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WhoIS Niels Ralund ?



”if you can shop online, do so 
instead of queuing in the 
store

17 March 2020 

Prime Minister Mette Frederiksen 

announcing Covid-19 lockdown



”Thanks !
Danish Ecommerce delivered!

Ecommerce is now a part of the
backbone in the Danish society

2020 - 2021 
Niels Ralund
Dansk Erhverv



Trends
• E-commerce is big business and the share of e-commerce will be bigger in all sales -

B2C, B2B, D2C, C2C etc . 

• Omnichannel was the winner during Covid – and is still growing

• Click n’ Collect growing fast – Buy online, pick up in brick n’ mortar shop

• Liveshopping is here to stay

• D2C is growing. Producers protect brand and price – and gain data

• Data data data – customer centric 

• AI – work smarter with data, workflow – everything – but one thing at a time

• Professionalism and consolidation are keywords



During Covid-19 lockdowns Danes 
increased spending online from 
2020 to 2021 – mainly in Danish 
shops.

In 2022  we’re back or above the 
crossborder spending in 2019 

In 2022 online spending dropped
by 1%. The number of buys grew
by 4%.

Blame it on wars, energy prices, 
high interest rates, inflation etc. 
The consumer’s confidence 
is dropping

H1 2023 turnover 90,4 bn DKK  
(2% lower than H1 2022)

Danish Ecommerce is big and growing
…but strong growth during Covid-19 has been replaced by standstill in 2022

Number of buys
(mio.)

Number of buys
(YoY)

Spending
(bn. DKK.)

Spending
(YoY)

2015 148 +16% 86,9 +18%

2016 162 +10% 100,7 +16%

2017 176 +9% 114,6 +14%

2018 197 12% 129,3 +13%

2019 222 13% 145,6 +13%

2020 252 13% 154,4 +6%

2021 276 10% 181,6 +18%

2022 287 4% 179,9 -1%

Kilde: Dansk Erhverv estimat på baggrund af Nets, Nationalbanken, MobilePay samt e-handelsanalysen

Spending in Denmark
(Bn. DKK)

Spending in Denmark
(YoY)

Spending abroad
(Bn. DKK)

Spending abroad
(YoY)

2017 77,4 +14% 37,2 +15%

2018 85,9 +11% 43,4 +18%

2019 95,5 +11% 50,1 +16%

2020 109,4 +15% 45 -10%

2021 132,9 +21% 48,7 +8%

2022 127,7 -4% 52,2 +7%



Share of spending and number of buys - 2022
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Clothes, shoes, accessories

Persxonal Care, Medicine, Cosmetics

Take away / restaurant

Groceries, food and Beverages

Transportation and parking

Furniture, home accessories and Gardening prod.

Tickets to cultural and other events

Digital entertaiment and software (downloads)

Travels

Electronic Home appliances

Giftcards and deals

Books and Magazines

Sport and outdoor equipment

Accessories for pets and food

Hobby, Stationary for offices, photo

Computer, tablets, smartphones

Games and toys (goods)

Baby equipment under age 3

Bicycles, cars, mopeds & spareparts

Andet

14.639
Hvor meget købte du ca. for via e-handel i hver af flg. kategorier inden for den seneste uge?
Hvor mange gange købte du noget i flg. kategorier via e-handel inden for den seneste uge?

Clothes, shoes and accessories has 
the biggest marketshare. 

This category counts for every sixth
buy (17%) and almost the same 
share of spending (18%). 

Travels is second in spending with a 
14% market share. It is still far from 
the pre-Covid19 level (25%)

Numbers for H1 2023 are mainly the 
same.

Share of buys

Share of
Spending

Ad hoc buying of goods and services (excl. subscriptions)



Knap halvdelen af danskerne havde 
e-handlet inden for den seneste uge, 
da de deltog i undersøgelsen i 2022. 
Andelen er ca. på niveau med 2021.

How often do you buy online?

48%
Danish consumers have 
bought something
online within the last 
week

20%
29% 23%

15% 13%

At least once a
week

Several times /
month

Once / month 2-4 times / year Less/never

How often do the danes shop online – H1 2023



Mobile and Click n’ Collect first
Smartphones has taken the lead in 2023 

Collect at shops or automat is first choice

Automat (7%)

Webshop adress (7%)

Package Shop (42%)

At work (2%)

Home adress (40%)

Other (3%)



How and Why to shop online

Convenience over price

Selection
34%

Convenience

35%

Price
23%

20%

25%

30%

35%

40%

2014 2015 2016 2017 2018 2019 2020 2021 2022 H2023

10%

Planned Impulse Routine / Refill

27 %
Impulse
buy

44%

15%

12%

9%

8%

6%

4%

4%

3%

1%

9%

Via search engine

Via SoMe

Recommended by friends…

Site with price comparison

Adds on the Internet

Knowing the physical shop

Newsletter / customer club

Add in print media

Via sites with special offers

Adds on TV / Radio

Other

Google shows the way
to the next webshop Most online buys are planned



Consumers are reluctant when it comes to buying
Cars and Groceries online. 

More than 20% are ready to buy anything online. (H1 2023)

What kind of goods would you not
like to buy online?

1 in 5 consumers
are ready to buy
anything online. 

46%
43%

20%
17%

14% 14% 13% 12% 11% 11% 11%
9% 7%

5% 4% 4% 3% 3% 3% 2%

20%



Your customers only see your shop/brand 
– not the sales channel

Old shops trying

• Integrate online with Brick n Mortar

• Focus on the seamless customer experience

• Gather data – and use them
(don’t rely on your gut feelings)

• Cut Costs

• Out of management ideas ?
- Copy the competitors
- Ask your (younger) staff

• Try – fail – and try again

New brands popping up:

• No history
• No chains
• No boundaries
• Same goods as old shops
• Datadriven – know your customers

and bring costs down
• Marketing and sales – SoMe, 

TikTok, FB – anywhere your
customers can be found



New player: The producers
Direct to Consumer (DtC)  (or Double the Control)

Nike’s former CEO Mark Parker: 
“Through the Consumer Direct Offense, we’re getting even
more aggressive in the digital marketplace, targeting key markets 

and delivering product faster than ever.”



Thanks for your attention

Questions?
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