THE DIGITAL FIRM:
ELECTRONIC COMMERCE &
ELECTRONIC BUSINESS

Reading notes for chapter 4 in the textbook
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LEARNING OBJECTIVES
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MANAGEMENT CHALLENGES
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Business Model
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Internet Business Models Definitions
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CONTEMPORARY TECHNOLOGIES & ISSUES
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Web 2.0 SLATES
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ELECTRONIC COMMERCE
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ELECTRONIC COMMERCE INFORMATION FLOW

Business-to-consumer Business-to-Business

Manufacturers,suppliers,
and Distributors
*Purchases

*Bids

8 8) /
Banks

*Credit checks
spayment authorization
*Electronic payments transfer

1. BUSINESS-TO-CONSUMER
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Business-to-consumer direct relationship

Manufacturer > -—»

Manufacturer ‘@

INTRANET & SUPPLY-CHAIN MANAGEMENT
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2. BUSINESS-TO-BUSINESS
ELECTRONIC COMMERCE
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2. BUSINESS-TO-BUSINESS
ELECTRONIC COMMERCE (Cont.)
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3. CONSUMER-TO-CONSUMER
ELECTRONIC COMMERCE (C2C)
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ELECTRONIC COMMERCE PAYMENT SYSTEMS
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INTRANETS AND

ELECTRONIC BUSINESS I
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BENEFITS OF INTRANETS 1/2
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BENEFITS OF INTRANETS 2/2 I
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FUNCTIONAL APPLICATIONS OF
INTRANET: I
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IN FINANCE & ACCOUNTING:

IN HUMAN RESOURCES:
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IN SALES & MARKETING:

IN MANUFACTURING & PRODUCTION:




Functional applications of intranets - summary

Human Resources
*Corporate policies
*Employee Savings plans

Finance and Accounting
*General ledger reporting

SEIOjeCEOSE *Benefits enrollment
-Annual.reports *On-line training
*Budgeting *job postings

Manufacturing and production Sales and Marketing

*Quality measurements *Competitor analysis

*Maintenance schedules *Price updates

*Design specifications spromotional campaigns

*Machine output *Sales presentations

*Order tracking *Sales contacts
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CHALLENGES & OPPORTUNITIES
IN E-BUSINESS/E-COMMERCE
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