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  AUTHORS NOTE


  MY GOAL WITH ALIBABAS WORLD IS BOTH TO EDUCATE and inspire. I hope that entrepreneurs and others chasing a dream can read the book to learn from
  Alibabas successes and mistakes. And I hope that others can learn from Alibabas story to better understand what it was like on the ground during a transformative time when the
  Internet brought China face-to-face with the West. In pursuit of this goal Ive made every effort to present an accurate and authentic reflection of my experiences.


  Fortunately much of Alibabas history was captured in the 200 hours of video archives that I gathered in preparing my documentary, Crocodile in the Yangtze. This, and detailed notes
  I took during my time at Alibaba, provided a valuable reference for this book.


  All the dialogue is based on actual conversations, but at times I combine two separate conversations with one person into one conversation. The same is true of some of Jack Mas early
  speeches where I have sometimes combined public comments he made separately at the time into one speech. I also paraphrase Jack Mas English occasionally to account for the fact that it is
  not his native language and sometimes includes small grammatical errors. In all cases I have made every effort to preserve the accuracy and authenticity of what was said by all parties.


  In a few instances, when discussing confrontations or conflicts with former colleagues, I have left some minor characters unnamed. In a fast-growing start-up, there are always bumps and bruises,
  internal disagreements. However, my goal here is to use issues or conflicts as illustrations from which others may learn, not settle scores with individual colleagues. In the spirit of fairness, I
  also do my best to point out the times when I myself made mistakes or held the wrong assumptions.


  This book was written independent of Alibaba, with no involvement by the company. Whether readers agree or disagree with my take on events, the opinions are entirely my own. Its my hope
  that sharing the story, in the most candid way possible, of how a schoolteacher rose from obscurity to build the worlds largest e-commerce company can serve as a great case study for
  students, entrepreneurs, and anyone else setting out on a journey of their own.


  


  INTRODUCTION


  THE GREAT LEAPFROG FORWARD


  NOVEMBER 7, 2006, WAS THE DAY I REALIZED THAT Alibaba had finally arrived. As I stood at the back of a packed auditorium at the Web 2.0 conference in San Francisco, my
  boss, Jack Ma, took the stage. With a typically entertaining speech he captivated the high-level audience, a whos who of the Internet world.


  Im 100 percent made in China. I learned English myself, and I know nothing about technology, Jack explained. One of the reasons why Alibaba survived is
  because I know nothing about computers. Im like a blind man riding on the back of a blind tiger.


  As the audience laughed, I noticed someone crouched down in the back of the auditorium, scribbling down every word Jack said. Curious, I leaned over to see who was so intent on transcribing
  Jacks speech. I was shocked to find it was Jeff Bezos, the founder and CEO of Amazon.


  Bezosthe father of e-commerceeager to learn from Alibaba? This was the man who had pioneered e-commerce and grown Amazon.com into an Internet behemoth. This
  was the entrepreneur named Time magazines Person of the Year back in 1999 when Alibaba was still an obscure start-up in Jack Mas apartment. Bezos was a business leader we had
  always looked up to and admirednot to mention borrowed ideas from. And now he was borrowing ours!


  Jeff continued taking notes as Jack spoke to the rapt group.


  Believe in your dreams, find good people, and make sure the customer is happy. I see a lot of US companies sending professional managers to China. They are making their boss in the US
  happy but not the Chinese customer.


  Jack had always wanted to meet Jeff Bezos, so I leaned over, introduced myself, and gave Jeff my card. Jeff said hed love to meet Jack as well. After Jacks speech the two of us met
  with Jeff in the convention center lobby. With his trademark laugh and infectious enthusiasm, Jeff commended Jack on his speech: You made some great points up there, Jack! Id love for
  you to visit us in Seattle someday. As Jeff walked away, Jack and I beamed like two starstruck groupies in a garage band whod just been validated by their favorite rock star.


  Seven months later I picked up the Wall Street Journal to find an interview with Jeff, who was announcing an expansion in China. He described how he was determined to avoid the problems
  other foreign Internet companies had encountered in China, explaining that the reason they struggled was because the Chinese management team is busy trying to keep their American bosses
  happy, instead of trying to keep their Chinese customers happy. And thats a mistake we will not make. Yesit seemed Jeff had learned something from
  Jack.


  Little did Jack and I know that in just a few years, Alibabas sales volume would surpass those of both our idolsAmazon and eBay. Combined. Not just in China. Everywhere.


  When Alibaba got started in Jack Mas apartment, it seemed far-fetched to think that Western Internet companies would someday be learning from Chinas e-commerce founders. With only
  two million Internet users in China, less than 1 percent of the countrys population was online. And of that 1 percent, even fewer would consider purchasing something online. The barriers
  were simply too great. Consumer purchasing power was too low. Credit card penetration was negligible. Logistics infrastructure was primitive. It was unclear whether the government would embrace or
  reject the Internet. And e-commerce seemed impossible in the context of Chinas Wild West capitalism, where scammers were all too common and where buyers and sellers who had never met in
  person simply didnt trust each other enough to do transactions online.


  Fast-forward 15 years, and the difference in the numbers is astounding. Alibaba now has approximately 300 million customers and executes about 80 percent of Chinas e-commerce
  transactions. More than half of all packages shipped in China are from deals that originated on Alibabas websites. And during its 2014 Singles Day promotiona shopping holiday
  that Alibaba inventedAlibabas consumer shopping websites handled $9.3 billion in transactions on just one daymore than the total US online sales on Black Friday and Cyber
  Monday combined. All this in a country where the per capita income is just $6,800 per year and only about 25 percent of the population has ever shopped online. Compared to the
  United States, Chinas e-commerce boom is just beginning.


  Alibabas experience has shown that, although e-commerce was slower to take off in China than in the West, when it did take root, it was far more important to the overall economy. In just
  15 years Chinas e-commerce infrastructure has leapfrogged its Western counterparts and is introducing entirely new ways of doing business. China has become a dynamic laboratory for
  e-commerce innovations, with important lessons for businesses everywhere.


  Alibaba is also branching out into a number of entirely new frontiers, well beyond traditional e-commerce. Within a year of launching its first money market fund, Alibabas finance unit
  was operating one of Chinas top funds, with over $90 billion under management. It has started a movie studio to produce original content. Will Alibaba someday realize its goal of becoming
  Chinas largest bank? Will it give Fox and Disney a run for their money in film production?


  The scale of Alibabas growth grabbed the business worlds attention when it went public on September 19, 2014. Alibabas was the largest IPO (initial public offering) in
  history, dominated global business headlines, and made Alibaba the most valuable e-commerce company in the world. And Jack, who began his career making less than $20 per month, was suddenly worth
  $19.5 billion soon after the IPO.


  This book is the inside story of how all this happened. How a schoolteacher and 17 of his friends rose from obscurity and overcame immense obstacles to build an e-commerce powerhouse that is
  transforming global business.


  The founding of Alibaba was really the birth of e-commerce in China. From 2000 to 2008, I worked at Alibaba as a vice president in a variety of roles as the company grew
  from a small apartment into the behemoth it is today. Ill chronicle both the successes and missteps the company made on the road to riches. In the process I hope to explain how Chinese
  e-commerce got to where it is today, where things are headed, and what it means for the global marketplace.


  After leaving Alibaba in 2008, I produced and directed Crocodile in the Yangtze, an independent documentary film about my experience. The film premiered at the Sonoma International Film
  Festival in April 2012, and I subsequently spent two years traveling the world to show the film to festival audiences, students, and entrepreneurs. The journey took me to more than 50 cities on six
  continentsfrom Silicon Valley to Bangalore to Nigeria and just about everywhere in between. It taught me that the Alibaba story, so multifaceted, has universal appeal, and from each Q&A
  session I got a greater sense of which aspects people in different places were interested in. The plucky start-up spirit that challenged eBay and Amazon when they ruled the e-commerce roost? The
  rise of a schoolteacher from the far-flung provinces to economic royalty in what is still a Communist country? Or the seismic shifting of the worlds attention from West to East?


  My time at Alibaba challenged a number of my assumptions about business and life. My experience was a positive one overall, and this memoir reflects that. I saw a company grow from a small
  apartment into Chinas first global Internet company, battlingand beatingeBay in China along the way. And I saw a team of ordinary people come together to build a company
  that has fundamentally reshaped the way people do business in China and beyond. But the goal of this book is not simply to say that Alibaba is great or that Jack Ma is a hero.
  It is simply to answer this question: What made Alibaba so successful where so many of its competitors failed?


  After 15 years the Alibaba story is, in many ways, still just beginning. And how it ends is up to Jack and a new team of colleaguesand how well they adhere to the values that have carried
  them this far. Alibaba is no longer a David. It is a Goliath. And as a Goliath it will face an entirely new set of challenges. But whether Alibaba ultimately succeeds or fails, its rise remains one
  of the most fascinating and instructive business stories of our time. By sharing my experience at the company as candidly as possible, I hope that entrepreneurs or others setting out on a similar
  journey may gain some inspiration and avoid some mistakes. It is my sincere belief that the spread of e-commerce, and the grassroots economic opportunities it provides, can transform the lives of
  millions, if not billions, of people around the world.


  


  THE RIGHT PERSON


  @ THE RIGHT PLACE


  @ THE RIGHT TIME


  I SLID INTO THE BACKSEAT OF THE TAXI AS THE driver dropped the meters flag and turned to me. So where you headed?


  Wensan road. Alibaba headquarters.


  We bumped along the Hangzhou streets for a bit, past construction sites, shops, and Hangzhous West Lake. Then the driver struck up a conversation.


  Do you work at Alibaba?


  Yes, I joined the company in 2000. Ive worked there for about six years now, I said.


  Oh, really? I didnt know Alibaba had foreigners. So why did you decide to work in a Chinese company?


  I thought it would be more fun to help a Chinese company go global than to help a foreign company enter China. Its an exciting challenge.


  The driver hesitated a bit and then went on.


  I actually know Jack Ma. We were in grade school together. The same class. Do you work with him much?


  Yeah, we work closely together. Ive traveled with him to a lot of different countries.


  Do you want to know why Jack Ma is so successful today? he asked.


  Hmm. I wasnt sure I wanted to know where the guy was heading, but I let him go on.


  Its because hes lucky. He was at the right place at the right time.


  Having seen all of the hard work that Jack and his team had put into building Alibaba, I tried to resist getting defensive. If building Chinas largest e-commerce company was just a matter
  of being at the right place at the right time, I thought, why didnt 1.3 billion other people in China see and grab the same opportunity when the Internet came to China? And if the driver and
  Jack were classmates in the same city, wouldnt the driver have been at the right place at the right time as well?


  But I kept mum, because I didnt see any point in debating him. Yes, Jack had been in the right place at the right time. But on paper millions of other people were more
  qualified to start an e-commerce business than a schoolteacher from Hangzhou who twice failed his college entrance exams. Yet Jack was the only one who seized the moment. He was the right
  person at the right place at the right time.


  So why Jack? What made him different? What motivated him? In many ways the answer lies in his life before Alibaba, a story I heard in bits and pieces over the years.


  Jack was born on September 10, 1964, just two years before Maos Cultural Revolution. Jacks early years were no doubt shaped by the political turmoil that
  marked the period from 1966 to 1976, a time when intellectuals, artists, and capitalists were tormented by round after round of class warfare. As the grandson of a landlord and son of a performer
  of Pingtana traditional folk art combining music with storytellingJack was on the wrong side of history in the eyes of the Communists. This led to Jacks being bullied by
  classmates, and his frequent fights got him into trouble at his school and with his parents.


  Perhaps as an escape Jack spent his free time absorbed in martial arts novels. He started with the Chinese classics and then moved on to the contemporary writer Louis Cha, whose popular
  wuxia (martial arts and chivalry) novels told tales of noble warriors defending the common people and underdogs using their witsrather than brute strengthto defeat more
  powerful opponents.


  The martial arts stories may have helped Jack overcome the first thing anyone ever notices about himhis appearance. Alternately described as elfish and impish by the media, Jacks
  diminutive figure brought him unwanted attention and ridicule. Even within his own family he was sometimes teased as being the runt. When introducing his three kids, his dad was known to joke,
  And this one we found in the garbage.


  Youd think being teased about his appearance and bullied by peers would destroy a young persons confidence. But in Jacks case it somehow gave him strength. As China opened
  after Maos death, foreigners began to trickle into Jacks home town of Hangzhou to visit West Lake. When Jacks middle school geography teacher told him
  that shed seen foreigners near the lake, Jack became curious and went down to see for himself. He soon made a daily habit of pedaling his bicycle to the lake to befriend foreign tourists and
  practice English with them.


  Jack developed a relationship with one Australian family in particular with whom he bonded over a game of Frisbee. They remained pen pals for many years. Through his relationship with the
  Australian family, Jack first traveled out of China, which he said showed me that everything I had learned about the outside world in my Chinese textbooks was wrong. The family became
  such a strong influence on Jack that he described the familys father as like a father to me.


  Jacks many friendships with foreigners improved his English well beyond his contemporaries in Hangzhou while also opening his mind to international thinking. So he was a natural
  candidate to become an English teacher. Despite failing his college entrance exams twice because of his struggles with math, Jack finally entered the Hangzhou Normal University, a teachers
  college, where he was elected president of his class.


  After graduation he began work as an English teacher at a local university, where he made $12 per month. Most Chinese teachers required rote learning from textbooks, but Jack taught
  extemporaneously, straying from the texts and relying on storytelling and humor to engage his students. He incorporated in his lessons a bit of showmanship learned from his performer father, and
  Jack became a favorite teacher on campus.


  After fulfilling a commitment he had made to a mentor to serve as an English teacher for five years, Jack decided it was time to jump into the sea and start a business.
  Everything I taught my students was from books, he said. I wanted to get some real-life experience. Whether I succeeded or failed was not important.
  Because I knew I could always take that experience back to share with my students.


  Jacks first venture was the Hangzhou Hope Translation Agency, which he started in 1994 to serve the growing number of local businesses engaged in tourism and foreign trade. As Jack became
  known around Hangzhou for his English skills and ability to communicate with foreigners, local government officials asked him to travel to the United States to try to sort out a dispute they were
  having with a US partner who had promised to fund the construction of a toll highway.


  Jack flew to the United States with high hopes, but when he arrived in Los Angeles, he began to suspect that the man hed been sent to meet was a con man. His fears were heightened when
  his host flashed a gun and then left Jack stranded without a car in a Malibu mansion for a couple days to stew about whether or not he would report back to the Chinese partner that everything on
  the US side of the deal was on the up and up. Terrified and suspecting his US host was hiding important information from the Chinese partner, Jack eventually made his way to Seattle, where he had
  American friends.


  In Seattle Jacks friends introduced him to the Internet by sitting him down in front of a computer for the first time. I was afraid to touch the computer, such an expensive thing.
  But they told me, Jackgo ahead. Its not a bomb! So I typed in the word beer, B-E-E-R, and I could see German beer, Japanese beer, but no Chinese beer. So I
  searched the word China and the response was no results. So I said to myself, This is something interesting. If we can take companies in China and make a home page for them,
  this could be something big.


  When Jack returned to China, he set up Chinas first Internet company, China Pages, a sort of online English-language directory for Chinese companies and
  information. Unfortunately Hangzhou did not yet have Internet access. So the businesses he initially targeted as prospective clients reacted as if he were trying to sell them magic beans. Once he
  finally did make sales, he had to gather the client companys information and have it couriered to his friends in Seattle, who would build a web page. To prove that Jacks website
  existed, the Seattle friends would print out the pages and courier a copy to China for Jack to present to the customers.


  China Pages had some early success and soon caught the eye of the state-run Hangzhou Telecom, which had started its own rival service. Fearing he might have to compete against a
  government-backed player, Jack decided the only way to survive would be to team up with Hangzhou Telecom. They formed a joint venture, but Jack soon found himself at odds with Hangzhou
  Telecoms management and left in frustration.


  Next he headed to Beijing, where he worked at a company started under the Ministry of Foreign Trade and Economic Cooperation (MOFTEC). Thinking he could help pioneer e-commerce from within the
  government, he took charge of an organization designed to help small- and medium-sized enterprises take advantage of the Internet. But once again Jack felt stifled by the government bureaucrats
  ultimately responsible for the organization. My boss wanted to use the Internet to control small businesses, but I wanted to use the Internet to empower small businesses. We had a totally
  different philosophy.


  Finally, as Chinas own Internet boom began to take off in 1999, Jack gathered the friends he had dragged to Beijing to work on his team at MOFTEC and told them he
  had a new idea for a ventureAlibaba. He had learned from the ups and downs of his experiences with China Pages and the government. Jack now had a clearer vision for how e-commerce could
  finally take root in China. Hed chosen the name Alibaba because it was a globally recognized story and conjured up images of small businesses saying open sesame to new
  treasures and opportunities through the Internet. Thus Alibaba was born.


  Which brings us to early 2000. . . .


  


  BOOM!


  
    
      
        Ill see you in Shanghai. Lets go have some fun!!!!


        Jack

      

    

  


  

  IT WAS THE FIRST EMAIL I EVER GOT FROM JACK. The one-line delivery sounded more like a kid on his way to Disneyland than the CEO of a company that had just raised $25
  million from Goldman Sachs and Japans Softbank. But the playful tone didnt surprise me, given the spirit of the times. After all, it was March 2000 and a great time to be
  aliveif you were involved in the Internet industry in China.


  During the previous five years those of us working in China could only watch with envy as friends and former classmates took part in the thrilling US Internet boom. As companies like Yahoo!,
  Amazon, and eBay became listed on Nasdaq, wave after wave of Internet mania spread throughout Europe and the United States, minting thousands of fresh millionaires with each new IPO. But with less
  than 1 percent of the countrys population online, Chinas Internet industry seemed destined to languish for decades.


  Everything changed in the summer of 1999, with the IPO of China.com, a Hong Kong-based consumer Internet portal that styled itself as the Yahoo! of China.
  Never mind that it was a hollow company with no real business model. China.com had a great domain name and appealed to investors chasing Chinas 2.6 billion eyeballs. Just as Netscapes
  IPO had triggered the Internet gold rush in the United States, China.coms IPO sent investors rushing to China. And for those of us patiently waiting for the Internet mania to arrive, it was
  a welcome stampede.


  At the time I was working as the head of a technology group at Ogilvy & Mather in Beijing, managing PR and marketing campaigns for foreign companies entering the China market. When I first
  took the role at Ogilvy, I had assumed that Id be helping grow the business of multinational companies like Nokia, our largest tech client at the time. But as the Internet boom took hold, my
  client list quickly grew to include an increasing number of foreign Internet companies that showed an interest in China. Not long after the US companies started entering the China market, homegrown
  start-ups emerged, modeling themselves after their US counterparts. Within a year, the number of Internet clients in my group had grown from one to ten. I watched these clients not only having a
  lot of fun but discovering the possibility of changing the world along the way. I was beginning to think it was time to join a start-up myself.


  Little did I know, while I was toiling away in Beijing, that Jack Ma and a team of his friends were secretly working day and night in a small apartment in Hangzhou, two hours south of Shanghai.
  While other companies in China were chasing consumers, creating Chinese clones of the hottest US properties, Jack and his team set out to capture businesses. Their vision was
  to build a marketplace connecting the worlds small- and medium-sized businesses engaged in global tradethe widget economy made up of manufacturers, trading companies,
  and wholesalers comprising the global supply chain. And their websiteAlibaba.comwas meant to allow these small businesses access to the riches that only the Internet could unlock.


  In October 1999 Alibaba finally came out of hiding and was officially launched at a press conference in Hong Kong, where Jack also announced a $5 million round of investment in Alibaba led by
  Goldman Sachs. Word began to spread as news stories trickled out about a little-known schoolteacher who was trying to build a platform for global trade. In January 2000 Jack and his team raised
  another $20 million, led by Japans Softbank. And by March, in preparation for the companys global expansion, Alibaba began to hire a professional international management team.


  At about this time I started looking for a start-up to join. But my hunt for the next big thing got off to a slow start.


  I started with an interview with a leading Internet portal. I met with the vice president of marketing, a transplant from Hong Kong who was hiring a corporate communications manager in
  preparation for a possible IPO.


  I think it would be exciting to work with the team to help craft the vision for you and the company as it moves forward, I told my would-be boss.


  Lets be clear here. Ill set the vision and you execute it, he coldly replied.


  With that I scratched them off the list. I was looking to join a team, not a dictatorship.


  I next interviewed with an online stock trading company that billed itself as the E-Trade of China. But when I met with the husband-and-wife team who had
  founded the company, something didnt smell right. Their company headquarters was a virtual office. And the sources of their investment seemed suspect. By the end of the interview I was
  convinced all they wanted was a Western face for their company as they pursued activities of questionable legality.


  Finally I interviewed with a Taiwanese e-commerce company called pAsia that operated an online consumer auction website in mainland China. The company was gearing up for an IPO and had invested
  in an expensive corporate identity and logo design based on the name eAsia. But when its executives learned that the name eAsia was already registered by a company in Central Asia, the Taiwanese
  company changed its name to pAsia to avoid redesigning the logo. This might have been fine if, when pronounced in Chinese, the letter P wasnt a homonym for fart.


  ON THE SIDELINES of an Internet conference, I told a friend about the difficulties I was having finding a start-up to join. Even if the company
  had a good business model, I explained, the management styles seemed too top-down and regimented.


  Oh, I didnt even know you were looking. I should introduce you to Alibaba. They are trying to build Chinas first global Internet company and are looking for someone to
  manage their international PR. Youd be based in Hong Kong but traveling to Europe, the US, and all around Asia.


  My eyes lit up. Id known many US Internet companies that were coming into the China market and many Chinese companies that were trying to become a local Internet
  giant. But I had never heard of a Chinese Internet company that wanted to go global. It was about as big a dream as one could have, and the challenge appealed to me. Plus, I liked the idea of being
  based in China but traveling worldwide. Even if Alibaba failed, I thought, surely more Chinese companies will be going global, and the skills would be great to have.


  Alibabas just raised a lot of money, and its building an international team. You should give them a look, my friend advised.


  A few weeks later I flew to Shanghai to meet Jack and his team. We attended a customer gathering Alibaba had organized to celebrate the opening of its new Shanghai office. As a taxi took me
  along the overhead expressway to the Galaxy Hotel, the Shanghai skyline whizzed by. The entire town seemed to be under construction; cranes adorned the sites of new skyscrapers and office buildings
  everywhere. Silicon Valley may be booming, I thought, but that was nothing compared to the changes going on in China.


  I wasnt sure what to expect at the party. I exchanged business cards with a few of the Alibaba members, manufacturers engaged in a range of businesses I didnt really understand,
  such as petrochemical fiber, ball bearings, and all sorts of widgets. There was an awkwardness in the room as people stood around waiting to see what would happen next. Then the doors burst open
  and Jack Ma strolled into the room, followed by an eager entourage of young staff members. After shaking hands with some of the Alibaba members who had assembled, Jack jumped on the stage and began
  to address the crowd.


  Thanks for coming, everyone. Although we see you online all the time, nothing replaces meeting face to face. Tonight I want to lay out our vision. From the first
  day we started Alibaba, we had three main goals. We want Alibaba to be one of the top ten websites in the world. We want Alibaba to be a partner to all businesspeople. And we want to build a
  company that lasts 80 years!


  As Jack addressed the crowd, he seemed distracted by a blinding spotlight and jumped around from topic to topic. Although he clearly had vision and ambition, it felt a bit like watching a
  first-time performance of a rock star wannabe at an open mic night. The crowd was growing impatient. One of the expats at my table leaned over and said to me, They could use someone like you
  at this company; these guys need some help.


  Jack wrapped up his speech, receiving a smattering of applause. Although the event wasnt a slick production, the innocence of it appealed to me. Unlike a lot of the other companies I had
  interviewed with, Jack and his team seemed to be driven by more than just money. It seemed like a fun adventure. Shortly after the speech Jacks assistant motioned for me to come over and sat
  me down with Jack.


  That was a great speech, Jack, I said, being generous to the man who might be my future boss.


  Actually my performance wasnt that great tonight, he replied. The lights were in my eyes the whole time.


  He asked me a few simple questions and then, with a smile on his face and glint in his eye, he said, Ive heard a lot of great things about you. So when are you joining
  us?


  I guessed he hadnt even seen my resume. We spoke for only about five minutes before he offered me a job. It was clear that Jack was someone who made decisions quickly, based on instinct
  and gut. But he had a sort of mischievous charm about himI could tell that whether Alibaba failed or succeeded, working for him would be a great adventure.


  I was invited to drinks at the Hard Rock Cafe with a group of expat managers who had recently been hired from a number of big-name companies, including McKinsey, American Express, and Oracle.
  They had given up their large expat compensation packages for a chance to join the dot-com dream. With the euphoria of the Internet in the air, we drank and chanted A-li-ba-ba,
  A-li-ba-ba all night and bar-hopped around Shanghai.


  I woke up the


  

  

  

  

  

  

  OEBPS/html/docimages/cover.jpg
THE INTERNATIONAL BESTSELLER

HOW A
REMARKABLE
CHINESE
COMPANY IS
CHANGING THE
FACE OF GLOBAL
BUSINESS

PORTER ERISMAN

FORMER VICE PRESIDENT, ALIBABA





