GUILIN TOURISM UNIVERSITY - MRS

LESSON 5

Which path keeps
more of the money?

== ==
=R BFHIMNR - 1B1% B2B - 515 B2C/DTC
Textbook §1.2.2, §1.7,82.1,8§2.2.3-2.2.4, §2.3.3 - a 90-minute bilingual lesson
90 minutes English first, Chinese support §2.1 - Paths to market 2026 — 2027 Semester 1
— IR N FERI - PNIEfR BN 2026—2027 FFEE—5HE

Course - EIERENEEE Cross-border Ecommerce

Instructor FHRHT FEFF

“The path is chosen by who buys and who keeps control — not by which channel sounds modern.”



How this lesson runs

NRRYHLFTL

min

15

Warm-up: two paths A factory sells a phone holder two ways; which keeps more
XTI PR money?

39

Three paths & Alibaba map Traditional trade, cross-border B2B and B2C/DTC; who controls
=HRIEBRSMERE what.

min

20 "
Overseas warehouse & DTC Cash for speed; owning the customer vs a platform shop.
BMe5 DTC

20 min

Task and close Choose a path with four questions; state a switch condition.
REES SR

Every stage returns to the same question: which path keeps more of the money, and who carries the cost and the risk?
IR EIZIE— M : MREEEERE NES, HRERASXG?
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our What you will be able to do

NRFIEIR

Distinguish traditional trade, cross-border B2B and cross-border B2C/DTC by buyer, order size and control.
LR, ITRAESESINX D ERINR. 1515 B2B 5515 B2C/DTC,

Use Alibaba’s platform map to show which platform serves which path and which market.
FAlEE B BRI E/mBIRBE N X N IRRIEE SN 17,

Analyse how an overseas warehouse or FBA changes delivery speed, cash and inventory risk.
SHTEIMEEL FBA I ERMERE. MESEFXK,

Use customs export data without confusing it with domestic online retail.
ERBXEOMES SHEEE, MASERNNETERE.

Each objective maps to §2.1, §2.3.3 or §1.2.2 and to one question in the lesson task.
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ro,e Where this lesson sits

NRENMSRIE

Lessons 3 — 5

BEFORE THIS LESSON - BiEgEfliR (5 3—41i$€)

® Clusters, factories, traders, stalls and B2B channels.
FAvEERE. T . RS, minS B2B RE.

ESCRREES. SEftalite (B 48 .

* Five-column quote comparison for the same shipment.
E—HtERRIRTIRINELR (B 418) .

You already know the actors. Lesson 5 asks which path the
same product should travel, and who keeps control.

® Who actually supplies an overseas order and earns what.

WHAT THIS LESSON DOES - Zi2{EFf

Compare the main paths to overseas markets.
R ERmHENBI MR TR’

Match each path to its cost, speed and control.
IEBRIFENNERAR, RESES.

Read customs export data in the right calibre.
FIEMRIDREER E O SR,

§2.1 turns “who sells” into “which path, and who keeps the

customer and the margin?”

Lesson 4 named the actors inside one order; Lesson 5 compares the routes the same product can take to reach a buyer.
£ 4 RE—EITRBENEARDE,; 5 5 RRE—TRiNALERATENREEEZ%.
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case One product, two paths Toaching case - EESEIIEED

E—F~m, PSR

TWO OFFERS - FifhsEix
THE FACTORY'S CHOICE

Phone hOlder %ﬁﬁ;ll:?g_lélgggl /| B2B $4.20 / unit 8,000, German chain
YT EF-FHZER, BAkAZ] $2.10

A fictional exercise for path comparison — not a real transaction. B - Cross-border B2C
Bi% B2C FE

. Retail, free ship
$9.90 / unit ’

B sells for more than twice A per unit — but does it keep more money? Unit price is not contribution.
B RUETE A IRfEZ——EEBE TESHIL? ENErEFTmE.

Which path really keeps more of the money — and which can the factory afford to fund?

Hold that question. The lesson gives you four questions to answer it, not a one-line verdict.
Foic MXNMERE, AREFRONEEKEEE, MAR—E5E.
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ocus What to master, what to watch R

FIERSHER

KEY POINTS - &3J&d COMMON DIFFICULTIES - TJgERgMES

® The path is set by buyer and control, not by which channel ® Treating DTC as “opening a shop on a platform” — DTC owns
sounds modern. ‘ the customer and data.
BERIRSEHIRE, MR REEIA., B DTC & "EFEHE" —DTC Bz 2B R SEUE.

® Overseas warehouse trades cash and inventory risk for speed
— not duty-free. ® Assuming an overseas warehouse removes duty — goods still
BINCHNESEFNIGHEERE, FIFFRXi. enter the destination country.

LRSI RAH—EYENERE, B33 OMNLER,
¢ Customs export data measures cross-border trade, not

domestic online retail. ® Comparing customs export series with domestic online retail
BREOKENBIRESZ, FTEERNEEE. — a meaningless growth story.

EEREAFFISERMNEZERL, BHERXNABREE.

THE ONE-LINE RULE

A higher retail price is not a higher contribution. Costs of traffic, fulfilment and returns decide.
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Three paths to the buyer

=FEER: XRSEHD

Traditional foreign trade

&55NR

Factory — trading co. — importer — wholesaler — retailer.
T/ —SMR AR OB~ IR — B EH.

Cross-border B2B
5= B2B

Overseas firm buys in bulk via a platform like Alibaba International.

Ml EE f 2 B EE RS F et 2R,

Cross-border B2C / DTC
e15 B2C / DTC

Chinese sellers reach consumers via AliExpress, SHEIN or TikTok.

FESERIBITESEE. SHEIN, TikTok BBEMLEIAEINEERE.

Cross-border Ecommerce - Lesson 5 - EIEEEERHS

Controls E=#HI(+A4
Who owns the customer, who prices, who holds inventory,

who handles after-sales.
HEREER. EEN. EEEF. EHEE.

Controls =Hl{+4
Who owns the customer, who prices, who holds inventory,

who handles after-sales.
EREER. EEN. ESEF. EHES.

Controls =§lf+4
Who owns the customer, who prices, who holds inventory,

who handles after-sales.
EREER. EEN. ESER. EHES.
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Who keeps control? Three paths, four questions
ERINEETFE

Dimension Traditional Cross-border B2B Cross-border B2C / DTC
Y EFINR =15 B2B 515 B2C/DTC

Buyer One firm, one negotiation Overseas business buyer Many end consumers
LR —PSER. —IRKH MBIV SESR RS RiImE S

Order size Large, batch Large, batch Small, many

TJERRR A, #HE X, #E N, TER

Customer & data Importer owns them Platform partly owns Brand owns them
BERSHE HOAE A= k=] mhEAE

Inventory risk Shared along chain Seller holds stock Seller holds stock

e XS oo e SEFIHR SRR

Traffic cost Low, relationship Low, relationship High, must pay
MERLAS £, XK K. #XE [ENEU=IR)

The same factory can run all three at once. Path serves a different buyer and purpose — not a stage to outgrow.
E—xRTL A =FBEENE. BERSAELRSERY, FEEFAIIE.
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233 One group, many paths

—NEHEl, S5

The platform name tells you the path and the market. Same group, different buyers.

Alibaba International AliExpress Tmall Global - Kaola
ES|lrs LB RIEERR-EHL

Export B2B - Hi[] B2B Export B2C - Hi[] B2C Import B2C - i#[] B2C

Who: Overseas business buyers Who: Global consumers Who: Brings foreign goods to China
Lazada Trendyol Daraz

Lazada Trendyol Daraz

Regional B2C - i B2C Regional B2C - iz B2C Regional B2C - Xl B2C

Who: Southeast Asia Who: Turkiye Who: Pakistan & neighbours

Read the name and you know the buyer and the flow. Suppliers use these names to judge where their goods go.
ERFHAELRZME. BEWRR, HNRERELFEEYIE.
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2.3.3

Global B2B players

£Tk B2B KA E

Alibaba International - [ EEBEFFRIL

* Export B2B market for overseas business buyers.
E g5V ESRAIE O B2B iz,

¢ Sellers pay a category-based membership or service fee;

textbook cites up to ~¥150,000 / year, plus ads.
ERERRENSR/IRSEE, BMFRRSA 15 hit/fF, B8 WA

o

® For the seller, this is a fixed acquisition cost — spread across

orders.
IER, XEEEIREZMA, Mo HERTE,

Textbook §2.3.3 - EEiHfE

DHgate - ZEK

® Uses a small-wholesale model — smaller batches than classic
B2B.
EAIMLAIES,, R/INF1ES5 B2B,

* Sits between B2B and B2C on the order-size spectrum.
TSR LN T B2B 5 B2C ZjH,

® Rates and packages change; follow the official current terms,

not the textbook number.
BREERLT, UBHRATHE, DIBBHEFEZEKXAMN.

Both are B2B channels, but they price and batch differently. The lesson’s path lens explains why a buyer chooses one.
“H#E B2B RiE, EIHNSHURARE, RN "B WAERE T ERAEEE—,

Cross-border Ecommerce - Lesson 5 - EIEEEERHS
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concerr Overseas warehouse & FBA Cash for speed - FLGHER
BIMES FBA

WHATIT IS

Goods are shipped in bulk to a warehouse in the destination country before orders arrive; after an order, they ship locally.

FBA is Amazon-managed fulfilment.
R RFARMEIERENECE, 1TR-EREA ALK, FBA 2ISHEERIELIRS.

WHY IT MATTERS - H{OEE

Local delivery shortens time and may lift conversion — but needs demand forecasts and pre-paid storage.

HOW IT DIFFERS - S5{8iEX3l

It changes delivery, not the cross-border nature; goods still enter the destination country.

LIMITS - BR#I

Unsold stock becomes storage fee and tied-up cash; reverse logistics and tax still need local compliance.
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China cross-border export

FEESEERFHO (2018—2025)

Customs-measured cross-border ecommerce export, RMB 100 million

HOW TO READ THIS

2025 22,672 Bar length = customs export value (RMB
100m).
=K = BREITHO ((ZTARM) .
2024 21,520 Bracket = export share of total cross-border
ecommerce.
S = HOABREEHEOSITHTE,
ANEEE, BAEFE GMV,

EESRAHOLEERFHE OSSR 58% — 67% — 74% — 79% — 80%.
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oara Same number, different calibre Do not mix the series - ZBREIE
A%, FROR

Series &%l Measures JIERIE Used here i
O ENX FHig

Customs cross-border export Trade value crossing the border This lesson
EXREEEEH O SHKIRRIER 28N ZINESEDZE
Domestic online retail Sales inside one country Not compared here
ERNEEE —ERARIESE ZINEV NS5
Platform GMV Transactions on one platform Not used as proof
A=V % H—F IR AMESHE

Customs export vs domestic retail is a meaningless comparison. Always state the calibre when quoting a number.
EEXHASERZTERL, 2BETENABRES, 5|REFISYRAORE,
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concerr DTC: own the customer Direct to Consumer - ENE#E

DTC: HEEF

WHAT DTC IS - DTC Eft4 DTC IS NOT - DTC &2
® Abrand sells directly to consumers via its own site, app or ® “Opening a shop on a platform.” A platform shop may carry a
channels. brand name, but the platform keeps discovery, rules and most

miEES BHEMA. App BEREERFIEEEHE.

data.
. TEFERNE . FAERTERIES, BFARREEI. AN
® It owns the customer relationship and most of the data. S IR R

EREEPXRS KO EE.

* Traffic cost may exceed the margin — §1.7 lists rising
® |t controls repurchase, insight and pricing — but pays for acquisition cost as a main challenge.

traffic, fquiIment and service. MENAAEEETER; §1.7 }EX%EEJZZISJ:ﬂ‘ﬁUﬁI%HEﬁt
EJE?/E’E‘IWB m'ﬁZEbl, fEl gﬁ'umi @é@'—iﬁﬁ%o

DTC needs capabilities a factory may lack: content, acquisition, service and retention. That is why some stay B2B.
DTC FET] e AESFMIBEN: AE. KE. RSE5E8EF, XIEE—L\ BB B2B fIFEE.
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concerr COmbine paths, triangulate S T, e e

BEIRZE, =AWIE

B2B for volume B2B & B2C for feedback B2C iz
Scale and payment terms. Consumer signal, small batches.

RS IKER. HEER, MK,

DTC for assets DTC #EfRh# Fair for trust FESEEE
Accumulate customer and data. Many B2B deals “meet online, close offline.”
REZEFSHUE. % B2B " LINR. TR

Canton Fair has run twice a year since 1957; the 138th (Oct—Nov 2025) had 1.55m m? and 74,600 booths (SRC-045).
I &8 1957 FieEFE/E,; 5 1388 (2025 F 10—11 B) B 155 A’ B 7.46 5 (SRC-045) ,
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Example 1-0ne group, many paths Concepts: three paths & platform scope

BT - —1EHE, ZFERER

THE POINT WHY IT MATTERS

¢ Alibaba International serves overseas business buyers — Same group, different paths — because target buyers and
export B2B. markets differ.
EFRiARSS o MELlSER—h O B2B, FA—&EHERREKR, FABRIRSHHAE.

® AliExpress serves global consumers — export B2C. Read the platform name and you know the buyer and the flow.
EELERS e kiHFEE—HO B2C, EFERTFHALREIME. EWR.

® Tmall Global and Kaola bring foreign goods into China — A supplier picks a platform by asking: who buys, and where
import B2C. does the goods go?

RIEEFRSEAHEINERmHANPE—IEO B2C, HNEIEFESkA): L. B/ER?

® Lazada, Trendyol, Daraz serve regional consumers.
Lazada, Trendyol, Daraz [REZXIFEEEE.

Concepts used: three paths and platform scope. The name is the shortest map of the route.
RIS =REBRSFSEE. Fe2RHERENREE.,
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Example 2 - the economics of a warehouse Concept: overseas-warehouse trade-off

5 2 - BHIMEHIZFTIK

WORTH IT - {(HE8%R NOT WORTH IT - A{EE

® A stable, predictable weekly-demand hero SKU. ® A new colour with unknown demand.
BRIBERBTERIEN, BRIV,

® Bulk shipping + local storage shorten delivery and may lift ® Unsold stock becomes storage fee and tied-up cash.
conversion. L RS OERS.

MEZEINAICHEERRNRE. SdRaE. _
®* Warehouse raises the cost of a wrong guess.
® The cost of being wrong is low because demand is known. BIMEIRS "FIETEIR" BURKAS.

RFKREAM, FIHERAIMAE.

Overseas warehouse shortens delivery AND raises the price of misjudging demand. Speed is not free.
BINEHERERTRN, WRESRAIBKAU, EERZERER,
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case The phone-holder, two paths Teaching case + #3AEIGEE/)

FHSZER, KRR

THE FACTORY THE QUESTION - mHl&agiasE

Unit cost = $2.10 (packed). Same product, two * Path A: sell 8,000 to a German chain at $4.20, ex-works FOB

Shenzhen, 45-day terms.

routes. B2 A LA $4.20 EMEERESHSE 8000 14, FOB ZYIl, 45 KMHA,

YT &P FHIRER, BUMAL $2.10 (B8XK) ;|

—7in, PRI * Path B: retail at $9.90 on AliExpress, free shipping; 8% commission,

$2.50 marketing, 4% returns.
%12 B: RSEE $9.90 FEQHE; & 8%. =iH $2.50. B 4%.

Fictional exercise for path comparison only. No real cost or sales

data is used.

* Which keeps more contribution, and which can the factory fund?
B EER, T XBSEmaR?

We compare commercial conditions, not product quality. No real cost or sales data is used.
teRER SR, AR mEE,; MEFAESSASHELIE.
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CASE TWO paths9 two contributions lllustrative numbers - "B
FISRERIR, AP

Item Path A - B2B Path B - B2C
InH %12 A - B2B B&1= B - B2C

Revenue 8,000 x $4.20 = $33,600 Per unit $9.90 (many small orders)
YN 8000x4.20 A7} 9.90

Variable cost $18,400 (material + inland + docs) $2.10 + $3.10 + $0.79 + $2.50
TR 1284+ A+ AR A+ + A+ E%H

Contribution $15,200 (45.2%) ~ $1.20 / unit after returns

SIEAER] 15200 9 1.20/4t

Cash timing Paid 45 days after shipment Settles ~7-14 days, ads paid first
NEeHE KEfE 45 KKK 2N 7-14 REE, [ &5

A keeps far more money with one buyer and one shipment; B earns thin margins but adds feedback and diversification.
A BEEleEE, RE—1ER. —XKREK,; B BIYFiEE, EREEHERR. MREE—LXR,
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case S0 which path wins?

It depends — and you say the condition

AR MBS EBIR A

1 Ais cheaper per unit but needs 45 days of working capital.
A BHEEE, BFE 45 XAKES,

2 B touches many consumers but pays for traffic, fulfilment and returns.
B fANRZ BEEE, MEMRE. BYUSER.

3 If capital is tight — B (or a smaller A). If you can fund 45 days — A scales.
REE—B (BEB/MIA) ; BB 45 XA EE,

4  Only “it depends” followed by a clear condition is a good answer.
Rk "BER . BEEmREY, 78518,
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wry S1x claims to correct Clear before you advise

N E IR

X DTC is just opening a shop on a platform. v/ DTC owns the customer and data; a platform shop does not.

DTC SEEFaFTIE. DTC BREEF5EE, FabmArAE.

% Overseas warehouse means duty-free. v/ Goods still enter the destination country and face import rules.

BINERILAR RN BE, TR,

X Customs export = domestic online retail. v/ It measures cross-border trade; the calibre differs.

WX MR R ERNATE, e
| o ) CESERRER, EARAE.

X A firm must choose B2B or B2C. v/ The same factory can do both; paths serve different buyers.

VVRTE B2B 55 B2C —is—, N
S 57 B 5 B o H— T FILREE; BRs AR,

X Fairs are obsolete in the platform era. v/ Fairs still build trust and allow inspection; many B2B closes offline.

el ere obsoleto o S
FAR{RLTITR RARISESER; ¥ B2B KT,

X Higher retail price = higher profit. v/ B2C adds commission, marketing, logistics and returns.

FENES, Fi—CEES, e 2 = : 533
SRUlELD B2C KSR, Y. MMSIEL, FATAE.
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erm K€y English terms

RIFHRINTE

Traditional foreign trade
&FINR

Trade via multiple intermediaries.

Overseas warehouse
ZINE

Pre-stock in destination country, ship local.

FOB
BEM
Seller pays to loading; risk shifts after.

Canton Fair
R

China’s biannual import-export fair.

Cross-border B2B
IE1E B2B

Overseas firm buys in bulk via a platform.

FBA
PSR

Amazon-managed storage and delivery.

Contribution
TEAER

Price minus variable cost.

Ten to know

DTC
HEHZES

Brand sells direct, owns customer & data.

Ex-works
T RK

Seller delivers at factory; buyer takes risk.

Working capital
[AERE

Cash to fund purchase, production, terms.
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TALK Class discuSSion Four questions to argue

TRETJIE

A factory with one strong product and no marketing team — which path first?
RE—FErm. KEEHEEANI, NITEpRERE?

Why might a higher retail price leave a thinner contribution?
N 2L BESHIEEN A e K EBAYSIRN?

What evidence would convince you demand is stable enough for an overseas warehouse?
tAIHEREL LB ERIEER A EAE/INE?

In your country, which path carries most Chinese imports, and why?
HER8E, PERHOBREEEMRIZR? A2
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TASK ACtiVity * ChOOS(! a path (12 mill) Pairs or groups of 3—4

REED) - TR (12 o)

Pick a product Write unit cost and target market.
3 min [T

Answer four questions Buyer - order size - who bears traffic/inventory/returns - demand evidence.
[B[Z-Pa[a]
Choose path or mix List the capabilities each path needs.

3 min Vi ey A

State a switch condition Name one condition that would make you switch.
WIS

Output: a path decision, four answers and one switch condition. Do not stop at “B2C earns more”.
FAFH: —MBRERR. OPMER. —MIRES. F2E57E "B2CFEES" .
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Check your understanding

FeRtEE N

1. By §2.1 and Alibaba’s map, what are International, AliExpress and Tmall Global?
% 82.1 SMEME, Efiruh. Eo@E. XEERD5IE?
* Export B2C / Export B2B / Import B2C - Import B2B / Export B2C / Export B2B « Export B2B / Export B2C / Import B2C - All export B2C

2. By customs statistics, China’s cross-border export share of total cross-border ecommerce...
ZBXEit, PEBERERHAOLTITTTE. ...
« fell from 80% to 58% * stayed at 50% » was never published * rose from ~58% (2018) to ~80% (2025)

3. The most direct benefit of an overseas warehouse is...
FINCREEAFLZE. ...

* duty-free entry * shorter last-mile delivery * higher product price * lower platform commission

4. What capability does a DTC brand value most?
DTC mhEeEEWFEES]?

* owning customer data & repurchase  * wholesale pricing only * relying on offline fairs » handing pricing to the platform

5. Which case is least suited to an overseas warehouse?

B EREAEEEIE?

* a stable weekly-demand hero SKU * a product with reliable sales history  an untested long-tail colour * a repeat-buy item expecting fast
delivery
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wrap What to remember

Three paths, one decision frame

ARG

1 Three paths differ in buyer, order size, control, and who bears traffic, inventory and returns.
=REERESLR. TR, ERINSHERERE/EF/RR AR,

2  Alibaba’s platforms map to different paths and markets; one group can run export B2B, export B2C and import B2C at
once.
IR EXNARIERE ST, FE—SETERM#EO B2B, HH B2C S5O B2C,

3 Overseas warehouse trades cash and inventory risk for speed — it does not remove duty.
BINCRNESEFXEEEE, ARX.

4  DTC is owning the customer, not just a platform shop; customs data is cross-border trade, not domestic retail.
DTC BRBEF, AREFSHE, BRUERBRRS, FEEREE,
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SOlll'ceS & materials Read before you quote
BERRESEM

Source KB Used for FHi& Ref RS
£ RES 5|F

Textbook §2.1, §2.2.3-2.2.4, §2.3.3 Path definitions, Alibaba map, platforms SRC-002
Mkt BEEX. FamB. ¥&

General Administration of Customs (GAC) Cross-border export 2018-2025, share SRC-038
BREE HOMR 2018-2025 KAtk

Canton Fair (China Import & Export Fair) 138th session, Oct—Nov 2025 figures SRC-045
o'y 55 138 [BEE

AliExpress official site Export B2C example; terms on site SRC-083
HEEEE W tHE B2C 7=l

Course teaching case (fictional) Phone-holder two paths; no real data Original
HEED) FHSZERIERRZ, FJFESE

All figures are illustrative or official at the time cited. Customs data is cross-border trade, not domestic online retail.
FrEEF9ESs BN ELE, BREEREERS, IFEANEEE.
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Lesson 5 complete

Three paths - control - overseas warehouse - DTC - customs calibre

Next: Lesson 6 — the five B2C operating forms and why a shopfront is not always a brand.

FEISEEEHEE - Cross-border Ecommerce - HEMIRIEF R
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