E- Business and Marketing

Unit-1

Introduction to E- Business

(1) What do you mean by E-Business?

Answer: E-Business, or electronic business, refers to the use of electronic means and platforms to
conduct a company’s business. It encompasses a broad range of business processes and practices that
include buying and selling goods and services, providing customer service, managing production and
logistics, and more, all conducted over digital networks like the internet.

(2) What are the features of E-Business?

Answer: Here are five key features of E-Business:

1. Global Reach: E-Business allows companies to reach customers and markets around the
world, breaking geographical barriers.

2. 24]7 Availability: E-Business operates continuously, providing customers access to
products and services at any time, day or night.

3. Cost Efficiency: By automating processes and reducing the need for physical
infrastructure, e-businesses often operate at lower costs.

4. Personalization: E-Business enables businesses to tailor products, services, and marketing
efforts to individual customer preferences through data analytics.

5. Enhanced Communication: Digital platforms facilitate faster and more effective
communication between businesses, customers, and partners.

(3) Explain the scope of E-business.

Answer: The scope of e-business is broad and encompasses a wide range of activities that go
beyond just buying and selling products or services online. Here’s a look at the main components
of the e-business scope:

1. E-Commerce: This includes all forms of transactions over the internet, such as retail sales
(B2C), wholesale (B2B), consumer-to-consumer (C2C), and consumer-to-business
(C2B). It covers everything from online shopping websites to auctions and marketplaces.

2. Online Marketing and Advertising: E-business involves digital marketing strategies like
search engine optimization (SEO), social media marketing, email marketing, and online
advertising. These strategies are used to promote products, engage customers, and drive
traffic to websites.

3. Customer Service and Relationship Management: Businesses use online tools and
platforms to interact with customers, provide support, and manage customer



relationships. This includes live chat, email support, and customer relationship
management (CRM) systems.

Supply Chain and Inventory Management: E-business includes the digital management of
supply chain activities such as sourcing, procurement, logistics, and inventory
management. This ensures efficient and timely delivery of products and services.
Online Financial Transactions: This involves managing online payments, banking, and
financial transactions securely and efficiently. It includes payment gateways, electronic
funds transfer (EFT), digital wallets, and online banking.

Information Sharing and Collaboration: E-business facilitates the sharing of information
and collaboration between businesses, partners, and customers. This can include using
online platforms for project management, document sharing, and communication tools
like video conferencing.

E-Procurement: Businesses can purchase goods and services from suppliers
electronically, often using specialized software or platforms to manage the procurement
process efficiently.

Data Analytics and Business Intelligence: E-businesses leverage data analytics tools to
collect and analyze customer data, market trends, and business performance. This helps
in making informed decisions and improving business strategies.

The scope of e-business is continuously evolving as technology advances, creating new
opportunities for businesses to innovate and expand their digital presence.

(4) Write a note on history and development of E-business in India.

Answer: E-business in India has undergone significant growth and transformation since its
inception, shaped by advancements in technology, changing consumer behaviors, and supportive
government policies. Here’s a brief overview of its history and development:

1. Early Beginnings (1990s to Early 2000s):

o The concept of e-business in India began to take shape in the late 1990s,
coinciding with the introduction of the internet in the country.

o The initial phase saw the emergence of online portals like Rediff.com (1996) and
Indiatimes.com (1998), which provided news, email, and basic e-commerce
services.

o However, due to limited internet penetration, inadequate payment gateways, and
low consumer trust, early e-commerce ventures struggled to gain traction.

2. Growth of E-Commerce (2000s):

o The early 2000s marked the beginning of significant growth in e-commerce,
driven by increased internet penetration, improved infrastructure, and the advent
of online payment systems.

o Companies like IRCTC (Indian Railway Catering and Tourism Corporation)
launched their online ticketing platform in 2002, which became immensely
popular and introduced millions of Indians to online transactions.

o In 2007, Flipkart was founded, initially selling books online. This marked a
turning point as it gradually expanded its product categories and introduced



innovative customer services like cash on delivery, which helped build consumer
trust in online shopping.

3. Rise of Marketplaces and Digital Payment Systems (2010s):

o

The 2010s saw a surge in the growth of e-businesses, with the entry of global
players like Amazon (2013) and the rise of homegrown companies like Snapdeal
and Paytm.

The launch of digital payment platforms and wallets, such as Paytm (2010), and
later, the government’s Unified Payments Interface (UPI) in 2016, revolutionized
digital transactions, making them more accessible and secure.

The introduction of 4G services by telecom companies, especially Reliance Jio in
2016, significantly reduced data costs and expanded internet access, further
fueling e-commerce growth.

4. Government Initiatives and Digital India Movement (2015 Onwards):

o

The Indian government launched the Digital India initiative in 2015 to improve
digital infrastructure, enhance internet connectivity, and promote digital literacy
across the country.

Policies aimed at fostering a digital economy, such as the Goods and Services Tax
(GST) implementation in 2017 and e-commerce regulations, have also played a
crucial role in streamlining the sector.

The COVID-19 pandemic in 2020 accelerated the adoption of e-business, as
lockdowns and social distancing measures led to a surge in online shopping,
digital payments, and remote services.

5. Current Trends and Future Prospects:

o

E-Business:

Today, India is one of the fastest-growing e-commerce markets in the world, with
a vast consumer base, growing middle class, and increasing smartphone and
internet penetration.

The market is witnessing trends like the rise of social commerce, direct-to-
consumer (D2C) brands, and the integration of artificial intelligence (Al) and
machine learning (ML) to enhance customer experience.

Looking forward, the e-business sector in India is poised for continued growth,
driven by technological advancements, evolving consumer preferences, and
supportive government policies.

Overall, the journey of e-business in India has been marked by rapid evolution, driven by
innovation, adaptability, and a favorable ecosystem that has enabled it to become a significant
part of the country’s economy.

(5) Distinguish between e- business and e-commerce.

\Answer: E-Business and e-commerce are closely related terms, but they are not synonymous.
Here’s a distinction between the two:

1. Definition: E-business, or electronic business, refers to all aspects of conducting business
over the internet and other digital platforms. It encompasses a wide range of activities,



including not just buying and selling but also servicing customers, collaborating with
business partners, managing internal processes, and handling transactions.

2. Scope: E-business has a broader scope. It includes e-commerce but also covers other
business functions such as supply chain management, customer relationship management
(CRM), enterprise resource planning (ERP), and business intelligence.

3. Functions: Besides transactions, e-business involves internal processes like production,
inventory management, product development, risk management, and finance.

4. Examples: Online portals like Amazon not only sell products but also manage logistics,
customer support, and inventory through e-business systems. Companies like SAP
provide e-business solutions for various organizational functions.

5. Focus: The focus of e-business is on improving the overall efficiency and effectiveness of
business processes using digital technologies.

E-Commerce:

1. Definition: E-commerce, or electronic commerce, specifically refers to the buying and
selling of goods and services over the internet. It is a subset of e-business focused on
commercial transactions.

2. Scope: E-commerce has a narrower scope, limited to activities directly related to online
transactions. It includes online retail (B2C), business-to-business (B2B) sales, consumer-
to-consumer (C2C) marketplaces, and consumer-to-business (C2B) transactions.

3. Functions: E-commerce primarily deals with online sales and transactions, including
payment processing, order fulfillment, and online customer service.

4. Examples: Websites like Flipkart, eBay, and Alibaba are examples of e-commerce
platforms where transactions for goods and services take place online.

5. Focus: The focus of e-commerce is on facilitating online transactions and ensuring a
smooth buying and selling process for consumers and businesses.

Key Differences:

e Scope: E-business encompasses all online business activities, whereas e-commerce
focuses specifically on online sales and transactions.

e Functions: E-business includes internal and external business processes, while e-
commerce is limited to buying and selling.

e Technology Use: E-business leverages technology for a wide range of business functions;
e-commerce primarily uses technology for online transactions and customer interaction.

o Examples: E-business can involve ERP systems, CRM software, and supply chain
management, whereas e-commerce involves online storefronts and payment gateways.

In summary, while all e-commerce is part of e-business, not all e-business activities are e-
commerce.

(6) What are the advantages and disadvantages of doing business in electronic mode?

Answer: Conducting business in electronic mode, or e-business, has several advantages and
disadvantages. Here’s an overview of both:



Advantages of E-Business:

1.

Global Reach: E-business allows companies to access a global market, reaching
customers beyond geographical boundaries. This expands the potential customer base and
enables businesses to operate in international markets with ease.

Cost Efficiency: Operating online can reduce costs associated with physical
infrastructure, such as rent, utilities, and in-store personnel. Additionally, automating
processes through digital tools can lower administrative and operational costs.

24/7 Availability: Unlike traditional brick-and-mortar businesses, e-businesses can
operate around the clock, providing customers with the flexibility to shop or access
services at any time, which can increase sales and customer satisfaction.

Personalization and Customer Insights: E-business platforms can collect and analyze
customer data, allowing businesses to offer personalized experiences, targeted marketing,
and customized product recommendations, thereby enhancing customer engagement and
loyalty.

Scalability: E-businesses can scale operations more easily compared to traditional
businesses. With digital infrastructure, it is often easier to expand product lines, enter
new markets, or increase order volumes without significant investment in new facilities
Or resources.

Disadvantages of E-Business:

1.

Security Concerns: Conducting business online involves handling sensitive customer data
and financial information, which can be vulnerable to cyberattacks, fraud, and breaches.
Ensuring robust cybersecurity measures is essential but can also be costly.

Technological Dependence: E-business relies heavily on technology, including internet
connectivity, software, and hardware. Technical issues, outages, or system failures can
disrupt operations, impact sales, and harm the business’s reputation.

Intense Competition: The online market is highly competitive, with numerous businesses
vying for customer attention. It can be challenging to stand out and attract customers,
especially for new entrants or small businesses with limited resources.

Lack of Physical Interaction: E-businesses lack the face-to-face interaction that physical
stores offer, which can affect customer trust and the ability to provide personalized
customer service. Some customers may prefer the tangible experience of shopping in a
physical store.

Legal and Regulatory Issues: E-businesses must navigate various legal and regulatory
requirements, including data protection laws, consumer rights, and taxation rules, which
can differ across regions and countries. Compliance can be complex and require
significant resources.

In conclusion, while e-business offers numerous advantages such as global reach, cost efficiency,
and scalability, it also presents challenges like security risks, technological dependence, and
intense competition. Businesses need to weigh these factors carefully and implement strategies to
mitigate the disadvantages while leveraging the benefits of electronic mode.

(7) Explain the contribution of e-business to economic growth.



Answer: E-business has significantly contributed to economic growth in various ways by
transforming how businesses operate, interact with customers, and integrate with the global
market. Here are some of the key contributions of e-business to economic growth:

1. Increased Market Access and Expansion

E-business has enabled companies to reach a global audience, breaking down geographical
barriers and allowing businesses of all sizes to access international markets. This expansion leads
to increased sales, exports, and foreign investments, contributing to overall economic growth.
Small and medium-sized enterprises (SMESs), in particular, benefit from e-business by reaching
customers they would not have been able to access through traditional business models.

2. Job Creation and New Business Models

The rise of e-business has led to the creation of new job opportunities in sectors such as IT,
logistics, digital marketing, and customer service. It has also spurred the development of new
business models, such as e-commerce, online marketplaces, and gig economy platforms,
fostering entrepreneurship and innovation. This diversity in business models contributes to
economic dynamism and resilience.

3. Efficiency and Productivity Gains

E-business allows businesses to streamline operations, automate processes, and reduce overhead
costs. By using digital tools for supply chain management, inventory control, and customer
relationship management, companies can improve efficiency and productivity. These gains
translate into higher output with fewer resources, boosting overall economic performance.

4. Enhanced Consumer Choice and Competition

E-business increases market transparency and competition by providing consumers with more
choices and access to information. Consumers can compare products, prices, and reviews easily,
which drives businesses to innovate, improve quality, and reduce prices. This competitive
environment encourages economic efficiency and benefits consumers, contributing to economic
welfare and growth.

5. Growth of the Digital Economy

The development of e-business has been a key driver of the digital economy, which encompasses
a wide range of activities such as digital services, fintech, online education, and digital content
creation. The digital economy has become a significant part of the overall economy, contributing
to GDP growth, generating employment, and fostering innovation in various sectors.

6. Increased Investment in Infrastructure and Technology

The growth of e-business has led to increased investment in digital infrastructure, such as
broadband internet, data centers, and cloud computing. These investments are crucial for



supporting the digital economy and have broader positive effects on economic growth by
enhancing productivity across various sectors.

(8) Write a note on e-business models.
Answer: E-Business Models: An Overview

E-business models describe the framework through which businesses operate and generate
revenue using digital platforms and technologies. These models vary based on the types of
transactions, the nature of the interactions between businesses and customers, and the sources of
revenue. Here is an overview of some common e-business models:

1. Business-to-Consumer (B2C)

o Definition: B2C e-business models involve transactions directly between businesses and
individual consumers. This is the most common type of e-business model.

o Examples: Online retailers like Amazon, Flipkart, and Myntra operate on a B2C model,
selling a wide range of products directly to consumers through their websites or mobile
apps.

o Features: B2C businesses focus on customer experience, often providing features like
personalized recommendations, customer reviews, and seamless payment and delivery
options.

2. Business-to-Business (B2B)

o Definition: B2B e-business models involve transactions between businesses. Companies
sell products or services to other companies, which may use them in their operations or
resell them.

o Examples: Alibaba and IndiaMART are examples of B2B platforms that connect
suppliers with buyers in bulk quantities.

o Features: B2B models typically involve larger transaction sizes, long-term contracts, and
a focus on relationship building and negotiation. They may offer custom pricing, bulk
discounts, and integrated supply chain solutions.

3. Consumer-to-Consumer (C2C)

« Definition: C2C e-business models enable transactions between individual consumers,
typically facilitated by a third-party platform that provides the necessary infrastructure
for the exchange.

o Examples: eBay and OLX are popular C2C platforms where individuals can buy and sell
products, often in an auction or classified ads format.

o Features: C2C platforms usually involve peer-to-peer interactions, user-generated
content, and a strong emphasis on trust and safety measures, including user reviews and
secure payment systems.

4. Consumer-to-Business (C2B)



Definition: C2B e-business models involve individual consumers offering products or
services to businesses. This model often reverses the traditional flow of commerce.
Examples: Platforms like Upwork and Freelancer allow individuals to offer their skills
and services to businesses on a project basis.

Features: C2B models are characterized by a flexible, gig-based approach where
consumers set their terms or bid for projects, allowing businesses to access a wide pool of
freelance talent.

5. Business-to-Government (B2G)

Definition: B2G e-business models involve businesses providing goods or services to
government agencies and public sector organizations.

Examples: E-procurement platforms where companies bid on government contracts for
products or services, such as the Government e-Marketplace (GeM) in India.

Features: B2G models often require adherence to strict regulatory and compliance
standards. They involve competitive bidding processes and contracts that may include
long-term agreements and bulk purchasing.

6. Government-to-Consumer (G2C) and Government-to-Business (G2B)

Definition: G2C and G2B models involve government entities providing services or
information to consumers and businesses, respectively.

Examples: Online tax filing, business registration, and public service portals like the IRS
e-file system (G2C) or online tendering portals (G2B).

Features: These models focus on improving efficiency, transparency, and accessibility of
government services through digital platforms.

7. Subscription-Based Model

Definition: In this model, customers pay a recurring fee to access a product or service.
This model is often used by digital content providers, software companies, and service
platforms.

Examples: Netflix, Spotify, and Adobe Creative Cloud operate on subscription-based
models, where users pay a monthly or annual fee to access content or software.
Features: Subscription models provide a steady revenue stream and can enhance
customer loyalty and retention by offering continuous access to services.

8. Freemium Model

Definition: The freemium model offers basic services for free while charging a premium
for advanced features or additional functionality.

Examples: LinkedIn, Dropbox, and many mobile apps use the freemium model, where
basic access is free, but users can pay for premium features or additional storage.
Features: The freemium model aims to attract a large user base with the free offering,
then convert a portion of these users into paying customers by upselling premium
services.



9. Affiliate Marketing Model

Definition: Businesses in the affiliate marketing model earn commissions by promoting
products or services of other companies. Affiliates drive traffic or sales through their
marketing efforts and receive compensation for conversions.

Examples: Websites like The Wirecutter and bloggers who review products and earn
affiliate commissions through links are part of the affiliate marketing model.

Features: This model relies heavily on content creation, SEO, and marketing efforts to
drive traffic and conversions, with revenue generated based on performance.

10. Marketplace Model

Definition: The marketplace model involves a platform that connects buyers and sellers,
facilitating transactions without owning the inventory.

Examples: Platforms like Amazon, eBay, and Etsy operate on a marketplace model,
where third-party sellers list their products and customers purchase through the platform.
Features: Marketplaces benefit from network effects, where the value of the platform
increases as more buyers and sellers join. Revenue is typically generated through
commissions, listing fees, or subscription fees.

Conclusion:

E-business models have revolutionized the way businesses operate, offering numerous
opportunities for innovation, growth, and reaching new markets. By leveraging digital
technologies, these models provide flexibility, scalability, and efficiency, allowing businesses to
adapt to changing market conditions and consumer preferences. Understanding and choosing the
right e-business model is crucial for businesses to succeed in the digital economy.
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