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The decade ahead will bring a seaping change in our life style. Convergence & Interfacing of devices (such as telephone, fax, TV, pagers, computers, ovens, clocks etc),    Speech interface (as against keyboard & mouse), cheap networking & supercomputing in miniature devices will revolutanise the way we will, conduct our business & live our day to day life. Computers as we know them today will a) be boring, and b) disappear into things that are first and foremost something else: smart nails, self-cleaning shirts, driverless cars,  intelligent doorknobs that  will let the courier man in and a stranger out  Computers will be a sweeping yet invisible part of our everyday lives: We may  live in them, wear them, even eat them. 

Digital Business

Never before have companies faced such volatile market conditions. The digital economy, moving at a lightning speed, changes everything: business models, customers, partners, suppliers—every relationship inside and outside a company's four walls. New markets are created and existing markets fail overnight. New competitive threats surface daily. Established products accustomed to being market leaders find themselves at risk, imperiled by fresh & new start-up companies a fraction of their size. Companies must innovate, or die. 50 percent of the current Fortune 500 will be displaced in the next three to five years by companies better able to leverage the Internet to survive in the digital economy. A company which is not an Internet company won’t be a company.

Markets Ruled by New Business Dynamics

In the industrial economy, manufacturing dominated. the physical production of goods was the principal driver of economic activity. In the digital economy, knowledge and relationships will dominate. It's a world where information and ideas (Bits & Bytes) are becoming more important than physical objects (Atoms & molecules). In the industrial economy, the most serious market barriers were lack of a physical distribution infrastructure and lack of capital. These significant barriers-to-entry meant first-mover advantage. This meant that it will take some time for a competitor to build a business like you. This First Mover Advantage could typically be measured in years. 

The Internet, however, has turned traditional distribution models upside down and capital has become a commodity. With distribution models changing and capital roadblocks removed, markets are wide open and first-mover advantage is now measured in months. The new distribution roadblock is "e-distribution," Becoming an exclusive retail partner of a portal such as America Online, for example, would enable a retailer to move ahead of its competition. 

Twenty or 30 years ago, most brands were caricatures, light and airy with little real substance. To survive today, brands must create a strong emotional connection with their target audiences and companies must be able to deliver on their brand promise. Another key change has been in the location of innovation. Before the Internet era, it was much easier for companies to keep their innovative ideas secured within their own four walls. Today, innovative ideas and even new business models are immediately transparent once they are implemented on the Internet. At the lightning speed at which information now moves, innovation travels quickly to the public domain. 

A company's ability to create and maintain relationships has also undergone a critical change. Relationships—with customers, with business partners, with employees—used to be constrained by human capital. The number of relationships you could establish was limited by the number of people in the organization dedicated to maintaining those relationships. In the digital economy, relationships can be established and maintained electronically. 

New Rules of the Internet Business

1. Information is everywhere -- deep and accurate  .Information should be available anywhere at any time.

2. Personal information has value -- marketers must offer something of value for information about consumers' behaviors and attitudes. 

3. Choice is a human right -- suppliers must offer a wealth of combinations and configurations. 

4. There is such a thing as a free lunch – marketers eager to win the attention of consumers should be  prepared to offer no-strings giveaways. 

5. Building trust doesn't require face-to-face interaction Spontaneous trust is possible for a generation raised on email and instant messaging. 

ELECTRONIC COMMERCE: MAXIMIZING THE POTENTIAL

The world of electronic commerce is poised for explosive growth. It will

transform the manner in which many, and eventually most, individuals

conduct their daily business.

Commercial transactions employing electronic media and networks are not

a new phenomenon. The global securities market-place, largely

electronic, has already radically changed the world’s financial trading

structure. Electronic banking and credit card verification systems are

familiar features of the commercial landscape. Social Security and other

benefits are already being transferred electronically into

beneficiaries’ bank accounts. Stored value cards have replaced tokens in

many urban transportation systems and allow a variety of purchases on

many college campuses. But the scale of electronic commerce is about to

undergo dramatic change.

- The Global Information Infrastructure has captured the attention and

imagination of governments, businesses and ordinary citizens worldwide.

It will be the back bone of the global economic system in the 21st

century and the central nervous system of our societies, affecting how

we are governed, how our children are educated, the kind of medical care

we receive, and a thousand other activities central to our lives.

- The Internet, formerly the preserve of universities and science

researchers, has attracted a vast number of new users and that number is

growing daily at an astounding rate.

- The World Wide Web, an engine for exploring the resources of the

Internet in hypertext, is adding Home Pages, information services and a

host of interconnections at a dizzying pace: 10 million host servers

now, growing to some 100 million by the end of the century, according to

the Internet Society.

- The 1-800 telephone marketing system and the burgeoning catalog

business, together with TV shopping networks, have already made large

changes in the way that many people handle their personal shopping

chores.

- Millions of people already do their banking from home, either by

telephone or through computer software. Many are paid by electronic

transfers, and the U.S. government is planning to begin large-scale

electronic benefits transfers to Social Security recipients, veterans,

persons receiving food stamps and other payments.

- Electronic systems, including transactional kiosks, have the potential

to link millions upon millions of individual consumers through computers

and telecommunications networks to thousands upon thousands of retailers

in the United States and around the world. Credit providers are devising

new ways to serve this emerging marketplace.

- Another form of electronic commerce, “smart cards” (sometimes called

electronic purses), can store value or “cash” for use wherever card

reader technologies allow. This technology, deployed in Europe for the

past 15 years, can also securely record other forms of information, such

as medical data and test results, or any other data that an individual

might wish or need to carry on his or her person. Protection against

unauthorized use or disclosure of information on the card ‹ whether cash

or data ‹ is provided by personal identification numbers (PINs), digital

signatures, and, soon, by such biometric techniques as digitized

fingerprints, which can be read and confirmed electronically. The new

technology can facilitate benefit payments, cashless transactions for

small purchases, and individually controlled transfers of medical or

other personal information. Eventually, it will permit a myriad of other

uses, as yet not imagined.

In its many forms, electronic commerce may be defined broadly as any

commercial transaction carried out, facilitated or enabled by the

electronic exchange of information. This paper is limited, however, to

the purely financial aspects of electronic commerce. It is concerned

with issues raised by (1) the initiation and completion of electronic

transactions between buyers and sellers of goods and services, (2) the

financial settlement of such transactions, and (3) the issuance and

delivery of electronic cash and credit. In short, it deals solely with

the booking, delivery and payment for commercial transactions by

electronic means.

	PARAMETER
	NON-CYBER BUYING MODEL


	CYBER BUYING MODEL



	1) Who is the customer ?

2) What does he buy?

3) When does he buy?

4)Why does he buy?

5) Where does he buy?

6) How much (in vale terms) does he buy?

7) How does he buy?
	1) Those Who are aware and are within physical reach.

2) Your services and time, besides products.

3) During the store’s working hours on working day.

4) He has a need, or happens to see something new or exciting while on a stroll.

5) He has to come to the store.

6) As much as he wants, which is very often driven by what he sees (display).

7) Interaction with people precedes buy decision. Sellers have often used public buying to make people buy under peer pressure. Companies could control flow of information, and the buyer was limited by the information available to him.

.
	1) Anyone Who is aware and can reach through the Net.

2) Your time is spared during the product buying decision process services may be heavily needed.

3) Anytime : he is free to choose his own time. And mind you, any odd days are appreciated.

4) He has a specific need, only then does he go to the Net to buy.

5) Anywhere on the Net.

6) His needs are likely to be very specific, unless of course, there are price driven offerings. And how do you display your merchandise-old as well as new-in that small 14 inches screen instead of the thousands of square feet of display you are accustomed to?

7) Only Net, no human, interaction. How do you ‘create’ peer pressure in the absence of public buying? And what happens to traditional opinion leaders influence in initiating buying? The Net may usher in an era of individualistic buying.

                            


Cyberlaws :

IT Bill-2000 prescribes the methodology for authentication of electronic

                    documents through the combined use of a "Hash Algorithm" and

                    "Asymmetric Cryptography".

                    This Digital Signature process relies on the ability of the signatory to

                    keep the private key solely under his custody. Since the private key is

                    a file that is stored in the computer of the user in a password protected

                    file, the integrity of the private key in turn depends on the ability of its

                    owner to control this password.

                    This control process starts from the moment one applies for a digital

                    certificate and with the generation of the key pair itself. The standard

                    procedure of digital certification goes through the following steps.

                       1.The Certifying Authority receives an application for issue of a

                         digital certificate with the prescribed information. 

                       2.The Certifying authority verifies the information as per his

                         certification practice policy and satisfies himself about the

                         identity of the applicant. In some cases, he may only verify the

                         authenticity of the e-mail address. In some cases he may verify

                         identity documents such as the Social Security card, passport

                         or the IT identification card (PAN card). In some other cases, he

                         may even meet the applicant in person through an authorised

                         representative and establish the identity through a "Notarisation

                         like" process. 

                       3.When the Certifying authority is ready to issue the certificate,

                         the applicant is invited for an interactive session with the

                         certification software. During this session, the software will

                         generate a pair of Private and Public Keys within the applicant’s

                         computer. During the process itself, the private key is tucked

                         away in a password protected file within the applicant’s

                         computer and the public key alone is sent to the certifying

                         authority for certification. At the Certifying authority’s end, the

                         public key will be received and put into a file containing other

                         particulars such as the name and address of the applicant,

                         expiry date of the certificate etc and encrypted with the private

                         key of the Certifying authority. This encrypted file is the "Digital

                         Certificate" that is sent back to the applicant. 

                       4.The applicant can then distribute it to the persons to whom he

                         intends sending his signed communication. The Certifying

                         authority will also place it in a repository where the message

                         recipients can search and retrieve it if required. 

                    This entire session has to be managed by the applicant successfully

                    to get a Digital Certificate. Subsequently the password to the protected

                    file containing the private key has to be operated by the signatory as if

                    it is an approved facsimile signature stamp which needs to be

                    protected at all times.

                    In the corporate environment, we often find that the CEO or the

                    functional executives are often not Computer savvy. They often manage

                    their e-mails with the assistance of their secretaries. Such executives

                    may find it difficult to go through the process of digital certificate

                    generation and control of private key all by themselves. Unfortunately,

                    this is one activity where no assistance can be taken by the executive

                    without the danger of his signature being forged on any document.

