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Twenty thousand wall lamps,
and ninety days of credit

B2B 1822 - EMZE. ARSI SR

Textbook §2.3, §2.3.1-2.3.4, §3.3, §3.4.1 and §3.6 - a 90-minute bilingual lesson

90 minutes English first, Chinese support Lessons 6, 8, 16
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Course - EIERENEEE Cross-border Ecommerce
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“The output is not yes or no. It is yes, on these conditions.”
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How this lesson runs

ANRAIBLFTC

12 min

Warm-up: the email from Germany Excitement first, verification first.
=7 —EkRERERHMG

34

Five columns, three Incoterms, two ledgers Who carries freight, duty, risk and cash.
RHHRMNT. =FBRZAIE. FAK

Case: the conditional recommendation Contribution, cash and the four conditions.
=06 RN

18 min

Task and close Six lines, at least four conditions.
REEFZERER

Every part of this lesson answers one question: on what conditions is this order worth taking, and who carries each cost until

then?
ZIKI%n/\%w%‘BT_ BIE: ETAZRGTXRESE, UNREERZEE—TAARIERE,
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our What you will be able to do

NRFIEIR

Judge whether an inquiry is typical B2B using the §2.3.1 criteria, and verify the counterparty before discussing price.
FA §2.3.1 BtnEFINNAREEE THE B2B, HERIMNBIXSERZZ LMK,

State the differences between B2B and B2C, and map the seven supply steps onto the §3.4.1 funnel.
i7BH B2B 5 B2C YESR, FHELMARIRTIRGIE] §3.4.1 AUR=St

Read a five-column quotation — landed cost, lead time, MOQ, payment terms and risk — and compare alternative
Incoterms schemes.
EERIIRNM—RIFERA. KA. EBITE. (REESENE—AF R ARBZARNELE.

Compute contribution margin and cash tied up, then write a conditional recommendation instead of a yes or a no.
BHRBEN SR, SHEREEN, MASERTEESAE,

Each objective maps to §2.3.1-2.3.4, §3.3, §3.4.1 or §3.6.
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ROLE

Where this lesson sits

NRENMSRIE

-

&

BEFORE THIS LESSON - BiE#liR (5£6. 8. 16if)

* B2B and B2C as modes, and who the end user is (Lesson
87B 5 B2C ARz, IARSIHAFZE (£ 618) .

* The seven-cost ledger of an order (Lesson 8).
—ITERCIAATIKA (55 81R) .

® Pricing mechanisms and the two identities (Lesson 16).
EMNBISMRES (F161F) .

You can cost an order and price it. This lesson asks whether the
buyer is real and the cash is fundable.

Lessons 6, 8, 16 — 17

WHAT THIS LESSON DOES - Zi2{EFf

Run a comprehensive case: no new concept, only the earlier

tools applied in order

ZERMIR, AEHTSR: B/ URNTERIFR—I&.

Turn quotation arithmetic into a written, conditional

recommendation.
EIRNEART R — D BIRZ G P EEIN.

Keep margin and cash apart: contribution is a percentage,

cash is an amount and a date.
BEFSHEDT: EFEEDLL, HNEE2ESTINHEA,
A brand name is not a credit rating, and a slogan about quality is

not evidence.

Lesson 16 decided who pays and how much. Lesson 17 adds the two questions a factory cannot skip: is the buyer real, and

can the cash be fund
2 16 FRTEETEL. ﬁ%//'\, 17 8 I E T RAFFRIFAN AR -

EENG, ReRERE?
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An email arrived on Tuesday Opening material - Z35%H

& R —=T speE

A team calling itself the procurement arm of a German hotel chain wants 20,000 guest-room wall lamps:
custom colour temperature and mounting holes, 45 days delivery, three shlpments, a quote that includes

ﬁ“ﬁggg*@ i {gPdaFsof %%’ﬁ%%}@%%fb%ﬁ%%g%@h gehia iR creai=aha SN s6'beE

/N

20,000 45 90
sets of wall lamps days, three shipments days of credit freight and duty inside the
2 FEEREENT 45 R, D=HEHER 90 KUKHA quoteizZ: 5K
Element B3 What it shows ii#BB{t+Z& Consequence £&it
CiE REAA Zie
Excitement The order is large, detailed and repeatable Treat size as a reason to check, not to skip
¥ TEBEX. #itgH. IIES AERZENER, A2PNIRYIER
Caution Nothing in the email proves who is writing Verify before quoting
Zi5 R4 R A R PEREIE A S SRS FoiZE, Bk
The real question Not yes or no, but on which conditions Conditions are the deliverable
HIFAYaRR FRERAE, MEETARHT S AR

This lesson is a teaching case: the company, the buyer and every figure are fictional. What is real is the list of questions a

coméetent sugpller asks before agreeln% PO, .
NREHLEHFEN: PWSIRNRE—IEFINEN. ELRZTRIANEEZN 2 ArZEErIBE—R FRE,
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ocus What to master, what to watch

FIERSHER

KEY POINTS - 3#3&5

* B2B is defined by who trades and for what purpose, not by the
size of the order; verify the counterparty first.
B2B AR ZEMSHIERTE, AHEFMANARE, BNBILRITZEIIIF
73,

® A quotation has five columns, and the Incoterm decides who
carries freight, insurance, duty and risk.
wINBERY, BEINEREEEREEE. KRG, XHSXK.

® Margin is not cash: contribution, deposit, credit period and
platform fees together decide whether a profitable order is even

doable.
EXNARUE: Tk, 2. KHESFEEHBSE—RE, T RE—EuEN
ITERZERT1T.

THE ONE-LINE RULE

Focus and pitfalls

COMMON DIFFICULTIES - TJRERTMES

Treating any large inquiry as B2B and skipping verification of the
buyer identity and authority.

I REEERER=AL B2B, BHIXI LR HSPRAVIZEE.
Comparing quotations on unit price only, ignoring that Incoterms

move freight, duty and risk between the two sides.
REZBMCBIRN, BEREZKEENL @R TictE, KKK,

Reading high margin as success, when a 90-day term and fronted

costs may make the order unfinanceable.
IBETERZAT, M 90 RIKERSEMTI AT sELL T SRR T ARER

Build the five columns before any calculation, and never ship a recommendation without its conditions.
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Is this B2B, and who is asking §2.3.1 - definition and verification

231 + = .
X2 B2B 15, [EhiEAJRIE

The textbook defines B2B as transactions between enterprises — manufacturer with wholesaler, wholesaler with

yetpilepsitypigally largesinguantityy meredetailedin sprciiention snd lomgeindead fimemvithpontinuing supphzs

AR LEA xarhhon tho niswnhaco Fooado woanoaatoad nwadisatinn

Test ¥JiE Evidence in this inquiry 2R RASERR Verdict ¥IE
i HE 2

Larger quantity 20,000 sets in one inquiry Test 1 passes
HEFEX — 8 2 AE % 1 TuEid
More specification Custom colour temperature and mounting holes Test 2 passes
MSES EHlERSLEA % 2 IuEid
Longer lead time 45 days, shipped in three batches Tests 3 and 4 pass
RHEREK 45 X, p=HtHER F 3. 4IuEd
HOW TO VERIFY - HO{i#%se SN0l CONDITIONS AND LIMITS - S{5HRS
® Check the domain, company registration, invitations to audit, and ® Public registration and a platform badge are evidence, not
payment records — independently. authority or solvency.
RELER. AEIEMMER. KB EIE SR, ATHEMEESTEERREIHE, FENREETEEIAIIEA.,
¢ Score the inquiry on the features first, then verify, then quote. ® Apurchase order and a deposit are stronger evidence than either.
FRFESER D, BZsE, RN, KUNTRSEELLXREHET .

B2B is not a synonym for a large order. A wealthy individual buying an entire kitchen is still B2C.
B2B AR ARUTRIEINE,;, —ERNAIRILEERRE, 5742 B2C,
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B2B compared with B2C §2.3.4

- end user, approval, price, volume

B2B 5 B2C (YER

The textbook contrast is short and useful: the B2C end user is an individual buying for personal use; the B2B end user

isgenterpeise byvingdarthe sompamysascio M A B2B LA 2R AR,

Axis H[E Textbook contrast ##333Lk Reading %
HE XItE X

End user B2C: individuals for personal use; B2B: firms for the company Who the buyer is
ZKimFAR B2C: AN AERMEIZRIMNA; B2B: ALTIRWAIEY LR
Approval Large purchases need approval by a company officer More complex purchasing power
2Eind RERWBERERER WA ARE AL HES SR
Price B2B negotiates price and terms; B2C often pays one price Terms are part of the price
s B2B MNMESImEM, B2C EEEFRIMN FAMEMIER—EBD
Volume B2B business volume is far larger than B2C Fewer, larger transactions
WsE B2B Ayl S5 &I AT B2C RZEMEEKR
THREE PRACTICAL QUESTIONS - =/ ES3[alRE WHAT EACH ANSWER COSTS - SAMEEREAKMN
® Who signs — which officer approves the order. Each answer adds a person and a week to the cycle.
EEF— MR AREXETT R, B &SR EEIm— AR —E,
® Who pays — which entity and on what terms. None of them can be skipped by a limited-time discount.
ERTK—IB DR, RATAFEK, BliEAE "fRETHTH" seBkidRY.

®* Who inspects — whose standard applies before shipment.
I B —— R ESRIEFRIERT A,

Three people, three weeks, one purchase order.

Mode is decided by who trades and why, not by the size of the invoice.
HIUEESIER . NARZRE, THRESTNRE, o8 26



aote A quotation has five columns T

RinMEHS!

A B2B quotation is not one number. It states landed cost, the starting point of lead time, minimum order quantity,

paymentiermsang de;allacation ofpisksetbythedneoterm, |\ %HAREAEREIIRIEDE.

Column %l What it contains I& Rule M
Gl RES AR

Goods, packaging, domestic transport, customs, international freight,

B A insurance, duty and after-sales
Hm. 8% Bk, &KX, BlirzE. R, XS8R

Built bottom-up
ERNIE=ETEES

Landed cost

Lead time State the starting point: 45 days from order or from sample approval The clock must be defined

o are two different promises \ AT
o SHEEA: TR 45K 5 HERIAS 45 R RRIRE IR

MoQ Set by tooling, material purchase and line set-up Structure can be negotiated
EITE BRE. MERBSFERHRE LEHIRT LR

Payment terms Deposit share, credit period and settlement method A disguised price

IFREMF ExLhl. WHSEEAT — RN

Risk allocation Inspection standard, late delivery, quality claims, currency and freight What the Incoterm does not settle

B4 surcharges o _ T RN S AT
R otehnt. RSN . FRZE. CESEEyns BAEFHA BRI

HOW IT RUNS - #{ahiE(E CONDITIONS AND LIMITS - S45RE

® Cost it bottom-up, choose the Incoterm, define the clock, then list ® Freight rates, tax rates and exchange rates all move; a fixed price
the payment nodes. with no index clause transfers every risk to the seller.
BTMLERA, EERZAE, SHINHER, BYIHARTR. BE. MERSCEPER, REEHFFIEENEETXRIEAESR,

A quotation is an offer, not a contract. With only a price and none of the other four columns, it is not a quotation at all.
RINMEREL, FEER, REMNMSMKERIMNUT, MAZEM.
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The same order, costed three ways DDP, CIF, FOB - 20,000 sets

[E—1J ERRY =P A

Known, simulated: goods and packaging 12.00 a set, domestic transport and customs 0.40, international freight and

msuranee 1.60; dutvseo wherethemeller bearsibrafieprsales peserye 0530557 8N)5F: 1.00, E/F7EE 0.30,

DDP contribution CIF contribution FOB contribution
FOB ERfiZaik

2."70 usb 2.50 usp 2.90 usp

18.00 - 15.30, & 15.0% 16.80 - 14.30, &5 14.9% 15.60 - 12.70, 5 18.6%

Incoterm Ki& Cost build FE45#3p% Seller cost ZE3XREA | Quote IRt Contribution &k
ANE B ASKEBE, SEZBRAS HRAM TR

DDP 12.00+0.40+1.60+ 1.00 + 0.30 15.30 18.00 2.70
SESRSTRA T 12.00 + 040 + 1.60 + 1.00 + 0.30 15.30 18.00 2.70
CIF 12.00 + 0.40 + 1.60 + 0.30 14.30 16.80 2.50
SEFRKEIZZRRIG 12.00 + 0.40 + 1.60 + 0.30 14.30 16.80 2.50
FOB 12.00 + 0.40 + 0.30 12.70 15.60 2.90
SRR B RS T F 12.00 + 0.40 + 0.30 12.70 15.60 2.90

The seller earns most per unit under FOB. The buyer may still refuse it, because the ranking depends on whose numbers are
gssd: FOB NEEMSRES, ERAuaebr Yy, FRFRRT RIERIEE.
THE NEGOTIATION IS ABOUT ALLOCATION - R¥IFEHIRSED

Who carries freight, duty and risk — not who is more reasonable. Same goods, same costs, three different promises.
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MATH Seller COIltI‘iblltiOIl and buyer landed COSt Why the two sides rank the schemes differently

RN TR B FRA

Ranking depends on whose numbers are used. Comparing total cost, the buyer pushes toward CIF; comparing

gosiribnipngive seller prefersEOBs CIF, LWiEHIISERSRITF FOB,

Scheme F% Seller cost ZERpEA Contribution SEZR&#k Who pays the rest ERHitE(T Buyer landed £5RZE
YAES SESRRAS SEZTER BT T5REE

Seller pays duty, nothing extra for the

DDP 15.30 2.70 - 15.0% buyer 18.00
) .70 - 15.0% . S 18.
DDP 15.30 2.70 - 15.0% SREIRER TRETOIH 8.00
CIF 14.30 2.50 - 14.9% Buyer pays duty of about 1.00 17.80
CIF 14.30 2.50-149% EZRBE£Y 1.00 AIKF 17.80
FOB 12.70 290 - 18.6% Buyer pays freight, insurance and duty =~ 18.20
FOB 12.70 290-18.6% ELEFEIBIEZE. (RIGSKH #718.20
( N
BUYER VIEW - EZR{ifa SELLERVIEW - SR
® Cheapest landed cost is CIF at about 17.80, against 18.00 for ® Highest contribution is FOB at 2.90, but the buyer landed cost
DDP and about 18.20 for FOB. rises to about 18.20 and will be resisted.
FFREEE CIF £ 17.80, DDP 7 18.00, FOB £ 18.20, SERRBERSAIZ FOB f9 2.90, BLREFMATEIZ 18.20, WA
15,
¢ A buyer comparing only unit price would rank FOB first and be ® CIF is the compromise both sides can defend.
wrong. CIF EXTEBREAFHPAIT.
HELRMBISERSIE FOB HESE—, APHitE T . )

The argument is not about who is right. It is about which cost and which risk each side carries.
KHAFNAZEETEE, MESERER—IASH—LUXEE,
11/ 28



COIltI'iblltiOIl on paper, caSh in realit}’ Deposit, credit period and working capital

‘REEFSULE

An order can be profitable on paper and impossible in practice: the seller pays for materials and freight weeks before

thebuyerpays: WV haylimiisanngak profitispfeny@cking capital motrnargiBn 22588, MASERE,

DDP order value DDP cash tied up FOB cash tied up
FOB HFlE

360,000 usp 198,000 usp 160,400 usp

18.00 x 20,000 & kA 30.6 5, &£ 108 &5 A 2545, & 9.36 &5

Scheme F Order value {JEER Cost k4 Deposit 30% EE Cash tied HAME Balance AT
R 1JERER (D% EE SANE ES AN
DDP 360,000 306,000 108,000 198,000 90 days after delivery
DDP 360,000 306,000 108,000 198,000 3fFfF 90 Xk
FOB 312,000 254,000 93,600 160,400 Before shipment
FOB 312,000 254,000 93,600 160,400 KEEITE
WHAT THE CASH NUMBER MEANS - ¥ FEMET4 WHY TERMS BEAT MARGIN - Bt A& EF
¢ A factory with 200,000 of working capital can run only one such ® The same margin with better terms is worth more than a better
DDP order at a time; its annual profit is capped by cash, not margin. margin with worse terms; early-payment discounts are often
. N . . che\ager than a bank loan. . .
RE 20 AEERSNT), —RHEEHE—BRXFR DDP 1T&, EIFRYEFBC_ EBIFRISAR, ELERIFRYERIRC L ENEAE Ek.

Margin is a percentage of price. Cash is an amount and a date. A quotation that reports one and hides the other is incomplete.
EFIRGINMENEDLL, REERSTINER. Rik—1. BES— RN EFTER.
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IRAD TR

cost The platform fee nobody allocates

One fee, two bases, two different answers

The textbook notes that Alibaba.com charges sellers a commission of up to 150,000 RMB a year depending on

savezarymeripmetadeestisingpevepuecAtabouby ahatisromshlyzreae B dollars 71 srzamnual gpsithathas to b

= §ENE PN vsta Ty P b6

Allocation 931850

DRESTU

All on this order
SEEEI AR

21,000 + 20,000
21,000 + 20,000

Across 60,000 a year
ZeFE 6 FE

21,000 + 60,000
21,000 + 60,000

The fee itself

ZRES gAZZRE£Y 21,000 55T

WHY IT CHANGES THE ANSWER - AftAEBaiELE

® Allocating the whole fee to one order can turn an acceptable order
into a marginal one.
BREFHER—R F, SIEAKRAEZANTBEIMAGE,

®* The base must be written down, because it decides whether the

order is worth taking.
SRRV EE, EACREXREMESE.

Unchanged at about 21,000 dollars

Arithmetic 3 Per set BE Effect on DDP ¥$ DDP Hy220
g 85 =1

1.05 DDP contribution falls from 2.70 to 1.65
1.05 DDP @i\ 2.70 [£Z1 1.65

0.35 DDP contribution falls from 2.70 to 2.35
0.35 DDP @i 2.70 &=l 2.35

—  Only the allocation base changed
— RESHEMTT

&

WHAT THE PLATFORM OWNS - E&EIEBNEMHt4

Inquiries answered inside a platform are rented demand until they
become a verified direct contact.

TEFEEREMTE, TEMSENIFSIRNEREKR 2RI, #EHE%N
Allocation to a single order is a management choice, not an

accounting truth.
EEEFaHoMIIRETREERIRNE, FERESITRE,

One fee, two bases: 1.05 or 0.35 a set. The fee did not change; the decision does.

—E%ER, WMo 58 1.058 035, BAERE, FieXT.

Cross-border Ecommerce - Lesson 17 - [EIESREEHLIEC
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cunnel Seven steps, one funnel, paid evidence T R —

T, —FiRSIHERA

Section 3.4.1 describes the funnel as awareness, interest, consideration, intent, evaluation and purchase. In B2B

supplyitheingniny isapvazenessiandrintepest; aeditand-sappling janesconsideratiparand: svalpatiop quatptiomand: -

Wmﬁkm% :m‘#ﬁhﬁmﬂiinf:n“ ““A "]ﬂ]:‘YﬂmY A WO “‘I“n]‘\nﬂﬂ. “nn“lln“c awrnn woannnad “Iinnl'\ncn

Element 3% Funnel stage iB3}HBER B2B step {£RF Note 588
G S IRHBTER HEFRTS izl

Funnel stage Awareness interest Inquiry arrives
imHBER AR, S WEELA
The narrowest step, and paid
Consideration, evaluation Audit and sampling before any revenue
& WMh E IS AL =S =EERN—H, BEHIRAZRITMRER
53
Intent Quotation and contract Where the five columns are written
=M wRINSEE RIEXEES
Purchase Production and delivery Where contribution becomes cash
L &R REEXETIE
Repeat purchase Reorder X\é?(f;erc?s;day terms decide the
E)”@ jg% 9;\ o | 11| 24 = 12 i vl = = e o o N = = ~
THE COST OF EVIDENCE - iEERAF WHO PAYS FOR SAMPLES - H¥aizifd#
® Third-party audit about 1,200 dollars; five samples about 425 — ® A free sample is a price concession, not a marketing strategy; a
small against a 360,000 dollar order, not small against a year of buyer who will not pay for samples or give an inspection standard is
inquiries that go nowhe often not a bg
—RE=HKT £91,200 =55, AEMRL 425 E5T, GBEFDENMSILF, FTEEHK.

Record conversion at each step and the cost of one won order; then charge for samples or narrow the entrance.
BINCREWRSRERRNE, BRESWEFEREBFERZREAND
1428



RISK The COStS the buyer nOticeS laSt After-sales reserve, claims and spares

LREMREERIRIBA

After-sales reserve is 0.30 a set, so 6,000 dollars across the order. If 3 per cent fail and each replacement costs 9

dodlapsseched urgaindrel gbd celaines ometpss:d 08, dkhie sesgyecoyers expectedelaimsrzandionlyjusts A bateh defect

%7:% razaNy Yﬂ“ﬂA

Item IE Arithmetic E= Reading i&i&
I Ey =32

Reserve 0.30 x 20,000 = 6,000 Planned, priced into the quote
(RETRER 0.30 x 20,000 = 6,000 Bitkl, SIHNRMN
Expected claims 3% x 20,000 x 9 = 5,400 Covered, with 600 to spare
THAZTE 3% x 20,000 x 9 = 5,400 B=, £600
Batch defect Not covered by a per-unit reserve Needs a claim window and spares clause
HE 2 ERPE BB BEA T FERBEOSHMHRENX
( N
WHAT MUST BE WRITTEN - S HEZFHNARS WHY IT MUST BE WRITTEN EARLY - A{t4EE5
® The claim window, who pays return freight, whether spares ship ® In cross-border B2B the seller usually cannot inspect an installed
with the batch. product.
REEL., RiNcEHEEAE. SHERMEMtAH, 515 B2B PEEBRE A E LAY m,
®* What happens when the buyer installs the product incorrectly. ® So the standard has to be set before production, not argued
ERLAREIRATE AN, afterwards.
EtrES L AISE, MAESEEHE,
& J

Spare parts and a claim window are part of the price, not extras given away after the negotiation.
FHESREEORTNSII—EED, FERHAIEREEMNEERIZRI.
15/28



Seven steps of B2B supply Chain diagram - $(7E

B2B A C AT

1 2 3 4 5 6 7

Inquiry Audit Sampling Quote Production Customs Delivery
— — —

& RERSW FIH wRINSERE 5 X Eiskh R ERE

Purchase Purchase Purchase, reorder

ONE LINE THROUGH THE CHAIN - ZEZF2H19—a)iE

The first four steps decide whether the order is won; the last three decide whether it makes money and reorders. Sampling and
credit terms are the two costs most often underestimated.

WHERE THE CASE SITS ON THIS CHAIN - EEfI{ETEX R HERIH—IF
® The email is step 1. Nothing has been verified, no sample exists, and no standard has been agreed.
HRHREISE 138 IRBZEE. IREE R, HRBNENE.

® Most inquiries die between steps 2 and 4, where the seller spends money before earning any.
SEHRIES 2 25 4 3K, BRAEXBRH, Bk,

Teaching illustration of a supply process; it does not correspond to any real factory workflow.
HERENHETRE, AN HTESE T RIRE.
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How to read this diagram Three rules - =4%iE%

XK

Read left to right: the first four steps are the upper funnel, and most inquiries are eliminated there.

MNEFGIE: BINRERSHY ¥R, ZHREXERTA.

Do not spend money on step 1 evidence you cannot use at step 4.
REEACES 4 A LRSS 1 INEE L,

FIRR&EREN—R, BREAZRIIRRAN—, BRNARNIT NRETE.

Charge for samples or narrow the entrance — pick one and say why.
K mZREMTEANL, E— 1 FRBRER,

The last three steps look like operations but are where contribution becomes cash, and where a 90-day term can stall a
RIOTaR|e 2Rk, SRR RHTRISNT, B 90 RIKIHEE— SR TR,

Count the cash and the date, not only the margin.

‘ Sampling is the narrowest step and the most expensive one before revenue; its cost belongs in the acquisition budget.
‘ ZHIMESHE, RREFEF,

The funnel is a description, not a law: some buyers skip steps, and a reorder may arrive without a new inquiry.
EHEA, TEEE: BEXIRSPMER, IRBEBIREAIIFHINaRE,

Cross-border Ecommerce - Lesson 17 - EIEEEELE 17 1 28



EX 1 One Order, three IHCOtermS Concept used: the five-column quotation - FAZ|

Bl 1: E—TR, =fMBRIANE BIEES: FBHRM

DDP is quoted at 18.00 with the seller paying duty, so cost is 15.30 and contribution 2.70. FOB is quoted at 15.60

W 5%1} Ige%lgg cost g%]}% E}Z%O contrl t21(7)(1)1 is 2. 0 — but th eg %\n ep(g cost segt Eﬁ%g{ }Q% 12§)20CI(121F \ 1166°§(?)§
1'2"‘3@""‘;‘&%‘%15% ﬂtﬁfsﬂ_ E Qllt 17. 0 to t e hyer e cheapes cos hree. '

Scheme H=X Seller arithmetic SESRE( Seller contribution SER &k Buyer landed EZRFIEF
HE SERER SEZRTAEA IREF

DDP 18.00 - 15.30 2.70 18.00
DDP 18.00 - 15.30 2.70 18.00
CIF 16.80 — 14.30 2.50 17.80
CIF 16.80 — 14.30 2.50 17.80
FOB 15.60 - 12.70 2.90 =~ 18.20
FOB 15.60 - 12.70 2.90 £318.20
( N
WHY THE RANKINGS REVERSE - J{tZHIFtHR WHAT TO PUT IN THE QUOTATION - {RItEEES{HA
® The seller ranks by contribution and prefers FOB; the buyer ranks ® Quote all schemes on the same five columns, then compare seller
by landed cost and prefers CIF. contribution and buyer landed cost together.
SEFIRTEAFF ST FOB; SESREFERARF LT CIF, ATELREERFERTIRIN, ARRBRERNRIA S ERAIEF A
¢ Both rankings are correct inside their own arithmetic. °
A MNEEEZENEARBREEXTH, ® A price without the other four columns cannot be compared at all.
IR RINUFIRINTSIRATTIALLR.
& J

The negotiation is about which cost and which risk each side carries, not about who is more reasonable.

MEIFBIZG)| - M#U%E’JEIEEGEUEBWEEZK EMmXE, mAREEEEE.
Cross border Ecommerce - Lesson 17 - IEIEEEELE 18 /28



case Twenty thousand wall lamps: the set-up Teaching case - A°15%EH1

=f). WHEEENT (ERSiER)

Fictional teaching case; the factory, the buyer and all figures are invented and correspond to no real order. Zhongshan

bghtingfactany receives aningyiryy2 07000 guestrosm wall bynps; vpgalonrtemperaturgseystoprmannting holes; 455 =

taveed alivednr #imadichikmonts. anote inclnding freicht and duty, a0 davs of eredit.

KNOWN COSTS, SIMULATED - 2%1pk4 (153l) THREE POSITIONS IN THE FACTORY - T EBfy=#:7i%

® Goods and packaging 12.00 a set; domestic transport and customs ® The manager wants the order; finance wants cash; production
0.40. wants a lead time counted from sample approval.
BmIBEEE 12.00 55T, BRERESRX 0.40, TKBETR, USEENE, £ BE— I ERmARERIIZH,

® International freight and insurance 1.60; duty 1.00 where the seller ¢ All three are right, so the answer has to be conditional.
bears it. =T5ES, FASROREBFERT,

EfrizZR SR 1.60; FREZRENIXT 1.00,

* After-sales reserve 0.30; platform membership about 21,000 a

Iitem IRH Arithmetic B3¢ Note 1ZEE
=] g2 1REE

Audit and samples Third-party audit about 1,200; five samples about 425 1,625 per order won

1 SiFm B=H £91,200; AERFRL 425 BET—8%1,625 %%
Warranty reserve 0.30 x 20,000 = 6,000 against expected claims of 5,400 Covers expected claims only
(RETRES 0.30 x 20,000 = 6,000, XIRFAHAZES 5,400 REBETHAZRS

Platform fee About 21,000 dollars a year, to be allocated consciously The base must be stated
FaFsE 2984 21,000 5T, YMERIRESH payi 2= YA ST

Before any calculation: is this typical B2B, and has the counterparty been verified? Everything else comes after those two

answers,
EEITTEZE: X288 B2B 15, RXFEMZLI TI5? HERI—IEHHEXANEEZ/E.
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CASE The arithmetic? then the conditions Results and the conditional recommendation
=6 B, REEFRMH

Scheme F% Landed cost ZERKE Contribution &k Buyer landed 3EZRZE Cash tied §HINE
B =357 SRk I5EF HANE

DDP 15.30 2.70 15.0% 18.00 198,000
DDP 15.30 2.70 15.0% 18.00 198,000
CIF 14.30 2.50 14.9% 17.80 —
CIF 14.30 2.50 14.9% 17.80 —
FOB 12.70 2.90 18.6% ~18.20 160,400
FOB 12.70 2.90 18.6% #318.20 160,400
Step ¥ Arithmetic §3} What it removes H{3g{+4 Result &5

Gz —E. EINE Ty 7 #ER

Contribution, then evidence 2.70 x 20,000 = 54,000 Less audit and samples 1,625 = 52,375
mk, BIEERA 2.70 x 20,000 = 54,000 03 5+ 1,625 29 52,375
Then the platform fee All on this order: 1.05 a set 21,000 off the order contribution =~ 31,375
BINFaFEE SIPRERIRE: 8E1.05 MAE R 21,000 29 31,375

Warranty check Reserve 6,000 against 5,400 of claims Covers expected claims, not a batch Add 2% spares

s defect
SR %58 6,000 3FZME 5,400 - I 2%
g R 6,000 HZA TS, AR o 2% &t

A DEFENSIBLE ANSWER - —/MGS{EHIAIEZ
Accept FOB at 15.60, on condition that: 45 days runs from sample approval; 30 per cent deposit with the balance paid before shipment; a

surcharge clause triggers if freight moves more than 5 per cent; pre-shipment inspection uses an agreed sampling plan; warranty covers

trer Ofves e0dEREngS iy, WlhRAEHREht\sp&es30% EEERRERITE, IZBRBEY 5% fAMINZ, LALIEmEDEMAKRRINNE, RIZ
RBEWNSEAHFH 2% =it

Change any one condition and the recommendation changes with it.
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wrn Six things to unlearn

NE WiIRAE

01 COMMON SAYING HERifi%
B2B is just B2C with a bigger amount.
B2B miEEEEAK B2C,

WHAT TO SAY INSTEAD ({&IFii%
The test is that both sides are enterprises buying for operations. A large

pemsRDRRwsRsR s 8l RAkFPRe:alargePI R MR ST v esrtigRtien
03 COMMON SAYING RNtk

More inquiries mean more orders.

HEZMARITES.

WHAT TO SAY INSTEAD {ZIFijti%
Audit and sampling eliminate many inquiries and their cost is real. Record

goMetsipRaERRchBiepandihsicasieb pne WoRpRIASTEL (1% S e S R ARRY
7,

05 COMMON SAYING HRitix

Platform inquiries are my own customers.

FRIRMNEECHER.

WHAT TO SAY INSTEAD {&IFifii%
The platform controls traffic and rules. Only a verified direct contact

Becemesyous SURIONeE 2SO IUETEE R A, A 2TRRIEA,

Cross-border Ecommerce - Lesson 17 - [EiESEEEHS

02 COMMON SAYING ERiii%
A quotation is a price.
RINFE— NS

WHAT TO SAY INSTEAD {&IFifi%
A quotation has five columns: landed cost, lead time, MOQ, payment

Ipmes sl risk|aligeations 3 ithsy price @igns thesm s PRtRIngIe FAmPaRS:
EEiR.

04 COMMON SAYING ERiRi%

High margin means no loss.

EEHARS.

WHAT TO SAY INSTEAD {EIFiii%

Margin is not cash. Fifteen per cent contribution with 198,000 tied up for

RN, Sphrostibedieanseabitzs 5 90 KIKHA, ATASHRAEIREE
06 COMMON SAYING % Ritix

The lowest quote wins the order.

RN REHEE TR,

WHAT TO SAY INSTEAD {EIFifi%

Buyers compare landed cost, lead time, MOQ, terms and risk. A low FOB

SOk prigE R e mostaRRNsiees e ciobipmd inbagte addegds 5

RinfarIRemx.

21/28



erms K€y English terms

Ten terms - +1\AKiE

ARG
B2B
= | 0Tl
Inquiry
&
Factory audit
B/
Sampling
It
Quotation
A

Transactions between enterprises,

PR R S e RReSES,

A buyer first, informal request for

Bppes A MR s A,

An on-site check of a supplier

Sppilions and LOMPANCE.« i 5

EMRIVTZE.

Making samples to confirm

g N

Iz,

A written offer stating price, cost

BHGARS R S st
BEEA,

Incoterms
EfRBRZANIE

MOQ
BITE

Payment terms
(NEVESES

Landed cost
BERA

Contribution margin
STEAER

Rules defining delivery point, cost

Beating and sk AN slet o Rt
BHOHIA,

The smallest quantity a supplier

WihAcseRLi anaRt o

Deposit share, credit period and

e T

All unit costs once goods arrive

e il e e = PN
SRR,

What remains of price after all

= S

Landed cost and contribution margin are the pair that makes two quotations comparable — one from each side of the table.

B F A ST ER R LR RN AT ELRY—3S

—MUEESER—N, —ubfEsER—,
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ik Class discussion

TRETJIE

An email claims to be the procurement team of a hotel chain. Which three things do you verify first, in what order, and what
WUt PRASYORMRRRINEIIN, (RE ST =27 INFIA? HABRAILIRET?

Answer with evidence and conditions, not with the size of the order.

Should samples be free or charged? Argue from screening and cost control, and say what you would do with a buyer who
hasigheaty-nRssedANMI ARSI TEICE, FREENEETR TRIFSEAM,

Answer with evidence and conditions, not with the size of the order.

YU aosaler withdkes, (reksin? REEMETA? RERRHAKK?

Answer with evidence and conditions, not with the size of the order.

The buyer wants DDP because it is convenient. What would you propose instead, and how would you explain the trade-off
WG RSIRGENSDPI AT MR 475527 AMATERZ SRR FRRRIX MUE?

Answer with evidence and conditions, not with the size of the order.

| Would you accept 15 per cent contribution with 90 days of credit? What else do you need to know, and what terms would

Refuse answers built on the buyer brand name. Ask what was verified, what was costed, and which conditions were written
R IRMEEZ SR B THA. ETHARE. BT THLRM.
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sk Write the conditional recommendation 12 minutes - groups

SHEFHEN

Fill the five columns for DDP, CIF and FOB, including the lead-time starting point and the
MO@DP. CIF. FOB WAZI, BIEZHHEESSHEITE,

Three complete columns sets.

Compute unit contribution and the cash tied up under DDP and FOB.
HHEfmEN, L& DDP 5 FOB THERE[GHIE.

Contribution plus two cash figures.

Add audit and sample cost, allocate the platform fee, and state the allocation base.
DANE SHEEEE, oiEFEEeEE, HEESHEM,

A stated base, not a hidden one.

Write the recommendation in six lines, with at least four conditions.

N a— 0 Six lines, four conditions.
BNMTEHEN, E0E88UNEE.

STUDENT OUTPUT - 247

A five-column quotation table plus a six-line recommendation carrying at least four conditions.
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QuIZ Flve qIIICk CheCkS Answer before discussion - BB ITIS

=Rl

Is this a typical B2B inquiry? List the criteria it meets and three verifications you would run before quoting.

XZ2HA B2B 1AR15? JIHERERIFIE, MRRNBIMRSMAI=IUZSE.

Compare DDP, CIF and FOB by seller contribution and buyer landed cost, and explain why the two rankings reverse.

FIRHRSER A S LR BFERALLR ="Mk, FAREAEFAEER,

How much cash must the seller fund under DDP and under FOB, and how long? How many such orders a year with 200,000 of

WBiIBG 6P g =t 2 e, BER? RE 20 FEIEESA —EAH 1 5?

The platform fee is about 21,000 a year. What is it per set on this order, and across 60,000 sets? What does it do to DDP
SRt 000 7T, MAIAREES? BEF 6 HER? TiE DDP RMEmHE?

Write four conditions you would attach before accepting FOB at 15.60.

S FOB 15.60 ZRI{REHT_ERITIANFEA.

A correct answer gives the arithmetic, names the allocation base, and attaches conditions to every recommendation.
IFRNERSLHE. SEoMEM, FHAEEENT E&MH.
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WRAP Take-aways What to carry into Lesson 18

ARG

THE ARGUMENT - FiRfI4EiE WHAT TODOWITHIT - E4H
* B2B is defined by who trades and why; verify the counterparty Build the five columns before any calculation.
before discussing price. FEHITREZRIRERS,
B2B R ZEMSAHIERE, KINBILITTLEXSF T, :
Count the cash and name the date, not only the margin.
® A quotation has five columns, and the Incoterm decides who FIMEHEHHE, ~REFEF,
SENMES WL, IsliEes), ey Elne 5,¢ State the allocation base whenever an annual fee is spread over
NGRS, RBREREERDEE. FE. XHEKK. ) P
an order.
® Margin is not cash: contribution, deposit, credit period and IEFEHEMENTREY, YRSESHEL,

platform fees decide whether the order is doable.
FAARRUE: WEk. 2. KHSFaBREXETREETIT,

Scheme F& Numbers #{= Verdict #IE
B = FlIE

DDP Contribution 2.70; cash 198,000 Cheapest for the buyer, heaviest for the seller
DDP o3k 2.70; SFAIE 198,000 IRERE, LRR=E

CIF Contribution 2.50; buyer landed 17.80 The compromise both sides can defend

CIF oIk 2.50; SE5REE 17.80 X5 EBREAE PR

A supplier writes conditions; a hopeful exporter writes enthusiasm. Lesson 18 turns to the other side of the counter: launching

a consumer product with the same d,jscg)jine. ‘
HESRME, REHERNHOBEAS. 5 18 REnEais—N: BEFNCERE—REER L.
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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

B2B as transactions
between enterprises;
larger quantity, more

SRC-002 specification, longer Criteria applied to the inquiry
§2.3.1 lead time, continuing AT
supply

B2B 2z B35 ;
HEFEKX, AEBESZ. X
HEEE K, AIReitoaniitts
B2C end user is an
individual for personal
use; B2B end user is

SRC-002 an enterprise; approval  The B2B / B2C contrast
§2.34 and nqgotlateq price B2B 5 B2C By,
B2C ZinFF AN

AMBXATA; B2B %

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

20,000 sets, 90 days Teaching case, invented for this lesson Not a real order

2 BE. 90 XMcHA NARREFIRI 215 RFEESLTHR

Costs 12.00, 0.40, 1.60, 1.00, 0.30 Simulated inputs stated as simulated Never quote as a price list
RIRERIARA SRR ENEIETNEESE RS

21,000 dollars a year 150,000 RMB converted at about 7.1 State the rate when quoting
B4 21,000 35T 15 Bt ARMZRY 7.1 IFE S| SEICER

Teaching simulations and illustration figures must be labelled as such every time they are quoted.
B ST EEFEIRWE I%Eidé;ﬁ% AL, . .

SNARR A Zigizs
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LESSON 17 - A B2B INQUIRY

Verify first, quote second,

then count the cash.
LeisD, BN, BEHTE.

Launching a 29-dollar tumbler: form, funnel and unit economics.
29 SETTiRBM LT IEFZEl. R SRAETT.

“A brand name is not a credit rating, and a slogan about quality is not evidence.”
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