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Unit 1

Text A

E-commerce

1. The Lure of E-commerce

The following list summarizes what might be called the “lure of e-commerce”:

* Lower transaction costs—if an e-commerce site is implemented well, the Web can
significantly lower both order-taking costs up front and customer service costs after the sale by
automating processes. _

* Larger purchases per transaction—Amazon offers a feature that no normal store offers.
When you read the description of a book, you also can see “what other people who ordered this
book also purchased.” That is, you can see the related books that people are actually buying.
Because of features like these it is common for people to buy more books than they might buy at
a normal bookstore.

* Integration into the business cycle—a Web site that is well-integrated into the business
cycle can offer customers more information than previously available. For example, if Dell
tracks each computer through the manufacturing and shipping process, customers can see
exactly where their order is at any time. This is what FedEx did when they introduced on-line
* package tracking—FedEx made far more information available to the customer.

* People can shop in different ways—traditional mail order companies introduced the
concept of shopping from home in your pajamas, and e-commerce offers this same luxury. New
features that Web sites offer include:

—the ability to build an order over several days;

—the ability to configure products and see actual prices;

—the ability to easily build complicated customer orders;

—the ability to compare prices between multiple vendors easily;

—the ability to search large catalogs easily.

* Larger catalogs—a company can build a catalog on the Web that would never fit in an.
ordinary mailbox, For example, Amazon sells millions of books. Imagine trying to fit all of the
information available in Amazon’s database into a paper catalog!
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* Improved customer interactions—with automated tools it is possible to interact with a
customer in richer ways at virtually no cost. For example, the customer might get an email when
the order is confirmed, when the order is shipped and after the order arrives. A happy customer is
more likely to purchase something else from the company.

It is these sorts of advantages that create the buzz that surrounds e-commerce right now.

There is one final point for e-commerce that needs to be made. E-commerce allows people
to create completely new business models. In ‘a mail order company there is a high cost to
printing and mailing catalogs that often end up in the trash. There is also a high cost in staffing
the order-taking department that answers the phone. In e-commerce both the catalog distribution
cost and the order taking cost fall toward zero. That means that it may be possible to offer
products at a lower price, or to offer products that could not be offered before because of the
change in cost dynamics.

However, it is important to point out that the impact of e-commerce only goes so far. Mail
order sales channels offer many of these same advantages, but that does not stop your town from
having a mall. The mall has social and entertainment aspects that attract people, and at the mall
you can touch the product and take delivery instantly. E-commerce cannot offer any of these
features. The mall is not going to go away anytime soon.

2. Easy and Hard Aspects of E-commerce

The things that are hard about e-commerce include:

* Getting traffic to come to your Web site.

* Getting traffic to return to your Web site a second time.

* Differentiating yourself from the competition.

* Getting people to buy something from your Web site. Having people look at your site is
one thing. Getting them to actually type in their credit card numbers is another.

* Integrating an e-commerce Web site with existing business data (if applicable).

There are so many Web sites, and it is so easy to create a new e-commerce Web site, that
getting people to look at yours is the biggest problem.

The things that are easy about e-commerce, especially for small businesses and individuals,
include:

* Creating the Web site.

* Taking the orders.

* Accepting payment.

There are innumerable companies that will help you build and put up your electronic store.

We’ll discuss some options in the next section.

3. Building an E-commerce Site ‘
The things you need to keep in mind when thinking about building an e-commerce site

include:

2
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* Suppliers—this is no different from the concern that any normal store or mail order
company has. Without good suppliers you cannot offer good products.

* Your price point—a big part of e-commerce is the fact that price comparisons are
extremely easy for the consumer. Your price point is important in a transparent market.

* Customer relations—e-commerce offers a variety of different ways to relate to your
customer. E-mail, FAQs, knowledge bases, forums, chat rooms ... Integrating these features into
your e-commerce offering helps you differentiate yourself from the competition.

* The back end: fulfillment, returns, customer service—these processes make or break any
retail establishment. They define, in a big way, your relationship with your customer.

When you think about e-commerce, you may also want to consider these other desirable
capabilities:

* Gift-sending.

* Affiliate programs.

* Special discounts.

* Repeat buyer programs.

* Seasonal or periodic sales.

The reason why you want to keep these things in mind is because they are all difficult
unless your e-commerce software supports them. If the software does support them, they are

trivial.

New Words
e-commerce [irkoma:s] n. HTFESH :
transaction [treen’zeek [ an] . X5, HE, 4, S, ¥
cost [kost] n. A, #rEg, KM
vt. HHEH
vi. 6%
site [sait] ‘n. MG, HUE, AT
implement [implimant] vt. BRI, =M, PAT
n. LTH, #R
web [web] n. W™, [W-13RERK
significantly [sig'nifikantli] adv. BWREKH, EFEHEH
customer ['kasteama] n. B, EB, HRERE
automat ['o:taumaet] . BEERN
process ['proses] n. I8, ¥EH, HE, BF, PR
' ve. NI, A3
purchase [pa:tfes] vt. &, WL

n. %_k"r I}!"J;E
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feature
integration
available
ship
package
track

luxury
configure

complicate
search

catalog
mailbox
database
impfove
interaction
email
confirm
advantage
buzz

 surround
distribution
dynamics
channel

aspect
attract

traffic
applicable
payment
supplier
price

transparent
market

[fi:tfa]
[inti'greifan] .

[&'veilabl]

[fip]
['peekid3)
[treek]

[Iak] ori]
[ken'figa]
[komplikeit]
[sa:t[]

[keetalog]
[meilboks]
[deitabeis]
[im'pru:v]
[inter'zekan]
['i'meil]
[kan'fa:m]
[ad'va:ntidz]
[bAz]

[se'raund]
[distri'bju:[an]
[dai'neemiks]
['tfeenl]

[zespekt]
[a'treekt]

['treefik]
[eeplikabl]
[peimant]
[se'plaia]
[prais]

[treens'pearant]
[ma:kit]

n.

n.

adj.

TS N

R T R

I =
oS

Ve,

.Vt

Vi.

Vi.

adj.

FFE, 5

&G, BE

WAEIR, AR, FRE

s
a%, f
B, B
EE
1y, R

EBE’ )&%7 ﬁ%%! %Eﬂ

()2 R 7%
B3, BA

B, AaEX, FEHEER

HEAH
HomE, YORE
W, o

RH, AR, BAHZN
PR, BTER

W, #HhHE

W, AREME, Fam

WS

VERRE S, R 1
Hee, Bs, GE, HE

i)

FrRECE R 1812), 517
ﬁﬁ; *‘}fé‘?’ &Fi%r FIE%

LE]

BRI, SHEER

X5, L

AIEMK, WTMAR

sk, AT

g, TR, ek

Wik, e, A

Greeeor B, e BOHTAS, FRIIOTHE
BYIR, BARET, FABTH

Wi, i, 1715
ENH L5
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relation
forum
fulfillment
retail

retailer
wholesaler
establishment
define
consider
desirable
capability
affiliate
discount
seasonal
periodic
trivial

Phrases

up front

business model

end up
point out
look at
credit card

put up
keep in mind

price comparison

relate to
chat room
back end

in a big way

[rileifan]
[foiram]
[ful'filmant]
{'ri:teil]

[ri:'teila]
[haulseila]
[is'taeblif mant]
[di*fain]
[kan'sida]
{di'zaierabal]
[keipa'biliti]
[a'filieit]
['diskaunt]
['si:zanl]
[piari'adik]
[trivial]

n. KRR, KR
n. wWis

n. JBAT, AT
n. 8

adji. FENK

v. BB

n. LR

n. ATl B, HIE; Wi

vt EX, WA

vt. EI&, BB, AN

adj. BRI, EBEERN

n. (EFDEES, MR, AR, BEED

v. (A, EZAR R

n. 0 '

adi. ZTH

adj. JHHIK), EHIK

adj. WK, FIK, MHEREE, A
JEIER

FERITE, T

N2 S

giR

jzfar)

&, BB, RT
EHF, BkF
R4, #iE
il

igidaa:

BR, Wk
WR=

Jei ¥

B, IR, KB
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Abbreviations
FAQ (Frequently Asked Question) T W AR R
Notes

[1] Because of features like these it is common for people to buy more books than they might
- buy at a normal bookstore.

AA]H, these HERTTEIEEIHI When you read the description of a book, you also can see
“what other people who ordered this book also purchased.” That is, you can see the related
books that people are actually buying. it £FAXFE, EIEMFEERSERERXEEfor
people) to buy more books, than they might buy at a normal bookstore J&—* ELENRIE M 4],
[2] It is these sorts of advantages that create the buzz that surrounds e-commerce right now.

A£]H, that surrounds e-commerce right now & —/~EiEM ), BHHRE the buzz,
It is/was ... that B — N SRIFEE, FARBRFEATHEE. REBEIRIE, 2UFRIKLEE
& these sorts of advantages, create f/Z151%&, the buzz REiE. ’

HIEF, BRFEATHEE. BESRENA Itis/was ... that A]18, SRIFIBIER FABIZ)
) do/did. EHE THI:

It was Mike that helped me work out this problem.

RIEHBBHR T XA EE.

It is light and heat that the sun gives us.

KB TATHR T

It was in 1991 that he bought his first computer.

i35 — & T EHLRFE 1991 .

It was in Shanghai that I first met Jim.

LB —KBIREWRE L.

I did write you a letter, but forgot to post it.

BROMGRET —HE, BEETHFT .

[3] In a mail order company there is a high cost to printing and mailing catalogs that often end
up in the trash.

AA]H, that often end up in the trash B —NEEMA], BHiFIFRE catalogs. end up in
MERERE G &R HETH:

All their plans ended up in failure.

AT — D07t R AR LA SR 75 2% ‘

[4] That means that it may be possible to offer products at a lower price, or to offer products that
could not be offered before because of the change in cost dynamics.

A&, that it may be possible to offer products at a lower price, or to offer products that
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could not be offered before because of the change in cost dynamics & —MNREEMNA]. FEER
EMNAF, it 2ERAEE, EEMEELH or EEMFAN3NEA EREIE to offer products
at a lower price il to offer products, that could not be offered before because of the change in
cost dynamics /& — N EEMA], E4HF1 PR 2 T AT A products. 7EZMAJF because of the
change in cost dynamics 1EJRERIE, 1E4HH1E1E could not be offered.
[5] The things you need to keep in mind when thinking about building an e-commerce site
include: '

A4]9, you need to keep in mind when thinking about building an e-commerce site 72—
AN EEMA, BHRIFEEEE The things. 7Ei%MA)H when thinking about building an
e-commerce site E4RiE . keep in mind IR BR “Fid”, “#id”. HF THI:

You should always keep in mind that you are a Chinese.

RO R B SR E A
[6] Your price point—a big part of e-commerce is the fact that price comparisons are extremely
easy for the consumer.

&, that price comparisons are extremely easy for the consumer 2 —MFIALEMN A,
1 the fact FIFEALIE, X HAEANTEIRI

FES, RGBS HE RN —MABGERARAEINL R, & r%ﬁfl%”t 52 )AL A BR
WHEZ E. EE TH:

Our teacher, Mr. Smith, is from the United States.

RAVEIE, EEHEL, KREXE,

Word came that he had left for Beijing.

HHEERMELKIHT.

Exercises

[Ex1.) RI|RLAZ, BEUTHE.
1) Please list the “lure of e-commerce.”
2) What can the Web do if an e-commerce site is implemented well?
3) What can a Web site that is well-integrated into the business cycle offer? Give an example.
4) What are the new features that Web sites offer?
5) Is the mall going to go away anytime soon? Why?
6) What do the things that are hard about e-commerce include?
7) What are the things that are easy about e-commerce, especially for small businesses and
individuals?
8) List the things you need to keep in mind when thinking about building an e-commerce site.
9) When you think about e-commerce, what méy you also want to consider?
10) What is the reason why you want to keep these things in mind?
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[Ex2.] #R4E 4 H M PGE A CHME AR S AN M SERIE. SRANEFEHOSH.

n. HTHEE e
n. W&, X, H#ERE C
n. FEH r
n. WERHE w
n. HNE, TR, e s
v, B, oo : i
n. BX, BmEZRX @GESMER c
v, BUs s
n. BT, BFER e
n. K, AT P
n. A, e, A4 c
v. #BER, B3I, 5K, BAE s
vt. B, L, BAT i
vi. BLE, WE c
adi. THZIK, TRARK, HFHEN a

[Ex3.] £ T 56 F#FEN I
1Al transactions, from banking to shopping, will be performed electronically.
2) The cost of the house was too high for me.
3) A life of toil is generally the price of fame and success.
4) Chinese commodities available for export are varied.
5) He spent his life searching after truth.
6) Can you catalogue the VCD sets you sell and send me a copy?
7) He buys wholesale and sells retail.
8) The product will find a good market in Brazil.
9) She was attracted by the novel advertisement.
10) Payment may be made in any of the following ways, by cash, by cheque, or by credit card.

Text B

Commerce

1. Commerce ;
Before we get into a complete discussion of e-commerce, it is helpful to have a good mental

image of plain old commerce first. If you understand commerce, then e-commerce is an easy

8



