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INSTRUCTIONS:   ANSWER QUESTION ONE (COMPULSORY) AND 
 			 ANY OTHER TWO QUESTIONS.
______________________________________________________________________
QUESTION ONE    (30 MARKS)

A large advertising organization in Kenya introduced webretising hoping that her client would gladly embrace the service.  Two yers later though only a partly 25 of the clients have registered and they are erratic in their use of the service.

REQUIRED:

(a)	Briefly describe any four transaction partners that may be involved in the 	ecommerce loop for the business described here.			(10 marks)

(b)	Highlight any four forces that may positively change the scenario 	described here in the next two to three years.			(10 marks)

(c)	Explain five key barriers to the widespread adoption of B2C 
	E-commerce in Kenya today.  How would government 
	intervene to remedy the situation.					(10 marks)

QUESTION TWO     (20 MARKS)

(a)	Outline any five benefits of E-commerce to the customers.	(5 marks)

(b)	Describe the areas why G2C E-commerce would be most applicable in 	Kenya today.  What would you consider to be the challenges and how can 	these be overcome.							(10 marks)

QUESTION THREE    (20 MARKS)

(a)	Distinguish between any four E-commerce revenue models applicable in 	the physical commodities market.					(10 marks)

(b)	The security challenges remains a huge hindrance to the success of E-	commerce all over the world.  Identify and describe any four security 	threats unique to E-commerce operations and outline their respective 	counter measures.							(10 marks)

QUESTION FOUR   (20 MARKS) 

(a)	Discuss the forces fueling expansion of E-commerce among companies 	today.									(10 marks)

(b)	Outline the various transactions partners needed to complete a B2B 	value chain for an international retail chain of store offering sales to 	consumer goods.								(10 marks)
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