GUILIN TOURISM UNIVERSITY - MRS =

LESSON 12

One livestream,
three platforms

orf] - 11X - BiE - =N EESHHRE

Textbook §2.5—2.6, §3.3.3, §3.3.7, §3.5, §3.5.1, §3.5.4 - a 90-minute bilingual lesson

90 minutes English first, Chinese support Lessons 3—4, 11 2026 — 2027 Semester 1
— IRy N FERI - PNIEfR BIEANIR 2026—2027 FFEE—5HE

Course - EIERENEEE Cross-border Ecommerce

Instructor FHRHT FEFF

“Same script, same price. What changes is who sees it, who owns the viewer afterwards, and who pays next

time.”

—RIEGICE: HASHSER, ZZEEEER]. BIEMARTE. T—REEBRIETZE,



How this lesson runs

NRRYHLFTL

12 min

Warm-up: one livestream, three rooms Media spend, team cost, returns, new buyers.
ZhFn: —FEE=AFYE

34
Device, content, relation M-commerce, seeding, social commerce.
X\, BE. XK

26 min

Livestream and traffic ownership Four features; public versus private traffic.
ERESRERRE

18 7

Task and close Design a two-platform livestream.
REESSKER

One question runs through all four stages: whose cost structure is this, and what asset is left after the session ends?
UMD EE—4E: XEERIRASEN, WGl THETARE?
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our What you will be able to do

NRFIEIR

Distinguish mobile commerce, social commerce and livestream by three dimensions: device, relation and form.
BRE. XESHEA=AEEXSBIERE. dRXEFSERE.

m Read the mobile and social figures with year and calibre, and say what each number measures and does not.
BREMSORZHBNSHENE, WESMEEUA. R4,

m State the four features of livestream marketing and map each one to a concrete selling mechanism.
IR EEEHNNISE, FEEI R ERRIHETLH,

m Judge whether a livestream brings public reach or private traffic, and name what each costs to maintain.
FIT I BRI ABAENAEEIAERE, FiRASERMA%R.

Each objective maps to §2.5—2.6, §3.3.3, §3.3.7, §3.5.1 or §3.5.4.
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ro,e Where this lesson sits ssone 34 11 10

NRENMSRIE

4 )
BEFORE THIS LESSON - BIE#0iR (58 3—4. 11i§) WHAT THIS LESSON DOES - Fif{EF
® B2C forms and platform models (Lessons 3—4). Separate four things students usually merge into one bundle.
B2C ={FFal5FatEzl (8 3—4118) . BFERERE—ENIUESESTT.
* Marketing channels and search (Lesson 11). Give livestream a job, then a cost line for the job.
EHEESER (BE11H) . LEBE—MES, BEXMEBSB—FMAE.
® You know where a buyer can be found; this lesson asks Show why a public platform livestream is rented reach, not
what the trade runs on. ‘ owned traffic.
(REMEXRAHHE;, NRAXERZEAEHALH. RN EEREEREE, FTEEERE.
Device changes constraints; screens, attention, steps and Forty thousand views are an input; three hundred orders are the
S notifications. ) smallest possible result.

Three questions run under every channel name: where does the trade happen, why does the buyer trust the seller, and what

does the seller keep? N . . N
FMRERT MNAEDEE=MTUR: RXPAEWRE. IRATAGEEZR. ERERE M4,
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e One livestream, three rooms Teaching case + #3AEIGEE/)

—iZEE, =1¥Fa

Public short-video E-commerce platform Own community
NGRS FEEFaEREE mEEEE

40,000 views 8,000 views 1,200 Views

320 orders 240 orders 96 orders

reach is bought; the viewer stays on the orders and commission sit in the same place small room, no media bill next time
platform

What differs is who can see it, who owns the viewer afterwards, and who pays for the next touch.
EZRETiEeEER. B=ZEMARITE. TIRELARIEZ.

THE QUESTION OF THE LESSON - AiRfAYjass

Which platform would you choose, and on each one what exactly are you buying?

FEIERNFEE? E8NFEL, REEXRINRIEREMTA?
Public content buys reach, social relation buys trust, livestream compresses decision, private buys repeated touch.
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ocus What to master, what to watch R

FIERSHER

KEY POINTS - Z#3&E3 COMMON DIFFICULTIES - AJgERSMER

® Mobile is a device dimension; social is a relation and scene ® Treating mobile, social and livestream as three parallel business
dimension. Neither creates a new trading-party type models instead of three dimensions at once.
BHESRHE, HSEXRSIFEBE; MBI R e, R, EEIR=MAEWELR, mAZALARRRIZAI=1
i HRE,

® Content wins attention before the purchase; the display figures ¢ Assuming livestream brings private traffic by nature, when a
show relative attention, not a guaranteed lift. platform room is only rented public exposure.
REEMIZAIRRER, B/ SSERIE IR, REGRIE VIANERRAT R, MEeEEERZERNAEERE.
. ¢ Taking a high view count as success and ignoring cost per order,

® Livestream compresses show, interaction and settlement into one return rate and new—buyer share.
slot, yet platform livestream is usually public traffic IDEWEELMANTI, ZIEBREA. BERSHER AL,

BEiFiCET. BEaiSE8EHE—NER, EYeEREREREAERE.

THE ONE-LINE RULE

Name the dimension before you name the channel. A format is not a traffic type.
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=aye Three dimensions, four names Sevice - relation
=NMEESIOANEE

Dimension $E The question it answers [BIZHYIBIRE Label 5= Consequence for the seller EREFSHA
HE [EIZRYEIRR IR EIZMHA

Phones reward speed and few steps; they punish

Device Where does the trade happen? Mobile commerce §2.5 wide tables and long forms
53 R 75? ofJFERT §2.5 o s /T e e P
BE RREIERE PR & FHRFEESOSE, ENREESKES,
Recommendation lowers risk and group-buy
Relation Why does the buyer trust the seller? Social commerce §2.6 lowers price, but the audience belongs to the
K& LRI AEEEZR? 1L3ZEER] §2.6 platform.
HEFPRRXEG, HEFENTS, EZRBETFES.
A format, not a traffic type: on a public platform it
Form \é\(l)l::r:g;:f W, talk and pay Livestream marketing §3.5.1 is rented exposure until the viewer is moved.
Za o > : . N =4 §3.5.1 SR AR ELR. NFTFES F, MASER =]

A single transaction can carry all three labels: settled on a phone, recommended by a friend, bought inside a livestream.
E—ERZALUERNT=1Mr&: EFILM3Z. BRESF. EEREETE,

WHY THE DISTINCTION MATTERS - K& HIEN
The trading parties never change: still business and consumer. What changes is the interface and the trust mechanism.
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Mobile commerce is a device dimension §2.5 - Fig 2-10 - three calibres

B RRREHE

Retail m-commerce revenue Mobile marketing spend Mobile shopping users, China
SEEERIEBIKA

2.8 inusb - 2020 250 bn usD - 2020 1.1 bn - Dec 2021
1844 32%; 2024 FEFENL 4.5 512, (5 EEH] 3400 1Z3E5E4 BRI T0% LU, QuestMobile 2021 FEEHREE.

Indicator igt% Figure £15 Year &4 Calibre: what it does not measure [JF: B8Rt A4
=1 R =S0)) mPES

It counts B2C sales settled on a device; it is not a fourth trading

Retail m-commerce revenue USD 2.8 tn 2020

SERAREEA 28 Hle=r 2020 ot terahics Lot B2, RRATIHR e,

Mgbﬂe marketing spend USD 250 bn_ 2020 IIitnc;o;g:)sv:dvertising money, not goods sold; do not add it to the
PAISEs e e 2020 EIHORS 545, R LS (i,

Mobile shopping users over 1.1 bn Dec 2021 It counts accounts, not orders or value; one user may buy once a
B FRr ‘L1112 2021 %12 B CORERY, FRITHSSE — EFTE—ERT A,

Three numbers, three different objects — transaction value, advertising spend, and accounts. Cite each with its year and its

calibre.
ENMNE., EPNR—REL. [ ExH. WP, s AvmgwEMmSE0R.

A B2C order can be mobile. A B2B order can be mobile too. Trading parties do not change with the screen.
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Mobile-first is a test, not a slogan Three requirements - SHRER

EZaly e LIk L i NS

Price and buy button above the fold No scrolling to learn what it costs.

MBS SR FEETBHAENSE.

Checkout in three steps or fewer Every extra step loses buyers mid-payment.
FERABI=2 FE—SEEXTEFEA.

Vertical assets that load on a mid-range phone Heavy images cost the user money in prepaid data.
SRR CRIENIE ERTERET, SRERBAPME,

WHAT MOBILE-FIRST CANNOT FIX - BilR&EEARTHA

A weak product An unclear price Untrustworthy delivery Cross-device breaks

557" EL Y PTOVRISET e S

Speed cannot rescue a bad offer. Fast pages still confuse. Three seconds of loading does not Cart and account must survive the
create trust. switch.

Design the critical path for the smallest screen, then confirm that account and cart survive the switch between devices.
E/NERRITTRRIER, BRAKSSWYI e IRSIitst.
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.54 Content earns attention before purchase §3.33 - §3.54 - MediaMind 2012

RABEEWLZ RIS ER

CONTENT MARKETING - HR=E (§3.5.4)

® Plan campaigns — articles, infographics, cases, white papers,
video, releases — and place them on several sites.

RURBE—NE. ERE. =6, BB, TRSHER—IRN
Bk,

® Purpose: attract visits, lift organic ranking, build brand interaction.

BrY: IR51AE. BFEXREE. B mEE.

¢ Economics differ from ads: while the budget flows, banners stop

when paid.
ZFNEEARTT & EEEEEIREK.

~300% 6 x 12X 27X

Rich media vs standard banner Video inside rich media In-stream video vs rich media In-stream video vs banner

BRAMEXR S BERFIIASR & AR E AR M A ARSERT TR

more site visits

Multiples describe relative attention in one display study. They are not a guarantee for any single product, and content can be
copied.
%%?Z;EE—D’YEU?F EHHR, RIZEENERN], AR E—EEAMRIE, ASEEWER.

Seeding is the front half: put a useful answer in front of the buyer before she is ready to buy.
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Social commerce adds the relation §2.6 - USD 90 b - 2020

AT 1l e S

DRIVERS NAMED BY THE TEXTBOOK - ¥4 =5 A93Ezh THE MECHANISM AND ITS LIMIT - #l$15BR%!

Social sign-on HRER D (PRI FEEREEES HES Trust: a recommendation lowers perceived risk; a group-buy lowers

Network notifications  MZ&E*0 shares, likes and dislikes price.

=/(T . HEFEENRZIEES (A . 13 A2 (FEANFAZ
Collaborative shopping MEMW#ITE  buying together lowers price (AT RN, SRR,
Social search S N a trusted friend Ownership: on someone else is platform, the seller rents attention

recommends and does not own the relation.

SCi% heckout inside the platf: ol
Buy buttons LSl crecroutinsic e prattorm FEA: EBIARSTA L, ST, NEEXR,
Term BFR What drives it £+ 4Bz What it measures Bit214 Example fllF
B IXFf itE BiIF
Pinduoduo group-buy; buy
Social commerce Relation drives the deal Sales concluded, not money spent _tl)_.ﬁ_ois Ilnstlde WecChat,
HAER KAWNRZ A EEN, AEERIER IK10K, Instagram

WA, . TikTok,
Instagram PAIMEISCHZEH

Banner or feed ads bought

Canmial maadia mmamwleadlica NAlAd mlamamammamanmt A A AaaAlAl AlnAawrmia Al L e e £ 4n A~ o nAaAarlA

‘ The textbook estimates 2020 global social commerce revenue at about USD 90 billion (Business Wire) and calls the form early.
AT 2020 F2 B IZEEAEIIALY 900 1Z355T (Business Wire #55() |, FRRIX—HZIALIEA,

Buying an ad slot on a social platform is marketing. A deal driven by social relations is social commerce.
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Two examples

M

Example 1 - Example 2

Same livestream, two traffics
B—i7EE, Mg

® Public short-video: 40,000 strangers scroll past, 320 order, and
the viewers stay on the platform.
RIS WA REANED, =BATEH, URBEFSL.

® Own community: 1,200 members watch, 96 order, and next week
is free to reach them again.
BEfE:. —TER/SRWE, N1NATE, TRBRERYBAIEIR
=,

® The smaller room pays better per order. The bigger room is the

only one that can scale.
INSEISERERE, KEEEE—REEN—.

Concept: public and private traffic.
FEIROHES: AESFAERE.

A size video is content, not an ad
RIBISIEAS, A2 &

® Atwo-minute video teaching customers to measure a foot
answers one buyer question.
OISRz EH). 15%F5, BIE T —PERAE,

® It keeps bringing views after the ad budget stops; the banner
disappears the day the budget stops.
I ESEREEHERIE,; BEEEELIRFER.

® Ads rent a position; content accumulates an asset that can be

found again.
ITEXRRME; RERENEILSERILEIRIER,

Concept: seeding versus display advertising.
RERES: REMESER &.

Both examples ask the same question: what survives after the session, or after the budget, has ended?

RMIFIENER—ES: EREREEEFELEZE, BRITMA?

Cross-border Ecommerce - Lesson 12 - [EIESREHLIEC
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Livestream compresses decision §3.5.1.1 — §3.5.1.2

ERBIERREHE—RTER

DEFINITION - EX (§3.5.1.1) THE COSTS THAT COME WITH THE FORMAT - X/METVAYESCRE A

A host produces a programme live in a store Host time E2E ) Rehearsal, the two live hours, follow-up

or studio, carried by a livestream platform, Traffic e Paid reach or algorithmic allocation

t%%%l_li%g}@p%gﬁl’% =7 )Jﬁi FEHHELE R DIE Production e Set, camera, lighting, editing of clips

B NEMRF R EE, Samples FEER Units sent out and written off

The textbook also lists it as one route to a

Service and returns ERS5IEE Questions during the show, returns after it
DTC brand. ‘
IR eSS DTC BENBRZ—.

Four features explain why it may work. They do not promise that it does.

® ® ®
2016 - 03 2016 — 2017 Then Today
Moguijie launches e-commerce Over 300 livestream platforms appear Taobao, WeChat, JD, Douyin, The format travels; the platform
ESICAM RENM 200 srEETS HRISHOMIOI v 2= FEMIA AERgea WA SR RPN o

A timeline is a fact; it is not evidence that the format pays. Cost per order and return rate decide that.

AHEIZEEEE, FAEXMETUREANIEE, SRMASIREEAREX—
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Four features, four sales mechanisms §3.5.13 - each feature has a cost
POIF XS N P9 S S5

. . . . ﬂal 'y o . _
Feature 568 What the textbook says E#3E A The selling mechanism it buys SCEJIE How to measure it Bt ZiEIRE

v kA E%%%u o

Buys reach beyond the existing

Event marketing A livestream is an event with a news hook. Views, shares, new-visitor share

el € - audience. o INES s
$1¢m%ﬁ E?ﬁmmﬂ‘ﬁliﬁ@?ﬁﬁ%{t‘:o ;é”ﬁﬁ%ﬁzghﬂgﬁﬂﬁo XJLJE\ JJ == ITEI: Itht
Precise audience Viewers must enter at an agreed hour The time threshold filters self-selected Watch time per viewer, add-to-
yve | B AR £ B I NS oL ' in{ergst.kk \ \ cart rate
Wi MR AN O F T A e B A B, NEBE, T
Real-time interaction Comments and gifts change the show Objections surface live and can be Question count, answer rate, cart
T EE TP BMES SRS | an\s\,v\v?red at once. . ra’ge‘gfter answersk
S B, SRR SHTRAE TR SWAGRE, TLLLFEE. R, EEE. EEEMEE

. People with the same interest gather at : . Order rate, average order value,
Emotional resonance once Atmosphere lowers price sensitivity. return rate
TBRELNS v S SERESWIRE. ISR, il U LY

High views with low orders usually fail on product match, price or trust — not on a shortage of traffic.
WMESM FRIK, BEMERRLE. MEHEE, AR "MERE" .

Give each feature a task and an indicator before the show starts. A feature without a job is decoration.
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cnan Where the viewer goes, and who owns her Flow chart - SS{(AERSTHEITRE

WRARZEWB, T

1 Public warm-up o Livestream demo Page and checkout
YNENEN e EEEER — FEmRSER > >
Paid or allocated Rented attention Either side

BEfA BEfA
Usually public: reach is paid for or allocated Owned after the viewer moves here
BEEQNE: MAEMESEEDE MAREENZ A REEERE

READ IT THIS WAY - EBHiEX5KE

Read left to right: every arrow is a handover, and this is where viewers are lost rather than moved forward.
MEZIGE: SNEEER IR, WATBAEXERK, MARYARIH,

The first two nodes are usually public and depend on payment or allocation; the last two are owned and cost people.
IR T REREZELE, NBEEL ERIMEEERE, HARAMAZER.

The chart shows one possible path: a viewer may enter at the livestream, leave to compare, and return by search or clips.
B RimA—KeleeiRi2; MAREETREMERBEIAN. B, BEEERET R ERIEmEI.

Ownership is decided at the handover, not at the warm-up. A viewer who never reaches your channel remains someone else is.
IHERERIEA—ZIRTEN, FEEFUAT; ISEHANRRERNNAR, 1BZEE5AR,
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Public and private are not adjectives
NEASTINGE S N

Question |aJgR

B175

Who decides whether the viewer sees it?
HRERAERTEEN?

What is paid each time?
BIRANA A

Who owns the relation?
TEITE?

What is it good at?
ERAA?

Main risk
FEXE

Public traffic 21dikes
NIHRE

Platform allocation or auction
FegEsiiaE=m

Media cost, every time
FIRERE(TIRINER

The platform keeps the relation
REBAETES

Scaling reach and finding new buyers
EhHT

Price rises with competition; viewers stay behind
RHEESNE, URBETFS

Livestream is not private by nature
EREARAETFAE,

A public platform room is exposure you rent. It
becomes private only when the viewer moves to
Yo EamnEiRESRAYERYS, REMARENFIERE,
FASB A FHIA.

Cross-border Ecommerce - Lesson 12 - [EIESREHLIEC

Private is not free

FAEASE 52 %R
The media bill falls and the payroll does not:
operations, content, service staff, someone
spueticy WEskeDdBER )05 : FEIzE. IE. Bk
AR BEREESFAIA.

§3.5.1

Private traffic fAldiRi S
Al RE

The seller reaches the viewer directly
SEoR A] EEAA

No media bill, labour every time
REEARIKE, BEIREEA

The seller, only after the viewer is moved
WMARBIENLZ e A V3A5=ZR

Repeat touch and margin per order
EEMASERER

A community decays if nobody runs it
RANEEHRNASTEN

Dimensions do not make new
teading parties 5 =1k
Still business and consumer. What changes is the
interface and the trust mechanism, not who is

BRSNS R SiHEE, BRERESEES
. FREEEX,

16 / 28
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One livestream, three platforms Teaching case - $EAEHEEp

__ﬁﬁEEEE __/\\/AA

BACKGROUND AND TIME - H=5HE

* Afictional home-goods seller with a 45—60 dollar basket runs one two-hour show weekly on three platforms.
REENZRERREZR, ZF8N 45—60 35T, B—AE=1NYEeFR—ZR/N\TER.

® All numbers are teaching simulations, not real seller accounts.
FRIBEFIINHFEI, ~2ELERKE.

THE PROBLEM - HI5aYIE5S WHAT THE TEAM DID WITH EVIDENCE - BiEERIME
® The team celebrates: the public room brought the most orders. Record per platform: views, orders, basket value, traffic cost,
BIRAE 3T R e 2 MK A returns, new-buyer share.
. : , ABNEBICR: WE. 1JR. Z8M. REMAS. BERSHEALLL.
® Finance asks which platform pays after traffic cost, returns and
team time. Compute contribution before returns, then again after returns.
W55 fMiERE. RESEER, BIMEaEERSE? FEIRLIRITIME, BRIBKEIMA.
¢ And which one leaves an asset that can be used again? Only registered sources are used for market conditions.
AR ST 7 el LABRERRIE &4 RAEEICKIR.

Facts first: every platform records the same seven lines, so the comparison uses one ledger for three businesses.
FBELCE: =ANEEAR—ECITIKE, XEFLRNA B=FAKMAR=EE.
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Metric 18f%
b=t

Views MME AL
B AEL

Orders 1JER%]
PEZE S

Average order value ZE{f}
BEM

Revenue before returns B BipE3S 20
IR ERBIRNACER

Traffic and commission =2 5HE

RESHES

Team cost BIPARLE
BB A

Return rate B

AMawar lhisnsmse mle mwa ZEZ= LU

Read each column as one business, not as one ranking. The biggest column is also the most expensive one to keep.

oara  The same night, three ledgers
E—BR, =2NIK

Public short-video 21 5iR5R
NIHFEIST

40,000
4BA

320
320 &2

USD 45
45 5T

USD 14,400
14,400 35T

USD 6,400
6,400 35T

USD 2,000
2,000 =5t

18%
BRZ 1T\

orco/

E-commerce platform BBEFES
AT

8,000
8 FA

240
240 A

USD 52
52 %7t

USD 12,480
12,480 35T

USD 2,600
2,600 75

usSD 2,000
2,000 =55

12%
BoZtT=

cco/

BE—YEk—TIERE, MAR— TR, SR IERERFMARSI—S.

Case figures -

HFENHF

Own community BE#Ef
BEtEf

1,200
1.2 FA

96
96 F

USD 60
60 37T

USD 5,760
5,760 35T

USD 0
0355t

USD 2,000
2,000 =5t

8%
BRZ/\

AN0/
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Turning a night into a contribution
TB—BRIRE Rk oIk

Revenue before

q . ‘B4 31 H H
Platform & returns IBESBIREZS Costs 8 + HIBA E):.rltrl‘butlon 1B Per order & Rneturn loss 1B ‘Ccmtrltijtlpn after
Fa ] R RURER 2 % Lol

ot BERRIRE ] BEHRE BERERE

Public short-video 14,400 8,400 6,000 18.75 2,592 3,408
YNEGEHB L ETER A Bk == IBEIRK BEERm
E-commerce platform 12,480 4,600 7,880 32.83 ,498 6,382
BEYE LEER D% Sk g8 IREHRK NEL =Pt
Own community 5,760 2,000 3,760 39.17 461 3,299
AT > 465 s kg = sE1Ee NERE =
cB@fBuTION PER ORDER, BEFORE RETURNS - %@%ﬁk (IBE2RD) A CONTRIBUTIORPER ORDER, APFER RETURNS ﬁg&%m (@gEjE*EA@‘

Community -3 _ 39.17 Community 5 34.37
Platform “F& _ 32.83 Platform “‘F & 26.59
euic 2. [ - eublc 4 1053

The textbook case gives only the public after-return figure: about 3,408 dollars, or 10.65 per order. The other two columns

follow the same assumption; check them in class. N L e
HERGHRBAREENT: £93,408 55T, BF 10.65. BRMIIRR—RIRHES, R EBETZX.
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ca.  What each room is actually for Reading the numbers - %
SMFAHRETEIA

THE TEAM KEEPS ALL THREE, WITH ONE JOB EACH - =/NE&SEMRE, SB8—MES

Public: buy new buyers Platform: buy scale Community: buy repeat
YN CREAVE Ea: ME B Sl
worst contribution after returns middle cost, middle reach best per order, hard to scale

; sy Ajoi=
Channel $Ei& What to measure FH{t 4 %= }’_\Il_?zt the measure hides A fEtRE{E T
EiE BEHA =ity

Views, average watch time, product clicks, orders, basket value, returns, new-

Livestream buyer share Views are an input, not a result
& 245 NV
HiE WE. \SEE. BRAE. T8 B8 BEE FEEA WESIN, AEER
Content Saves, shares, brand search, assisted conversion Cheap to keep, slow to pay
NE K. P=E. mEER. HEEL BEEE, 12
Social commerce Group-buy participation, referral chain, orders per shared link The relation stays with the platform
HREEE HEHS5, =S B 0=iEE0Te REATEFESLE
Private traffic 30-day and 90-day repurchase, and the cost of the team that runs it Cost moved from media to payroll
FAlE T 30 590 XEW, LIKIEERIBARIAA A WA R AL

Forty thousand views with three hundred orders is not better than twelve hundred views with ninety-six orders. Compare

contribution after returns.
MEWE=BR, ~—EeMTF—TFBWEN T8, ERIIREEEARRMA.
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wrn Six things to unlearn

NE WiIRAE

01 COMMON SAYING HERifi%
Mobile commerce, social commerce and livestream are three parallel

pusiasEs medelssy. EIRE AR E,

WHAT TO SAY INSTEAD ({&IFii%
They are device, relation and form. All three labels can sit on one

Eansagien akoresy =M, AILIER—EX BT R

03 COMMON SAYING RNtk
Private traffic is free, because sending a message again costs nothing.

iRtk RAESEREEAEL.

WHAT TO SAY INSTEAD {EIFiRi%
Media cost falls and payroll does not: operations, content, service staff

SOk BrOMRlioRsEEMaes. ZIRSIRMIE; RAMEAIEIEEIALL

05 COMMON SAYING HRitix
Content marketing is free advertising.

NEEHEMERE =

WHAT TO SAY INSTEAD ({&IFiii%
Content must be produced, placed and maintained. It earns attention by

pRawRANg, NEHRERRiNgR SIlX nsimSItE, MARESINE,

Cross-border Ecommerce - Lesson 12 - [EESEEEHS

02 COMMON SAYING ERiii%
Livestream brings private traffic by nature.
BRI HRFAE,.

WHAT TO SAY INSTEAD {&IFifi%
Livestreaming on a public platform is rented exposure. It becomes private

erjynyien Eenas aemeyed: . DEMNENEEESE, FARATHE.

04 COMMON SAYING FERiiix
A high view count proves the livestream worked.
MEESHMIUEAERERI.

WHAT TO SAY INSTEAD {EIFiii%
Views are an input. The verdict is orders, cost per order, return rate and

DEERSRT RNAFRIEITER. SRMA. BERSHES A,

06 COMMON SAYING % Ritix
Any advertisement placed on a social platform is social commerce.

T REEHEEL R P RBEYEHA &,

WHAT TO SAY INSTEAD ({EIFiiti%
Social commerce requires that social relations drive the deal, as in group-

s N - e o I i A e
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erms K€y English terms

RIFHRINTE

Ten terms - +1\AKiE

Mobile commerce
i amEElE]

Social commerce
HAZEE™E

Livestream marketing
BEFEH

Public traffic

NERE

Private traffic
INE SN

Trades concluded on handheld

Wglessderiees. — nirIias s

Commerce driven by social

shyors,and online Lolations -1
IR,

Host produces a show live; a

Al opdes it memTaR
—

Exposure and visits bought once

o arpther DI soims 35
.

Audience the firm owns; repeat

1fpfpdds o media FOSt - e
AR IR,

Content marketing
RNBEH

Display advertising
B &

Rich media
BRI

DTC (direct to customer)
HHHEEE

Social sign-on
HTATE R

Assets that earn visits, ranking

2RI, s E A

Banners, rich media and video

oot Dvpiacemente  mymins
AR

Display ads with animation,
interaction_ar vid —
i N T

Selling without intermediaries.

AEEE. EREREREEE

Logging in with a social account so

HER A R R e
RS{RIT,

Three of these ten are dimensions, not channels. Using a channel word where a dimension word belongs is what makes plans

Bt MNIEE=ANREEMAZRERE, THEERARE, ERITHIKWAIT.
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TALK Class discuSSion Four questions - P&

TRETJIE

Think of a livestream you watched. Which of the four features kept you there? Did you buy?
ERE—IZFESHNERE: NIUSEF—InLRETR? (RFETIE?

Answer with a number and a condition, not with a preference.

If only one channel from the case can be kept, which one, and what indicator defends the choice?
MREGHREERE—NEE, ([RREBEWN? SFBTAIBIROGERHR?

Answer with a number and a condition, not with a preference.

SERAT AT ERZ A TFEESHERMA? LHRNESERS—MEREER.

Answer with a number and a condition, not with a preference.

How do you tell content that seeds demand apart from content that is only entertainment?
RUAIX S "MTHRROARE 5§ "RERFRNRE ?

| Why might a seller accept a higher cost per order on the public platform? Give two good reasons and one bad one.
| Answer with a number and a condition, not with a preference.

The strongest answers name the dimension first, then the indicator that would prove the choice right.
RIFNERSFTRHEE, BiREIEBX NS IEHATER.
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ask Design a two-platform livestream 12 minutes -

TN F e ERE

Pick one product and two platforms; write assumed audience size and traffic cost.

. S y— . . Assumptions written down.
B BREEATE, BHENMIESHERARE. P

Give each of the four features one task and one indicator.
AN EE ST — N EMMESE—MER.

Feature — task — indicator.

Estimate orders, basket value, return rate and team cost; compute contribution per order.
HEITER, B8, EEXR5ENRE, itESHEIEE.

One contribution figure per platform.

Name one indicator to check in 30 days that proves an asset is being built.
5 30 ReZENERN—MaR, FRIERERRES.

The asset indicator.

STUDENT OUTPUT - 247

One page: two platform columns, four features mapped to tasks, and contribution per order for each.
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QuIZ Flve qIIICk CheCkS Answer before discussion - BB ITIS

=Rl

Name the dimension behind each label: mobile commerce, social commerce, livestream.

RH=MrESERNEE: BoBE. AXHER. BiE.

Why is a livestream on a public short-video platform not private traffic?

EREEIUITFEERE, N ARBEMERE?

Public: 40,000 views, 320 orders. Community: 1,200 views, 96 orders. Which pays better per order, and why keep the other?
N4 BWE 320 82, #1EF 1200 WE 96 B M EHREENER? AMTARERES—?

Rich media about 300 per cent more visits; in-stream video 12 times rich media and 27 times banner. What do these prove?

BERHIAIRTHA 300%. WERTBREEERE 12 (&, &8 27 5 XEEHFERTHA?

A how-to-size video keeps bringing views after the budget stops; a banner stops the same day. Which is content, which is

pAVRHISINGRa nE  IENTNNS: IAENS, BANEERS?

If an answer names only a channel and not a dimension or a number, it is a preference, not an analysis.
MRERZRSH—NRE, RERHEESHF, BERT. ~201.
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WRAP Take-aways What to carry into Lesson 13

ARG

THE ARGUMENT - FiRfI4EiE WHAT TODOWITHIT - E4H
® Three dimensions answer three questions: where the trade runs, Before a show: give each feature a task and an indicator.
why trust exists, when decision is compressed. FHERD: EBIWSE—MESZSS—MET.
=NMERERIZ=A: RZEEW. SEMTE. RRABSHELE, I
After a show: compare contribution per order after returns.
¢ Content accumulates an asset; display advertising rents a B=E: tWRIBSENEEREE.
position; livestream buys a slot. : )
NAFEETS, Er LS, BRI, Ask what each channel keeps costing once the night ends.

[BEMEFEEEREN R BREE T A,
® Public room buys reach, platform room buys scale, own

community buys repeat.
NEEREESLAA, SFEERESINE, BRHEIEN,

Term g%k Itis B2 It is not EARE
ik == =2

A view count An input you paid for A result
NEE {RITTERRTIRA —NE

A private community A channel you must staff Free reach
BB EEANEZERERE A

The channels do not replace each other; they have different cost structures. The skill is combining them and measuring each
joint.
ls.%iéZl‘EﬂK%%ﬁ?é%\, BAIRIRASHEAR, HIEREENZRESE(IHEREE,
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SRC Sources and calibre Where each figure comes from
KRESOF

Source ¥KiE Section (Y& What it states R AR Used for FHi&
kiR hE nE =2}

M-commerce
definition; social
commerce
SRC-002 definition and its The two dimensions and the 90 billion figure
BIBEEEN,; R
;!;F«:ﬁ%)‘i‘—iﬁlﬁﬁlzﬁj

Retail m-

SRC-002 COMMETCE FEVENUE e 2.8 trillion and 4.5 trillion figures

o via eMarketer =
Flg 210 ewmamh, (000 Pl

eMarketer #£3|)

Display advertising
Iltiples , , ,
SRC-003 mutip'es, Relative attention only, not a guaranteed lift
§333 MediaMind 2012 ryugmimssenn, FRakies

BRI S15281 (
MediaMind, 2012)

Mobile marketing
spend about 250

SRC-003 b!ll?on of ?bOUt 340 Advertising money, not goods sold
§33.7 ol o orllrys B8, AR

B-haai<t HHea 25NN

Every number here carries a year and a calibre. Drop either label and the number stops being usable for a decision.
BT FhonE EEA—ME, XTEFMARRTRR.

ivestream
defmltlon, 2016
SRC-003 timeline, four Definition and features; not a profit claim
§3.5.1, §3.5.1.1—3 features ENGHE, TERFIRE

EEEN, 2016 FA
(B]2% 5 P IRRF e 27128



LESSON 12 - MOBILE, SOCIAL AND LIVESTREAM

Name the dimension,
then name the cost.
SEIRMERE, AL,

NEXT: LESSON 13 - F—if

The sales funnel: turning one bad month into a countable leak.

HERS: B EENRHZNR—EALATERIRKR.

SESEERIHLES - Cross-border Ecommerce - Guilin Tourism University
BRIm SRR - 2026—2027 FEFE—FH

“A platform livestream rents you a crowd. Only a channel you own remembers you tomorrow.”

WER—aiE: FEERESR—EA, REIRE CRRERXEICER.
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