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LESSON 15

The shelf said no,

the catalogue said yes
KEEH - 2RSSR AL5T
Textbook §3.4.2 and Fig 3-3, read against §3.2 and §3.3 - a 90-minute bilingual lesson

90 minutes English first, Chinese support Lessons 11,13
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Course - EIERENEEE Cross-border Ecommerce
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“The long tail is a shape, not a promise. Whether a niche pays is unit arithmetic.”
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How this lesson runs

NRRYHLFTL

]JE: min

Warm-up: the scissors with a bill
=17 BKERANET]

Shape, enablers and unit economics
AR, (ERESMFEERMEST

:2:(3’ min

Case: the ledger of one listing
= —FRuEERIIKAR

]JE; min

Task and close
REEFZERER

Same product, two shelves, two outcomes.

What makes the tail reachable and payable.

Contribution, break-even, margin shock.

Keep it or cut it, with one condition.

Every part of this lesson answers one question: is this niche reachable, payable, and still profitable after fulfilment and

returns?

REFDIADEERE— MR XPMESEERIN, (JEERE, HERLASREEARD?
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our What you will be able to do

NRFIEIR

Say who named the long tail and in which year, and state how the textbook describes its statistical shape.
IR RE. EM—FRE, AMRAZ AR ESIHZR,

Explain why search, social networks and recommendation engines make tail goods findable, and why being found is not the
same as being bought.
AR, IRXMNBSHES [ ENLESEmAEAI, MR ARERIMAFT .

Quote the Amazon and Google examples with the textbook wording and its limits, without turning business into audited
revenue share.
BB RIESRESRMS IR DHSEHRAIGF, B WSS SEAERITHIAIMIN L.

Test a niche with contribution margin and break-even volume instead of assuming that small means profitable.
FREEF ST EHEREMO TR, MARKRE /N METHRE.

Each objective maps to §3.4.2, Fig 3-3, §3.2 or §3.3.
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ro,e Where this lesson sits Lessone 11 13 15

NRENMSRIE

4 )

BEFORE THIS LESSON - BIE4liR (5811, 13iR) WHAT THIS LESSON DOES - Fif{EF

® How consumers discover goods: search, social, Explain why an online catalogue can hold what a physical
marketplaces (Lesson 11). shelf refuses.
HEEWEARINER: R 132 5 (B118) . iR BRI RN SRR M.

® From seeing to buying: the sales funnel and its counts Give a unit-economics test for deciding whether a niche
(Lesson 13). demand is worth serving.
MNENZMWE: HERISIHE (F131F) . SHFIRTR D FBRESEEMAIBRNEZETT A,

® You can describe discovery and count a funnel; this lesson Keep the shape of the argument separate from the romance of
asks what is worth listing at all. the niche.
RERHERRIBEHRERY, DMRONEIRHABELSE, EISUENFAR S XN mAYRE D .

Discovery explains how a buyer arrives. It does not tell you the The product did not change between the two shelves. The channel

S listing can pay for itself. ) did.

Lesson 11 asked how a buyer finds a product; Lesson 15 asks whether the product that is found can carry its own costs.
11 RIERAHEE SR, 5 15 RaEKENEmeEamaEcs.
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case  Left-handed scissors, with a bill Opening material - A58k

EFET]: BRRNAD

A shop selling only left-handed scissors may not reach 200 pairs a year in one town, so the owner stops

stockingthemThe samsscassers. isied aniing, seilabont 12.000 PAIES 2 Year, AGE8S L SN,

THE TOWN SHELF - FiBEsse THE ONLINE LISTING - £ FH5#%

< 200 ~ 12,000

pairs a year in one town pairs a year across 14 countries
—MEEE—FAZ] 200 18 —&FE 14 MNEZRLY 12,000

Rent and shelf space need enough local buyers to carry them. One more listing costs almost nothing to hold.

WHAT THIS PAGE IS FOR - X—TifIfi&
A one-page ledger for one tail listing: price, margin, fulfilment, returns, advertising and final contribution — opened before the theory

is given.
Element &3& What it shows HBB{t+Z& Consequence 45t
CiE R4 &ie
Same product Nothing changed about the scissors The channel changed
AR AR RBEEHEE THEERE

If the shelf explains the difference, the next question is the one this lesson answers: what decides whether the niche actually

%%wb¢h7§m AAsE TR AR AR A A RS ORI 47

obal sufficiency Fourteen countrles add up to a demand a town never had ThIS gap is the door
C@’Eﬁ}@@der Ecommerce - Lesson 15 - ESIEREHHER SEREMBEMREITHIER XEEHEAND 05/28



ocus What to master, what to watch

FIERSHER

KEY POINTS - 3#3&5

® The long tail is a distribution — a few high-amplitude items plus
many low-amplitude ones — not a claim that niche beats hit.
RKEE—Momii— A HEEESRINAERIEEDm—MAE
INRBESIRFR" RYESK.

¢ Search, social and recommendation make the tail findable; cheap

inventory, fulfilment and payment make it deliverable.
BR. ARXSHEFILESRISHE, REAFEE. BUSSTILEAHRER
1.

¢ Atail item lives or dies on unit contribution margin and break-even

volume, not on being different.
R mAIESERR T RASEEN SHTEHE, AR "SATE" 1Y

Rig.

THE ONE-LINE RULE

Focus and pitfalls

COMMON DIFFICULTIES - TJRERTMES

® Reading the long tail as advice to go sell obscure things, and
skipping the volume arithmetic.
IBIKREEER "R I, BUIHERA,

® Treating listing as discovery: a tail item with no searchable title
and no reviews is invisible.
8 " EZR" ek WA | IREEUERE. IRETHNRIES R mESTA
E—l-)ll—l-lo

® Turning the Google example into a revenue share when the
textbook says business.

IEAMAIBIFRAMINGEL, TEREIE "Wkss”

Write the ledger before having an opinion. If the class ends believing niche goods are naturally more profitable than hits,

06 /28



The long tail as the textbook defines it §3.4.2 - Chris Anderson. Wired, 2004

I PHIIKE

Named in 2004 by Chris Anderson, then a writer at Wired: rank a category by popularity and usefulness, and a few

exiremetypopulpvitemsformithehesdwhile aupopelarmed micheitems fonpethelomgtailsLan, i TR SAD R
=

Element & Definition FEX What it implies SkE
R EX B%E

Head A small number of extremely popular items Fights for a large share of few goods
SLER DEIRZIIBRIE ey S IR PN
Tail A long string of unpopular and niche items Assembles many small goods into a catalogue
==k —RKERNISHES B R BRENERER—BR
Statistical shape Fewlhlgh-amplltude events plus a great many low- HoIIywo?Tj: a few blockbusters beside thousands of
Gtk arnpju_de ones unseen films ‘ . \ ’
P EEESHINAZMIEESMY 17315 DEKREEMT LRI AN
HOW IT RUNS - #{aiE{E CONDITIONS AND LIMITS - F45RE
® Plot sales against rank: the curve drops steeply, then flattens into ® The cut between head and tail is artificial and differs by category;
a long thin right-hand side. no universal percentage defines it.
TCHEXHFRIFE]: HZhERE, ARRTERANAKIGERATN, SLERSREERIDREANN, HEMEMS, KEEANEDEAILIEN
¢ Sort by sales, compute cumulative share, and count how many =
more listings ten extra percentage points require. ® In theory the curve is smooth; in practice it is ragged, and an
EHEHER, TR, H—EBEEII T T EsRReS D EEm. occasional hit inside the tail distorts the impression.
I EHIZOEE, THPSEATT, EabEARHIAVERSHEARED
%O
The long tail is a position in a popularity distribution, not a style or a taste. A niche item that sells badly is still just an item that
sells badl

tﬁ)%%%ﬂ’ﬂﬁﬁfﬁﬁ?ﬁtﬂ’ﬂ—ﬁ\{ﬁ%, FENSERK, EERENS M, PARR— I ZEENBR.
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SHAPE A feW high9 a great many IOW §3.4.2 - ashape, not a slogan

PHERE, KEMIBE

HOW THE TEXTBOOK DESCRIBES IT - ¥#189i5iA WHY THE SHAPE MATTERS - iR BIEE

A statistical distribution of a few high-amplitude * Only the shape explains the logic: each tail item sells little, but
there are so many that the total can matter.
REMREERLEZE. 81 EmmEE), BHENRS, itk
DHEIBEEN + ABEIEEEATRIT . =%k,

® One tail item cannot carry fixed cost alone; many thin items

The example is the film industry: a few blockbusters beside together can.

thousands of films almost nobody has heard of. BANESERLTEEEFRIEEEMA, RZEmmatekall,

events plus a great many low-amplitude ones.

Reading i&Ei% Action TE What it reveals R4
597 e SN A
Step 1 Sort items by sales and plot the curve Steep drop, then a long flat right side
F— 1ZHEHEFFHEE JohebE, BhHKmFERIAMN
Step 2 Compute the cumulative share of the head The head keeps most of the volume
BTH TTESLEBNRITHAER LEMBEREDEE
Count how many listings ten more percentage points I .
Step 3 This is the price of breadth

=3 need P AR BN

%&_ﬁﬁﬂﬂﬂ'ﬁ\gﬁj\,ﬁgﬁ/ mf’éﬁuu
This shape lives beside the 80/20 rule rather than against it. The head still dominates; the tail is newly reachable demand, not a

replacement.
S OATT R —

=kvili=kim oo

If the take-away is that niche goods are naturally more profitable than hits, the reading has gone wrong.
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ENABL What makes the tail reaChable §3.4.2 - search, social, recommendation

REEBE AR ARA

01

Online search Social networks Recommendation engines
ER53EAN 113z RI%S HEFS |

Turns a need a buyer cannot name into a query. Carry a recommendation across borders. Put a cold item in front of the small audience
that needs it.

TWO OPERATING CONDITIONS THE TEXTBOOK DOES NOT LIST - ##1k5H. FEEHFZHIBIPIEESRME

Low-cost inventory and fulfilment Cross-border payment
R ANEFSEL BIRsZ (Y
Without cheap holding and shipping, a visitor cannot become a customer. Without a payment the foreign buyer can actually use, the order never
completes.
Check HEIR Test t8367530 Why A+4
=i [SETYSE R4
Can it be searched? A searchabile title, attributes and reviews exist Discovery is a capability
25 BHERNE. BESTHNY WRIMZ—FHEE

Social sharing or recommendation can reach the small

Can it be surfaced? Not guaranteed by listing

> audience A
sz - GMERME " . . sy & Z|
HESEING T L ERRRIEAER
Can one unit be shipped? Fulfilment cost fits inside the gross margin Decides contribution
B RIS JBLIRAZASHEER IRTETIBAER

The textbook claim is about possibility, not probability. Being found is not being chosen, and it does not cover what being

found costs. o . o .
HMNEKREXT "FaE" | A2 "HF" . BIAFTHRER, BAEE "WHE" AR,
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Contribution margin and break-even volume Unit economics - B

REAEHN SRR

THE TWO FORMULAS - B/MAT WHY IT DECIDES THE CASE - A{a:RERMK
Contribution margin = price — all variable costs ® Atail item cannot carry fixed cost alone; profit depends on low
—— marginal cost, catalogue breadth and cheap enough acquisition
BIAER] = i - SEWERA s ? b EnoHgn aca
Break-even volume = fixed cost of the item = %ﬁﬂ%&%ii?ﬂ@ﬂﬂﬁﬁﬂi; BAKBMOOIREA. BET ESER
bbb e e . . o R AL,
Scenario 5 Input §A Arithmetic E3% Reading &
i BN =E2y &
Base case 18.00 price, 35% margin, 5.20 fulfiiment 6.30 -5.20=1.10 Positive, but thin
HEBH & 18, FEF 35%. ELY 5.20 St5aEt 1.10 NIEBERE
Margin down 5 points 30% margin gives 5.40 gross profit 5.40 - 5.20=0.20 Almost nothing left
EFpES MEDR FEF 30%, SHEEF] 5.40 HHE5Rk 0.20 JUFAE
Fulfilment up to 6.30 Gross profit equals fulfilment cost 540-6.30<0 Every order loses money
JB£9Ft%] 6.30 EFISBLIRAEE GV RS
HOW TO RUN IT - HI{aigfE CONDITIONS AND LIMITS - ${5iRH
¢ Compute contribution per unit, then break-even against the item ¢ Digital goods have marginal cost near zero; physical goods add
own fixed cost — advertising, photography, listing management — stock, handling and returns. Aggregation is not selling everything; it
and suLn:;L_he%ortfollo against total fixed cost. o is a catalogue %atherlng;many small demands.. » "
SEERN RN, BamESNEERARITE: &, HE. 5 HFE MR AR T TRmbEET. BIESRE. ReAFT
12, AEEEES5EERERALLR, t2&B, MEEREXRE/NEKCE—IE,

A five-point margin move is unremarkable in sourcing, and enough to turn a workable niche into a hobby.

KW 5 MEDRIVENZUBEEERND, AMENE—ATEDZMA— I ET.
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The tWO exampleS, qUOted Cal'eflllly §3.4.2 - Amazon used books, Google AdSense

FAMAIRE, 1E1ES (A

AMAZON: USED AND OUT-OF-PRINT BOOKS - Tr5#|H$

“We now sell more books that would not have sold before Millions of small firms never advertised; thousands of small
than books that would have sold before.” sites had no practical way to sell space. AdSense made
advertising self-serve and cheap.
"BAIEEER. IEZAHENS, tEEZEBHENBES, HER/NMEANFKIGIT 5, BTNt B SERRIASE S
® The sentence is about breadth: the online catalogue removes a ® The textbook then says half of Google business comes from these
cost that physical retail carried — holding unsold stock. small sites — business, not audited revenue share.
XOEHNERE B L LBRER T AT EFEHHEmMAYRA. FREER AR —FR WS RKEXEN\WLL, & WS, AEEIHY
AW L,
Item 2B What it states [R 1= Rule S| BN
E= 0= A
Amazon sentence Breadth of catalogue, not profitability Do not read it as every slow book earning money
W EERaTE HEMET B, AEFE= REERE— AR PE R
Google half The textbook says business, not revenue Keep the original word when quoting
BEAT—F EMRRIRWSS, 2K 5| AR RERIRIA

A slgw bOOk’IS cheap to hang online, costly to rent The same item can be viable or not

Storaae cost
A cautious student keeps the textbook wording. Rewriting "business" as an exact revenue percentage invents a figure the

source does n

IEENFESIRE %ﬁ%ﬁﬁﬂ B "hSE" NERABIHRANB DL, BIERKRRBEHATEE.
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coops YWhy the advice travels better digitally Y Y I —

AR EER TS Em

( )

DIGITAL GOODS - = iis PHYSICAL GOODS - E¥Ifm

® Marginal cost is close to zero, so one more copy costs almost ® Every added item brings stock, photography, copywriting, service
nothing to serve. and return handling.
BRI AEIETE, Z2RS—HILFA L. B RS —MER. BR. XX, BRSBRELGHE,

¢ Alarge content library can be indexed, recombined and resold ¢ Breadth without discipline produces complexity, dead stock and a
indefinitely. catalogue nobody can search.
BANABEITRRENR. HESHE, RECENT BESwREFNE. RiFEFI—MEEERZRER.

® This is why the textbook addresses digital sellers first. )

BB TR W - BT [RS8 Fo iy SE 2R A S A
Dimension %$E Digital £ rm Physical LY/ m
U HFmm IR

Marginal cost Near zero for digital Stock, handling, returns for physical
WBPRBA HrEmaE YEmaEr. B#F 1B

Cost of breadth Almost none per extra item Fixed cost per listing: ad, photo, copy

I~ ERIBA BZ—%FHE BREENEERA: T 5. HE. XX
Failure mode A library nobody finds Dead stock and unsearchable catalogue
KWHZS RANEBRINASE RitBFEFSEAZRER

The long tail is not free. It is cheap per item and expensive in total: breadth only works as a portfolio in which each listing feeds
itself.
—~ = —7— =

Each listing carries its own fixed cost, so each listing needs its own break-even volume.
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es7 Three questions before listing a niche Checkist - #

FREZRIHI= Al

How many people worldwide search for it? Search volume decides whether the tail item can be found at all; a
LIEZ/DAEEE? listing without queries is invisible.

BRERCEMBmESHEE, REEIREEERT LA,

Will they pay this price once found? Price acceptance decides whether the gross margin exists before any
W22 ERARHXAMN? cost is subtracted.
IMSEZEREEFNEEMIL, R,

Do fulfilment and returns fit inside the margin? Contribution margin and the return rate decide what is left; this is where
B SIBEEEANEE S ER? most niches fail.

RENBFSRERRERER M4, SHAD EEXEXMH.

The three questions are asked in this order on purpose. Reachability first, then price, then the arithmetic that decides survival.
=N NMFEREEN: Sk, BNE, SEfRELEFTNEAR,

13728



cost YWhat breadth costs, and the discipline it needs A% - aEEEEE S e

I BRI SRELE

WHY AGGREGATION WORKS - BB& I WHAT IT COSTS - f{iiEft4
¢ Because each tail item is thin, the model works only as a portfolio: ® Breadth without discipline brings complexity, dead stock and a
many listings, each feeding itself, together covering fixed cost. catalogue that nobody can search.

IRBLENT ESmRERE. RbtEFI—MEEERZNER.
RN ERPEmEMRE, XMENRBEFNEASHI: S&EER, 8%
FEEC, GEeREBEEEEMT.

Requirement B3k What it means & X Rule g0
£ ax HL

Breadth Many listings, each with its own fixed cost Each needs its break-even volume
I'E ZEEE, BREEECHEREMS BREEECHFTEEE
Searchability Titles, attributes and reviews must exist Listing is not discovery

AR e, BHESTHTYIIEE FEREFETHRN

THE ASYMMETRY - AiRHEAIIER

The long tail rewards breadth, searchability and cost discipline, not enthusiasm for unusual goods. A seller who cannot answer the
pricing question keeps finding demand and keeps losing money on it.

The next lesson asks the pricing question: who pays, how much, and through which mechanism.
T—REEREMNER: Tk, I, RBFLEL,
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ex1 The contribution of one niche pair Worked example -

— 1AL TIBITREA

Left-handed scissors at 18 dollars, 35% gross margin, 5.20 dollars of first-leg and last-leg fulfilment.
EFETIEM 18 v, FFIE 35%, LEMER 5.20 =T,

Gross profit per pair Contribution per pair Year at 12,000 pairs
—£ 12,000 &8

18.00 usp 6.30 uso 1.10 usD 13,200 usp

EHEEM 18 x 0.35 6.30 - 5.20 R E51B5K

Arithmetic H3{ What it measures BEft+4 Warning 128
g B4 i
18 x 0.35=6.30 Gross profit per pair before fulfilment Margin is not profit
18 x 0.35 = 6.30 NELRNEEER FERAZEFE
6.30 - 5.20=1.10 Contribution per pair after variable costs This is what pays fixed cost
6.30 - 5.20 = 1.10 RN A RIS IR X7 =R EEAAT
CONCEPT USED - IS tising THE TRAP - &P
® Long tail operation and unit economics: contribution margin first, ¢ Stopping at 6.30 and calling it profit. Fulfilment, advertising and
break-even volume second. returns still come out of it.
KEZESBRNET: SETpEr, BEHHEE. 87 6.30 HifF, FHEEWFLE, BAY. S5 REEAENERHL.

Concept used: long tail operation and unit economics. Twelve thousand pairs is a demand result, not a profit result.

ARERIES: REEESRNUEN. — AW TIERERER, FE2MEE 1528



e, Advertising is a fixed cost per listing Worked example - 54

SR ERIHERIEIERA

THE BREAK-EVEN QUESTION - }T3E|q5h WHAT A THIN LISTING MEANS - BiHEEFETA

® Atail listing selling fifteen pairs a month is not a business; it is

being subsidised by the rest of the catalogue.
—1AXZ 15 ENESHRARER, MEEEREEMERELMNL,

40 + 1.10 = 37 pairs a month

Forty dollars of monthly advertising divided by 1.10 dollars of
CORript ; ETEEE 44
%t M;@%f%ﬁ%uﬂﬂ 1.10 SSToam, 4937 18, ® The listing in this case sells about a thousand pairs a month and

About 437 pairs a year before returns are counted. covers its ad\Lenising easily.
REHIXFHEHEEASELZ 1,000 18, TEHR0NEE.

Item IRE Figure £ Consequence 45it
I =z #ie

Monthly advertising 40 dollars, fixed for this listing Independent of volume sold
BAS X&HEER 40 5T, B SELZ0F

Break-even per month 40 + 1.10 = 37 pairs Every listing needs its own
BRIT¥E 40 + 1.10= 37 18 BRIEHEHERCHR

Fifty new listings Each must clear its own 37 pairs a month This is the price of breadth
AR REE BREERBILEIEA 37 R BRI

Concept used: break-even volume for one item. Advertising is fixed per listing, which is exactly what makes breadth expensive.
RRIIES: B EmiIHEE. [ SEEBREENEERES, XIER ES=RE.
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case The ledger of one tail listing Teaching case - #AEf (R2H)

— SRR RIS

BACKGROUND - E250a

A seller lists only left-handed scissors on a cross-border platform: about 12,000 pairs a year across 14 countries at 18 dollars, 35%

EiSIghRaNE A OIS oREBIR0 doltarsiayeTae SNt 2% retearatelatoyiRrghaTstoand ik EEOREwn/ER dotsssefl iE
Higa iy VBRSNS AT BEERAL 9 5T, SHEEA 4 40 £,

THE INPUTS - IR THE QUESTION - MHlGAYIRER
® Price 18.00; margin 35%; gross profit 6.30; fulfilment 5.20; ® The niche looks exactly like what the textbook promises: demand a
contribution 1.10. local shop cannot serve.
&4 18.00; FEFI 35%; SHBEF 6.30; ELY 5.20; 3@k 1.10, XM BRKIERBIIAERINFF NHEHIRSA THIFK.
® Before adding fifty more niche items: can this listing cover its own
® Returns 3% of 12,000 is 360 returns; handling cost about 9 dollars cost, and how much margin movement can it take?
each. EBRINA+ MO ERZAl: X—FEREEEECHRA, LIREREER
IBET 3%, B 360 )R; BIRAIERAL 9 5T, 22 KFEFIKEN?

® Advertising 40 dollars a month, 480 dollars a vear.

Step £ Arithmetic S Note 588
I g Ul

Step 1 18 x 0.35 = 6.30 gross profit per pair Margin is not yet contribution
FE— 18 x 0.35 = HHEEF 6.30 IRHAA 2 5k

Step 2 6.30 — 5.20 = 1.10 contribution per pair What pays the fixed cost
L 6.30 - 5.20 = EHESRHL 1.10 PSR B ERARIER

Step 3 12,000 x 1.10 = 13,200 annual contribution Before advertising and returns
B=F 12,000 x 1.10 = FE5IEL 13,200 RO H5IBE

The case is fictional and does not correspond to any real shop, brand or transaction. All figures are teaching simulations.

ASEBINBFREN, AR GRS oy aeiesk 385y, FERelT IHFIRIL, S E U A
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wary Lhree scenarios for the same listing Sensitivity - SRHE
[R— PR =FMER

Scenario 15 Arithmetic §x{ Result 58 Reading i
(717 =Ly 7 373

About 790 a month, before

Base case 12,000 x 1.10 — 3,240 - 480 = +9,480 dollars a year

T B - 4 e — staff and software
EEHE 12,000 x 1.10 - 3,240 - 480 Y +9,480 QR 790, FitARSHH
Margin 30% 12,000 x 0.20 - 3,240 - 480 = —-1,320 dollars a year Five points turn profit into loss
FEF] 30% 12,000 x 0.20 — 3,240 - 480 F4 -1,320 =55 AN ES RIBERFZERSIR
Fulfilment 6.30 5.40 - 6.30 Contribution of zero E;/:r:y order only returns the
B4\ 6. 40 - 6. REANE = Gtk
2630 240 - 630 RIS e NIRRT
Returns 6% 13,200 - 720 x 9 - 480 ~ +6,240 dollars a year The return rate moves the
CONCEPTS USED - MRi& TEACHER NOTE - #fiig%
® Long tail and distribution shape; enabling conditions; unit * Demand the ledger before the opinion. The two traps are calling
economics; contribution margin and break-even volume. 6.30 profit and forgetting that advertising is fixed per listing.
KESHSMIA, feesRl, KEEESRUET, mmErSHIHEE ERAEWAEHIRT. FAER: 1€ 6.30 HFiE, ic/ SE850%
o HEERLAS.

WHICH LEVER DOES THE SELLER CONTROL - ERERCEEIEHIB—

Among price, fulfilment and return rate, ask which one the seller can move directly — and what moving it does to the
other two.
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Sales distribution of a long tail

KERHED T

Bar t Share of sales {EZ=qkl
= =15 d

Tail niche F
Head hit A 92 - 46%
SLEBIEFR A 46%

Tail niche E
Head hit B 48 - 24%
SLERIRFK B 24%

Tail niche D
Mid seller C 28 - 14%
fEERE C 14%

Mid seller C
Tail niche D 16 - 8%
KEHM7D D 8%
KEMD E 5%

KEMS F

3%

Teaching illustration - #HZrE, JEELA11E0HE Course illustration, not real statistics

READ THE BARS AS AN INDEX - tHiEpktESIEEY
Relative sales index; the bracket gives the share of category

S2i58dR 1Dis IuSAlOn— o ey e oy

The first three bars hold 84% of sales; the last three hold 16%, yet they stand for a mass of items the figure cannot draw.
BI=IRIES 84% HUHE,; E=RR G 16%, EE(IENEEFEAR FHAZERER.

Cross-border Ecommerce - Lesson 15 - [EESEEEHS 19/ 28



How to read the distribution Reading guide - EEIER

XK

Read each bar as a relative sales index The bracket is its share of category sales in this illustration, not a

RIS E 2L measured market share.
ESHNECERETNEREESLL, AN HIANER.

The head holds most of the volume Three bars carry 84%; the last three carry 16% while standing for many
N A )1 more items than are drawn.

BI=ARIES 84%; [F=tR4 16%, MIRNRITZTEHENERIE.

It shows the shape of the argument The figure is a teaching illustration and contains no real statistics for
ERTHNZICUERIFSA any category.

KEWNAHETE, FRETESTEERIFIHEE.

Real distributions differ by category and are ragged rather than smooth; an occasional hit inside the tail distorts the picture.
SEOMEmMERMRESEAST, BafEE/RENEARSHEHEIAREISR,
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wrn Six things to unlearn

NE WiIRAE

01 COMMON SAYING HERifi%
The long tail means niche goods are more profitable than hits.
KESEWERD B mUEENR .

WHAT TO SAY INSTEAD ({&IFii%
It describes a distribution. Each tail item is thin; profit depends on

copinuianmargi, beeaksEy epReiume AR shesmpegyiSHpEL: 8 5T 5
AISRETARAN.

03 COMMON SAYING RNtk

The long tail contradicts the 80/20 rule.

KESZ/\ERERFE.

WHAT TO SAY INSTEAD {ZIFijti%
They coexist: the head still takes most of the volume, and the tail is newly

reachable demand Residedls, B EEHIETAbATE K,

05 COMMON SAYING HRitix

Listing is cheap, so tail items have no marketing cost.

FREE, FUARTBmIREEHA.

WHAT TO SAY INSTEAD {&IFifii%

Advertising, photography and listing management are fixed costs per item,

posacmteaxnasdsateewn DIAANTEPR YRR S Rt R E H CAHT T

=,

Cross-border Ecommerce - Lesson 15 - [EESEEEHS

02 COMMON SAYING ERiii%

List a tail item and it will be found.

IBESERLE, BEASHWAIL.

WHAT TO SAY INSTEAD {EIEifi%

Being found needs a searchabile title, reviews and recommendation;

AraRlRgmenUoRRR CRaPeites (et sonsEauanCasRigiNga RS R,

04 COMMON SAYING ERiRi%
The textbook says half of Google revenue comes from small sites.

R BT RN Wi,

WHAT TO SAY INSTEAD {EIFiii%

It says half of the business comes from those sites. Keep the original word
BWSRAbaED rewsiing)izas MEGUURAGRNRI G (REBIRIA, AEXSHAEHHIIL
N=1%

06 COMMON SAYING % Ritix

A niche selling 12,000 pairs a year must be profitable.

—&F5E 12,000 BRYHS —EBkER.

WHAT TO SAY INSTEAD ({EIFiiti%

Volume is not margin. The same volume at five margin points lower turns

S48t dotiarsrgf qepirialionsieatsss NES SFESLE 9,480 ZETTRIES

PSR,
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RERIANE
Long tail
KE
Head
LB

Niche market
Mo ThiA

Recommendation engine
HEF5IE

Search engine optimisation

{SRONE(L

erms K€y English terms

The right-hand part of many low-

J%ﬁ]ﬁ%?f'lfgs s mm
un%ﬂ % MiERs

The small number of high-volume,

Ng-ateon tems - noms .

A small, clearly defined market

S genceRed N A gty
)

A system matching goods to

%% %{F’?zﬁé’%ﬁﬂ@a@a

Improving natural search ranking

o cantentand SIueuie., -
HESROME.

Content library
REEE

Marginal cost
AIGNAZN

Aggregation

BEX O
zk A

Contribution margin
STEAER

Stock-keeping unit (SKU)
L= E 2=l

Ten terms - +1\AKiE

A collection of goods or content

%aﬁgﬁ%mﬂﬁ%ﬁéﬁﬁ

/\ A

The cost added by producing or
AR ORG o bt

Bringing many scattered small

RERRSR e 2R ey

FUAE,

What remains of price after all

N =

The smallest unit whose stock and

SRR A anascd seRsitls o
BT,

Contribution margin and marginal cost are the pair that decides a tail listing: one says what is left, the other says what the next

unit costs

TR SRR AR RE R IHEN T BIEBHARIHA,

FERT—HERZD,
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TALK Class discuSSion Four questions - P&

TRETJIE

Name a product hard to buy at home and easy to find online. Which enabling condition is at work, and which one is still
RISSIGREEANMESE, W ESHARR. EIFFRIERRERE—? EEH—?

Answer with a formula and a number, not with enthusiasm for the niche.

A tail listing sells 20 units a month with 40 dollars of advertising. Do you change price, advertising or fulfilment first, and
WhatgoyeueRRER I, [ 40 T, (ROSEKINIE. [ERRELN? TPSREHA?

Answer with a formula and a number, not with enthusiasm for the niche.

O 2 AT IR AR "N ? EREEI AN, XAKEIHAEE?

Answer with a formula and a number, not with enthusiasm for the niche.

Would you advise a factory to build 500 tail listings or 20 head products? Argue with contribution margin and break-even
YRINERe OLPSRISERRGSs I, RE 20 NLEF=R? ERRMERNSHEHEEIE, FERRT.

| Why does the textbook say Google business rather than revenue, and why does that distinction matter when you cite it in a
| Answer with a formula and a number, not with enthusiasm for the niche.

Refuse answers built only on how unusual the product is. Ask for contribution margin, break-even volume and the cost of

beinlg found. ) . . i y o .
BEREVE "BRESE 2 ENEER: ERRmER. ITFEESHANBIRA.
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sk Price one tail listing 10 minutes - pairs

‘e—FRREREHREMN

Write the unit economics: price 18, margin 35%, fulfiiment 5.20; compute contribution per

; PP e Contribution per unit.
erenzin: &0 18, EFI 35%. /B2 5.20, BB, ibution per uni

Compute break-even against 40 dollars of monthly advertising, then add 3% returns at 9
SOlaESRaRNA0 T/ SR TR, BN 3% IBE. EIR 9 ETHIRAN.

Break-even plus return cost.

Recompute with margin at 30% and write the new annual result.
BEFZESCD 30% BEE, BEHMIIFELER.

A signed annual figure.

Write a keep-or-cut recommendation with one stated condition.
SHARBESIIEINEN, F— P aiesE M.

One decision, one condition.

STUDENT OUTPUT - 247

A one-page contribution table plus a keep-or-cut recommendation carrying one explicit condition.
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QuIZ Flve qIIICk CheCkS Answer before discussion - BB ITIS

=Rl

Who named the long tail, in which year, and how does the textbook describe its statistical shape?
KERE, AR—Fpa? BMUEHEAESIHIAR?

Price 18, margin 35%, fulfilment 5.20: what is contribution per unit, and what is the break-even volume against 40 dollars of
Bontly agvesisinggy 5 20: SERHES? BEEH 40 S ST EEERSD?

Why does a five-point margin drop turn 9,480 dollars of contribution into about 1,320 dollars of loss? Write the arithmetic.
A AEFZETRE S5 MAEDR, S 9,480 SSTHISTAREERKLY 1,320 E5iR? SHER.

Each new listing spends 40 dollars a month on advertising. How much must it sell, and what does that mean for a catalogue of
iy holingst o 40 2257, ©ERERSOABES? SR RIHENEREREHA?

Why must the Google example be quoted as business rather than revenue, and what error does the rewrite cause?

ATABTEIGIFME RN S AR "W\ ? BESERTAEIR?

A correct answer separates volume from margin and states which costs are fixed per listing. Without that, the same sales

figure supports %posite decisions. DT o . N
ARNERSIEHES TS T, FRBRLENARSRERNERENAE; SN EERHETLSHFERAIIRTE.

HE
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WRAP Take-aways What to carry into Lesson 16

ARG

THE ARGUMENT - #9455 WHAT TODOWITHIT - E4H

® The long tail is a distribution: a few high-amplitude items plus a Write the ledger first: contribution per unit, then break-even
great many low-amplitude ones. against the listing own fixed cost.
KEE—MoHm: PHEREDmITAERIEERSMR. FEEWA: BALIEER, BB SHEREMAKRITE.

¢ Search, social and recommendation make the tail findable; Test sensitivity: five margin points, one dollar of fulfilment, three
cheap inventory, fulfilment and payment make it deliverable. points of returns.
BR HRXSHEFLREARRHEE], MR ETF. BUSTILBraHas MRS : 5 M EDREAN. 135TEY. 3 T MEDREBE.
1,

¢ Being found is not being chosen, and volume is not margin. Quote the textbook wording; do not upgrade business into
WRMAEZETHIES, HEBAFTER. audited revenue.

SIREIRIE, AEIE WSS FARAETHIAIA,

Element 3 Character $3iE Rule g
BE I sl

Head Few items, most of the volume Still dominates after the long tail
SLER SHEmMAREDHEE KEHIWENSES

Tail Many items, each thin Works only as a portfolio

&R REE@R, BNEMREE REVERBEEA RIS

A long tail seller who cannot answer the pricing question keeps finding demand and keeps losing money on it. Lesson 16 asks

that ueétiqn:who’ggxi how much, and through which mechanism. .
BIEA 7 ENERMAKESS, SAMHEEK, UAMETRKESHK. B 16 1REE0: W%, G50, Bl
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SRC Sources and calibre Where each figure comes from
KRESOF

Source K& Section (& What it states EX AR Used for FHi&
KR NE AE s

Long tail named by
Chris Anderson in
2004; head and tail
SRC-003 defined by popularity Definition, year and author
§3.4.2 and usefulness EX. Fn5IFE
KEBREZER 2004
Fapdh, BXWEES
BRAME N a5 ER
Statistical shape: few
high-amplitude events
plus many low-

SRC-003 amplitude ones, Shape and its reading
§3.4.2 Hollywood as the ok S
example

GIHR: DUEIREE
PRI REEREEE, LA

Number = Status 4R Warning 128
G2 {E353 12EE

12,000 pairs, 14 countries Teaching illustration for the case Not market data
12,000 18, 14 ARERIMEFTR R EMAEE
13,200 - 3,240 - 480, staff and software

Net contribution 9,480 Write the exclusion when quoting

prpeu e— excluded = N
Distribution figure Teaching illustration with relative sales index Not real statistics for any category
vaxisl HFTRE, HEERHERRE AREIRENESLSET

Teaching simulations and illustration figures must be labelled as such every time they are quoted.

) SRS RRE RO TSIE, . e
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LESSON 15 - THE LONG TAIL

Write the ledger

before the opinion.
SEEMA, BT

NEXT: LESSON 16 - F—if

Pricing: who pays, how much, and through which mechanism.

Ef: TR (I20.0 BERREMILEH.

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

“The tail rewards breadth, searchability and cost discipline — not enthusiasm for unusual goods.”
WER—aiE: KEXM E. uERUESRALCE, AR IEmIIRYE.
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