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E-Commerce 
Definition

E-commerce (electronic commerce or EC) is defined as the 
conducting of business communication and transactions over computer 
networks and using computers. 

It is an upcoming concept that describes the process of buying, selling or 
exchanging of products, services and information through computer network 
including internet.

It includes all inter organization and intra organization functions such as 
marketing, finance, manufacturing , selling and negotiations that enables 
commerce and use email, EDI (Electronic Data Interchange ), EFT (Electronic 
Fund Transfer), Fax, Video conferencing or interaction with remote computer. 
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E-Commerce : Features 
Features of Ecommerce:

• Ubiquity : Available just about everywhere, at all times.

• Global Reach :  Helps to buy and sell  products from Global customers.

• Universal Standard: Technical standards for conducting E-Commerce, are universal 
standards because of Internet.

• Richness: Information richness refers to the complexity and content of the 
message. 

• Interactivity : means there exist two way communication between merchant and 
consumer.

• Online Delivery of goods and services

• Optimizing of Business Process

• Improve Customer Service

• Enables online learning    DMS BKCV
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E-Commerce : Types 
( 1 )B2B - Business to Business Model: 

B2B is the means of conducting business between two or more 
companies over the internet. 

In this case the initiative is taken by the buyers and hence it is known as buyer 
driven E-commerce.

With the help of B2B system the existing and traditional supply chain 
management can be improved in terms of efficiency and effectiveness. 

This includes

( a ) Purchasing and selling of raw materials.    (b) Inventory management. 

( c ) Marketing channel management                   ( d) Sales activities 

( e ) Payment management                                    ( f ) Service and support. 
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E-Commerce : Types 
( 2 )B2C - Business to Consumer :

In B2C, the seller is the business organization and buyer is the consumer. 
It provides the direct sale between the supplier and an individual customer. It 
eliminates all the marketing channels such as wholesaler, retailer etc. 

B2C E-commerce is also known as electronic retailing or E-tailing. E-tailing 
involves online retail sales. It reduces selling price of the product. 

The customer can view and compare the products, note its price and other 
necessary information on the web sites of the different companies. He can 
select the product on the basis of price, mode of payment, discount allowed 
and delivery date etc.

In 1995, the companies like eBay.com and amazon.com were launched. They 
are the best examples of B2C. 
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E-Commerce : Types 
The important things, which are browsed and sell over internet includes:

( a) Computer software, hardware.    

( b) Electronic goods- digital camera, mobile phones etc. 

( c ) Goods related to sports.             

( d ) Books, music, toys and entertainment., beauty cosmetic.      

B2C e-commerce has the following advantages:

• Shopping can be faster and more convenient. 

• Offerings and prices can change instantaneously. 

• Call centers can be integrated with the website. 

• Broadband telecommunications will enhance the buying experience.(ex of 
B2C is amazon.com)
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E-Commerce : Types 
( 3)C2C - Consumer to Consumer :

C2C is defined as exchange between or among the consumers. The 
example of C2C is eBay.com . 

eBay.com is an online auction site which helps to transact the goods between 
two customers. The size of this market is growing rapidly. In C2C ecommerce 
the consumer prepares the product for market, places the product to sale, 
and relies on the market makers, search engines so that product can easily 
displayed and discovered.

Another example of C2C applications are the web sites who provides 
services or employment opportunities such as monster.com, nokia.com etc. 
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E-Commerce : Types 
( 4)P2P- Peer to Peer: 

Peer to peer technology enables internet users to share files and 
computer resources directly without having to go through central Web server. 
In peer to peer’s purest form, no intermediary is required.     E.g. Nepster.com 
helps to find and sharing music files ( MP3).
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E-Commerce : Business Models
A business model is a set of planned activities designed to get a desired 
output (i.e. profit) in a marketplace. The model describes how the form will 
earn revenue, generate profits and produce superior return on the invested 
capital. These models are known as revenue model.

( 1)Advertising Revenue Model: 

In this model, a Web site that offers its users content, service, and/or 
products also provides a forum for advertisements and receives fees from 
advertisers.

Those web sites that are able to attract the greatest viewership are able to 
charge higher advertising rates.  e.g. yahoo.com, google.com 

For e Commerce, advertising can be in the form of banners, sponsorships, 
ads, and other promotion methods.(Yahoo.com)
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E-Commerce : Business Models
( 2)Subscriptions Revenue Model:

In this model, a web sites that offers its users content or services, charges 
a subscription fee for access to some of its offerings. These sites are often 
specialized with expert content and timely information. 

Subscriptions can be paid on a weekly, monthly, or annual basis. Payment 
through a credit card account is a common payment scheme for subscription 
sites because of the ability to periodically process the purchase transaction 
electronically.  (consumerreport.org)

( 3)Transaction fee Revenue Model :  

In this model, company receives a fee for enabling or executing a 
transaction. For example, eBay.com created an online auction market place 
and receives a small transaction fee from a seller if the seller is successful in 
selling the item. (E- trade.com is online stockbroker site). The fee charged is 
based on the number and volume of transactions they processed.
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E-Commerce : Business Models
( 4 )Sales Revenue Model: 

In this model, companies derive revenue from selling products, 
information or services to the customers. Companies such as amazon.com, 
which sells books, music and other products over the web have sales revenue 
model. (doubleclick.net – collects the information about online users and sells 
it to another companies). 

( 5)Affiliate Revenue Model:

In this model, the sites earn the revenue in terms of incentives for every 
transaction which takes place. i.e. they get referral fee from resulting sales. 

Mypoints.com makes money by connecting companies with potential 
customers by offering special deals to its members. When they take 
advantage of an offer and make purchase; members earn ‘points’ and 
mypoints.com receives a fee.
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E-Commerce : Major B2C Models
B2C e-commerce, is the most well known and familiar type of e-commerce.

( 1)Portal :

Portal such as google.com, yahoo.com, aol.com and msn.com offer 
users powerful web search tools as well as an integrated package of content 
and services such as news, e-mail, calendars, music downloads, videos and 
more, all in one place. Portal does not sell anything directly. 

Portals generate revenue primarily by charging advertisers for ad 
placement, collecting referral fees for steering customers to other sites and 
charging for premium services.

AOL and MSN – which in addition to being portals are also ISP’s that provides 
access to the internet and the web-add an addition revenue stream i.e. 
monthly subscription fees per month. 
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E-Commerce : Major B2C Models
Some portals considered as:

( a ) Horizontal portals because they define their marketplace to include all 
users of the internet.

eg.  google.com, yahoo.com, aol.com and msn.com

( b )Vertical portals because they focused around a particular subject matters 
or market segments.

Ex. iBoats.com specializes in the consumer boating market. 

Both earn money on advertising, referral fees, subscription fees, transaction 
fees.
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E-Commerce : Major B2C Models
(2) E-Tailer:

Online retail stores, often called as e- tailers. These (i.e. 
organizations/companies) stores come in all sizes and shapes, from giant 
amazon.com to local stores who have a web site. Earn money primarily by 
selling goods.

E- tailers are categorized into two types:

( a) Pure plays : A pure play E- tailer uses the internet as its primary means of 
retailing. They have no physical stores where customers can shop.  e.g. 
Amazon.com, Netflix.com.    

( b) Bricks and clicks : This type of E- tailer uses the internet to push its goods 
or services but at the same time, they also maintain the traditional physical 
store available to customer.  E.g. Wal-mart, Staples.
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E-Commerce : Major B2C Models
( 3)  Content Providers:

Content Providers are generally perceived to be Web sites that supply 
different types of online information—including news, entertainment, traffic 
reports, and job listings, which are regularly updated.               

The first content providers were entities such as America Online (AOL), 
which provided content to users for a subscription fee. In the case of 
mp3.com a monthly subscription fee provides users with access to thousands 
of sound tracks.

More recently, however, many providers offer some or all of their 
information services free of charge. Content providers make money from 
sources such as banner ads, subscription fee and pay for download etc. 
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E-Commerce : Major B2C Models
( 4 )Transaction Broker:

Sites that process transactions for consumers normally handed in 
person, by phone or by mail are  transaction brokers. It includes Financial, 
travel services, job placement services. In addition, most transaction brokers 
provide timely information and opinion. 

Sites such as monster.com offer job searchers a national marketplace for 
their talent. Online stock broker charges commission charges commission less 
than traditional brokers. 

Transaction brokers make money each time a transaction occurs.
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E-Commerce : Major B2C Models
( 5 ) Market Creator:

Market creator built a digital environment in which buyers and sellers can 
meet, display products, search for products, establishes prices for product and 
transact. ex. eBay.com

This is different from transaction brokers who actually carry out the 
transaction for their customers, acting as agents in larger market. 

At eBay the buyers and sellers are their own agents. Earn money per 
transaction.  (priceline.com allows the consumer to set the price they are 
willing to pay the various travel accommodations and other products and 
eBay.com is online auction site utilized by both business and consumers.)   
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E-Commerce : Major B2C Models
( 6) Service Provider:

Service provider is an entity that provides the services on line to other 
entities. The service providers offers consumers a valuable, time saving and 
low cost alternatives to traditional service provider. 

Usually it refers to a business that provides web services to other 
businesses or individuals. Some charge a fee while other generates revenue 
from other sources, such as advertising etc. 

Obviously, some services can’t be provided online; for example car 
repairing or plumbing, can’t be completed via internet. However, 
arrangement can be made for these, via the internet. Other examples are 
college tuitions, pension plans, travel plan etc. 

Earn money on selling services; charging for advertising and subscription fee. 

e.g. Google maps, Gmail
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E-Commerce : Major B2C Models
( 7 )Community Provider:

Community provider are the sites that creates digital online environment 
where the people with similar interest can transact (buy and sell goods), 
communicate with like-minded peoples, receives interest related information, 
share interests, photos and videos etc. 

Earn money on subscription fees, sales revenues, transaction fees and 
advertising.

(Community site such as parentsoup.com makes money through affiliated 
relationships with retailers and from advertising. Parents visits this site for tips 
on diapering from baby and be presented with a link to huggies.com; if the 
parents clicks the link and then make purchase from huggies.com, 
parentsoup.com gets a commission. Likewise banner ads also generate 
revenue. At about.com visitors can share tips and recommended books from 
amazon.com, giving about.com commission on every purchase.)
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