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¥]P: The streamer can learn about the advantages

and disadvantages of the product in many ways;

for example, he can ask the manufacturers, read

newspapers and magazines, or try out the new ones and
SO _on.

(Pk: The streamer can learn about the advantages
and disadvantages of the product in various ways such

as enquiry to manufacturers, reading of newspapers

and magazines, and tryout of the new ones
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FJPE: On the basis of the clear product advantages

and disadvantages, the streamer should also master
the methods to make up for the shortcomings of the
product.

X1¥: On the basis of making clear the advantages
and disadvantages of the product, the streamer
should also master the methods to make up for the

shortcomings of the product
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HIPE: -

quickly when their shopping enthusiasm is the

to allow consumers to place orders
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¥JPE: A streamer promotes a mobile phone in the

live broadcast room, which has good performance and a

very good price.

i%: A streamer promotes a mobile phone with

good performance and a very good price in the live

broadcast room.

highest.

B e
quickly with their highest shopping enthusiasm.
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¥J1¥: How to present a product to motivate

to allow consumers to place orders

consumers to place an order?

X1¥: How can the presentation of a product

motivate customers to place an order?
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