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Types or Categories of E-Commerce 

There are five major segments under the broader category of e-business. However, the following are 
some popular e-commerce models used by companies engaged in e-commerce:-  

• Business to Business e-commerce (B2B)  

• Business to Consumers e-commerce (B2C)  

• Consumers to Consumers e-commerce (C2C} 

• Consumer to Business e-commerce (C2B) 

 E-Governance - Government to Citizens / Consumers (G2C) , Consumers / Citizens to 
Government (C2G), Government to Business (G2B), Business to Government (B2G), 
Government to Government(G2G) 

 

1. Business to Business E-commerce (B2B) - In a B2B transaction, the interaction is between 
businesses. For example, a website that is catching for the steel industry might have facility 
for buyers and sellers to list their requirements and post their products. It helps them in 
quickly closing the transactions and the buyer can get quality, material and can choose from 
different suppliers. Most B2B applications are in the areas of supplier management (purchase 
order processing), inventory management (managing order-shipping-bill cycles), distribution 
management (transmission of shipping documents), channel management (information 
dissemination on changes in operational conditions) and payment management (electronic 
payment systems). 
 
Types of B2B Marketplaces 
 
 Supplier centric model / Supplier oriented e-market place - A supplier sets up the e-
commerce market place. Most of the websites maintained by manufacturers are supplier 
oriented. For example DELL, IBM, CISCO sell their products to companies or customers 
contacting them on their websites.  
 

 Buyer centric model / Buyer oriented e-market place - The online e-commerce market 
place is used by buyer for placing requests for quotations and carrying out the entire purchase 
process. For example, big companies like Boeing or General Electric, which procure huge 



amounts of goods and services from their suppliers open up their own website and ask 
suppliers to bid there for supplies. 
 

 Intermediary centric model / Intermediary oriented e-market place - A third party sets 
up the e-commerce market place and attracts both the buyer and seller businesses to interact 
with each other. It acts as a hub for both suppliers and buyers. For example, websites like 
amazonbusiness.in are brokerage oriented websites where companies having different 
products list themselves for selling to others. 
 

2. Business to Consumers E-commerce (B2C) - B2C e-commerce involves selling of goods 
and services to consumers or end users. It allows them to browse the product catalogue, select 
products or services and complete the order online. In a B2C transaction, the interaction is 
between a consumer and the preferred business. The sites Amazon, flipkart, snapdeal are 
among those belonging to this category. These websites are meant for selling goods directly 
to consumers through the internet. The two way accessibility of the internet enables operating 
companies to directly ascertain customer preference and buying trends. Businesses are using 
these consumer insights to formulate marketing strategies and offer to the customers what 
they want and when they want. When compared to buying retail in traditional commerce, the 
consumer can gather more information available in terms of informative content as well as 
ensuring quick processing and delivery of the order. The B2C model of ecommerce is ideally 
suited for the following types of commodities. 

 Goods that can be easily transformed into digital format Example: books, music clips and 
videos  

 Items that follow standard specifications Example: printer ribbons, ink, cartridges  

 High rated branded items or items with return security Example: electronic gadgets  

 Items sold in packets that cannot be opened even in physical stores Example: film rolls  

 Items that can be experienced online Example: music, videos 

 Fashion goods, where people get exposed to viewing large variety or products and also 
have options to compare prices among different websites. 
 

3. Consumer to Consumer E-commerce (C2C) 
 
Consumer-to-consumer e-commerce or C2C is simply commerce between individuals or 
consumers.C2C is the type of e-commerce that provides the opportunity for trading of 
products or services amongst consumers who are connected through the internet. In this 
type, electronic tools and internet infrastructures are employed to support transactions 
between individuals. If anyone wants to sell anything, all one has to do is post a message on 
the site, giving details of the product and the expected price and wait for an interested 
customer to turn up and buy it. The buyer gets in touch with the seller through the Internet 
and the deal is crossed once the amount is finalised. Further, these transactions are 
conducted through a third party, which provides the online platform for the transactions to 
be actually carried out. This category of e-commerce is characterized by the growth of 



electronic marketplaces and online auctions. For example, olx.com, quickr.com, etc. provide 
platform where an individual interested in selling a product post their advertisements and 
interested buyer may approach them directly. 
 
Advantages: 
 Minimal cost due to lack of wholesalers or intermediaries 

 Convenient 
 
Disadvantages: 

 Intermediary sites have no or little control over the products being sold. 
Hence, buyers buy at their own risk. 

 Sometimes C2C sites are unable to process credit card or other online mode of 
payment. Many a times, buyers feel insecure about making a payment through 
these sites. 

 
4. Consumer-to-Business E-commerce (C2B) – In this model, consumers sell products 

and services to business or companies who are looking for those products and 
services. Examples can be the hiring websites where consumers put up their bio data 
and companies hire their services by offering salaries.  

 


