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EXPLANATORY NOTE

The curriculum for the "E-commerce Trading Services" course is designed to
train specialists with the skills to manage sales at a high level, promote products on
online platforms (marketplaces), and perform the full work cycle, including market
analysis, product selection, logistics, and delivery.

Trading services (marketplaces, online stores, aggregators) act as a link
between sellers and buyers, offering online trading platforms that simplify product
searches, price comparisons, and transactions. Sellers benefit from the automation
and optimization of business processes, as well as increased sales, while buyers
benefit from a convenient and efficient shopping experience.

The purpose of teaching the academic discipline "E-commerce Trading
Services" course is to develop students' professional knowledge and competencies to
support the full cycle of buying and selling in e-commerce, enabling the use of
modem technologies for interaction between sellers and buyers.

Achieving this objective requires solving the following tasks:

study the essence, role, advantages, and disadvantages of E-commerce
trading services;

explore the main models of trading services (B2C, B2B, C2C, C2B, D2C,
B2G) and their operating principles;

develop knowledge of mobile e-commerce;

develop knowledge of consumer protection and the rules for organizing
distance selling;

provide students with practical skills and abilities in stimulating sales
through social networks and peer-to-peer platforms.

As a result of the study the "E-commerce Trading Services" course, the
following specialized competencies are developed:

apply modern trading services and evaluate their feasibility on various
internet platforms.

As a result of studying the academic discipline "E-commerce Trading
Services" the student must

to know:

legislative and regulatory documents in the field of E-commerce;

types of trading services by monetization type, functionality, audience
reach, and operating principles;

interaction models and tools: seller and marketplace, buyer and
marketplace, seller and buyer;

- types and features of auxiliary trading services;

- specifics of selling specific product categories;

to be able to:

- interact with audiences on social media and use tools to integrate purchases
directly into the platform;

- conduct a comparative analysis of supply chain models used in e-commerce:
dropshipping, fulfillment, cross-docking;



- Manage orders and warehouse processes when integrating delivery services;

- Use services and tools to increase conversion and customer retention;

- Use web analytics in trading services;

to have the skills:

- organize interactions between the seller and the marketplace; the marketplace
buyer; the seller and the buyer;

- manage the product (service) catalog in trading services;

- evaluate the effectiveness of promotions on social media.

As part ofthe educational process in this course, students must acquire not only
theoretical and practical knowledge, skills, and abilities in their specialty, but also
develop their value-based, personal, and spiritual potential, developing the qualities
of a patriot and citizen prepared to actively participate in the economic, industrial,
socio-cultural, and social life of the country.

The course " E-commerce Trading Services " is part of the "Digital Business
Transformation™ module of the educational institution component.

The content of the course "E-commerce Trading Services" builds on students’
study of the courses "Business Development Models and Strategies,” "Commerce in
the Digital Economy,” and "E-commerce Business Processes.” The course “E-
commerce Trading Services" is required for the course "Logistics in E-Commerce."”

Form of education: daytime.

According to the university's curriculum, the following is allocated for the
study of this discipline:

- for the daily form of obtaining an in-depth education: the total number of
academic hours - 130, auditorial - 42 hours, of which lectures - 20 hours, practical
classes - 14 hours, laboratory classes - 8 hours

Distribution of auditorial time in courses and semesters::

2 semester - lectures - 20 hours, practical classes - 14 hours, laboratory
classes - 8 hours.

Student independent work - 66 hours.

Labor intensity - 4 s.e.

The form of intermediate assessment is an exam.



THE CONTENT OF THE EDUCATIONAL MATERIAL

Topic 1. Trading Services as E-commerce Models

Trading Services: Concept and Role in E-Commerce.

Classification of trading services by participant type. Classification of trading
services by monetization type: marketplaces, SaaS subscriptions, commission models.
Types of trading services by functionality: store creation services, payment, logistics,
and marketing. Types of trading services by audience reach: niche and universal
platforms.

Trading Platforms and Internet Systems (TIS) and their Main Elements.

Trading Service Functions: Catalog Management, Order Processing and
Fulfillment Management, Integration with Payment Systems and Online Payments,
Logistics and Delivery, Interaction with Sellers and Buyers, Providing Sales and
Customer Behavior Analysis, Design and Content Management.

Advantages and Disadvantages of Trading Services. Development Trends in
National and International Trading Services.

Legal Regulation of Trading Services in E-Commerce. Consumer Protection,
Rules for Organizing Distance Selling. Sales features of specific product categories.
Returns and personal data processing policies.

Topic 2. Main models of trading services

Main models of trading services (B2C, B2B, C2C, C2B, D2C, B2G) and their
operational features.

Main cataloging services and digital inventory management: PIM (Product
Information Management) systems, marketplace platforms, and online store CMS.

Marketplaces as trading services. Online stores as trading services.

Specialized trading services. Operational features of classified ad platforms
(C2C). Types and operational features of services selling digital goods. Services
providing services: concept, types, and operational features.

Topic 3. Mobile e-commerce

Concept, advantages, and disadvantages of mobile e-commerce. Types of
mobile e-commerce: mobile commerce, mobile marketing, mobile banking, mobile
payments.

Mobile applications, features, and monetization methods.

Mobile E-commerce Development Trends



Topic 4. E-commerce on Social Media

Social Commerce in Online Trading. Types of Social Media and Their
Characteristics. Integrating Social Media with E-Commerce.

Sales Promotion through Social Media and Peer-to-Peer Platforms. Choosing a
Social Platform Based on Promotion Goals. Platform Capabilities. Blogs in Social
Commerce.

Evaluating the Effectiveness of Social Media Promotion.

Topic 5. Auxiliary Trade Services

Financial and Payment Services in E-Commerce.

Services Providing Logistics and Delivery to Customers: Concept, Types, and
Functional Features. Logistics Models: Dropshipping, Fulfillment, Cross-Docking.
Payment and Delivery Service Integration Services. Warehouse and Inventory
Services. Order Management Automation.

Marketing and Analytics Services. Email Marketing and CRM: Newsletters,
Automations, Triggered Emails. End-to-End Analytics Services. Advertising
management platforms. Services for increasing conversion and customer retention.
Chatbots and online consultants. Review and rating services. Loyalty programs and
cashback services. Web analytics and business intelligence (Bl): web analytics,
dashboards for tracking KPIs (key performance indicators), A/B testing, and usability
studies.

Tools for creating and managing e-businesses: content management systems
(CMS), inventory management systems, automated data collection systems, etc.

Systems and tools for ensuring E-commerce security.

Application of innovative retail technologies in e-commerce: voice commerce
and smart devices, augmented reality (AR) and virtual reality (VR) for trying on
products. Application of artificial intelligence tools in e-commerce: trading bots,
intelligent data analysis, sentiment analysis,etc.
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List of guestions for preparation for the exam

1 Trading Services in E-Commerce: Essence, Role, Advantages, and
Disadvantages.

2. Essence and Characteristics of Trading Services by Monetization Type:
Marketplaces, SaaS Subscriptions, Commission Models.

3. Essence and Characteristics of Trading Services by Functionality: Store
Creation Services, Payment, Logistics, and Marketing.

4. Essence and Characteristics of Trading Services by Audience Coverage:
Niche and Universal Platforms.

5. Characteristics of the Main Functions of Trading Services.

6. Trading Platforms and Internet Systems (TIS) and Their Main Elements.

7. Consumer Protection, Rules for Organizing Distance Selling.

8. Specifics of Selling Specific Product Categories.

9. Returns and Personal Data Processing Policy.

10. Security and Cybersecurity in E-Commerce.

11. The main models of trading services: B2C, B2B, C2C and their operating
principles.

12. The main models of trading services: C2B, D2C, B2G and their operating
principles.

13. The online store as a trading service.

14. Models of interaction between seller and buyer.

15. Marketplaces as trading services: models and tools for interaction between
seller and marketplace (FBO, FBS, DBS and similar).

16. Marketplaces as trading services: models and tools for interaction between
buyer and marketplace.

17. Marketplaces as trading services: models and tools for interaction between
seller and buyer.

18. Online auction as a form of e-commerce: classification, characteristics,



rules for participation of sellers and buyers.

19. B2B services: methods of creation, operational features, procedure fc
interaction between seller and buyer with the operator. 20. Electronic trading
platforms as a form of e-commerce, the specifics of interaction between the operator
and other participants in trades and auctions.

21. Functioning features of classifieds platforms (C2C).

22. Types and functional features of services selling digital goods.

23. Services providing services: concept, types, and functional features.

24. Concept, advantages, and disadvantages of mobile e-commerce.

25. Types of mobile e-commerce: mobile commerce and its characteristics.

26. Types of mobile e-commerce: mobile marketing and its characteristics.

27. Types of mobile e-commerce: mobile banking and its characteristics,
mobile payments.

28. Types of mobile e-commerce: mobile payments.

29. Mobile applications, functions, and methods of their monetization.

30. Types of social networks and their characteristics. Integration of social
networks with e-commerce.

31. Sales promotion through social media and peer-to-peer platforms.

32. Selecting a social platform based on promotional goals. Platform
capabilities. Blogs in social commerce.

33. Assessing the effectiveness of social media promotion.

34. Services for accepting and processing payments in e-commerce, and their
brief characteristics.

35. Basic principles of financial services and payment technologies for goods
and services.

36. Services for logistics and delivery of goods to the buyer: concept and
operational features.

37. Services for logistics and delivery of goods to the buyer: types and
characteristics.

38. Logistics models: dropshipping, fulfillment, cross-docking.



39. Email marketing and CRM: newsletters, automation, triggered emails.
40. Services for increasing conversion and customer retention.
41. Systems and tools for ensuring security in e-commerce.

42. Application of Artificial Intelligence Tools in E-Commerce.

List of laboratory classes

1. Basic models of trading services.

2. E-commerce on social media.

A list of computer programs, visual and other manuals, methodological
instructions and materials, technical training tools, equipment required for
laboratory work

1 Personal computer.

2. Libre Office program package.

3. Internet service canva.

4. SPSS Statistics software product.

5. Moodle platform.

6. ILEX Information System.



List of reports topics

1 B2B E-commerce: models, features, and development prospects (using
electronic trading platforms and corporate portals as examples).

2. Comparative analysis of platforms and builders for creating online stores
(tilda, shopify, Ic-bitrix, etc.).

3. Monetization models for trading services: commissions, saas subscriptions,
marketplaces.

4. Online auctions as a form of E-commerce: classification, rules, and buyer
psychology.

5. Electronic trading platforms operating in the republic of Belarus.

6. Marketplaces as the dominant E-commerce model: evolution, advantages,
and challenges.

7. Mobile commerce (M-commerce) as a key trend: technologies, growth
drivers, and monetization strategies.

8. Social commerce: integration of social networks and online trading.

9. The role of ancillary services in E-commerce: logistics (fulfillment,
dropshipping) and payment systems.

10. Cybersecurity in E-commerce: threats and methods for protecting customer
and business data.

11. Marketing and analytics services for E-commerce: CRM, end-to-end
analytics, and conversion rate enhancement.

12. The direct-to-consumer (D2C) model as a modern trend: benefits for
manufacturers and changing consumer behavior.

13. Artificial intelligence (ai) and machine learning in E-commerce:
personalization, demand forecasting, and chatbots.

14. Augmented reality and virtual reality technologies in E-commerce: try-on
and visualization.

15. The customer-to-consumer (C2C) model of E-commerce: analysis of

classifieds platforms and their role in the sharing economy.



16. Fulfillment services as a competitive advantage for online stores: models,
cost, and effectiveness.

17. B2G E-commerce (business to government): operational features and
regulatory framework.

18. Trends in the development of national trade services (using country-
specific examples, such as the Republic of Belarus, Russia and China).

19. Features and challenges of international E-commerce: logistics, legislation,
and adaptation to local markets.

20. International E-commerce trade services.

21. An ecosystem approach to E-commerce: integrating trade, financial, and

logistics services on a single platform.

Organizing of students’ independent work
Independent work is an essential step in acquiring competencies in the
academic discipline.

Full-time students are allocated 88 hours for independent work.

The content of independent work includes all topics of the academic discipline
listed in the "Content of Academic Material" section.

The following forms of independent work are used in the study of the academic
discipline:

- Independent work in the form of solving individual assignments in the
classroom during practical classes and laboratory sessions under the supervision of
the instructor in accordance with the class schedule;

- In-depth study of sections, topics, individual questions, and concepts;

- Preparation for practical and laboratory classes, including the preparation of
informational and demonstration materials, essays, etc.;

- Preparation of reports on the results of laboratory and practical work;

- Working with educational, reference, analytical, and other literature and
materials;

[0 preparation for passing the interim assessment.



Quality control of acquired knowledge

Knowledge assimilation quality assessment is conducted through ongoing
assessment and midterm assessment.

Ongoing assessment activities are conducted throughout the semester and
include the following assessment forms:

essay;

questionnaire;

questionnaire;

rapid survey;

laboratory test report;

discussion.

Ongoing assessment for each academic subject is conducted three times per

semester.

Requirements for the student during intermediate certification.

Students are admitted to midterm assessment for each academic subject subject
to successful completion of the ongoing assessment (current assessment activities) for
the academic subject covered by the current semester's curriculum.

Midterm assessment is conducted in the form of an exam.

Methodology for the formation of a mark on the discipline

Grades for academic disciplines are assigned on a ten-point scale in accordance
with the criteria for assessing the academic performance of students at higher
education institutions, as set out in the Rules for the Assessment of Students, Cadets,

and Trainees in Mastering the Contents of Higher Education Educational Programs.
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