What is Ecommerce

In the good old days, business was pretty simple. I had a pig, you had some wool; we showed up at the market and haggled, then I went home to knit a cardigan while you whomped up some barbecue. 

Nowadays we don't have to show up at the market, and we don't even need physical goods or currency to conduct business. Ecommerce is the most recent step in the evolution of business transactions. It replaces (or augments) the swapping of money or goods with the exchange of information from computer to computer.

Within a few years, Internet has turned businesses upside down, be prepared or die. This might seem like an over-hyped statement – but it is not.If we look around, even today, the Internet is fundamentally changing the way companies operate – from conducting business internally to conducting business with trading partners. Entirely new companies and business models are emerging. It is helping companies to lower costs dramatically across their supply and demand chains, take their customer service into a different league, enter new markets, create additional revenue streams and redefine their business relationships. If a company does not use the Internet to do any or all of these things in the near future, it will be destroyed by competitors who are leveraging the power of the Internet to conduct business, which literally means e-commerce or electronic commerce is the most crucial reality of today’s business scenario.

Give me some examples. Electronic commerce, or e-commerce, is a very broad term. E-commerce conducted between businesses differs from that carried out between a business and its consumers. For business-to-consumer e-commerce, the Web has become the dominant pipeline. Think Amazon.com The Company offers lots of books for sale on its Web site. Consumers find what they like, type in their credit card number and unpack the books a few days later. Conducting individual stock trades, moving money from checking to savings or tracking an overnight package delivery via the Internet are other examples.

Business-to-business e-commerce takes many forms, some of which have been around for years. Electronic data interchange (EDI) is a format for exchanging business information over private networks. It was created to automate and speed the exchange of information between companies that regularly did business together. For example, on Tuesday your computer can automatically tell my computer that you've shipped the 500 pallets of wool I ordered. Then on Wednesday my computer acknowledges your shipping confirmation and tells you that I'll mail you a few thousand pigs on Thursday. No money actually changed hands electronically here but plenty of business data did. If your business and my business do transactions like this often, the automated system beats having our clerks stand by the fax machine every day and then retype the information they receive into our respective computer systems.

Business to business (B2B):

Business to business (B2B) is the second area to investigate for eBusiness opportunities. The goal of B2B is to automate Business-to-Business transactions — for example, ordering parts needed in the manufacturing process. The key question to ask when evaluating B2B opportunities is: 

· What opportunities exist to streamline the supply chain? 

An example of supply chain automation utilizing B2B follows: The company receives the customer order from the web site and electronically approves it within its accounting system, based on pre-set business rules. The order is electronically forwarded to the enterprise resource planning (ERP) system. At some point in time, a manufacturing forecast is created. Based upon the forecast, inventory is checked to ensure the company has enough parts and supplies on hand to meet the forecast. If not, an automated order of necessary parts or supplies is sent to the appropriate suppliers. This is the actual B2B transaction. Once the parts are received, the company builds the products, fills the orders and ships to its customers – potentially without human intervention. Utilizing eBusiness in this area allows a company to reduce manufacturing cycle times, reduce inventory costs, and minimize line downtime. It is an important area for evaluation of eBusiness opportunities. B2B transactions require suppliers and partners to have the technical infrastructure in place to enable full automation of this process. SCM software like machMerchant are bright examples of how SCM can help businesses acheive esucess.

EDI is still used, and there are many other mechanisms for business interaction, such as electronic catalogs and electronic payment systems. The Web plays an expanding role just as it does in consumer e-commerce. For instance, you might let your office-supply provider put an ordering page on your intranet.

Business to Consumer (B2C)

Business to Consumer (B2C) is the area that receives most attention. Through technology, companies and their customers can be directly linked. The two key questions to ask when evaluating B2C opportunities are: 

· What opportunities exist to improve the customer experience? 

· What additional markets can the company reach by selling online?
Customer Relationship Management is now being widely implemented in companies that are trying to manage their customers better. The following example illustrates what is now being referred to as eCRM. B2C is one component of eCRM – the order process itself. The process may begin with marketing, perhaps an online campaign. Customers visit the web site, research the product offerings, and then place their order. They receive an electronic order confirmation. At any time after the order is placed, they can check the order status online. Then the customer receives the order. Any ordering issues can be handled online. A request for return can be made without ever having to call a customer service department. Customers can register their product online, if appropriate, and even get support through an electronic call-center. 

There are many benefits to such a process: decreased cost of sales, internal efficiencies such as improved order-to-ship times, and decreased customer support costs. CRM also deals with the question of how you interact with the your consumers. eCRM software like machResponse helps you in maintaning interest of consumers in your business offerings.

Benefits Of Ecommerce

E Commerce is one of the most important facets of the Internet to have emerged in the recent times. Ecommerce or electronic commerce involves carrying out business over the Internet with the assistance of computers, which are linked to each other forming a network. To be specific ecommerce would be buying and selling of goods and services and transfer of funds through digital communications. 

The benefits of Ecommerce: 

· Ecommerce allows people to carry out businesses without the barriers of time or distance. One can log on to the Internet at any point of time, be it day or night and purchase or sell anything one desires at a single click of the mouse. 

· The direct cost-of-sale for an order taken from a web site is lower than through traditional means (retail, paper based), as there is no human interaction during the on-line electronic purchase order process. Also, electronic selling virtually eliminates processing errors, as well as being faster and more convenient for the visitor. 

· Ecommerce is ideal for niche products. Customers for such products are usually few. But in the vast market place i.e. the Internet, even niche products could generate viable volumes. 

· Another important benefit of Ecommerce is that it is the cheapest means of doing business. 

· The day-to-day pressures of the marketplace have played their part in reducing the opportunities for companies to invest in improving their competitive position. A mature market, increased competitions have all reduced the amount of money available to invest. If the selling price cannot be increased and the manufactured cost cannot be decreased then the difference can be in the way the business is carried out. Ecommerce has provided the solution by decimating the costs, which are incurred. 

· From the buyer’s perspective also ecommerce offers a lot of tangible advantages. 

1. Reduction in buyer’s sorting out time. 

2. Better buyer descisions 

3. Less time is spent in resolving invoice and order discrepancies. 

4. Increased opportunities for buying alternative products. 

· The strategic benefit of making a business ‘ecommerce enabled’, is that it helps reduce the delivery time, labour cost and the cost incurred in the following areas: 

1. Document preparation 

2. Error detection and correction 

3. Reconciliation 

4. Mail preparation 

5. Telephone calling 

6. Data entry 

7. Overtime 

8. Supervision expenses 

Operational benefits of e commerce include reducing both the time and personnel required to complete business processes, and reducing strain on other resources. It’s because of all these advantages that one can harness the power of ecommerce and convert a business to ebusiness by using powerful turnkey ecommerce solutions made available by ebusiness solution providers.

