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Executive Summary
This report mainly focuses on the main contemporary issues in E-Business and how these problems can change the direction of the company. Take the JD Company as an example, critically evaluate E-Business’s opportunities and challenges in emerging industries. According to the findings and the results of analysis, the author will make recommendations to the company.
1.0 Introduction
On the basis of the reorganization and analysis of the transformation measures, ideas and strategies adopted in the era of E-Business, this report summarizes the experiences of the JD Company, which is based on the B2C business, in the era of E-Business, and summarizes their experience in the transformation. It is also a continuous update of the digital platform, the interaction and customization, the optimization of the customer relationship management, the integration and the promotion of the digital resource base. Combined with supply chain management and enterprise resource planning, the internal structure of enterprises can be enriched and perfected. Supply Chain Management (SCM) was once a dream, a concept more than a reality, since there were many necessary components of supply chain management was the cost of communicating with and coordinating among the many independent suppliers in each supply chain. An entire supply chain stretches from the creation of raw materials to the delivery of the finished consumer goods. Because firms are involved in many, many supply chains, active supply chain management is practical only for items essential to the firm’s market success (Lawrence D. Fredendall, Ed Hill, 2016). Customer Relationship Management (CRM, sometimes known as customer chain management) comprises a set of activities that support the entire customer chain. CRM is an attempt to establish long term relationships with customers. It consists of three inter- related processes: customer acquisition, customer retention and customer extension (Paul Beynon-Davies, 2013). Enterprise Resource Planning (ERP) is an industry term for the board set of activities supported by multi-module application software that helps a manufacturer or other business manage the important parts of its business, including product planning, parts purchasing, maintaining inventories, interacting with suppliers, providing customer service, and tracking orders (Pankaj Sharma, 2004).
2.0 Main Findings
2.1 The Main Conditions of Contemporary E-Business 
Over time, the number of Internet users is increasing rapidly. To promote social networking, the Internet is also used to connect business chains of customers, suppliers, distributors and other potential customers. Compared with developed countries, these functions are more rapid and growing in developing countries (Ayoub Yousefi, 2012) 
Table 1:
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（Source from: Nielsen, 2017）

2.2 Differences between E-Business and E-Commerce 
Electronic commerce traditionally refers to electronically mediated buying and selling (Paul Bocij, Andrew Greasley, Simon Hickie, 2008). Sell-side e-commerce involves all e-business transactions between an organization and its customers, while buy-side e-commerce involves transactions between an organization and its suppliers. E-business is a broader term, referring to how technology can benefit all internal business processes and interactions with third parties. This includes buy-side and sell-side e-commerce and the internal value chain. The monetary value of e-commerce for business-to-business (B2B) transactions greatly exceeds that for business-to-consumer transactions (B2C). The main business driving force of introducing e-business and e-commerce is the opportunity to increase income and reduce costs, but it can identify many other benefits to improve customer service and corporate image. Consumers' use of the Internet is limited by the lack of necessity, the cost of access and the fear of security. Business adoption is often constrained by the concept of cost, making it difficult to quantify return on investment. The introduction of new technologies is not the whole technology needed to successfully introduce e-business and e-commerce. Clearly defined objectives, creating the right culture for change, mix of kills, partnerships and organizational structure are arguably more important (Dave Chaffey, 2007).

2.3 The characteristics of the E-Business
1. Virtualization of transactions
Using the enterprise external network, enterprise intranet or virtual private network VPN, interconnected enterprises, based on compliance with the relevant rules, take globalization as the coverage point, and launch a series of high quality products and services to the audience. Trade activities through the Internet need to pass through the following price links. The two sides talk about the details of the goods, the two parties sign an agreement, and pay it in combination with the content of the contract so that the buyer and the seller will be able to ensure the success of the order. It can be said that the development of e-commerce has transformed the traditional business model which makes the business of traditional enterprises extend and achieve greater development (Tim Butcher, 2008).
2. Low cost of E-Business operation
With the headquarters as the core of the gradual formation of the division, agent and other remote video can be through the Internet, once any problems in the market, can achieve the purpose of rapid adjustment (Sanjay Mohapatra, 2012). At present, China's logistics market is gradually standardized. Through the most effective route distribution and the determination of distribution price, the transaction cost can be greatly reduced.
3. High efficiency of trading activities
According to the characteristics of Internet trading, the main thing is to take the form of business message, which determines that each element can be carried out at the same time, such as procurement, production and other links, which greatly reduces the efficiency of office and the cost of labor (Tim Butcher, 2008). However, according to the traditional trade management mode, taking letters as an example, this communication cost is relatively large, because it takes a longer time. At the same time, it will increase the cost of working hours to some extent and reduce the best business opportunities. E-business in essence has greatly reduced the cost of traditional e-business, at the same time, it has a high accuracy rate, and the processing speed is more accurate and efficient, so that the whole transaction can be completed quickly.

2.4 JD Company
2.4.1 Background Information
JD is not only one of the ten largest Internet Company in the world, but also the largest business platform in China's B2C platform (JD.COM, 2018). The JD set the headquarters in Beijing City, and set up subsidiary companies from headquarters to Shanghai and Shenzhen, and set up logistics in various cities throughout the country, mainly in Shanghai, Chengdu, Shenyang, Guangzhou and Xi'an, so that the logistics system of JD is more comprehensive. At present, there are 4020 kinds of commodities in the JD mall. The business scope covers all aspects of the public life. The daily order amount is over 500 thousand, and it keeps fast growing in five years (JD.COM, 2018). It is worth mentioning that the JD as a listed company will gain greater development, whether it is from the expansion of business or from financing will bring greater benefits for itself. JD mall has become the preferred B2C platform for domestic consumers in terms of perfect product quality and efficient service experience (China Daily, 2015).
Table 2:
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（Source from: Value Ventures, 2017）
2.4.2 SWOT Analysis
SWOT analysis is a strategic planning technique that examines strengths, weakness, opportunities and threats within an organization (Jay M. Shafritz, E. W Russell, Christopher P. Borick, 2016). Analysis the strengths and weaknesses of the organization (internal focus) and market analysis ( external focus) to create a SWOT (strengths, weaknesses, opportunities and threats) (Hooley et al, 2008).
Strengths
1. As an E-Business enterprise, JD mall's website visits and click through rates are the first in the category of electronic mall, and sales can occupy 30% of the market share.
2. As a direct business to the consumer, the JD has omitted the link between the intermediate suppliers and formed a “Producer-JD-consumer” marketing chain, making it possible for consumers to buy their own products at a lower price.
3. JD uses the website as its own sales platform, does not require the rental and decoration costs of the store, nor does it need to hire a large number of sales staff, employees who employ them, and save a large amount of wages.
4. Unified procurement, large quantity of procurement, can form the scale effect of procurement and reduce the cost of procurement.
5.Advantage of service. JD delivers fast, basically second days, which can not be achieved by Alibaba. It satisfies the customers' sense of shopping. And the quality of JD delivery staff is obviously higher than other ordinary express companies, which also set up a good image of JD.
5. Relying on its own strong logistics system after sales advantage. The efficiency of JD's after-sales service is significantly higher than that of other providers such as Alibaba.
Weaknesses：
1. There are some defects in payment.
2. Logistics can not be delivered to the towns and the following areas.
3. JD lacks value-added services.
4. It is inconvenient to communicate with customers before selling.
5. The profits of the JD are low.
Opportunities：
1. At present, China's online shopping market is developing rapidly. China is now the best period for the development of e-commerce, and the annual sales volume can be greatly increased. As one of the leading enterprises in e-commerce, JD will gain greater business opportunities. 
2. The development of the technology is often the motive force of the development of the enterprise. With the development of logistics technology, the rapid and timely transportation of goods has become a reality, thus promoting the rapid development of online shopping.
3. The cooperation between e-business enterprises is increasing.
Threats：
1. Traditional entity enterprises begin to enter the field of e-business.
2. The legal system of e-business is incomplete.
3. Fierce competition.
Table 2: 
	SO Strategies
	ST Strategies
	WO Strategies
	WT Strategies

	(S1, O2) Using new technologies to attract consumers' attention and expand sales of goods.
(S4, S1, O3) Work with other major providers to develop new sales channels.

	(S1, S2, T3) Discover the real needs of customers and meet them as quickly as possible.
(S4, T1) To attract more offline shoppers with fast logistics advantages.　
	(W1, O3) Through cooperation among enterprises, optimize payment system and enhance customer shopping experience.
(W3, O1, O2) JD can provide diversified services, such as: VR technology, customers can try on the clothes online when buying clothes.
	(W5, T1) JD, whose original profit is low, and the impact of the traditional market, JD should improve the market price properly, develop the off-line of business, improve the market share and reduce the impact from the traditional market.



2.4.3 JD Business Model Canvas
Table 4:
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(Source From: CEIBS，2018)
2.4.4 How does JD change the direction of business？
1） Supply Chain Management (SCM)
Since 2013, from the development of the JD, we can see that the JD has chosen the O2O (online to offline) development - the development of the rural e-business - the development of the cross-border e-business - the development of the e-business - the development of the fresh electricity - the integration of the online and the offline. This path is not only a quick response to the trend of the JD, but also an attempt by JD on its own future development. Use good market opportunities to achieve docking with consumer demand (JD Official Website, 2018).
2） Enterprise Resource Planning (ERP)
The JD carries out resources integration in three aspects:
First, the integration of business resources. In 2014, JD and Tencent reached a strategic cooperation to acquire part of Tencent's e- business and assets, providing protection for the expansion of the existing e- business. In order to further develop the O2O business, a total of O2O business independent wholly-owned subsidiaries were set up in 2015. In 2016, JD finance was restructured to adjust the resources of JD business area (Li Lan, 2018).
Second, internal framework integration. In 2014, JD adjusted its internal structure to redistribute its internal resources. According to the future development strategy, the Ministry of fresh food and new channel business was established in 2015. In order to further optimize the self-built logistics, the logistics sub group was established in 2017 to create a more competitive self-built logistics system.
Third, the new retail model resources integration. New retail is the new direction of retail development. In order to better realize the transformation of the retail model, the JD collaborated with WAL-MART in 2016 (JD Official Website, 2018) to build the leading global retail business model under the line of integration line.
3)  Customer Relationship Management (CRM)
JD launched the distribution service such as "night delivery" and "extreme speed arrival" in 2013, and the self-lifting cabinet business has refreshed the standard of logistics service in the field of e-business (Li Lan, 2018). In the category of household appliances, JD gives far more than the Chinese laws and regulations, and further enhance the protection of the rights and interests of consumers. In 2014, JD opened the first level entrance of WeChat shopping in the field of technology, strengthening the relationship between e-business and social networking, providing more convenient shopping channels for consumers. At the same time, the "smart cloud" platform is launched to provide consumers with better quality intelligent hardware interaction experience.

2.5 Opportunity and Challenge of Contemporary E-Business
With the deepening of economic globalization, the economic interdependence and international division of labor between countries and regions in the world have been deepened, and the international industrial transfer has emerged as a new trend. President Xi of China put forward a "The Belt and Road" initiative with great practical significance and far-reaching influence in 2013 (Guo Wei, 2018). Under the background of "The Belt and Road", opportunities and challenges of contemporary e-business as follows: 
1) Enterprise target market positioning and third party trading platform cooperation
The target market positioning of an enterprise refers to the choice of the target consumer or the target consumer market. Different trading platforms will have a market impact area. For example, the main coverage of Amazon and eBay (McGraw-Hill, I. Cohen, A. , 2002) is North America, Europe, Japan and so on, but Amazon is oriented to high income and highly educated people, and eBay faces the middle and low income groups in developed countries; the global speed sales are mainly covered by Russia, Brazil, Eastern Europe, North America, and low income customers in developing countries.
2) Transaction Information Security
With the full use of the Internet, the information security problems encountered in the process of e-business are mainly as follows: First, the tampering and destruction of the transaction information, whether the information sent or received by the parties in the transaction is tampered or replaced, whether the information received by the parties is complete, and the transaction information is over (Andrea B. Weickgenannt, 2008). Whether or not a virus is damaged in the course. The second is the transaction information leak. In the process of transaction, the information of the two parties may be used illegally by the third parties. Therefore, the transaction information security authentication is an important technical means to guarantee the security of the business transaction.
3.0 Evaluation
Under the background of "The Belt and Road" and combine with opportunities and challenges of contemporary e-business, the countries along the route have opened a new market for JD, with huge opportunities and unlimited potential. The third-party trading platform provides an important way for enterprises to cross-border export electricity supplier. Enterprises should take relevant factors into consideration and combine with the reality of enterprises to choose an effective market for cross-border e-business.
4.0 Recommendation
Based on the above analysis, the author gives her own recommendation on JD and other Chinese e-business operators of cross-border e-business cooperation in the future:
1. Establish a third-party trading platform in cross-border logistics, cross-border payment and other aspects of the solution.
2. Confirm the service ability of third party trading platform to merchants and host country consumers.
3. Investigate and analyze the marketing ability of the third-party trading platform.
4. Calculation of operating costs on the third-party trading platform.
5.0 Conclusion
To sum up, for e-business enterprises, it is necessary not only to adapt to the changes in the market quickly, but also to make use of the wide application of technology and the convenience of information acquisition in the cooperative evolution with the consumers, to continue to organize learning, and to continuously improve the ability to adapt and guide the change of consumers, and to integrate efficiently (China Daily, 2017). In order to optimize the business process, change the organizational structure and knowledge innovation, plan the product and service design actively and guide the change of the consumer actively, can we occupy a place in the fierce market competition.
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