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BUSINESS-TO-BUSINESS E-COMMERCE (B2B e-commerce)


B2B E-Commerce, or Business to Business Electronic Commerce, encompasses the online – through an online sales portal – sale of products and services between companies. This is as opposed to B2C (Business to Consumer), which describes the online business transacted between a business and individual customers (not a business entity).
Where B2C E-Commerce transactions are relatively simple, B2B transactions are much more complex. In B2C, prices are generally fixed, shipping is straightforward, and quantities are low. In contrast, B2B transactions prices are highly variable, relying on a number of pricing variables throughout.

Following are the architectural models in B2B e-commerce −
· Supplier Oriented marketplace − In this type of model, a common marketplace provided by supplier is used by both individual customers as well as business users. A supplier offers an e-stores for sales promotion.
· Buyer Oriented marketplace − In this type of model, buyer has his/her own market place or e-market. He invites suppliers to bid on product's catalog. A Buyer company opens a bidding site.
· Intermediary Oriented marketplace − In this type of model, an intermediary company runs a market place where business buyers and sellers can transact with each other.
In B2C model, a business website is a place where all the transactions take place directly between a business organization and a consumer.


In the B2C model, a consumer goes to the website, selects a catalog, orders the catalog, and an email is sent to the business organization. After receiving the order, goods are dispatched to the customer. Following are the key features of the B2C model −
· Heavy advertising required to attract customers.
· High investments in terms of hardware/software.
· Support or good customer care service.

Characteristics of B2B e-Commerce
· Multiple decision makers 
· Longer decision cycle
· Customer specific discounts
· Conflict with direct sales channels
· International markets
What is the B2B eCommerce Business Model?
In simple terms, the B2B eCommerce Business is a form of electronic commerce that deals with the transaction of goods and services between businesses through the internet. In most cases, this transaction is performed through an online portal. The main objective of this business model is to increase the business efficiency and revenue of retailers. Rather than manually processing orders, all the orders in the B2B model are processed in the digital platform. Contrary to the conventional eCommerce model of purchase and sale between the consumer and seller, the B2B model deals in commercial transactions between businesses.
The crux of this business model is based on careful planning in order to have efficient and profitable transactions in consideration with complex market conditions.
B2B eCommerce Business Model Advantages
· Market Predictability
· Better Sales
· Lower Costs
· Data Centric Process
B2B eCommerce Business Model Disadvantages
· Limited Market
· Lengthy Decision
· Inverted Structure
What is Just in Time (JIT) inventory?
JIT is a method of supply chain management that is designed to cut costs, increase efficiency, and decrease waste by receiving goods when they are needed. It effectively means having enough inventory available to meet customer demand but no more than just enough, so you need to stockpile the remainder pretty quickly thereafter.
Advantages of JIT inventory
JIT has several benefits to a company’s production process, including:
· Reduced storage costs
· Improved communication
· Less waste
· Smaller inventory investments

Disadvantages  of JIT inventory
· Hard to implement
· Greater risk of supply chain failure
· More planning
· Stock-outs are more likely























  Electronic Data Interchange (EDI)
•      Electronic data interchange (EDI) is the process used by organizations in order to transmit the data between organizations by electronic means. It is used to transfer electronic documents or business data from one computer system to another computer system, i.e. from one trading partner to another trading partner without human intervention.



EDI: THE NUTS AND BOLTS
EDI Standards:
•      At the heart of any EDI application is the EDI standard. The essence of EDI is the coding & structuring of the data into a common & generally accepted format.
•      Documents sent via EDI can serve as input for a receiving a company's business application because they are formatted according to standards that stipulate where certain information should be located, such as where net total amount should appear on an invoice.
•      These standards also define how individual pieces of information should be represented. For example, in the standards for an electronics industry purchase order, there are specific codes defined to identify the type of product or service being requested, e.g. PN (company part number), BY (buyers part number), VP (vendors part number), PW (part drawing), etc.


Components of EDI
1. Application service
2. Translation service
3. Communication service
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