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Executive summary
PC HOUSE is a well-known enterprise in IT stores. After 15 years of development, it also encounters operational dilemmas. It faces difficulties in sales of stores and a decline in the occupancy rate of shops. Based on the comparative analysis of the IT market, the development of e-commerce, and the development of mutual integration, this paper combines the external analysis of PC HOUSE, internal business environment analysis, SWOT analysis, and the development of online and offline integration. "dual platform" Develop strategies, build new business models, and analyze problems and difficulties that may be encountered in the implementation of new business models, and propose corresponding implementation strategies. This paper takes this as the research background, analyzes the development history, current situation and business environment of the whole industry, and studies the development direction of its organization. At the same time, taking the entity enterprise as the research sample, based on its special political and economic environment, location characteristics, etc., it analyzes its industrial environment and market environment, re-establishes the business model that conforms to the e-commerce development environment, and is currently in the domestic development bottleneck period. The IT store format has certain.
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[bookmark: _Toc2751919]1.0 Research Background
With the development of the economy, the urbanization process continues to advance. Growing up with the computer the young people are gradually entering the society, and electric merchants' sales have increasingly become one of the main channels in the field of home appliance sales. Professionals say that within five to ten years, in the home appliance industry, e-commerce sales will account for more than 40% of the total market sales, with half of the traditional sales channels. It can be seen that the development of e-commerce sales channels is a big impact on traditional sales channels.
As far as PC HOUSE is concerned, in the e-commerce environment, the traditional sales channels of PC HOUSE mainly face the following problems. First, traditional sales channels are more expensive than e-commerce channels. As house prices rise year by year, the rental cost of physical store facades continues to increase, and the traditional sales channels require a large number of employees to conduct store management and product introductions, resulting in an increase in operating costs. The rising cost will inevitably lead to a decline in profits or a rise in prices, hindering the development of enterprises. Second, in terms of shopping convenience, consumers are less convenient to shop in a physical store than online. With the accelerated pace of life, people tend to choose a more convenient and faster way to buy. Compared to online purchases anytime, anywhere, the traditional sales channels have fixed business hours and fixed store addresses, which makes consumers buy products. Pay more time and energy. The third is the increase in channel management costs. In the e-commerce environment, in order to better develop, PC HOUSE adopts a combined sales method that is more complicated than traditional sales channels, thus resulting in the cost of sales channels in management. Keep climbing.
Therefore, faced with the impact of e-commerce sales channels, the development of home appliance stores has long been broken, and home appliance store members have to face the impact of sales. What measures are taken to adjust the store sales model to better cope with the impact of e-commerce, and increase the sales of physical stores has become an important issue in the development of home appliance stores.
[bookmark: _Toc2751920]2.0 Reasons for choosing this project
[bookmark: _Toc2751921]2.1 Research purposes
This article takes PC HOUSE as a research sample, in the e-commerce environment, combined with the research on the IT store format, analyzes and predicts the direction of the organizational organization change; on the basis of analyzing the current development status of the enterprise, the PC under the influence of the e-commerce environment The HOUSE business model proposes a new strategic thinking, builds a business model that is in line with the development direction of e-commerce, and discusses implementation strategies and safeguards.
[bookmark: _Toc2751922]2.2 Research significance 
First of all, in the e-commerce environment, the development of PC HOUSE home appliance store is facing severe challenges. The discussion and thinking on its related issues will help to sort out the problems related to the development of physical stores in the e-commerce environment of the home appliance industry, and have certain research on the transformation of other related industries. Reference significance. PC HOUSE wants to successfully transform in the Internet era and can not simply develop e-commerce, simply online sales. And in the online sales, PC HOUSE's own advantages can not be fully highlighted, and can not quickly surpass the already growing Internet companies. Therefore, in order to avoid weaknesses and rational positioning, PC HOUSE can truly realize the leap-forward development of the Internet era.
[bookmark: _Toc2751923]3.0 Research method
[bookmark: _Toc2751924]3.1 Literature research method
By reviewing the literature, data and related materials in the industry, you have a better knowledge of related knowledge.
For a clear understanding. This paper cites the research results of domestic and foreign experts to support the article's explanation of the impact of e-commerce on the traditional sales channels of the home appliance industry, and theoretical support for the impact of e-commerce channels.
[bookmark: _Toc2751925]3.2 Case analysis
In order to enrich the research content, the development case of the relevant enterprise is cited in the countermeasure analysis of the article.
Through specific cases to explain some issues to support their theoretical discussion; the second is to use the Siemens home appliance marketing case and other related industry cases to specify how PC HOUSE protects the development of physical stores under the impact of e-commerce Respond to this shock.

[bookmark: _Toc2751926]3.3 SWOT analysis theory
SWOT analysis analyzes the environment of PC HOUSE based on internal and external competitive environments and competitive conditions. Systematically analyze the advantages and disadvantages, opportunities and threats, and conclude the conclusions, and develop corresponding marketing strategies for PC HOUSE.
[bookmark: _Toc2751927][bookmark: _Toc1749254][bookmark: _Toc1749309][bookmark: _Toc1749378][bookmark: _Toc2338406][bookmark: _Toc2339588]4.0. The main problems found through SWOT analysis
[bookmark: _Toc2751928]4.1 Strengths
In the long-term operation, PC HOUSE has a good reputation, established a mature supply chain, and formed a stable supply channel. The quality of goods and the continuous supply of goods are guaranteed. The products are complete, the brands are numerous, and the quality is excellent. In addition, the store environment is good, the service system is complete, and it has laid a solid foundation for the transformation of e-commerce.

[bookmark: _Toc2751929]4.2 Weaknesses
Because of the need to enter online sales, PC HOUSE's experience in this area is not sufficient. There is a lack of human resources. In addition to the management personnel who are familiar with the physical stores, they are developing and introducing a complex type that understands both information technology and e-commerce. There are no planning and supporting policies for talents. At present, on the one hand, it is urgent to strengthen the professional training of internal personnel through planned, layered and targeted e-commerce knowledge and operation practice; on the other hand, according to the technical post needs of enterprises to transform e-commerce, timely introduce professionals and start Preliminary internal informationization process.
[bookmark: _Toc2751930]4.3 Opportunities
Online shopping has become a mainstream consumption method. We can cooperate with e-commerce platforms such as Amazon and eBay. At the same time, we can also cooperate with those mature courier companies to negotiate and reduce the cost as much as possible. improve.
[bookmark: _Toc2751931]4.4 Threats
E-commerce platform and industry competitors have strong diversion of consumer groups. The e-commerce cross-regional, time-independent nature has greatly expanded the consumer base.
In other words, similar companies will also build online sales channels, and PC HOUSE will face more competitors.
[bookmark: _Toc2751932]5.0 Project Plan
[bookmark: _Toc2751933]5.1 Physical store innovation channel integration strategy
In the development process, physical stores should focus on the diversification of functions, not only to consider sales performance, but also to fully consider. The e-commerce platform should be a development that enjoys the 24-hour physical store's focus on sales functions by using cost. At the same time, the sharing of the two platform products is realized in the development, which should be more conducive to the long-term development of the enterprise. In addition to retaining the normal store sales model, recruiting new employees is mainly responsible for online sales and promotion work.
Taking Haier as an example, Haier believes that in the process of development, e-commerce channels should be fully integrated with traditional sales channels, and with the unique advantages of traditional channels, they can make up for their own shortcomings and achieve full development of channels. Haier began to gradually integrate e-commerce channels and traditional sales channels to achieve the integration of virtual networks and real networks, and use information tools to form a unified management of back-office construction. Through information construction, the back office can automatically sort and order the e-commerce orders, and distribute these orders to the appropriate store members through the network to achieve uniform delivery. In this way, after the customer orders the product online, Haier can provide the customer with the delivery service of the goods through the local physical store. In this process, members of the e-commerce channel occupy a portion of the resources of the physical store members, including warehousing services and logistics services. Integrate the performance of traditional sales channels with the performance of e-commerce sales channels to form a community of interests. Through the integration of such interests, Haier makes the two sales models achieve overall integration in terms of user resources, warehousing configuration and cargo transportation, which is more conducive to the common development of the two sales channels.
[bookmark: _Toc2751934]5.2 Physical store experiential marketing strategy
One of the biggest advantages of traditional sales channels compared to e-commerce sales channels is that customers can pass entities.
Shop sales are the most direct and real contact with the products you want to buy, which allows customers to make better product choices. On the other hand, through the shopping experience and their own shopping choices, customers can participate more in social and life services, gain more social value and satisfaction. It is like a beautiful display exhibition, face-to-face communication, personal product experience and so on. Therefore, in the store sales should pay attention to the creation of a good product environment, better meet the consumer needs of customers, to meet the consumer experience, which is also an important condition for physical store sales can beat network sales.
First, when the traditional consumption channels are designed for the layout of product stores, the types of products should be
The design of the store and the informatization of the service provide better integration with the actual consumer demand of the customer. Make an appropriate adjustment to the customer's actual needs to better get the customer's approval. Second, we must better improve our service measures. We adjust our service by investigating customer service satisfaction, and adjust service measures according to customer requirements anytime and anywhere, so that customers can better experience the convenience brought by the business.
[bookmark: _Toc2751935]5.3 Focus on brand promotion and increase market share
Through brand promotion, you can enhance your brand awareness and customer recognition, and you can improve your sales performance. This also requires manufacturers to provide services and financial support to dealers, and provide corresponding subsidies for dealers, prompting dealers to carry out corresponding Brand Promotion.
As PC HOUSE, you can’t rely on it alone.
In order to expand business, distributors should work together to develop new markets. At this point, Siemens home appliances should be based on the dealer's information feedback and recommendations to find a new market segment for joint development. The first advantage of this is to expand the sales share of the entire market, the expansion of the share will increase the profit of each seller, and the second is that in the development process, dealers should focus on developing a wider range of areas, jumping out of the traditional narrow competition. View, to achieve the expansion of profits.
[bookmark: _Toc2751936]5.4 Price Strategy
In order to balance the interests of different channels, reduce the impact of e-commerce channels on traditional sales channels. First, when the product is invested, the manufacturer should reduce the product coincidence rate of each channel and deliver different types of products to different channels. And for the long-term development of the company, it is not necessary to reduce the price of the products of the e-commerce channel too much when pricing the products to avoid excessive concentration of customers. In the product pricing process, PC HOUSE correctly recognizes the difference between traditional sales channels and e-commerce sales channels, and attaches importance to the impact of e-commerce channels on traditional channels, and takes into account the traditional environmental conditions and internal enterprise development needs. The development needs of channels and e-commerce channels should be rationally allocated to the models and properly developed.
[bookmark: _Toc2751937]6.0 Recommendation
With the development of the times and the gradual transformation of people's consumption concepts, online sales platforms are growing, e-commerce
It has also become a major development channel in PC HOUSE sales. In the current situation where traditional sales channels and e-commerce sales channels are developing in parallel, PC HOUSE should re-examine the development of traditional channels and e-commerce channels in the development, fully consider the internal and external environmental conditions and conditions of enterprise development, and transform development strategies. Reasonable positioning to better cope with the impact of e-commerce channels on traditional channels, build a consumer-centric and efficient development strategy, and enhance corporate competitiveness.
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