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Abstract—  

In this period of web, internet business is developing by a wide 
margin keeping the development of blocks and cement organizations 
in the residue. As a rule, blocks and concrete organizations are 
falling back on having a partner which is web or then again web-

based business driven. Individuals in the created world and a 
developing number of individuals in the creating scene presently use 
web-based business sites consistently to make their regular buys. 
Still the multiplication of online business in the immature world isn't 

so extraordinary and there is a ton to longing for. This paper 
diagrams various parts of fostering a web-based business site and 
the ideal answer for the difficulties associated with creating one. It 
comprises of the arranging system, what begins with deciding the 
utilization case, area displaying and compositional example of the 

web application. The whole advancement process is basically 
isolated into two sections: the front-end advancement and the back-
end improvement. The data set plan is additionally examined with 
an accentuation on its social availability. This straightforward 

technique for creating an internet business site can be handily 
reproduced and continued in creating internet business sites in the 
creating and immature nations where figuring assets are scant and   

Keywords—domain modeling; e-commerce; model view 
controller; object-oriented programming; online shop  

I. INTRODUCTION  

Electronic trade or online business alludes to a wide reach   

of online business exercises for items and administrations. 
It is typically connected with internet purchasing and selling 
over the web or going through with any exchange including the 
exchange of proprietorship or privileges to utilize labor and 
products through a PC interceded network. In our eyes we 
consider it to be a new aspect to the shifted utilization of the 
web and our motivation is to make it in vogue in our nation 
where its utilization is especially  

exceptionally low. As a result of the great setting society it 
is very essential to foster trust among individuals intrigued by  

 

 

 

 

 

 

a exchange. Web based business in Bangladesh really began 
in the year of 1999 situated in USA with some noninhabitant 
Bangladeshis. Our proverb is to create an improved online 
business site in our country that ought to be to a great extent 
acknowledged by the clients.  

The quick improvement of the Web gives a decent climate 
for the use of electronic business. B2C online business is 
growing quickly in China, which extraordinarily works with 
individuals' shopping. Simultaneously, individuals' utilization 
conduct and idea have likewise changed extraordinarily, an 
ever increasing number of shoppers seek after customized 
utilization. Under this foundation, Alibaba has been effectively 
advancing C2B online business applications as ahead of 
schedule as 2008, and considered C2B as the eventual fate of 
internet business. As a rule, C2B is a purchaser to-business 
internet business application model. The primary C2B internet 
business application started from the client self-estimating 
(Name your own value) arrangement of the Priceline travel 
administration site, which was established in 1998. Also, the 
idea of C2B was officially presented at the yearly gathering of 
web based business in Los Angeles, USA, in 2006. In any case, 
as of now, the exploration on C2B application has not framed a 
definitive brought together definition. The majority of the 
connected exploration is in the hypothetical stage, and the 
particular utilization of C2B in related fields is still in its earliest 
stages, and there are applied errors what's more, application 
bottlenecks to the C2B. Based on important writing research, 
this paper brushes the idea of C2B, talks about the fundamental 
implication of C2B web based business, breaks down the 
intellectual misconception of C2B idea, and examines the 
fundamental bottlenecks that may exist in the utilization of 
C2B. At long last, the arrangement methodology of C2B 
application bottleneck and the future pattern of C2Bapplication 
are examined.  

II. LITERURE SURVEY  

Since the presentation of the C2B idea in Priceline 2006, C2B 
has gotten broad consideration from business and the scholarly 
world. Toward the start of C2B idea, a few scientists accept 
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that C2B is just a B2C subordinate item, that is, C2B is an 
enhancement to the B2C. Tooth Xingdong trusted that C2B is 
as yet a B2C class basically, and the C2B mode is really a 
gathering buy, which is a method for advancement, and there 
is no crucial contrast [1]. Zhu Haoyi brought up that C2B is 
certainly not another model, yet a revisitation of the 
development of little studios before the modern age, just a 

change in the correspondence mode [2]. Li Guanyi accepted 
that C2B meet the normal necessities in the method of brought 
together buying on the premise of guaranteeing productivity is 
B2C overhaul and supplement [3]. As indicated by Yuan 
Limei, the way to C2B lies in the converse deals method of 
clients, that is, clients sell their own items to ventures, which 
is just an adjustment of the personality of the two players to the 
exchange [4]. In any case, more researchers accept that C2B is 

a re-visitation of the quintessence of business and showed C2B 
applications from different points. Dai Guoliang called 
attention to that the genuine C2B model is the main shopper 
interest, then, at that point, the development of ventures, the 
request is exceptionally basic, purchaser drive is the most 
noticeable element of C2B [5]. As indicated by Wang Hui, the 
center of C2B is to shape a solid buying bunch by 
conglomerating an enormous number of individual buyers [6]. 
Zhang Ya et al accepted that the way to C2B is to total an 

enormous number of customers and straightforwardly face 
producers to deal all in all, to acquire a value advantage [7]. 
Zhu Yan trusted that customers and ventures in the C2B 
communication, through the value game, accomplish the limit 
of customer excess and maker excess, asset allotment to the 
ideal state, accordingly further developing social welfare [8]. 
Guan Weiwei et al. made obviously C2B is neither a gathering 
buy and nor a B2C supplement, yet a more effective internet 
business model [9]. Xianyu Zhang, et al. proposed a reference   
model of customized customization dependent on C2B in   

  
fabricating industry [10]. According to the perspective of the 
above research writing, we can see that there are still a  

few contrasts in the comprehension of C2B in the scholarly 
circles as of now. We unequivocally concur with Dai Guoliang 
that buyer driven is the most notable element of C2B[5], C2B 

is purchaser driven web based business.  

III. CONCLUSION  

C2B is the fate of web based business applications. B2C 
customary web based business applications have become 
progressively incapable to meet the customized needs of 
buyers. This paper examines the use of C2B online 

business from three perspectives: C2B undertone and idea 
misconception, C2B stage and application bottleneck, and 
C2B application system and prospect. Despite the fact that 
C2B application is as yet in its earliest stages, the eventual 
fate of online business should be buyer driven C2B internet 
business. We accept that there will be more third party 
internet business stages will  
move from B2C applications to   
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