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Assignment Set – 1


Q.1. Discuss the transition from Traditional Retailing to E-Retailing and explain the various business models such as B2C, B2B, and C2C. (6+4 = 10 Marks)
Ans 1.
Transition from Traditional Retailing to E-Retailing
Traditional retailing was based on stores in person and personal sales, printed catalogs and in-person customer interaction. The reach of the retailer was restricted to those within a an acceptable distance from their stores. Furthermore, the working hours limited purchases within specific times. The model demanded large fixed costs for property, store equipment and inventory. This created significant barriers to entry, and restricting the speed of expansion that retailers were able to 
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Q.2. Analyse the importance of E-store design, specifically focusing on navigability, interactivity, and web atmospherics in influencing consumer behaviour. (5+5 = 10 Marks)
Ans 2.
Importance of E-Store Design
Designing an E-store is essentially the digital version of the physical store's layout as well as the presentation of merchandise as well as ambiance. When it comes to e-retailing the layout of the website's storefront affects the ease with which customers discover products, how well they are presented and how pleasant the buying experience. Ineffective design causes friction, which causes customers to leave the store before making an order, whereas a great design minimizes friction, increases trust, improves site experience as well as increases the conversion rate.
Navigability
Navigability is how easily customers navigate 


Q.3. Explain the role of Social Media Marketing in E-Retailing and how it helps in building and maintaining online customer relationships. (5+5 = 10 Marks)
Ans 3.
Role of Social Media Marketing in E-Retailing
Social media marketing is now one of the strongest and effective tools for online retailers for establishing brand awareness and product discovery, as well as communities development, as well as direct sales. Social media platforms like Instagram, Facebook, YouTube, Pinterest, and increasingly LinkedIn provide hundreds of thousands of prospective customers who are able to spend a significant amount of time engaging with media that entertains, educates and inspires the users.
A brand's Discovery or Awareness is 



Assignment Set – 2

Q.4. Evaluate the impact of technological innovations like AR/VR and Voice Commerce on the modern e-retailing experience. (6+4 = 10 Marks)
Ans 4.
Impact of Augmented Reality and Virtual Reality in E-Retailing
Augmented Real-time and Virtual Reality technologies address one of the main drawbacks of e-commerce: the inability for customers to physically inspect the, test on or even experience items prior to purchase. This restriction creates a sense of anxiety, which leads to high returns, especially for categories such as clothing furniture, footwear cosmetics and other items where appropriate the appearance and design as well as dimension are crucial in the decision-making process.
Augmented Reality overlays product data and displays it on the user's actual environment using the camera on a smartphone or AR glasses. The IKEA Place application lets customers visualize furniture pieces within their rooms to an exact dimensions prior to purchase, removing 


Q.5. Discuss the legal framework and security challenges in E-Commerce, including online payment processing and intellectual property rights. (5+5 = 10 Marks)
Ans 5.
Legal Framework Governing E-Commerce in India
The operations of e-commerce within India are controlled by the multi-layered legal framework which comprises a range of legislative provisions that are designed to safeguard consumers and ensure privacy of data, enable digital transactions and control competition on the internet. It is the Information Technology Act, 2000 as amended in subsequent years, provides the legal foundation that governs electronic transactions and digital signatures security of data 

Q.6. Describe the characteristics of E-Consumers and the strategies used for CRM implementation and building customer loyalty in a digital environment. (6+4 = 10 Marks)
Ans 6.
Characteristics of E-Consumers
Electronic consumers differ from traditional consumers in a variety of important behavior and psychological dimensions which are a reflection of their unique features of the online shopping experience and the demographics of the early adopters of technology who helped to create the initial surge of growth in e-commerce.
A high degree of information orientation is an important characteristic. Consumers who are online conduct extensive research prior to purchase by using search engines, product review sites and price comparison sites 

