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Abstract: The Internet has revolutionized the operational framework of enterprises, notably 

in the retail sector, where online sales have emerged as a pivotal trend. And the beverage 

industry, as a key segment of the consumer goods industry, has also experienced profound 

impacts due to this paradigm shift. Thanks to the Internet, it is easier for enterprises to 

convey marketing information and establish contacts with customers. In addition, the 

Internet has introduced innovative avenues for companies to increase sales, presenting 

opportunities, such as access to new marketing channels and enhanced brand visibility 

through word-of-mouth marketing. Nevertheless, these benefits are accompanied by new 

challenges, including competitive pressure and difficulties in online traffic acquisition. 

Therefore, this paper aims to analyze the specific impact of online sales on the beverage 

industry. To achieve this goal, this study conducts a thorough analysis of existing literature 

and data, as well as the numerical changes in the value of the Chinese beverage industry 

since the establishment of the online sales model, to explore the impact of online sales on 

the Chinese beverage industry and enterprises. The conclusion drawn from this article is 

that the impact of online sales models on the Chinese beverage industry is multifaceted, 

including market size, consumer behavior, and brand competition. 
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1. Introduction 

The online sales model in China has been in development for 25 years since its inception in 1999. 

From 2003 to 2006, it was in a phase of rapid growth, with names such as Dangdang, Alibaba, and 

Taobao gradually becoming well-known and recognized; Since 2007, it has been a stage of deep 

development, during which China’s online sales platforms have reached a certain scale and are 

gradually moving towards standardization. The beverage industry, an integral part of daily life, stands 

to be significantly influenced by various online sales models. The ensuing opportunities and 

challenges for beverage companies, along with effective strategies to cope with the impact of online 

sales models, have presented unresolved issues for the home appliance industry. Drawing on prior 

research and data, this paper aims to delve into the repercussions of online sales on the Chinese 

beverage industry and enterprises. And it endeavors to offer novel insights for the sales 

transformation of the Chinese beverage industry, thereby contributing to its growth and development. 
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2. The Impact of Online Sales on the Beverage Industry 

2.1. Market Size 

As Figure 1 below illustrates, online sales have shown consistent growth over the years, with 

projections indicating a sustained upward trend in the future. 

 

Figure 1: Worldwide Social Commerce Sales 2022-2026 [1] 

The pandemic helped to reveal why businesses have been quick to embrace online sales. During 

the pandemic, it became difficult for firms to have in-person contact with their customers. As part 

of their efforts to protect the health of their customers, many businesses from various sectors, 

including the beverage industry, incorporated online sales into their operations. Data shows that 

during the pandemic, there was a 55% increase in e-commerce, with the value of online sales for the 

American market hitting $1.7 trillion [2]. These statistics clearly demonstrate that online sales have 

benefited businesses immensely. 

Another impact of online sales on the beverage industry is that it has amplified the contribution 

that this sector makes to the Chinese economy. Data shows that in 2019, the value of the Chinese 

beverage sector stood at 578.5 billion Yuan [3]. This figure represents a significant increase from 

the value recorded in previous years. There is no question that the growth that the beverage industry 

has experienced has been driven by several factors. However, it is difficult to deny the role that 

online sales have played in fueling this growth. Essentially, as they implement online sales, 

beverage firms in China have managed to expand their market share, deliver better services to 

customers, and make a greater contribution to the Chinese economy. 

2.2. Consumer Behavior 

The adoption of e-commerce in the beverage industry is providing enterprises with the opportunity 

to enhance consumer convenience, a key factor influencing the consumer behavior. Essentially, by 

offering online purchasing options, enterprises eliminate the need for their customers to visit 

physical stores. Evidence indicates that this convenience plays a crucial role in boosting customer 

satisfaction and purchase intention [4]. On the one hand, online sales have improved the 

convenience and personalized experience of consumer shopping. The rise of e-commerce has 

greatly improved the convenience of shopping for consumers. Everyone can easily choose the 

products they need via the Internet, wherever and whenever they want. In addition, consumers can 
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view product information, compare prices, and read reviews from other consumers at any time, 

making their shopping decisions more wise. At the same time, e-commerce platforms can provide 

personalized recommendations based on consumer purchase records and preferences, providing 

them with more thoughtful services and discounts. This personalized experience also encourages 

consumers to prefer online shopping. On the other hand, online sales have enhanced consumers' 

social shopping experience. E-commerce platforms provide a socialized shopping experience, 

combining shopping with social interaction to bring consumers new ways of shopping. For example, 

users can post product reviews, likes, and shares on the platform to communicate with other 

consumers. In addition, e-commerce platforms enhance interaction between users by creating user 

communities, purchasing assistants, and other functions, creating a social platform for shopping 

experiences. This socialized shopping experience brings consumers closer to online stores and 

enhances their sense of purchase participation. 

2.3. Brand Competition 

The online sales have reshaped brand competition in the beverage industry by enabling enterprises 

to gain competitive advantages through pricing strategies and thereby drastically reduced costs in 

the industry. According to Miyatake et al. [5] when enterprises embrace e-commerce, they usually 

witness a fall in the costs that they), incur. For example, brick-and-mortar stores are required to pay 

for expenses such as rent and utilities, which are avoided by companies that operate entirely online. 

The enterprises are better positioned to pass on the cost savings to their customers at a lower price. 

The reduced prices make it possible for the beverage enterprises to build competitive advantages 

that help to set them apart from their competitors. This ability to offer competitive prices has helped 

beverage enterprise like Anheuser-Busch differentiate themselves in a crowded market, illustrating 

how the online sales can influence brand competition. And this enterprise has strategically priced its 

products to gain traction in markets such as the United States, as highlighted by Andrews [6]. 

3. The Impact of Online Sales on the Beverage Enterprises 

3.1. Response Strategies of Large Enterprises 

In order to maintain the competitive advantage, a head beverage company must adopt effective 

coping strategies, which usually involve multiple aspects, including marketing, operations, human 

resource management and many other aspects. For instance, Starbucks exemplifies the success that 

can be achieved through an omnichannel marketing and service delivery approach, as highlighted 

by Gao & Su [7]. It is therefore not surprising that e-commerce is growing in popularity and 

adoption across the globe. In addition, supply chain management is also an important strategy for 

large enterprises to adapt to online sales models. With the development of the Internet, the degree of 

information transparency is getting higher and higher. More and more large beverage companies are 

adopting an online sales model to directly sell to end customers. This greatly saves the costs of 

intermediaries such as distributors and wholesalers. Large beverage companies have achieved the 

goal of adapting to online sales models and reducing costs and increasing efficiency by optimizing 

their own supply chains. 

3.2. Challenges and Opportunities for SMEs 

In the beverage industry, Small and Medium Enterprises (SMEs) face unique challenges and 

opportunities. These businesses often encounter difficulties in accessing funding, navigating 

regulatory requirements, and competing with larger, more established brands. However, SMEs in 

Proceedings of the 2nd International Conference on Management Research and Economic Development
DOI: 10.54254/2754-1169/86/20240944

68



the beverage industry also have the advantage of agility, allowing them to innovate quickly and 

respond to changing consumer preferences. 

One of the primary challenges for these SMEs is access to capital. Developing and launching 

new beverage products requires significant investment in research and development, production 

facilities, and marketing. SMEs often struggle to secure the necessary funding to compete with 

larger companies that have more resources at their disposal. Regulatory compliance is another 

major challenge for SMEs in the beverage industry. The beverage industry is subject to strict 

regulations regarding product labeling, health and safety standards, and environmental sustainability. 

They must navigate these regulations carefully to avoid costly fines and penalties.  

Despite these challenges, they have several opportunities for growth and success. One of the key 

opportunities is the growing demand for craft and artisanal beverages. Consumers are increasingly 

seeking out unique and high-quality beverages, creating a market for small producers to thrive. 

Additionally, the rise of e-commerce and direct-to-consumer sales channels has opened up new 

opportunities for SMEs in the beverage industry. These channels allow SMEs to reach a wider 

audience and compete with larger brands on a level playing field. 

These SMEs are faced with various challenges in accessing finance and responding to regulatory 

requirements. However, they also have the opportunity to innovate and evolve in line with changing 

consumer preferences and new distribution channels, thereby fueling their own growth. 

4. Conclusion 

In conclusion, online sales are rapidly replacing physical stores as enterprises recognize the 

cost-effectiveness and sustainable competitiveness offered by e-commerce. The beverage industry 

in China has been particularly enthusiastic in the implementation of online sales, with profoundly 

positive impacts. The online sales help reduce operating costs and improve consumer convenience, 

particularly benefiting young consumers. Despite some challenges, the overall impact of online 

sales on the beverage industry remains positive. As online sales continue to evolve, they are 

expected to play an even more significant role in shaping the future of the beverage industry. In the 

era of mobile Internet, enterprise marketing faces both challenges and opportunities. Enterprises 

need to actively adapt to new market trends and consumer behavior, provide valuable products and 

services, and utilize new technologies and marketing methods in order to succeed in fierce market 

competition. At present, the transformation from traditional sales models to online sales models is 

still in the exploratory stage, and research in this area shows that theoretical research lags behind 

practical development. This article attempts to explore the impact of online sales on the Chinese 

beverage industry and enterprises. However, due to my limited abilities, my understanding of online 

sales models may not be deep enough, and the analysis conducted may not be comprehensive and 

profound enough. Information technology is constantly developing, consumer needs are constantly 

changing, and online sales models are also constantly forming and transforming. Future research 

can attempt to compare different types of more mature new retail formats through more case 

studies. 
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