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Module1

Business Models
of E-commerce

Unit Goals

After studying this unit, you are able to:

/ © know about the e-commerce models and their characteristics;

O talk about e-commerce companies and models;

© learn how to choose a suitable platform and e-commerce
business model;

© learn how to write a business plan in English.

Overview

E-commerce is a commercial activity based on information
network technology and centring on commodity or services
N\ exchange. Companies are launching electronic storefronts
on the web and garnering worldwide customers. In the open
network environment of the Internet, buyers and sellers do
not have to carry out various business activities face to face.

There are some typical business models of e-commerce,
but emerging e-commerce models such as online-to-offline,
customer-to-manufacturer, social e-commerce, and cross-
border e-commerce are popular.




kL )

Mary is a fresh graduate from abroad. This is her first time to get to know the e-commerce

industry in China. Everything is new. She is interested in developing her own e-commerce

business and has so many things to learn. From now on, she goes close to the e-commerce world

and learn from the beginning.

N\ 17

Mary shows her optimism to the
e-commerce industry. She harvests a
great deal from the conversations with

her friends.

Work in pairs. Read the following sample dialogues and try to perform the relative topics
with your partner.

Example 1: E-commerce Companies

M Hi, Mary. What company are you inclined to apply to?
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Well, I am interested in e-commerce companies, so I am thinking of working there.

M Oh, there is a wide range of such companies. Do you have any preference?

Yes. I have sent out some application forms to Alibaba, INGDONG and Pinduoduo.
They are popular and well-developed e-commerce companies. I am waiting for the

interview from them. I’ve heard that there is a intense competition in this field. I am
just a complete newbie.

m Take it easy. Those companies are mature in e-commerce. As a green hand, you can
accumulate experience fast although their environment is not so cozy.

I will learn from the beginning. I have my own plan for career in this field. w

M Come on, Mary. I am expecting your good news.

Example 2: Going Close to E-commerce

w Hello, Mr Muller. I’ve heard that you started business online. How is it going?

Oh! It is hard to imagine. E-commerce makes you busy with computers and M
mobile phones all the time.

So it could bring in sales 24 hours a day, right?

Almost right. Customers across the country can place orders any time they like. M
We would process the orders next morning.

What kind of company is engaged in the e-commerce business?

Well, no limitation. Any business related to commerce can engage in e-commerce. M
Have you ever booked plane or train tickets or hotel rooms online?

I ordered a plane ticket online yesterday. It is amazing!

Indeed. E-commerce is changing people’s lifestyles and ways of shopping. M

Definitely. From children to the elder, all the people can participate in it. The chances

are infinite.
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If you have any ideas, just tell me. I am happy to give you some guidance. M

w That would be so great. Thank you so much, Mr Muller.

Example 3: Different Models of E-commerce

w B2B, B2C, C2C... I am confused about so many terms.

What is bothering you, Mary? W

M I’ve learned different models of e-commerce. I am trying my best to remember them,
but it is hard for me to make them clear.

Confused? How about thinking of them in another way? I mean to understand the w
definitions with examples and comparisons. Case studies can make you understand

them more easily.
w Good idea. I’ll find some cases and try to understand them.

There are two categories of e-commerce business models. B2B, B2C, C2C and B2G w
are traditional ones. New forms of e-commerce are emerging and continue to innovate,

such as live streaming e-commerce, social e-commerce, and cross-border e-commerce.

You must have heard of that.

w Yes, a lot. The application of big data and Al technology can more accurately predict
the actual customer needs, make the matching more accurate, and improve the effect of

personalised recommendation.

New things come out every day. We have to stay up to date. M

Mary has many questions about this new area. Work in groups. Discuss the following topics
with your group members and share your opinions.
1. Do you know what social e-commerce is? Give some examples.
2. Are you worried about the payment security of e-commerce?
3. Do you think the takeout food market has a promising future? Why?
4. How would you like to book a room if you travel to another place?

5. I want to buy some fresh food and need quick delivery. Could you recommend a platform?
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Mary is eager to know more ©
about e-commerce models. She i )
N is listening to the introduction of
q the B2C model and the story of an

\\/’/ online bookstore.

Listen to a passage and fill in the blanks with the missing information.

In the B2C e-commerce 1, the focus is more on attracting 2 customers

and converting them into real ones, retaining them and sharing 3 which is

created during the 4 . The ultimate goal is to change them into 5 as long
as possible. In a typical B2C operation, the Internet is the medium of the 6 flow between
businesses and customers. It includes 7 orders requested from customers, specifications and

8 provided by the business. In addition, it may also include the physical flow (goods and
9 transferred between the business and customers). There are three types of services usually
covered under B2C e-commerce model: online auctions (ebay), online 10 (Taobao.com) and

online services (Travelocity.com).

Supplies

Order
Processing

Orders
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Listen to a conversation and choose the best answer to each question.

1. What are the speakers talking about?

A. Shopping online.
B. Adding WeChat.
C. Transferring money.
D. Shopping platforms.
2. Where does Nick buy the goods?
A. In the supermarket.
B. Community Group Purchase on the phone.
C. On Pinduoduo.
D. On Taobao.com.
3. How does Nick make payment for his goods?
A. Pay for the goods in the cart at once.
B. Pay separately for the goods.
C. Pay after the arrival of the goods.
D. Pay at the end of the month.
4. What does the girl think about this business model?
A. Risky.
B. Troublesome.
C. Time-consuming.

D. Fitting her well.

Listen to a short passage and decide whether the following statements are
true (T) or false (F).

() 1. Builder’s Book Inc. is a C2C e-commerce firm.

() 2.One of the targets of Builder’s Book Inc. is to achieve low-cost and efficient
expansion of its business scope.

() 3. For Builder’s Book Inc., the physical and online stores go separately.

() 4. The revenue and profits of Builder’s Book Inc. are gained from sales and value-added business.

() 5. Builder’s Book Inc. has star membership management.
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Mary is browsing the website and finding some
passages about business models of e-commerce. She is

curious about these models which are helpful to her better

understanding of e-commerce world.

""—@

A:

Before reading the passage, see how much you know about different business models of

Text A

e-commerce by answering the following questions.

1. What typical e-commerce business models does the passage talk about?

2. How does the B2C model work?

Four Business Models Help You Know E-commerce Better

As far as we know, e-commerce is a booming business in China and across the globe.
However, not everyone knows it clearly and accurately. We often hear people mention B2B, B2C,
C2C and O20. But what are they? Actually, they are different e-commerce business models.

B2B (Business to Business) refers to the exchange of products, services and information
between enterprises and enterprises. About 80% of e-commerce deals belong to this type. And
most experts predict that B2B e-commerce will continue to grow faster than B2C. Most B2B
applications have supplier management, inventory management, distribution management,
channel management, and payment management. Depending on the target market, B2B can be
divided into foreign trade B2B and domestic B2B. For instance, Alibaba.com, Made-in-China.

com, and DHgate are all typical dealers in China.
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B2C (Business to Customer) is the earliest e-commerce business model in China. It refers
to the sales model that the enterprise directly sells to the customer online. The enterprise provides
a new environment for customers through online shopping. Customers can buy and pay online.
The first online B2C company is Amazon. This model saves much time and space for the
enterprise and customers, which makes transactions more efficient and reduces cost. It is even
more attractive because it saves enterprises from factoring in the additional cost of a physical
distribution network. The famous domestic B2C platforms are Dangdang.com, Tmall, Pinduoduo,
JD.com, and so on.

C2C (Customer to Customer) is a business model between private individuals, providing
online transactions for the two parties. Sellers can provide commodities for auction online while
buyers select and bid for their preferred goods. It perhaps has the greatest potential for developing
a new market. The common platforms are Taobao.com, ebay and Paipai whose figures indicate
that this market is quite large and produces millions of dollars in sales every day.

020 (Online to Offline) is a new e-commerce business model compared with traditional
ones, which combines the offline business with the Internet, making the Internet the front desk
of offline transactions. In this way, offline services can attract online customers. Customers
can choose offline services, and transactions can be settled online, quickly reaching scale. Its
promotion effect can be measured, and each transaction can be tracked, too. Typical platforms are
Meituan and Ele.me.

E-commerce business models are diverse. For a traditional enterprise, before entering
the e-commerce area, it is necessary to choose its own operation model and develop its own

characteristics.
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Read the passage and decide which paragraph talks about each of the topics in the box below.

a. The typical dealers of B2B in China. Paragraph
b. Individual to individual business. Paragraph
c. The new e-commerce model. Paragraph
d. The classification of e-commerce. Paragraph
e. The earliest e-commerce model in China. Paragraph

Choose the answer to the following questions according to the passage.

1. According to the passage, B2B, B2C, C2C, 020 belong to .
A. e-commerce platforms B. buyers and sellers
C. e-commerce business models D. domestic business models

2. Which of the following statements is TRUE?
A. B2B e-commerce will continue to grow faster than B2C according to most experts.
B. Figures of Taobao.com and ebay indicate that the C2C market is quite small.
C. The O20 model cannot measure promotion effect and track transactions.
D. One platform has one business model.

3. According to the passage, which model combines the offline business with the Internet?

A.B2B. B. B2C. C. C2C. D. 020.

Complete the following sentences with the proper form of the words given below.

auction accurate transaction boom potential
domestic  enterprise commodity characteristic dealer
1. Online purchases can be made by setting up a separate code.
2. Output consists of both exports and sales on the market.
3. The platform supports the return of within 7 days without any reason.
4. The article reflects public opinion.
5. Tourism is there this summer.
6. We should give policy support to that increase jobs or reemploy laid-off workers.
7. e-commerce is a new marketing model.
8. The will provide you with a courtesy car while your vehicle is being repaired.
9. The European marketplace offers excellent for increasing sales.
10. Personal , such as age and sex are taken into account.
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Choose the phrases from the box to complete the sentences. Change the form if necessary.

be divided into bid for online transaction sales model compare with

1. our competitors’ plan, you will find ours needs to be promoted.

2. The results can three main categories.

3. Internet sales may eventually replace the traditional

4. The advantages of are nuMmMerous.
5. The communication group has shown an interest in the company.
Word Bank
e-commerce /'i:koms3:s/ n. ¥, F 7 % be divided into #% 4 &
booming /bu:mmy/ adj. >%FE ), FFEH supplier management it J7 7 % ¥
accurately /'&kjoratli/ adv. ¥ ¥EH; 7 M inventory management & 77 & 3
enterprise /'entopraiz/ n. 4~ ¥, /A7 distribution management 444 % ¥
application /@pliketfn/ n. Jii i # 4 sales model 44 & # X
domestic /do'mestik/ adj. [E W Hy; AE online transaction % 23 %
dealer /'di:lo(r)/ n. 24457 bid for H 1>
transaction /tren'zek[n/ n. %2 5, F 3 compare with... 5+ F

commodity /ko'modati/ n. B % ; 4
auction /'o:kfn/ n. 332

potential /pa'tenfl/ n. 7 M A K
delivery /dr'lvori/ n. f£3%; %
characteristic / karokto'mistik/ n. #F4E, 4 &

Text B

How Much Do You Know About Social E-commerce

With the rapid rise of social networking sites and e-commerce, social e-commerce is
becoming popular. As a subset of e-commerce, it integrates e-commerce and social media, with
trust as the core of this social transaction model. The purchasing and selling behaviour is based on
relationships, with the help of social media communication channels (Weibo, WeChat, Douyin).

It applies social elements such as attention, sharing, communication, discussion and interaction
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to the e-commerce transaction process so that users can trust the product recommendations and
high-quality promotion more under social relationships.

At present, representative domestic social e-commerce platforms mainly include Pinduoduo,
Yunji, Huashengriji, and Xiaohongshu. Douyin and Kuaishou have also rapidly developed in
recent years. Traditional social e-commerce platforms expand their own business scope with the
help of mobile networks and mobile information technology. Target users are reached through
social tools first and then attracted by low-price products. The deal is done before you know it.
Meanwhile, mobile e-commerce continues to enhance its social functions.

The reasons for the rapid rise of social e-commerce are as follows: Firstly, the traffic
dividend has decreased and the development of mainstream e-commerce has entered a bottleneck;
Secondly, mobile social networking, mobile payment and 5G communication technology
provide the technical foundation for its development; Thirdly, social applications provide low-
cost network marketing platforms for enterprises, which are helpful to low-cost word-of-mouth
marketing; And last but not least, consumers’ shopping habits are changing. Their characteristics
of interaction, context and fragmentation are obvious.

Every coin has two sides. At present, there are some major problems with social e-commerce
platforms, including uneven product quality, bad guaranteed user privacy security, not perfect
user trust mechanism and unsound industry standards for social e-commerce. However, social

e-commerce is still a proming market.

Match the following terms with their Chinese meanings.

10. industry standard

1. social e-commerce A BHR S

2. social networking site B. X HE#H

3. social media C. O E 4

4. e-commerce transaction D. #xR KR

5. product recommendation E. %31z E8K
6. business scope F. 58 W 36

7. word-of-mouth marketing G. 1T ArveE

8. mobile information technology H A FRAL 2
9. user privacy security Lo niEsE

J. 28 HE
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Read the passage and decide whether the following statements are true (T) or false (F).

() 1. The purchasing and sales behaviour of social e-commerce depends on relationships with the
help of social media communication channels.

) 2. At present, the social e-commerce platforms mainly include WeChat, Douyin and Kuaishou.

) 3. One of the major problems of social e-commerce platforms is the lack of talents.

) 4. Social applications are helpful to low-cost word-of-mouth marketing.

~ o~~~

) 5. Target users are reached first through social tools and then benefit from one or two low-price

products.

Translate the following sentences into Chinese.

1. As a subset of e-commerce, it integrates e-commerce and social media, with trust as the core of this

social transaction model.

2. Traditional social e-commerce platforms expand their own business scope with the help of mobile

networks and mobile information technology.

3. And last but not least, consumers’ shopping habits are changing. Their characteristics of interaction,

context and fragmentation are obvious.
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Word Bank

networking /netws:kiy/ n. A Frk % ¥ be based on bL«---+- e

subset /'sabset/ n. 415 /N4, FH apply...to... 3E-+---- 35 i F------
integrate /'mtigrett/ v. (£ ) &, M A —1& business scope £ & i [

relationship /ri'letfnfip/ n. % %, E # provide sth for % -+ I T
communication /kemju:nr'ketn/ n. £k ; K ; be helpful to %+ 7 By

Rlhr; ik last but not least % J& £ E]| # &= E 1y &

interaction /,ntor'ekn/ n. B 5 ; 2

recommendation /;rekomen'detfn/ n. # % ; /-4

representative /,repri'zentotv/ adj. # 1% & M HY
scope /skevp/ n. (FLE . 44, EH%EW) HHE
dividend /'drvidend/ n. 41 F|

mainstream /'memstri:m/ adj. £ i ¢

bottleneck /'botlnek/ n. i 5%, [, EHE
payment /permont/ n. ##t; %Atk
word-of-mouth /,wa:d av'mavt)/ adj. BBy ; O
fragmentation /,fregmen'ter/n/ n. # fr {t,

uneven /An'i:vn/ adj. £ EH; FANTFH

mechanism /'mekonizom/ n. /.4

Extended Interpretations

1.

As far as we know, e-commerce is a booming business in China and across the globe.

WA, RTHEETETELRME —NEHRRENATL,

. 020 (Online to Offline) is a new e-commerce business model compared with traditional ones, which

combines the offline business with the Internet, making the Internet the front desk of offline transactions.

020 (A EMA&T) BN THEAEAN —FHEEERX, CREATHLFERNLELLK, 1
BRI R A& TR 5 H 6 o

. This model saves much time and space for the enterprise and customers, which makes the transactions

more efficient and reduces cost.

EKABANDSWFHFETET RENHEMZE, R8T RIEE, BRT RA.

. With the rapid rise of social networking sites and e-commerce, social e-commerce is becoming popular.

MEA R FsEfw R4 oA RIERL, HXETTFHRTLEK.

. Social applications provide low-cost network marketing platforms for enterprises, which are helpful to

low-cost word-of-mouth marketing.

R R A A R R ANEEH T 6, AATHRATHRERA D HEEH,
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Project Workshop

After learning something about e-commerce, Mary shows great
interest in it and starts to explore a suitable e-commerce model

for her business with her team. She begins her business plan.

Practical Training

Work in pairs and make a dialogue according to the following situations.

1. Terry asks Mary to introduce typical business models of e-commerce she has learned.

2. Mary has a plan to travel to Chengdu. Tony recommends Ctrip to her.

Brainstorm the following topic with your group members.

Mary is not familiar with the Meituan app. She finds there are many sections in the app to meet
people’s different needs. Open your app, share your experience of using it with Mary and try to explore

something new with her.
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Case Study

Read the following case and get the main idea.

Social E-commerce Success Story

Xiao Huang is a tea retailer who once knew nothing about social e-commerce. When he met
people, he added them as QQ friends. After six months, there were more than 3,000 people in his
three QQ groups, but only 3% of them bought his tea. Online orders accounted for 20% of the total

sales volume and brought about 4,000 yuan in income per month, but it was not stable. The sales of

il

media groups, such as stock groups and chamber of EE'E

high-end tea were almost zero.

Later, he had the chance to join some other social

commerce groups, to socialise and sell. He found that
different target groups had different levels of demand
for tea. He launched different grades of tea on
different social platforms and carefully prepared
the words and videos. After a few months, not

only did his income greatly increase, but the high-

end tea was easily sold out.

Please analyse Xiao Huang’s new strategy in contrast to his previous one with the help of

the following mind map.

Development of Xiao Huang’s Business

Previous Strategy New Strategy

Result: Result:
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Trying Your Hand

A business plan is a strategic plan for an enterprise to guide future
actions. Through the introduction of the company’s business, financial status, market
analysis, management team, development planning and other aspects of the content, readers
can understand the current and future situation of the company, as well as the steps and
strategies needed to achieve its business goals.

Please read the following situation and choose a suitable platform and e-commerce
business model.

Mary and her 8-person team want to sell their cosmetics online. w2 X
Choose a suitable platform and e-commerce business model after research ) 7
# \.

and analysis. They will make a deliberate plan for their first attempt.

Please analyse how the structure of a business plan is organised with the help of the
following guidelines and make a business plan.

Describe your group and show your strengths.

Which platform is the most suitable for you? Write down
your reasons.
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Describe the product(s) you are going to sell. The wonderful
descriptions would be attractive and helpful.

Who do you think would be your target customers? Why?

Do you have a budget for your financial situation? Make a

clear statement.

What’s your business target? How will you implement your
plan?
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Ways of Business

Brief History of Chinese Business Development

Chinese people learned to do business very early. The exchange of commodities appeared in
ancient times and was initially developed in the Shang Dynasty. And those who drove oxcarts
between tribes were called “merchants” by later generations. During the Tang Dynasty, maritime
commerce flourished. The Song and Yuan dynasties broke through the limitations of the original
time and space. Commercial activities developed unprecedentedly, and the earliest paper money
“Jiaozi"” appeared. Overseas trade was booming at that time.

Since modern times, Western economic forces entering into China has changed the original
economic order of China. Some people who worked for foreign firms and accumulated rich business
experience laid the foundation for later enterprises, and various renowned business groups emerged
in China.

Since the reform and opening up, China’s commodity circulation has expanded. Commercial
outlets spread throughout urban and rural areas. Wholesale and retail as well as accommodation
and catering industries, became the main forces of commerce, and consumer consumption
accelerated upgrading. The rise of the Internet was at the end of the 20th century. The year 1999
is known as the first year of Chinese e-commerce. The birth of the Internet platforms represented
by Taobao.com and JD.com has transformed traditional business models from offline to online, and

global purchasing has become a reality. The era of e-commerce has officially arrived.

e [ e I 2 J i S

TEAREHREZD. AnXREzh i Eil, FERHEE TNLAE. IIEEESF
FirETRBEENARBEATRA ‘BA" . BHENEE, BLBRSXE ., RS HANRE 7 RERSEF
FERIRSE . BUENTRIARRE, BWTRENRT ‘ZF" . SHBIESER.

ERLLE, ALEFBNHENTE, XETHERENEFKF. —LEFTILEFERETE
ERWZENANERIEWVETE T EM, FERIESMANEEHE.

BEEFMIAK, PERNERABMENT K. AU ESEBRES . #IAZEMEBERI
PRARIHNENE, BERIBEINEAR. 20 HLR, BERMXE, 1999 FRIRIPEEBITE.
LUBE . RAEANENERNESNRERERRURRL TENE L, 2RWEAIL., BFE
SAIEXRIE.
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