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What is e-business (B2B)?
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What e-business is and how it is being used.

With the growth in popularity and the ease of use for the internet today, many 
people are able to conduct business without leaving their home or office.

E-business is being able to conduct transactions from a computer over the internet.

Source:

"What is E-Business?" 15 July 2002. 25 Aug. 2006 <www.awprofessional.com.>



E-business caught on in the United States first, but “There’s a strong international 
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market….. There were 106.4 million online buyers in 2000, says the IDC study, 
and that number is expected to hit 464.1 million by 2006.” (Campanelli, 1)

Most people are familiar with buying consumer products like books, CD’s, and 
movies online, that is called Business to Consumer.  However there is a much 
larger e-business than dealing with consumers, and that is Business to 
Business, also referred to as B2B’s.

Source:

Campanelli, Melissa. "Take Your E-business Global." www.entrepreneur.com. 01 
June 2004. 25 Aug. 2006 <www.entrepreneur.com.>



What are B2B’s?
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A B2B does not deal with the final consumer, B2B’s are companies that need to 
work together in order to make a finished product that is suitable for a consumer.

In the few years that B2B’s have existed, they have already undergone changes.  
“The original concept of a B2B exchange involved an intermediary company that 
created a marketplace to match buyers to suppliers.” (Ward, 1)

B2B’s now are generally sites for “a big buyer bringing on its smaller suppliers.” 
(Ward, 1)

B2B’s are “companies buying from and selling to each other online.” (Varon, 1)

Source: 

Ward, Lynn. "The New Face of B2B E-Commerce." E-Commerce Times. 22 May 
2003. E-Commerce Times. 25 Aug. 2006 <www.ectnews.com.>

Varon, Elana. "The ABC;S of B@B." The E-Business Research Center. 25 Aug. 
2006 <www.CIO.com.>



How are B2B’s being used?
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B2B’s are being used as online Marketplaces where companies are buying and selling from 
each other over the internet.  Buy conducting this business over the internet companies 
are also sharing other information with each other about their industry news, and some 
sites also allow forums to talk about business and make predictions for the future and 
try to plan for future events.  

Doing business online is also becoming more important for companies who do not produce 
all of their own parts.  A company may make a product, but all the parts they need 
come from other companies.  B2B sites can use “supply chain management as more 
companies outsource parts of their supply chain to their trading partners.” (Varon, 1)  A 
business can see what the inventories of their suppliers are to make sure there is 
enough supplies, and on the other side, suppliers can see what the inventories of their 
consumers are and how much they need to produce.

B2B sites can be set up so that companies can shop around and find all the companies 
who produce what they are looking for.  Then a company can have choices.  Or if a 
large company has many different small suppliers that they use on a regular basis, they 
can set up a B2B site just for them and their suppliers that they use.  This way all 
suppliers can see how much they are going to need to produce and the large company 
can easily make orders 

Source:

Varon, Elana. "The ABC;S of B@B." The E-Business Research Center. 25 Aug. 2006 
<www.CIO.com.>



What are its strengths?
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Advantages that will be seen by the company

Advantages and benefits form quickly from the use of B2B sites because they allow 
companies to do so much more.  Companies can freely and easily communicate to 
other companies and can give each other greater satisfaction.

One of the first advantages to the B2B is the decline of Paper.  In the past companies 
would have tons of forms to fill out, file, send, and then ultimately wait on the 
information to travel.  Today information travels instantly over the internet and can be 
easily saved and viewed thanks to the uses of computers.  “Top players in today’s 
exchange industry are saving 20 to 30 percent on their online transactions compared 
with traditional methods.” (Ward, 2)

The even more lucrative benefits come from sharing data from company to company, it 
takes awhile for companies to be able to set up a network where they can easily share 
data, but when they do they can cut down on shipping times, ordering times and cut 
down on wrong orders.

By understanding more about inventory and being able to do more supply on demand 
companies can also save by lowering their inventory levels.  Suppliers can ship 
instantly what a Buyer needs instead of the Buyer having everything kept in stock, but a 
supplier can also see when demand changes for a certain product and they can then 
alter their production to meet demand. 

Source:

Ward, Lynn. "The New Face of B2B E-Commerce." E-Commerce Times. 22 May 2003. E-
Commerce Times. 25 Aug. 2006 <www.ectnews.com.>



Advantages that will be seen by the consumer
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Consumers will also see large benefits to B2B e-commerce.  Companies are able to 
streamline production “resulting in reduced unit costs of products or services 
and, perhaps, lower prices to customers while effectively achieving economies 
of scale.” (Ward, 2)

Companies are going to be performing better because of reduced costs and 
increases productivity, so there is also a lot more time for companies to innovate 
their products and start to come up with more options for the final customers to 
choose from.  Ultimately the use of B2B e-commerce can generate customer 
satisfaction.

Source:

Ward, Lynn. "The New Face of B2B E-Commerce." E-Commerce Times. 22 May 
2003. E-Commerce Times. 25 Aug. 2006 <www.ectnews.com.>



Projected use increases by whom?
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How companies will focus their use in the future

Many companies are seeing the benefits to using B2B e-commerce as it helps them 
save money and improve their supply chains.  “In the long term, people will 
manage their supply chain over the Internet.” (Ward, 4)  The companies who do 
supply chain over the internet are the ones who will be most likely to succeed, 
while companies who are not using B2B e-commerce will probably have trouble 
surviving.

In the beginning companies running B2B e-commerce sites were trying to be sites 
that could do everything.  These sites were trying to get out quickly in order to 
start making money and to win business in their direction.  This did not work well 
sometimes, and now some of the surviving B2B sites are try to focus on more 
important goals like supply-chain management and trying to do certain aspects 
of e-commerce well.  Some sites are also become more tailored to specific 
types of industry, instead of trying to serve everyone.

Source:

Ward, Lynn. "The New Face of B2B E-Commerce." E-Commerce Times. 22 May 
2003. E-Commerce Times. 25 Aug. 2006 <www.ectnews.com.>



Who is getting more involved?
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B2B e-commerce is rising globally everyday and not just in the United States.  
China has continued to grow at an enormous rate and they too are beginning to 
use the internet for a lot more of their business.  “There are around 40 million 
companies in China now……But only about 800,000 companies apply e-
business to their daily commercial activities.” (SinoCast, 2)

B2B e-commerce is going to continue growing because of what it means globally.  
Business trends are going in the direction of doing more and more international 
business.  Business can be done quicker and more efficiently over the internet 
which is important because there is a greater distance between businesses now.  
The United States led the way in using B2B e-commerce, but now the rest of the 
world has to join in to be able to keep up. 

Sources:

"SinoCast China IT Watch." COMTEX. 09 Aug. 2006. 25 Aug. 2006.



What is B2C?
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According to Susannah Patton of the E-Business Research Center, when 
most people think of e-commerce, they think of Amazon.com, the online 
bookseller that launched its site in 1995 and quickly took on the national 
brick and mortar retailers.

According to the Center for Virtual Organization and Commerce at Louisiana 
State University, B2C applies to any business or organization selling 
products/services to consumers over the Internet for their own use.

“In B2C transactions, online transactions are made between businesses and 
individual consumers.  Businesses sell products and services through 
electronic channels directly to the consumer (Bidgoli, 2002).

B2C E-commerce incorporates what is known as electronic retailing, which is 
also known as e-tailing.  E-tailing involves online retail sales.  “E-tailing 
makes it easier for a manufacturer to sell directly to a customer, cutting 
out the need for an intermediary retailer” (M/Cyclopedia, 2006).

According to the dBusiness Group, B2C involves the ability to predict, 
analyze and mold the consumer’s impressions in a very narrow and 
confined space, create a compelling message, and understand why and 
how the consumer reacts differently (or the same) on the internet.
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According to Alan Wolf, travel represents the largest e-commerce category 
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with projected sales of $73.4 billion this year.

The computer hardware and software sector is expected to rank 
second, with $16 billion in online sales.

This accounts for nearly half of all sales for this category.

According to the M/Cyclopedia of New Media, other industries that do 
well on the internet are;

Consumer electronics

Sporting goods

Office supplies

Toys

Health and Beauty

Entertainment

Apparel

Cars

Services



According to the Forrester Research Ecommerce Forecast, the number of 
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online shoppers will grow to 174 million and they will spend an average 
of E1,500 a year on the web.

The UK e-commerce market contributes nearly a third of total internet retail 
revenue in Europe.

According to the Interactive Media in Retail Group (IMRG, web sales in 
Europe are growing by nearly 30% year on year.
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