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Editorial Business Intelligence

{E->T5RS1 ETINDITEFHEED | BERNRIREITS0H
EL\U—&F@—M
FAREDES

7—12%;4:
55, REE S f" H&MODEEY X2
& *ﬁ E(J o G 3 je ¥ —BE, 431(BHK Rl (#96,000/EF

FUEET [ EL | ) RO R 5L,
fERBSTAIE L BRI %

E_l_.u

REES| S FEFE

&1 NotebookLM



hizD =1t : FO—N)L « D1 F—BEROEH

= X=F# % (OPM) ZEREAR hiEAVTEA
o 1535 : CAGR 3.52%
Inditex (ZARA) “180%  Inditex (ZARA) ~90 Days CTHERF.

e HAM™IZ . #I8.3JKHT
~120 IV, AORKIC KB

Fast Retailin% ~14.0% Fast REt&IIiﬂ%

(Uniglo (Uniglo Days kLR,
h_ : « 55 WEMCREE
Shimamura Shimamura ~55-75 Days = AN Rz =1L i e
ROEHLTWVS (KF
Domestic Mid-Ti Domestic Mid-Ti : IE]1E),
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AEVRT « FL=YEUT1
(Uyghur cotton/UFLPA)

Traditional

Retailer MRBADER '
(BR7277 /5L L) (SHEIN/Temu/Ultra-Fast Fashion)

(Weak Yen/Global Inflation/Logistics)

s DAL K
(Mercari/2nd Street -
Market Size 1.15 Trillion Yen)
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Editorial Business Intelligence

FERER T O X T L : Predict - Connect - Circulate

Predict () Circulate (&)

Al Value Chain (Brain) CtoBtoC Business (Body)

Demand Forecasting, Resale, Repair, Upcycling
Inventory Optimization

Connect
(D%&hHD)
Unified Commerce (Heart)

Phygital Stores,
Staff as Stylists

I

ST EFTIIER< LTV (BREEEME) Z&ALd 3RASENZET L,
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Driver 1: Al&E6y — TBhE#2ER (KKD)1 H 5 TFFEFEl1 A

Before: KKD Model

N
A\
Gut Instinct Overproduction/
?
g Decision Waste

After: Al-Driven Model

P
SNS Trends
nlnl

d Weather Data

@ R . 70/8—
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f ey I—=I08900
\ iliEd
Al Analysis & SR -

Demand
Forecasting

f" Real-time

Sales
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Driver 2: ZRiuBmiz%z &) D5
NREEiE1 A§5# (CtoBtoC)

A-@—C—I-®

Revenue 1 Revenue 2
aﬁﬂ [=]4y - £m _aﬁﬁ
(New Sale) (Take-back & Certify) (Resale)
Brand buys back &

certifies quality.
Why Brand-Official?
1. #r55~N — > >~ D#E1F (Capture Resale Margin)
2. BER T — A D¥ETF (Acquire Usage Data)
3. FImOEEM{ER_E (Boost New [tem Asset Value)
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Driver 3: 74 2)VIIESH — B8R ASa=FT A X717

Q Live Commerce -
Digital Mirrors W Studlo 0

71 " .

Showroom Area

£EL X (Stockless):
o [FRHLECOEEZR2HE (=774 FIVY—R) ,

o AW IDEAEE: HiENULIEEDD TREALVRA ) PONGHE—) A,

o iHMEIE: |EFRIFTTE L. IHF =AY P ELTVTIESEZ 5.
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Editorial Business Intelligence 16:9
mERIZ . TLy FF—2v ) DSODORT
Global Strongholds

Uniqlo Z\ﬂ%
Al

The Blue_Ocean

OGS

BETAIL Adastria

Business Model
(Linear/Efficiency — Circular/Experience)

SHEIN '%r Onward
Shimamura United Arrows
Red Ocean Traditional
(Price War) Dept.Brands Danger Zone

Price (Low - High)
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16:9
i o Ll o » _— —
AE vy T HEREED (F1REYT 1) OBTRX
Old Talent Model New Talent Model
ﬁ Generalist MD (Merchandiser) Q Data Scientist (Al Prediction)
EI} Traditional Sales Staff (Stocking focus) » é:? CX Designer (Journey Mapping)
Eﬂ Supply Chain Manager O Sustainability Expert (Circular Loop)

EI Digital Marketer (Live Commerce)

Bl - EEMNE

7S ILFI9EEIY (Apparel Avg): ~358F5 M o s
LEE/T v U1 (Tech Avg): Significantly Higher fag)

REAMERDI-H DERIBENEH 25,
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16:3

3DDEHEPINR : B TERL) DE—DEFIL— DD

ARk e ==

(Cost Leadership)

Focus:

@" Scale & Efficiency

Example:
EH [ SHEIN

Verdict: FE (Difficult)
Requires massive capital.

= {ThN{lfE « Z51k
(High-Value Differentiation)

Focus: @

|§= Al, Circularity, Story

Target:

a\ LTV maximization

=

Verdict: #£12 (Recommended)

The sustainable path for
domestic majors.

Y FERF

(Niche Focus)

Focus:

) Specific segment
(e.g., Plus size)

Verdict: PRERY (Limited)

Good for small players, limits
growth ceiling.
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SHERGTO-FYy 7 BEBEHNSIISZATLA

2 3 4 5

Phase 3 (Years 4-5):
Ecosystem (L AT L)

e Actions: Full Circular Loop
(Repair/Upcycle), Supply
Chain Data Sync.

Phase 2 (Years 2-3):
Rollout (X&)

Phase 1 (Yearl): e Actions: Unified Commerce g
Foundation (A8 18%E) (Stock Integration), Y L A
Al Demand Prediction (All ;
e Actions: CDP&E A SKUs).

(Customer Data Platform), o KPI: 7FEE[CIEE3E -20%
CtoBtoC/\N-1 O Bitel (Inv. Turnover -20%),
(Resale Pilot). 70O/N—H{EE +10%.
o KPI: AIF A58 E DWEIL,

Value Growth

Sustainability Impact

Rl ge B RICAITTc, BENBESRAETIVERETANEY T4 BROO-FI Y7,
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YA ONCERT HELITHESRERS

I...'.I|-I|| ------

. Volume (£) H*'5
Value ({fifi@) Ao

FEOTALIE, &DBL<EBILTHEN, F—2TFUL. FOLHD, BEILBZLIHS,
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