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COURSE CONTENT (X)

10. SOME REAL EXAMPLES OF DIGITAL BUSINESS IN THE AGRI-FOOD SECTOR

• Examples of cross-border Ecommerce via the website: direct selling

• Examples of sales via B2B platforms.

• Examples of selling through B2C platforms.

• Examples of Aggregator Projects

ü Examples in the global market

ü Examples in regional markets
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CROSS-BORDER E-COMMERCE VIA THE WEB: DIRECT SALES

KEY DIGITAL STRATEGY QUESTIONS:

• Competitive advantage of the product or service (price, quality, design, unique
product/service, after-sales service, user experience, etc...

• The greats of the Internet… are they friends or enemies?

• Situation of the company in the value chain (manufacturer, wholesaler/distributor,
retailer).

• What is your offline, national and international sales model?: Own stores, agents,
distributors, franchises, etc… It is very important to know your offline processes to
incorporate the digital strategy into them.

• Do marketplaces fit into my digital strategy?
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CROSS-BORDER E-COMMERCE VIA THE WEB: DIRECT SALES

KEY DIGITAL STRATEGY QUESTIONS:

• Company experience in digital channels: are there specialized HR in this area? If so,
status in the organization chart of the company.

• Who is the client of the company?: Client B2B / B2C / both?

• What is the level of investment that they want/can undertake in their digitization
process?

• What is the size of your product/service catalog?

• What would be the amount of your average order?

• All strategic work in the digital business goes through the definition / compilation of a
series of KEY WORDS that identify the products / services
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CROSS-BORDER E-COMMERCE VIA THE WEB: DIRECT SALES

ü Manufacturer of luxury footwear, with a turnover of 23 million euros, 90% in
Export.

ü Average RRP: 400 euros

ü Competitive Advantage: Unique Designs
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CROSS-BORDER E-COMMERCE VIA THE WEB: DIRECT SALES

ü 1 physical store in Spain, the main turnover comes from department stores and online
stores (Net-A-Porter, Yoox, etc.)

ü Objective: to enter the brand image and reputation. Luxury related user experience was
a must in all processes (delivery times, packaging, website look and feel… at the expense
of conversion!)

ü Analytics was a key tool to further develop the US market 40% of the traffic came from
the US, so we developed a version of the online store focused on that market

ü Information systems: Navision (Microsoft), in charge of stock management. Therefore,
real-time integration between online and offline Ecommerce platform (Magento) was
necessary.

ü 2 physical warehouses: one at the headquarters, the second in a physical store

ü The owners were initially relevant, but the Director of Sales led the entire process...a
key success factor
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CROSS-BORDER E-COMMERCE VIA THE WEB: DIRECT SALES
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CROSS-BORDER E-COMMERCE VIA THE WEB: DIRECT SALES
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AMAZON SELLING EXAMPLE: JEWELRY MAKER

HOW TO START: STEP BY STEP:

• Competitor Analysis
• Account creation and setup
• Product loading
• Creating the first listing: Amazon.co.uk
• Create a Seller Central shipment
• Stock preparation and labeling
• Shipping to Spain warehouse via UPS
• Warehouse control of 311 units
• Synchronization process with international portals.
• Advertising on Amazon
• Sales tracking
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AMAZON SELLING EXAMPLE: JEWELRY MAKER

How to start: step by step:

Amazon FBA For Beginners 2022 (Step by Step 
Tutorial)

https://www.youtube.com/watch?v=zu2DRNNw0PA
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AMAZON SELLING EXAMPLE: JEWELRY MAKER

SPAIN UK ITALY GERMANY FRANCE

Teresa Barrio 
Joyerías.
Luymar.
Chateaux Thierrie.
Tuscany Silver.
Silver & Steel.
Morsun.
Jewelrypalace.

QUKE.
Heather 
Needham 
Silver.
Amberta.
Rainso.
Red Crimson.
GULICX.

Findout.
TOAOB.
F.ZENI.
KnSam.
Jewelers.
Beloved.
GULICX.
Gilind.

Sirila.
MASOP.
MYA Art.
Elli.
Wistic.
Pasionista.
Candyfancy.
Dew.

Fashmond.
MONDAYNOON.
Jessibox.
Angelady.
BlingGem.
Amberta.
Jewelrypalace.
YL.
Tresor.

ANALYZING THE COMPETITION
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AMAZON SELLING EXAMPLE: JEWELRY MAKER

KEYWORDS STERLING SILVER 
EARRINGS

STERLING SILVER 
BRACELET

STERLING SILVER RINGS

UK 9,57 pounds 23,26 pounds 11,53 pounds

SPAIN 41,33 euros 44,55 euros 20,17 euros

ITALY 11,07 euros 21,74 euros 15,54 euros

GERMANY 16,40 euros 32,67 euros 22,95 euros

FRANCE 15,69 euros 20,70 euros 20,57 euros

ANALYZING THE PRICES OF THE COMPETITION
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UPLOADING AND CATEGORIZING PRODUCTS
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UPLOADING AND CATEGORIZING PRODUCTS (II)

We create the products with variants, that is, most of the products of the manufacturer the
same pendant, bracelet, ring, etc. Can be made of different material, even of different
sizes. Thanks to these variants, the buyer Will not have to go another different item to get a
different size or color.
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FIRST SHIPMENT TO AMAZON WAREHOUSE
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FIRST SHIPMENT TO AMAZON WAREHOUSE

https://www.youtube.com/watch?v=QHTv6iZHhzU

FBA vs FBM | Fulfilled by Amazon VS Fulfilled by Merchant (WHICH ONE SHOULD YOU DO?!)
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USE OF AMAZON ADVERTISING SERVICES

• In the case of this company, this initial investment was €980.

• This first advertising campaign would aim to increase the visibility of the products.
• This way you can generate sales, reviews and ultimately the whole SEO process will go 

faster.

• This, together with the use of Amazon logistics, will guarantee to be a Prime product 
and improve the positioning within Amazon.
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USE OF AMAZON ADVERTISING SERVICES

Amazon PPC Tutorial 2022 - Step by Step Amazon Advertising Walkthrough For Beginners

https://www.youtube.com/watch?v=-Bg2dBl1g7s
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GOOD PERFORMANCE BUT THE MAIN RIVAL IS AMAZON

Despite investing all kinds of efforts to maximize sales, we sometimes find that our direct 
competitor is Amazon itself, which sells the same product under its own brand or under a 
third-party brand.
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AMAZON'S PRIVATE LABEL JEWELRY
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EXAMPLES OF B2C E-COMMERCE

REAL CASE: ONLINE PAYMENT METHODS

Without 3D-Secure, due to the low % of online fraud
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EXAMPLES OF B2C E-COMMERCE

REAL CASE: LOGISTICS STRATEGY
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EXAMPLES OF B2C E-COMMERCE

REAL CASE: BREAKDOWN OF COSTS

Initial cost

Consultancy

Photos/videos

Platform (Magento) Maintenance

Initial
development

Legal compliance

Online marketing

Customer service

Logistics

Human Resources

Total
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EXAMPLES OF B2C E-COMMERCE

REAL CASE: MASSAGE CHAIR COMPANY

• Niche company with own brand development

• "Pure player": 100% online sales

• International focus from the start

• Small team and very focused on customer service (multi-language).

• Own warehouse, due to the peculiarities of the product
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EXAMPLES OF B2C E-COMMERCE

REAL CASE: MARKET STUDY

Country VisitsStore
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EXAMPLES OF B2C E-COMMERCE

REAL CASE: MARKET STUDY
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EXAMPLES OF B2C E-COMMERCE

Real case: Market study

AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

Document: MOOC Agrosmart Global www.ecommerce-news.es
970



EXAMPLES OF B2C E-COMMERCE

REAL CASE: MARKET STUDY

* For example, relax chair has more searches than massage 
chair….we seek to combine greater demand with fewer competitors

… The same with the other countries

Massagers
Relax armchair
Vibrating platforms

SPAIN

Massagegerät
fußmassagegerät
Vibrationsplatte

GERMANY

AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

Document: MOOC Agrosmart Global www.ecommerce-news.es
971



EXAMPLES OF B2C E-COMMERCE

REAL CASE: MARKET STUDY

SEO ONPAGE:

Focus on improving the structure of the web, referring to titles, 
descriptions, urls, etc…

SEO OFFPAGE: Link-building strategy, that is, generation of 
external links through blogs, social networks, etc.
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EXAMPLES OF B2C E-COMMERCE

REAL CASE: MASSAGE CHAIR COMPANY

A correct translation is the key to reaching the target audience
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EXAMPLES OF B2C E-COMMERCE

REAL CASE: MASSAGE CHAIR COMPANY
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EXAMPLES OF B2C E-COMMERCE

REAL CASE: MARKETPLACE

AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

Document: MOOC Agrosmart Global www.ecommerce-news.es
975



EXAMPLES OF B2C E-COMMERCE

REAL CASE: MARKETPLACE

AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

Document: MOOC Agrosmart Global www.ecommerce-news.es
976



07

REAL CASE: MASSAGE CHAIR COMPANY

85% of all sales on Amazon

EXAMPLES OF B2C E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• Ceramic flooring manufacturer

• Very little digitized

• B2B sales model with distributors and 
commercial agents

• Large billing volumes

• own warehouse

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• Relevance of the digital channel: B2B Marketplace

2

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• RECENT RFQ REQUESTS

Under the keyword “Ceramic manufacturer” we found 77 RFQs in the last 7 days.

• Africa: 7
• Asia: 23 – Highlights: Turkey
• Europe: 12 – Stand out: Germany and UK.
• South America: 9
• North America: 22 – Highlights: USA 13
• Oceania: 2

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: COMPETITION ANALYSIS

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: MARKETING CAMPAIGNS

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: OBJECTIVE… DATABASE

• 1st month: a sale of €5,500

EXAMPLES OF B2B E-COMMERCE
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REAL CASE: PAVEMENT MANUFACTURER

• Relevance of the digital channel: B2B Marketplace

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• Relevance of the digital channel: B2B Marketplace

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• advertising strategy

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• Control of results

EXAMPLES OF B2B E-COMMERCE
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07

Real case: Pavement manufacturer

• Relevance of the digital channel: B2B Marketplace

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• Relevance of the digital channel: B2B Marketplace

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• Advertising strategy

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• Advertising strategy

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• Control of results

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• Control of results

EXAMPLES OF B2B E-COMMERCE
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REAL CASE: PAVEMENT MANUFACTURER

• Relevance of the digital channel: B2B Marketplace

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• Relevance of the digital channel: B2B Marketplace
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07

REAL CASE: PAVEMENT MANUFACTURER

• Relevance of the digital channel: B2B Marketplace

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PAVEMENT MANUFACTURER

• Relevance of the digital channel: B2B Marketplace

EXAMPLES OF B2B E-COMMERCE
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07

REAL CASE: PERFUME MANUFACTURER

• Leading perfume manufacturer in Spain

• Very little digitized

• B2B sales model with distributors and commercial agents

• Large billing volumes

• Own warehouse

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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07

REAL CASE: PERFUME MANUFACTURER

• Relevance of the digital channel: strategic decision Marketplace B2C

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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07

REAL CASE: PERFUME MANUFACTURER

• Initial strategic study

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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07

REAL CASE: PERFUME MANUFACTURER

• Registration as a seller
• Registration in Brand Registry

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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07

REAL CASE: PERFUME MANUFACTURER

• Correct selection of categories
• Product Upload

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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07

REAL CASE: PERFUME MANUFACTURER

Product sheet optimization:

Title: the title of the product should reflect in a simple way what we are selling. It is
advisable to include keywords with a high index of searches in the title of our product. To
find these keywords, we use the "Brain" tool of HELIUM10, a paid tool, with which we can
obtain the keywords with which our competition's products are positioned and which have the
highest search index.

Description: we must establish a complete description, which explains our product in detail.
It is advisable to also enter a keyword in the description, as in the title.

Bullet Point: these are the highlights of our product. Amazon allows us to highlight five
points, which we must take advantage of to transmit the most relevant and attractive
information about our products. Utility, operation, values, advantages, etc. The introduction
of emoticons is recommended.

Images: it is one of the most important points in Amazon and e-commerce in general, when it
comes to online sales, the images of the products are the only visual contact that users will
have of the product. The images must be of good quality, with different approaches and very
important, that some of them show the product being used or in operation.

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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REAL CASE: PERFUME MANUFACTURER

Product sheet optimization:

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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REAL CASE: PERFUME MANUFACTURER

Logistics strategy: Amazon

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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REAL CASE: PERFUME MANUFACTURER

Store Creation

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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REAL CASE: PERFUME MANUFACTURER

Store Creation
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REAL CASE: PERFUME MANUFACTURER

A+ Content Creation

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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REAL CASE: PERFUME MANUFACTURER

PPC Campaigns

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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REAL CASE: PERFUME MANUFACTURER

At the 3rd month: €6,200 Billing only in Spain.

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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REAL CASE: PERFUME MANUFACTURER

• Relevance of the digital channel: strategic decision Marketplace B2B

EXAMPLES OF COMBINED B2C AND B2B ECOMMERCE
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REAL CASE: FOOD MANUFACTURER

• Food manufacturer: dairy products and sausages

• B2C sales model with physical stores and its own e-commerce in Spain

• B2B sales model with distributors and commercial agents

• Large billing volumes

• own warehouse
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• Registration as a SELLER seller
• Registration in Brand Registry
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REAL CASE: FOOD MANUFACTURER

Store creation
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REAL CASE: FOOD MANUFACTURER

Logistics strategy: Amazon
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REAL CASE: FOOD MANUFACTURER

• Strategic decision Marketplace B2C United States

• Selection of specific catalog

• PVP Strategy
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REAL CASE: FOOD MANUFACTURER

Creation of Stores in the USA
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REAL CASE: FOOD MANUFACTURER

Logistics strategy: Own Logistics
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REAL CASE: FOOD MANUFACTURER

• Catalog Selection
• B2B Pricing
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REAL CASE: FOOD MANUFACTURER

• Amazon B2B Purchase Orders:
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REAL CASE: FOOD MANUFACTURER

• Potential customers: in one year 145 quality leads interested in your products
• 4 B2B sales
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REAL CASE: FOOD MANUFACTURER

• Strategic decision to open own account in ALIBABA.COM
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AGGREGATOR PROJECT DEFINITION

An aggregator project in eMarketplaces is a marketing model in
digital channels that brings together products from different
companies in a joint commercial management
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WHY AN AGGREGATOR PROJECT IN MARKETPLACES

The rise of marketplaces

How has the coronavirus 
changed us?

Aggregator project in 
Marketplaces as an initial test of 

digital internationalization
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WHY AN AGGREGATOR PROJECT IN MARKETPLACES

Global window for the exhibition of products around the world

First step in digital internationalization for many companies

Drastic cost reduction for the companies involved

Professional management of the main marketplaces worldwide

Obtaining relevant data on potential clients, on the main competitors worldwide and,
ultimately, on the competitiveness of the participating companies worldwide.
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TYPOLOGY OF AGGREGATOR PROJECTS

B2B PROJECTS

Global (Alibaba.com)

National – Chinese
market (1688.com)

Local (Amazon 
Business)

B2C PROJECTS

Multicountries

• Horizontal(Amazon, Aliexpress)
• Vertical (Etsy, Amazon Handmade)

National (CDiscount, Otto, Bol, Taobao, JD.com)
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TYPOLOGY OF AGGREGATOR PROJECTS(II)

B2B PROJECTS

The objective is not 
the sale, but the 
capture of leads

Less logistical 
needs, as they are 

negotiations of 
orders with greater 

volume

Lower management
costs

B2C PROJECTS

Arrival to the final consumer = margin 
savings

Higher management costs:
• Logistics
• Customer Support
• Fiscal / Administrative
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APPROVAL TASKS

PROJECT TYPE 
SELECTION

B2B or B2C

MARKET SELECTION

Europe

USA

China

Global

DEFINITION OF 
REQUIREMENTS FOR 

PARTICIPATING 
COMPANIES

HR and investment
capacity

Export experience

Product selection

Billing and tax
requirements

Logistics and 
customer service 

requirements

KEY QUESTIONS

What would be the 
available budget?

% Co-payment of 
companies

What is the 
additional 

marketing budget?
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EXAMPLES OF AGGREGATOR PROJECTS

ASTURIAS (ASTUREX) MADRID (CÁMARA DE MADRID)
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EXAMPLES OF AGGREGATOR PROJECTS

The Official Chamber of Commerce, Industry and
Services of Madrid is a public law company that
represents, promotes and protects the general interests
of all Madrid Industry and Services Companies in Madrid.

The Chamber has a wide network of contacts around the
world and promotes that of companies based in Madrid.

The Chamber, in collaboration with the Government of
Madrid and the Mayor's Office of Madrid, has launched
the Madrid Industrial Solutions project to show on
Alibaba.com the best quality of industrial products and
solutions in Madrid. This project is articulated by the
single window for the Madrid region (VUI).

Below are the steps taken by the AMVOS DIGITAL
consulting team to start up the project on Alibaba.com.
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ORGANIZING ENTITIES

2

ORGANIZING ENTITIES PARTICIAPANT ENTERPRISES
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MANAGEMENT SUMMARY

MANAGEMENT PERIOD: 10/01/2020 TO 10/23/2020

• Completion of loading products (missing companies)

• Launch of Minisite, products visible and 100% operational on the 
platform

• Keyword optimization, based on the search index, registered in the 
Alibaba database

• Smart content creation

• Daily management of Inquiries and RFQs

• Validation of leads and transfer to the corresponding companies

• Marketing strategy planning

• Implementation of KWA campaigns and optimization with high 
conversion words.
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CREATION AND LAUNCH OF THE MINISITE

Domain of the Madrid Industrial Solutions minisite on 
Alibaba.com:https://madridindustrial.trustpass.alibaba.com/
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OBTAINED DATA (I)

Organic results,
For product optimization and without any type of marketing action.
Period: 10/01/2020 – 10/31/2020 (first month of the project)
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DATA OBTAINED INVESTMENT IN ADVERTISING

First week results with marketing campaigns.
Commissioning in November, second month of the project.

Week 1
Smart Campaign- Artificial Intelligence Alibaba.com
Period: 01/11/2020 – 07/11/2020

Week 2 and 3
Smart Campaign- Artificial intelligence Alibaba.com + Automatic Campaign with bid 
multiplier to potential buyers on the platform
Period: 11/08/2020 – 11/21/2020

40
2

91
4 66613 306 6 14

We can highlight the importance of 
the KWA campaigns on the 

platform, since in 3 weeks 3 times 
more queries have been obtained 
than those obtained in the first 
month of the project, with only 

organic positioning.

20
Direct 

inquiries 
in 3 

weeks
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DATA OBTAINED INVESTMENT IN ADVERTISING

Country/Region Impressions Clicks CTR Cost Average Cost per 
Click

India 10103 42 0.42% $69.78 $1.66

Pakistan 10266 31 0.30% $51.86 $1.67

Other Parts of 
Asia 6911 23 0.33% $48.85 $2.12

Bangladesh 5263 19 0.36% $41.31 $2.17

United States of 
America 5405 17 0.31% $21.16 $1.24

Philippines 5262 14 0.27% $17.99 $1.28

United Kingdom 2099 14 0.67% $22.17 $1.58

Spain 790 14 1.77% $29.65 $2.12

Other Parts of 
Europe 3100 12 0.39% $15.09 $1.26

Sri Lanka 3037 10 0.33% $21.83 $2.18

Egypt 4178 10 0.24% $19.88 $1.99

Turkey 3517 8 0.23% $9.46 $1.18

Canada 1606 8 0.50% $12.21 $1.53

Other Parts of 
Africa

1408 8 0.57% $14.18 $1.77

Saudi Arabia 1964 8 0.41% $15.24 $1.91

Iraq 1386 7 0.51% $5.84 $0.83

Germany 878 7 0.80% $8.28 $1.18

Cyprus 327 6 1.83% $4.19 $0.70

Other Parts of 
Central and 
South America

2804 6 0.21% $8.06 $1.34

Brazil 3278 6 0.18% $8.24 $1.37

Greece 835 5 0.60% $8.75 $1.75

Kenya 1400 5 0.36% $9.24 $1.85

Malaysia 2898 5 0.17% $3.68 $0.74

South Africa 2201 5 0.23% $11.08 $2.22

Countries with the greatest interest (clicks), through KWA campaigns
Period: 01/11/2020 – 21/11/2020 
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EVOLUTION OF ACCOUNT TRAFFIC

Period: 02/10/2020 – 16/07/2021
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MAIN FIGURES OF THE PROJECT

Period: 02/10/2020 – 16/07/2021
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INTERNATIONAL AGGREGATOR PROJECT

2

We have provided the brand with very specific
values of quality, health, closeness, tradition and
always with an international project approach, which
has allowed us to offer differentiating aspects with the
rest of the competitors.

Therefore, the companies participating in the project
thus adhere to all of them in their products, the
concept that they wanted to reflect. In addition, there
is a centralized system for attention and filtering of
queries and other actions carried out and that we
explain in this document.

Under the brand Look EU Net (Toledo Chamber of Commerce, Industry and Services), we present
Aliababa.com users with a selection of the best healthy foods and drinks
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SET-UP: PRODUCT PAGE DESIGN

22

In order to reflect the previously exposed values, the design has been carefully worked on, as
well as all the most important characteristics around the reflected content. The result is a
minisite with clean and evocative designs.
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EXAMPLES OF SUCCESS STORIES

22
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EXAMPLES OF SUCCESS STORIES - TESTIMONIALS

22
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EXAMPLES OF SUCCESS STORIES - TESTIMONIALS
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THE AGRI-FOOD SECTOR: DIGITALISATION AS AN EXAMPLE OF 
GROWTH 

22
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What is the degree of digitalisation of the agrifood sector?
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Which digital technologies are most popular in the agrifood sector?
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Compared with other sectors, which tools are particularly significant for the agrifood
industry?
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THE AGRI-FOOD SECTOR: DISRUPTIVE TECHNOLOGIES CASES

22

Farm-tech environment
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THE AGRI-FOOD SECTOR: DISRUPTIVE TECHNOLOGIES CASES

22

Farm-tech environment

Technologies with high impacts on the agri-food value chain will change the way current
operations are performed, accelerating the production and distribution processes. In terms of the
evolution of the agri-food value chain, automation and robotisation will have a very strong
impact.
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THE AGRI-FOOD SECTOR: DISRUPTIVE TECHNOLOGIES CASES

22

Main drivers for the new technology adaptation in agriculture

1. New consumer preferences drive the technological uptake
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THE AGRI-FOOD SECTOR: DISRUPTIVE TECHNOLOGIES CASES

22

Main drivers for the new technology adaptation in agriculture

2. The context in which the agri-food value chain is operating can play an accelerator role.

AGROSMARTglobal
INTERREG SUDOE 
SOE3/P2/E0897 
MOOC Agrosmart Global

Document: MOOC Agrosmart Global www.ecommerce-news.es
1071



THE AGRI-FOOD SECTOR: DISRUPTIVE TECHNOLOGIES CASES

22

Main drivers for the new technology adaptation in agriculture

3. The impacts of new technologies depend on the Big Data and analytics generation and data
management.
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THE AGRI-FOOD SECTOR: DISRUPTIVE TECHNOLOGIES CASES

22

Main drivers for the new technology adaptation in agriculture

4. Appropriate regulation sets the conditions for a well-functioning innovative agri-food
sector
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THE AGRI-FOOD SECTOR: DISRUPTIVE TECHNOLOGIES CASES

22

Main drivers for the new technology adaptation in agriculture

5. Research & Development is needed to ensure the feasibility and trustworthiness of the
new technologies that apply to agri-food.
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