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1. Use English to acquire and communicate
information about market research.

2. Use English to acquire and communicate
information about product selection.

3. Use English to acquire and communicate
information about product copy writing.

4. Use English to acquire and communicate

information about digital marketing.

1. Be able to do market research.
2. Be able to select products to
sell on line.

3. Be able to write product titles
and descriptions.

4. Be able to choose proper
digital marketing channels.

5. Be able to price products by

FRp 5. Use English to acquire and communicate | adopting different pricing
information about product pricing. strategies.
6. Use English to acquire and communicate | 6. Be able to choose secure
information about payment. payments and negotiate on
7. Use English to acquire and communicate | payment terms.
information about logistics. 7. Be able to choose proper
8. Use English to acquire and communicate | logistics solutions.
information about customer service. 8. Be able to know customer’s
needs and provide satisfactory
service.
1. Master how to do market research. 1. Master SWOT analysis and
how to discover consumer’s
2. Master how to select products. needs.
#\p4n3R | 3- Master how to do product copy writing. 2. Master the mass market and

4. Master how to do digital marketing.
5. Master how to price products.

6. Master how to ensure payment security.

niche market ideas.
3. Master

description writing.

product title and
4. Master digital marketing.

5. Master pricing strategies.




7. Master how to choose logistics solutions. 6. Master payment options.

7. Master logistics solutions.

8. Master how to do customer service. 8 Master customer services

1. Cultivate the sincere attitude towards | 1. Be considerate and sincere.
consumers. 2.Be aware of green
2. Cultivate the awareness of environmental | development.

protection. 3. Be sincere in introducing

3. Cultivate a sincere attitude towards copy | products.

writing. 4.Keep pace with the digital age.

4. Cultivate the awareness of keeping pace with | 5.Price products reasonably.
Bk £ 5% | the digital age. 6. Create a good credit history.

5. Cultivate a serious mind for product pricing. 7.Ensure timely delivery.

6. Realize the importance of creating a good | 8.Offer superior customer

credit history. service.

7. Realize the importance of ensuring timely
delivery.

8. Realize the importance of offering superior

customer service.
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Reading Reading A: Industry Research

Unit 1 Market | Listening |Listening A: Industry Research

Research 3 3 6
Speaking |Speaking A: SWOT Analysis
Writing |Consumer Survey Questionnaire
) Reading A: Select Products to sell on
Reading | .
line
Unit 2 Product, . . |Listening A: Different ways of selecting
) Listening . 3 3 6
Selection products to sell on line

Speaking |Speaking B: Find Niche Products

Writing | A report on Neche products ideas
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Reading Reading A: Product Title Writing

Unit 3 Product| Listening Listening A: Product Title Writing

Copy Writin 3 3 6
Py 9 Speaking |Speaking A: Keyword optimization
Writing |Product copy writing
Reading Reading A: Digital marketing channels
Unit 4 Digital | Listening Listening A: Digital marketing channels 3 5
Marketing Speaking |Speaking A: Content Market
Writing |Email Writing for promotion
. Reading A: E-Commerce Pricing
Reading ;
Strategies
Unit 5 Product| . . |Listening A: E-Commerce Pricing
. Listening . 3 3 6
Pricing Strategies
Speaking |Speaking A: Pros&Cons Functions
Writing |A proposal for price adjustments
. |Reading A: Popular on Line Payment
Reading
Methods
) .. |Listening A: Popular on Line Payment
Unit 6 Listening
Methods 3 3 6
Payment
. |Speaking A: Popular on Line Payment
Speaking
Methods
Writing |Communicating payment by email
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