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Secure payments are one of the most important elements of
implementing successful e-commerce. Tong Li, founder and
CEO of Yoopay, China’ s leading event management
e-commerce website, talks to The Bridge about how the
online payment sector is developing in China.

by Mark Andrews

c an you give a brief outline of what Yoopay does?

Yoopay.cn is the leading cloud-based event and membership
management platform in China, providing tools for events publishing,
registration, payment, CRM, marketing and membership management. We
cater to every type of event and now have had more than 40,000 international
forums and exhibitions, academic conferences, business events, training
events and other events that have used Yoopay.cn. To name a few, clients
include such organisations as the American Chamber of Commerce in
China, Yale Club of Beijing, Harvard Center in Shanghai, Swissnex China,
Huawei, Oracle, Microsoft, British School of Beijing and Dulwich College.

What made you set up the company?

My venture fund, Origin Capital, invests in and operates tech companies
in China. We were organizing lots of events for entrepreneurs, investors
and the connected community. However, the lack of a good event
management system became a bottleneck, so in 2012 I started to develop
Yoopay to help automate some of the tasks for event management. The
system went online in two weeks and worked well. It began to attract
attention, and soon people started to ask if they could use Yoopay for their
events as well. This led us in 2013 to develop Yoopay as a business platform
and it has been growing at a rate of 300% per year since then.
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Yoopay accepts WeChat, Alipay and UnionPay payments. What value
does Yoopayadd compared to using these payment gateways directly?

Yoopay provides much more than just acting as a payment system. But even
as a payment gateway, Yoopay offers clients four main advantages. First,
there is speed. Clients can get up and running and start accepting payments
in less than 10 minutes, without any training or need to go through the
set-up process with each payment gateway, which could take up to eight
weeks - if not more. Then there is reliability, Yoopay has already done more
than RMB 150 million in transactions. Next there is the convenience of
being able to view and manage transactions in different channels via one
console. And finally we are international. Yoopay supports both English
and Chinese languages along with transactions in US dollars and renminbi,
along with the capability to withdraw funds from payments made into both
domestic and international banks.

How is the e-commerce market in China developing?

Alibaba continues to dominate and diversify, while JD.com has established
its place as runner up. Ctrip has started to consolidate the online travel
market, and leads that market by a large margin. But there are newcomers
in some industry’s vertical markets, such as in second-hand cars, baby
products and luxury goods. These are often well capitalized, and it is likely
that the two or three that emerge as the leading platforms in their vertical
market will then get acquired by Alibaba, JD, or Tencent. An interesting
dark horse to watch is Netease. The company is generating lots of cash with
its online gaming business and is moving now seriously into e-commerce.
In my view there are three defining trends for e-commerce in China that
we will see in the coming years. First there is mobile. We have seen
transactions as large as Rmb30,000 peritem being conducted using Yoopay
on mobile devices, and we expect this trend to continue. Second, we are
experiencing consumer spending upgrades where they are starting to pay
for quality and experience. Third, there is the impact of social media. Young
consumers are no longer so swayed by traditional marketing, and more
likely to be influenced by their friends online and a new breed of internet
personalities.

Alot of Swiss companies are small or medium sized enterprises, often
family owned, and usually operating in the B2B market. What is the
best way for them to succeed in this space?

My suggestion is to go local. The successful foreign companies and
entrepreneurs | have seen tend to be the ones who work with Chinese
partners, employees and clients, rather than staying in their expat comfort
zone and working only with foreign companies. The sooner they start to
engage with their Chinese partners, clients and employees, the better.

[ don’t think there is any magic bullet in the B2B market, but Swiss companies
do have something that works for them: strong country branding. Chinese
consumers associate Switzerland with a clean environment and superior
quality. Using social media to tell your brand story in an engaging way is a
pretty good way to start when entering the market.

How do you see the future of Yoopay?

With Rmbigo million in transactions, Yoopay has barely scratched the
surface of the Rmbioo billion event market in China, and there are lots of
exciting new product features that we will continue to implement. It is also
an exciting time internally as we are preparing to have an initial public
offering in 2019. ©
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