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The scope of E-Commerce Business in India is undoubtedly going to increase year after year.
A recent report by the Internet and Mobile Association of India shows that a fast-paced growth of
around 507 is 1o be expected in the coming five years. The primary attribute of this growth is
andoubtedly the rise of 3G/4G mobile internet users and a large number of smartphone uscrz because
the same mobile commerce is expected to change how business transactions happen in India.

The scope of E-Commerce business is turning out to be more famous day-after-day according
o the market demand. And this requirement is generating innovations worldwide focused on delivery
time, case of transactions and several features served by E-Commerce businesses, for example, drone
delivery or artificial intelligence,

This research paper is focused on scope and limitations of the E-Commerce business in India.
The Scope of E-Commerce Business

Another significant contributor to the growth of E-Commerce in India in the future is the e-
tailing industry which largely deals in providing jewelry, apparel and kitchen appliances online.

Websites like Flipkart, Myntra, Amazon, Snapdeal, Jabong, ctc. are all examples of the
enormous success of E-Commerce in India. Due to these firms, India is one of the fastest growing E-
Commerce markets in Asia/Pacific with China investing as much.Many analysts believe that the
advent of 3G/4G speed in net connectivity has been a major cog in the wheel for such a growth in this
market. As India has been the heart of the e-commerce market in 2016 with the tremendous growth of
. 70%, and this ensures that any e-commerce venture would soon be the best business in India, as far as
i profits and growth are concerned.
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i Key factors for the growth of E-Commerce Business Scope in India:
g . Reduction in the cost of broadband internet facilities to ensure more people come online.
. Encouraging more domain registrations and letting e-commerce websites maintain them at
cheaper rates (at least till they make substantial profits).
. Encouraging innovative schemes such as the COD (Cash on Delivery) in a country where

credit card use is not prominent shows how we have eased into this particular niche. A lot of the
major e-commerce websites are based in India and the consistency, and reliability of these sites have
shown the people how hassle-free, shopping and availing services are.
. Bringing internet facilities to the rural areas in India as it remains a largely untapped resource
and the possibilities are endless for a major boom in the e-commerce industry, as India’s Internet
penetration is 0.5% of the population. If these e-commerce businesses can reach to these regions, their
net value can only increase from the current values.

E-commerce can also spread to newer disciplines such as health services in these remote areas
in India and help in offering health solutions to people who do not have the luxury of hospitals in their
vicinity. This will certainly help once the rural areas are provided with internet facilities and will be a
potential business prospect shortly.

S Categorization of E-Commerce Business

E-commerce stands for purchasing, selling, and exchanging goods or services using internet-
enabled devices, where transactions or sale performed electronically. Electronic commerce emerged
in the early 1990s, and its use has increased at a rapid rate. For your information, the first secure retail
transaction done over the internet was by NetMarket in the year 1994. ‘ '

Still, the majority of companies’ don’t have an e-commerce website. In fact, havgng an
¢Commerce enabled website and operations of business via the Internet has become a necessity. As
you know, everything from foods, clothing to entertainment and furniture can be bropght on'lim‘:.
However, there are different types of e-commerce vertices, and the same can be divided into broad

Categories like B2B, B2C, C2B, and C2C business model:
e /
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B2B (Business-fo-Business): One compar, buying raw material from another raw
internet-enabled devices, such as :nurmf:mun.g are ‘%.lniifwcmrci’ Such B2B eCommerce |
i y : - nline fr a d . -
manufacturer, or a distributor is buying online from 11 [;1:- order and is often negotiable,
‘ ' i ‘i ase e uantity o o QL < = .
i antrle an ice varies based on the () = s or services online
" \“h”“l(!?“’h 'lllzd l"ll\ s-to-Consumer): One company 1S ,,d!mi‘.l g(mlq ation, directly to co " the
12C (Business-to- ! : i bile applicz : ey,
peneral public typically through an cCommerce website or n[]:(l)':lkmpp.\lymra or Snapdeal, A ‘S:rs
2"\ x: the lnh'lll(c! An example of B2C portals mcludtf_) f”l (‘) ;mrntl"h Flipkart's website <C
W . 2 . o5 = . ” air of shoes g 8 S < -

" sree transacti s an individual buying a pe : k) .

«Commerce transaction would be an i pac e ement on & website on;
o C2B (Consumer-to-Business): A customer posts his rgqt:;ru;;;)jcct The contamy ::\:'ﬂnd
- - H g ‘0) : uote on the . . iews

weveral companies review such requirements (RFQ) and q ] d .
several companies review such reg _ ' ! ithe project. CZB busiiessin,
all bids and finalizes the deal with the enterprise going to u)mp‘lelu tll;:.)rpcxj’lrnplc you can rog\,es
consumers seeking products or services from a business/company. Xi , ef. of

aterjy)
uSinQSS

indiiimart.con, ‘ » - ifieds Tie '
C2C (Consumer-to-Consumer): Many sites are offering free classifieds ]lS[lng where

individuals can buy and sell thanks to the site such as OLX or Quikr, -\thcr‘(.:vﬁcoglesg: blllly and se||
stuff” nearby. Such transactions called consumer to consumer cComn'lu'CtT. =1§irn uthat ;e Productg
to other prospective customers. An example would be someone selling S<)nkh g h'e or she no
longer needs, and he listed the same on OLX, and another person who needs the same t INg contacgg
the seller and get the transaction done.

Challenges of E-Commerce Business in India ' .

Despite huge opportunity in E-Commerce business, E-Commerce busmess presents
several particular challenges which are sometimes difficult to handle for any new stanup._ However,
without any doubt, India has been a profitable E-Commerce market for Il:lC last seven yéfars. 1n a row,
Thus many venture capitalists, angel investors, private companies & high-net-worth individuals are
investing money in E-Commerce, no matter how small or big the business. E-commerce is growing
rapidly, but it is still facing several hurdles in operations in India.

Internet Penetration:

The Internet is mandatory is the foundation of E-Commerce. However, in India internet
penetration is still low at 34.8 percent of the population. However, due to the growth of the mobile
internet, India is witnessing an exceptional increase in the year 2015 and 2016, allowing E-Commerce
businesses to reach to masses easily.

Due to increasing mobile internet users, it is predicted that E-Commerce growth will touch
new heights in India. With 4G taking the Indian market by storm, the demand for smartphones is
taking an upward swing. When more and more peoples are shifting to hi gh-speed networks using dirt
cheap mobile internet plans, the future of E-Commerce is bright and its a perfect time to kickstart
your brand’s own e-commerce store,

Branding & Marketing:
To drive sales and traffic on an E-Commerce site involves
marketing. This cost is significant and can be calculated as cost per a
marketing guru’s the current average CPA for E-Commerce busi
which isn't practically sustainable for smal] Startups having less i
marketing campaign. However, concept or niche E-C i n
CPA due to the fact that the customer is limited for such Category of products
Margins: i
With the entry of several players already in India

pampered by offering big discounts, offers, deals and
margins,

n E-Commerce market, the customer is
asy return options etc. resulting in low

For example in the financiq] year 2013, major E-Commerce Players had posted a revenue of

\ 05 9 ¢y . 9 .

:?: :nl ;):u,: \C]l o‘:/c \mﬁ l(l\;s (_)f Rs 3§44.6 crore. But for Flipkart, making losses was a conscious decision-
{ “tView with Businesg standard, Flipk; ) conscious

area  for  them apgq they part promoters said that Profitability is not a focus

N are  still  ookj ‘ i
LO!-'.IS(I(‘S&D('“VQI‘)’: °king to - acquire ‘more market shares.

R Dchvgngg product to buyers is still a major hurdle for an
in llll’ll(l that E-Commerce logistics is different
0o middle-men involved iq the fina] delivery of

' 72 Website - www, g

ol Y new E-Commerce startup. Keeping
from traditiona] deliveries of goods because there ar®
the product to customers doorstép.
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The critical elemeng in an
customner. Several E-Commerce st
cither own or outsource the E-Co
Taxation:

Taxat‘lon Was another big hurdle in India tl] the introduction of GST, before GST for any
startup, iaxation was a major factor for less growth rate of eCommerce in India as compared to
developed countries like USA and UK. In those countries, tax slabs are uniform for all sectors
whereas tax structure of India was variable from product to product and region to region. This factor
was  responsible for creating accounting problems for any E-Commerce business because E-
Commgrce 15 not limited to product categories or regions. Under India’s former tax system, it was
confusing to sell products from one state to another. Each time you did, you had to deal with a variety
of laxes and paper works. A startup E-Commerce business, that didn’t have the budget to hire a tax
professional, the possibility of extra sales was simply not worth the pain

) The new GST tax System has almost eliminated all of the confusing taxes and paperwork, and
now its replaced them with a single tax system called GST. With GST, you can sell to customers in
your own state and in other states too, without bothering about various taxes.

As a conclusion, you have the opportunity to sell your products to customers from Kashmir to
Kanyakumari or around the world. It also gives you the opportunity to compete with big corporations.

After al.l, as a small business, you may be able to offer more manageable quantitics, more
personalized services to get more shoppers towards you.
Touch and Feel:

E-Commerce logistics is the last mile delivery of the product to the

artups failed because of their last mile delivery capability. You can
mmerce logistics service.

Indian customers mindset is more traditional and people are more comfortable buying
products from physical stores rather than E-Commerce stores. E-Commerce companies selling
products like apparel, handicrafts, jewelry have to face challenges to sell their products as the buyers
want to see, touch and feel before they make the buying decision.

In this modern age of mobile shopping or online shopping, retail stores are getting the
repercussion of these E-Commerce applications. The increasing use of mobile commerce applications
is transforming the retail industry. But a large number of customers still prefer window shopping due
to several reasons mainly so they can touch and feel the product.

Mobile App to Drive Loyalty

If you want more loyal customers, a mobile application of your retails store is certainly
necessary. According to Google, 84% of offline shoppers carrying a smartphone use their devices to
get help while they are in store. Just imagine when you have a mobile app for your own brand or store
they can easily becoming your customers, as they are already familiar with the E--shopping E-Co-
system. They can review your app on Google Play store or iOS app store which will help you to
engage more new customers for sure.

Many retail stores have used this way to kick-start their business. Mobile application helps
customers to navigate nearest stores, check inventories, scan barcodes for extended products, etc.
Conclusion

E-commerce is still one of the biggest business opportunity and any entrepreneur can take
advantage if it’s implemented in right way, even if the stock market falls down, e-commerce business
will survive on his own and continue receiving high transaction. E-commerce business in India has a
tremendous scope and the future of e-commerce looks really livc?ly. _ ‘

In addition, E-Commerce needs will always need the introduction of new technologies and
marketing techniques for optimal growth. E-Commerc_e has undeniably an important part of our
everyday life. The successful companies of the future will be those whose take e-commerce bum-nc:s‘s
seriously, dedicating enough resources for development E-Commerce solution and marketing their E-
Commerce business.
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