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Abstract 

   It is an internet based web portal which takes care of the Business related activities that occur in 

between two organizations. The Portal provided the flexibility for different organization to come together 

on to one platform ,and get associated by sharing the required information as per the standardized 

necessities that may arise into regular commercial activities The main feature of this application is to allow 

third party to maintain information regarding different business people by giving specified privileges to 

them, and to allow them to communicate together and involve in specified transactions and also allow 

company to market themselves through proper advertisement of products.. This paper is concerned with 

different product for buyers to buy or sellers to sell. Here there are three types of products first one is 

electronics second one is automobiles and last education. The front-end is used for the paper is J2EE and 

backend is used for paper is oracle[1]. 

1.Introduction   

    The establishment of the alternate channel, 

the business-to-business kind of e-commerce 

refers to a company selling or buying from other 

companies. In our paper here, the company 

communicates with the other companies by 

electronic means.  Since the '80s, organizations 

have been using Electronic Data Interchange EDI 

to conduct business transactions electronically. 

Some of these transactions include 

sending/receiving of orders, invoices and 

shipping notices. EDI is a method of extending 

the organization’s computing power beyond its 

boundaries. But the high cost and maintenance 

of the networks made this method out-of-reach 

for small and medium sized businesses. In 

addition, the system is somewhat inflexible, as 

connecting a new vendor to the network would 

involve huge costs and restructuring[2]. With the 

introduction of the Internet, companies, 

regardless of size, can communicate with each 

other electronically and cheaply. Companies that 

do so use it in several ways[3]. 

 

Any business can start "online" with no physical 

"business" location. As well, an existing physical 

enterprise can expand onto the Internet to reach 

a wider range of resources and clients. B2B has a 

dramatically changed the way businesses can 

communicate. Electronic information exchange 

can potentially save time and money. These 

saving are realized through the reduction in 

business travel, me required to obtain data, and 

faster & more reliable business transactions[4].  

The best aggressively adopt quantitative 

methods to measure and marketing 

technologies to drive these activities as they 

close the gap between marketing and sales. The 

user types the user ID and password and opens 

the main form in that he enters his details to 

know whether he is buyer or seller. This paper is 

concerned with different product for buyers to 

buy or sellers to sell[5]. 

In this B2B transaction, system user act as buyer 

or seller. If we consider seller he has to register 
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and login after that three functions to perform to 

sell a particular product that is inserting a 

product if he doesn’t want delete a particular 

product or updating a particular product. Here 

there are three types of products first one is 

electronics second one is automobiles and last 

education. On the buyer side first he selects any 

one of three products then he searches the 

details of particular product[6].  

The answer is: the technology. The technology 

that underlies B2B e-marketplaces and its 

potential for reinventing business processes are 

relatively new. All of what it can and cannot do is 

not yet clear, nor is it clear what all of its 

capabilities will mean for business transactions. 

What is clear is that B2B electronic marketplaces 

have the potential to generate remarkable 

savings[7]. Such savings can enable businesses to 

operate much more efficiently and to lower 

prices to and provide greater innovation for 

consumers. Antitrust policy takes such savings 

into account, so it is important to understand 

them. This is especially true in those cases where 

savings arise because the new technology 

underlying B2B e-marketplaces can make 

markets more, not less, competitive. For 

example, B2B e-marketplaces may offer one or 

more of several possible price determination 

mechanisms, with countless variations. We will 

briefly address three: catalogs, auctions, and 

exchanges[8].  

     (1) Catalog aggregators, or "met catalogs" 

normalize product data from multiple vendors so 

that buyers can easily compare it. Once on-line, 

the pricing in catalogs can be revised with 

relative ease. Similarly, sellers can customize 

price lists to reflect agreements reached with 

specific buyers [9].  

    (2) Auctions can take many forms. A forward 

auction "let the multiple buyers bid 

competitively for products from individual 

suppliers. 

In forward auctions, prices move up with the 

bidding. A reverse auction let the multiple sellers 

bid competitively to provide product to 

individual buyers. Prices move down.  

   (3) Lastly, an exchange is a "two-sided 

marketplace where buyers and suppliers 

negotiate prices, usually with a bid and ask 

system, and where prices move both up and 

down. 

Each of these systems may make more or less 

business sense, depending on the types of goods 

involved, the nature of the industry, etc[10].   

The one constant is the promise of reduced 

costs.. With the assistance of the business 

community, we plan to use that time for 

continued study, identification of key issues, and 

consideration at an early stage of critical factors 

that may help avoid problems later on. 

 For this type of problems we referred the   

websites and provided in the reference. 

2. Function  

Business support: organizational divisions that 

support the running of the organization. These 

include human resources, finance, and legal. In a 

B2B scenario, the business support areas 

support their own company's interest. 

Business organization: divisions that dictate 

direction and business objectives, including the 

executive committee and the board of directors. 

Their objective is to support the Internet project 

by identifying requirements that need satisfying 

to meet the product objectives. As with business 

support, in a B2B scenario, the business 

organization areas support their own company's 

interest. They are instrumental in developing the 

vision for forming the relationship between B2B 
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companies. It may be necessary to correlate 

these requirements across corporate 

requirements sets if one company requirement 

is dependent on the other. 

Technology: divisions that relate only to the 

technological aspects of supporting the business 

objective. This does not include systems that 

developed as products to be sold. For example, 

Microsoft applications are products developed 

under the community business practice. These 

are external technology products. The sales-

tracking systems, however, fall under the 

technology community. These are internal 

technology products. In a B2B situation, they are 

not only working to connect with different 

systems within their corporate boundaries but 

also are responsible for working jointly with 

other companies to develop the connection to 

the B2B company. A requirement could be 

dependent upon another requirement being 

satisfied by another company. The technology 

community may also need to develop derived 

requirements that will support the other 

company's primary requirements. 

Just to make things more complicated, each of 

the first three communities receives requests to 

build technology products (external or internal). 

In fact, so too will the technology area (for 

example, system software/hardware upgrades). 

Each request needs to satisfy the needs of one, 

two, three, or all four of the communities. 

Here, then, lies the definition of community. 

Community segments the types of deliverables 

according to business organization. Each 

deliverable is specific to meeting the needs of 

the business community. The needs (that is, 

requirements) will continue to evolve and be 

allocated further into the community (corporate 

to division to architectural to product levels) to 

build the deliverable for the business 

community. The evolutionary state within the 

business community can be correlated to 

perspective. 

3.Proposed System 

Due to the increased popularity of the Internet 

and the splendid customer base marketers 

diverted their way of business from traditional 

approach to a more secure and strategic way of 

doing business. As the business is done through 

a web based for this a B2B is introduced for 

intranet communication between the two 

businesses. By the any one can become the seller 

and any can become the buyer of the products 

to become marketed and data exchanged 

between the various users. 

4.Requirement Perspective  

Perspective relates to the evolution of the 

Internet product from idea to the implemented 

solution. Throughout the evolution of 

requirements, they will be further refined and 

specific details will be provided to enable the 

building of the solution. Through each step, a 

level of extraction takes place that eventually 

leads to the specific parts of the whole Internet 

product. A separate deliverable is produced for 

each perspective. Each deliverable takes a step 

toward building the product. Skipping an 

evolutionary step may provide a solution, but 

the solution will be flawed due to the missing 

detail or missing requirement. The solution will 

probably be delayed due to the need to go back 

and get the detail or requirement that should 

have been obtained earlier in the process. The 

final product is built but on incorrect 

information[11]. 

The idea phase (that is, initiating requirement) 

identifies the business community that has the 

primary interest in the product. The idea is then 

allocated to each community to develop the 

initial set of primary requirements (scoping and 

business requirements). Each community has its 
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own perspective. Each perspective evolves the 

community's requirements through its specific 

allocation levels, developing essential details to 

the requirements and developing additional 

requirements (derived requirements) that are 

needed to support the idea. Different individuals 

are responsible for developing the requirements 

for the community and perspective. Each of 

these individuals has a specific point of view as 

to the categories of requirements that need to 

be captured. This specific point of view relates to 

the third requirements set category: 

requirement focus. 

5.Requirement Focus 

Focus looks at each perspective for the 

community from an abstract view of the product 

to be developed. For example, with respect to 

information systems, the focus would be the 

type of system component: interfaces, data, 

process, network, timing, rules, and constraints. 

The role of a specific community is to be 

responsible for creating an end deliverable. 

Through the evolution of requirements, the role 

has a specific, tailored view of the overall 

business idea[12]. The person responsible for 

that focus develops a slice of the product that 

evolves through the same perspectives for the 

community as any other view. 

For data focus,1 the list of entities evolves into 

an entity relationship. This high-level data model 

evolves into a fully attributed business model. 

This model is customized for the technical 

architecture which, in turn, is transformed into a 

data language that runs in production. 

6. Relationships between Categories  

To recap, community refers to the business unit, 

perspective relates to the level of abstract detail 

for the community, and focus pertains to the 

point of view of the community and perspective. 

The combination of community, perspective, 

and focus defines the category. The category is 

represented by a cell in the framework. 

Following a requirements process (and sub 

process) fills the framework. To assist in filling 

the framework, the requirements pattern has 

questions that are tailored to the subject matter 

for each cell or categorizing more widely 

available and used. Well over one third of 

consumers who have Internet access in their 

homes report using the Internet to make 

purchases[13]. 

 Servlets are pure Java objects that 

generate HTML by writing it to a stream. The files 

do not contain any HTML tags; they simply 

contain Java code which write out HTML (as 

strings) to produce the page that is sent to the 

user’s browser. Historically , this used to be the 

only way to generate dynamic content in Java, 

but it is quite painful to develop any large scale 

application with a bunch of servlets running 

around doing println( )  statements. This is why 

Sun invented JSPs in the first place: to compete 

with the ease-of-development of Microsoft’s 

ASP files, which could -- you guessed if -- mix 

HTML tags and code in a single line. JSPs and 

servlets are two different ways to accomplish the 

same goal: generating dynamic HTML pages 

using Java code. One puts Java code in your 

HTML, and puts HTML in your Java code. 

Functionally, they are equivalent. In fact, under 

the covers the compiles it[14,15].  

7. Conclusion 

 The conclusion of this paper if from 

traditional way we moved to online doing 

business. One of the advantage of this paper  

First the business is done with EDI latter it is 

advancing slowly now its comes to leading 

position in market most type of marketing is 

heavily done through this type of B2B ,because it 

is easy way of doing business. Most customers’ 

feels user friendly and they get what they want 
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in small time without putting much effort. By this 

way sales can be increased day by day. It is 

evergreen Business and government can get 

benefit and customers choose their product and 

also several varieties available with minimum 

cost 
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