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1. WHAT IS E-cOMMERCE

        E-commerce is the activity of buying or selling of product or services online or over the Internet. Electronic commerce draws on technology such as mobile commerce. e.t.c.

E-commerce can also be defined as a type of business model that enables a firm or individual to conduct business over an electronic network typically the Internet. E-commerce operates in all four of the major market segment i.e business to business, business to consumer, consumer to consumer, consumer to business. It can also be seen as an advanced from mail order purchase through a catalog. Almost any product or services can be offered via e-commerce from books and music to financial services and plane tickets. 

1b.     BUSINESS TO BUSINESS 

Business-to-business refers to a situation where one business makes a commercial transaction with another. This typically occurs when a business is sourcing materials for their production process e.g. a food manufacturer purchasing salt. A business needs the services of another for operational reasons e.g. a food manufacturer employing an accountancy firm to audit their finances.

A business re-sells goods and services produced by others e.g. a retailer buying the end product from the food manufacturer.

 In B2B commerce, it is often the case that the parties to the relationship have comparable negotiating power, and even when they do not, each party typically involves professional staff and legal counsel in the negotiation of terms. However, within a B2B context, large companies may have many commercial, resource and information advantages over smaller businesses. 

   BUSINESS to BUSINESS MODEL

There are two business to business model: 

1. Vertical b2b model edit 

2. Horizontal b2b model edit

1. Vertical B2B model Edit

Vertical B2B is generally oriented to manufacturing or business. It can be divided into two directions which is an upstream and downstream company. Producers or commercial retailers can have a supply relationship with upstream suppliers. For example, Dell company is working with chips and computer PCB from upstream supplier in this way. Manufactures and franchiser can form a sales relationship. Simply speaking, this B2B website is similar to the enterprise's online store. Through the website, the company can promote their products vigorously and they can use more efficiently and comprehensively method to let customers understanding their products well and enriching the transactions. Or it can be a website created for business. These business companies advertise their products on the website. The purpose of this online website is to promote and expand transactions in an intuitive and convenient way.

2. Horizontal B2B model edit
Horizontal B2B model is the transaction pattern for the intermediate trading market. It concentrates the similar transactions of various industries in one place. This platform provides a trading opportunity for the purchaser and supplier. And this kind of company does not own the products and does not sell products. It only provides a platform to bring sellers and purchasers doing business through online website. The buyers can easily find information about the sellers and the relevant information about the products on the website such as Alibaba.

 BENEFITS OF B2B E-COMMERCE 

1. Stability: An effective e-commerce solution will enable an organisation to grow and scale to meet market demands and customer need by opening new scale channels and continuously reaching new market segments.

2. Improved efficiencies: through integration of enterprise resource planning and other back end business system, e-commerce provides marked efficiencies for b2b organisations. Customers are able to order online at their convenience customer service can focus on actual customer service functions rather than simply being order takers.

3. Improved brand awareness: improve brand awareness in the marketplace. Developing pages that can be indexed by search engine crawlers is a fast way to improve your site’s search engine optimization and improve the likelihood that your target audience will know who you are.

4. Analytic: B2B e-commerce provides the perfect platform for an organisation to launch a comprehensive analytic campaign. Through e-commerce, organisations can more easily measure and evaluate marketing campaigns, sales effectiveness, product mix, inventory turns, customer sales effectiveness, and customer engagement. Google Analytic offers e-commerce tracking, but integrating analytic with your ERP as well gives you much more valuable data with action able insights.
5. Improved sales engagement: Your physical sales team will also benefit from the launch of a comprehensive e-commerce effort. A B2B e-commerce site or portal will improve your sales teams’ visibility into customer orders, pricing, and history while on the road or working remotely. 

6. Convenience & Easiness:

For many people in the world, e-Commerce becomes one of the preferred ways of shopping as they enjoy their online because of its easiness and convenience. They are allowed to buy products or services from their home at any time of day or night.

The best thing about it is buying options that are quick, convenient and user-friendly with the ability to transfer funds online. Because of its convenience, consumers can save their lots of time as well as money by searching their products easily and making purchasing online.

7. Decreasing cost of inventory Management:

With e-commerce business, the suppliers can decrease the cost of managing their inventory of goods that they can automate the inventory management using web-based management system. Indirectly, they can save their operational costs.

1c.    BUSINESS TO CONSUMER 

Business to consumer (B2C) is business or transactions conducted directly between a company and consumers who are the end-users of its products or services. The business-to-consumer as a business model differs significantly from the business-to-business model, which refers to commerce between two or more businesses. While most companies that sell directly to consumers can be referred to as B2C companies, the term became immensely popular during the dot com boom of the late 1990s, when it was used mainly to refer to online retailers, as well as other companies that sold products and services to consumers through the Internet.
Business to consumer (B2C) is among the most popular and widely known of sales models. The idea of B2C was first utilized by Michael Adrich in 1979, who used television as the primary medium to reach out to consumers. Traditionally, B2C referred to mall shopping, eating out at restaurants, pay-per-view and infomercials. However, the rise of the internet created a whole new B2C business channel in the form of e-commerce or selling goods and services over the internet.

Businesses that rely on B2C sales must maintain good relations with their customers to ensure they come back. Unlike business to business (B2B), businesses that rely on B2C must make the consumer have an emotional response to your marketing. In B2B, marketing campaigns are geared to show value of the product or service.

     BENEFITS OF BUSINESS TO CONSUMER 
1. Better Service: Better education relates to better service. In the days of mom-and-pop stores, customer service usually meant the interaction you got once you walked in the store, when what you ordered was delivered to your doorstep or when you called via telephone. Now that more B2C companies are using the Internet, though, they're providing marketing websites on which customers can make contact when they have questions or concerns, and they're sending informative emails that don't merely advertise but also inform their customers with practical information. This means that customers, ideally, are getting much more robust service.

2. Refined Messaging: The Internet has also provided marketers with more specific information about their customers, such as when they're more receptive to receiving an advertising message. Armed with this knowledge, some B2C companies use a marketing method called "right-time marketing." According to business analyst firm Garner, Inc., the statistics are too compelling to ignore: strategically timing email marketing messages will help marketers see as much as a 600 percent rise in performance over more lax messaging methods, such as email blasts and cold calling.

3.Increased Awareness: With over six billion Internet users across the world, it's obvious why B2C Internet marketing increases awareness of businesses and their products or services. More than that, with more B2C companies marketing themselves on the Internet, marketers are in a better position to pick up details about their competition. Additionally, with the advent of the social networking explosion, more business and consumer patrons are voicing their opinions about various products and services. This gives marketers even more empowering info about what the market is thinking – knowledge they wouldn't have if they themselves weren't using the Internet.

4.Better Interaction: The social network explosion, in addition to email and website marketing, also gives marketers the ability to interact more directly with their customers, whether businesses or consumers. An important part of this interaction is educating customers, either as a group or as individuals. Marketing strategists at the firm Customer Paradigm cite business authors Margaret Clark and Carol Pearson, who say that educated customers will buy more than confused ones. So whether it's marketing via email, pod casts, a website or social networks, marketers who are interactive on the Web increase their authority in the marketplace – another advantage from using the Internet.

5. Expansion of market place to greater proportion

6. cheaper electronic transactions 

7. Direct communication with customers through websites resulting in better customer service. 

1d.   CONSUMER TO CONSUMER E-COMMERCE 

Customer to customer (C2C) markets provide an innovative way to allow customers to interact with each other. Traditional markets require business to customer relationships, in which a customer goes to the business in order to purchase a product or service. In customer to customer markets, the business facilitates an environment where customers can sell goods or services to each other.

Consumer to consumer (C2C) marketing is the creation of a product or service with the specific promotional strategy being for consumers to share that product or service with others as brand advocates based on the value of the product. The investment into concepting and developing a top of the line product or service that consumers are actively looking for is equitable to a retail pre-launch product awareness marketing.

consumer-to-consumer (C2C) e-commerce are People who come together to buy, sell or trade items online take part in C2C e-commerce. This type of e-commerce is the modern version of using the classified advertising section of your local newspaper or going to an auction. C2C e-commerce is a convenient way for consumers to buy and sell goods without getting in their cars and driving to a store.

      Business Model

C2C e-commerce differs from a business-to-business model or a business-to-consumer model because consumers interact directly with each other. However, a business does operate the online platform on which C2C transactions take place. Typically, buyers can shop for free, but sellers sometimes have to pay a fee to list their products. Consumers often play an active role in monitoring e-commerce sites for scams and other inappropriate content.

The C2C model entails lower costs and higher profits for buyers and sellers. Sellers can store inventory in a home office, and it costs less to market and distribute products than in a traditional business-to-consumer model. Both new and used goods are sold through C2C e-commerce, and fewer middle men are involved in the transactions. Advances in technology and ease of access to the Internet have also made it possible for a growing number of individuals to launch C2C e-commerce businesses.

BENEFITS OF C2C E-COMMERCE

1. It is always available so that consumers can have access to whenever they feel like shopping

2.There is regular updating of the website

3. Consumers selling products to other consumers benefit from the higher profitability that result from selling directly to one another

4.There is a low transaction cost; sellers can post their goods over the internet at a cheaper rate far better than higher price of renting a space in a store

5.Customer can directly contact sellers and do without an intermediary.

2. COMPUTER SECURITY IS VITAL TO THE SURVIVAL OF BUSINESS 

   As the internet evolves and computer networks become bigger and bigger, network security has become one of the most important factors for companies to consider. Big enterprises like Microsoft are designing and building software products that need to be protected against foreign attacks.

By increasing network security, you decrease the chance of privacy spoofing, identity or information theft and so on. Piracy is a big concern to enterprises that are victims of its effects.

Anything from software, music and movies to books, games, etc. are stolen and copied because security is breached by malicious individuals.

Because hacker tools have become more and more sophisticated, super-intelligence is no longer a requirement to hack someone’s computer or server. Of course, there are individuals that have developed sophisticated skills and know how to breach into a user’s privacy in several ways, but these types of individuals are less common than in the past.

Today, most malicious users do not possess a high level of programming skills and instead make use of tools available on the Internet. There are several stages that an attacker has to pass through to successfully carry out an attack.

3.   WHAT IS THE PURPOSE OF INFORMATION SYSTEM IN BUSINESS PERSPECTIVE 

1. Information Storage and Analysis

At the date of publication, many companies no longer manage their data and information manually with registers and hard-copy formats. Through the adoption of information systems, companies can make use of sophisticated and comprehensive databases that can contain all imaginable pieces of data about the company. Information systems store, update and even analyze the information, which the company can then use to pinpoint solutions to current or future problems. Furthermore, these systems can integrate data from various sources, inside and outside the company, keeping the company up to date with internal performance and external opportunities and threats.

2. Assist with Making Decisions

The long-term success of a company depends upon the adequacy of its strategic plans. An organisation's management team uses information systems to formulate strategic plans and make decisions for the organisation's longevity and prosperity. The business uses information systems to evaluate information from all sources, including information from external references such as Reuters or Bloom berg, which provide information on the general economy. This analysis of and comparison to market trends helps organisations analyse the adequacy and quality of their strategic decisions.

3. Assist with Business Processes

Information systems aid businesses in developing a larger number of value added-systems in the company. For example, a company can integrate information systems with the manufacturing cycle to ensure that the output it produces complies with the requirements of the various quality management standards. Adoption of information systems simplifies business processes and removes unnecessary activities. Information systems add controls to employee processes, ensuring that only users with the applicable rights can perform certain tasks. Further, information systems eliminate repetitive tasks and increase accuracy, allowing employees to concentrate on more high-level functions. Information systems can also lead to better project planning and implementation through effective monitoring and comparison against established criteria.

4. Considerations

Implementing information systems within an organization can prove to be costly. Implementation costs include not only installation of the systems but also employee training sessions. In addition, employees may see the adoption of information systems as an unwarranted change and, thus, may resist this change. Resistance to change can hinder business operations and can cause employee turnover. Companies should have leadership in place to assess the adequacy of the decision to have an information system and to guide the company through the transition phase and weigh information synnstems cost against the potential benefits.
