                                                                                       Unit 1
[bookmark: _GoBack]Q1    i. What is E-commerce? Give examples.
E-commerce means using the Internet (including desktop, mobile, and social applications) to conduct business. 
Examples of e-commerce are:
Purchasing this E Commerce course and completing online
Booking a hotel room online 
Buying a digital movie and streaming it to your TV or PC
Ordering prescription medications online
Purchasing a tools , clothes, electronics from a major retailer’s website and having it delivered to your door 
Renewing you passport online

ii. Outline some benefits of online shopping?
Convenience of shopping 24 hours a day
it is easier to compare information)
Easier to compare prices with other similar sellers
Free shipping and/or cheaper sales tax 
No crowds/lineups
Easier to find what they are looking for
More variety in products

iii. Describe the difference between B2B and B2C services?
B2B stands for business to business, which means that business buy and sell to other businesses.
An example would be a raw material supplier selling wood selling is material to a furniture manufacturer
Whereas B2C stands for business to consumers which means that business sell directly to the consumer of the product or service. An example would be online shopping from Amazon. You like a item on the Amazon website, you pay with you credit and Amazon ships then ships the item to you. 

iv. What is the difference between social E-commerce and mobile E-commerce?
Consumers participate in e-commerce using social networks by purchasing the product directly from a social network or by using collaboration tools, an example of a social network is Facebook.
Whereas consumers use mobile devices such as tablets and smartphones to purchase products and services this is somewhat the same as purchasing using the PC but it is more convenient as the smart phones and tables are portable and can be taken where ever the consumer goes
v. How are E- commerce businesses different from the traditional businesses?
Traditional businesses mainly have a physical presence with a building structure (brick and mortar) with employees serving customers. Within a specified time frame. However, Ecommerce business are open for business 24 hours without a physical presence.

Q2.  Discuss in details the elements of E-commerce business plan.
When considering starting to sell online you also have to know what you will be selling, to whom you will be selling, the proce range of the products/service you will be selling the marketing strategy and look at what your competitors are doing online. This all requires some research and a plan to help you move forward to achieve your goals/targets.
The plan requires the following information:
Company Description, describing what the company is about and what its marketspace will look like. Will your business be a giant business-to-consumer retailer like Amazon or provide a business-to-business service? 
What is your goal for the company? 
Revenue Model E-commerce -how to generate revenue. The most common ways include: 
Selling products or services directly to consumers or businesses (as Amazon does) 
Receiving payment from other companies for their advertisements on your site (Google does this with their advertising services) 
Offering products or services via a paid subscription (like Forbes Magazine)
Receiving payment on a transactional basis in return for providing a service (such as eBay, kijiji)
Products and Services - describing the products and/or services that your company will be providing. Include each item’s features and benefits. Describe things in terms of what problem the product will solve for the customer.
Competitive Analysis - to identify who your business’ competitors will be. Find out: 
What their products and services are 
How the products and services are marketed 
What price point the products and services are offered at
What level of customization and personalization is offered 
The search engine keywords that they focus on 
Additional selling features (such as free shipping, gift wrapping, etc.) 
What types of relationships they build with customers 
What makes them unique in the marketplace?
Organizational Strategy – many e-commerce businesses are individuals, entrepreneurial ventures who may not have a full organizational structure but it would be worthwhile to consider how your business might grow and what resources you currently have on hand. This is also where you can outline what tasks will need to be done to keep the business running and where you will need support



Marketing Strategy - knowing how you will be tapping into the online market with your product/service either it could online channels or offline channels:

Using any one or a mix of the online channels to utilize for marketing: 
Search engine optimization and advertising 
Social media (Facebook, Twitter, Pinterest, LinkedIn, YouTube, etc.) 
Blogging 
Newsletters 
 Mobile apps 
Offline channels such as: 
Newspaper, television, and radio media 
Trade shows and conferences 
Mail-outs 
Business directories 
Word of mouth
.
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