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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	I. E-commerce, is an abbreviation of electronic commerce, it refers to consumer or business goods and services bought or sold online. It is an evolving and expanding electronic business channel, that followed the arrival of the internet in the early 90’s. In the 21st century majority of businesses use some form of e-commerce, any service or transaction provided online would come under the E-commerce umbrella e.g. advertising, shopping, payments/bank transfers, marketing, social networking, software, streaming and many more.

II. Consumers shop online because it is very convenient, you can shop 24hrs a day from anywhere and have your items delivered to anywhere. There is a wider range of products and sellers with products and information readily available; it is easier to compare products/services and prices online from different companies allowing you to get the best deal.  

III. B2B is where businesses sell products or services to other businesses e.g. wholesalers, design/advertising and software companies, whereas B2C is where businesses selling products or services directly to consumers e.g. online retailers, app stores and subscription services.

IV. Social E-commerce is consumers finding, viewing and/or buying products or services through social media e.g Facebook. Whereas Mobile e-commerce is where consumers use their smartphones, tablets and apps to find, view and purchase products or services online.

V. Traditional businesses remain reliant upon a location, passing trade, door to door sales, telesales, word of mouth and physical advertising, whereas an E-commerce business provides access to a wider market that has no geographical limits with various options for advertising online; e-commerce businesses can also use data collected from the consumer to facilitate interactive, personalized service, advertising to extremely specific markets which can in turn allow the business to generate revenue through advertising for other companies. 

VI. An E-commerce Business plan should include the following key elements, a company description, what products and/or services you will provide, a competitive analysis, a pricing strategy, a revenue model, a marketing strategy and an organisation strategy. 

The Company’s description, is a clear summarised overview of your company, which should state what your business will do, how your business will generate profit and who your target market is and what is the size of your market size is. It should also include the company’s mission statement and objectives and how you will achieve them and the estimated time frame, why you believe your business will be a success and how you think your business will look in 5 years’ time. 

Central to your business plan is of course what product and/or services you will be providing, including product/service features and benefits, what solutions it may offer for the consumer and why your product surpasses that of your competitors. 

You will need to do some research in to your competitors and devise a competitive analysis to identify your competitors and how they market their products/services and at what price their products and/or services are offered at. Consider whether they offer additional extra’s such as, free shipping, gift wrapping or customisation/personalization. You should analyse their website and what keywords a search engine search will focus on. Look at what special offers they have for their customers and what types of relationships they build with customers through newsletters and social media. Try to pinpoint anything that might make them unique in the marketplace and finally you should identify your competitive advantage and how you will maintain it and disclose why you believe consumers will choose your company over your competitors.

You will then need to create a pricing strategy, you should bear in mind the pricing structure of your competitors and where your products and/or services fit in to the market when considering how to price your products and/or services. You should deliberate whether you will offer your products at a standardised price or be up for auction or would you offer different versions at different price points for different markets or bundle product buys offering value for money or alternatively offer a freemuim service where part of the service is free but will have to pay for additional features e.g. no ad’s. You should also include how you will you introduce your product and/or service to the market for example could you offer an introductory offer or discount, provide a give-away, sample or offer a free trial to draw in customers. 

To maximise your profit, you should generate revenue models using multiple streams. E-commerce businesses can generate revenue in numerous ways and most businesses use a combination of advertising for other companies to get paid per click or per view for advertisements on your website. You could use affiliate marketing which means getting paid for directing customers to other businesses, you could offer a paid subscription to your consumers or get paid for selling subscription data for marketing or research purposes. These are ways that could be used to ensure you have an added income. Using research and data you could also include Revenue estimates for your e-commerce business.
 
A marketing strategy is how you will market your business to appeal to your chosen target market and what channel’s will you use to achieve success such as search engine optimisation, advertising, social media, blogging, newsletters and mobile apps. You might want to consider creative or unique ways to appeal to you target market to make you distinctive to your competitors.

Organisational strategy, this will include your company’s structure, such as the ownership of the company, who will manage the company and what makes them qualified, you could also include who the investors are if any. Identify how your business might grow, how you will manage it as it expands. Outline what resources you have to hand and where you may need support, illustrate what problems you might come across and how you will combat them.
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