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Text A
Types of Electronic Business

Electronic Business, commonly referred to as “eBusiness” or “e-business”, may be defined as the
utilization of information and communication technologies (ICT) in support of all the activities of
business. Commerce constitutes the exchange of products and services between businesses, groups and
individuals and hence can be seen as one of the essential activities of any business. Hence, electronic
commerce or e-commerce focuses on the use of ICT to enable the external activities and relationships of
the business with individuals, groups and other businesses.

Louis Gerstner, the former CEO of IBM, in his book, Who Says Elephants Can't Dance? attributes
the term “e-business” to IBM’s marketing and Internet teams in 1996.

Electronic business methods enable companies to link their internal and external data processing
systems more efficiently and flexibly, to work more closely with suppliers and partners, and to better
satisfy the needs and expectations of their customers.

In practice, e-business is more than just e-commerce. While e-business refers to more strategic
focus with an emphasis on the functions that occur using electronic capabilities, e-commerce is a subset
of an overall e-business strategy. E-commerce seeks to add revenue streams using the World Wide Web
or the Internet to build and enhance relationships with clients and partners. Often, e-commerce involves
the application of knowledge management systems.

E-business involves business processes spanning the entire value chain: electronic purchasing and
supply chain management, processing orders electronically, handling customer service, and cooperating
with business partners. Special technical standards for e-business facilitate the exchange of data between
companies. E-business software solutions allow the integration of intra and inter firm business processes.
E-business can be conducted using the Web, the Internet, intranets, extranets, or some combination of
these.

1. Business-to-Business

Business-to-Business (B2B)is a term commonly used to describe commerce transactions between
businesses like the one between a manufacturer and a wholesaler or a wholesaler and a retailer, i.e., both
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the buyer and the seller are business entity. This is unlike Business-to-Consumer (B2C) which involves a
business entity and end consumer, or Business-to-Government (B2G) which involves a business entity
and government. _

The volume of B2B transactions is much higher than the volume of B2C transactions. The primary
reason for this is that in a typical supply chain there will be many B2B transactions involving
subcomponent or raw materials, and only one B2C transaction, specifically sale of the finished product
to the end customer. For example, an automobile manufacturer makes several B2B transactions such as
buying tires, glass for windshields, and rubber hoses for its vehicles. The final transaction, a finished

vehicle sold to the consumer, is a single (B2C) transaction.
2. Business-to-Consumer

Business-to-Consumer (B2C) describes activities of businesses serving end consumers with
products and/or services. )

An example of a B2C transaction would be a person buying a pair of shoes from a retailer. The
transactions that lead to the shoes being available for purchase, which is the purchase of the leather,
laces, rubber, etc. as well as the sale of the shoes from the shoemaker to the retailer, will be considered
(B2B) transactions.

3. Business-to-Employee

Business-to-Employee (B2E) electronic commerce uses an intrabusiness network which allows
companies to provide products and/or services to their employees. Typically, companies use B2E
networks to automate employee-related corporate processes. ;

Examples of B2E applications include:

e Online insurance policy management

e Corporate announcement dissemination

e Online supply requests

e Special employee offers

e Employee benefits reporting

e Special discounts to employees
4. Business-to-Government

Business-to-Government (B2G) is a derivative of B2B marketing and often referred to as a market
definition of “public sector marketing”. It encompasses marketing products and services to government
agencies through integrated marketing communications techniques such as strategic public relations,
branding, advertising, and Web-based communications.

- 5. Government-to-Business

Government-to-Business (G2B)is the online non-commercial interaction between local and central

government and the commercial business sector, rather than private individuals. For example,
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http://www.dti.gov.uk is a government website where businesses can get information and advice on

e-business “best practice”.

6. Government-to-Government

Government-to-Government (G2G)is the online non-commercial interaction between government
organizations, departments, and authorities and other government organizations, departments, and
authorities. Its use is common in the UK, along with G2C, the online non-commercial interaction of
local and central government and private individuals, and G2B, the online non-commercial interaction of
local and central government and the commercial business sector.

G2G systems generally come in one of two types:

e Internal facing—joining up a single governments departments, agencies, organizations and
authorities—examples include the integration aspect of the Government Gateway, and the UK NHS
Connecting for Health Data SPINE.

e External facing—joining up multiple governments is systems—an example would include the
integration aspect of the Schengen Information System (SIS), developed to meet the requirements of the

Schengen Agreement.

7. Consumer-to-Consumer

Consumer-to-Consumer (C2C) involves the electronically-facilitated transactions between
consumers through some third party. A common example is the online auction, in which a consumer
posts an item for sale and other consumers bid to purchase it; the third party generally charges a flat fee
or commission. The sites are only intermediaries, just there to match consumers. They do not have to

check quality of the products being offered.

7.1 Examples of C2C

e cBay

e Craigslist

e Amazon.com

This type of e-commerce is expected to increase in the future because it cuts outthe costs of using
another company. However it has the following problems:

e No quality control

e No payment guarantee

e Hard to pay for using cheques, ATM cards, etc. but in the future this is likely to change

7.2 Universities

C2C are becoming more popular among students in universities because -these are large
communities in the same geographical region that are low on money. So they are looking for deals very
often and these kinds of websites offer this. Universities themselves set up places for students to sell
textbooks and other stuff to other students; you can even advertise that you are subletting your

apartment.
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define
utilization
constitute

exchange

enable
relationship
external
former
internal
efficiently
flexibly
partner
supplier
satisfy

seek

span

order
facilitate
integration
conduct
intranet
extranet
combination
transaction
manufacturer
wholesaler
retailer
subcomponent
tire
windshield
consumer
leather

lace
shoemaker

intrabusiness

New Words

[di'fain]
[ju:tslai'zeifan]
['konstitju:t]
[iks't[eind3]

[i'neibl]
[ri'lei[n[ip]
[ik'st3:nl]
['forma]
[in'ta:nl]

[i'fi antli]
['fleksabli]
[pa:tns]
[se'plais]
['seetisfai]
[sitk]

[spaen]

['0:de]
[fa'siliteit]
[inti'greifan]
['kondakt]
[intra'net]
[.ekstra'net]
[kombi'neifan]
[treen'zeek [ on]
[imeenju'feekt[ ara]
[haulseila]
[ri:'teila]
[sAbkem'paunant]
['taia]
['wind[i:ld]
[kan'sju:ma]
[leda]

[leis]
[Tu:meika]
[intre'biznis]

vi. EX, VEHULEA
n. R, FIH
ve. FIR, @G dilE, oL FETF
n. X, 55 K50
vi. i He; Hi R
vi. 3&He; B; TS RRS
vi. [HEERE, [ERCAHTTEE, fi5CH
n. K&
adj. AMNEH
adj. VURIR; RI{ER
adi. PIEREY
adv. HEH
adv. RiEHI
n. {kH
n. QtNiE, J R, (tAE
v. R, R
vi. FH, HR, IK
vi. BB
n. VTE
vt. #E3h, et
n. BE
. SCHE; 51 B
IR Y

Bk

e, &a
5, B
&R, IR
A R
THEEA
M, NEE
B
EEPRHE
HE

B

B

BRI

Al PR

=
~

RN TR R R N R T R
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announcement [@'naunsmant]
dissemination [di.semi'neifan]
discount ['diskaunt]
derivative [di'rivativ]
encompass [in'kampas]
agency ['eidzansi]

bid [bid]
commission [ka'mifan]
intermediary [iinta'mi:diari]
match [meet[]

cheque [tfek]

stuff [staf]

sublet [sAb'let]

be referred to as
electronic business

in support of

focus on

attribute...to

data processing system
with an emphasis on
knowledge management system
value chain

supply chain management
cooperate with...
technical standard
business entity

end consumer

raw material

finished product
automobile manufacturer
rubber hose

insurance policy

special offer

public sector

government agency

n. AN

n. B, B

n. i

adj. 5lHE

n. JREHEY

v. B, 8¥E; T
n. fRERAL, fr8ab; AR, i
vt. i, Bhr

n. &

n. Ay

vt. UCPC

n Y5

n. ML BEEL WP
vt. ¥

Phrases

BN
HF %
S
FE, XFE

BB R G

SR A

AREHE RS
HriEsE

R EEE P
BARYRE

AV AT, Bk BT
LnE

JERERE

s, T
Al

BIBE

PREG: B
kAR, R LR
AIERIT; ARG
BUNHILA
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public relation ‘ NS I

commercial business sector (B g ]

join up HRa ik

Schengen Agreement ‘ FRAR ML

third party B=F

online auction TELRAASE, M%dase
flat fee 1 2%

cut out Hds, P)ie

Abbreviations

ICT (Information and Communication Technologies) {7 B FLEIFH A

CEO (Chief Executive Officer) HREMITE

B2B (Business-to-Business) Al XAl Y RS 55

B2C (Business-to-Consumer) Al X VH B A TR 5

B2G (Business-to-Government) Al X U PR L RS 55

B2E (Business-to-Employee) Ak 5 T # R 5

G2B (Government-to-Business) BUR XA R 7 55

G2G (Government-to-Government) R B P L TR 55

G2C (Government-to-Consumer) B P& RS

NHS (National Health Service) e =] [ R (et e O e i B2

SIS (Schengen Information System) HIREERS

C2C (Consumer-to-Consumer) HAEEXNHRENE FE S
Notes

[1] While e-business refers to more strategic focus with an emphasis on the functions that occur
using electronic capabilities, e-commerce is a subset of an overall e-business strategy.

A4, While e-business refers to more strategic focus with an emphasis on the functions that
occur using electronic capabilities &—MEAARIENA] . FEIZMA]H, that occur E— N ETEMNF],
B fPRE functions,

[2] This is unlike business-to-consumer (B2C) which involves a business entity and end consumer,
or business-to-government (B2G) which involves a business entity and government.

A5, which involves a business entity and end consumer f&—NEBMNE], BIHHRE
business-to-consumer (B2C). which involves a business entity and government H1J&—/>E1& M 4], &
HMiFIPRE business-to-government (B2G).

[3] The transactions that lead to the shoes being available for purchase, which is the purchase of the
leather, laces, rubber, etc. as well as the sale of the shoes from the shoemaker to the retailer, will be
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considered (B2B) transactions.

A/]H | The transactions 42 F1&, will be considered (B2B) transactions 21515, that lead to the
shoes being available for purchase J&=—/~EiEMNH], BIifIBRE The transactions. which is the
purchase of the leather, laces, rubber, etc. as well as the sale of the shoe from the shoemaker to the
retailer &2— M HEFRE M E1E M 4], XF The transactions that leads to the shoes being available for
purchase 174 FEUEH .

[4] A common example is the online auction, in which a consumer posts an item for sale and other

consumers bid to purchase it.

Aa]H, in which a consumer posts an item for sale and other consumers bid to purchase it f&—*

PR EMEETEMMNA], %t the online auction FFAT4M FEUEEH .

[ Ex. 1] Answer the following questions according to the passage.

(1) What is electronic business is commonly referred to? What may it be defined?

Exercises

(2) What is the difference between e-business and e-commerce?

(3) What does e-commerce often involve?

(4) What does e-business involve?

(5) What is Business-to-Business (B2B)?

(6) What is B2C? And what does C2C involve ?

(7) What do companies use B2E networks to do typically?

(8) What does Business-to-Government encompass?
(9) What is Government-to-Business?
(10) What is Government-to-Government (G2G)?

[ Ex. 2 ] Translate the following words and phrases into Chinese.

(1)
()
€))
“)
)
(6)
(7)
®)
(&)
(10)

order

flexibly

retailer

transaction
supplier

discount
manufacturer
cooperate with...
electronic business

raw material

(D

2

3

(4)

)

(6)

(M

(8)

(€))

(10)
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[ Ex. 3] Translate the following words and phrases into English.

(1)  FEAIRMY, FEMUTE (1)
) HTEE )
3) e %8 13
@) LKmER @)
5 XF ' (5)
6)  lkEfi, E AL (6)
(7 HrEkE (7)
®) BN, AN (8)
© A, #A )

[ Ex. 4 ] Translate the following sentences into Chinese.

(1) Many institutions exchange information by hand because of incompatible computer systems.
(2) We prolong the cooperation relationship with this supplier voluntarily.

(3) British Rail are going to place an order for a hundred and eighty-eight trains.

(4) The aim is to promote closer economic integration.

(5) The user at home can access his company’s intranet by dial-up authentication.

(6) This allows it to update applicat'ions over the intranet or extranet.

(7) The new device can also cancel the check after the transaction is complete.

(8) The shopkeeper has gone to the wholesaler to buy new products.

(9) Take the goods back to your retailer who will refund you the purchase price.

(10) The salesmen work on commission only.

Text B
Commerce

1. Commerce

Before we get into a complete discussion of e-commerce, it is helpful to have a good mental image
of plain old commerce first. If you understand commerce, then e-commerce is an easy extension.

Merriam-Webster’s Collegiate Dictionary gives a few definitions of commerce:

e Social intercourse: interchange of ideas, opinions, or sentiments. '

e The exchange or buying and selling of commodities on a large scale involving transportation
from place to place.

We tend to be interested in the second definition.

So commerce is, quite simply, the exchange of goods and services, usually for money. We see
commerce all around us in millions of different forms. When you buy something at a grocery store you

are participating in commerce. In the same way, if you cart half of your possessions onto your front lawn
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for a yard sale, you are participating in commerce from a different angle. If you go to work each day for

a company that produces a product, that is yet another link in the chain of commerce. When you think
about commerce in these different ways, you instinctively recognize several different roles:

e Buyers—these are people with money who want to purchase a good or service.

e Sellers—these are the people who offer goods and services to buyers. Sellers are generally
recognized in two different forms: retailers who sell directly to consumers and wholesalers or
distributors who sell to retailers and other businesses.

e Producers—these are the people who create the products and services that sellers offer to buyers.
A producer is always, by necessity, a seller as well. The producer sells the products produced to
wholesalers, retailers or directly to the consumers.

You can see that at this high level, commerce is a fairly simple concept. Whether it is something as
simple as a person making and selling popcorn on a street comer or as complex as a contractor
delivering a space shuttle to NASA, all of commerce at its simplest level relies on buyers, sellers and

producers.

2. The Elements of Commerce

When ydu get down to the actual elements of commerce and commercial transactions, things get
slightly more complicated because you have to deal with the details. However, these details boil down to
a finite number of steps. The following list highlights all of the elements of a typical commerce activity.
In this case, the activity is the sale of some product by a retailer to a customer:

e If you would like to sell something to a customer, at the very core of the matter is the something
itself. You must have a product or service to offer. The product can be anything from ball bearings to
back rubs. You may get your products directly from a producer, or you might go through a distributor to
get them, or you may produce the products yourself.

e You must also have a place from which to sell your products. Place can sometimes be very
ephemeral—for example, a phone number might be the place. If you are a customer in need of a
massage, if you call “Judy’s Massages, Inc.” on the telephone to order a massage, and if Judy shows up
at your office to give you a massage, then the phone number is the place where you purchased this
service. For most physical products we tend to think of the place as a store or shop of some sort. But if
you think about it a bit more you realize that the place for any traditional mail order company is the
combination of an ad or a catalog and a phone number or a mailbox.

e You need to figure out a way to get people to come to your place. This process is known as
marketing. If no one knows that your place exists, you will never sell anything. Locating your place in a
busy shopping center is one way to get traffic. Sending out a mail order catalog is another. There is also
advertising, word of mouth and even the guy in a chicken suit who stands by the road waving at passing
cars.

¢ You need a way to accept orders. At Wal-Mart this is handled by the check out line. In a mail
order company the orders come in by mail or phone and are processed by employees of the company.

e You also need a way to accept money. If you are at Wal-Mart you know that you can use cash,
check or credit cards to pay for products. Business-to-business transactions often use purchase orders.
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Many businesses do not require you to pay for the product or service at the time of delivery, and some
products and services are delivered continuously (water, power, phone and pagers are like this). That
gets into the whole area of billing and collections.

e You need a way to deliver the product or service, often known as fulfillment. At a store like
Wal-mart fulfillment is automatic. The customer picks up the item of desire, pays for it and walks out of
the door. In mail-order businesses the item is packaged and mailed. Large items must be loaded onto
trucks or trains and shipped.

e Sometimes customers do not like what they buy, so you need a way to accept returns. You may
or may not charge certain fees for returns, and you may or may not require the customer to get
authorization before returning anything,

e Sometimes a product breaks, so you need a way to honor warranty claims. For retailers this part
of the transaction is often be handled by the producer.

e Many products today are so complicated that they require customer service and technical

. support departments to help customers use them. Computers are a good example of this sort of product.

On-going products like cell phone service may also require on-going customer service because
customers want to change the service they receive over time. Traditional items (for example, a head of
lettuce) generally require less support than modern electronic items.

You find all of these elements in any traditional mail order company. Whether the company is
selling books, consumer products, information in the form of reports and papers, or services, all of these
elements come into play.

In an e-commerce sales channel you find all of these elements as well, but they change slightly. You
must have the following elements to conduct e-commerce:

e A product.

e A place to sell the product—in e-commerce, a website displays the products in some way and
acts as the place.

e A way to get people to come to your website.

e A way to accept orders—normally an on-line form of some sort.

e A way to accept money—normally a merchant account handling credit card payments. This
piece requires a secure ordering page and a connection to a bank. Or you may use more traditional
billing techniques either online or through the mail.

e A fulfillment facility to ship products to customers (often outsource-able). In the case of
software and information, however, fulfillment can occur over the Web through a file download
mechanism.

e A way to accept returns.

e A way to handle warranty claims if necessary:.

e A way to provide customer service (often through E-mail, on-line forms, on-line knowledge
bases and FAQs, etc.).

In addition, there is often a strong desire to integrate other business functions or practices into the
e-commerce offering. An extremely simple example—you might want to be able to show the customer

the exact status of an order.




