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Abstract: With the rapid development of the Internet, network marketing has 

become a mainstream sales model, and people's network concept is also improving. 

Fruit e-commerce enterprises are also emerging, hongtu fruit network is established 

in such an environment. Hongtu fruit network is aimed at the import of fruit through 

the Internet sales, so that users do not subject to time, space, regional restrictions to 

experience the best service, eat fresh fruit. But now people's way of life, for "eat" is 

not limited to solve food and clothing, but to meet the taste of life, enjoy life. The 

purpose of the company is not to let customers just satisfied with taste, but to let 

customers experience the best service, in line with the feelings of customers. 
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1. The introduction 

Network marketing is the planning, implementation and operation management 

activities for the realization of customer value and corporate marketing objectives by 

connecting enterprises, users and the public with the Internet and social relations 

network and delivering valuable information and services to users and the public. 

Simply put, network marketing is to the Internet as the main platform for the 

comprehensive marketing activities to achieve certain marketing objectives. Hongtu 

fruit network is to import fruit through the Internet sales, so that not only is not 

satisfied with the taste, but let customers experience the best service, fit the feelings 

of customers, to achieve a word of mouth marketing purposes. The company aims to 

allow customers to experience the best service, enjoy the taste of life, not limited to 

the tongue. 
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2. Hongtu fruit market positioning and marketing strategy 

2.1 Hongtu fruit market analysis 

2.1.1 Market background 

With the continuous development of China's economy, the real income of Chinese 

residents has been greatly increased, and people's purchasing power will also 

gradually increase. Fruit will also play an increasingly important role in people's life. 

And with the improvement of economic conditions, especially for urban white-collar 

workers and other high-end business people, the purpose of "eating" is no longer to 

solve the problem of food and clothing and satisfy the desire of the tongue, but a way 

to enjoy life. 

With the advent of the Internet era, the traditional business promotion model has 

been severely impacted. Nowadays, in the face of the Internet era, the flow of traffic 

is the potential consumer groups, and word of mouth is the new marketing pattern of 

consumption motivation. More and more unknown enterprises through precise 

packaging and marketing, with the help of the rapid spread of the Internet, rise day 

by day and gain fame and fortune. The future is a network era, a marketing era, the 

future is also a breakthrough for change era. In the rapid development of the Internet 

today, the survival and development of enterprises is more inseparable from the 

network of publicity and marketing promotion. 

2.1.2 Market environment 

And the development and application of network technology in recent years has 

changed the way of information dissemination, to a certain extent changed people's 

life, work, study, cooperation and communication, prompt the application of Internet 

in get a lot on business, hot worldwide, the use of the Internet, the network user scale 

is growing, more and more business benefit. People in modern society have been used 

to a fast pace of life. Fruit market, too, as a big fruit production and consumption 

country, our country fruit electricity is also appear constantly in recent years, hitting 

the traditional fruit sales model in China, people's consumption concept also constantly 

changing, in the development of the Internet market environment, traditional 

enterprise by the huge impact, people are more willing to accept the way through the 

network, more convenient and fast service. 

In addition, with the improvement of economic conditions in recent years, imported 

fruits also appear in the e-commerce market of fruits under the public vision. Currently, 

the e-commerce market of fruits is in a period of rapid development and is sought 

after by capital. The e-commerce of fruits continuously improves all links of the 

industrial chain and has a strong market performance. , 

2.1.3 Hongtu fruit network competitive advantage 

Future fruit net products is the main source of the United States, France, South Africa, 
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New Zealand, Chile and other fruit producers, relative to other domestic fruits with 

high content of science and technology, the production of fruit in the packing workshop 

for postpartum processing, modern technological process is adopted to improve the 

commercialization, and domestic fruits basically is given priority to with gradeless and 

uniformly priced goods, commodity is poor, processed products by reason of 

technology, equipment, quality, low level, the lack of competitiveness. 

Hongtu fruit network adopts O2O mode. Compared with traditional B2C mode, 

combined with O2O online transaction and offline experience mode, it provides a new 

user experience mode. Its core is to deliver the information of physical stores to 

Internet users through the transmission of online information, and bring them to the 

real stores for consumption. 

Future fruit network to satisfy the local characteristics of the development of the 

survival to explore innovation, with its own for understanding and familiar with local 

market, big fruit net make full use of the Internet across regions, borderless, huge 

amounts of information, the advantage of vast users, and fully excavating offline 

resources, thus contribute to the online user and offline trade of goods and services. 

 

3. Hongtu fruit market positioning selection 

3.1 Selection of target market 

"The person does not have me, the person has me excellent" it is the key place that 

grand plan fruit net obtains survival advantage. In recent years, with the development 

of the Internet, the traditional industry has been developing towards the Internet 

model. And the fruit e-commerce has also developed rapidly in recent years, 

competing with the traditional fruit retail supermarkets to seize the market. However, 

throughout the market, most of the fruit e-commerce enterprises are facing the 

community and low-end income groups. Fruit wholesale enterprises monopolize the 

sales of supermarkets and market, but few enterprises enter the fruit market for white-

collar workers. And as the improvement of living standards, people's demand for fruit 

has been transformed from being able to eat fruit to eat good, healthy fruit, also to 

"eat open heart, enjoy life" as the main purpose, and we are to seize this market, the 

establishment of the hongtu fruit network. 

Hongtu fruit network is an e-commerce company that sets itself at the position of 

imported fruit, and its target consumer group is urban white-collar workers. The main 

exquisite fruit products, positioning service industry, to meet customer feelings for the 

first purpose. Income determines consumption behavior, and people of different 

income levels have different sensitivity to the price of fruit. High-income people's price 

elasticity of fruit changes greatly. High-grade fruit can meet consumers' own dietary 

needs and also serve as a gift for relatives and friends. So the website is dedicated to 
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promoting the concept of "give fruit = give health". The purpose of fruit for customers 

to eat is to allow customers to enjoy different services in the fast-paced work and life, 

relieve customer pressure, and get a sense of relaxation. "Leisure experience" is the 

purpose of hongtu fruit network. 

 

3.2 Product positioning 

The overall concept of fruit products includes three aspects: 1. The core of fruit, 

namely the use value of fruit. It is reflected by the internal function and quality of the 

fruit. 2. The form of the fruit, i.e. the market form of the fruit or the form to satisfy 

the desire, if the brand, packaging appearance, size and color of the fruit, etc.; 3. 

Additional benefits of fruits, that is, additional services and benefits consumers may 

get when buying fruits. Operators must focus on the overall concept of fruit, improve 

the overall concept of fruit products, is the consumer to get the greatest satisfaction. 

1) packaging positioning 

Highlight the corporate LOGO, establish the standard word, standard color, highlight 

the visual impact, deepen the audience memory, for the rapid establishment of brand 

image to open up a part of the visual communication way. 

2) product classification 

(1) determine the brand meaning: quality fruit 

(2) products for the interests of consumers: fresh, taste good, healthy, green, 

pollution-free, fine, casual. 

(3) type: different from the traditional fruit retail supermarket in a large number of 

pure in the "mainland goods", but the high price of high-grade fruit. 

3) pricing strategy 

(1) the fruit grading, product differential pricing: the same kind of fruit grading 

according to different product grades for differential pricing, easy to be accepted by 

consumers, is conducive to expanding the sales of fruit 

(2) the target market segmentation, regional differential pricing: market segmentation, 

according to the different areas of consumer income level, consumption habits, 

consumer psychology factors, the implementation of regional differential pricing 

Use high prices carefully. In the current fruit consumption market, sales channels have 

not yet sound, the fruit brand effect has not yet formed, we should focus on the 

establishment of brand fruit excellent price image, and not blindly pursue high prices. 

At present with low price to open up the market, so that the product occupation of 

the market, a planned, step by step to increase the price. 

 

4. Marketing strategy of hongtu fruit network 

The products sold on hongtu.com are different from the "mainland goods" abundant 
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in brick-and-mortar stores, but some high-grade fruits with high prices. It has set up 

branches and distribution stations in jiangsu, zhejiang and Shanghai, and some 

products can be distributed nationwide. Apart from providing the best quality service 

for individual customers, the website is also committed to providing professional 

solutions of purchasing food and gifts for large enterprises, institutions and 

organizations. 

 

4.1 4P combined marketing strategy 

(1) product portfolio strategy 

Hongtu fruit network for different customers to provide different packaging of fruit, 

class, give customers a different feeling.   

Fruit classification: according to fresh fruit, nutrition, color can be combined with. Can 

be a single fruit; Also can offer fresh fruit by month (season) (different fruit is elegant 

tie-in combination), offer for instance by quality: high-quality goods fruit.     

(2) by packaging classification: fruit basket, fruit tower, fruit box.   

(3) gift classification: such as the recent to the holiday "New Year's day gift". 

(4) by customer classification: such as commercial customers, members, general 

customers.   

(2) price combination strategy 

Cooperate with the product mix strategy and the price strategy which the customer 

makes conveniently. The website price divides the price which makes according to the 

packing different, the price which makes according to the product quality and so on.    

The fruit site is divided into several display areas, offering different prices, different 

packages of fruit. Here is the most characteristic of the every exhibit by sales, prices, 

well received the sort of fruit or fruit of provide different price respectively gifts series, 

and is equipped with a clear picture of word price, from the introduction, storage, 

commodity taboo, commodity culture, greatly have the various needs of people to buy. 

(3) channel strategy 

From the perspective of customer service, the company adopts a multi-channel 

strategy. For example, order tracking methods include: online order, Email order, FAX 

order, fruit store (physical) order, etc. 

The company's sales throughout the country, including physical store delivery, the 

company's own logistics distribution, third-party logistics and public logistics multi-

channel logistics. 

(4) promotion strategy 

The dominant idea of staying with customers makes promotion more approachable. 

The basic idea of the company's sales strategy is to meet the personalized needs of 

customers as much as possible. For example, the combination of products in the 
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strategy of a variety of gift collocation. 

In addition, the company in the promotion of some tips are also worth learning.    

For example, the art fruit card is a gift given to every customer as a gift of the company, 

which can be used as a collection of art works and a promotional material of the 

company. It is worth mentioning that this kind of art card is very artistic taste and 

exquisite, completely break through the general company's goods, and introduce the 

design of the card. This is a kind of customer-friendly design, giving customers get 

reluctant to throw away the gift.    

 

4.2 Marketing status of hongtu fruit network 

(a) hongtu fruit network marketing 

Hongtu fruit network is a new type of fruit e-commerce enterprise, whose online 

marketing and online purchase drive the offline operation and consumption. It adopts 

O2O marketing mode 

1) online research marketing 

By making online questionnaires and sending them to people in the same community, 

market research was conducted to collect the consumption levels of consumers of 

different ages on imported fruits. Through the analysis and comparison of the data, it 

is concluded that the consumption level of imported fruits in that age group is higher 

According to the statistics of "modern agricultural science and technology" and "fruit 

tree journal", after analysis, we can get the age distribution of China's imported fruit 

consumer groups as follows: 

  

 19-25  26-35  36-45   46-60  More than 60 years 

of age 

The total 

meter 

male 49 28 17 4 3 103 

female 82 53 13 6 1 147 

It can be seen that the characteristics of the survey sample in terms of gender and 

age: 

(1) the proportion of men and women in the survey sample is 1:1.5, women in the 

purchase of imported fruit in the number of more. That is to say, women are the main 

consumers of imported fruits in daily life. This is because women are the main 

consumers of fruits and vegetables in traditional families. 

; (2) the age group of the survey samples is mainly over 19 years old and under 35 

years old, accounting for 81.6% of the total number of respondents, while the number 

of minors under 18 years old is small, accounting for only 1.5% of the respondents, 

and the number of elderly over 60 years old accounts for 1.5% of the total number of 

respondents. That is to say: the purchase group is mainly concentrated in the middle 
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and young age level. 

2) WeChat marketing 

Open WeChat public account, add groups of customers, such as new customers, old 

customers, not groups, and then add groups according to the need later. 

Group messaging, at least three groups of text messages every day, additional product 

links, can be pushed to groups of customers, such as for new customers to do special 

offers, for old customers to do Thanksgiving activities. 

Designed qr code image, WeChat promo image for users to scan. It can also be printed 

on business CARDS, leaflets, t-shirts/t-shirts and outdoor advertisements. The activity 

of scanning and following to get discounts attracts WeChat users to take the initiative 

to participate and follow the WeChat public account. 

3) microblog marketing 

First, register your microblog account, and then set up your personal information, 

microblog name and avatar after logging in. Good location before operation, the style 

of the microblogging is through interaction to promote their own products, the second 

release of the content must be diversified, need to pay attention to popular events, 

hot topic need to join, celebrity weibo needs forward, companies need to insert 

advertisement, such as weibo content can attract the attention of fans, also can to 

give a good publicity out company information. Usually in the micro blog and fans 

more interaction, such as sharing some of their own some of what they have seen, 

heard and thought, for some of the network hot topics to discuss, vote and so on. 

Want to play microblogging marketing, first of all their fans accumulated, or no matter 

how much content no one to see. How to add fans through normal channels? The 

grand plan fruit net USES two kinds of methods, the first kind passes each other to be 

a fan, be you go paying attention to others, other people pays attention to you. The 

second way is to pay celebrities to retweet micro blogs, so the number of micro blog 

followers can certainly be greatly increased. 

4) advertorial promotion 

Write original articles or pseudo-original articles, the article which cleverly add hongtu 

fruit network website, will attract users to our website, published popular content, an 

attractive title is the key to promote success or failure. Post popular content, top your 

own posts, and post controversial headlines. Posting without a link, but indicating the 

source is also a way to drive traffic. 

 

5. Marketing features of hongtu fruit network 

5.1 Site positioning features 

1) the online marketing model is O2O fruit retail enterprises. 

2) the main target customer group is netizens aged between 20 and 45, targeting 
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urban white-collar workers. 

3) because of the behavioral characteristics of Internet users, we positioned the 

website as leisure and entertainment (fun) + fruit retail 

(delicious) + fashion set (kind), reflects a fashionable, healthy fruit life, enjoy the best 

quality service. Let the customer enjoy the rare leisure time in the fast-paced 

metropolis, let the customer eat well, play well, in a good mood. 

"Fun, delicious and kind", fashion, health, leisure is the theme of the site. "Play" to 

attract customers, "eat" to gather popularity, "heart" to retain customers. Drive the 

fruit retail, to "play" customers into "eat" customers, and eventually into mature 

customers. 

4) in terms of packaging, we strive to be novel and tailor different products to different 

customers. 

 

5.2 Features of the marketing model 

Hongtu fruit network adopts O2O marketing mode, which combines online and offline 

modes and combines local characteristics development. Through understanding and 

familiarity with the local market, the online and offline experience mode of online 

transactions provides consumers with a new user experience mode and gives users 

the most authentic consumption experience. Hongtu fruit allows each offline 

experience to be recorded on the Internet. Strengthen management, online and offline 

terminal services, to maximize the sense of consumer experience. 

WeChat marketing of hongtu fruit network, through a large user base, with the help 

of mobile terminals, natural social and location advantages, each information can be 

pushed, so that every individual has the opportunity to receive this information, and 

then help us to achieve point-to-point precision marketing. 

Micro-blog marketing, soft text promotion through a variety of ways to fry hot topics, 

to attract more user groups to pay attention to the hongtu fruit network products and 

services, timely communication with users, comments to understand the needs of 

consumers and products, services do not do enough, master the first-hand information. 

 

6. Hongtu fruit network network marketing problems 

(I) the problem of network integrity 

In recent years, the credibility of food websites has been exposed. Some network 

investigation result discovers, food website problem is very much, such as the volume 

of money after payment leaves, the description of goods on the net and actual be 

inconsistent with, online and inviting the line limits, additional consumption is much, 

high standard base price, publish false discount information, service water flooding, 

return change goods is more difficult to wait a moment. 
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The food safety issue is under the dual supervision of the state and the media. In the 

past few years, sanlu milk powder, clenbuterol, fake wine and other incidents have 

emerged one after another. How to gain customer's trust is the most important 

problem. 

(2) Consumers do not trust network marketing 

For some consumers, the traditional consumption concept is also deep-rooted. As the 

information inferior party, consumers always feel uneasy because they cannot see the 

goods on the spot, and they are reluctant to make online consumption due to the 

appearance of similar news on TV. This kind of understanding of consumer to network 

sale also causes effect to the enterprise undertakes network sale. 

What's more, as a food website, hongtu fruit network is also concerned about the 

safety of customers. The quality, freshness and safety of fruits are the concerns of 

customers. The problem that the place considers before consumer buys is "buy this to 

install insecure, had an accident to look for who to go, can be cheater" etc. In the final 

analysis, it is due to consumers' distrust of websites and ignorance of online 

consumption. 

Customers can only know the product information through pictures, text and other 

descriptions, but they cannot understand the quality of the fruit to be purchased, and 

they may encounter information asymmetry problems. This is also an important factor 

for customers to consider. 

(3) Logistics distribution 

What grand plan fruit net does is entrance fruit network sale, and the fruit is to belong 

to perishable product, cannot promise absolutely fresh. In addition, some changes 

may occur in the transportation of fruit due to environmental problems, so the 

requirements for fruit logistics distribution are very high, which is not easy to master. 

(iv) Information security 

There are many security issues in network marketing, such as financial issues, 

personal information security issues, trade secrets and so on. At present, China's social 

credit system is not sound, and the market itself lacks the necessary self-discipline 

and supervision. It is not easy to solve the problem from the root. The situation of 

personal information leakage is serious, and now it is becoming more and more 

rampant telecom fraud, some people's personal information is leaked on the Internet 

shopping, personal information including home address, mobile phone number, name 

and even identity information has become public, think that there is no information is 

not known. 

 

7. Solutions to problems 

(I) Integrity 
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Third-party institutions supervise O2O operators, rate their credit according to 

consumers' feedback and other survey data, and present the rating results to 

consumers in a timely manner, so as to eliminate their insecurities and urge them to 

pay attention to the maintenance of their credit. 

Of course, the real development and growth of enterprises also need operators with 

strategic vision, can abide by the principle of good faith management. As konosuke 

matsushita said: "integrity is invisible strength, but also invisible wealth. Establish a 

set of perfect sincere letter standard system, will tell to the development of grand plan 

fruit net, crucial. 

(ii) Customer trust 

For the distrust of customers, first of all, hongtu fruit network recommends customers 

to buy fruit, using the method of payment on delivery. In this way, the customer can 

check the goods in person at the first time when the fruit is delivered to the hand, and 

then pay after checking the satisfaction. Secondly, the company is also planning to 

add a third-party evaluation module of "customer rating", providing a mechanism for 

customers to write down the feedback information after purchase on the website, so 

as to guide new customers to make rational purchase decisions. 

(iii) Increase the construction of logistics platform 

Hongtu fruit network must according to their own situation to develop a supporting 

logistics system construction strategy and strategy. First, large storage warehouses 

and distribution centers can be built in fruit importing countries. Secondly, the 

construction of large storage warehouses across the country to establish distribution 

centers using their own original distribution channels to achieve timely physical 

distribution to consumers. 

(iv) Solving information security problems 

1) Formulate network marketing norms 

China should formulate a set of laws and regulations specifically for online marketing, 

and increase the penalties for sellers of fake and inferior products, so as to increase 

the crime cost and reduce the circulation of fake and inferior products. Secondly, we 

should protect the rights and interests of consumers, simplify the ways and means of 

safeguarding rights, and reduce the cost of safeguarding rights without going through 

redundant procedures. 

2) Internal supervision of the network marketing platform 

Hongtu fruit network internal network marketing platform to do a good job of internal 

supervision, complaints and feedback to the user to resolve in a timely manner, to 

make corresponding penalties for businesses, to give consumers an account. 
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8. To summarize 

In China, a big country of fruit production and consumption, to become an e-

commerce enterprise of imported fruit, we should first of all adhere to the principle of 

"integrity as the foundation", so as to have a foothold in the society. Secondly, how to 

attract and retain customers with distinctive products and services is the key problem 

to be solved. This case of the hongtu fruit network 4P combination marketing strategy 

mainly in this regard. To do this well, in addition to the above strategies, the actual 

operation of quality products and services to improve customer satisfaction; Effective 

management and advanced logistics distribution mechanism to maintain efficient 

operation is also essential. 
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