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A Study of E-husinc~s in lncli11 

Dr. Toi Babarao Uke 
Prof. & Head Commerce Dept. 

Smt. Radhabai Sarda Arts, Commerce & Science College, 
Anjangaon Surji, Dist - Amravati 

Abstrnct: 
The concept of e-business is based on virtual shopping. An e-business is done through a website. There is no need to open a shop in physical fonn and to make huge im·es~ient. This allows aJI the work to be done online, from advertising to supply goods and services. The concept of online business was first emerged in 1990 by two commercial oraaniz.ations Amazon.com and Ebe.com. The two 9rgan izations .first_ started serving through tile internet to make their customer~ buy fro111 homes. Today, 90% of the websites in:the World are in online trading. In less time, the business is increasing day by day ~ it is a business at low c~pital a~d low cost. The main thing is that the trade is . easier and elastic in terms of management as there is no need to create any -physical office or sales· cente~, -Ther~ is . no need to find a customer for online trade. Onli~e' advertising of goods aftracts the customer to buy goods and also contacts are established with the professional organization. , , 'The-number of oriiine customers in the new millennium is increasing day by -~y. There is f!O item in th~market today that is not avail.able for online sale on the internet. In acfdltion to the sale of goods and services through the internet, various sales servk~s · are also ~vailable today. Online trade is mainly related to the retail business. This do~s • . not indude ~ whole trade. The concept of online business is mainly a business custo~ er. -------------------------------------Keywords: Business, Customer, Electronic, Product 

. Introduction to.E-busiiiess: 
Online business is a part of e-commerce. The commercial (B2C) model of e

. commercial online trading In this business, consumers and businesses interact with each other through electronic media. Businesses advertise their goods throuoh the internet and consumers place orders for goods b · · th . ~ Y viewing ese advertisements. Numerous types of goods have become available for purchase through the internet. All the goods can be_ purc-hased by the consumer from th " fh ' . e com,ort o 1s home while the seller can sell them. These transactions have no lim 'tati Th . . trad Trad . . 1 ons. ere 1s also no time restriction for onlme e. ers create therr own web ·t d them Customers th di si e an presents on the internet as the ooods available to · see e splay of ooods b . ~ . the goods the pn· f oods O Y watching that website. It contains the quality of ' ce o g the meth d f . buy these items and b . ' . 0 s O use, its availability, etc. Customers decide to . uy rt and buy 1t F th · . . mtemet to the business 
O 

• • • or is, a purchase order 1s registered from the ' rgani2at10n. This is · . them to eradicate the bus· an important feature of on line trade. This allows mess and establish · a straightforward relationship with the consumer 
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HNil'C tlns tmdc is also cnlll'd 2417 trndc. 17101 mcnns tl1c business is open for 24 hours 
8 

da, as wcll 11s SC\'Cll day~ ft wtt'k. 
4. • As thi~ trade climlnntes the middlemen. lhc price of the goods is nvnilnble to the 
oon~mm 81 11 k)wer price. n,creforc, customers cnn get good qunlity products at 
reasonable prices and get shopping sntisfnction, 
~- 11\is trade is not limited only to the sale of goods but post services too associated willi . 
sold pn"Xiucts. So it is possible to solve customer's problems promptly. -~ 
Umit1tion or ~business: 
1. The persona\ data of the ,consumer is c_omnumicat~ to the producer which can be • 
misused. So, the secrecy tin~ confidentiality ofthe.~ons'umer is at risk. •. • 
J. Home ·d~liVCl')''Sen~ce i~ provid~ in onl~~e busi?~~; So, there is no guarantee that tlie ·: . 
item itself will be delivered .to 'the cus~oiti'er'_s·,. ii~dr~s in stipulated time, it can 1,ef.: : -~ 

' . . .. . . ' . ~' ,\, .,:,.\'· "/-.~ ''-,:';.,,· '. . /;,,,,•. 
delayed. · · · · ,··, · < "( ;;, .,,_,,\i •· ' ! ;1 

3. ConsumCIS have to· b~y the ·good_s_ by ·g~ttin( infqnnation about the goods from. th~ , : 
interntt So, there, may be diffc~nc\e betwee'n ~:e'tt~0 ;~e custom~r booked and the itemtt 
is delivered tri hinf · · . "('.~ :·: " . ,.; .. ':· . : "., . • 

. •, .. ..: _.: • ; -~· ;t,;•"' ' ·.:~· . ; ' · :·-·· . ;· ~ 

· 4. 1n e-business, there is no direct meeting b.etw~~n ~ust9!'1er and trader or manufacturer , - . 
• ' ··. . . .• -•.. ;;,f, . • ,,.. ~- ·i-·~. ·'··, . '··•'-~ • !,. . . ·~ 

Therefore there-JS no possibility ol er.eating a-rel~~io~hip in on line business. Therefore 
~ '\' , t • • :v., . -l- ... -· , ,. -~., , -.... , .. , . , 

the s~ialconscicius.ncss betw~e,n·th~ t:r3de~ and consu111ers can never be established . 
. s_~· si,'idJ~m~ -~ rio(~~rila~i~ ;ir(onl'i~~, trading. Also, the sales return process is 
. co~ptica'.@... So~;:D :iC:the .. f~~t?~er dislikes th~ ·· item, he has to go through a very 
. tcdious;procesno return the iterrf'~ . , . ; ' 

l ~(.; r '/; • ·• •~ ,, ; ,, ,· , ' .• 
Exam'ples of_e-b~sin~s;: · ,". ·. 

0,,, , ::..:. :, ··;' or::-Amaz'c,n" is ; doing the most on line business in the world. Prompt .. : . ; . . . . . . ~ ~ 

··,: •:·customer is served as soon as the customer demands the goods. Customer is 
.. -bU)'.4tg goods through the internet. 

Oi.fferen,t types oJ e-business models: 
• Bu:sincs5-'.to-consumer (B2C) model: Seller and customers contact each other 

through electronic media. Professionals display their pr~ducts or goods for sale on 
• the internet by 'advenising ori the internet and the buyer purchases them via the 

internet 

• · Buslocss~to-business (B2B) model: The exchange of goods, sen,ices is done on line 
with the help of the internet. Professionals send numerous data from here at th,· 
same time. C_omplete lhe professional action in a short time. 

• Consumer-to-business (C2B) model: The customer demands the goods at the pric,' 
he wants. Consumers create their own value and demand for goods and ser, i,,·, 
Ewnplcs include reverse online auctions and airline ticket websites 5uch .. , 
Prlc.clinc and Expedia. 

· ~ Co11.•11mer-to..con10mer (C2C) model: TI1e items used by the Consumers nre 01'
18 

·•~bl r: · •n1·t . avai14 e ,or buyers for the consumers. Many transactions are done on the 1111t ' 

. today and eBay does not produce nny items but also requests to t,u~ '11h
' 

manufac~n, b · b ' . , nd ,,•lk1
' - on your we site to uy goods or sell their goods. Buyl.'r~ ·' · .. 

via third party C ·1· t ·d 1· I 1 · •,·n,·1.1o• · · aci II.IS e on me marketplaces such as eBny. These 111°, t' ~ f'. ,__. 

Educalloo and Society (Special Issue~. Volume-Ill, March 2023) UGC CARE Llsled Journal ISSN #a 000~ - ,": 



l 

4. LlC<'tronk businc~,: 

{Or "Online Businr.ss'' or ~e-business'') is any kind of business or commercial trans , 
· actron 

that includes sharing infonnation across lhe internet. Commerce constitutes the exch 

. d . d' 'd ange 

of products 11nd services between businesses, groups, an In 1v1 uals and can be seen as 

one of the essential activities of any business. 

~. Elcrtronk rommerce: 

Focuses on the use of infonnation and communication technology to enable the 

external activities and relationships o,_f the busines$ with individuals, groups, and other 
• ·• I 

businesses while e~business refers to business with help of the internet 

' ' 
' 

Con'Clusion: , 

I . Now a days E-business is ~ ,_must for all conwanies, to compete successfully in this 

new era. 
:~ . . 

2. The E-~usiness imitative n·~ed to be _s~p~q,rted with strong. management support and 

commitment. : ,• ' '. . . ' ' 

: • • ~ • • • ·r 3.: Due to e-busiq,ess, people .do .n_ot need fo g9 t~ the market The item can be purchased 

·. ~ g;:;- · ,~ only after·sitting. ; t;hqme>. f'' ·>;<:. · · · · ' 
. • ~ :' •f •The·int~nn_edi~ e~;1tij·ep~•iri~t~·d. , , 

. : -·, 5-)tems:can_ be pur~hasecfat a rea~onab_le P.Tice. 
' : t ► :~ • • • ._._> - • -. r~-.. ~,· ·.. . .... , i 

- ...- , .. 6 .• The.business '.has become popMar. . . . 
. :· ' .. . . .. : '• '· i . •;. · . 
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