E-Business
Q.1: A service-based organisation is contemplating a major investment in an integrated e-business solution that includes ERP, CRM, and SCM modules. The proposed system promises to automate processes, improve data accuracy, and enhance customer service. However, the initial implementation costs are substantial, and the board of directors is concerned about the payback period and overall value. The leadership team must conduct a thorough cost-benefit analysis and assess the expected ROI to make an informed decision. How should the leadership apply cost-benefit analysis and return on investment (ROI) frameworks to evaluate the feasibility and long-term impact of implementing an integrated e-business solution?
Answer:
Introduction:
In today’s competitive business environment, service-based organizations must continually enhance efficiency, accuracy, and customer satisfaction. One way to achieve these goals is through the adoption of an integrated e-business solution, which combines Enterprise Resource Planning (ERP), Customer Relationship Management (CRM), and Supply Chain Management (SCM) systems. Such solutions promise automation of critical business processes, improved data integrity, and streamlined operations, all of which can lead to enhanced decision-making and stronger customer relationships. However, implementing these systems involves substantial financial investment, organizational effort, and potential operational disruption during the transition.
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Q.2: An established e-business specializing in digital content has relied on a web catalogue revenue model for several years. Recently, growth has stagnated, and competitors are gaining market share through subscription-based and advertising-supported models. The executive team is considering a shift in revenue strategy but is concerned about customer retention, revenue predictability, and operational complexity. They require a critical evaluation of alternative revenue models and guidance on the optimal path forward. Critically evaluate the revenue model selection process for an established e-business facing stagnating growth. Assess the merits and drawbacks of shifting from a web catalogue revenue model to a subscription-based or advertising-supported model. What factors should guide the company’s decision, and how would you justify your recommended approach?
Answer:
Introduction:
An established e-business operating with a web catalogue revenue model faces stagnating growth, which is a critical signal that its current approach may no longer meet evolving market demands. Traditionally, the web catalogue model relies on presenting products or digital content online, where revenue is primarily generated through one-time purchases or transactional fees. While this model can be straightforward and cost-effective, it often struggles to build long-term customer relationships or predict recurring revenue. In contrast, subscription-based and advertising-supported models have become increasingly popular in digital markets because they offer steady income streams, deeper engagement with customers, and greater scalability.

Q.3 (A): A B2B manufacturing company is struggling with inefficiencies in its supply chain due to fragmented communication and manual processes. The company wants to leverage e-business technologies to streamline interactions with suppliers and distributors, enable real-time sharing of business intelligence, and ensure secure, transparent transactions. The leadership team is looking for a holistic digital solution that will optimize inter-enterprise processes and drive competitive advantage. Propose a robust e-business solution for a B2B company aiming to enhance collaboration with suppliers and distributors. Your solution should integrate advanced digital tools for supply chain management, real-time data sharing, and secure transaction processing.
Answer:
Introduction:
A B2B manufacturing company often faces challenges in supply chain management due to fragmented communication and reliance on manual processes, which can lead to delays, errors, and higher operational costs. In today’s competitive business environment, leveraging e-business technologies is essential to streamline interactions with suppliers and distributors, share real-time data, and ensure secure transactions. By adopting a comprehensive digital solution, the company can optimize inter-enterprise processes, improve efficiency, and enhance overall supply chain performance. The aim is to integrate advanced tools that facilitate collaboration, transparency, and decision-making across the supply network while maintaining security and reliability.

Q.3 (B): A medium-sized manufacturer is exploring various e-marketplaces to expand its online sales. Each marketplace has different fee structures, audience demographics, and support services. The management is unsure how to systematically evaluate these options to align with their growth targets and resource constraints. Create a set of guidelines for an organisation to evaluate and select the most appropriate e-marketplace for its products, considering factors such as organisational size, product type, target market, and cost structures. How would you ensure these guidelines support long-term strategic objectives?
Answer:
Introduction:
Expanding online sales through e-marketplaces offers medium-sized manufacturers the opportunity to reach wider audiences, boost revenues, and strengthen brand visibility. However, selecting the right platform requires more than just listing products online. Each e-marketplace has distinct fee structures, target audiences, operational requirements, and support services, which can significantly affect profitability and efficiency. To make an informed choice, organisations need a systematic evaluation framework that considers their size, product type, target market, and available resources. Proper selection ensures that the chosen marketplace not only meets immediate sales objectives but also aligns with long-term strategic growth plans.
