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We are going to start our online
commerce class today. I hope we all will
enjoy and learn.

“* Rules for class:

1) Be ontime for all your classes.

2) Respect all the participants of the class.
3) Do not create any disturbance.

4) Pay attention to your teacher.

5) Raise hand if you have a question.

6) Enter the class with your actual name to mark your
attendance

7) Ask any relevent question according to topic taught
only.




Unit # One

Concept of Business.




Lesson Objectives:

= By the end of this part of lesson, students
will be able to:

1. Define businesses.
2. Analyse the characteristics of business.




Brainstorming..

= Which business would you like to start and why?




Definition of Business

“Business is the exchange of goods, services, or money for
mutual benefit or profit.” — Skinner and Ivancevich

“Business may be defined as any form of commercial
activity to satisfy the economic wants of people at
a profit.” - Keith Davis

“Business is any enterprise engaged in production and
distribution of uoods‘ for sale in a market or rendering
services for a price.”- Professor Owen
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Nature of Business

Regular Process
Economic Activit

Creates Utilit
Capital Requirement
Deals in Goods and Services

Profit Earning Motive
Satisfaction of Consumer's Need

Involves Buyer and Seller
Social Obligations




Satisfactio
of

Customers




PROFIT MOTIVE

1. People are freeto risk what
theyown in orderto make even
more money.

2. Chance of economicsuccess
Is incentive to entrepreneurs

3. Definitions

-PROFIT: how much better
of a person or businessis aftera
period of time

-PROFIT MOTIVE: the force
that makes people and
businesseswantto earnmore
money.




An essential element in the strategy of any organization
is to minimize business risk to a level that ensures the
security market.

To ensure efficiency and competitiveness, it is required
from the organization to:

© implement a system and a comprehensive approach
to risk management and therefore

@ to identify effective methods for identifying,
analyzing, monitoring and mitigation of risk.




Capral and the Economics of Busiiess

knportance of Capras

Ameasure of performancs

Afctorin compensation/employment
Afactorin stock walue

Determines economics ofransa ions
Limits aze of buanesses




Business

OPERATIONS @ MARKETING Management
. 4
| il
Business While all are unique, they
Management still rely on each other to
@ o run smoothly.
REHS&“IQNCES @ FINANCE

RESEARCH AND
DEVELOPMENT




Qunlily pmd“ﬂlon

Management

Machinery

e Capital:

Capital is a .basic and essential part of every business. No
pPerson can even imagine carrying on business without capital.
In case of shortage of funds, the owners may obtain loan from
their friends, relatives and financial institutions.

6. Employment:

A business is expected to provide the means of livelihooc«
to the members of society. Thus; a business is not only a goo
source of self-employment for its owners but also offers variet
of jobs to other people like agents, transporters and bankers et

.
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a series of dealings. A  sing
r instance, if a stude
it is not a busine

T Regular Transactions:

A business involves
transaction cannot be called business. Fo

sells his book to shopkeeper or to a student,
On the other hand if he regularly purchases and sells books

his spare time, then it will be considered as his business.

8. Creation of Utility:
mic term. It refers t
an satisfy any

Utility is an econo o that character
human need

of a certain commodity, which c
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In business,
: ed for some _ ; - : a sa
tcr;f:;‘;:rgor exchange for price, 1t will not be a business activiyy,
For instance- cooking food for personal consumptan does noe
constitute business. But cooking food and selling it to otherg
for a price becomes busincss.

10. Reasonable Profit:
Income from business is known as Profit
essential for the survival of business. A businessman should
not deceive anyone or misstate the facts to maximize his profirt.
He should charge reasonable prices to cover the costs and eam

consi

and it g

fair margin of profit.
11. Exchange of Ideas:
of different departments exchange their

The experts
views for the smooth working and promotion of business.
Sometimes, the traders and customers also share their ideas for

the growth of business.

12, Creating Customers:
Profits are not created by God or b
- = Yy the forces of nature.
:‘hey an;c from the businessmen’s efforts by satisfying the
ceds and wants of customers. A businessman can eamrmn profits

and keeps it in existence.
13. Inmnowvation:







vaD

LRI R

B8

SELECT  Optees

alcarel

e
N\
S
Er=r Ty
1o 26 3w
4GNI 5&(!. 6”‘0
7% 8w 9%

¥+ 0. #o

NCKIA

KAWL

A Gpeere

g




PRINCIPLES OF COMMERcE

,,//l/

14.  Services of Middlemen:

| Most of the time, agents or middlemen not only help in
makmg contact between buyer and seller, but also assist for the
formation of sale or purchase contracts, The remuneration of
these-agents is called commission.

15. Culture:

The culture and civilization cannot be ignored during the
process of production of goods and services, because 2

customer always considers his cultural and social values in
business dealings.




IMPORTANCE

+ Middlemen are very important players in the market.

» Both the consumers and producers gain immensely from
the roles of middlemen who insures that there is a
seamless flow of goods in the market by matching supply
and demand.

» Middlemen provide feedback to the producers about the
market, thus influencing the decisions made by the
manufacturers.

» Buyers on the other hand ; gain from the services offered
by middlemen, such as promotion and delivery.

+ buyers can get the right quantity they want; as
intermediaries are able to sale in small units.







Thank you. See
you in the next
lesson.




