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Figure 5. Tendency to place orders together on Taobao platform during the Singles Day event （in %）

From the above analysis, it can be seen that the promotional activities on the day of 

Double 11 have a significant positive impact on the profits of merchants and 

platforms, and there is an obvious “interest game” between the two sides in this 

process. However, this effect is not equally distributed across all categories. Even 

when the overall benefit increases, the degree of impact on each category varies. 
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4.1.3 Parts of the category are most affected by Taobao platform 

activities on Double 11 

Figure 6. Categories of goods purchased by customers on Double 11

Figure 6 shows the consumer product categories that consumers purchased the most 

on Double 11. The top category is clothing and accessories (61.11%), followed by 

electronics (55%) and household goods (51.11%). From this, it can also be inferred 

that in these three areas, the price war between merchants will intensify, and the 

pressure to conduct business will increase. According to Interviewer A’s answer, 

especially small and medium-sized enterprises lack strong bargaining power because 

they do not possess high economies of scale like large enterprises, and they also do 

not have a competitive advantage during Double 11. 

Overall, the interests between the Taobao platform and merchants primarily include 

the platform’s profitability and merchants’ sales opportunities. The Taobao algorithm 
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the price is favorable or not when shopping online, with a combined score of 5.46, as 

indicated by the questionnaire data. The second-ranked factor is the quality of goods. 

Consumers do not attach as much importance to after-sales service, speed of delivery, 

platform activity rules, and merchant reputation. 

Figure 8. The extent to which consumers are willing to choose shops without discounts instead of those offering discounts

during Double 11. 

As price is one of the important factors that attracts consumers to spend money on the 

Double 11, Figure 8 shows how sensitive they are to the price of goods. 

Approximately 24% of consumers stated that they would purchase the same product 

elsewhere if they could find it at a lower price.  

The “game” of distributing benefits between merchants and platforms may affect the 

price. Since consumers are highly price-sensitive, consumer behavior will also have 

an impact on the game between merchants and platforms to a certain extent. 

The law of demand states that when the price of a typical good rises, demand typically 

declines, and vice versa[39]. Price increases resulting from the interest game between 

platforms and merchants erode consumers’ purchasing power and reduce demand, 

which could ultimately harm the sales of both parties. Conversely, if prices decline, 
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