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E- COMMERCE BUSINESS MODELS
E-Commerce refers to the buying and selling of products and services or sending and receiving data through an electronic network, probably the internet. The transactions occur at different levels, which include Business to Business (B2B), Business to Consumer (B2C), and consumer- to- business (C2B), Consumer- to- consumer (C2C), business- to- government (B2G) and consumer-to- government C2G. A person may use either the term e-commerce or e-business when referring to online transactions. Also, the term e-tailing is used to refer to the process of online shopping. E-Commerce began in the year 1960s when the technology of computers and software started growing. Businesses could use Electronic Data Interchange (EDI) to share data from one company to another. The development of the ASCX12 in 1979 by the American National Standards Institution contributed significantly to the sharing of documents through computer networks. The first e-commerce companies develop, and functions were Amazon and eBay in the 1990s. Today, businesses and consumers can interact effectively through the internet. 
Business to Business (B2B)
Business- to- business e-commerce involves business transactions between two business organizations instead of commerce between a business organization and consumers. This form of business transaction between two business organizations is at the wholesale level. Usually, business organizations appreciate wholesale (business- to- business) transactions because orders are made on a large number of market items (Turban et al., 2018). It is worth noting that when a company buys from another store, the ultimate need is to sale the same items at a retail price. Therefore, retailers will buy goods in large quantity hence bringing massive profit to the seller. In most cases, business- to- business happens between manufacturers and wholesalers or between wholesalers and retailers. 
Business- to- business eCommerce is different from other forms of marketing in that the two companies may do bidding. In this the bidding process, a company responds to the other business’s purchase proposals. The second attribute is that there is a long and tedious decision- making the process that pertains to buying market items. Notably, the process of deciding what to purchase or sale may take weeks or even months, depending on the working culture of the seller or size or nature of purchase (Turban et al., 2018). Also, the decision to make a purchase sometimes involves committees of professionals in the kind of business involved. Lastly, business- to business e-Commerce consists of taking risks. Since the purchasing business targets a particular customer, and profit, it buys market items in bulky. Therefore, there is always room for consulting business analysts to minimize the risk involved in the massive purchase of items.
It suffices to conclude that business- to business e-Commerce may involve high volumes of market goods and high prices or occur on the small size that attracts low prices. For instance, a small business sells a particular type of item to another retailer in small quantities. The hallmark of this form of transaction is the participants but not the amount or price of items of business (Turban et al., 2018). When the sale occurs, one business organization takes the role of the seller while the other is the customer. In other words, business- to business e-Commerce cannot go without the customer’s image. Therefore, this form of activity leads to another way that involves business and customers.
Business to Consumer (B2C)
This type of e-Commerce entails the selling of business items by a business organization to individual consumers. Business- to – consumer e-Commerce is also referred to as e-tailing. History has it that this form of commerce started in the late, especially in 1998, when companies like Amazon earned a profit above $1 billion during the holiday season sales. Therefore, the 1998 Christmas become the first Christmas for high e-tail transactions. Business –to- consumer online transaction has witnessed rapid growth during recent years (Bowen et al., 2015).
`For this reason, the traditional “brick- and – mortar” business organizations come up with their way of selling online to remain in the competitive platform. The advancement in online selling provides the customer with an opportunity to make choices between items of different local organizations. Thus, it saves the customer shipping expenses when he or she buys from online “brick- and- mortar” businesses.
Business –to- consumer e-Commerce takes different forms. The first form is the direct seller, which is the commonly used B2C online transaction. Usually, direct sellers’ online platforms are retail sites for consumers to buy items (Bowen et al., 2015). The direct sellers B2C may operate from manufactures or small businesses selling products or an online department store that sells a wide range of products from different manufacturers. Examples of such online department stores are Macys.com, Zappos.com, and Target.com. 
The second form of B2C e-commerce is online intermediaries who bring the buyer and the seller together without either owning a service or product. Some examples of online sites offering this type of business are Expedia, which is a travel site and Etsy, arts, and craft site. Also, from the intermediaries comes a different kind of commerce, which is advertising-based. Various online organizations sell advertisements that sell services and products to customers. The advertising-based B2C e-commerce is characterized by high- quality content which attracts people coming across them (Bowen et al., 2015). Examples of organizations dealing with advertising- based B2C include Observer.com and Huffington. Also related to advertising- based B2C is the community- based B2C, which involves communities of people with shared interests. The cities are meant to facilitate direct advertisement of market products to interested site users. The commonly known community- based site for marketers is facebook.  Thus, different adverts target specific demographics.
The last form of B2C e-commerce is Fee-Based. It is a right- to- customer site, which charges some amount of money to the customer to access its content. Usually, the majority of the organizations dealing with the sale of publications adopt this type of business- to- customer transaction (Bowen et al., 2015).  Other sites include the Hulu and Netflix, which offer entertainment services. Business- to- customer advertisements must meet the needs of their target customers.
Consumer- to- Consumer (C2C)
This form of a business model entails the transaction between two customers in an online platform. The commonly implemented C2C markets are classified as advertisements and auctions (Chu & Manchanda, 2016). Noteworthy, the form of transaction gained popularity with the technology of the internet. Some of the companies that deal with C2C transactions include the Etsy, Craigslist, and eBay. The following description of the C2C companies will facilitate an understanding of how the e-Commerce model works.
First, the Etsy online platform allows business owners to customize their website for convenient C2C online transactions. Usually, Etsy facilitates organizational grow because of the guidance and tools they offer to small business (Chu & Manchanda, 2016). Also significant, the platform gives room for firms to quote or change their prices according to different stages of growth they are. Lastly, companies using Etsy use the Etsy app, which gives the operators a chance to manage product listings, orders, and their client’s queries.
Secondly, Craigslist provides a platform for people selling their goods and services to target customers through advertisements. The platform does facilitate not only effective buying and selling of products and services but also posts classified adverts every month (Chu & Manchanda, 2016). An example of classified ads is employment opportunities. The C2C transaction requires the seller to transport purchased products directly to the customer.
Lastly, the eBay C2C online business platform offers auction and fixed price items in their product listings. The buying of fixed-price items is done by clicking the “Buy It Now” button. It is important to note that the purchase of a fixed price item is quick because it is not negotiable. However, the auction price item is for bidding. The buyer will select the “Place Bid” button and enter the price (Chu & Manchanda, 2016). The auction price items are usually open for people to bid, and the 2C2 companies sell them to the people with the highest bid. 
Notably, C2C online business takes place between two customers, through a third- party online platform. The technology of C2C e-commerce emerged due to the ever-improving technology and interaction of people from the same economy. The advantage of using the C2C mode of transaction is that customers do not have to visit traditional brick- and- mortar business stores to negotiate with sellers (Chu & Manchanda, 2016). However, they enjoy the autonomy of visiting online stores that list market items online for the customers to decide which ones they buy.
Usually, this form of transaction may attract high prices since there is no room for wholesalers and retailers. Also, the price may hick due to stiff competition between many customers for the same business items. Another challenge facing the C2C is there is no room for quality control services (Chu & Manchanda, 2016). Therefore, customers may get disappointed by the quality of the goods they order. 
Customer- to- Business (C2B)
In this online business model, the customer creates value about the product of a particular company, and the company benefits from the designed value. For instance, most companies dealing with publications e.g., magazines, newspapers, or books, get reviews from customers and then consume the importance which the customers attach to their products (Zhu, 2015). The outstanding characteristic of this business model is that the customer demands payment for the service he or she does to the business. This form of e-commerce operates under reverse auction: it is the business to place bid but not the customer as it is the case with other types of business. However, the consumer must create something of value for companies to get interested in buying the amount.
It is worth noting that the customer- to- business e-commerce takes place in internet forums or blogs. Thus, authors come up with quality books or any other publication and offer a link which online businesses, like Amazon.com, use to purchase the author’s work. In most cases, the author’s whose work gets the highest sale on the publication sites earns affiliate revenues. The first C2B online site was Elance (Zhu, 2015). The C2B model e-commerce is successful because of number factors. First, the internet offers a connection with a large number of people using a bidirectional network. Media outlets constitute one-directional relationships, but the internet represents two-way relationships. Lastly, the cost of technology is low. Therefore, individuals who can access advance technologies were exclusively for giant companies. Some of the techniques used by individuals to market their products to businesses include digital printing, computers, and sophisticated software. 
The advantage of today’s customer- to – business platforms is that people have access to the internet through computers and smartphones. The technology helps them to post their items online for businesses to buy. Also, the customer can connect to a network of consumers on the internet. The customer has the chance to advertise his or her material, thus reaching a variety of businesses to purchase them (Zhu, 2015). Interestingly, the model is a reverse of the business- to- customer model, which allowed companies to advertise their items to target customers. However, with the C2B model of e-commerce, the customer targets particular businesses. However, the C2B model is new to the market; therefore, the majority of writers and other creative professionals do not know how to go about it on the internet.
Business – to- Government (B2G)
Business- to- online government transaction is also known as e-government transaction. Contemporary government agencies and companies utilize the internet for business purposes. Business- to- government model of e-commerce entails the use of the accessible website by the businesses and government to communicate, exchange information, and transact. Remarkably, the company has been useful than ever before when the technology of computers and the internet was young (Zhang, Huo & Zhang, 2017). For instance, the government gives a chance to some business organizations to serve the citizens for payment. Some of the services include filling of tax forms and other applications. 
Also, business organizations can send information to the government through a central website. The information may entail filled- put forms, corporate information, and payment. The model may involve e-procurement services where businesses get a purchase order from government agencies or reply to agencies’ proposals. For instance, a company dealing with computers and software may supply its products and render their services to a particular government department or agency (Zhang, Huo & Zhang, 2017). From another perspective, the B2G supports the virtual workplace. In short, any business and government agency can coordinate to work on a given contract through sharing online meetings, manage progress, and review plans on a popular site. The B2G model of e-commerce is still growing and is expected to attain a higher level of maturity in the new future.
Consumer to Administration or Consumer to the Government (C2G)
The model facilitates effective government services to its citizens. People may request information or feedback on matters concerning public sectors from government or local authorities (Aletdinova, Kravchenko & Bakaev 2016, November). It is hard for the government to buy goods and services from individual citizens. However, citizens can access services and other products from the government. The possible services which benefit citizens include: first, education, including e-learning or distance learning and dissemination of information. Secondly, an individual citizen can access social security. It is applicable when a person distributes information quickly through radio, phones, etc. Also, under social security, a person may make payments for electricity, health insurance, etc. Thirdly, citizens can file their tax returns and make other relevant payments (Aletdinova, Kravchenko & Bakaev 2016, November). Lastly, a person can access health services from the government through making appointments, reporting a particular disease outbreak or epidemic, making payment of health services, etc. 
In conclusion, a lot of business transaction happens on the internet. The contemporary buyer doe not regard negotiating with merchandisers directly to a traditional market platform. However, they prefer making orders online after comparing different qualities and prices of market products. It is worth noting that e-commerce is rapidly growing and cuts across all the various industries or spheres of life of modern society. Due to ever-advancing technology, new people are embracing online transactions with one another, businesses, or the government. 
Organizations have seen these models of e-commerce; therefore, many are joining the e-Commerce. At first, determined by purchaser requests, e-Commerce has increased relentless force crosswise over a wide range of enterprises as innovation and purchaser needs have developed, to some degree. Fruitful organizations keep their fingers on the beat of the so they can keep on advancing their online contributions and remain essential. For instance, the company Amazon has kept on adjusting to address client issues and keep up an upper hand. Amazon is an excellent example of companies that developed from a very humble ground and ventured into the B2C sphere of e-commerce.
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