CORONAVIRUS IMPACT
ON COMMERCE:
HOW WILL IT IMPACT CHANNEL SALES?

COVID-19/CORONAVIRUS IS RAPIDLY TAKING THE WORLD IN ITS
GRASP. JUST A WEEK AGO PEOPLE IN SOME COUNTRIES WERE
ADVISED TO WASH THEIR HANDS MORE FREQUENTLY, TODAY
MORE AND MORE NATIONS ARE ON LOCKDOWN AND IN SOME
AREAS, A STATE OF EMERGENCY HAS BEEN DECLARED.

For our clients (leading global consumer brands), the virus
introduces additional challenges as stores have either stopped
selling altogether or seen a dramatic decrease in sales due to
government-imposed curfews (lockdowns). Nike, IKEA, Apple and
entire countries like Italy and Spain and Belgium have now
closed all their stores. For many brands, retail sales still
drive over 80% of total revenue, so the overnight absence of this
sales channel imposes an immediate problem.

VS
With people self-isolating to avoid social contact, there will be a
huge shift to online sales. It is, therefore, no surprise
that Amazon is hiring 100K extra workers and increasing
salaries to cope with the expected surge in demand. Predictions
are that this situation might last until Q3 this year (best case) or
Q2 of 2021 (worst case).

OUR VIEW ON THE CURRENT
MARKET & OUTLOOK
The current situation leads us to wonder whether traditional retail will
ever recover from this shift in consumer buying behavior. Large groups –
who previously rarely ordered online – have now been forced to do so,
and will experience its convenience and ease, perhaps for the first time.

IT IS OUR VIEW THAT THIS WILL CAUSE STRUCTURAL
CHANGE IN BUYING BEHAVIOUR.
Amazon has stopped its FBA program (logistics & warehousing) for third
party sellers to fully utilise its capacity for other purposes. We believe
that Amazon is positioning itself to maximally profit from this change in
consumer buying behavior. As a result the retail landscape could
drastically change.
Will traditional retailers recover from their losses, when business
resumes facing a decreased market size for offline shopping?

We foresee that many retail chains (already
struggling) will perhaps cease to exist if they
havent implemented a solid e-commerce
strategy and platform.
JORIS KROESE, HATCH CEO

HOW CAN BRANDS BEST POSITION
THEMSELVES TO COPE WITH THE
UPCOMING CHALLENGES?
Leveraging the online retail channel is more crucial than ever. Brands
are reaching out to us for advice on their omni-channel capabilities, and
we can help them with some immediate contingency measures to cope
with the changes.
Please get in touch with us if you would like to receive a consultation.

LET’S TALK!

— by Hatch CEO Joris Kroese

We are conducting a series of interviews with
a selection of top executives at leading global
consumer brands to discuss their views, how
the retail landscape will evolve, what
contingency measures are put in place and
how best to cope with the situation.

WE AIM TO SHARE THESE LEARNINGS WITH OUR CLIENTS, BUT WE
WOULD ALSO LIKE TO INVITE YOU TO PARTICIPATE. IF YOU ARE
INTERESTED IN BEING INTERVIEWED, PLEASE GET IN TOUCH.

