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Question 1
I. [bookmark: _GoBack]E-Commerce is the use of internet to conduct business
Some examples of E-Commerce are:
· Buy a ticket for a concert from home (online); 
· Buy a pizza from home through internet and have it delivered to your door;
· Buy electronics from an online shop;
· Buy an air ticket online;
· Pay electricity bill online.

II. The benefits of online shopping are:
· Buy from anywhere in the world;
· Buy at any time as stores are open 24h a day and 7 days a week;
· No queues;
· Easy to find products;
· Easy to compare prices;
· Easy to maintain (no need to pay rent, electricity and other costs that a physical shop has);

III. The difference between B2B and B2C services are:
B2B means transactions between 2 companies, the first company, which can be a retailer, service provider or a supplier, sells its products to another company.

B2C means transactions between companies with the final consumer, the customer. The business is done directly. For example: Buying a CD online.
IV. In social E-Commerce, customers buy products using social networks, but, in mobile E-Commerce, customers use mobile devices, such as smartphones, tablets, e-readers to buy product or services.

V. E-Commerce businesses differ from the traditional business in the following aspects:

Traditional Business
· Physical location;
· Customers can physically touch the products before buying to check the quality;
· Rent, electricity, more employee costs;
· Crowdedness, queues;
· Open certain period of time;
· Customers from determined geographic location;

E-Commerce business
· Shop opens 24h and 7days a week;
· Customers from all around the world have access to the shop;
· Easy to compare prices;
· No queues, crowdedness, shop from the comfort of home;
· Less operating costs (no rent, electricity, security costs);
· Customers cannot physically touch the products;




Question 2 
Elements of E-Commerce business plan
Company Description
The first element of E-Commerce business plan is Company description, where we talk briefly about the company, mission, vision, and goal, what type of business will do and in what marketplace. 

Revenue Model
In Revenue Model, we discuss about how the company will generate profit from the various existing options.
Products and Services
In this element we specify what will be the company products and/or services, what we will sell to the customers, what will our business be, in details, and we will provide or sell this products/services to our customers, describing also, its features and benefits.
Competitive Analysis
In competitive analysis is where we study the business environment. We identify our strengths, weaknesses, threats and opportunities (SWOT analysis) and make improvements in order to get more customers. For example, if the competitor only sells the product to the customer, we can add some features like free shipping or gift wrapping in order to attract customers, this would be an opportunity identified. Generally, the aim of this analysis is to give a reason for customers to choose us instead of the competitors.


Organizational Strategy
In order to make the E-Commerce business running and growing, I will strategically add new services, which some of them will complement the existing ones. I will update the existing services by adding new features and make some changes in the existing ones in order to meet the customers’ requirements. I will expand the business to new markets. The company will also have competitive prices in the market.
Marketing Strategy
At the beginning the advertising will be done via social media, such as, Twitter, Instagram, Facebook, and WhatsApp groups, I will also use word of mouth and email. After that, following the growth of the company and number of customers, I will advertise in newspapers, TV, local airlines inflight magazines and through car brandings.
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