?

- By crafting an optimal end-to-end experience 
tailored to meet the needs of this group

- Retailers must harness this potential by 
providing ideal online shopping experiences and 
keeping shoppers engaged. 



Who are they?



What do they care about?

THEY’RE DIGITALLY SAVVY 

THEY COMPARE ALTERNATIVES THEY DON’T FORGIVE 

THEY’RE INFLUENCED BY 
SOCIAL MEDIA 



Millennial Sub-Segments: 
Know your Market



Summary of Factors That Affect E-Commerce 
Growth

1. Competitive pricing
2. Product quality
3. Online reviews 
4. Shipping time and cost
5. Easy return policy
6. Easy navigation and checkout
7. Marketing through social media





Companies with more traffic are therefore more likely to make sales



vs





Advantages of E-Commerce

1. Faster buying for customers

2. Companies can easily reach new customers

3. Lower operational costs

4. Personalized experiences

5. Saving time and Effort



Why Do Consumers Prefer Shopping Online?



Saving Time and Effort



What Opens The Door For Better Online Sales?



Social Media Leads The Way For Better Sales



Disadvantages of E-Commerce

1. Limited interactions with customers
2. Technology breakdowns can impact ability to sell
3. No ability to test or try-on



Factors To Consider During E-Commerce Development

1. Responsive Design
2. Support Guest Checkouts
3. Site Search
4. Security
5. Optimize Site Performance



Main Items That Determine Your eCommerce
Website Cost:

1. Design - Custom vs.  Template

2. Functionality - Custom functionality needs and unique programmed features?

3. Data Imports - Product data or past order/customer data imported?

4. Marketing and SEO - A fully integrated marketing plan? 

5. Integration - Making an eCommerce website work with an ERP or other third-

party systems?

6. Company Selection - Choosing a reputable, experienced company? 

-> More value



Cost Of A Software As A Service E-Commerce



Cost Of A Traditional E-Commerce



Relevant Facts About E-Commerce



Future of E-Commerce

In 2014, retail e-commerce sales in the 
United States amounted to over 305 
billion US dollars and are projected to 
grow to 548 billion US dollars by 2019

Worldwide B2C e-commerce sales 
reached $1.7 trillion in 2015. This 
amount is equal to GDP of Brazil. The 
sales are estimated to reach $2.35 
trillion by 2018



B2C E-Commerce Sales Worldwide From 2012 to 
2018













Disruptive Industry 
~50 percent of worldwide internet users have 
bought products or goods online via desktop, 
mobile, tablet or other online devices. +1 
billion online buyers and increasing

Global mobile app revenues are booming

Offline grocery sales are expected to grow at a 
rate of 3.1 percent over the next year. 
Meanwhile, online grocery sales are projected 
to grow by 21.1 percent over the same 
period.

- Many industries are changing



FDN as a proxy
Proxy 

As of 11-01



Key Takeaways

- The e-commerce channel has never been more important. E-commerce is transforming and growing 

globally. 

- Retailers should look for hyper-shoppers within their current customer base and use acquisition 

strategies to find more, and double-down on this lucrative shopper group to drive further growth.

- Creating an attractive end-to-end online experience is imperative

- Tap into millennials likings - they are the ones that will move the E-commerce industry forward.





The Trillion 

Dollar Company



Company Overview

• American electronic commerce and cloud computing company.

• Found by Jeff Benzos, July 5th, 1994

• 1st Largest internet retail in the world (measure by revenue)

• 2nd largest internet retail in terms of total asset (after Alibaba Group; NASDAQ)

• 8th largest in Fortune 500 (2018 Revenue: 177billion)

• Amazon has over 130 million visitors…each month.



Mission

• "Our vision is to be earth's most customer-centric company; to build a place where people can come to find 
and discover anything they might want to buy online."



Stock 

Overview



5-Day Performance



6-Month Performance



1-Year Performance



5-Year Performance



All-Time Performance



IPO: Since When?

• Public on May 15, 1997,

• price was $18.00
• Stock Split:

➢ 1998 (2-for-1 split), 

➢ January 5, 1999 (3-for-1 split), and 

➢ September 1, 1999 (2-for-1 split).



Performance Comparison - Index



Percentage Growth on Revenue  

+20.25%

+27.08%

+30.80%

• Period: 2014, 2015 2016, 2017





Amazon: Development 

Online book 
store

MP3/ 
Video/Software/ 

download 
streaming

Video games, 
electronics, 

apparel, 
furniture, food, 
toys, jewelry 

Publishing films 
and television 

studio -> Utilities 
by Consumer 

electronics line



Company Strategy
• Service/ Merchandise offered at Amazon:

• Merchandise and content that it purchases for resale from vendors and those offered by third-party sellers.

• Stresses the Importance of Customer Satisfaction Instead Of The Competitor

• Achieves Excellent Customer Satisfaction By Offering An Ever Expanding And Large Selection of Products 
And A Personalized Experience

• Achieves Excellent Customer Satisfaction through Speedy Service

• Provide special service for those who enrolled in Prime Membership



Amazon: Retail Platform
• United States, the United Kingdom and Ireland, France, Canada, Germany, Italy, Spain, Netherlands, 

Australia, Brazil, Japan, China, India, Mexico, Singapore, and Turkey





Amazon: Acquisitions



Amazon Prime 
$99 – Premium Service 

1. 2 day shipping (Home / Vehicle delivery) – Encourage customer to change purchasing behavior

2. Free release-date delivery

3. Free 2-Hour delivery

4. Free (or flat-rate) grocery and household item delivery: Whole food.

5. Alexa

6. Restaurant Delivery

7. Unlimited Video Streaming 

8. Limited Music streaming

9. Unlimited photo storage

10. One free e-book per month 

11. Free Washington Post 

12. Exclusive phone discount



Amazon Prime 

• Research firm estimates that the number of Prime 
membership households will reach 63.9 million in 2019, 
which would represent 53.1% of American households.

• One of the best way to keep customers tied to its e-
commerce site and buying more products on its website. 

• Prime member Tend to spend far more money on 
Amazon's website than non-members.

• Prime member on Average $1400/year vs. non-member 
$600/year. The longer they their prime member ship the 
more they spend. ($99 membership fee)

• the more valuable its platform becomes to companies 
that sell ads and sponsored product listings on the 
company's site.



Management Team 

Jeffrey P. Bezos President, Chief Executive Officer and Chairman 

of the Board

Brian T. Olsavsky Senior Vice President and Chief Financial Officer

Jeffrey M. Blackburn Senior Vice President, Business Development

Andrew R. Jassy Chief Executive Officer, Amazon Web Services

Shelley L. Reynolds Vice President, Worldwide Controller and 

Principal Accounting Officer

Jeffrey A. Wilke CEO Worldwide Consumer

David A. Zapolsky Senior Vice President, General Counsel and 



Jeffrey P. Bezos 
President, Chief Executive Officer and 
Chairman of the Board

• Founder of Amazon.com in 1994

• Graduated from Princeton University in 1986–
Electrical engineering and computer science 
(with summa cum laude, Phi Beta Kappa)

• Time Magazine’s Person (1999)

• Selected by U.S. News & World Report as one 
of America's best leaders (2008) 

• Founder of Blue Orgin, Space 

• Leadership style: Regret-minimization 
framework

https://en.wikipedia.org/wiki/U.S._News_&_World_Report


Regret-Minimization
Framework

“I knew that when I was 80 I was not going to 
regret having tried this. I was not going to regret 
trying to participate in this thing called the 
Internet that I thought was going to be a really 
big deal. I knew that if I failed I wouldn’t regret 
that, but I knew the one thing I might regret is 
not ever having tried.”



Brian T. Olsavsky
Senior Vice President and Chief 
Financial Officer

➢ Joined Amazon.com in April 2002.

➢ Oversees the company's overall financial 
activities, including controllership, tax, 
treasury, analysis, investor relations, 
internal audit and financial operations.

➢ He served as Vice President, Finance and 
CFO for the Global Consumer Business.

✓ Previously worked at Fisher Scientific

➢ Degree:

✓ Bachelors of Sicence - mechanical 
engineering

✓ MBA – Finance, Carnegie Mellon 
University



Career Path 



Jeffrey M. 
Blackburn
Senior Vice President, Business 
Development

➢ Senior Vice President in Business 
Development since April 2006.

➢ Experience

✓ Vice President  (amazon)
✓ Business Development 2004- 2006

✓ European Customer Service 2003-2004

✓ Operations Integration 2002-2004

✓ Assistant Vice President  (Deutsche 
Morgan Grenfell, 1998)

➢ Degree

✓ BA - Dartmouth College and,

✓ MBA - Sandford's Graduate School of 
business



Andrew R. Jassy
Chief Executive Officer, Amazon Web 
Services

➢ Joined Amazon since 1997

➢ CEO of Amazon Web Services (AWS)

➢ Manage 90 cloud platform and application services

➢ Customer: Start up, Enterprise and Government 

➢ Experience
• Senior Vice President of Amazon Web Services (2006-

2016)

• Vice President of Amazon Web Services (2005-2006)
• Vice President of Associates and Web Services(2003-2005)
• Vice President and Technical Assistant (2002-2003)

➢ Founder of a marketing consulting company.

➢ Director of Coupa Software Inc.

➢ Degree
✓ BA - Harvard University and,
✓ MBA - Harvard Business School



Shelley L. Reynolds
Vice President, Worldwide Controller and 
Principal Accounting Officer

➢ Joined since 2006

➢ Vice President, Worldwide Controller, 
and Principal Accounting Officer since 
April 2007.

➢ Vice President, Finance and Controller

➢ Prior Experience:

✓ Partner at Deloitte & Touche LLP 
(1998)



Jeffrey A. Wilke
CEO Worldwide Consumer 

➢ Joined since 1999

➢ Manage Operation on, Marketplace, 
Prime Business and Whole Food.

➢ Experience:
✓ Senior Vice President, Consumer Business 

(2012-2016)

✓ Senior Vice President, North American Retail 
(2007-2012)

✓ Senior Vice President, Worldwide Operations 
(2002-2006)

✓ Vice-President and General Manager at 
AlliedSignal (Honeywell)

➢ Degree: 

✓ BSE Chemical Engineering, 
Princeton University (Summa Cum 
Laude)

✓ MBA & MS Chemical engineering, MIT



David A. Zapolsky
Senior Vice President, General Counsel and 
Secretary

➢ Joined Since 1999

➢ Experience: 
✓ Associate General Counsel for Litigation and 

Regulatory matters (1999
✓ Vice President,  General Counsel and Secretary 

(2002)
✓ Senior Vice President, General Counsel and 

Secretary (2014)
✓ Assistant District Attorney in the Brooklyn District 

Attorney’s Office

➢ Degree:
✓ Undergrad degree in music from Columbia University 
✓ J.D honors from University of California, Berkeley



Management
Compensations



Top Institutional Holders



5% 5% 3%
3%

2%

2%

1%
1%
1%
1%

62%

14%

Shares

Vanguard Group, Inc

Blackrock Inc.

FMR, LLC

Price (T.Rowe)
Associates Inc
State Street
Corporation
Capital World
Investors
Capital Research
Global Investors

Top Institutional 
Holders



Dividend? 





Balance Sheet: 10-Q (Asset)



Balance Sheet: 10-Q (Liabilities and Shareholders’ Equity)



Balance Sheet: 10-K (Assets) 



Balance Sheet: 10-K (Liabilities and Shareholders’ Equity) 



Income Statement : 10-Q



Income Statement : 10-K



Cash Flow: 10-Q



Cash Flow: 10-K



Valuation Measures



Recommendation





Company overview

● the company was founded in September 28, 2004, under the name 

4261607 Canada LTD. During 2016 company changed its name to Jaded 

Pixel Technologies Inc and the company changed the name again in 2013 

April to Shopify Inc. 

● Shopify is the leading cloud-based, multi-channel commerce platform 

designed for small and medium-sized businesses. Shopify builds web- and 

mobile-based software that lets merchants easily set up beautiful online 

storefronts that are rich with retail functionality



Company overview

● As of December 31, 2017, Shopify had over 609,000 merchants from 

approximately 175 countries

● Geographically dispersed as follows: 

1. America: 56%

2. United Kingdom: 8% 

3. Canada: 7%; 

4. Australia: 7%

5. rest of the world: 21%



Services provided to merchants

● A multi-channel front end

● A single integrated back end

● A data advantage

● Brand ownership

● Mobile

● Infrastructure



Two main revenue streams

● a recurring subscription component called 

subscription solutions

● a merchant success-based component called 

merchant solutions



Subscription solutions

● Shopify principally generate subscription solutions revenues through the sale of 

subscriptions to its platform. company also generate associated subscription 

solutions revenues from the sale of custom themes, apps and registration of domain 

names.

● Offer different plans for different price (Basic and Shopify plans, Advanced and 

Shopify Plus plans…)

● Subscription terms automatically renew unless notice of cancellation is provided in 

advance

● Subscription fees are non-refundable



Merchant solutions

● offering a variety of functionality merchants commonly require including 

accepting payments, shipping, and securing working capita

● company also generate merchant solutions revenue from transaction 

fees, Shopify Shipping, Shopify Capital, referral fees from partners, and 

sales of point-of-sale ("POS") hardware.



Growth Strategy

● Grow company’s Base of Merchants

● Grow company’s Merchants’ Revenue

● Continuous Innovation and Expansion of Platform

● Continue to Grow and Develop our Ecosystem

● Continue to Expand Referral Partner Programs

● Continue to Build for the Long-term



Intercorporate Relationships



Capital structure

● The company have three types of shares Class A,  Class B multiple voting shares and 

preferred share.

● 87,291,228 of Class A subordinate voting shares of which were issued and 

outstanding 

● 12,821,800 of Class B multiple voting shares of which were issued and outstanding

● each Class A subordinate voting share is entitled to one vote per share and each 

Class B multiple voting share is entitled to 10 votes per share





Shopify INC











Management team 



Tobias Lütke: CEO

● Tobias Lütke co-founded Shopify in September 

2004. 

● Mr. Lütke has served as Chief Executive Officer 

since April 2008.

● Prior to that, Mr. Lütke acted as Chief Technology 

Officer between September 2004 and April 2008. 

● Mr. Lütke worked on the core team of the Ruby 

on Rails framework and has created many popular 

open source libraries such as Active Merchant. 

● Mr. Lütke also serves as Chair of Board of 

Directors.



Harley Finkelstein: COO

● Harley Finkelstein is the Chief Operating 

Officer at Shopify and has been with the 

company since 2010. 

● Prior to his current role, Harley founded 

numerous startups and ecommerce 

companies. 

● He currently serves on the board of the 

Canadian Broadcasting Corporation and is an 

advisor to Felicis Ventures. 

● Harley holds a Bachelor degree in Economics 

from Concordia University and a J.D./M.B.A. 

joint degree in Law and Business from the 

University of Ottawa.



Russell Jones: CFO
● Russell Jones has been Chief Financial Officer since 

March 2011. 

● Prior to his appointment at Shopify, Mr. Jones served 

as Chief Financial Officer to both BDNA Corporation 

from September 2009 to August 2010 and to Xambala

Incorporated from September 2007 to February 2011. 

● Between March 2002 and August 2007, Mr. Jones co-

founded CFO4Results

● He has also held senior financial roles with Mitel 

Corporation, Newbridge Networks and Watchfire. 

● Mr. Jones holds a Bachelor of Commerce (Honors) 

degree from Carleton University and is a CPA, CA



Craig Miller: CPO

● Craig Miller joined Shopify in September 

2011 and has been our Chief Product 

Officer since February 2017. 

● Previous to that Craig acted as Chief 

Marketing Officer and VP Marketing

● Mr. Miller previously held several product 

and marketing roles at Kijiji, an eBay 

Company

● Mr. Miller holds a Bachelor degree in 

Electrical Engineering from McGill 

University.



Joseph Frasca: Senior Vice President, General 
Counsel and Secretary

● Prior to his appointment at Shopify, Mr. Frasca was Senior 

Corporate Counsel at EMC Corporation and Corporate 

Counsel at EMC Corporation between January 2008 and 

May 2011. 

● Mr. Frasca holds a J.D. from BostonUniversity School of Law, 

a Master of Arts in Law and Diplomacy from The Fletcher 

School at Tufts University and a B.S. in Russian Language 

and Linguistics from Georgetown University. 

● Mr. Frasca is a member of the Society of Corporate 

Secretaries &Governance Professionals sitting on the 

Securities Law Committee



Brittany Forsyth: Senior Vice President of 
Human Relations

● She has been with the company since 2010 and 

previously served as the Director of HR. 

● Ms. Forsyth is involved with a number of 

human resources organizations across North 

America. 

● Prior to joining Shopify, Ms. Forsyth obtained a 

Bachelor of Commerce degree at Carleton 

University.



Financial statement



Shopify 2017 balance 
sheet 10-K



Shopify 2018 quarterly
balance sheet Q1



Shopify 2018 quarterly
balance sheet Q2



Shopify 2018 quarterly
balance sheet Q3



Shopify 2017 income 
statement 10-K



Shopify 2018 
quarterly income 
statement Q1



Shopify 2018 
quarterly income 
statement Q2



Shopify 2018 
quarterly income 
statement Q3



Shopify 2017 cash
flow statement 10-
K



Shopify 2018 
quarterly cash flow
statement Q1



Shopify 2018 
quarterly cash flow
statement Q2



Shopify 2018 
quarterly cash flow
statement Q3







Summary 

● Shoulder-head-shoulder

● Negative operating cash flow

● Negative net earing

● No dividend

● Continuing raise money by public offering

● Increasing in the revenue



Recommendation 

HOLD





eBay Stock Overview 



eBay Key Statistics



1-Month Performance



6-Month Performance



1-Year Performance



5-Year Performance 





eBay:
Acquisitions 







Marketplace

● One of the world’s largest and most vibrant marketplaces

○ eBay.com is an online auction and shopping website in which people and businesses buy 

and sell a broad variety of goods and services worldwide.

○ More than 180 countries.



StubHub

● provides services for buyers and sellers of tickets.

● largest secondary-market ticket marketplace.

● $1.2 B GMV in Q3 2018.



Classified Groups



Kijiji

● Using in Canada and Italy

● Classified advertising service

● Local 









Revenue 



Marketplace Revenue



StubHub Revenue



Classifieds Revenue



Forecast 

● The whole year’s revenue is $10.72-$10.76

● Non-GAAP Operating Margin is 27%-28%

● Free cash flow is $1.9-$2.0



Management Team













Balance Sheet: 10-K 2017



Balance Sheet: 10-K 2017



Balance Sheet: 10-Q 2018 



Balance Sheet: 10-Q 2018



Income Statement: 10-K 2017



Income Statement: 10-Q 2018



Cash Flow Statement: 10-K 2018



Cash Flow Statement: 10-K 2018



Cash Flow Statement: 10-Q 2018



Cash Flow Statement: 10-Q 2018



Recommendation



Thank you!


