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E-commerce is changing the seafood wholesale 
business China







Aim of trial

“To determine whether and, if 
so, how NSW Eel fishers can 
collaborate to send consolidated 
shipments to China via an 
established B2B e-commerce 
platform”



Summary of trial
• Following desktop research on the market in 

China Gfresh were selected as a supply chain 
partner to conduct the trial 

• One of the main advantages in using Gfresh
for the fishers is that risks are minimized as 
no product is sent without payment

• It was planned to undertake trials during 
December 2017 and January 2018 using the 
Gfresh platform to test supply chain 
effectiveness in meeting the market 
requirements.  The trial was delayed due to 
import permit requirements

• A minimum payment was established by the 
fishers which, after adding supply chain costs, 
proved to be higher than other Eels on the 
market. 

• .This in itself is not an issue however selling 
a product at a premium price requires a 
greater marketing and promotion effort. 
Costs could also be reduced once a market is 
established

• No sales were made during the two 
campaigns that were conducted so no 
product was shipped therefore supply chain 
performance was not able to be evaluated.

• Product remains listed for sale on the Gfresh
platform and all supply chain mechanisms 
are in place if sales can be achieved.

• Achieving sales will require a collaborative 
marketing effort in China focused on 
building relationships with importers and 
end users
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Introducing GFresh



• Gfresh is a global online business-to 
business seafood marketplace with integrated 
shipping, payment, customs and quality assurance 
services
• Gfresh was launched in 2014 to connect sellers of 

live seafood located in Australia, New Zealand, 
Canada, United States, and Europe to buyers 
located in China (Mainland and Hong Kong).
• Gfresh has experienced extremely rapid growth 

since then and is now the largest such platform in 
China



Traditional Supply Chain



New Supply Chain



Rapid  market 
adoption





From more 
than 28 
countries



www.gfresh.cn

http://www.gfresh.cn/


65% of Canada’s live crab is now sold online 
by Gfresh - direct to China

1.5 years ago not a single Canadian 
Crab was sold online!





Trial timeline

November February Early 
March

Mid 
March April

PFA and eel 
fishers 
representatives 
met with Gfresh
in Shanghai and 
discussed how 
the trial would 
work

Consultation 
with eel fishers 
regarding the 
logistics of the 
trial.  Exporters 
and transport 
providers 
identified and 
agreements 
struck

Photography 
and video 
library created 
for promotional 
materials for 
platform

Gfresh applied 
for import 
permit

Eels listed on 
platform with 
promotional 
material 
developed by 
Gfresh and used 
to promote 
product

Relisted with 
revised grading 
and pricing

There was some 
interest with 
one customer 
contacting PFA 
after seeing 
Gfresh listing

No sales 
achieved



Listing Arrangements
• Product was listed for 10 days on Gfresh platform, with delivery 

guaranteed 10 days later (fish to be caught to order)

• Gfresh offers an auction and fixed pricing options.

• Fishers opted to have a fixed price.  With transport and freight 
charges this amounted to AUD22.00/kg CFR Shanghai (NB this 
price did not include any costs at the Chinese end including Import 
Duty.)
• Run of catch was offered for sale ie a single size range offered 600g 

– 3,000g

• minimum order quantity was set at 200 kg. Maximum order 
quantity 1,000kg

• Product was listed from x to y and again from x to y



Listing on GFresh



Listing on GFresh



Australia supply chain partners

Sydney: Australian Live Seafood Pty Ltd 
Brisbane: Australian Eels Pty Ltd
Agreed Services
• track fish separately to evaluate any differences in quality and size of fish from Northern and Southern NSW. 
• offer shorter travel time to protect quality and reduce possible mortality 
• Organise pickup of fish.
• work on minimal margin for trial
Requirements
• previous experience in exporting Eels and suitable holding facilities
• DAWR approved export establishments for the export of Eels 
• Establishment that maintained required China approved establishment registration
• existing registered Freight Forwarding companies
• prepared to pack under PFA branding/logo



Pricing 

Based on 200kg MOQ
Fishers price $8.50
6% overpack $0.54
Transport $3.30
Exporter fee $4.00
Documentation fee $2.00
Export freight $3.65
Bank fees $0.01
Selling price 
(before China charges & taxes) $22.00

China charges and Taxes
Exchange rate 
4.7:1 RMB 103.40
Import tariffs 2% RMB 2.07
Gfresh charges RMB 24.31

Final sell price   RMB129.78
(inclusive all charges and taxes) $27.61



Marketing & promotion

• Gfresh provide promotional support for all listings on their platform.  
• Videos and photography was supplied
• Copy was developed by Gfresh but not sent to the project team for 

checking prior to posting 
• A check by the project discovered that there were several errors in the 

promotion including  
• non-Australian species promoted
• fresh water and Australian “short fin” Eels promoted
• Unattractive description of the lifecycle

• The promotional material was taken down and not replaced for the second 
trial as it needed to be rewritten and translated



Marketing & Promotion - 2 
Gfresh placed a promotional article on their WeChat page, the following is 
a summary of the key issues with the content when reviewed by a 
translator with technical knowledge of seafood. The full translation report 
is available.

• The scientific name of longfin eel is Anguilla reinhardtii.  The article refers 
to Anguilla australis which is the scientific name of shortfin eel. And 
identify Anguilla australis as the main subject of the video.

• The article refers to the Sargasso Sea near Atlantic Ocean, so again 
referring to the wrong breed

• There are descriptive sentences that are not suitable for eel promotion. 
Details about eels feeding on excrement and dead body, would be 
considered as a bad image by consumers. 

• There is a Chinese saying – the rarer a thing is, the more it is worth. The 
promotion information that there are too many eels in Australia may lead 
buyers into attempting to cut down prices. Rather it should state the high 
importance of environment and eel sustainability, but we can guarantee a 
stable PFA eel supply. 

• The article refers to South Australia and not New South Wales
• There are copywright and spelling issues throughout the document



Outcomes from the trial

• A shipment of eels was sent to a company in Queensland who is now 
working with the fishers to develop a value added eel product range 
targeting the Japanese market (and potentially Japanese customers in 
other Asian markets)
• Discussions are continuing with exporters to assist with marketing 

and promoting product in China to drive importers and potential 
customers to the Gfresh platform to buy through the platform.
• Fishers have agreed to work together with PFA to develop and 

translate promotion and marketing material to support further 
market development.



Key learnings 1

• Misunderstandings about China import license and permit requirements 
coupled with the public holidays associated with Chinese New Year created 
some delays for the trial (3 weeks delay starting)
• The timing of the trial coincided with fishers targeting other species which 

meant that eel supply was low
• The highest demand period in China for eels occurs during May and June to 

coincide with Japanese Eel festival
• Better communication and marketing material is needed and should be 

provided already translated into Simplified Chinese.
• More product information and training was required for G-Fresh, as this 

would have assisted set-up and promotion of product on the platform.



Key learnings 2

• There needs to be a greater interaction with the importers and buyers 
in China – just putting a product on an e-commerce platform does not 
guarantee sales
• Working collaboratively enables the fishers to guarantee supply to 

buyers and the supply chain can deliver to order
• While there is a demand for eels in China the PFA eel fishers need to 

understand and provide what the end user in the market needs and 
wants (market research) particularly in terms of grading, minimum 
order quantities and product form


