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From Business to E-Business

Electronic Commerce is the name given to the business
process of selling products, goods, and services over the Web. It is
the application of various communications technologies to provide
the automated exchange of business information with internal and
external customers, suppliers and financial institutions.

Electronic Commerce was born in a US research center in
1989. Lawrence Livermore National Laboratory began using the
term ‘Electronic Commerce’ while proceeding with one of the US
government’s military projects, and the term was used from the
following year by the private sector. Examples of these
technologies include Electronic Data Interchange (EDI), bar coding,
scanning, E-mail, E-commerce and fax, to name a few. The bottom
line is that Electronic Commerce requires a paradigm shift in the
way corporations do business today.

In the initial stage of e-commerce, studies concentrated on
studying EDI, which is a device that enables electronic data
exchange using a certain type of VAN (Value Added Network)
among corporations (B2B: Business to Business) or between
corporations and government (G2B: Government to Business). Such
studies could be dispersed thanks to the growing commercialization
of the Internet.

Any size business can have an e-commerce strategy. Like
most things where business and Information Technology (IT)
intersect, the e-commerce strategy you are able implement is
dependent on the money you have to invest. For example, a large e-
commerce company can directly place orders into a supplier’s order



processing system, negating the need to have a telephone operator
marshalling the sales requests from merchant to supplier and may
be able to afford to buy space for prime time television
commercials. A smaller e-commerce company may still have to
phone in or fax their orders, but may only be able to buy adverts in
the local paper or industry journals. Few would disagree that
Amazon.com practices e-commerce. Airline on-line ticket
reservations and purchasing are evidently candidates, as are eBay,
Mbank and a host of others. But what of promotional web sites?
What of ATMs? What about call centers that use telephony? And
has all the Internet and Web hype really displaced the key functions
of EDI? Telephones, FAX machines and dedicated data lines are
very much a part of today’s business delivery infrastructure, and
will continue to be so for the foreseeable future. Clearly “e-
commerce” is a whole lot more than one technology and one user
community. It is about the use of many technologies by many
different individuals and organizations. The challenge is matching
technology to need.

Types of e-commerce

E-commerce is defined as any type of transaction executed
via online networks. There are various types of e-commerce,
depending on the transaction: Business to Business (B2), Business
to Consumer (B2C), Consumer to Business (C2B) and Consumer to
Consumer (C2C). In addition, there are Government to Business
(G2B) and Government to Consumer (G2C) e-commerce.

Out of the various types of e-commerce methods, there are
several reasons why the B to B market should be highlighted:

The B2B market size is expected to be 12 times larger than the well-
known B2C market. The B2B market is growing at an astonishing
86.8% rate pa, which dwarfs the growth rates of such B2C
companies like Amazon.com’s. Forrester Research forecasts that the



e-commerce market will grow from USD 10.9 billion in 1999 to
USD 1.3 trillion in 2003, with B2B taking up 92% of the market.
Corporations’ demand for Internet solution providers will increase
due to its efforts to enhance communication with its existing clients,
suppliers, as well as to develop and capture new clients. The
Internet provides a platform where corporations can communicate
directly on the World Wide Web. Corporations that have access to a
global clientele have a huge potential to reap great financial and
economic benefits. Companies such as Vertical Net that puts limited
efforts towards international marketing has 40% of its clients
coming from overseas because of the Internet.

E-Commerce in Azerbaijan

E-commerce is one of the major concerns playing on the
minds of corporate executives the world over. Today e-commerce
plays a major role in Azerbaijani business too. There are the
following featured product and services and businesses in
Azerbaijan.

Featured Products and Services

Auto Baby Beauty Books Clothing
Computers Electronics | Games Gifts Hardware
Health Home Magazines Music Office
Software Sports Toys Travel Videos
Accounting Consulting | Domain Name Education Engineering
Event Planning | Financial Health Insurance Internet

Legal Moving Personnel Printing Public Relation
Real Estate Repairing Storage Telephone | Travel

Featured Businesses by Categories

Automotive Electronics & Computers General & Personal Services

Financial Services Food & Entertainment & Home & Garden
Restaurants

Hobbies & Pets Housing & Lodging Travel & Transportation
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Professional Services | Retail & Shops Government & Public
Affairs

Oil & Mining Industrial Products & Government & Public
Services Affairs

In our country use of Internet technology in business are still
in infancy because of several reasons: lag in Information
Technology development, non-stable economy, lack of Internet
systems in native language in our domestic market, need to develop
bilingual systems, etc.

The goals of the study of business issues relating to all E-
Commerce in Azerbaijan are
- To enhance business through education and a better

understanding of E-Commerce and business strategies;

- To cultivate relationships among the business community to
promote the use of E-Commerce;

- To share experiences and exchange ideas that may aid member
companies in the implementation and growth of E-Commerce
programs;

- To develop bilingual systems;

- To inform and educate the business community regarding E-
Commerce issues.

Azerbaijani companies for growing their businesses need to
integrate businesses and use Web Services in B2B integration.

B2B Integration (B2Bi) and Web Services

B2B integration or B2Bi is basically about the secured
coordination of information among businesses and their information
systems. It promises to dramatically transform the way business is
conducted between partners, suppliers and customers or buyers. All
companies (large, medium, small, or new) can experience increased
growth and success through tightly integrated partnerships.

Companies, from across a variety of industries, are
embracing B2Bi and realizing the enormous competitive advantage
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it provides, through faster time to market, reduced cycle times, and
increased customer service. Through integration of business and
technical processes, companies are able to strengthen relationships
with partners and customers, achieve seamless integration inside
and outside the enterprise, gain real-time views of customer
accounts, increase operational efficiencies, and reduce costs.
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The market for B2Bi is huge. According to a recent report
published in the post.com crash era from the International Data
Corporation group, by 2005 B2B e-commerce will be of the order
4.7 trillion US Dollars approximately. B2B integration is expected
to yield productivity gains of over a trillion USD by 2010.

Essential Features of a B2B Integration Solution



Without the right selection of B2Bi solutions that meet your
business and technical requirements, any integration
implementation will be doomed. Before a company selects any
B2Bi solution, it has to consider the following:

- Can the solution evolve with the company, with the industry,
and with the IT industry?

- Does it offer comprehensive functionality with the flexibility to
support third-party software vendors, and connect existing and
new systems in a common framework?

- Does it work within scalable environments to accommodate
customer and trading partner systems as well?

- Does it support open standards?

So, what are the key features that a company should look for
before investing in any B2Bi software solution? Firstly, the
integration solution should be able to enable any transaction, any
time - end-to-end and partner-to-partner. It should be able to fully
automate real-time exchange of data between disparate applications.
Secondly, the solution should be able to conduct all transactions
securely, maintain audit logs, etc. Thirdly, the solution should
support diverse sets of file formats, protocols, and security
standards. Fourthly, the solution should be based on open standards
that allow a company and its partners to send transactions using any
combination of applications and file formats, telecommunication
pathways, communication protocols and B2B protocols, and XML
standards such as Rosetta Net, eb XML, OAG, Biztalk, OBI, etc.
The solution should also provide support for Web Services.

Lastly, the solution should be scalable, that is, companies
should be able to scale it horizontally and vertically. Further, it
should offer robust load balancing features, critical to the success of
large applications.

Web Services and B2Bi



Web Services, which are based on XML standards, are a
boon to the world of B2B, as we discussed in the previous section
that XML-based standards hold the key for the success of dynamic
B2Bi and its wide spread adoption by companies of all sizes. Web
Services are based on the following open standards: Web Services
Description Language (WSDL - to describe), Universal Description,
Discovery and Integration (UDDI - to advertise and syndicate),
Simple Object Access Protocol (SOAP - to communicate) and Web
Services Flow Language (WSFL - to define workflows).

Thus, Web Services use SOAP based messages to achieve
dynamic integration between two disparate applications. Companies
use WSDL, a Web Services standard, to describe their public and
private Web Services and publish their Web Services either to a
private or public repository and directory using UDDI.

Essential Features of B2B Applications and Web Services in
Distributed Transaction Management

It is very tough to maintain distributed transaction control
even within disparate systems and applications within an enterprise.
B2B transactions may be spread over disparate systems and
applications across different enterprises, making them several times
more difficult to maintain and control. In their current state, Web
Services are not transactional in nature and provide basic
“request/response” functionality.

Security

B2Bi requires two levels of security. Firstly, B2Bi
necessitates opening up corporate firewalls to enable cross
boundary communication between enterprises. Thus, whatever
mode of integration is used, companies have to secure their internal
network against malicious attacks through these open ports.



Secondly, the data transmitted over dedicated leased lines, such as
EDI, Internet, or any other mode, has to be secured. The data may
contain classified information, such as corporate information and
business transaction information, and thus cannot be left unguarded.
In their current state, Web Services lack broad support and facilities
for security. Thus, Web Services based B2Bi architecture may
potentially have big security loopholes.

Dynamic

For companies to participate in true dynamic business with
other companies, integration between the systems of the two
companies has to happen in real-time. Further, this integration is
only possible if B2Bi is done using open standards over the Internet.

Web Services do provide a dynamic approach to integration
by offering dynamic interfaces. Web Services are based on open
standards such as UDDI, SOAP, and HTTP, and this is probably the
single most important factor that would lead to the wide adoption of
Web Services for B2Bi.

Integration Mode

The integration mode or pattern is the most important
element of B2B integration. Is the B2Bi data-, business process-,
application-, function-, or portal-oriented? The answer to this
question determines a lot of answers involved in the modalities and
technology used for B2Bi. Typically in B2B integration, companies
involved take a joint decision based on the technology available in-
house, budgets, and level of synchronization needed to support
business functionalities.

In this generation of Web Services, it is possible to achieve
only function level integration between applications (for details on
the difference between function level integration using API or RPC



and Web Services, please refer to my previous article “Enterprise
Application Integration and Web Services”).

The next generation of Web Services, however, will be
functionally and technologically advanced, offering user interface
encapsulation and security. They will be able to package an
application and embed it into another application.



Example of Web Services for B2Bi

The following diagram shows an example of using Web
Services in a B2Bi scenario. In this example, the corporate
procurement application running within an application server
requests quotes from multiple vendors. The procurement application
of the buyer gets information about Web Services offered by
suppliers using a private UDDI registry and invokes these services
over the Internet to get quotes for a specific item.
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The sequence of steps is as follows:

1. The Buyer’s procurement application, running within an
application server, has to generate a purchase order for a
specific item.

2. The procurement application gets information about Web
Services of different suppliers for that specific item by doing
a look up in the private UDDI registry.

3. The location of and WSDL binding information for the Web
Services is sent to the procurement application.

4. The application invokes the Web Services published by the
suppliers to get quotes for that item. The communication is
based on SOAP over the Internet.



5. The application receives quotes from different suppliers. The
communication is based on SOAP over the Internet.

6. The information is then analyzed, leading to the creation of
the purchase order.

B2B E-Commerce forecast

By Cyber Atlas staff Worldwide B2B e-commerce will total
$823.4 billion by the end of 2002, eMarketer found, and the strong
growth will continue through 2004. According to eMarketer’s “E-
Commerce Trade and B2B Exchanges* report, Internet- based B2B
trade will reach nearly $2.4 trillion by 2004. “Despite last year’s
difficult economic climate, many companies pressed on with their
e-business initiatives, continuing to lay the foundation for e-
commerce trade,” said Steve Butler, senior analyst at eMarketer.
“Leading EDI vendors and industry-backed exchanges are currently
helping large enterprises bring their smaller suppliers online, setting
the stage for significant e-commerce growth.”

EMarketer estimates that online e-commerce accounted for
slightly less than 2 percent of all U.S. B2B trade during 2001. In
early 2001, there were over 2,200 Internet-based marketplaces
worldwide, and there’s evidence the market has plenty of room for
growth. Only 11 percent of corporations report fully implemented
e-business strategies.

The B2B e-commerce projection from International Data
Corp. (IDC) is more ambitious than eMarketer’s. IDC expects the
total worldwide value of goods and services purchased by
businesses through e-commerce solutions will increase from $282
billion in 2000 to $4.3 trillion by 2005.

According to IDC, the United States will remain the largest
region for B2B e-commerce, with purchases increasing at a
compound annual growth rate of 68 percent from 2001 to 2005.
Close behind is Western Europe, where B2B purchasing will
increase at a compound annual growth rate of 91 percent from
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2001 to 2005. Asia-Pacific is the growth leader with a compound
annual growth rate of 109 percent during this time.

To take the US market as an example, B2B versus B2C
markets will show dramatic differences in terms of market size:
market size has been predicted using GDP (Gross Domestic
Product) divided by each industry and taking each industry’s e-
commerce ratio growth rate. According to Forrester Research Inc,
under the current economic structure, 60% of goods are
exchanged between corporations, 30% with consumers and 10%
with governments. As the potential market is enormous, more and
more Internet companies are trying to enter into the B2B market
place.

E-Commerce Market size Forecast in USA
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Barriers to E-Commerce

Some state regulations and private business practices may be
having “significant” anti-competitive effects on e-commerce. There
are many state regulations adopted ostensibly for one purpose that
had the effect of protecting existing businesses from Internet
competition. For example, some states prohibit online sales of
certain products or require that e-businesses maintain a physical



office in their state. Some estimates suggest that the potential costs
to consumers of these anti-competitive restrictions “may exceed $15
billion annually.”

Industries in which significant restrictions on Internet
commerce have been alleged, include retailing, auto sales, real
estate and mortgages, health care, pharmaceuticals, telemedicine,
the sale of wine, auction services, the sale of contact lenses and the
sale of caskets.

One specific topic will be “whether auto manufacturers been
forced to limit Internet sales of automobiles, and if so how?”” On the
private business side, some private companies “have engaged in
conduct that may raise antitrust issues ... For instance, some dealers
do not list prices for certain items they sell online; others refrain
from selling certain items in their product line over the Internet at
all, and urge competitors to follow suit.”

The willingness of businesses to use the government to
restrict competition remains at a high level. Reducing the barriers to
e-commerce could dramatically increase competition and benefit
consumers. E-commerce has tremendous potential, especially if
anti-competitive barriers to dynamic new forms of Internet
competition can be understood and eliminated.

Conclusion

The Internet is rapidly becoming the technology of choice for e-
commerce because it offers businesses an even easier way to link
with other companies or individuals at very low cost. The
Internet’s global connectivity and ease of use can provide
companies with access to businesses or individuals that would
normally be outside their reach. Web sites, where the customer and
the company conduct their business, are available to consumers 24
hours a day.

Results show that effective e-commerce sites should
provide information search, generation of alternatives, product



customization, purchase decision, transaction processing,
international service and security.

Web Services certainly have the potential of redefining the
whole paradigm of B2B integration by making it truly dynamic,
easily implemented in a modular fashion, and in the longer run
being cheaper. The application of Web Services for B2Bi, however,
will be limited if services for authentication, encryption, access
control, and data integrity are not available. Web Services
intermediaries that provide services such as UDDI repository
hosting, security services, quality assurance of Web Services,
performance checks, etc., will have a big role to play in the B2Bi
space.
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EJIEKTPOH TUBAPATUH NHKUIIA®
MEPCIIEKTUBJISIPU BS SIS bSANN

Jeitna MYPA/IXAHOBA

(Xazap Yuusepcumscu, baxwvi, Azapbaiivan)

busnecasin EslekTpon 0u3snecst

EnexTpoH TuBapAT MLICYJUIAPBIH, MaJUlapblH, XUIMATISPUH
Web Bacutsicuiis caThilibl ipocecuaup. by nHpopMacuitanblH JaxiId Bs
XapUbU MULITSPUIISAPIS, CUPAPULTIUIIAPIIL, MATUIIS MUSCCUCSIISIPU WIS
ABTOMATIIANIIBIPHUIMBIIIT MIOASUISICH IYIH MIXTSUTH( KOMMYHHKACHa
TEXHOJIOAUHANIAPBIHBIH TATOUTHIIUD.

EnexTpoH TWBApATHH TpaH3akCUMajgapJaH acbulbl — oJlapar
MuxTsiud — Tumaspu  Bap:  busHecnsH — OusHecs, — busHecnsH
UCTUDAISTINNS, Uctudansuunsn om3HecH, Uctudansunsn
uctudansuuiia. byngan Oamra enekKTpoH THBAPATUH [IOBISATASH
Oumsnecs Bs J{OBIATIAH WCTUDANIUIANAS THIDIIPH 1O  MIOBBYIUTYD.
EnexkTpoH THBApATHH MIOBBYI TUIULIPUHISH busHecnsH OusHecs IOH
MJIaHa YSKUIMSITUAND. ByHyH cs05051py  amabbliakbIIapabIp:

- busnecasn-OusHecs TunMHUH 0a3zap OMYICHHIH bu3HeCosH-
UCTUAASUNNAS TUMMHUH FOMYICHHIAH 12 nmadst 90X ommacel
SI03JISTHUIIUD.

- KopnopacuiianapslH MIOBBYA MIIITSIPUISAP Bl TABIIM3ATUYBLIAD
WIS ANArsUBSIPUHA  MIOIIKSAMIISTHAUPMSK B WEHM MIIITIPUIIAD
BAN0  eTMsKIsApH  munH  Internet  mpoBaiimepaspuHsS  oJlaH
TAI0ATIAPHI APTHIP.

EnexkTpon Tubapar Assipéaiibania
By s1H enekTpoH TubapAT A3sipOaiibaH OM3HECUHAS s sicac poJl

oiiHaiilp. byHyHma Oens  AsspOaiibanna OusHecast  MHTepHeT
TEeXHOJOAUNaNapblHAaH HUCcTU(DAad eAUIMSCH IS Maxiuibl MHKUIIAg



erMsamuuup. by uHpopmacuiia TexHOIOIMIHACHIHBIH WHKUIIA(BIH/IAKbI
IypbYHIYT, TeHUpH-cTaOWUi WrTUCAAWiiiaT , asspOaiibaH JUIUHISL
WHTepHeT cCUCTeMIISIpUHS €UITUHAb, UKW AWM CUCTEMIIIPUH HWHKHUIIADBI
B C. WIA s1arsgapasip.
AzgpbaiibaHza  €IEeKTPOH  TUBAPATIN  sAjarsgap OW3HECHH
MHKUIIA(BI YLH sicac MATCSUIAP alllabblAAKbLIAP 0J1a OUIIAD :
- EnexTpoH TUBApATH Bsl OM3HEC cTpaTesuiianapbIHbl Haxuibl Oama
JIIIMSK ITYIH OU3HEC TALICUIIMHUH CABUNMSICUHYU apThIpMar;
- busHec TAmIKMIATIApBIHAA TapLUBLIBITIIBL SULTSIISAPH apThpMar
I[YLIH €JIEKTPOH TUBAPATH FOH IIJIaHa YSKMSIK;
- Enextpon tubapsaTé uHKMIMIA) €TAUPMSK IYIH KOMIIaHUKHAnapia
TABPUOS Bsl naeHanapbl OHOIIIIILIPMIK;
- Wxupnnmm cucteMisipud MHKUAIIA] eTAUPHIMSICH;
- buszhec  TAmKMiaTHapel  €NEKTPOH  TUBAPATIA  Oabbl
IpOOIIEMIIAPIIS MSUTyMaTJIaHIbIpMar Bsl FOUPATMSK.

Hartuba

WuTepHer OM3HEC TSAIIKWIATIAPbIHA IUbBSIP KOMIIAHWHamap Bs
Gspanspias acaH Bs yby3 slars iaparMar TexHoJosuHacwlaslp. by
06axbpIMIaH UHTEPHET KOMIIaHUMaIaphl MIATTA ay LIajaa suldaTMas ojlaH
Ou3Hec TAWIKWIATIApbl B  QApAIApIAS  SUIACSUIAHIUPSIH — T1o0an
ANATSUITHIUPUBUIUDP. MUIITIApUIAp Wi KOMIIAHUManapblH OM3HECHHU
Tk eassH WeDb caiit  enekTpoH THbapsATHH sicac KOMIOHEHTH 0J1y0
cytkana 24 caar (ganuiiiaT swoctapup. HATUbsugp s10cTsipup Ki,
epPEeKTHUB ENEeKTPOH THBAPAT calTiapel WH(OpMAcHiia aXTapbIIIbIHEI,
ITEPHATUBIIIPUH HapaJbliIMachiHbl, MALICYJIYH Ca3JIaHMacChIHbI, ajIbllaa
rspap Ts0yn eTMsiid, TpaH3aKkCUHalapblH anapbUIMAChIHBI, OCHHsIIXaIr
XUAMSTISPY BS TSALUILKACU3IUIY TAMUH €TMSIIUINPIIAP.



