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BOXXPORT



INTRODUCTION

Jan Frahnert

Founder BOXXPORT.com

14+ years experience in Corporate Strategy (Finance Industry & Startup) & E-Commerce 

(Incubator)

Since 2016 in Container Service Industry

„We market participants in the container service industry have to face the rapidly

changing purchasing process in the B2B market and use the enourmous potentials and

advantages. For this I believe in B2B platforms and marketplaces.“



RAPID DEVELOPMENT OF TRANSACTION-BASED PLATFORMS/MARKETPLACES LIKE 

AMAZON AND ALIBABA

Annual revenue of Alibaba Group from 2010 to 2019 

(in million yuan)

Source: https://www.statista.com/statistics/225614/net-revenue-of-alibaba/

Apprx. 53 billion USD

Annual net revenue of Amazon from 2004 to 2018 

(in billion U.S. dollars)

https://www.statista.com/statistics/266282/annual-net-revenue-of-amazoncom/



WHAT ARE THE REASONS WHY DIGITAL MARKETPLACES ARE SO SUCESSFUL?

TOP THREE SUCCESS FACTORS OF DIGITAL MARKETPLACES

37% - Quick product finding

Market transparency/Availability

19% - Comparison of Prices

Market transparency/Price transparency

17% - Wide range of product offerings

Multiple suppliers

Source: https://www.bme.de/b2b-plattformen

https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
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WHAT CHARACTERISTICS DO THEY CHANGE, WHAT EFFECTS DO DIGITAL MARKETPLACES HAVE?

HOW DID THEY CHANGE MANY INDUSTRIES STARTING IN THE B2C BUSINESS?

No Market Transparency Market Transparency

Traditional Processes (Time) Speed & Conveniences

High Transaction Costs (Find) Nearly No Transaction Costs

Product Centric Customer Centric

Are there parallels to our industry?

https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274


Time

Buying and selling is time 

consuming due to lack of 

price and availability 

transparency and the need 

of many middlemen

Intransparency of

Availability & Prices

Market prices and stock 

information are not 

transparent and often not 

available

Customers

Customer/Supplier database is 

limited and mostly with local 

or regional scope and based 

on traditional networking

IT Infrastructure

Simple and mostly outdated; 

Unable to participate in 

digitalization due to lack of 

know-how

THE CONTAINER SERVICE PROVIDER INDUSTRY SHOWS SAME CHALLENGES TO SOLVE

WE HAVE THE SAME MARKET CONDITIONS THAT CAN BE FACED BY CHARACTERISTICS 

OF A DIGITAL MARKETPLACE
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No Market Transparency

Traditional Processes (Time)

Product Centric

High Transaction Costs (Find)

https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
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WHAT EFFECTS DO DIGITAL MARKETPLACES HAVE?

HOW DID THEY CHANGE MANY INDUSTRIES STARTING IN THE B2C BUSINESS?

No Market Transparency Market Transparency

Traditional Processes (Time) Speed & Conveniences

High Transaction Costs (Find) Nearly No Transaction Costs

Product Centric Customer Centric

Are there parallels to our industry?

https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274


A DIGITAL CONTAINER MARKETPLACE CAN MAKE USE OF THE MENTIONED SUCCESS 

FACTORS AND ITS DESCRIBED POSITIVE TRANSFORMATION IMPACTS

BOXXPORT IS THIS TRANSFORMATION PROCESS USING THE EXAMPLE OF THE CONTAINER 

SERVICE INDUSTRY
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Market Transparency

Speed & Conveniences

Nearly No Transaction Costs

Customer Centric

https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274


BOXXPORT.com

TRANSFORMING AN INDUSTRY

BOXXPORT is the digital transformation of the (SOC)Container Service Industry – an 

industry with an annual trading volume of about 3.3 billion USD

BOXXPORT is an all-in-one marketplace to buy, sell, lease and auction containers 

with instant quotations

BOXXPORT will transform the industry in four major steps: 

Trading & Auctioning 

Leasing

BOXXPORT APPs/Software-As-A-Service Solutions

BOXXPORT APP Store

Industry and E-commerce experts jointly worked in a 15 month project to realize 

first release

BOXXPORT GmbH founded in May 2019

GO LIFE: 16th July 2019



GROWTH POTENTIAL

2 - 4.5% per 1% of 

GDP growth

10

Market Transparency

https://vimeo.com/345425274


GROWTH POTENTIAL

2 - 4.5% per 1% of 

GDP growth
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Speed & Conveniences

https://vimeo.com/345425274


GROWTH POTENTIAL

2 - 4.5% per 1% of 

GDP growth
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Nearly No Transaction Costs

https://vimeo.com/345425274


GROWTH POTENTIAL

2 - 4.5% per 1% of 

GDP growth
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Customer Centric

https://vimeo.com/345425274


ADVANTAGES OF MARKETPLACES IN A NUTSHELL

MAKE USE OF THESE ADVANTAGES BY JOINING MARKETPLACES

MOST CONVENIENT WAY TO SEARCH FOR GOODS/COMPARE

PROVIDES TRANSPARENCY

CUSTOMER CENTRIC/ ADDITIONAL SERVICES/TRUST

INTERNATIONAL SCOPE OF BUSINESS BY A CLICK

COSTS OF MARKETING/SEO

ADVANTAGES OF MARKETPLACE

COSTS OF IT DEVELOPMENT

https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274
https://vimeo.com/345425274


THANK YOU!

VISIT US AT BOOTH C44A FOR A LIVE DEMO.

Jan.Frahnert@BOXXPORT.com



IT´S TIME TO GO DIGITAL 

THE PHYLOSOPHY OF BOXXPORT IS SUPPORTED BY TODAY`S WORKING BEHAVIOR

41% expect B2B online sales

to grow more than 25% in

2018.

(2018 B2B ECOMMERCE REPORT)

48% have been selling online for more than

5 years.

78% have been selling online for more than

2 years.

(2018 B2B ECOMMERCE REPORT)

Half of the B2B decision makers

now are millennials.
(2018 B2B ECOMMERCE REPORT)

“Today, 74% of B2B buyers report researching

at least half of their work purchases online.”(…)

“With more B2B buyers going online to research

and buy products, merchants must be where

their customers are.”

(2018 B2B ECOMMERCE REPORT)

Mobile drives, or influences, an

average of over 40% of revenue in

leading B2B organizations.
(2018 B2B ECOMMERCE REPORT)

SOURCE: BIG COMMERCE Research, „The B2B Ecommerce Trends Report: Millennial Buyers, Payment Options and a Maturing Market “. Retrieved from (https://www.bigcommerce.com/blog/wp-

content/uploads/post-pdfs/BigCommerce-b2b-ecommerce-trends.pdf)

https://www.bigcommerce.com/blog/wp-content/uploads/post-pdfs/BigCommerce-b2b-ecommerce-trends.pdf

