E-commerce, e-business

E-commerce is the abbreviation for Electronic Commerce which is a business model that lets firms and individuals buy and sell things over the internet. It is also called e-business or e-tailing. E-commerce has a great impact on the market because there is no need for intermediaries any more.  E-tailing requires companies to tailor their business models to capture Internet sales, which can include building out distribution channels such as warehouses, Internet webpages, and product shipping centres. Notably, strong distribution channels are critical to electronic retailing as these are the avenues that move the product to the customer. E-tailing can lower infrastructure costs by doing away with the need for stores, yet it can require infrastructure-related investments in shipping and warehousing.
E-commerce has four subcategories: 
· B2B: business-to-business (raw material to factories) 
· B2C: business-to-consumer (a product to a buyer
· C2C: consumer-to-consumer (used books to students) 
· consumer-to-business (an ICT expert sell his ideas to a company)
E-commerce, which can be conducted over computers, tablets or smartphones is a digital version of mail-order catalogue shopping. Nearly every imaginable product and service is available through e-commerce transactions. E-business represents a powerful tool. It is a new engine for real economic growth that redefines the nature of relationships among businesses of all kinds. With appropriate internet connections, sellers and buyers do their shopping through reliable services and sophisticated softwares. The whole world is a huge electronic market. On the one hand, E-commerce offers consumers the following advantages:
· Convenience. E-commerce can occur 24 hours a day, seven days a week.
· Increased selection. Many stores offer a wider array of products online than they carry in their brick-and-mortar counterparts. 
· Applying new technologies. Business learn to extract insight from mountains of information and see relationships and trends that were previously invisible.
· Savings on staff. Automated sales and checkout cut down on the need for personnel.
· Savings on costs. Websites cost less than physical stores. E-commerce reduces advertising and marketing expenses as customers can find the „stores” through search engines or social media. 
· Effective source of data. Consumer shopping behaviour can be tracked to determine spending habits, page views, and length of engagement with a product, service, or website page. Effective data analytics can decrease lost sales and boost client engagement, which can lead to increased revenue.

On the other hand, E-commerce carries the following disadvantages:
· Limited customer service. You cannot simply ask an employee to demonstrate a particular model's features in person. Furthermore, adequate resources are necessary to handle online returns and customer disputes.
· Lack of instant gratification. When you buy an item online, you must wait for it to be shipped to your home or office. 
· Lack of emotional shopping experience. Physical stores can offer emotional shopping that often results in consumer spending. 
· Inability to touch products. Online images do not necessarily convey the whole story about an item, and so e-commerce purchases can be unsatisfying when the products received do not match consumer expectations. 
· Compulsory adaptation to ICT technologies. Businesses that invest substantially in communication technologies will thrive, those who don’t will suffer. 
It’s very easy to do e-business. Firstly, it’s good for the consumers who just select the articles required from a catalogue or a terminal display screen, and place their order with the trader's office through the computer keyboard. Payment for the goods is put into effect by quoting a credit card number, or by giving the trader facility to debit the consumer's bank account direct. Secondly, it’s good for the company because direct on-line access means that the company can register orders and file reports immediately, eliminating hours of paperwork.
[bookmark: _GoBack]
Not only businesses but also governments can benefit from e-business technologies. Expectations and demands for electronic-government services are certain to grow as the number of households with Internet access increases. Governments have to meet demands for better services delivered more efficiently at lower cost to more demanding customers. At national and EU levels, all participants are developing more detailed strategies for bringing the advantages of e-government to their citizens. Tax fraud - a major concern of government - with a Business Intelligence" system could analyse every single tax return. Powerful data storage devices can be used for identification, communication,   information   exchange,   or   financial transactions. These can include birth certificates, social security numbers, driving licences, passports and public health-care information.
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