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aﬁf@r%?maﬁvamﬁw P, AIfe T, a1 & GIH H 3-HME B aoHH R 9faw & usgell & av # =4t
v, sradrer yam Rig P ZFHIG T T A AURT B U 3Fd JawR U gfoRuel &7 ardreRer yee fhar |
fawafaermer, qar (7.9), ¥R S-H BT UE el AGNIG &5 BT 9eMT 3R IRad wWR W TN STl 3R Jawit B

foQ Arde & AR | —HMd 98 doi 9 Bl 8T 2 3R IS 9gd I91 Hrfa S-H
3 foIT ShRgaR WS WX 1 8, 99 f&b Salefoce, ebay, amazon and Hpl S—&ri &3
YHR & B0 & B2C, B2B, C2B, C2C, B2G and G2B & 9 IR I& g8 & 3H R
T 8| SR A HEROIAT WHIG Bl TS © (O] Sudladl $l AWl qedl Suele Bil ® |
AP 3T & AeH | IR s T8 e U 2| $-hEN & "Rgd 9 Uede @¥eT W
IuHiadT BT s glaan ff el & S Cash back guarantee, cash on delivery, fast delivery,
discounts, access to branded products 3T |

T I a1 TR, §-FM, AURE e

Wﬁ?ﬁ HA (E-Commerce) a¥gRll AT Warei & 39 W8 AR B HEd g
AT oo} 98 IR R AR BR aTelt R TR & A T WH, Selaglh
AETH ¥ U GER b A1 AR GG © | {B AR 5—DF™ Td g—do-19 BT T &l
Aed 21 feeg g § Y Q@1 fafe TRy | et § g aer
FRYSIA  CIArS]] AR JqA] TSl & HeA oad WA Bk 8, Sdid
$—faomer # amuiRe omeT ufas™l Ud el iR SuHadr & A7 8l § |
SelagI+e PRI G WU A FUSTIC AT 3R HFYCR Acdd oid Soldgli-id Yomferdl
R Farit T avgell & faaver wa, fashy, fauvr qur avqgalt @ Sarit w1 A ¥
SFDIIAI Wl A s ANURI & foy 3 SfawR Ud ufoRuwl &1 drdreRvr gee
frar 2| oM@ SifaTgd @muRe HUfTAl &1 T 88 B | 3Fd 3ifclss @ @
T 7 |

BIET FIe FT 3—HWA S Al H SO Agayol WM 8| 96 Ud o G S—H
wrel ¥ wg@yel e 9 21 7Y A S—aEN & A | Agwgel anTee QA g,
s AR JawTiie Hus EamRll &1 SQH—USM &< § §hd 8 9aT 2 |

ST AR (C2B) oiFies H URD! AT SUNIGS & 31t/ Hg eIl & d 31
JAMILIHATST AT BT & STHAR FAF BT g1 Fabdl & AT Harsii ol fEeliady ¥ 8
Ig gRad 8 Aol 8| Hhokawy ITHad & forg fwed aifde 8d 21 - o
IATE UlehaT TSt AT 3D Fell Bl 2 | o W U8l $T 9gd Ad =0T BIar
2| 3—F B BRI I BT IR qAT ST AT AT gHeT SUAT I8l &
TN 39 DI Afe TR BT B, N Uee W<eN I IWid $H d HH
P B AMC H SATET U 01T of UR & |

AT B AT TSN dRfed UEifiel dem 2Usavs SUGRU S ASeR Cfeldi
TAT TR foofica JIRRCIS & ATIH & AHMT ToIT Haell & ha—fdsha dI HET ST

%,C’f_,;fsg%r}de”” 2| SO ST R O B & A # A WY
SR e %, e S—PMA B UgI el IIAID &F DI GG AR dfRgd WR WX IUY Sral AR
T, aradrer e Rig Harell & oIy Arde Bl TARMT & | 5—DHH & UHE dAedi § I U I8 DI (9=

fareafaenery, a1 (), ¥Ra
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HHRl & Saral R Hasi & IR H FEAs b AR
WSS derr iF—fEArs AR H uRgd SR T
M BT T e R & IR BT O AR
RIS qAT YAl T ¥ SUeRAE B WANT B gRI
ITEl B Wie—fawl & g UTedl $I Glawr <1 Siifd
gRUIM wawy ¢ @1 GDP 9Kl 2|

S—®MA dgd doil 9 Bd 8 2 AR AN 98d TSl
HHfl S—hd B fIU SR TR UeH aX 8 & o

& Salesforce, ebay, amazon and hp1.

2. Literature Review

fooelt oy R B AR dl Af¥E T I @
ST § I8 MavIyd Bl Sl © fb enemedl e ey
AR & %Y gd ¥ U T o Y Bl B aN o
Hiera SMeRl U &R of | 91 gftedior | wemefi +
S—Md R I T {B Y TAT Feol WU A U
qd oY eIl b [A—a] P FAEHRI UK B Bl
g fear B e # SHer faaxer 2 — A
SR (2014)!, Jred, A HAR (2014)2, Gangeshwer,
D.K. (2013)3] www.esalestrack.com?,
www.hindimeearh.com®

3. Types of E-commerce (SR & T&HR )
- BT Gl AT Uell Pl Al B AER W Py
YPR & —hrd 2—

3.1 UR—-AUR (B2B)%

FMIR—ATIR §—HHE AT & 7 fhd S 91l
$—BH B Bed 8| T8 S—HM Pl 98 THR & oI af
uiRe ufae™ @ 9 a1 @uRe ufas™l & w3
Jide BT ST 2|

3.2 WUR YA §—HR (B2C)%

IR SYATHIT SAdSId HHEY BT 98 ®U © (orad
I A7 Harg feel ufas™ ar e 9 fes SuTeT
B AT ST B

3.3 SUHII AR $—aMN (C2B)%

SUNTFT YR oi-e- | Sodl o) aftaferd eid 2 o
IUAIT BT ofF <9 WM o ¥ 99ed g9 2
TR — o9 ufovell TiRems= el @ Al &
FdS AT q fedbe & fow e <ar 2|

3.4 SUHIFI-SUHIG §—HTHE (C2C)%
SUHTRIT—SUHTRIT S—hTH @] WI2v SuHIar i
IYATRT P FeF P d10ST Bl Hed o | SUHIFRIT—STHIT
F—p H ST © 7Y e TR uel & Aemw 9
T BT 8 | STV i ars e |

3.5 AIR—TRPR -G (B2G)

39 UPR & 3—HMA & 3fid gvexdc &l Sudiar o
ufectar SMfSgvr, SMSHRiT UfhaT Qe 3 WRGR e
foparg wfe 21 a9 UBR BT S—hE HE=)
T ufectsd Waex & § fby o v arfdrsg ® |

3.6 TRPR—AR §—H (G2B)
WIR—ATIR  3—hMHE WY 9l b IRAR 3R
IR Sifelgs araeid & M | $9H WeR &

I B ARG BT el | SaIeRI —

http://www.dtigov.uk

4. E-Commerce in Rewa Nagar

NdT TR H S—hET BT Uh AqiRe IHer” o) et
ERT 4T TR # 100 Afdqdi w1 AeTHR forar T
g a1 TR P 10 BT B @ L R e
HIAT I 10 afeqal I TemeR for—r mar g wemedf
ERI U1 ST AT &1 gl 100 Afdadl § 4§ 42 fad
TH 2 Ol §—3MN & 1 oxd 8, o g TR |
10 NIl H 9 6 Afdd W 8 ST §—hF BT BRI
BRd 2| HfRar ¥ 10 H W 3 Afdd, wefear #§ 10 § 9 3,
SIS H 6, A< TR ¥ 5, fufr # 2, vasw ¥ 4,
RRAR dRET § 6, RRIEem ®@FT § 2 97 Sfdex
BTl § 3 Afdd VA B S B BT PR PR B
sfa weneff gxT w6 Qar TR § -y
BT SYANT HRA dTel 42.00 T AT 2 |

Are HHiP 1: AT TR H 5—HMG BT SYANT B dlal P

| vd ufoerd
AEPR | S—pr™
0 e | ST A
5P P | faeit | @ el
B G=T | B GET
1 RS TR 10 6 60.00
2 smfean 10 5 50.00
3 EERl 10 3 30.00
4 IETETT 10 6 60.00
5 AT TR 10 5 50.00
6 IBEIREI 10 2 20.00
7 TERT 10 4 40.00
8 RIRER <RT=T 10 6 60.00
9 feRIgaT BTt 10 2 20.00
10 ST BT 10 3 30.00
IR 10 42 42.00
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Object of E-Commerce (§—aMd & $2%)

1. fI & SRR BT 9 |

2. UERRI R UTEHI ® AIF HAE B ILIHATSH
(PRIR) I |

3. HISE UTEdl BT Al Bl GUR |
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4. BATSN B B BF B T G09S TAEOR § @Y
|

5. UTEd AYE BT gl T |

6. faferr & oferdr & |

7. Admmfore don e Rl & 9eR dAiee & fadar
PN |

8. TG HEld, MY URIRAT BT Fur |

9. M ATt S—HME TTbe § GOl Bl 991 |

10. oI & <41 BT HHF B |

6. Advntages and Disadvantages of Internet marketing

or E-Commerce (§—®¥ & BRIQ eI JHE)

6.1 Advntages

o SN W 9l P BIIST BIAT € dI® a Consumer,
organization and onwer 2T |

o TPMA B HeE W fIuE H g g H e
Fhd & U BHR < TP & AIHG T R sHDI
Jos dIge Ufeetsl IR AHhd ¢ |

o TR Bl USde WG & oIy HEl W M @
SRRA TRl 8] B H dodR Bls W UISdE WIS
ADhT B |

o BT ft IfIe &7 S TR W I U=ATA B A
2 TAT T UISae & A1 gl A1 R qahdl o |

o TP W UWR TP 9gd & HH 81 o B |

Organization ®I ®THT BRIGT fAerdr 8 ®ifd

99 & [SEIYer B & STal SRd el

an ¥

o A M dreae & QA U BT T TP T A TP

$—HE JaTge, TATPITE 9 & folv Sl @
BT 2|

RIRIRE & IR 3 R Fdd & gsdr 2 |

fef 1 S davITSe WR R HRAT oAiel R 2 |
gle e gevc & oexd Usdl 2 |

Ps IR UISdC gex-c © AIH | ol AT U 2 |

7. Top motivators for shopping online

Access to branded
products

Substantial discounts
compared to retail

Top mofivatior
factor for
online

shopping

Cash Back puarantee

Cash on delivery

Fast delivery

8. Conclusio (frrspd)

BIC TUT I8 aMI o TR B HHRI BT IR H I
TAT IRNTT qOIR W B B & folg S—HMAA
I TAMGIATCA] PHRPb & | FUSRC UMY U8H Al
den wud & fou wewyel A 21 SEe AR ¥
FHHET 3T TTEDI BT I& BT RTINS
IR FHA B FISHC B AT W YD e
THTARITCll B B T SHH I HEoldT g g 3R I8
|&N g T Uk @ Hergdl [ g1 & AT U
TR W TR 9gd e @d o qAl [Jeawy wu 9
JISd 8| CHIhe gIREIR & wa § I8 dRad Acad
BT U Hhol 2 |
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