GUILIN TOURISM UNIVERSITY - MRS

LESSON 8

Where the money goes
in a cross-border order

TBRRASRT - A - GMV SR - LA - /5T

Textbook §1.6, §1.7, §2.2.5 - a 90-minute bilingual lesson

90 minutes English first, Chinese support §1.6-1.7 - §2.2.5
—IRAT N FERI - PNIEfR HHAINTS

Course - EIERENEEE Cross-border Ecommerce

Instructor FHRHT FEFF

2026 — 2027 Semester 1
2026—2027 FFEHE—FHA

“Free shipping is never free. The buyer sees one price; the seller sees two freight lines and a duty.”



How this lesson runs

NRRYHLFTL

min

Warm-up: the 15-dollar order A seller subtracts one cost. Where is the rest?
ZIF7: 15 ETiT8

30 min

The seven-line Iedger Each line, who controls it, and what moves it.
TATIRA

25 min

WOI‘dS, delivery, after-sales GMV vs revenue vs profit; three fulfilment ways.

1\ - 3211 - &=

20 min

Task and close Rebuild the ledger under three scenarios.
REES SR

Every stage returns to one question: which line in the ledger does this decision move, and by how much?
PO EREIE—MERE : X NRRBAIMKA PRI —IT, Zai?
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our What you will be able to do ) the end of the lesson

NRFIEIR

List the seven cost lines of a cross-border B2C order and find the largest block.
FIH—2EEIR B2C TR TCIRA, FHHERAMAR,

Separate GMV, revenue and profit, and explain why the three cannot be swapped.
X% GMV, IEANEF)E, HA=&AIAREEE,

HSEEF RN, TEREEINCZIEIERE,

Explain why a cross-border return is expensive, and weigh prevention against remedy.

m Choose between small parcel, consolidated line and overseas warehouse for a given product.
m BRBREREAMER, TSN,

Each objective maps to §1.6, §1.7 or §2.2.5 and to one line of the teaching ledger.
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ROLE

Where this lesson sits

NRENMSRIE

-

&

BEFORE THIS LESSON - BiEgfliR (5§ 5. 7i8€)

® The three routes to market and how a seller reaches a
buyer (Lesson 5).
EmFATIZHN=RBESERANARNAESR (£ 518) .

® The order as a six-step flow with goods, money and info
moving apart (Lesson 7).

UBRENLRE, K. SEEFBEs (F78]) .

* You know the route and the flow. Lesson 8 prices them.
REMERZSME, % 8 REBITM.

A route is a choice; a ledger is what that choice costs.

Lessons 5,7 — 8

WHAT THIS LESSON DOES - Zi2{EFf

Give the order a price tag: where the money goes, line by line.

SITERRANK: SEWBE, ZFI5IH.

Separate three words that are used as if they were the same.
DH="H0ERYAE: GMV, g, FliE.

Treat delivery and after-sales as designed costs, not surprises.

BRI ESERIEFCRITHIAA, TAESEI.

§1.6 lists the advantages; this lesson prices them.

Lessons 5 and 7 mapped the route and the flow. Lesson 8 asks what each of them costs per order.

5. 7T REHBREME, 5% 8 R TRSESD,
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case A 15-dollar order and a missing six

Teaching case - ¥ FREFIZ/

THRETITR, RE7NIR

WHAT THE SELLER THINKS

B iR R AN IR
15.00 —_ 4.50 —_ 10.50 cost lines missing
Free-shipping order - phone stand T2 ARSIt
_ the full ledger total
Goods cost 4.50, price 15.00, so every order earns 10.50.
SRHIEFT

left per order

The ledger still holds marketing, two freight lines, commission, duties and an after-sales reserve.
KR EAEEH. MKIsEE. B, XhSEREME.

Seven lines add to 15.00. Where did the 10.50 go, and is the order a profit or a loss?

This lesson builds the full ledger first, then tests it under three scenarios.
NRFETERA, BRA=MERRIEE.
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ocus What to master, what to watch R

FIERTHER

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

¢ Cost structure explains the price: marketing plus logistics can ® Using price minus goods cost as the profit.
exceed the goods. FEMRE RS ERE,
PXAGEHERRRENTE . EHEIIR A seBId A mAS.

® Treating platform GMV as seller revenue.
® GMV is not revenue and revenue is not profit; the three answer IBY¥E GMV ZaESERA.

different questions. . , : .
GMV REI N I NSRS == EES AR ,s\ss:Tlng trle overseas warehouse is cheaper; it must earn
ack its cost.

* Fulfilment trades speed, cost and inventory risk; after-sales is IRUNBINCEFEE, BYIRER AR SURREIRA.
a designed cost.

RAIHBIEERE. A SEFEXIRZENE,; SEEMLIRITHIMA

o

THE ONE-LINE RULE

Build the ledger line by line, then ask which line can move.
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Every advantage carries a cost Toxtbook §1.6 - EEEHETE
BIULEEERI N LA

Advantage fli% What pays for it {{{f} Ledger line Ik4~&1 B
e K ARH

Convenience Door delivery and service Last-mile, after-sales
G K8 EIS5ER B - &5

Wider range Inventory must be held Goods and packing
MR R EET AmeaiE

Low start-up cost Platform fees and rules replace rent Commission, payment
[EERANME FaBSHNREES A€ - 2t
International reach Cross-border transport and customs First-leg, duties
ES[N:LAPS SIRIER SR SR8 - K

Easy remarketing Ad budget to be seen again Marketing

ZEEH RE EMEAREEEIXER EHIRE

Each advantage is real, and each one is paid for on a different line of the ledger.
BIMLBEESL, EREEARNRAT L,

The ledger does not cancel the advantage; it is the price of having it.

IKAAEEMNS, ERERSFIAEXILBEN S ik,
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ost Seven lines that make the price Teaching ledger - 3RS
BN TERI-CIUR A

Cost line FEA IR Per order g6 % of price (HEE{ft | Who controls it EiE=E W?_;_ih‘;e%?iii;’" moves it &J
AR g e it Rt AR REE
TR LR AT

Goods & packing $4.50 30% Purchasing Negotiate and bundle
GRS 4.50 37T 30% X WINSHE
Marketing $2.80 19% Advertising Better targeting
EHRE 2.80 5T 19% | &I’ EHERIER

First-leg freight $2.30 15% Consolidation Consolidate loads

S EZYI i 2.30 5T 15% SH&ER PHEEkm

Last-mile delivery $2.00 13% Local delivery Zone and carrier mix
==l e S 2.00 35T 13%  ZNHbFcix PXEFEEES
Commission & payment $1.70 11% Platform choice Channel mix
He5>d 1.70 55T 1% FEIEE FEAG

Duties & customs $0.90 6% Customs planning Correct classification
K SiEXR 0.90 =T 6% iEXALI MEHIEES

After-sales reserve $0.80 5% Product quality Clear pages and QC
EETE 0.80 35T 5% TFrmkRE = UIDAERS]
TOTAL $15.00 100% The seller Every line, in order
=i 15.00 35T 100% 323X yZINESSEET e

Marketing plus logistics is 7.10, about 1.6 times the goods cost of 4.50.
SHEIIR 7.10 3555, A79RmAkAs 4.50 B9 1.6 .
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CHART One 15-dollar order, seven blocks

—%£ 15 ST RRIRIBAR

HOW TO READ THIS CHART - EHiEXKE

Reserve &)5 0.80
® Read each bar as US dollars per order; brackets show
VN share of the 15.00 price.
Duties X7 0.90 SRS ERETA, E2RG 15 ETENIILA,
N ‘

2.00

1.70 Goods is the largest single line, but marketing plus first-leg

plus last-mile exceeds it.
BmeR AR, EEHIENEEREEIE.

Commission &

Last-mile &

® This is a teaching simulation showing structure, not a real

seller ledger.

First-leg 378
irst-leg BIAZFEN, BREE, NEESCSERBA.

Marketing &4 2.80

Goods T ' 4.50

The two freight lines and the duty are invisible to the buyer and real to the seller.

MRS —FKH: IRERW, =Y.,
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erms COSt, price and three kinds of cost §1.6 - TKAHIHER

AT TINTE
Cost is not price Variable cost
ARFTINE BN
Price contains profit and risk; cost only records what went out. Grows with every order: goods, freight, commission, payment.
MSEESFESXE, RARICRAEHERTRD. EERIEK: Bm. 5%, #e. X{J#&.
Fixed cost Reserve (accrual)
ER=l37%:N
Incurred monthly whatever happens: tools, rent, staff time. Estimated before it happens; reviewed against actual later.
BRRIARE: TR, Bs. ALEE. REZRIGT, SESXIRYREX,

Categories differ by market and product; simulated figures show magnitude, not real quotes.
KARATIZETmnE, SUSFRFTRER, FRESERM.
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ex1 Free shipping is freight inside the price ST

B EICIZZE TN

What the buyer sees What the seller pays So the truth is
LREZIRY SEFRJHAY ATLAZERSEZ

One number: 15.00 First-leg 2.30 + last-mile Logistics 4.30 = 29% of
— AN 15.00 278930 + 22 2.00 Pridae0. LM 29%

No separate freight line. Two freight lines, one duty. Free shipping was never free.

BRI RIRANEZERT,

Free shipping only means the buyer cannot see a separate line; it does not mean the cost disappeared.
BREMEERRNRER—T, FERANEX.

A price that covers the goods but not the delivery loses money on every order.

Pricing must start from the full ledger, not from the goods cost alone.
EMUAMNTERAE R, MARMNEmAAER.
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worps Three words that are not the same
=N BeEHRAYIE

GMV Revenue Profit

AT ISR KT i
Gross value of orders on the platform, Sales the seller confirms, or the service What remains after every cost, including
including cancelled and returned ones. fee a platform earns. the reserve.
EaaEE, BEBIHSIRERNTER, SERMARIEER, BFaBRINAIIRSS 2. HBREERAA (BTR) ZERITRIERS.
It measures Activity It measures Own sales It measures What is left
EEEENE BEECWVESHEE BEERTZD
Whose GMV, and does it include returns? Net of discounts and cancellations. Revenue minus all costs, not cash.
BEN GMV? 2BRIER? TN SEGEZ S, NBEEBA, AETIE.

A platform can report record GMV while its sellers earn thin margins; a seller can report revenue and still lose money.
FAELUREEILR GMV, MERAMERN, ZRALURSMAINESIA.
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ue Three questions before any number

A EEFZr=ia

§1.6 - ORLCE

s

ASK FIRST - %

®* Whose number is it — the platform, the seller, or the

market?
XZ2IEN? 8. ZEREAEMF?

* What is the calibre — orders, sales, or paid and kept?
H2A0? 1TR. HE, KRS HFHER?

® Does it include cancellations and returns?
EAESNHSIRR?
Missing any one label, do not use the number for a decision.

THREE THINGS THAT ARE NOT EQUAL - =1MASES

* Platform GMV is not seller revenue; it counts cancelled and

returned orders.
FE GMV AZ2EFRIN,; Bt \NBUESIERE.

* Seller revenue is not profit; every cost still has to be paid.
SZERWNNEFE; SEBRAMNEMH.

* Profit is not cash; deposits, terms and settlement windows

separate them.
MErERE, €. KHSEEEOEE(1DTT.

Platforms and companies define these words differently; always state the source and the calibre when you cite them.

FESRENXEFENENARR, 3IRRIRERES O,

13728



sup Small parcel, consolidated line, overseas

warehousée

WAY 1 WAY 2 WAY 3

Postal / commercial parcel Consolidated line Overseas warehouse / FBA
HBEE R L/ Ve CLitE BIMEEL FBA

Slow and cheap; one piece at a time. Fixed route, loads gathered, mid-range. Stock ahead, local dispatch; fast.
IBEFEE, EMHRIE, EEREER, B, MEEFETF. AR, 1R,

Speed iEE Low & Speed iEE Medium H Speed iEE High &
Inventory risk EETF XIS Low (% Inventory risk EETZXLE Medium Ha Inventory risk EE{FXIE High &
Best for Long tail and testing Best for Predictable mid volume Best for Proven, steady sellers
EEKERmRSI ESRTUNNHERE EEWIETHIRSEIRR

Ways can be combined: test with small parcel, then move the winners into an overseas warehouse.

BRAHEE: TR/MEUN, BIERRBANEINE,
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syp Overseas warehouse: the 0.30 question Teaching simulation - i)

FIME: RUHRY 0.30 55T

Small parcel Overseas warehouse

B INE ZME / FBA

First-leg 2.30 SLFE 2.30 First-leg + storage 3.40 SKEZINGAE 3.40
Last-mile 2.00 EEfE 2.00 Last-mile 1.20 AR 1.20
TOTAL 4.30 Ait 4.30 TOTAL 4.60 Ait 4.60

BREAK-EVEN - ]I

0.30 + 15.00 = 2% conversion uplift needed
EEGEFHET 2%, 15 ETME FaES 0.30 Z3; EF 2%, M \EERRIHMES.

Fast is not the same as profitable: the warehouse must earn the 0.30 back through speed, conversion or repeat buying.
RAFT MRk BIMSRIRERRN. s EWREIX 0.30 5T,
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ex, The same 4% rate, two very different reserves After-sales reserve -

FIRE 4% B, FIRFR

Low-value product 4% $8 per return 0.32
GHEGEEE return rate 1BEIER BHIEL 85T 0.32 3555/
High-value product 4% $40 per return 1.60
SIEGEEE return rate 1B53ER FHRIRLR 40 =T 1.60 355T/5

The rate is the same; the reserve is not. Reserve depends on product value, not only on the percentage.
teBitER, EEEAE: SRTMEBRTEE, ARZEL,

A percentage alone never tells you the money. Always multiply by the cost of one return.

A 4% rate on a cheap item costs 0.32 per order; the same rate on a costly item costs 1.60.
4% HFEREmR LEEER 0.32 55T, E—thliESERRLESE 1.60 3T,
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cost What after-sales really costs Teaching simulation - S5

ERZlEEED

Returns Disputes Actual total Left per order
SEUN=yhy gg%x

0.32 /order 0.225 /order 0.545 /order 0.26 /order

4% x $8 BERIBEEMA 1.5% x $15 SRR {ikF 0.80 AYTIER 3000 Eg%Y 765 ZE55/H

4 )
THE ASSUMPTIONS - {&i& WHY THE ORDER ONLY BREAKS EVEN - AR E$TF
® Return rate 4%, cost 8 per return — 0.32. The 0.80 reserve is already inside the 15.00.
B 4%, BRIEGMA 8 =TT, 0.80 FEEit A 15.00 A,
® Dispute rate 1.5%, cost 15 per dispute — 0.225. Actual after-sales replaces it; it is not a second deduction.
U4 1.5%, BREYY 15 Et. AREREBIRTE, F2BII—R.
® Fixed costs are not counted in this drill. If real returns exceed the reserve, the profit disappears.
REI AT EIEMRA. ELrBESREITRE, FiEMERK.
|\ J
The reserve is an estimate made before the event; actual after-sales is what later replaces it.
FEERERILIT, XrEEREEB R EIESEF.
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Prevent first, remedy second

FoIRG, RN

PREVENTION - FaBh
Cheaper than any return

® Aclear size chart in local units and width notes.
AHBRANEMRISE, HirERE.

® Real photos in daylight, not studio-only images.
HYCSHHE, mARZEMEE.,

® Quality checks before packing.
FAERIAYBIG,

® Honest delivery windows instead of best-case promises.
ISERIBIRAX B, MAERIFIBRAYEIE.

REMEDY - P&
Expensive, and never free

® Alocal return point needs volume to be viable.
NMEREREEET 1T,

* Refund-only policy can be abused and must be monitored.
(IR RERGIRA, Wiz,

® International reverse logistics is slow and costly.
EfnZEEYIRERRE.

® The seller often cannot inspect the returned item.
SEFRFFELECERERIE .

Refund-only is a remedy, not prevention; a size chart and real photos are prevention.

(IRFRENY, 2FBG, BRI SSRE S 2.

Cross-border Ecommerce - Lesson 8 - [EISFEEELE
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case The 15-dollar ledger Toaching case - # iR

15 SETTIRAN

BACKGROUND - 5% THE LEDGER AND THE ASSUMPTIONS - KA 5Ri&
00 orders / month Line £ H Amount E& Share gLt
390 / = S =124
Shenzhen seller - phone stand Goods & packing 4.50 30%
— Ax [0)
Price 15.00, free shipping RlCElEe 4.50 30%
Marketing 2.80 19%
A teaching cost exercise, not a real E_%ﬁ% z2lL 190"
transaction. i';ns;@lig 22:_3?,(()) 1155"//2
HFRMEIAES, FXNESLARZ. = ‘
Last-mile 2.00 13%
The seller thinks goods cost 4.50, so profit == S 2.00 13%
is 4.50. Commission 1.70 11%
FEFRINIFIGRAA 4.50, FrL &M 4.50, {AefT 1.70 1%
Duties 0.90 6%
S =PS 0.90 6%
The question: does this order make money,
X : ) Y Reserve 0.80 5%
and which change breaks it? A Hons: return rate 4% at 8 per return; dispute rate 1.5% &845; fixed costs excluded. >%
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case  What happens under three changes Teaching case - AL

=FhER TS

Scenario 55 Ledger A Per order 55 Per month 88 What it proves BB+ A
B= ;N (L (=35 EAHA

Base case Seven lines = 15.00 +0.26 =765 Thin but positive

B tIi&it 15.00 +0.26 2976535t EERNIE

Marketing +1.00 Marketing — 3.80 -0.74 loss One line flips it

=Eak 1.00 EHAZE 3.80 -0.74 SR — IR RS
Overseas warehouse 4.30 — 4.60 -0.30 needs +2% Not cheaper by default
BABIME 4.30 F+Z& 4.60 -030 F +2% EiL FEHNEEE

READ IT THIS WAY - XffisE

Before real after-sales arrives the order only breaks even, because the reserve is already a cost.
FEELEERER, TRENEFFTE, EATRECSIT AR,

Actual after-sales is 0.545 against a 0.80 reserve, leaving about 0.26 per order.
SCPREEfS 0.545 KT 0.80 TiE8, =ERKIZY 0.26 =T,

Margins this thin mean one cost line decides profit or loss.
BRI — I AU RERS.

The conclusion is not that cross-border trade cannot pay; it is that the ledger must be built line by line.
ZICARBIEA R, MEKAYREE. "iCEsH. IYSERBKRIt.
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MYTH SlxMtl}mgs to unlearn
7N IR

Common sayings vs clarification

What must be clarified EE;&i5

R gRIEE
ﬁ'ﬁ%lﬁl B

Common saying E 5%
= IA

Profit = price — goods cost.

FiE = &N - B,

Free shipping means no freight.
B ERFIEE,

Platform GMV is seller revenue.
& GMV FESEFRKA.

The overseas warehouse is cheaper.
BIMCEEE.

The return rate alone decides after-sales cost.
BRERBRIMATEERA.

After-sales is only a service issue.
F/\EHE%[ETJELE

Six more lines: marketing, freight, commission, duties, after-sales.
WKARERIESH. &%, fg. XS8R,

Freight is inside the price or absorbed as a loss.
EEFE N TR RER RIS,

GMV counts platform orders; the seller keeps sales minus fees.
GMV MEERRZ; ez R ZEREAHEEM.

It can cost more; it must earn back via conversion or speed.
ErgeE R, MR SUBE R,

Cost per return depends on value, freight and resale.
FRIERMANRATRE. EZH565H

It is a cost designed into pricing, pages and quality checks.
EERIITHEN. BmERSREAIRE.

Every correction moves the same thing: a cost that was invisible becomes a line in the ledger.

BREFHEME—ME BEARRRIRANZREAFE—1T.
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Ten terms to keep
T RFERANIE

Term KiE
ANig

First-leg freight
SLAEMDR

Last-mile delivery
FEFEECIX

Commission

e

After-sales reserve
EETE

GMV

AL ER

Revenue

LYON

Profit

A

Consolidated line
1457

Reverse logistics
HERADR

Refund-only
PUEEN

Meaning in one line —{TEENX

—ITREN

Transport to the export point or the destination country.
NI s EESIHAOFBrREREH.

From the destination warehouse to the consumer.
MEBERNECEREEE FHAIECE.

The fee a platform charges on each transaction.
IR IEAYZR F.

Cost accrued in advance for returns and disputes.
FREESHLTRTIHRAIRA.

Platform order value, including cancelled and returned orders.

FERRER, SBESERITE,

Sales a business confirms, or a platform service fee.
AFARISHERR, BFESHIIRSE,

What remains after every cost has been paid.
N2 Z JSRIRER.

A service that gathers loads on a fixed route.
HEER S L ERIERAIRSS .

Goods travelling back from the consumer to the seller.
ERMNEZEIREIEERADR.

Refunding without asking for the goods to be sent back.
REKIEE R mENERIIEFBER.

Say which word you mean: GMV, revenue and profit answer three different questions.

FetiBIRIERIRMNME: GMV. IRANSFIEREIZ

N AREERR

Glossary -

22 /28
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-k Four questions for the room Discussion - 10 min

IRETTIEPYIE)

Which cost line can be cut most easily without hurting the customer?
KA A R B S ENMAE = AIRIEE TFE(E?

Q2 Why can a platform report record GMV while its sellers earn thin margins?
P AFETLURECILST GMV, MEExRRBHER]?

Q3 Would you move a 15-dollar item with a 4% return rate into an overseas warehouse? What would you test first?
4% 1BEZFM 15 Sooim, (RSB ABIIMEIS? SBlhiHA?

Q4 In your home country, which prevention measure would cut returns most? Why?
EIrEE, WIFbiEERemMNBRER? SIHA?

Every answer must name a cost line, not a feeling; feelings do not appear in the ledger.
BN EEEE RN PRI—ITAA, MARRX.
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sk 12 minutes: take the ledger apart individual + pairs - A + FIA—4E

12 580 KA

Write the seven lines, sum them, and state your assumptions.
Bk, 1B,

Compute actual after-sales cost and the profit per order.
IHTERERRASEEFE,

Re-run it with marketing at 3.80. Write the new result.
SN 3.80 B8, SHEER,

Find the conversion uplift the overseas warehouse needs.
KBNS RATRIVERIRTT.

DELIVERABLE - &7
The complete ledger with all three scenario results, plus the assumption behind each number.
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es7 Five questions before you leave Check yourself - ESZA3
HhEEN

Question BMIgR Model answer SEZZ
i N

=PI Podyiet

Goods 4.50 is the largest single line; marketing +
logistics = 7.10.
B 4.50 JIERAKERIN, EHEIMIRIX 7.10,

1 List the seven cost lines and name the largest block.
T SUHEIRA, FisHERRAIR,

2 What question does GMV answer? Revenue? Profit? Activity; the firm’s own sales; what is left.

2 GMV, KASFEZBEREtARR? mnE; BBHE, ®Ts0,

3 In the 15.00 order, how much do marketing and logistics cost? 7.10, about 1.6 times the goods cost of 4.50.

3 15%miJe, EEEMRaItEL? 7.10 35T, A9mEmpkAs 4.50 9 1.6 &,

4 The warehouse adds 0.30 per order. What uplift is needed? 0.30 + 15.00 = a 2% conversion uplift.

4 BHIMEEESIE 030, BES/DEMET? 0.30 + 15.00 = 2% HUEELLIETT,

5 4% returns at 8 each; the reserve is 0.80. What is left? Returns 0.32; with disputes 0.545; about 0.26 left.
5 B 4%, 55 8 T, W 0.80, SEFIED? JB55 0.32, Mngd4s 0.545, FZY 0.26,

If you cannot rebuild the ledger from memory, you have not finished this lesson yet.
EXRFRERR EEEXANK, RERNERRF.
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exp What to carry out of the room g

ZINEYINVES
Build the ledger line by line Seven lines, not one subtraction. The price is the result, not the starting point.
MK AR InGE TN, AR—IRE; MBRER, F2ER.
Keep the three words apart GMV measures activity, revenue measures own sales, profit measures what
RICEDTF is left.

GMV EENE, WANBESHEE, FiElRTSD.

Design delivery and after-sales Do not wait for them to happen; prevention is cheaper than any return.
RITEEEERIT FELERYE, THHHFHI—RIBEEMER.

THE BRIDGE - T—i§

Lesson 10 builds trust on this base; Lesson 14 turns that trust into retention.

56 10 L ERC FEN(EE, 5 14 RIEEEHENEE

The conclusion is not that cross-border trade cannot pay; it is that the ledger must be built first.
ZICREBIEAT:, MaEKAYNRI TR,
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~er Where the content comes from Sources - 3| FHiEE

AR
Source ¥KiE Section P Used for FHi&
R INTS K&
SRC-001 §1.6 — §1.7 Advantages and challenges; the basis of the seven cost categories.
Textbook Ch.1 #1145 1 &= §1.6—1.7 FEELESHE, CIUASRRIRRIE.
SRC-002 §2.2.5 B2C and mobile buying; the buying context behind the order.
Textbook Ch.2 #4156 2 &= §2.2.5 B2C S%ailsE; 1TRERIWXLEE,
CASE The 15-dollar ledger All figures are simulated for teaching, not real quotations.
This course ZNIRIEHF 1) 15 SETTKAS SR F AR, RNEELRIN,

A NOTE ON THE NUMBERS - XF#i=F

Every figure in this lesson is a teaching simulation showing magnitude, not a real quote.

RNFEFBEHFIIARTERIILFEY, FEESTIRINESIT.

When you reuse these numbers, keep the label “teaching simulation” attached to them.
S| RIXLEFRY, BIRE " HFE " XIMRE.
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LESSON 8 - {JHEpEA53T

Where the money goes

in a cross-border order

Seven lines Three words Design it

gui oS =1Nid Figit

Build the ledger before you name a price. GMV, revenue and profit answer different After-sales is a cost you design, not a surprise.
questions.

“Free shipping is never free. The buyer sees one price; the seller sees two freight lines and a duty.”

Next: Lesson 9 - Shopping context ~—if: Ma¥)i5iE
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