
Session 5 (Fri, 15 Mar 2019)       Subject: HC3152 

------------ 

 

1. Lecture 5 Slides 

    strategy process model: 

     analysis 

     objectives 

     definition 

     implementation 

     monitor and control 

 

2. Revision for Class Test 

     5 short questions, 4 marks each, total: 20 

     60 minutes from 19:30 to 20:30 

     closed book, no dictionary is allowed 

 

**** check the additional notes of each lecture **** 

----------------------------------------------------- 

 

Keywords 

-------- 

 digital business = electronic business = e-business 

 digital business strategy = e-business strategy 

 strategy process model = a model for developing 

                          e-business strategy 
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Corporate: the entire company structure 

Business unit (SBU): large scale sub-company 

                     can be as large as a medium 

                     size company 

Regional: geographical areas 

          e.g. North Asia, South East Asia, etc. 

Functional: internal departments supporting the SBU 

            e.g. facility management (admin) 

                 accounting 

                 information technology 

                 human resources 

                 research and development (R&D) 
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Information systems strategy 

 scope of IS services 

  e.g. internal process, website, online shop, etc. 

 quality of IS services 

  e.g. availability, reliability, accuracy, etc. 

 funding of IS services 

  e.g. cost centre, profit centre, usage charge, etc. 
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What is the online value proposition (OVP) of  

   Fortress Electronics 

  Sale / discount oriented 

  Brief information only (non-professional) 



  Online to offline (O2O) initiative 
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Key steps in e-business strategy model: 

1. analysis 

   assess internal resources and external opportunities 

   (SWOT) 

   conduct micro and marco environment analysis 

 

2. objectives 

   define the objectives of e-business implementation 

   e.g. acquire more customers, 

        develop niche market, .... 

 

3. definition 

   define strategies, tactics, implementation plans 

   e.g. O2O, pure online shops, relationship building, 

        .... 

 

4. implementation 

   execute the planned activities, monitor and control 

   e.g. review usage statistics and changes in sales 

        volume, sales channels, and ... 

 

 

Slide 17 

======== 

Four stages of digital business development 

 1. web presence 

    create a website of the organisation 

    provide static information e.g. company profile 

    provide dynamic information of products / services 

 2. e-Commerce 

    support online order processing 

     customers search, select, pay for products/services 

 3. integrated e-Commerce 

    support internal process 

     after order taking, accounting systems, warehouse,  

     logistics are updated 

 4. digital business (e-business) 

    support marketing activities 

     acquire, convert, retent customers 
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For banking industry, 

  suppliers: IT services, ISP, IT security experts 

      power: increasing 

  customers: investors, corporate and individual clients 

      power: increasing 

 

For supermarket, 

  suppliers: Finished goods, logistics, premises 

      power: medium 

  customers: households, travellers, SMEs, etc.  

      power: low 
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Supplier                  e.g. food, drinks,  

 Intermediary (buy side)  e.g. distributors 

   Organisations (e.g. Hotel) 

 Intermediary (sell side) e.g. travel agents 

Customer                  e.g. individuals, travellers, 
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Taking Apple (iphone, Mac, ...) as an example, 

  Add Value:          high        

  Reduce Costs:       low 

  Create new reality: high 

  Manage risks:       medium 
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Examples of KPIs (Key performance indicator) 

- total sales of a business day 

- total hits to a web page in a period 

- customer experience may not be a qualified KPI 

   unless you have big data to explore 

   the practice of customers e.g. return rate,  

   duration with the websites, keywords searched, ... 
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Strategy definition is to generate alternatives 

 (choices), evaluate them, and select one from them. 

 

Decisions to make: 

1. the priorities of e-business channels e.g. own website 

2. the development of market and product 

    e.g. youth, well-educated, smart phone users 

         mobile applications on .... 

3. marketing strategies e.g. positioning---  

    differentiation--- 

4. revenue models e.g. sales or advertisements or ... 

5. market restructuring e.g. segment, target, position 

6. supply chain management e.g. direct from suppliers 

    or through distributors or agents 

7. internal knowledge management e.g. process handling 

8. internal resources e.g. staffing, knowledge  
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Related diversification 

----------------------- 

Based on existing customer base to explore new 

  opportunities  e.g. bankers have business clients 

                      what other products can be sold? 

                      * credit analysis 

 

Unrelated diversification 



------------------------- 

New market, new product 

  risk ----> very high 

  benefit -----> leveraging the existing risk 


