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#Demandware4ITstyle

Agenda

17:00 — 17:45 i Trend dell'eCommerce per i brand italiani
Maurizio Capobianco, Sales Director di Demandware ltaly
Giulio Finzi, Secretario Generale di Netcomm Corsorzio

17:45 — 18:30 La crescita e la rivoluzione dell'eCommerce vissuta attraverso lo stile
italiano
Moderatore : Marc Sondermann, CEO e Editor in Chief di Fashion Magazine
Tavola rotorola con
Alessio Rossi, VP, Direct To Consumer Retail & Marketing
Lisa Calatroni, eCommerce Customer Experience Manager di Timberland
Giuseppe Grandinetti, Global Digital Director di Vibram

18:30 — 20:30 Cena di networking & lancio ufficiale di Demandware

dydemandware
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eCommerce Trends in Italy

Giulio Finzi, Secretario Generale — Netcomm Consorzio
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Qualita, trasparenza e affidabilita per i consumatori e i merchant italiani
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Rafforzato dall’importante accordo raggiunto con le 19 Associazioni dei Consumatori con la messa in opera
dell’ADR - Alternative Dispute Resolution
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Scenario e-commerce: Europa
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Fonte: Emota, European B2C Report 2015
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Scenario e-commerce: ltalia

Crescita 2014 su 2013
Crescita media annuale (2010-2014)
6.000

Fonte: Osservatorio eCommerce B2c, Netcomm - School of Management Politecnico di Milano, 2015
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In Italy regular buyers are worth 87% of
the e-sales

20

La distribuzione delle transazioni online

. . per tipologia di web shopper
Occasional online shoppers

Occasional online shoppers
(annual spending per capita = 240€)

15

10 ~

87%

Regular online shoppers
(annual spending per capita = 1.300€)

Regular online shoppers

2013 2014

Fonte: Osservatorio Netcomm Politecnico di Milano 2015
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Scenario e-commerce: gli italiani

Modalita di accesso a Internet

in

2,1 mio
Solo Mobile

8,6 mio
Solo PC
(-20% VS PY) (+14% vs PY) ('|'82% VS PY)

18,4 mio

PC & Mobile

#Dema ndwa re4|Tsty|e Fonte: Elaborazione Nielsen su dati Audiweb e Auditel powered by Nielsen, Giugno 2015
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Across Europe, Italians lead in
smartphone adoptioii

Map Legend

I +31 points or more

@ between +21 and +30 point:

B +20 points or less

Smarthphone use
Growth rate (2014 vs 2013)

Bl 68%  +41% &
Bl cuas 61% +26% B, T
. “- - _‘-‘ -
Fonte: “u
SPECIAL EUROBAROMETER 423, 2014 vs 2013 -

In Italy in 2014: e-sales by smartphone 9% - by tablet 11%
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Everywhere commerce in ltaly

Utenti Smartphone italiani connessi alla Rete
(19 milioni)

8,5 milioni
hanno cercato
informazioni

13,6 milioni hanno
cercato in un

online mentre negozio un prodotto

erano in
negozio

che avevano gia
visto online

Fonte: Net Retail Q1-2014 — Netcomm Human Highway

nétcomm H



#Demandware4iTstyle

g
\ S

- %
-

Driving Digital Commerce Gr

Maurizio Capobianco, Director Sales Italy - Demandware
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Increased traffic feeds digital commerce growth

The Demandware Shopping Index measures digital commerce growth and is based on an analysis of the
shopping activity of over 200 million shoppers worldwide. This index considers shopper frequency, conversion,
average order values and net change in shoppers.

SHOPPING ATTRACTION SHOPPER SPEND
The change in 0 0 The product of shopper
number of shoppers frequency, conversion
visiting a site provides 84 /0 SHOFRINGANDEX 1 6 /o and averagg order
84% of the growth va.|>ue‘ contributes

in digital commerce.

+31%

DIGITAL COMMERCE
GROWTH

169% of the growth

in digital commerce,

Luxury growth outpaces
the Shopping Index (35%)

The shopping index is not indicative of Demandware's operational performance or its reported financial metrics, including GMV growth and comparable GMV
growth. The analysis reflects a comparison of digital commerce sites transacting in Q2 2015 and Q2 2014 and activity of registered users.

© 2015 Demandware Inc. All rights reserved
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Phones Fuel Growth

« Phones are quickly becoming the device of
choice for shopping. Here are some of the
key metrics on the soon-to-be most
popular shopping device.

In the luxury:
24% of cross-device shopping

THE BATTLE BETWEEN
OPERATING SYSTEMS LEVELS OFF

Share of phone visls

42% S7%

¢ @
$96 $107

Avecage Order Value, on phones

CROSS-DEVICE SHOPPING
INCREASES

/’—
\\

F N
=] B
\\ /

The analysis reflects a comparison of digital commerce sites transacting in Q2 2015 and Q2 2014.

© 2015 Demandware Inc. All rights reserved
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Engage with relevant & personalize offers

Competitive Edge

Even brands distributing officially through the Amazon platform, and making
substantial investments in enhanced Amazon product detail pages, can offer a richer,
more content-driven e-commerce experience on their own site. Most organizations
find it impossible to compete head-to-head with Amazon on pricing

or fulfilment. However, content remains a domain where brands have the
home field advantage, leveraging flexible platforms to support unique
content/commerce integration.

AMAZON.COM NEWBALANCE.COM
———e ~ T B
'_—_ - = - < B st e v = n
: , T = | IS

Brands that a U S t r a

distribute officially
through the Amazon .

platiorm st offor a A Demandware Video Case Study
far more compelling
e-commerce
experience via
content-rich product
pages on the official
| brand site.

#Demandware4ITstyle

Source: L2 Content & Commerce 2014
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2 Build a full omni-channel experience

OVS

81% increase
in site traffic

44% increase]

in conversion
__;."_'.._&.“
',' ;‘-_i 125k+ mobile
= ’ I app downloads
o ] | - -
= = o #Demandware4ITstyle
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Gain in digital agility

PLATFORM ADOPTION RATE 2010-2015 The number
o, of retail brands
44% that have adopted a
ncrease commerce platform
i increased
T 2% A N9
: i i  increase o ien g
P =i i iy over the past
i i ! ' ' five years.
1 NI 22%
: : : : : :  decline
The flexibilty of the cloud attracts brands with aggressive growth strategies
7 73%
I ~J °~ HIGH-GROWTH BRANDS
of brands that have e10% year)
adopted cloud are HIGH 51%
GROWTH BRANDS
(>10% year).
35%

in-house

cloud

Source: L2 Value of Digital Agility 2015
© 2015 Demandware Inc. All rights reserved
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Cloud Outperforms

Other Platforms

Sales performance
From 2009 to 2014, retailers on cloud platforms outperformed those on other
platforms in sales, operating margins and eamnings.

&0

12% O )
/ N
= 6%

cloud on-premise in-house
@demaqdwqre



Gain in digital agility

International expansion

60%

of retailers on cloud platforms have a presence in emerging markets. Cloud allows brands to
build and launch regional sites faster. Other platforms require significant infrastructure
investments and time to be deployed globally.

EMERGING MARKET PRESENCE by platform

60% 45% 40%

cloud in-house on-premise

Source: L2 Value of Digital Agility 2015

© 2015 Demandware Inc. All rights reserved
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Innovation
Retailers on cloud platforms have a higher adoption rate of key site features.

ADOPTION RATES by feature type

Content and Search and Customer Service
Commerce Navigation and Checkout
59% 51% 60%
cloud 0 i cloud o i cloud 0
54% 7" 80 | g% T ARR | ge0 TV A9B
on-premisg on-premise : in-house ;
dhdemandware
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Marc
Sondermann
Direttore & A.D. di
Fashion Magazine

Fashion
Magazine

Alessio
Rossi
VP Direct To

Consumer Retail &
Marketing

Lisa
Calatroni
Group IT Director

Timberland

Giusseppe

Grandinetti

Global Digital
Director

Vibram
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International expansion

Italy's clothing exports to the US are growing quickly

2.5
Germany

2.0

1.5

10 United States

0.5
‘01 02 03 04 05 06 07 08 09 10 MM 12 13 14
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Vibram
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MOVE THE WAY NATURE INTENDED.

d. ': \ :
< - ‘ — :_:J’\f.ﬁ‘

AR e

FIVRPINOERS, THE SHOE THAT STARTED A R VOLUTION,

P » ) 032/15

A brand new vibram.com
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Omni-consumer

Are Increasingly Value-Conscious driven by an expanding middle class
in a still-recovering, new-normal global economy

Inhabit a Portable, Digital World driven by ubiquitous high-speed,
wireless Internet and high smartphone penetration

Crave Immediacy and Instant Gratification driven by
greater smartphone adoption, the associated app
economy, one-click shopping, and next-day delivery
experiences

Seek Stronger Self-Expression and Peer-to-Peer Engagement
driven by the continued growth of social media and messaging
platforms, and the rise of strong personal technology brands

Display a Fragmented (Shop Anywhere) but Seamless (Pick it Up Anywhere)
Engagement Style driven by deeper integration across multiple personal
devices and services

dhdemandware
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Thank You

www.demandware.it
Info.it@demandware.com
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