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LESSON 4

Who really supplies
the order?

B2B 1R3(: PURFE(R, —% shipment

Textbook §2.3.1 —§2.3.4 - a 90-minute bilingual lesson for international students

90 minutes English first, Chinese support §2.3 - B2B model 2026 — 2027 Semester 1
—IRAS N FERI - PNIEfR HHAINTS 2026—2027 FFEE—5HE

Course - EIERENEEE Cross-border Ecommerce

Instructor FHRHT FEFF

“A business order is defined by who buys it and why — not by how large the order is.”
—a)iE5ticiE: B2B BXRERAREN, MARHEITEREXNEN.



How this lesson runs

NRRYHLFTL

min

15

Warm-up: the quotation A Lagos buyer needs 2,000 locks; three quotes arrive.
ZOF7: =DIRN

39

B2B and four actors Define B2B; separate factory, stall, trader, platform.
B2B SPUEFER

min

Platform and cost Membership fees as acquisition cost; B2B vs B2C.
FaSHA

20 min

Task and close Compare three quotes on five columns; recommend.
REES SR

| 20 min

Every stage returns to the same question: who actually supplies the order, and why does the cheapest unit price not mean the

cheapest order? s . . P .
I IABERIE—NMEER: XETRIREERE, AMTARNMERAFHIRRER?



our What you will be able to do ) the end of the lesson

NRFIEIR

State the core features of a B2B transaction and compare it with a B2C purchase.
it B2B RZZRIZOHFHIE, FH5 B2C IIEXILL,

Distinguish factory, trader, wholesale stall and B2B platform by role and source of income.
RABSKWNEREXSTI . B, #atEOs B2B F4,

f#Fe B2B SFulMmsERINZE, IR A AXERRBRETIREMA.

Compare three quotes for the same order and give a recommendation under stated conditions.

m Explain how a B2B platform charges sellers, and why that fee is an acquisition cost.
m EURE—ITRAI=0HRINT, FERRRMA TS LR,

Each objective maps to one section of §2.3 and to one question in the final assessment.



ro,e Where this lesson sits Lessons 3 _» 4

NRENMSRIE

4 )
BEFORE THIS LESSON - BIEHIH (58 3 i%) WHAT THIS LESSON DOES - Fi2{EH
® Industrial clusters and division of labour. Identify who actually supplies an overseas order.
A ERESEWS T, RBI—SEi8/MT RLFREIEMES,
® The four dimensions of a transaction (§2.1). Show what each actor earns from the same shipment.
RZHIANDRLERE (82.1) . I BAE— R P E R TR AR,
® A case where one seller coordinated five firms. Give a method to compare competing quotes.
— N ERIMEFRREWAIZES, BHEREE R FRIRIN AT A,
You already know that one seller can sit in front of many §2.3 turns the cluster idea into a concrete question: which actor do |
producers. Lesson 4 asks who those actors are, and how each pay, and for what?
earns.
\_ J

The cluster showed “many firms, one seller”’. Lesson 4 names those firms and prices their roles.
SELERNEBR "SREW. —ER" | 4 REXERWHE, HAB(IAREEN.
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Three quotes, one order Teaching case - HHEHIZEM)

=fpiRit, —F1TE8

THREE QUOTES ARRIVE - ={3iEif
THE BUYER'S NEED

A - Factory MOQ 5,000 - 45 days
2,000 door locks o $3.20 / lock
NSRS TER, KW 2000 18784 B - Yiwu stall $3.50 / lock MOQ 2,000 - 2 weeks
A 4 L] Oc
A fictional enquiry, used for supply-chain analysis only — not a real X510 3:5
transaction.
C - Trading co. MOQ 2,000 - 25 days
NS < $3.40 / lock

The lowest unit price ($3.20) cannot even be ordered for 2,000 locks. Unit price alone does not answer the buyer’s question.
BARAYERMT ($3.20) £ 2000 $BAYENE MRATIEMEL. RN, BIEARTERAYERL,

Why is “cheapest per lock” not the same as “cheapest order”?

Hold that question. The rest of the lesson gives you the vocabulary to answer it on five columns, not one.
Foic MXNMa, ARERIBOEIR—ERL, iIHrRARIMAR—FIREEE.

05/28



ocus What to master, what to watch R

FIERTHER
KEY POINTS - &3J&d COMMON DIFFICULTIES - TJgERgMES
* B2B is defined by the buyer and the purpose, not by order ® Treating B2B as “large amount” — a big personal buy is still
size. B2C.
B2B HSEZRSRIREN, MIARTEKXN, i B2B F[E "€8IK" —RENABLLE B2C,
® Each actor earns differently: make, consolidate, service, * Seeing four actors as a fixed sequence — they overlap on one
match. order.
BEFRENEFEAR: £/, #HE. kS, 5. B FERSEEINF—TR—Ht e FER S A,
® Compare landed cost, lead time, MOQ and risk — not unit ® Forgetting platform fees — they are part of acquiring a B2B
price. ) customer.
tUiREIERA. 2HA. EITESXE, MR, B ATSICESEE—B B TIR B2B EFH—3857.

THE ONE-LINE RULE

“Cheapest per unit” is never a recommendation. A recommendation always carries a “if...".

06 /28



What a B2B transaction 1s Textbook §2.3.1 - X

2.3.1 i~
B2B TR 4

DEFINITION

A transaction between businesses — for example a manufacturer and a wholesaler, or a wholesaler and a retailer.

Textbook §2.3.1 adds three practical features.
A ZENRS, HEEttRRE. RENESER; B §2.3.1 #NFT=AIPMFLE.

Larger quantities HEEKX More specifications MIEEZ
Orders are often larger than a consumer buys. Buyers define the product they need, not a shelf item.
Longer lead time ZHIE K Repeat purchasing BEEXY
Production and approval take longer than a click. Used in production, so buyers reorder over time.
These features explain why B2B pages centre on enquiry, quotation and samples — not a buy button.
IXEAFIERRRE T A4 B2B MHEHESIARE. RINSHF@, MAR— ML,
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.34 Why it matters — and why size is not the test e DA [ RE

FMTER, UUNRKNZFE

4 )
WHY IT MATTERS - At4AEE NOT DEFINED BY SIZE - FAHAIMENX
® The buyer is an organisation buying for a purpose. * Afirm buying one sample is still B2B.
LR ENZEBRIRWAIEL, A SE—Hm{32 B2B.
® Approval, specifications and payment terms matter more than ® A person buying 100 items is still B2C.
one click. AL 100 14432 B2C,

B, MMESAIRFM L —RREEEE. _
® One seller can serve both at the same time.
° A machine purchase may need a sign-off; price and terms are E—S=xRAERIRSME.

negotiable.
RERMEBLEAET, NESRIETH.

TEXTBOOK §2.3.4

B2C consumers usually pay the same price for the same item; B2B firms negotiate price and payment terms — and B2B
volume is far larger than B2C.

So the test is the buyer and the use, not the number of units. Keep this test; it dissolves most confusions.
HittFHEEXRERIE, M. SEXNMHIE, SHREESBAREE.
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.3, The global picture

EINEHE

UNITED STATES, B2B

Korea 1
$8.3T
Z£[E B2B BEE%Y 8.3 F{ZZETT China - 2
= 38% of the global ~$21.84 T (B2B + B2C
combined). Japan

United States

©

B2B + B2C combined, approx USS$ trillion - &1f (#9515%T)

Read the ranking as B2B-heavy combined ecommerce. It is NOT a B2C ranking, and does not contradict “China leads in B2C

online retail”
XAHHZ 2R B2B AR, A2 B2C HHTFHE, 5 "hE B2C NESEE—" AFE.

Cross-border Ecommerce - Lesson 4 - [EIEFEEHES 09 /28



2.3.3 Big B2B platforms Textbook §2.3.3 - examples

B2B K&
4 )
Alibaba International DHgate
B2 B B fmiis BUEK
International B2B market for overseas business buyers. A platform built around small wholesale.
Charges sellers a category-based membership or service fee Lowers the entry size so smaller cross-border B2B can look like B2C
(textbook says up to ~¥150k / year) plus advertising. checkout.
AEFNEBIRMERNBDNRRERS 2 (BMRERSL 15 BiT/F) & PEARASIT I, fEB/NGRRIISIR B2B FHiesk(k B2C £lK.
=L UM
- J

IMPORTANT CAVEAT - EEI2R

Rates and packages change. Use the official current listing (SRC-081), and do not treat the textbook figures as permanent
prices.

The platform fee is a fixed cost to the seller — and that is exactly why it belongs in a unit-cost calculation.
FEBENEREEERA—IERULL, B BRANRMRAIZE,
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rie  Four actors behind one shipment Teaching diagram - B

—ERERAIPISSENR

Factory Trader / stall B2B platform Overseas buyer

I 7 RS /0O B2B & 7 EIMRLER

makes the goods consolidates & exports matches online imports & resells

S‘ﬁggzis flow factory — consolidation — export — buyer - BT Fi[ASLs

yal L

!\ff’%“;y flow buyer — trader/platform — factory - HLKRERETL

A=z )L

%?Ecg:ments flow contract, customs, booking through the trader or platform - &, R%. ITHRALRIHHES
L

The four are not a fixed sequence. On one order they can overlap; the invoicing party need not be the producer.
WEFEARRREENNF, R—SET8FeEESM, AESA—ERLET .

Ask three questions of any quote: who produces, who consolidates, who matches — then who actually signs the contract?
SHEARANERS A =45 A, EHR, EES—AEBIR, REEESHE?

Cross-border Ecommerce - Lesson 4 - [EIEFEEHES 11 /28



ACT What eaCh actor earns Role - income - obstacle solved

BREMRTEM AT

- N

s N - N
Factory Solves: who makes it Trader / stall Solves: category &
Production - 4/~ Consolidate & export - #HESH[T paperwork
Production margin on capacity used IR HERHIE Margin or service fee on documents & LCL R MRS

M P BEMREN A =15 SERIESHIEREEN SRS 2
q Y, q Y,
. J
B2B platform ( A Overseas buyer ( A
P Solves: search & y Bears: import &

Online match - 25 F1R& verification Import & resell - #LEH[] market risk
Membership / service fee + ads iR BREZE Resale profit in its home market B #HO5HizXEE
SREIRSE + TSR EARETZRREERE

L Y, L Y,

Their incomes explain the price differences. A quote is not a number; it is a bundle of four different jobs.
BAIRAERERE TIRMIER. RNFTE—1E, MENGARILIENES.

Cross-border Ecommerce - Lesson 4 - [EIEFEEHES 12 /28



ov. One order, overlapping actors

—%E1T8, SIRIEMR

The same locks may pass through a factory, a Yiwu stall, a platform and a trading company at once.

Overlapping roles REEE Invoicing # producing FFE # 457~

A factory can sell direct; a trader can own a brand; a platform can The platform seller signs the contract; the factory may sit behind it.
offer logistics.

— trace goods, documents and money separately — trace goods, documents and money separately
Three flows, three owners =h==* Hidden responsibility SRIEWIEE
Goods, documents and money may pass through different Ask: who signs, who inspects, who clears, who answers the claim?

organisations.

— trace goods, documents and money separately — trace goods, documents and money separately

Overlap hides responsibility. The useful habit is to draw the chain and label each actor’s task, income and risk.
ENSKESE. BRNIRERELES, FHREEINEARIES. WASXK.

Cross-border Ecommerce - Lesson 4 - [EIEFEEHES 13 /28



cost The platform fee is an acquisition cost Business model  FEILR

SEEEBETIREMA
4 )
TO THE SELLER - ISR TO THE BUYER - IR
® Afixed annual cost to reach B2B buyers. ® Lowers the cost of searching and verifying suppliers.
Afik B2B SESRMTHAYFEEREEMAS. PHRERSZIG N RIS,
® Must be spread across the orders it helps win. ® That is why buyers accept a price above the factory quote.
RS MR EREATER L, XIEREIREEEZET L RNIIFEEMIRE.
* Not a commission on each transaction. ¢ Official rates vary — check SRC-081 before quoting.
N RIZZERIIHIA. ERBRSTH—RINAEIE SRC-081,
. J
Fee type To seller To buyer
XJSEFR
o [ ]
MemberShlp + ads leed cost Lower search
SR/IRSBEIN 52 BEIEREZA, DHEERTE PR R SIZI A

When you compare platform sales with direct sales, put the membership and ad fees into the unit cost first.
LEREEHESEER], SEERBST SEITANRENA,
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B2B versus B2C Textbook §2.3.4
B2B 5 B2C itk

Aspect B2B B2C
R (= | SOyl B RSHEE

Who buys An organisation, buying for a purpose An individual consumer
R NEEBERIRWRYAR WNIE-C)

Price Negotiated per order Usually the same for all
inig FRITERRH BEAAER

Payment terms Part of the deal (deposit, credit) Paid at checkout
NESES REN—HD (EE. KEH) LR B

Process RFQ, samples, contract, reorder One click to buy

iz W&, #Fm. aF. Re —IRREMWE

Volume Far larger in aggregate Large but smaller
WsE BRIz AT B2C X, {B/\FB2B

The same seller can run both. A garment firm may sell one shirt to a consumer (B2C) and 1,000 to a retailer (B2B) — different

rice, contract and deliv N
B — SRR AR R B : Hl?zzgmiLE%l‘] HEEE 144 (B2C) , thEZERE 1000 4 (B2B) —— &M, SRS,

151728



vetHop COMpare on five columns, not one The comparison method - L4853

ARSI, AR5

Landed cost Lead time MOoQ Payment terms Risk

ZFERA AZHA wiJg (NECS L MBS 5o EC

goods + freight + from order to delivery minimum the supplier deposit, credit, who pays who handles failure
insurance + duty accepts what

THE RULE
“Factory is cheapest” is not a recommendation. “If you can order 5,000, wait 45 days and inspect yourself, the factory is

cheapest’ is.
T &ER" AEEIN, "HAIREET 5000 4. F 45 XABTREE, I =EF" 42

A good comparison puts the platform fee in the right column and states the condition under which the advice holds.
FRIULLRIB Y S 2 R 2 EMBUELERIY—5], FEIERINARIZAIRM.

16 / 28



case The 2,000-lock case Teaching case - HrEIA

2000 B[ JdAIZA!

THE BUYER THE PROBLEM - mHl&AJIEIER

A hardware retailer in Lagos needs 2,000 door * Three quotes differ in price, MOQ, lead time, payment and export duty.

locks.
RZH—xXAEEFER, XMW 2000 #8784,

oSN, TR, . IRMSHOFELERR.

® The buyer must choose — but the lowest unit price may not be the
lowest landed cost or the least risk. )
LRVINIERE, BRNRERRGEFERAN RSB/,

Fictional enquiry for supply-chain analysis only. No real prices or * This is the puzzle the lesson’s vocabulary solves

sales are used. X IF 2 AR BRI,

Keep the comparison honest: we compare commercial conditions, not product quality. No real cost or sales data is used.
FUERBRRISIRSE . FAIHCRAIZRWEY, REF-mRE, NMERELRATIHELE.

17128



g, The three quotes, side by side Landed cost thinking - BIAEANIE
=ik, FIXJHEE

Dimension A - Factory B - Yiwu stall C - Trading co.
R wiInA- I At B - MO &t C- BZRE

Unit price $3.20 / lock $3.50 / lock $3.40 / lock
B $3.20/18 $3.50/18 $3.40/18
MOoQ 5,000 locks 2,000 (consolidated) 2,000

=B 5000 & 2000 (#tE8) 2000

Lead time 45 days 2 weeks 25 days

3 45 X 3 25K
Payment 50% deposit 30% deposit 30% deposit
(NESEs 50% EE 30% B2 30% =&
Export duty Ex-works buyer Buyer arranges freight Docs, LCL, booking
HORE T R EREE IRBEHEE BE-HHETHE
Buyer also bears Freight, insurance, duty, QC Freight & QC Minimal
XR5HHE IEZ5RBG - KA 3 ES et S i HEABS

For 2,000 locks, A is not executable at its price. B is fastest but leaves freight and quality to the buyer. C costs more per lock

but bundles service and shifts some operational risk.
XF 2000 #BME, A EEELAAHIT, B&ER, BEEHSREESEER, CRNES, MHEIRSHERIRDERIFEX.

18 /28



~eap What the numbers really say e S -

HFHIERBtA
A is not executable At 2,000 locks the $3.20 price cannot be ordered; MOQ is 5,000.
A RE[HAT
B buys speed, not safety Two weeks, but freight and quality inspection stay with the buyer.
B LEBALLE
C sells a service Higher unit price, yet it handles documents, consolidation and booking.

C E=RIREMRSS

Risk is shifted, not gone Each quote moves some failure onto a different party.
X Lre AR R

Teacher tip: fill the five columns with students; ask what “ex-works” means and who pays freight, insurance and duty.
HMEr: BREEERLE, BFEFIES; @ "I XK BREHA, SRINTEGEEE. RIESXKH,

19/28



Two short examples Concepts in use - BEEIA

BRI

EXAMPLE 1 - ONE PRODUCT, MANY SELLERS EXAMPLE 2 - 1688 IS NOT THE SAME MARKET

®* The same lock may be sold by a factory on Alibaba ® 1688 serves buyers inside China — a domestic B2B platform.
International, consolidated by a Yiwu stall, or quoted by a 1688 ERFEIRASLZR, 2ER B2B L& FE.
trading company. B . . . .
E—EH, ﬂ%@ﬁlrﬁﬁmﬁﬁg‘gg\ B EROHE. BINEAT ® Alibaba International serves overseas business buyers — an
i international B2B market.

PR B B ErSE S/ MEI ISR, 2EFR B2B Hig.
® The difference is MOQ, consolidation, export documents and
who carries the risk. * Similar look, different market and different currency.

ZRETERITE. HE, HORFESHERBXL. FEMRIL, (BfinSHiEsARE.

¢ Concepts used: four actors and actor overlap.
ARRIEES: UREARSEREN.

1688 (SRC-082) is domestic wholesale; Alibaba International (SRC-081) is the international B2B market. Do not confuse them.
RiFEX5: 1688 (SRC-082) REI#tA; FIEEEBERRG (SRC-081) Z2EFR B2B Min; “EAERAE.

Cross-border Ecommerce - Lesson 4 - [EIEFEEHES 20/28



chEck SIX things usually said wrong

NENERGE

Claim — clarification - ESES

X “B2B means a large order.”
"B2B Ml XITE, "

X ‘Lowest unit price means cheapest order.”
BN RIEMERTRRER. "

X ‘A stall and a factory are the same.”

"WEREOSTI 2—FE%E.

X “1688 and Alibaba International serve the same buyers.”

"1688 SEFREARSE—HLR. "

X “The platform fee is a commission on sales.”
"EEeREZZMHA.

X “The platform seller is the factory. ”
"FEER—TEREL .

It is defined by the buyer and the purpose; a small firm purchase is B2B, a large

personal buy is B2C.
BERSAREN,; e IREZ B2B, KEMAWER B2C,

Landed cost includes freight, duty, MOQ and risk; a low price may be non-
executable at the needed quantity.

BFRARIEEE, Kin. BIIESXK,; KRENERRHE NUEATHIT.

The stall consolidates and trades; the factory produces. Cost and risk differ.
MOMEHRESRS, T MEr, RASKEAR.,

1688 is domestic wholesale; the International site is the overseas B2B market.
1688 2EA#LA; EfrLZERR B2B iz,

Usually a fixed membership or service fee plus ads, to be spread across orders.
BEEEESRNRSEINT 52, FoOMENTE,

The seller signs the contract; the factory may be its supplier behind it.

EFREEL; I JeeRESERIBAR.

Each of these becomes a costing or a sourcing error later in the course.

XA AR IE R 20 B AR A Z E BRI EIR.

Cross-border Ecommerce - Lesson 4 - [EISEEELS

21/28



erms 1€n terms to keep

TPEICERAIE

B2B

Trade between businesses, for a business purpose.

RFQ

A buyer’s request for quotes from several suppliers.

MoQ

The minimum quantity a supplier will accept.

Ex-works

Seller delivers at the factory; buyer bears the rest.

Wholesale stall

A market booth that often consolidates and distributes.

Cross-border Ecommerce - Lesson 4 - [EISEEELS

MBS

/N8

Tt

aEN

Trading company

An intermediary providing export documents and LCL.

Membership fee

An annual or package fee a platform charges sellers.

Landed cost

Goods plus freight, insurance, duty and fees.

Deposit

Part of the payment made when the order is placed.

Actor overlap

Several actor types appear on, or share, one order.

Anchor each term to the case: RFQ, MOQ and Ex-works describe the quotes; landed cost is the comparison column.
IBENAEEERIZRA: RFQ. MOQ. Ex-works AR : RERARLRAIEE—5.

ZE R

EAREN

22 /28



nse Questions to argue about

Four discussion questions - PO MJiERR
A ';I_'I\ A3
IREITIE

For a small retailer with little cash, which of the five columns matters most?

Why would a buyer pay a trading company more per lock than the factory quote?

In your home country, which actor is weakest — factory, trader, market or platform? What does that mean for
buyers?

Before trusting a stall’s “two-week lead time”, what evidence would you ask for?

No single right answer. The point is to defend a column choice with the case’s numbers, not with opinion.
ER—IERESR, ERERRMIPIEFAFNESAHR, MARERK.
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Compare the three quotes 12 minutes, in pairs - 12 HEFHA—E

EER =1

Copy the five columns WHAT YOU PRODUCE
3 uTHE

Landed cost, lead time, MOQ, payment terms, risk. A Completed five-column table and one

conditional recommendation.

Fill A, B, C
4 ESENA B, C

Use the case; add freight and duty where missing.

—IDIRIFRIRYIRRE, II—FEFRMEEN

Mark shifted risk
3 EEEBING

. . _ (@) heet per pair, 7
Which risks are shifted, not eliminated? ne sheet per pair, on paper

Write a conditional tip
2 S£ER4EY

Format: “If..., choose X, because...”.

TEACHER WATCHES FOR
¢ Students compare only unit price.

FHE LR,
® Nobody adds freight or duty to A and B.
RASE A, B INiz&ESXK,

® “Cheapest” without an “if”.
EaVeZ = 1T

Only “it depends” foIIowed by a clear condition counts as a good answer. Push every group to name the condition.
ek "BER" . BEUEmREYS, 78a8ER, SYiEsRAREFRNY.
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iz Check yourself

TR Bl

Which order is B2B?
IB—%=2 B2B?
A A consumer buys 100 locks B A retailer buys 2,000 for resale C A student buys one lock
HEEE XL 100 1B FTERT 2000 EIEE FASE 1 1084

For 2,000 locks, which quote is not executable at its unit price?
XJ 2000 8, BMOHRINIZERMN TTIEMRZ?

A A - factory ($3.20, MOQ 5,000) B B - stall ($3.50, 2 weeks) C C - trading co. ($3.40)
A-TJ ($3.20, #21J 5000) B- &M ($3.50, WA) C-BRZA ($3.40)

The platform membership fee is best described as:
TEaRERGIHEAR:
A A commission on each sale B A fixed acquisition cost C Akind of import duty

RS EEIRZ A — it KA

1688 differs from Alibaba International mainly in:
1688 SEPrLFEXFIE:

A The currency used B Domestic vs overseas buyers C The product quality
{EFRRIFH SEZR vs B/MESR e anlER

il

Answers: 1B -2 A -3 B - 4 B. Question 2 is most often missed — students forget that A’s price cannot be ordered at 2,000.
. 1B-2A-3B-4B, F2HEEFEHE: FETT A RBMNTE 2000 BIIFTIEM.

Cross-border Ecommerce - Lesson 4 - [EIEFEEHES 25/28



Takeaways and next step

BEo5T™N—%

B2B is defined by buyer and purpose, not size.
B2B HHERSAIREN, MARAIN.
A firm’s sample is B2B; a person’s bulk buy is B2C.

One shipment, four jobs.
E—itEs, P ITlE,

Factory makes, stall consolidates, platform matches, buyer resells.

The platform fee is a fixed acquisition cost.
FeEEEERE A

Spread it across the orders it helps win — do not forget it.

“Cheapest” always carries an “if”.
"REH" XKTEE—T "R .

Compare five columns; state the condition under which the advice holds.

Close of the lesson

BEFORE THE NEXT LESSON

Take one product you would import; fill the five
columns for two suppliers.

E—HrEROREm, ARRENESERY.

L 823 83, BiLs24

.
ONE SENTENCE TO REMEMBER
A quote is a bundle of four jobs,
not a single number.
IRINENG TIENEAS, FR— =,

J

Next lesson applies the five columns to a real category and asks which actor you would pay first.

T—RIBAFINAZIESLRE, FEMRRIZI I HRLEM—RENR.

26 /28
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SRC Whel'e the faCtS ({0)08(& from Sources used in this lesson - ZANIR35 |

AR SFIR

Textbook §2.3.1-§2.3.4 B2B definition, global status, big companies, B2B vs B2C.
Ht §2.3.1—82.34 B2B EX. =B, K&, B2B 5 B2C xjtk,

UNCTAD (via textbook §2.3.2) US B2B = $8.3 T, ~38% of global ~$21.84 T; country ranking.
UNCTAD (##7 §2.3.2 51) Z[E B2B £9 8.3 512, YLk 38%; ZESITHEE.
SRC-081 International B2B market; current membership and ad terms.
R B ERRSE R HIIR B2B 15 MEIARS SRHUEHATAE.
SRC-082 Domestic B2B wholesale platform inside China.

1688 EX HFERENHNERN B2B #tAFS.

Course teaching case The 2,000-lock enquiry: fictional, for analysis only.

R F M 2000 1BI808: HEREE, XATFOHT.

Platform figures are textbook snapshots; always check the official current listing before quoting real prices.
SEEEFAHFIRE, S|IFESINER, SUEBELTRNAT.

Cross-border Ecommerce - Lesson 4 - [EIEFEEHES 27128



Thank you
g1

Next: put the five columns to work on a real product and its two suppliers.

Read before next lesson - §2.3 again, then §2.4
Bring your five-column sheet - & H{RIIRFIRIG

Course - IEIEREEHLIE Cross-border Ecommerce - Lesson 4



	幻灯片 1
	幻灯片 2
	幻灯片 3
	幻灯片 4
	幻灯片 5
	幻灯片 6
	幻灯片 7
	幻灯片 8
	幻灯片 9
	幻灯片 10
	幻灯片 11
	幻灯片 12
	幻灯片 13
	幻灯片 14
	幻灯片 15
	幻灯片 16
	幻灯片 17
	幻灯片 18
	幻灯片 19
	幻灯片 20
	幻灯片 21
	幻灯片 22
	幻灯片 23
	幻灯片 24
	幻灯片 25
	幻灯片 26
	幻灯片 27
	幻灯片 28

