Case Study – 1

1) In the conditions of technology entry barriers disappearance, opening new technology channels and thus offering previously unavailable products isn’t a perspective success strategy anymore. Most classes of goods, required by consumers, are already introduced to the market. However, there are a number of factors, attracting consumers to specific goods proposed by a seller. Firstly, customers’ attitude to technology products appears to be brand-sensitive, so companies will predictably profit from introducing novelties of well-known brands to the market. Furthermore, consumers show significant demand for more powerful and advanced technology units (for instance, computer facilities that meet the requirements of complicated software). As contemporary consumers are well-educated about the characteristics of goods they are going to purchase, they prefer to choose from a variety of cognate products with different range of features after considering the detailed information given by selling company. Many of innovative technology products are cost-intensive, so companies can attract more consumers and therefore benefit from implementing loyalty programs.
In addition, online customers’ behavior is affected by service technology of online channels. Due to growing number of e-commerce resources, the potential buyers have to choose most convenient and safe channels of online trade. Design and ergonomics of e-commerce sites (and their accessibility from different kinds of devices), the availability of detailed information on products, delivery conditions and the safety of financial operations on the Internet are the factors affecting consumers’ engagement.
2) To fulfill consumers’ needs, online channels should be multiple (which is a standard situation by now) and provide high quality of customers’ engagement. The convenience and accessibility of our online channels mostly meet customers’ requirements: our e-commerce channels are presented by numerous online stores, which offer a sufficient variety of goods, provide detailed information of products and user-friendly interface. The sites are available from mobile devices, and consumers’ engagement is enforced through advertisement in social media. The practice of localized offers allows attracting more customers.

However, there are a few factors causing technological imperfection of our online channels. Firstly, current state of logistic infrastructure doesn’t provide the delivery of products fast and cheap enough to completely fulfill the requirements of purchasers. The value category can also appear unsatisfactory for consumers, as it is affected by complicated taxation system.
3) The evolving informational technologies allowed us to improve the quality of engagement with customers by developing information-intensive, widely available and convenient Internet trade resources. The security of financial operations online is provided by the technology of Security Socket Layers. The issue of consumers’ information safety is still the problem to be solved in this field, and it requires relevant technologies development.

Yet we don’t have the demanded technologies to ensure delivery terms attractive for the customers.
4) The distinguishing business strategy of e-commerce is providing convenient terms of purchasing for potential consumers, thus attracting as great buyers audience as it is possible. The market-placed sector in online-trade prevails over inventory led sector, which means that success of e-commerce companies mostly depends on the number of trade operations conducted. Therefore, e-commerce needs society to be an active participant of online retailing.
In addition, e-commerce is highly information-intensive and responsive to consumers’ needs. The information about customers is collected and processed in order to find out relevant business strategies. Thereby e-commerce relies on society feedback as main indicator of its further development.
Case Study – 2

a) The customer segments of the bank are depositors and borrowers. The depositors want to keep their money in the bank to provide their safe storage and earn some interest income. The borrowers need to loan a certain amount of money from the bank. Both depositors and borrowers can be retail and corporate customers.

The value propositions of the bank can be divided into loaning products and depositing products. The bank offers higher interest rate to borrowers and lower interest rate to depositors. The revenue is calculated as differential of interest rate. Thus, revenue stream consists of fee income and interest income. Channel costs and internet expenses, paid to depositors, are the most important elements of the cost structure of the bank. The key resources of the bank consist of infrastructure (both physical and IT, such as databases) and loan assets.
The relationship with customers can be realized through personal assistance or automatically, which allows reducing expenses on clients’ service. The channels of reaching the customers include bank branches, phone services (call centers and newly introduced automated teller machines) and Internet channels.
Accordingly, the key activities of the bank include operations in bank branches, call center operations and operations concerning information technologies.

The key partners of the bank are investment partners (as the bank gets significant income when investing money into industry projects), regulation agencies appointed by government and technology vendors, which provide IT support and various analytical works for the bank.

b) The global objective of launching XYZ Bank Online is to maximize the profits of the bank and improve the relationship with customers. Introducing 24 hour phone banking service will enhance the quality of customers’ service, attract new clients and increase the number of beneficial operations, made through the channel of call center. The purpose of installation of automation telling machines is to decrease expenses on channels service. Availability of Internet shopping card is a convenient feature, which will predictably attract new depositors and bring additional interest costs to the bank.
c) The case study demonstrates how e-business solution can be used to improve business model of the bank. The solutions introduced by XYZ Bank lead to expanding the customer segment, reducing the cost of channels service and increasing the revenue stream.
Case Study – 3

a) Fishing companies can place their products up for bids at such sites as Fishmart, while the buyers can choose from the products proposed by different companies. Another way for a fishing company to compete in the market is to create its own site or to place advertisements on relevant Internet resources – in this case the company’s success depends not only on the price and quality of the product, but on the effectiveness of advertising campaign as well.
Placing the products on the Internet allows the companies to expand the geographic boundaries of their trade and thus to participate in the International Market.

b) Taking part in Auction Market, the Seller can choose the most profitable bid and make sure that he deals with an approved buyer without risk of a fraud.
The Buyer has a choice of proposals in the Auction Market. When a product is put up to auction, its quality is inspected by Fishmart, so the Buyer shouldn’t worry about the quality of his purchase.
A possibility to trade online and make electronic payments is a convenient feature for both parties of the deal.

