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EFA Ecommerce basic curriculum - Module overview

EFA strongly recommends that the following 40 issues should be present in any academic or training course on “ecommerce” in order for that course to provide students with a true picture of the full process of selling online.

INTRODUCTION
1. Introduction: What is Ecommerce?
2. Ecommerce in Africa 
3. Why start an ecommerce business: Products that sell & don't sell online
4. Online selling of goods or services – the fundamental differences and similarities
5. Business-to-consumer; business-to-business; business-to-government - the fundamental differences and similarities

FUNDING AND RESEARCH
6. Writing a Business Plan for an Ecommerce business
7. Finding funding
8. Government and non-government support systems/programmes
9. Product and service research, how your product compares with the competition and unique positioning 

DIGITAL MARKETING
10. Marketing basics: Product, price, place and promotion (how it is different online) 
11. Using Sales Promotion to drive sales (Coupons, games, price reductions, etc)
12.  Marketing 1: Making sure you have a sufficient marketing budget
13.  Marketing 2: Using digital marketing tools to ensure visibility (SEO, etc)
14.  Marketing 3:  Using Digital (Social) Media  - to market and advertise
15.  Marketing 4: Paid digital marketing 

DIGITAL SALES
16.  Ecommerce Platforms Pros & Cons (Shopify, WordPress, Magento)
17.  Online Marketplaces B2C, B2B, C2C e.g. Amazon, Ebay, Etsy, Jumia, etc. 
18.  Use of Social media and other platforms, FB, Instagram, Pinterest…, to sell online
19.  Optimising Websites to sell online
20.  Mobile Commerce, ensuring that your online offers suit mobile
21.  Product and Service Set Up (photographs, descriptions etc)
22. Selling across different channels e.g. omnichannel. Combining on and off line sales.

PAYMENT AND LOGISTICS
23.  Payment methods, using credit cards, payment gateways, cash-on-delivery
24.  Logistics, Delivery, Returns and Customer Service
25. Logistics 1, Sourcing, Warehousing, Ordering Stock, Packaging 
26. Logistics 2: Delivery, Click & Collect, Outsourcing Logistics
27. Logistics 3: Returns (reverse logistics and money back)

CUSTOMER SERVICE
28. Importance of Customer Service for future sales
29. Customer Relationship Management (CRM) software solutions
30. Automated business, role of Machine Learning/Artificial Intelligence
31. The advantages of trustmarks – national; cross-border

SELLING ACROSS FRONTIERS
32. Selling Across Frontiers – how to deal with cross-border orders
33. Exchange currencies and controls; Payment Methods and Gateways
34. Cross-border products to avoid and other issues e.g. cultural, regulatory etc.
35. Cross-border selling into SA, Rwanda, Kenya…
36. Language 
37. Cultural awareness

LEGAL
38. Tax handling e.g. VAT/sales tax
39. Legal Compliance Guide e.g. data protection, consumer protection, etc

CONCLUSIONS
40. Structuring your plans to ensure that each step is completed in order to achieve success.

Learning more about ecommerce, how to structure an ecommerce business and how to sell cross-border, EFA highly recommends “Grow Fast, Grow Global” by Sarah Carroll (www.growglobal.com) 

