GUILIN TOURISM UNIVERSITY - MRz BR

LESSON 18

A twenty-nine dollar bottle,
and six months of cash

B2C £y - izfFZal. Bahfiitses LKz

Textbook §2.2-2.2.6 and §3.1.1, §3.3, §3.4.1 - a 90-minute bilingual lesson

90 minutes English first, Chinese support Lessons 6, 8, 12, 13
—iRAY R 1ERI - PNER BIEAIR

Course - EIERENEEE Cross-border Ecommerce

Instructor FHRHT FEFF

“Launching is not going live. It is writing the conditions down first.”

2026 — 2027 Semester 1
2026—2027 FHEFE—=Hf



How this lesson runs

NRRYHLFTL

12 min

Warm-up: one tumbler, three people Form first, then channel, then price.

34

Five forms, a start-up list, three mobile tests What kind of business this is.
M. —mEMER. =Kl

The ledger, the funnel and two scenarios Where the orders are lost and won.
BRKA, BIEANMER

18 min

Case: the one-page launch memo Conditions, a metric and a review date.
= — R EHEER

This lesson turns B2C vocabulary into launch decisions: which form, which channel, what price, what promise, and which

number would chan thep .
TNEE B2C L AoRY e R, R, AN, EBHA, RS R
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our What you will be able to do

NRFIEIR

Choose among the five B2C operating forms and justify a plan of direct selling plus platform and content channels.
£ B2C AfE(F R EHIER, 7 "BEEHEE + Fa/REaRE" 1 LtmAaRixRpER.

m Check a DTC project against the §2.2.6 start-up list and name its weakest link.
%7 §2.2.6 UiSshiBEReE— DTC B, HigsH&EEEN—A,

m Turn mobile-first into three testable requirements for the store page, checkout and creative assets.
IR NITEE L XSS, SRR S EMI=&aIIRIeEK,

m Read a five-stage funnel and a contribution margin statement, set a 30-day priority, and write a conditional channel
recommendation.

IEEAMEBRRSSREENITE, EIHE 30 XIUER, AEHEFRHIIRERIN.

Each objective maps to §2.2-2.2.6, §3.1.1, §3.3 or §3.4.1.

Cross-border Ecommerce - Lesson 18 - [EIEFEREELE 03/28



ROLE

Where this lesson sits

NRENMSRIE

Lessons 6, 8, 12, 13 — 18

-

&

BEFORE THIS LESSON - BiE&HliR (566, 8. 12, 13if)

® The five B2C operating forms and who owns the goods (Lesson
BPC Afmz(FZzl, LANBEMRITERE (£ 61R) .

® The seven-cost ledger of one order (Lesson 8).

—IDITERAYCIRATKAE (B8] .

® Mobile, social and livestream channels (Lesson 12).
Ba). HRXEEERE (F12]) .

¢ Stage conversion and the funnel as a pipe (Lesson 13).
MrEREUERSIEAEERRS (B 138) .

You know the vocabulary. This lesson spends money with it.

WHAT THIS LESSON DOES - Zi2{EFf

A closing case lesson: every earlier tool is used once, in the order a
launch actually needs them.

WERGIR: RIS TER FhEERENIRFR—E.

Keep form and channel apart: a platform store is not a business
model.

B SRESH: FaEmEAE— MR,

End with conditions, a metric and a review date — not with

enthusiasm.
LI, 1EinsE28RE, MARNE.

Three people, six months of cash, one product.

Lessons 12 and 13 described where orders come from and where they are lost. Lesson 18 asks whether the orders that survive

are worth

A O O s, Mm% 18 BEE R TS S AT,
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case A supplier hands over one product Opening material - A58t

75 S —FR FRATIRER Y

A Chinese supplier gives a three-person team the exclusive right to sell one tumbler. The team owns no
factory and no shop, and its cash covers about six months of fixed cost. It can list on a platform tomorrow,

o SRy SRS DR o e SR DI 20011 Ml Vered, T GH o VAR IEE T -5

29 3 6

dollars, shipping included people, no factory, no shop months of fixed cost in cash routes: platform or own
29 5T, BHp =AERN, BIT EIE MK_E297°1 B BElEmAS PIgreks: . SFaEghIzih
Element 3 In this case AZ{IPEYIEHZ Why it matters AT AEE
CiE i AT AEE
The choice Platform tomorrow, or an owned store in six weeks Two routes, two cost structures
ERISE PR LE¥E, *ENEEEREL RIS, MEMRASE
The promise 29 dollars delivered, in one market Freight is inside the price, not gone
EiaHAVRE B—hit7 29 SETTEHR EEREHNE, ~ERK

. Who owns the customer, who carries returns, what would
The questions

A R pE change the plan
UIRFEEIEAIIRIE ERTE REEERIE. HASKTRE

Answer these before spending
R BISTEE

This is a teaching case: the team, the supplier and every figure below are fictional. The structure of the decisions is what
carries over.

RREFBAHFRA: BN, HELSUTE— M IFINEND,; FiEBRIRRRAIEN.
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ocus What to master, what to watch R

FIERSHER

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

® The operating form decides the revenue logic: a direct seller earns ® Treating a platform store, an owned site and livestreaming as
the spread, an intermediary earns commission, and channels do three business models rather than three channels of one direct
not change the form . I seller. . P, e
e Si7W; Euﬁz)\ﬁia EIEHEEREN, PNWEE, REASER BEEE, B ERIR=MEER, MARRE—EEEZRN=

MRIE,

® Mobile-first is a set of measurable store requirements, not an app ® Comparing a 6 per cent return rate with a competitor 12 per cent

and not a visual style. without checking the denominator or whether exchanges are

Bl R— AT NENEREXK, A2 App, BARMTENIE, ded.
TE 6% LJ\Z?— S5RFEN 12% BENR, IMAESEEE—H &8

=X
¢ Stage conversion locates the bottleneck; contribution after returns BERE.
decides whether fixing it is worth the money. ® Reading positive contribution per order as profit, ignoring fixed
mSHECEREARIN, HRREEHNEREEFRIRE B 2&lESE. cost, payback on acquisition and the cash sitting in inventory.

ICERIEREEMNAE, BRERERA. RERIWERSEFSBNE

THE ONE-LINE RULE

Name the form, build the per-order ledger, then write the conditions — in that order, before any money moves.
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The five B2C Operating forms §2.2.4 - how the business runs

B2C MR MIE(ERZZC

The textbook lists five forms: direct selling (buying goods and reselling them), online intermediary (holding no

gagslsy Arajching buyerssand:sellprs forgommissigzadvertsisgrbasediBel) (freecoment 5 eveapre) sy

X E TS RN A H Al BRI (5 Eifai daRed e 1k B3 Ve R W h T ntoarwact) and livvacinoaarns Ral (Franrm (Chinag cnwoading assdurand)

Form fzx{ What it does ffif+4 What it must be good at WHER(TA
= A BEIEK
Direct selling Buys goods and resells them; owns stock and sales risk Earns the spread between price and full order cost
EEHE INFREER, REEFSHENK BN SEERAZE
Online intermediary Owns no goods; matches the two sides and takes commission Needs liquidity on both sides
s Anl ou TEEEm BENGHEERE X
Advertising-based Free content gathers traffic; advertising pays Needs audience scale
=il REBENBRERE, | &% RS AANE
Community-based A community built around a shared interest Needs continuous interaction
XA ElstEEE I AT X B S s =h))
Livestream Content and supply combine in real time; began in China Needs content and reliable supply
=Ll RBESHEIRES, XETHE wREATSIRME
HOW TO ASSIGN A FORM - #l{A#IER CONDITIONS AND LIMITS - F45RE
® Ask in order: who owns the goods, who sets the price, who carries ® Forms can combine: a direct seller may also run a community or
unsold stock. stream.
#ORIE): EmITE. EEN. WRIERHEER. FARLES: BEEERBALSEHKEHERE.
® The answers decide the form — nothing else does. ® The label names the main revenue logic, not every activity.
BERERI, BAVEBRNRE. EARTENNEE, FEEREE.

Five forms describe how a firm operates; B2B, B2C, C2C describe who trades with whom.
RiiEmA B2C (£l EAIZE" ; B2B. B2C, C2CHmA "HEMMERZ" . XERNAERYGET
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orm The same seller, three channels §224

- the distinction students lose first
- —t— — > N
D_/I\El;%' _/\/Eé

The team is a direct seller because it takes ownership of the stock and carries the sales risk. Content and

Lixestreaming are channels itynayuse. ot anethepform. Mixing thelabelsprodycesshad plans.—a thieengyson

taamscaiihsyra el fer A Boasmiersit owne a wehgeite i etill a direct celler with a chon

Thing 49 Common mistake ¥ i=H Correction {EIF
= S 1EIE
A platform store Said to be an intermediary Intermediaries hold no goods; this seller owns the stock
A= b n e s Ay PNAHEEm, XNEXRAEET
An owned website Said to make the team a platform A site is a sales channel, not a second business model
S WAL E A RS MitZHERE, 28 __FrEliRD
Livestreaming Said to be a separate form It is a way to reach buyers; the goods are still owned
=t AL R NYE 7 ERMIASLZRAISI, BmilRExRmE
WHY THE LABEL MATTERS - IF&A{t4LEE HOW IT WORKS - U{aiE{E
® Each form earns differently and demands different skills: sourcing, ® Ask who owns the goods, who sets the price, who carries unsold
matching, audiences or content. o stock.
BRI E DN SENEREAR: REitm, &S, SR BT, EEN. R HEHET.
HE. ® Only then choose channels: platform, content, community,
¢ Aplan built on the wrong label buys the wrong capability. livestream.
N AEEIRIAE LAY S EEEREST. ZEZERE: 5. BB, 4K, BiE.

A channel is where the seller meets the buyer. A form is how the seller earns.

e =N

RERZRBULRIMR, FNEERBENST.
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The start-up list, read as a risk register §2.2.6 - before naming the brand

TEEBRIEMRXEEICTR

Before naming the brand, walk the textbook list: research product, market, audience, competition and traffic cost;

settindielegal stepiurgiywith tax pumbers; pepnsitsandticeaces; ifselling pmnyome o wardompdn, duild thesiterand:;

1] e sv v wamanwar

Step I What the textbook says 1 EK Risk if skipped BEiZBIXIPE

G HFEK XBs

Research Product, market, audience, competition and the cost of one visit ~ Without it, traffic is bought blind

VE . Tia. R, BESIRIBERIEA 2BE, TREMEEX

Legal structure Tax numbers, permits and licences in order Work that cannot be done later, cheaply
PEXEL RS, PRI SHER ERMIAMER

Site and payment Build the store, connect a payment gateway No payment path means no money in
U 5374} e INSANITES IREXTIBEI AR

Marketing As many channels as possible, starting small and narrow Narrow first, then widen on evidence
=i FRRTREZRERE, WINTEFA e, BIRIERIGSE

THE LIST IS NOT A QUEUE - 58 AE2HEBAIGRE THE WEAKEST LINK HERE - AZfI5&E5BH—Ik

Product pages can be prepared while licences are pending. ® The team has not priced one visit, so buying traffic is premature.
SR LUEE M.
BRI REH—IXGRIRIpA, SERENIITR,

But no payment path means no collection, ever.
EREZTEER, MKTBARZIFR. * Six weeks of building is six weeks of watching cash burn.
AR, BESNAEENEER.

Read the list as a register of what can stop the launch, and mark the item that would stop it first.
ILBRIE AR ERETER" IEICR, FHirH&ETSE FRYA—IR.
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Mobile-first is three measurable tests §2.25 - Wish and Sheln in the textbook

Bl R =R A ER

The textbook describes Wish and Sheln as cross-border apps operating only through mobile devices, with

advantages susmviatisedeasipreeise enstamens, convenieneeiand adugistipysystenx Hopthissioans mobilesfirstrisook
il hirAinicfiEethree reanirements that ean he checked in an afternnon.

Price and the buy button above the fold HOW TO TEST AIfTH&lE

MR SRS ATE R AT Scroll zero times and both are visible.

HOW TO TEST #N{a/t&3&
Count the taps from cart to confirmation.

Checkout in no more than three steps
SIKNBEI =2

Vertical creative that loads fast on a mid-range phone HOW TO TEST AIfaIk&le

SR R B 7R TR, NS Test on a slow network and watch the recording.
WHAT IT IS NOT - EXREMH4 WHAT IT CANNOT FIX - BERTHA
® Not an app, and not a visual style. ® Mobile-first removes friction, not a weak product.
AEM— App, EAZMTENE. BalIcRERIRER, (BAREIEE5S m.
® Afast mobile page can beat an app nobody opens. ® Ablurry price stays blurry on any screen.
— MRIRRIFZ R AT LRSS — MR AFTFHH App., TERARIINISTE (T = L&A,

Shrinking a desktop page fails all three tests; the failure shows up as add-to-cart to order.
IBRERGNIIF, =F2KW, KBERMINWE] SR,
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cost The ledger behind a 29 dollar price Contribution per order - &2 FAKER

29 EiMEERAIKA

Contribution per order is price minus every variable cost: goods, first leg, last leg, commission, payment,

aegmigition gl therespgirtedapstofreensg Eixedicostiscoyaedsattey thai e suever insids thisaumben 55,

Line IRH Amount £ (USD) Share of price H&{ft | Note %A
IS BH SEM B

Price 29.00 100.0% What the buyer pays, shipping included
= 29.00 100.0%  EFZIEIMNTE, Din#E

Goods with packaging 7.40 25.5% The largest single line

Amat 7.40 25.5% BRARIERIN

First leg 1.60 5.5% Factory to the outbound warehouse
SR 1.60 55% IJ ZE&RRE

Last leg 3.80 13.1% Delivery to the buyer

B2ig 3.80 13.1%  BiXFISEx

Platform commission 2.32 8.0% Eight per cent of price

Fafe 2.32 8.0% EMHY 8%

Payment fee 0.73 2.5% Two and a half per cent of price
BANE- 0.73 2.5% &Y 2.5%

Acquisition 6.90 23.8% Cost per order at current conversion
P 6.90 23.8% LR TEREHMA

BEFORE RETURNS - B8 AFTER RETURNS - B&Rfg
20.00 — 22.75 = 6.25 dollars 6.25 — (6% x 9.00) = 5.71 dollars

Variable costs of 22.75 leave 6.25 before returns. Nineteen point seven per cent of price remains.

Teaching simulation, not a quotation; the structure is the point: marketing is the second line.
W, A2IRM, SMFRER: EHES AW,
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Funnel: where the orders are lost §3.4.1 - five observable stages

3.4.1
st ITEREEME

The textbook describes the funnel as a time-ordered pipe: awareness, interest, consideration, intent, evaluation

andirauchaseznseditofonecasinales anddintdistucldeals, Hostessentmensunes fiveopservablesiages: mprogsions

U 2 Y AI=h G- [ |

[N S PG YN B

Stage [iE& Count #& Conversion (L What a weak rate means S5{EIERiRAB(T A
BTER e TR 15388
Impression 1,200,000 How many people saw it at all
PR 1,200,000 — BSLAED
Visit 28,800 2.4% Weak here points to creative or targeting
8 28,800 24% SSEXEIEMREMEER
Add to cart 2,736 9.5% Weak here points to page, price or trust
hnwa 2,736 9.5% SSHEXEfSMATIE. MSEEE
Purchase 684 25.0% Weak here points to freight or friction
WJSE 684 25.0% SSHEXEISAIEEE T EERR
Return 41 6.0% A leak after the sale, priced at 9.00 each
B 41 6.0% EENKE, S58% 9.00 i)
HOW TO COMPUTE - E4E CONDITIONS AND LIMITS - &{45ERH
® Conversion at stage n is actions at n divided by actions at n—1. ® Apooled funnel hides market, device and returning-buyer
% n BiEAER = 5 n EfER + £ n-1 B differences.
LRt sEEm. RESERER.
® Report each rate with its denominator. ¢ Attribution is approximate; the numbers diagnose.
REBMEUENRNS S, IFRRZBIL, HFRATI2H.

One conversion rate hides where the loss happens; stage rates separate media from page.

B REEIRCRENNE,; MEREAEREBIRNaE STamE e S FF.
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reap Reading the funnel picture
S IEXEKIRHE]

Impressions EE¥%
1,200,000

Visits ij5la)
28,800

Add to cart I
2,736

Returns iB8%

41

Bar widths are illustrative only: the ranges span four orders of magnitude. Read the counts and the rates.

Step iEE What the picture says ElfEiR{t4

EUES EERtA

Read each bar as a count The bracket is conversion from the previous stage, so denominators differ
IBERIEIEAEE ESERENEI—MRIECE, SESEARE

Find the weakest rate Visits are 2.4 per cent of impressions, the weakest layer: creative or targeting
BHRSEN—E BEEEESE 2.4%, ERH5—E, EARVEER

Check the purchase bar 684 orders are 25 per cent of carts; returns take 41 of them back

=R T AT FOA A —dhnfb AFN/ - SEAAPHASTT1 44 A

All values are a teaching simulation: not platform data, not any real seller performance.
EEBUENBFEI, FEFEHE, BARESERIAR.,
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one D1agnose before spending Two funnel scenarios -~ Fi/NRSHAE

iz, Btk

Diagnosis comes before spend. If visits double while add-to-cart stays at 9.5 per cent, orders double and contribution

gﬁ%ahmﬁhgmmh@mmm!%hméﬁma@ﬁmzwh@m@md%@m risgetnariper ¢ergorders Feach86y

EXAMPLE 1 1§|J .Elﬁﬂ%'é ﬁﬂhﬁllﬂ‘f SCENARIO - {55: IW@=M 9.5% FEI 12%

1.8% — 21,600 visits — 513 orders 28,800 x 12% = 3,456 carts
2.4% — 28,800 visits — 684 orders 3,456 x 25% = 864 orders

171 orders % 5.71 = about 977 dollars a month 864 x 5.71 = about 4,934 dollars a month
That is the value of fixing the creative before buying more traffic. Same traffic, same spend, a different layer repaired.

Rule 0 What it means X

AU X

Fix the biggest gap Repair the layer furthest below a reasonable benchmark, not the easiest one to advertise into
FIEEIRRRRI—E BIESESEREGEEESEAN—E, MARREZIR SHIB—E

Traffic amplifies Buying visits multiplies the current rates, losses included

MESMABBEE SLHRISIRIE IR, REB—EMK

Rates need denominators A conversion rate without its denominator cannot be compared or improved

EERAIE REDBINRUERTER, BRESuH

Spend is a multiplier on the funnel you already have, which is why diagnosis comes first.

ik REME R ML, FTLAZHTE ST,
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syp Fulfilmentis the second trade-off Parcel by parcel, or stock abroad

JELIR B N

Shipping parcel by parcel costs 5.40 dollars in first and last leg and takes about ten to fourteen days. An overseas

warehense ensyariablerosttn-yp0 mpd deliverytoshboar sixodays:sEving 0. ooqan oxdena=butdymeeds 1,0907upitsn

%]{ ‘AT]"I;{‘]"I fipe 11N 7 A NN ﬂn"nre ﬂ"F PQC]’I

Dimension 4 Parcel by parcel ;X /& Overseas warehouse ;BN Reading i
23551 BRI BN 597
Variable cost per order 5.40 dollars 4.50 dollars 0.90 saved per order
BERTHA 5.40 35T 4.50 35T B85 0.90
Delivery time Ten to fourteen days About six days Faster, not free
BCIXATRY +EHUX 275K BER, EAEREN
Cash in inventory None held abroad 1,000 units, 7,400 dollars Cash becomes the constraint
SANE BIME R 1000 4. 7,400 5T METRLIR
When it is right Demand unproven Demand steady enough to sell the stock  Only then is it cheaper
HABHEA RS FARIQIE BRI R R e s HERZEEE
WHAT THE SAVING BUYS - TSR THA WHAT IT RISKS - BfRtA4XE
® At 684 orders a month the warehouse saves about 616 dollars. ® A quarter of the stock unsold is a write-down, not a saving.
&R 684 BiY, B/MELIE 616 =TT, Mo Z—FEFARELHEME, FAEDE.
¢ Delivery halves, which also touches conversion and returns. ® Cheaper per unit is not cheaper in total if stock does not move.
FOXES AR, BRIRRECSIRE, FEfFse =Rt BRUMANMEARF T RAAME.

A lower unit cost bought with cash is a financing decision wearing a logistics badge.
RSN ERBAAS, 2— N EEWRHENRIERE.
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case Example 2: the saving and the write-down Overseas warehouse - JHME

B 2. E T HERSR(E

The overseas warehouse saves 0.90 dollars an order but requires 1,000 units, tying up 7,400 dollars. If a quarter of

e staekivnever sobdean doo wiriten dawnoutzt8 5 xdnllarsgabout 2, 056 ordlers gne neesled tocarnpdibmck.

Item IRE Arithmetic E= Reading &%
= o s

Saving per order 5.40-4.50=0.90 Earned on every order shipped
BETE 5.40 - 4.50 = 0.90 BR—8H—X

Stock and cash 1,000 units, 7,400 dollars Cash that cannot fund anything else
EESIE 1000 4. 7,400 55T XEWE A EBHBIRISE

Write-down A quarter unsold, 1,850 dollars A one-off cost, not a monthly one
PEAIE] oz —AREH. 1,850 5T —RURA, FEBRRE

Orders to recover it 1,850 + 0.90 = 2,056 orders About three months at 684 a month
BEIFrFEERE 1,850 + 0.90 =~ 2,056 & %8H 684 BYFE=1H

THE LESSON - iX—{I945ie WHAT TO CHECK FIRST - %&+t4

Low unit cost is not low total cost when stock does not sell. *® Is weekly demand for the best-selling colour steady?
FEFEE A gRT, BB EAFT T BEAE. EHEENERAERIRE?

The break-even is a quantity, and it must be named. *® If not, the write-down arrives before the saving does.
TERERE—EE, YWREHX, EMRE, RERTTIERE,

Concepts used here: the fulfilment trade-off and inventory risk, both measured in orders.
AEIRRIRIES: BANESEFXKG, MERLL "BE" T8,
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BACK Returns and repeat purChase §3.1.1 - keeping the contribution

BER5EH

A 6 per cent return rate is acceptable only when the reason is known. Leaking, colour difference and transport

damgencedtpresdifforentrepaivs;preyenting tenmwth adgalotestvideoydaylighieplmre photesnemhs putdeonss
tocted nackacino ic cheaner than a ernce-harder rotiirn

Reason [R[& What it points to }gFE{t4 Preventive fix Faphfifix
JRE EEtA T tEE
Leaking Seal or weld failure Leak-test video on the page
w7k CIESENESE AR ST
Colour difference Studio light flatters the product Daylight photographs of the real colour
BE SR T T 0 Byt NLaRA
Transport damage Packaging too light for the route Drop-tested packaging
IEHBRHR BETNX RN SRR
WHY THE DENOMINATOR MATTERS - $SEAHAEE WHERE REPEAT COMES FROM - SMaMEER
¢ Compare rates only when returns and exchanges are counted the ® New colours, gift boxes and replacement lids — not a bottle
same way. wearing out.
RESERESRERTT AL —EEY, ZFeettirt=:, e, LESBRME, MARRE—RWFR.
¢ Six per cent of shipped orders is not six per cent of delivered ® Measure the 60-day repeat rate as a target separate from
ones. acquisition.
EREITERRN 6% RN ETEEAITRA 6%, i 60 REWEFASIRE D TR BE KN,

THE RULE - #gy

Prevention is a cost; a cross-border return is a cost plus a lost customer. Spend on the first.
TG R—IpkA,; BRIREE—IAABIN—NRANME. HREAEr—IL,

Returns decide whether contribution is kept; repeat purchase decides whether acquisition is ever repaid.

IBEVRERBAREA BT, SWREIREZIZ \GEAIIE], 17128



oary Platform or own store A conditional choice - — NG5 HAGEIE

SRR b

The platform charges 8 per cent commission but brings search traffic. An owned store pays no commission, yet must

ayneor¢trafficandzemziesihigher fixedmosidy: the sinmkition the stone nets:6:53 amprdsr againstss71, bakadds 800

=G bl a v P2 d AT Bitadilernct — ahonit 9 10 ordere a maonth tn hreal: aven

Dimension #E Platform & Own store 37k Reading i3E;
R ¥& LS VAT BE

Commission 8 per cent, about 2.32 an order None The store keeps the commission
e 8%, BH%Yy 2.32 7 RI7uEBR IXERE
Traffic Search traffic comes with the shelf Bought, mostly ;I:/i:tore PELS oy et s pletienm
= 1ohn Pt e EERESST s o
DILER J\?KE m?ﬁ? JILER Egﬁ?& < ,E\Egéag ) gﬂiﬁﬁg'ﬂﬁf
Acquisition cost 6.90 an order 8.40 before owned channels mature Owned channels can pull it to 7.20
SRERA B8 690 BHEREMzAD 8.40 BEEREREER 7.20
Fixed cost Lower 1,800 dollars more a month The threshold is a quantity
BEIERA BRI 5H% 1,800 =5t IR E

BREAK-EVEN NOW - HEIHFTER BREAK-EVEN WITH OWNED CHANNELS - BEERE/RZE

1,800 + 0.82 = 2,195 orders a month Acquisition 8.40 — 7.20: about 890 orders

The gap between 6.53 and 5.71 is 0.82 an order; current volume is Email and messaging cut acquisition, and the threshold falls with it.

684.

Both thresholds are teaching numbers, not forecasts; the discipline is writing them before launch.
RN M ERENT, A2, CEET LEHRmiteIE Tk,
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row Selling direct to consumers in six steps
EEMEHZBEHEEN/ NI

o1 02 03 04 05

Sourcing and Listing and Content and Checkout and Fulfilment and

compliance pricing traffic payment returns
s e EZR5EM RNESRE SSSEN) [BLI5I1RES
Can it be sold? At what price? Does anyone come? Can they pay? Does it arrive?

06

Repeat and

referral
EWSHEE

Do they come back?

Group 948 What it decides REMHTA
pak:c| REMA

First two steps Decide whether the product can be sold at all, and at what price

BURRER IRTEREABESE. LMTAMTEEE

Middle two steps Decide whether it moves: traffic arrives and checkout completes
SlEITEEAN IRESEEMG: REFNA. KT

Last two steps Decide whether the customer is kept: delivery, returns, repeat purchase

HOW TO READ THE CHAIN - E#iEXiKE

® Read each step as a question the launch must answer before money moves to the next one.
IBE—SEREk e mEERE, EEZRIAZELLERE T2,

® Aweak early step cannot be repaired by spending on a later one.
SREAT, ENFRIEATRTESS.

The illustration matches no real shop; it orders the decisions, which is what a launch needs.
TEEAYRAHIESL R, SRR, XIEE MRS,

Cross-border Ecommerce - Lesson 18 - [EiESEEEHS
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HEZEM (FEH)

case Case: launching a 29 dollar tumbler

Teaching case -

==f5: 29 TREM L™

BACKGROUND - &E25hE
A fictional teaching case: no real firm, product or transaction. A three-person team holds exclusive supply of one tumbler and must choose
a platform store or an owned site in a single overseas market.
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THE PROBLEM - MHIIGAIIERR

The team believes the order is healthy because the tumbler costs only 7.40 dollars. It has not counted first leg, last leg, commission, payment,
acquisition or returns, and does not know whether stock should move to an overseas warehouse.

Item IRH Amount £ Item IGH Amount £ Item IRH Amount £

mB RN InH BEN = EER

Goods with packaging 7.40 Firstleg 1.60 Lastleg 3.80
Amat 740 LfE 1.60 & 3.80
Commission 8% 2.32 Payment 2.5% 0.73 Acquisition 6.90
A& 8% 232 313 2.5% 073 ¥}=E 6.90
Return rate 6.0% Cost per return 9.00 Price 29.00
1BE=R 6.0% BRIERKA 9.00 &1 29.00
Funnel stage iB}HER Count = Conversion f{£=

BirER HE R

Impressions 1,200,000 —
R 1,200,000 —
Visits 28,800 2.4%
iia) 28,800 2.4%
Add to cart 2,736 9.5%
i) 2,736 9.5%

Fictional case, invented for this lesson: the arithmetic is real, the firm is not.

ARREENEG: 2R, BIARR.
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case  What the arithmetic says Teaching case - H5hl (£2)

BARRAET A

6.25 5.71 3,906

contribution before returns contribution after returns monthly contribution at 684 after 2,800 of fixed cost
IB53RIEE 6.25 355T IBEfE5MA 5.71 35T bbdeidis 5 ETEiZY 3,906 B% 2,800 EIEmMASLY 1,106
Scenario g5 Arithmetic §3{ Condition {4
B= g &4
Stay on the platform 684 orders, 5.71 each, 3,906 a month Baseline: thin but positive
BEFa 684 B =8 571, BRE 3,906 i BEALE

Move to an overseas warehouse  Saves 616 a month; 1,850 write-down needs 2,056 orders Only after colour demand is steady

BNBIME B8R4 616; 1,850 F{EF 2,056 & meEKSERFAM

Open an owned store g.bso3uflggo(;’der, plus 1,800 fixed: 2,195 orders; at 7.20, Only after owned channels mature
_\_‘; ‘;E‘ ‘E;L

FHRILYS 98 6.53, £ 1,800 EE: 2,195 &#; 7.20 FHL) 890 HRRIBRRETH

A DEFENSIBLE RECOMMENDATION - —/MibE{ERIAgIEIN

» While the owned audience is still forming and returns stay at or below 7 per cent, stay on the platform.
EEBZRERN. BEEARNST 7% ZA1, $EEETS.

+ Test an overseas warehouse only once weekly demand for the best-selling colour is steady.
RERWHRENEEREER, ZWL8Ie.

» Consider an owned store only when email and messaging pull acquisition low enough for about 900 orders a month to break even.
RE M4 SEIRHERIEIAZEERIZ] 900 &/ B RIRFTERS, A& BRI,

Thresholds are teaching numbers; the discipline is writing conditions, metrics and review dates before launch.
FERHFHF, CERET LHRMSETEY. EiraSRAH.
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wrn Six things to unlearn

NE WiIRAE

01 COMMON SAYING HERifi%
B2C means opening a shop.
B2C i@ —2=RIE,

WHAT TO SAY INSTEAD {EIEiti%
The textbook lists five operating forms; a shop is a channel, and direct

SeHIN0-SIORlZNemIest pammentdasm B saue S S mag—fh

03 COMMON SAYING B
More traffic will fix the funnel.
MEEXHEEET R

WHAT TO SAY INSTEAD {ZIFijti%
Traffic amplifies the conversion rates you already have; repair the leakiest

Inmelistomrates; KIERERBENI—E

05 COMMON SAYING FEiE
Platform GMYV is the seller revenue.
A& GMV FESERI.

WHAT TO SAY INSTEAD {&IFifii%
GMV counts all platform transactions, cancellations included; the seller

oV s isprrsalesnatofifers.  sERNMBIABSIIREREEE,

Cross-border Ecommerce - Lesson 18 - [ESEEEHS

02 COMMON SAYING ERiii%
Mobile-first means building an app.
B RE— App.

WHAT TO SAY INSTEAD {E1Fiji%
It is a set of measurable page, checkout and asset requirements, and it

eppliesHarpipgHormpiorestos=iiEk, FaEHRAEEMA.

04 COMMON SAYING ERiRi%

Free shipping means there is no freight.

B EREIEE.

WHAT TO SAY INSTEAD ({ZIEiji%

Freight is inside the price or absorbed by the seller; the buyer simply sees

S MEPIMER TR, MEREEI— M

06 COMMON SAYING % Ritix
Positive contribution per order means profit.

FEREAIIER ARl TR,

WHAT TO SAY INSTEAD {EIFifi%
Fixed cost, acquisition payback and the cash sitting in inventory still have

epeevared K W SERE S BN,

22 /28



TERMS Key EngliSh terms Ten terms - +MARIE

S ——— SN

KBRS
Direct seller Buys and resells goods; owns stock Contribution margin What remains of price after all variable

SEhlEE an s risk. » St I osts.. .
BIEEE PR mmrmswexs SRAkER] B mamaEnRE.
Online intermediary Holds no goods; matches both sides Customer acquisition cost Marketing spent to win one order.
7 Fehg) for commission. SREZRLA N N e
B AHEEm, HEEXNHGHKEES. = TERE—MT RN EEZA.
Mobile-first Designing for the phone fold, taps and Average order value Average value of one completed

ZHAf asset weight. " . Z B rder. . N
B SR e menmiimig S B L T TS,

TR,

Payment gateway The service authorising and settling Fulfilment Storing, picking, shipping and

3 line pa 1t =P A elivering an order. . . -
RARIEES SRR i s mmomss. e FW I BT ive
Conversion rate Actions at one stage divided by the Reverse logistics The flow of returned goods back to the

2 stage before. N 37z selle

e i Sy R B\ s eamzsoms,

Contribution margin and acquisition cost are the pair that decides whether volume is worth buying.
REVEF SIRERARRE "HELEEESE" AUE—3X.
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TALK Class discuSSion Four questions - P&

TRETJIE

With 684 orders and a 9.5 per cent add-to-cart rate, which layer do you repair first, and what do you test?
£ 684 B MW= 9.5% WIBIR T, RETLEH—E? MidHA?

Answer with a rate, its denominator and a condition.

Would you launch on a platform or build an owned store? Write the conditions that would change your answer.
(RRSEAEFE L EARBEEIRTuL? EHAENERERIFM.

Answer with a rate, its denominator and a condition.

XX, 6% BEREFIS? AREHEGIIETA?

Answer with a rate, its denominator and a condition.

Which mobile-first requirement is most often ignored, and how would its cost appear in the data?
BRSBTS ER R E W ARS? (ISR ELHBRIM?

Answer with a rate, its denominator and a condition.

| Is a 6 per cent return rate good for this product? What must you know before judging it?

Refuse answers that name a channel without naming the number that would change the decision.
BEIMRIREE. MR "IN ERE" &
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sk Write a one-page launch memo 12 minutes - groups

B5— Eh&Ess

Build the per-order ledger, and state contribution before and after returns.

R , — s e —— One ledger, two contributions.
RIS, SHBKBIEIREE. g

Compute the three stage conversion rates and mark the weakest layer against a
baRchelex, YRREREIERHRSE—E,

Three rates with denominators.

Test one change: overseas warehouse or owned store, and give the break-even quantity.

s e TN wp e A break-even quantity.
MER—ANESE: EIMOEIRSTNG, FHATITEsE, quantty

Write the recommendation as an if-then sentence with a metric and a review date.
EEINER, “WNR..... BBA....." 9, MiEirSEEHEE.

One conditional sentence.

STUDENT OUTPUT - 345

One page: a ledger, three conversion rates, one scenario and one conditional recommendation.
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QuIZ Flve qIIICk CheCkS Answer before discussion - BB ITIS

=Rl

Which of the five operating forms is this team, and which three questions decide the answer?
XA EINE TR NE RN RIE—? = NERUAE &5 3R?

Build the ledger from 29.00 and give contribution before and after returns.
M 29.00 HEREMKA, SHIELRRIFAISIHR.

Give the three stage conversion rates with their denominators, and name the weakest layer.
SH=FEEUERES S, HEHESN—E.

The warehouse saves 0.90 an order and risks a 1,850 write-down. How many orders to recover it, and when should the team not

QB 0.90. il 1,850 FiE. SBEIHE? HABR TR

Explain both store thresholds, 2,195 and about 890 orders, and write two conditions you would attach.
fBTE 2,195 529 890 BN MR EAREY, FHELIRESMIINaIRmN 4.

A correct answer carries the arithmetic, the denominator and a condition.
ERNESERETEN. mot. F54.
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wrap Take-aways

ARG

The closing lesson of the course

THE ARGUMENT - ZFiBfy4Eic

® The operating form decides the revenue logic; channels do not
change the form.
EIFZUREBNEE, BB,

® Mobile-first is three measurable requirements, not an app and
not a style.
Bl R=FARNEK, 2 App, BAEXIE.

¢ Stage conversion locates the leak; contribution after returns says

whether repairing it pays.
prEEEUERERR, REERIRBIEEESLIE.

Source ¥KiE Section (Y& What it states FXAS
KR A= nE

Five B2C forms; the
start-up list; mobile-first

SRC-002 as precise customers, Forms, list and mobile tests
§2.2-2.2.6 convenience, logistics . BERSBE

hip B2C 7z, BEaliss
; BRI =T

Consumer behaviour

SRC-003 including post-purchase  Returns and repeat purchase
§3.1.1 conduct BE5EW

WHAT TODOWITHIT - EZH

Name the form, then build the ledger, then choose channels.
e, BEKA, REIERE.

Write every recommendation with a threshold, a metric and a
date.

FERENEEERHRE. Eirs5HE.

Treat a launch as a set of conditions, not a decision made once.
B EHHE—EEE, MAR—IRMERRTE,

Used for FHi&
&

Every figure in this lesson is a teaching simulation and must be labelled so whenever it is quoted.

AR NAF RSN, SRS AR e,

SRC:003 intent cevalgaticnzand Five observable stages

§3.4.1 nurchase BT ENER
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LESSON 18 - AB2C LAUNCH

Name the form, build the ledger,

then write the conditions.
LR, BEE, RS T

Eighteen lessons, one habit: a decision is a number with conditions attached.
TNRBET—IR: —NRE, BRI TERERIEE.

“The next decision should rest on evidence, not on enthusiasm.”
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