GUILIN TOURISM UNIVERSITY - MRS =

LESSON 9

One sweatshirt,
six conditions

WiEER - N2 - ety - BEISE - #UELER

Textbook §2.5, §2.7, §2.8, §3.1.1 - a 90-minute bilingual lesson

90 minutes English first, Chinese support §2.5-§2.7 - §2.8 2026 — 2027 Semester 1
—IRAS N FERI - PNIEfR HHAINTS 2026—2027 FFEE—5HE

Course - EIERENEEE Cross-border Ecommerce

Instructor FHRHT FEFF

“Same product, different order of events. Which part is shopping, and which part is infrastructure?”
—aiEkiclE: A—HEm, IWFEAE. B—Eol "W | B—akn 2ERE?



How this lesson runs

NRRYHLFTL

min

Warm-up: two cities, one garment A mini-program in Shenzhen; an agent in Nairobi.
E=0FH7: K

30

The six conditions Who, where, device, pay, receive, trust.
AN

China’s stack vs your market Mobile-first, super apps, cash on delivery, data cost.
REESE vs

min

min

20 min

Task and close Build a six-row table and rank two changes.
REESSKER

Every stage asks the same question: which of the six conditions differs, and what decision does that difference change?
IR RIE—NER: AP —ITARRE, XIZES B NRER?
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our What you will be able to do

NRFIEIR

Describe a market’s shopping context in six elements: who buys, where, on what device, how they pay, how they receive,
whether they trust the seller.
R TERER—IHZINWYIEE: L. ERRSE. BARE. BAMNK. BAliE.

7
2l
Iy
oif
|_H
¥
S

Separate the device dimension of mobile commerce from the actor dimension of B2B, B2C and C2C.
XSRS SEMEES B2B, B2C, C2C WARREMRERE,

Compare China’s mobile-first, super-app and social setting with the market, cash-on-delivery and data-cost reality at home.
LR ERI L. BRNASHRWNG, SEENEM. RENMKSREMAINE.

Use the §2.8 growth figures with a year and a calibre label, and explain why Chinese domestic ecommerce is not cross-
border data.
AR S ORATRIE TEM §2.8 FIBEET, iRt EENERLE A IAEFTEREREUE.

Each objective maps to §2.5, §2.7, §2.8 or §3.1.1 and to one row of the six-row table.
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ROLE

Where this lesson sits

NRENMSRIE

-

BEFORE THIS LESSON - BiE&HiR (5% 1—4. 8if)

® Business models, platforms and country profiles (Lessons
1-4).
BER. FeasSEZRER (B 1—418) .

® The order ledger: cost, delivery and after-sales (Lesson 8).

ITERRKA: pAs, RfP5ER (F81R) .

®* You know what an order costs. Lesson 9 asks how the

buying happens at all.
REMEITREZD, 59 RAWERSEARE,
A ledger explains the economics; a context explains whether the

S purchase can happen.

Lessons 14,8 — 9

WHAT THIS LESSON DOES - Zi2{EFf

Describe the same product in two markets with six observable
conditions.

FA7 S AR E(HEA R —E AR N THIZHISEE,

Turn each difference into a page, payment, delivery or returns

change.
EENERTANE. X, RfTEIRENSE.

Keep the year and the calibre attached to every market

number.
B hindiEEss L Hh SRR,
Context is infrastructure and habit, not national culture.

Lesson 8 priced the order; Lesson 9 explains why the same page converts in one market and fails in another.
5 8 RAITEEN, § O FRENAR—TUEE—\ TR, ER— I HIHLH.
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case One sweatshirt, two orders of events Teaching case - HS P

—H1AR, FAIEA

SHENZHEN - &3l

® Opens a mini-program from the chat window. ® Searches inside the platform app.
MNEIRE O T NER. & App REZR.
* Pays with the mobile wallet, one tap. * Waits for an SMS, then walks to an agent.
Ffeohtk B0, —FE. FREEM, EENRER,
® Receives it the same day. ® Inspects the garment, then pays cash.
SRKEIBK, WEERE.
® Leaves a rating inside the same app. ® The trust moment is at the counter, not at checkout.
ERE—1 App REETEHA. SENZREREES, ALK,

The product is identical. The sequence is not. The order of events changes the page, the promise and the cost.
AmEEE, IWFEAR, INFRETIRH. EIESHA.

Which part of this sequence is “shopping”’, and which part is infrastructure?

This lesson gives you six conditions to answer with: who buys, where, on what device, how they pay, how they receive, whether they trust.
RRLEARINNRRES: L. EWE. HTARE. BANMNRK. BAlE. 2EEE.
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ocus What to master, what to watch R

FIERSHER

KEY POINTS - &3J&d COMMON DIFFICULTIES - TJgERgMES
¢ Shopping is a sequence of six conditions, not one click. ® Treating mobile commerce as a fourth transaction type beside
4P R7 N FIERRIFS, AR—IR "REWL" . B2B, B2C and C2C.

B aEER =S B2B, B2C, C2C HFINSSIUFaz ZKE,

¢ China’s advantage is an integrated stack: mobile-first Ul, super
apps, social discovery, dense delivery, standard returns.

FEEBRE—ERSK: BoiRm. BRNA. tRXEI. ZE ® Copying China’s integrated stack into a market built on cash on
BoiX. TWENIRE. delivery and pickup.

O E A E e RIS R S B .

¢ Differences at home in payment, pickup, data cost and trust

change the page, the promise and the unit economics. ¢ Citing §2.8 growth without a year or a calibre, and mixing

BEES. BiR. RENASEHELNER, SXEH. WS domestic retail with cross-border trade.

SHBRIEF. 5|F §2.8 IBIREIIAEFHEOR, FHCERNN I FESEERZRI—
%,

THE ONE-LINE RULE

Six rows, two gaps, two changes. Build the table before you design the page.
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Shopping context: six observable conditions

MIBIRAY7 SRR

Who buys Where they buy

1EESE FEMRSE

Income, age, household; a consumer or a small business. Market, mall, app, social feed or a chat group.
N, TR, RESH, HEEEZ/NEI, LT, Bz, App. MRS MEHIRES.
Which device How they pay

Haigs 2R

Phone model, screen, data plan and page speed. Wallet, card, transfer, cash on delivery or credit.
FHES, FE. nEERSNHEE. ®HE., W7 R BIK SEUTRESRIK,

How they receive Whether they trust

BT EEEEER

Parcel network, pickup point, agent, city courier. Reviews, platform guarantee, right to inspect, return address.
BEME. NER. KESEBRE. T, EeiER. KWENSIREbIL,

Change any one row and the same page can convert in one market and fail in another.
{HI—TAR, A— N RERTAE— IR, EB— THRA.
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MAP

Condition 44 What it changes MZE4
it BEHA

Who buys
1K

Where they buy
FEWRSE

Which device
Haigs

How they pay
1SVANEN

How they receive
1SN G

Whether they trust

EEEE

Six conditions, six seller decisions
INTFERIRIZ SRR

Segment and price point

BRSNS

Discovery path
RIEER

Page weight and steps
NHEESZTH

Risk and cash timing
X SIMER R

Credibility of the promise

EEAEE

Evidence needed before paying

SFRRIFT IR

Seller decision SEFUREE
SEZRER

Range and message
mRSIEAN

Channel choice
R

Mobile-first build
BT

Wallet, COD, credit
8 / BRETFK / IRk

Courier or pickup
(PSEENSES

Reviews, guarantee, returns

TN / 1868 / 1BER

The table is a checklist, not a ranking: the binding condition differs by product and by market.

XKFREBH, TEHF: HENAREKHERRSHEMmR.

§2.7 - MIBIREIRR

Metric 1§FR
18tR

Conversion
=R

Traffic cost
MERA

Load time
DNERATE]

Refusal rate
EET S

On-time rate
AERTER

Return rate
Bt
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Mobile is a device dimension e a0

BB IR

Global retail m-commerce Growth in 2020 Forecast for 2024
2024 S

2.8 tnusp 32% 4.5 tnusp

2020 &, eMarketer £&] 2-10 #55| E—ORAEECISE, JEFTN 2, A2eXLIMER

( )
WHAT THE TEXTBOOK SAYS - #3RiE THREE TESTABLE REQUIREMENTS - =%nJ{2i8EK
® M-commerce means transactions completed on wireless Price and buy button visible on the first screen.
handheld devices. MsEETEATEERT L.,
B EE BRI TSRS ST AIRR 2. )
Checkout in no more than three steps.
® |t can be B2B, B2C or C2C — a device dimension, not a fourth ZEKAEIT=2E.
actor type. , .
T - AT o (A ST Portrait assets that load fast on a mid-range phone.
ERLLE B2B, B2C 5 C2C——RIREBHE, FEHIUFPEARRE, \ :
= = = - U RS TR T RIS,
® Retail m-commerce is simply B2C completed on a mobile

Gnta) e B Huemd ik e yepead B2C,

Mobile-first is not “build an app”: a fast mobile web page can beat a neglected app.
BT AZ "HM— App” © —PMRIENFZIIR TR LRSS — M 240RY App.
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Why China feels integrated Super app - HBRRIE

At AFERNEREINES

Discover Decide Pay Receive Serve

y=5i IRR p2h] Wets IRS5

Social feed, chat, search Reviews inside the app Wallet, one tap Dense courier network Returns and support in-
app

WHAT “INTEGRATED” MEANS - B85

Discovery, payment, delivery and service sit in one place; the buyer rarely leaves the phone.
BRI, 217, RTERFEER—E, MEROBEFFL.

WHAT MAKES IT WORK - {tA&itEHiiz WHAT YOU CANNOT ASSUME - F&&lERY
® Payment apps remove the card step. *® Integration depends on platform rules, licences and competition
X NAEERREE. policy.

Ly NN AR
® Mini-programs let a shop live inside a chat app. SRR, RRSIRAECR.

INEFFLLERENIXR App RFE. * Elsewhere users switch between several apps mid-purchase.
=1 R FTSZ AN )
® Dense delivery makes short promises credible. ERfMS, MEREST App ZIEIHER.

BERGEL e SURIETE, * “Super app” is this course’s shorthand, not a textbook category.
BRNE" BAFRER, FREMDE,
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The same parts, assembled differently Ml - T

EFRYENMG, ARIRYEZ

Market Cash on delivery

& el (NEN

A strong offline market competes on touch and immediacy. The buyer pays after seeing the goods, so refusal is a real cost.
smB TEMLL "EER. DEE" BF, IR, EIERRESLRA.,

Pickup and agents Data cost

BiRSHE

The parcel stops at a counter, not at a door. Prepaid mobile data makes heavy pages an obstacle, not a taste.
BEEEES, MAZIH, TSR EILENER AR, MAEmKaE.

Kenya Kenya Bangladesh
BRell BRell AL
45.36 m mobile-money subscriptions; 416,994 300+ Jumia pickup points; 26,000+ JForce agents 238.1 m registered, 89.4 m active, 1.84 m agents,
agents, Q1 2025 Feb 2025

4536 B#antmiliE. 416994 ™MIHE, 2025 Q1 __Jumia 300 ZMENEEE. 2.6 ASENE ) (L 2.3808 {ZiEAp. 8938 FiERk. 184 HHE, 2025-

J

02

These are different starting points, not failures to become China. Sources: SRC-070, SRC-071, SRC-073, SRC-076, SRC-078.
XLELREOER, A "1RTAFE" BIKLY. KE: SRC-070, 071, 073, 076, 078,
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ex, One refusal, two legs of freight Toaching simulation - EEstE)

—IKIE, FENEZE

PREPAID ORDER - FifiTea CASH ON DELIVERY - KE{d5xiTe
Outbound freight 3.00 Outbound freight 3.00 - refusal rate 20%
No return leg: the goods stay with the buyer. One parcel in five travels back.

Credit rating Expected cost

Expected logistics 3.00 3.00 x 1.2 = 3.60
BERTERYDRAAS 3.00 3TT. BhHAEE—HEERIE.

THE DIFFERENCE - 3l

Payment method changes unit economics, not only convenience: +0.60 per order before packing.
ATHTUBER RS, MAREENM: KEmEsz 0.60 5T,

The figures are illustrative, not market data; the structure is what matters.
HFHATRE, TR, SE1RER.
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Three labels before a number is usable

— PN FA R RIRI=FREE

Metric Year Calibre
=T Ffn (S
What exactly is counted When it was measured

WHAT §2.8 ACTUALLY REPORTS - ##1REX

2022 12.2% ® Global retail ecommerce growth: 25.7% in 2020, 17.1% in 2021,

12.2% in 2022.
SIRTERARIEIE: 2020 £ 25.7%, 2021 £ 17.1%. 2022 £ 12.2%

17.1% ® 2022: about 2.56 bn online shoppers, up only 3.4%.
2022 FEERMMWELY 25.6 12, UG 3.4%.

® 2021: global retail ecommerce about 5.2 tn USD.
2021 FLKRFERRFLY 5.2 1257,

® None of these is a cross-border figure.
U ERBE— 1 RERHZF.

2021

2020 25.7%

Write the sentence as “metric + year + calibre”. Missing any one label, do not use the number for a decision.
BEFER 18iF + 5 + O . REI—MRE, HAZRX MR,
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~uie Three calibre errors that create fake opportunity

=MORERBIERERTS

1 Global retail ecommerce # cross-border ecommerce
SIKTERR # BIRER
Retail totals include domestic sales. A 12.2% growth rate is not a cross-border growth rate.
FELEEEEREE, 12.2% ~EERIEE,

2  China’s domestic online retail # China’s cross-border exports
FEEANLEE 2 FEBRHO

The two series measure different populations of transactions and different destinations.
REFFINRA B S5 BRItAE,

3 Adevice trend # a transaction model
IREEE # KPR
“Shopping moved to mobile” says nothing about who sells to whom.
TR F AR BRIESEARIE.

Ask what the number excludes before you ask what it promises. A small seller’s reachable share is smaller still.
FRIXPMEFHBR THA, BRIBEETHA, /NEREEAMARHDEE/,
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o1 One sweatshirt, two checkout paths Shopping context - RAIEES

—HAR, FREMESER

Step 18 Shenzhen iFHIl Nairobi PJBEE
SR 3 e

Entry Chat link — mini-program Platform search

AA BIRsksz — IMER & App REER

Decision Ratings inside the app Word of mouth in a group
RR App RIFY B RO

Payment Wallet, before delivery Cash, after inspection

5fJ ®e, WERIT e, WEEEH

Delivery Same-day courier SMS, then an agent counter
G HHRB REEN, BRER

Trust moment At the checkout page At the counter

WHY IT MATTERS - B4 EE

The same six elements produce a different sequence, and the trust moment moves.
AR NEEERNERNIRE, SENZ" ez,

A page that answers “is it safe to pay now?” answers the wrong question where the buyer pays at the counter.
EXFEEMNMTHE, BE "WEMREEE" AEREE TR,
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case One 19-dollar sweatshirt, three markets Teaching case - RGP

—4 19 ST BKR, =4 his

BACKGROUND - % WHERE EACH MARKET BINDS - ZEhig#I£9%R

$19 sweatshirt Shenzhen Page speed

= TMEEE
One product, three markets A EEE
One Ianding page, one payment method Fast networks reward weight; a slow first screen loses the
One set of return promises visit.
THE PROBLEM - (@58 Nairobi Tr:ist at_EICkup
KB EVESRIROEIE
Trial traffic shows three different binding The buyer pays after inspecting, so evidence must work at
gq\rls/’[l'alrLts. . the counter.
ETER, =N HIIRIAREAERE.
Which two fcﬁ:ha_ngles come first? Dhaka Size certainty
RSP TR ok Rt
The buyers and funnel numbers are fictional; only Buyers ask to change size before paying; the size chart
the market conditions are sourced. decides.

Observed market conditions come from registered sources; simulated buyer behaviour is labelled as such.
MRERHIZFEREEEICKIR, EURISLRITHRIRRE,
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What the simulated test showed
LAY S

Market 51% Visits if5[a) Orders iJE2 Wh t buyers did 3£R1TH
% Walll 1B 7

Shenzhen 200 9 Nobody asked about returns
s=|| 200 9 FToAIBENRER

Nairobi 200 4 3 COD, 1 refused at pickup
KBk 200 4 3 BEEITK. 1 BB
Dhaka 200 5 2 asked to change size first
ER 200 5 2 NIFRRIERERRAS

READ IT THIS WAY - XffisE

Shenzhen did not move because its constraint — speed — was already met.
MIFRBEEN, BAEAR (BE) EEHE.

Nairobi moved when the pickup and inspection process was explained, not when the price changed.

RTINS EMER LT, MARESNE.

Dhaka moved when a local size chart removed the reason to hesitate before paying.
SEALTRIBBRBR T NEIRILEE LT

These are teaching numbers, not market research.
XERHFHF, A2,

No price changed in this test. The constraint was evidence, not price.
XN FEERUN; LRBIEHE, 2N,

Teaching simulation - (=15

After the fix $ElfG
WEhia

Stays at 9
RF9 B

4 — 6 after pickup explained
BIPE ST 4—6

5 — 7 with local size chart
IMAARHRIEES 5—7

17128



sneray e siX elements as a sequence
N EERRIES

Who buys Where Device Pay Receive Trust
HESE st A AS/AREN BAKXIE [EAME=R

Segment Channel Screen Method Network Evidence

The first three decide what the buyer can see; the last three decide whether they finish paying.
A= PMERREXLREEIMTA;, B=NERRELIRERTHTK.

Read it left to right as one purchase, not six topics.
NERIGER—XWERS, AR/ N T BEAMERINER.

The order is analytical, not a law: the binding element varies by product.
RPN, FEE®: EIEFNYRERABRTR.

No row is “culture”: every row is observable and measurable.
BT "X 8—TEAUE. s,
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MYTH SiX things tO unlearn Common sayings vs clarification

ANV ES

Common saying ERiiE What must be clarified T&;&i5
EIhE FEEB
Mobile commerce is a fourth transaction type. It can be B2B, B2C or C2C; it is a device dimension.
BoEBEES B2B. B2C. C2C FHFIRISEIFMER, EALLZ B2B, B2C 5 C2C; RIREBHE.
China’s playbook copies straight into any market. Payment, pickup, data cost and returns all differ.
FEF AT UBEEZESHEETEE. xfJ. BiE. mMERASREFNGEAR.
Cash on delivery costs the seller nothing. Refusals add a return leg and tie up cash.

RN SERIR B A ERIENEREH SFARE.
Local ecommerce means a locally owned shop. The driver is where the buyer is, not who owns the shop.
AR EHEA AT, KR FEEERAER, AREEERE,
The 12.2% in §2.8 is cross-border growth. It is 2022 global retail ecommerce, domestic included.
Bt §2.8 H 12.2% ZIEISEERgILE, AR 2022 FTEHEFIGE, SERHEE,
If the desktop page works, mobile is fine. Screen, speed, data cost and payment all change.
REREER, FIBFPHER, s, BE. mEMSSZTMEEE T,

Every correction replaces a national stereotype with a measurable condition.

BREFHEATNERNFREERERMEZIREIR,
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rerws 1€N terms to keep Glossary - AiE%
T RFERANIE

Term Rig Meaning in one line —1TEEN
A& —ITRENX

Shopping context Device, payment, delivery, channel and trust conditions together.
T¥IER FAWSLTIRRE. T, Y. RESEERMEHES.

M-commerce Transactions completed on phones and other handheld devices.
R BYFHNEFELEFRARE RIS .

Super app One app bundling messaging, payment, services and shopping.
BN IBHR. 321, RESWWESE— App K,

Mini-program A light app running inside a super app, without installation.
INER EERNARNIET. TRPMRRERVEEN A,

Cash on delivery The buyer pays in cash when the goods arrive.

e NEAA KSR LA E AT IEE T,

Pickup point A physical node where the buyer collects the parcel.

B R IHEEBTIERNEENEL T TR,

Mobile money Transfers and payments through a phone account.

Baptim BT FHKFEEIK, KRS THERRSS.

Conversion barrier The specific step that stops a buyer ordering or paying.

LIRS BEESIH 2R E SRk FERE I RAIEAIRTS,

Data cost What a user pays for mobile data, per megabyte or per plan.
MENRA FAF e ahEEs (T aIZE .,

Cross-border ecommerce Ecommerce across customs territories, with goods crossing borders.
ISR BT TUEABXRE. BEiERAYEEE.

Say which condition you mean: “culture” cannot be measured, but data cost and refusal rate can.
FUBMERIEIN RN "X AT, BERERASERERLL,
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-k Four questions for the room Discussion - 10 min

IRETTIEPYIE)

Build a six-row table for your home country and for China. Which two rows differ most, and what decision does each
change?
ABESTEZFH—KANERER. BRITEREA? SEEEFARR?

Q2 A high cash-on-delivery share brings which opportunities and which risks? How would you cut refusal losses without

refusing COD buyers?
BRREUTFLE PSRN 2 EXEE? SHTEAEBEENTREFPRIAIE FREEBRERE?

ERIH, RN EREEERNREREAISI750? HRERE.

Q4 Can one seller serve Shenzhen, Nairobi and Dhaka with one page and one return promise? What changes first?

| Q3 In your market, does conversion improve more from cheaper data or from a local payment method? Explain the trade-off.
| —EFREEAR— N RESE—EREFERS R, ATEESIARE? E5t+A?

Every answer must name an observable condition and a measurable metric, not a cultural generalisation.
BB TMROFRM SAINERER, MARHTE.
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msk 12 Mminutes: a six-row context audit Pairs - FIA—

12 95 NEXRBEHEIT

Pick one product and one home market. Fill the six rows without adjectives such as “traditional”.
“—mms— 1 8EmE, 'HNT, AER ER XS,

Mark the two rows that differ most from China, and say what each difference changes.
HEFEERSEARIRIT, RAZENE 7 4.

Write one page, payment, delivery or returns change for each gap.
NBNEESH—TURE. 327, IERENE.

Give a 30-second conclusion: what changes first, and which metric proves it worked.
F 30 ®MEHIZEIS: FBUtA, Al MERFIBES B,

DELIVERABLE - 3475
One six-row table, plus two ranked changes with one metric each.
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woper What a finished table looks like
FEHENR: —R7NTR

Shenzhen iF#I
]l

Your market {REIEE

Worked example - EER{

Element 3%
BX

Who buys
L

Where
TEWBSE

Device
Hrags

Payment
EANK

Delivery
B

Trust
=AEE

The right-hand column is the point of the exercise: a table that changes nothing is only a description.

Students, mobile-native

Mini-program inside chat
BIXEOREVINERF

Mid-range phone, fast data
Hrimil, R

Wallet, one tap
%e, —§

Same-day courier
SRR

Ratings inside the app
App WM

RA—YFBXRGINER: FNHEREEISRE A A,

{RRYEHE

Write your segment
SHIrRNERT

Market, app or social feed
. App BEEMR

Prepaid data, older phones
FfJZEmE. B2

Cash on delivery, mobile money
REIR. Baltam

Pickup point or agent
eI e

Inspection at the counter

EI=YEIL o

One change —IRXEf
—InXE]

Segment page
EHNE

Channel choice
RIEERE

Lighter pages
EELZLE DAL

Add COD
JNIANCES REN

Pickup option
Bk

Clear return address
TEMmE SRt

23 /28



es7 Five questions before you leave Check yourself - ESZA3

Fat =l
# Question BMIgR Model answer SEZZ
# B RR Poiyseh
1 Name the six elements of a shopping context. Who, where, device, pay, receive, trust.
1 BRI NN EREHA? L, AEWRE. HARE. BAMNK. BAKE. 2EEE.
2 Is mobile commerce a transaction type? No: it can be B2B, B2C or C2C — a device dimension.
2 o R — Pz T ? A2 BLIE B2B, B2C & C2C, RiRFBHE.
3 Is the 12.2% in §2.8 a cross-border growth rate? No: 2022 global retail ecommerce, domestic included.
3 §2.81912.2% EISIEHRILENIG? T2 BRR 2022 FeTEEHIGE, IERNHEE.
4 COD order of 18, outbound 3, refusal 20%. Expected logistics? 3.00 x 1.2 = 3.60 per order.
4 18 ETHRENIRR, =18 3 35T, Bl 20%, TUHRYDAT? 3.00 x 1.2 = &8 3.60 7T,

Payment apps and mini-programs (also social buy

buttons, dense delivery).
XINRAS/MER (BEHRWLRE. BEREX) .

5 Name two parts of China’s integrated stack.
5  HEESKIATEMERHA?

If you cannot state a condition without the word “culture”, you have not yet made it observable.
EEREEAR "M ZFRENEY, RAERIRZER eI AT,
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oaa Every figure used today, with its labels Data sheet - 1A%
NREFRE (BFHS507R)

Figure £§5¢ What it measures I{t4 Year and calibre {501
HF 2 FH501R

$2.8 tn Global retail mobile commerce 2020 - eMarketer via Fig 2-10 - retail
2.8 BiZZETT SR ER R 2020 - FEOR

+32% Growth of the same measure 2020 - a growth rate, not a forecast
+32% [E—2RIEIE 2020 - 1R, JEFmN

$4.5 tn Mobile commerce in 2024 A forecast, not a result

4.5 FiZ3%E5T 2024 FRZENBE BN, ARER

25.7117.1112.2% Global retail ecommerce growth 2020-22 Includes domestic sales
25.7/17.1/122% 2020—2022 SEREEFRILE EENHEE

2.56 bn Online shoppers, up only 3.4% 2022 - shoppers, not spend

25.6 12 RIaE, (g 3.4% 2022 - A&, JE=ER

$5.2 tn Global retail ecommerce 2021 - retail, not cross-border

5.2 FiZ%T ST EER 2021 - EEStE

45.36 m Kenya mobile-money subscriptions Q1 2025 - subscriptions, not people
4536 5 BRI EmITE 2025 Q1 - 1T A%

2381 m Bangladesh mobile-finance registered Feb 2025 - 89.4 m active

2.3808 12 BN FEEREMER 2025-02 - 8938 gk

A figure without a year and a calibre is not evidence; it is decoration.
REFHSNRNEEFARIEHE, REE,
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exp What to carry out of the room

ARG
Six rows, not one click Shopping is a sequence of conditions: who, where, device, pay, receive, trust.
NI, AR—IRRE MRS AERRFS: . M. RS, 7. \E. BE.
Context is infrastructure The gap is payment, pickup, data cost and returns — not national character.
BiEEEMIZE ZIREXT. BiR. RERASERE, MATERM,
Every number needs three labels Metric, year, calibre. Drop one and you have a slogan, not a market fact.
BN HFE=RE fEin. Ffp. 0=, D—, HikT OSmAEmizEE.

THE BRIDGE - T—i§

If context explains whether a purchase is possible, decision stages explain how a buyer gets there.

HEEEE "WXESTE" | RRMRHER "IRUMANFEERIWIRZF" .

Lesson 10 walks one pair of shoes through five stages and asks where trust is won or lost.
£ 10 RA—WE=EE—ERMER, REEEBERS. EWELE.
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~er Where the content comes from Sources - 3|FGEE

AR
Source K& Section B Used for FHi&
BFR NS¢l RE
SRC-002 §2.5-8§2.7-§2.8 Mobile commerce, local ecommerce, current state figures and Fig 2-10.
Textbook Ch.2 #7455 2 & §2.5-8§2.7 - §2.8 ToalrER. ANHEERs. IREFSE 2-10,
SRC-003 §3.1.1 Consumer behaviour: the stage model previewed here and used in Lesson 10.
Textbook Ch.3 #4455 3 & §3.1.1 HEETH: NIRRT, 5 10 REFAIM BAREL,
SRC-070/071 . _— . .

= Kenya, Bangladesh Mobile-money subscriptions, agents, pickup points and COD shares.

Country and payment reports 5l ermyy " g AT, L, XS ENTEREA,

ShANE =

SRC-073/076/078

Logistics and survey sources #i55 ICUp’ COE’ de]taEc§t

Jumia pickup network, Dhaka COD survey and mobile-finance registration.

=)o M AS

Ll LAY

A NOTE ON THE CASE - X(JF 24

Market conditions come from the sources above; the three buyers and all funnel numbers are simulated.

hipSARE LIAKR, =NEXRSEE0RHIF &R,

Keep the two apart in your own writing: observed conditions and simulated behaviour are different kinds of claim.
S{EIHERE ST MRS SEIRTARREAREK.
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LESSON 9 . Wiisis

One sweatshirt,

six conditions

Six rows Infrastructure Three labels
75T Eifithiaht =EMFE
Build the table before you design the page. Payment, pickup and data cost, not culture. Metric, year, calibre — or it is not evidence.

“Same product, different order of events. Which part is shopping, and which part is infrastructure?”

SIREEELE - EMIREFEER - 2026—2027 ZFEE—FH

Next: Lesson 10 - Consumer decision stages T—if: HEBERERMER
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