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Abstract  

Electronic business in general and electronic-contracting in particular are rapidly gaining 

global attraction. Business over Internet provides major cost savings, enhances efficiency and 

increases productivity. Iran faces major traditional and cultural barriers adapting e-way of doing 

business. This is mainly due to bazaar (traditional market) mentality of doing business which is 

heavily based on personal trust, historical credits and highly conservative business practices. In this 

thesis barriers and enablers for adoption of e-contracting in B2B market in Iran are identified and 

discussed.  
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Chapter 1 – Introduction 

1.1. Problem Statement 

Iran, like many developing countries, is going through major modernization. 

Internet infrastructures are rapidly becoming a part of business communication and 

exchange of information. One can also observe modern business practices and new 

paradigms being continuously enforced through engagement in heavy international 

trades. Iran also faces a general cultural challenge in doing business. 

The true nature of Iran’s unreliable business environment has always been a headache 

for managers and policy makers across organizations. Companies are confronted with 

a new wave of internationalization and the need for internationally accepted 

utilization of the Internet is felt within organizations more than ever. Iran needs to 

adapt business to business international Internet activities and find a model to change 

its traditional business practices in its modern economy.  

E-contracts for these business interactions can be defined based on standard contract 

templates, so that the effort in development and support of the contract’s whole 

lifecycle such as negotiation, enactment and enforcement can be streamlined and 

reused. An important role that e-contracting plays for B2B markets is the structuring 

of the contract content and its machine interpretability, which allows automation of 

contract enactment to be achieved, and also create integrated policy package for e-

contracting between different parties. The aim of this thesis is to identify what 

aspects of contracting can be improved and therefore recognizing a certain set of 

factors which affect the process of e-contracting for B-to-B relationship efforts as 

barriers/enablers. Hence, we can define the research problem as follows: 

“How can the feasibility of e-contracting in Iranian B2B markets be characterized?” 
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1.2. Significance and Objective of the Research 

Nowadays, flexible electronic cooperation paradigms are required for core 

business processes to meet the speed and flexibility requirements dictated by fast 

changing markets. The business relationship should be established in an automated 

electronic way in order to match the speed and flexibility requirements. As such, it 

should be considerably more effective and more efficient than traditional contracting. 

However, in the modern dynamic business settings, an e-contracting system has to 

support high automation of the e-contract establishment, enactment, and 

management. 

For the implementation of e-contracting in practice, an integral understanding of the 

contracting field must be established.  This work aims at exploring and finding out 

enablers and barriers for adopting e-contracting in Iranian B2B markets. 

Also, another significance of this these is that, analyzing e-contract is not related to 

internal problem of IRAN and if it is needed to be analyzed, we do modeling with 

attention to international trade discussion.  

 

1.3. Research Questions  

 Bazaar mentality and way of doing business needs to be replaced by a model 

fitting Iranian culture while adapting modern means of trading and performing 

business. E-contracting is a must for Iran modern market. For Iranian B2B markets, a 

model and a platform need to be developed to address the cultural barriers. Therefore 

the feasibility can be characterized by identifying “Barriers” and “Enablers” and 

define two research questions as follows: 

1. “What are the Barriers for adoption of e-contracting in Iranian B2B markets?” 

2. “What are the Enablers for adoption of e-contracting in Iranian B2B markets?” 
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1.4. Definitions 

1.4.1. Contract 

People have been exchanging values and services or have been trading goods 

and commodities since the very beginning of human history. Generally each multi 

party transaction is covered by an agreement. Contract is a legally binding agreement 

enforceable by local or international law that describes the terms and conditions of a 

business transaction between two or more parties [Reinecke.1989  [18]]. A contract 

between the exchanging sides acts as a solution that specifies the rights, obligations 

and responsibilities of the participants and assures and increases mutual trust. 

Furthermore, a well written contract removes ambiguities, avoids misunderstandings 

and allows participants to focus on business execution based on trust and mutual 

respect. A contract often becomes the instrument and the means to structure and 

organize timely exchange of values and services [Angelov S. Till S. and Grefen P., 

2005  [6]]. 

 

1.4.2. Paper contract 

Traditionally, terms and conditions of an agreement are created through a 

paper based contract mutually signed and agreed by benefiting parties. Parties need to 

meet face to face and in person to go through a lengthy negotiation process. In 

current business environment, expediting contract negotiation process, minimizing 

labor effort, legal and traveling cost is a must [Samuil Angelov.2004  [4]]. Many 

transactions are performed internationally or from long distances and across borders. 

It is essential to adapt means of reaching an agreement without geographical 

boundaries shortening time to execution and enhancing the quality of a contract. 

Modern information technology provides a platform to facilitate and enhance contract 

negotiation versus traditional paper contracts that in many cases has become an 
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inefficient and ineffective instrument for legal protection of companies [Grefen 

P.2004 [4]].  

 

1.4.3. E-Contracting 

  The Internet and its ever increasing sub communities are becoming a global 

common platform where organizations and individuals communicate with each other 

to carry out various commercial activities and to provide value added services. 

Internet became the backbone for the exchange of messages between organizations. 

Thus, electronic commerce over Internet became a low cost undertaking. 

Furthermore, with its technological flexibility and extensibility, Internet allowed a 

wide range of applications and standards to be developed and widely used over it. 

This set of factors allowed companies to trade over Internet on a wide scale, in an 

efficient and effective manner, benefiting from the newly emerging technological and 

business paradigms [Samuil Angelov.2006  [2]]. 

For the support of contract establishment and enactment in a dynamic and automated 

business environment, automated handling of contracts, electronic contracting or e-

contracting is required. E-contracting is a contract in an electronic format. 

Furthermore, it is the computerized facilitation of a contract in a cross organizational 

business process. Electronic contracting aims at using information technologies to 

significantly improve the efficiency and effectiveness of paper contracting 

[Nabil.1996  [14]]. E-contracting allows companies to support the newly emerging 

business paradigms while still being legally protected. For each e-contract, the whole 

lifecycle of electronic contractual activities involves not only contract enactment and 

contract enforcement, but also pre-contract activities, such as exchanging business 

information and contract negotiation [Angelov S. and Grefen P., 2004  [5]]. Electronic 

contracting improves the efficiency and effectiveness of the contracting process and 
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provides new opportunities for the contracting parties enabled by content and 

information available through Internet. 

 

1.5. Structure of the thesis 

The rest of the manuscript is organized as follows: Chapter 2 presents an 

overview of the existing research work and standardization efforts in the area of e-

contracting. Chapter 3 presents the frame of reference including the main e-

contracting concepts and the relations between these concepts. The adopted model is 

named the “4W framework”. Chapter 4 describes the research methodology that was 

adopted to collect the data for this research. In Chapter 5, three business cases are 

presented. The first case is an investment banking executive in regard to providing 

financing to business people involved in international trades. The second case is a 

large merchandiser and import/export specialist. And the last case is a young 

entrepreneur in charge of a small start-up company. We evaluated the behavior and 

risk taking levels while observing the level of involvement with Internet. This 

included email and contract negotiation and exchange of e-contracts.  Chapter 6 

analyzes the collection of data according to the three interviews in the previous 

chapter. In “within case analysis”, each case is analyzed separately. Then in “cross 

case analysis”, we discuss the obtained results. Finally, chapter 7 is dedicated to the 

conclusions of this work.  
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Chapter 2: literature overview 

In this section we provide an overview of existing research and documents 

available in the literature about e-contracting. We attempt to cover the prior research 

in following categories: 

 

2.1. E-Contract 

An electronic contract (e-contract) is an agreement created, drafted and signed 

in electronic form without using any paper or other hard copies [Richard 

Stim.2004 [23]]. It is a contractual agreement, represented as digital information and 

signed with the electronic or digital signatures of the participating parties [Daniel 

Burgwinkel.2005 [7]]. A typical e-contracting system is a web based software 

application used to conduct agreement between business parties and/or individuals. 

 

2.2. Web Technology  

There are currently no specific tools designed for e-contracting. Online 

collaborative platforms such as Aconex [Aconex Australasia.2006 [1]], Constructware 

[Autodesk Constructware.2006 [29]], Causeway [Autodesk Constructware.2006 [30]], 

are emerging as the principal systems for document management in the architecture 

and construction sector. Such systems could potentially be used for e-contracting. 
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2.3. Benefits of e-contracting 

Automation of contracting process using Internet offers major benefits to all 

participants [Samuil Angelov, 2005 [6]]: 

 Improved productivity and compliance 

 Enhanced security  

 Effective aggregated contract information 

 Speed up of the contract life cycle process 

 Reduction in contractual errors and risk 

 Profit optimization 

 

2.4. E-Contracting process 

In [Till S, 2005 [6]], the authors has divided e-contracting process into three 

phases: 

2.4.1. E-contract formation.  

The following steps take place during the formation of e-contracts. 

1) Information. General contract preparations are made, information for 

a request or offer of services is provided and contracting parties are 

identified. 

2) Pre-contract. Preparatory contracting process is performed where 

several contract negotiations are administered and managed. 
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3) Contract Negotiation. Contract negotiations are performed, 

preliminary agreements are made regulating the steps on the proceedings 

of negotiations and a draft agreement serving as an example of the final 

contract is established. 

4) Enactment. The contract is finalized and work can commence or 

goods shipped. The enactment process is executed with signatures of all 

the participating parties. 

2.4.2. E-contract management.  

Contracting parties may have to apply changes to the e-contracts signed in the 

enactment phase. The e-contracting management system incorporates any 

variations (updates) of the e-contracts formed among the contracting parties. 
 

2.4.3. E-contract archiving.  

The finalized e-contracts along with other related contractual communications 

among the business parties are archived for future evidential purposes. 

 

2.5. International Convention 

  On November 23rd 2005 the United Nations General Assembly adopted a new 

Convention on the Use of Electronic Communications in International Contracts 

[United Nations. 2005 [26]]. The Convention on e-contracting is the most important 

and long awaited development in international electronic commerce law. Polanski 

[Paul Przemyslaw Polanski, 2006  [17]] analyses the most important provisions of this 

Convention and its potential impact on global electronic commerce. The new 

Convention aims to enhance legal certainty and commercial predictability of 

international contracts where electronic forms of communication are used. Being 

primarily concerned with the formation of electronic contracts, it recognizes the value 
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of electronic communications and modernizes the terminology of older conventions 

to embrace the impact of digital technologies. Another advantage of the Convention 

is its broad scope of application as it goes beyond sale of goods and covers trade in 

services and information. It also confirms widely recognized principles such as that 

of functional equivalency or irrelevancy of the geographical location of information 

systems. 

However, it also has certain shortcomings. It does not deal with important areas of 

electronic commerce such as B2B e-commerce. Furthermore, many provisions are of 

general nature and hence may actually introduce more legal uncertainty than 

predictability. In addition, the Convention is not binding yet. The knowledge of 

potential pros and cons of the Convention can become very useful for any 

businessmen engaged in global electronic commerce. 

 

2.6. Methods to execute an e-contract 

Exchange of text documents using electronic communications such as email 

where a party which issues the contract, writes the contract on his/her computer and 

emails it to the second party by typing the name and the second party emails it back 

to the first party with the name indicating the acceptance of the contract. A name 

typed in the email is considered as an electronic signature. While electronic 

signatures describe signatures incorporated in a document by cryptographic or non 

cryptographic means, digital signatures specifically describe signatures based on 

cryptographic techniques [Kendall Freeman.2005 [10]]. The text documents that form 

the basis of an e-contract may be written in XML, a markup language for documents 

containing structured information. Structured information contains both content and 

some indication of what role that content plays. One advantage of forming contracts 

using XML is that contracts can be processed using machines and contracts can be 
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imported into contract management and negotiation tools and achieving better 

specifications of the contract using industry specific XML vocabularies [Norman 

Walsh.1998  [15]]. 

An e-contract may be in the form of a “click to agree” contract. The terms and 

conditions of the contract are displayed on one party's website and the other party 

agrees to the contract by clicking an “I agree” button on the website accepting the 

relevant terms and conditions. Conceptual system architectures support either part of 

or the complete e-contracting life cycle process. For example, the multiple signing 

using digital signatures and dynamic update conceptual architectures described by 

Angelov et al [Samuil Angelov, 2005 [6]] to manage the e-contract updates. 

Generally, when contracting parties decide upon a particular method to execute e-

contract life cycle, their decision is influenced by the nature and importance of the 

relevant e-contract. 

For e-contracts of strategic importance or of high economic value, parties may wish 

to utilize appropriate mechanisms to achieve the security of relevant documentation. 

 

2.7. Security in E-Contracting 

  Any system used to perform the e-contracting process must ensure that the 

whole process is secure. The security requirements specifically for the e-contracting 

process have not been closely examined in the literature to date though the security 

requirements of other business processes such as e-commerce and e-business have 

been explored [Konstantin Knorr, 2001 [12]]. 

Praveen [Praveen Gauravaram, 2007 [16]] has proposed a two party e-contracting 

system architecture which uses cryptographic tools to ensure that given security goals 
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are achieved for e-contracting documents during contract formation, management and 

archiving.  

The security goals of an e-contracting system are outlined below [Susanne R 

2004 [24]]: 

2.7.1. Confidentiality  

Confidentiality ensures protection of e-contracts and other 

communications from unauthorized disclosure in the e-contracting system. The 

contracting parties may not want to disclose the documents in every stage of the 

e-contracting life cycle to unauthorized parties. This condition depends on the 

agreement undertaken among the contracting parties before the start of the e-

contracting process and on the type of business undertaken by the parties. 

2.7.2. Integrity 

Integrity ensures that contractual documents exchanged among the 

contracting parties or stored in the e-contracting system at any point of time are 

not duplicated, modified or deleted. The contracting parties aim for secure 

storage or transmission of all the contracting documents and messages in every 

stage of the e-contracting life cycle. 

2.7.3. Authenticity  

Authenticity ensures that the parties involved in e-contracting are 

exactly who they claim to be. The contracting partners must authenticate 

themselves to the e-contracting system and their credentials need to be recorded 

and maintained throughout the period of e-contracting. 
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2.7.4. Non-repudiation  

Non-repudiation ensures that contracting parties are prevented from 

denying having performed actions such as denying an established contract and 

denial of sending or receiving any messages. 

2.7.5. Availability 

Availability ensures that e-contracting systems and contractual data are 

available to the authorized personnel during the period of contract life cycle. 

2.7.6. Proof of agreement  

Proof of agreement ensures every action of the contracting parties in the 

e-contracting system throughout the period of its usage is considered as a proof 

to which they have agreed. 

2.7.7. Proof of existence  

Proof of existence assures the existence of contractual documents in the 

e-contracting system or documents communicated via the Internet at a point of 

time. It is assumed that all messages are transmitted over a secured channel or 

similar mechanism which provides confidentiality between the two parties. The 

main emphasis of the security is on providing integrity, authenticity and proof of 

agreement. 
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2.8. Barriers of e-contracting 

 Some general problems facing SMEs in e-Business in Europe [UNINOVA. 

2004 [25] 0] are summarized below: 

2.8.1. Social/Cultural issues 

 Language is a major barrier, leading to reluctance to offer services in 

other countries. 

 There is a significant lack of trust and confidence, for example, not 

believing that an Internet order will be fulfilled. 

 Organizations are not aware of/do not care or dare to extend business 

across borders. They find it easier and more secure trading within 

their legal environment. 

2.8.2. Technical issues 

 There is a lack of standard tools for the electronic exchange of 

services and knowledge. 

 There is a recognized need to establish normative processes for 

information access and exchange and for internationally agreed 

service-oriented architectures. 

 Appropriate skills are available, but are not being adopted into 

business models.  

 E-Business is ready at the component level, but the system level is 

missing. 
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2.8.3. Risk issues [Samuil Angelov.2004 [4]]  

 External: The introduction of e-contracting as a new technology in a 

company creates new risks. These risks can have external focus, 

(called competitive strategy risks), e.g., political, business, legal, 

standardization risks. 

 Internal: Internal focus (called organizational strategy risks), e.g., 

business restructuring risks, security risks.  

Examples for general risks from the implementation of e-contracting are the 

ill-defined (or completely missing) legislative framework for e-contracting in 

many countries, the costs for the development and implementation of an e-

contracting system, the risks related to the organizational restructuring caused 

by the employment of e-contracting. 

 

Globally, we can summarize the major barriers for SMEs in e-Business as: 

 Lack of affordable, easy to use, and standard e-Business infrastructure 

 Few solutions tailored to the needs of specific sectors and regions 

 Lack of solutions ‘speaking’ to others (i.e. interoperability) 

 Lack of trust and confidence 

 Lack of necessary knowledge and skills  

 Lack of legal and regulatory support. 
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2.9. Enablers of e-contracting 

Samuil Angelov [Samuil Angelov.2004 [4]] summarized some general enablers 

as follows:  

2.9.1. Quality 

Improving the quality of the contract content is an issue that is addressed 

by e-contracting. The contract content quality can be improved by checking for 

consistency of the contract terms, and by providing support for the creation of 

contract clauses. This can be of help especially in the cases of complex 

contracts, containing large number of contract clauses and product/service 

details. 

2.9.2. Cycle time 

The cycle time subcategory is related to the decrease of time for 

performance of complete or part of cycle of product/service innovation, 

production and delivery that can be achieved by the use of information 

technologies. Goldman Sachs estimates the average time to create and negotiate 

a contract to be 15 weeks [Dicarta, 2002 [8]]. Clearly, such a time period 

increases the life cycle significantly and can be too long in business situations 

that require fast contract establishment. Automation provided by e-contracting 

allows the time required for contract establishment to be decreased and thus to 

reduce the cycle time in a company. 

2.9.3. Agility 

 The lack of agility in the contracting process can prevent companies 

from entering into trading relations, in traditional paper contracting. E-

contracting can eliminate or reduce the synchronization requirements during 
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contracting processes. This improvement introduced by the information 

technologies leads to improved agility of companies in the contracting process 

and thus to improved flexibility in their business relations. 

2.9.4. Cost [F. Griffel [9]] 

 The contracting process induces high transaction costs. Usually these 

costs occur as labor costs within the organization or as costs for third party 

assistance. Griffel assume a share of transaction costs which could be 

considerably reduced by using electronic contracts if a proper balance of 

automation, standardization, business organization and legal regulation is 

achieved. 

 

2.10. Concept Definition of the Research Questions 

 We have broken down our research problem described in chapter 1 into two 

main research questions from which we derive now the following sub- questions: 

1. What are the Barriers for adoption of e-contracting in Iranian B2B markets? 

a. What cultural barriers can impact on e-contracting in Iranian B2B 

markets? 

b. What technology related barriers exist in e-contracting in Iranian B2B 

markets? 

c. What are the risks that could represent barriers in e-contracting in 

Iranian B2B markets? 
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2. What are the Enablers for adoption of e-contracting in Iranian B2B markets? 

a. Can cycle time reduction be considered as enabler of e-contracting in 

Iranian B2B markets? 

b. Can quality improvement be considered as enablers of e-contracting in 

Iranian B2B markets? 

 

We will focus on recognizing Iranian business specifics, studying modern business 

practices in B2B segment and therefore focus on characteristics of barriers and 

enablers to find the characteristic of feasibility for e-contracting.  
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Chapter 3 – Frame of Reference 

In the previous chapter we provided an overview of existing research available 

in the literature about e-contracting. In this chapter we try to develop research 

questions and propose an appropriate model. 

 

3.1. Research Questions 

 

1. What are the Barriers for adoption of e-contracting in Iranian B2B 

markets? 

a. What cultural barriers can impact on e-contracting in Iranian B2B markets? 

b. What technology related barriers exist in e-contracting in Iranian B2B markets? 

c. What are the risks that could represent barriers in e-contracting in Iranian B2B 

markets? 

Based on the literature review and on the sub-questions, we survey in what follows 

some variables which can be considered as barriers:    

Social/Cultural: In our study of the traditional way of doing business in Iran (bazaar 

mentality), we have observed its deep impact on broad range of markets. It is 

characterized by the following elements: [Refer to page 48 of this thesis] 

 It is  highly conservative and  avoids risk at almost any cost 

 It is primarily based on personal trust and historical relationship 

 It is credit based established in years of doing business 



Ensieh Farkhondeh pay 

 

 24 

Traditional economy has been mainly focused on merchandising and exchange of 

commodities. Bazaar has major influence on circulation of cash through banking 

system thus affecting the business culture in general. Entrepreneurship and risk 

taking is hardly visible. This culture is completely foreign to e-business let alone e-

contracting. One might ask whether Iran will ever utilize e-business with such a 

conservative business culture. 

 

Technical/Risk: Although Iran is known for its oil industry, it is one of the major 

sources of distinguished entrepreneurs, scholars and innovators in the world. New 

industries and services are being created inside the country while major trades are 

taking place on a global basis. Internet is rapidly becoming a way of life with young 

generation being the major users and participating actively in Internet based services. 

However, in Iran there is a lack of standard tools for the electronic exchange and a 

lack of appropriate skill to being adopted into business model. It is essential to solve 

this problem. These are the basic reasons which E-contracting will be enforced 

(Though exists some technical and/or risk issue as barriers): 

 Wide range of international trade with many different countries and 

businesses (in spite of external and internal risk) 

 Ever growing young entrepreneurs willing to take more risks and 

entering new markets (in spite of external and internal risk) 

 Familiarity with Internet and Internet services and exposures to other 

cultures (in spite of technical risk) 

 Creation of new industries and services demanding new business models 

and paradigms (in spite of technical / risk) 
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2. What are the Enablers for adoption of e-contracting in Iranian B2B 

markets?  

a. Can cycle time reduction be considered as enablers of e-contracting in Iranian 

B2B markets? 

b. Can quality improvement be considered as enablers of e-contracting in Iranian 

B2B markets? 

Based on the literature review and on the sub-questions, we survey in what follows 

some variable which can be considered as enablers:    

Quality/Trust: The biggest issue is in getting people to trust electronic business and 

contracting over Internet. Fortunately, Internet and advancement in computation can 

serve this purpose. As mentioned before, the contract content quality can be 

improved by checking for consistency of the contract terms, and by providing support 

for the creation of contract clauses. We can propose association of multimedia clips 

to any document as well as the usage of voice-over-IP or video conferencing as 

means of initial negotiation. Also, the creation of a database possibly established and 

managed by globally recognized firms such as price Waterhouse. Parties can check 

the background and get a sense of trust about each other using these recognized data 

banks. 

 

Agility/Cycle time: After an e-contract is signed the biggest issue is how to assure 

proper and timely execution of a contract. Perhaps a general form that can eventually 

be customized and tailored to specific needs using a simple artificial intelligence 

technology. In this part, an online tracking and monitoring system to execute an 

agreement will be sufficient, and therefore, parties can monitor progress with real and 

observable milestones and deliverables. Hence, this allows the time required for 

contract establishment to be decreased and thus the reduction of the cycle time. It 
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also eliminates or reduces the synchronization requirements during contracting 

processes, which improve agility of companies in the contracting process and thus 

provides them more flexibility in their business relations. 

 

3.2. The model (Framework) 

  In order to characterize the feasibility of an e-contracting system in Iran, a 

framework is required that describes the enablers and barriers of such a system. In 

this work we propose a framework based on a qualitative cultural study.  

This framework consists of 4W e-contracting framework the Who, Where, What, and 

How concepts. These four general concepts are decomposed as follows [Angelov, S., 

Grefen, P . 2001 [3]]: 

 “The Who” concept is decomposed into party, mediator, and sub contractor 

concepts. 

 “The Where” concept is decomposed into business, legal, and geographical 

context concepts. 

 “The What” concept is decomposed into the product, service, financial 

reward, and exchange description concepts. 

 “The How” concept is decomposed into the contracting phase (information, 

pre-contracting, contracting, and enactment), contract representation, contract 

structure, communication, security, and standard concepts.  

Based on these four concepts, we used case study. We interviewed 3 persons having 

different business positions and we observed them in action. The interview included 

questions about interviewee’s job function, willingness to take risk, familiarity with 

the Internet and e-commerce, means to negotiate and reach an agreement and other 

related questions. 
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Case number one is about an investment banking executive. He was interviewed in 

regard to providing financing to a small business. We evaluated the behavior and risk 

taking levels while observing the level of involvement with the Internet. This 

included email and contract negotiation and exchange of e-contracts. 

Case number two is about a large merchandiser and import/export specialist. He was 

asked questions about his level of interest in e-contracting. 

Case number three is about a young entrepreneur involved in starting a consumer 

electronic trade and assembly entity.  
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Chapter 4 – Methodology 

The purpose of this chapter is to describe the research methodology that was 

adopted to gather the data for this research. This chapter presents the procedure of the 

research; describing its purpose, its approach, the sample selection, the data and its 

collection procedure. We also discuss the efforts made in order to ensure the quality 

of this study.   

 

4.1. Research Purpose 

An exploratory research is useful when the problem area is difficult to limit. 

The perception of which model to use is different and it is difficult to view what 

characteristics and relations are important. In an exploratory study, it is common to 

use many different sources to gather as much information about a specific subject as 

possible. Exploratory studies are less significant because they are not intended to be 

generalisable to a population [Sekaran, U. 2003 [22]]. 

It is appropriate to conduct descriptive research in instances when a problem is 

clearly structured and the intention of the study is not to conduct research about 

factors related to causes and symptoms [Sekaran, U. 2003 [20]]. The researcher 

conducting the descriptive study possesses good knowledge of a market problem or 

market situation but lacks an updated and clear picture of its status. 

It has been stated that the aim of this research is to investigate how feasibility of e-

contracting can be characterized for B2B organizations in Iran. This research area is 

to a large extent unexplored, and given the newness of the technology involved it is 

not surprising that a search of the literature has provided limited results. So, the 

research will contain some descriptive element and some exploratory element. 
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4.2. Research Approach 

Qualitative data is presented in words, text, symbols and actions. A qualitative 

study aims to gain an understanding of a certain phenomenon’s holistic view rather 

than merely understanding its separate parts. Studies that are of qualitative nature 

generate conceptual descriptions of reality in text and models, which aims to 

illustrate emerged connections. Qualitative data is used to construct theories, 

theoretical hypotheses or practical working hypotheses. [Hussey, J. 1997 [13]]  

Also, research approach can be Deductive or Inductive. In Inductive approach one 

collects data and develops theory as a result of data analysis. In deductive approach 

we develop a theory and design a research strategy to test the theory. [Saunders, M. 

2007 [20]]. 

As mentioned before, our ultimate objective is to find characteristics of barriers and 

enablers and based on that find characteristics of feasibility to establish a 

comprehensive e-contracting service for B2B market in Iran. We have decided to use 

a qualitative approach. It is also somehow a Deductive approach because the aim of 

this work is to test the theory, which means see if e-contracting applies or not, and 

test the theory in specific situation. 

 

4.3. Research Strategy 

According to Yin [Yin, 1994 [27]], case studies are the preferred strategy when 

“how” or “why” questions are being posed, when the investigator has little control 

over events, and when the focus is on a contemporary phenomenon within some real 

life context. Case study can involve a single or a multiple case study. A single case 

study makes an in depth investigation regarding only one organization or decision. 

When two or more organizations are investigated, it is called a multiple case study, 
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which gives the opportunity to compare studies in a cross case analysis, so that a 

higher level of understanding can be reached.   

 

4.4. Sampling data 

Probability sampling method is commonly associated with survey based 

research. A researcher has to make a sample inference from a segment of population 

to answer the research question [Samuel et.al, 2003 [19]]. 

In non-probability sampling method the samples are not necessarily made with the 

aim of being statistically representative of the population. Researcher uses the 

subjective methods such as personal experience, convenience, expert judgment etc. to 

select elements in the sample [Samuel et.al, 2003  [23]]. 

In this research we use a non-probability method. Samples will be representation of 

different groups of our targeted population which here is business people so it is 

Quota samples. 

 

4.5. Data Collection 

There are two principal methods of obtaining data from respondents - 

communication and observation. Communication requires the respondent to actively 

provide data through verbal response, while observation requires the recording of the 

respondent’s passive behavior [Kinnear & Taylor, 1996 [11]] 

The data collection methods used in communicating with respondents are personal 

interviews, telephone interviews, and mail questionnaires. The main advantage of 

personal interview is its versatility, meaning it has an ability to collect data and 

information on a wide range of requirements. On the other hand, the main limitations 
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of the method are the respondent’s unwillingness or inability to provide data, and the 

risk of questioning process being non-influential. For instance, the respondents may 

bias their responses in order to give a socially acceptable answer or to please the 

interviewer. [Kinnear & Taylor, 1996  [11]] 

Interviews are ideal when in-depth information is preferred and it allows flexibility 

and closeness to the respondents, which is important when conducting qualitative 

studies. An interview is a two-way conversation which gives the interviewer the 

possibility to actively participate in the interview [Yin, 1994  [25]]. The fastest way to 

collect data is usually through telephone interviews. The time spent on traveling 

when conducting personal interviews makes this method slower, and the speed of 

mail questionnaires is difficult to influence. However, personal interviews have an 

advantage over telephone interviews in that they give the interviewer the confidence 

of face-to-face interactions [Yin, 1994  [25]]. 

The interviews were conducted using a focused, or semi-structured approach, i.e. the 

interview guide [see the appendix] functioned as a list of questions to ask; however, 

the order in which the questions were asked varied between the interviews depending 

on the respondent’s answer. The questions were open-ended in order to give the 

respondent the opportunity to freely elaborate on their answers. Additional questions 

were asked whenever the given answers were not comprehensive. 
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4.6. Data Analysis 

Research that is of qualitative nature mainly focuses on variables that can be 

analyzed. In this paper the analysis focuses on determining, measuring and 

discovering between different variables. Studies that are of qualitative nature like this 

work generate conceptual descriptions of reality in text and models, which aim to 

connections that have emerged. 

 

4.7. Reliability 

The reliability concept demonstrates that the procedures of a study such as the 

data collection procedures can be repeated with the same results [Saunders M., Lewis 

P., Thornhill, A., 2000 [21]]. The researcher or anybody else can repeat the study and 

obtain the exact same result of the research. 

 

4.8. Validity 

The validity concept involves the degree to which the researcher has succeeded 

in measuring what was initially intended to be measured [Zikmund, W, 2000  [28]]. 

There are three tactics available to increase construct validity, which have been 

considered in this work. The first one is to use multiple sources of evidence during 

data collection; the second is to establish a chain of evidences also during data 

collection such as using the interview guide, and the third is to have a voice recorder 

in order to save the evidences which prove the validity of data for further uses. 
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4.9. Limitation of the research 

One of the effective limitations which we encountered was a lack of references 

about the e-contracting in Iran and the way of its adoption. The reason is that 

adoption of e-contracting in Iran is such a new affair. It has gradually been 

implemented in few businesses in Iran.  
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Chapter 5: Data Presentation 

Our objective is to characterize the feasibility of e-contracting service for B2B 

market in Iran and similar countries i.e. to identify the barriers and enablers for the 

adoption of e-contracting. First, we take a qualitative approach by using case study 

and interviewing business people with diverse backgrounds and observing their daily 

careers when it comes to negotiation, trades and development of paper based 

contracts (traditional paper contracts). 

 

We have asked questions in different format to provide an insight to the following 

topics: 

1) General description of the business. We gather basic information about type of 

business and structure of business. 

 

2) Position and activities of the business person creating detailed description of 

activities and responsibilities of the person. 
 

3) Description of trades and exchange of goods including history and values of 

trades. 

 

4) Level of risk which the person is willing to take, both financial and executing 

 

5) Level of involvement in negotiation which involves exchanging values and money 
 

6) Means of negotiation and contract development 

 



Identifying Barriers and Enablers for Adoption of E-Contracting in B2B market in Iran 

 

 

 35 

We focus on the history of contract development and how deals are constructed. 

7) Being familiar with computer and Internet 

 

8) Insight into other people involved in similar activities 

 

9) Being familiar with doing business via e-mail and e-commerce 

 

10) Readiness and willingness for getting engaged in e-business 

 

11) Being interested in business affairs via video conference 

 

12) Being familiar with (NDA) Non-Disclosure-Agreement and  

(M.O.U) Memorandum-Of-Understanding 

 

13) How we can make trust if the person becomes involved in e-business 

 

We believe that through a detailed study of these data, we can develop a 

comprehensive conclusion about the barriers and enablers of formalizing e-

contracting in Iran. We have selected a case study based on the three following 

situations: 
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5.1. Case Number one:  

Title: Executive Manager of Bank: 

History: He is involved in providing business loan and conventional financing to 

business people involved in international trades. This person is exposed to many 

business deals and provides insight into people`s mind who are doing business 

affairs with other countries. He is the executive manager in charge of business 

loans. According to the values of trade and goods exchange, we can say that it has 

such an impressive effect into various activities of people involved in trade. 

Interview context: This case might be the best way of gathering general data with 

only one interview. 

1. Level of risk (both financial and executing): (Risk)  

He mentioned that the levels of risk vary based on age, business type 

and financial value of transaction. 

2. Level of involvement in negotiation contracts, exchanging values and 

money: (Social) 

He negotiates directly with partners and he himself is a fund owner. 

3. Means of negotiation and contract development: (Technical) 

He mentioned these approaches: Face to face discussion, fax and e-

mail. 

4. Being familiar with computer and Internet: (Culture/Technical) 

He believed that active user applies e-mail to communicate but not for 

finalizing a contract. 

5. Insight into other people involved in similar activities: (Culture/social) 

He mentioned that he encounters daily with people involved in 

international trade. Risk taking level varies based on age and size of 

transaction. 



Identifying Barriers and Enablers for Adoption of E-Contracting in B2B market in Iran 

 

 

 37 

6. Being familiar with doing business via email and e-commerce: 

(Culture/Technical/Trust/cycle Time) 

He believes that there are some limitations toward data and information 

exchange, and also deals are mostly made face to face.  

7. Readiness and willingness for getting engaged in e-business: 

(Trust/Quality) 

He said that: people are separated based on their age and types of work. 

8. Being interested in business affairs via video conference: 

(Trust/Quality/Cycle Time) 

He mentioned that most people would like the idea. 

9. Being familiar with (NDA) Non-Disclosure-Agreement and (M.O.U) 

Memorandum-Of-Understanding : (Trust/Risk) 

He declared he is not familiar with it and it is only through culture 

banking. 

10. How we can make trust if the person becomes involved in e-business: 

(Trust) 

He believes in trust-worthy sites with some level of security. 
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5.2. Case Number two:  

Title: A business man involved in trade as an exporter of rugs and carpets.  

History: This person presents traditional mentality of doing business in Iran. He 

has direct involvement in finalizing a contract. About the position and activities of 

this business person, mentioned as face to face negotiation and transaction through 

opening LC. Rugs and carpets trade is one of the most traditional businesses in 

Iran. This person provides a meaningful case study about traditional mentality of 

trading in Iran. The value of trade of this person is very limited and it is not 

commercial. 

Interview context: We asked questions specifically to get insight into the 

experience with other people involved in similar business. 

1. Level of risk (both financial and executing): (Risk)  

He believes that existent level in taking financial risks especially at 

international level is low. On the other hand, taking risk is attempted 

according to the age.  

2. Level of involvement in negotiation contracts, exchanging values and 

money: (Social) 

He is involved in finalizing a contract directly. 

3. Means of negotiation and contract development: (Technical) 

He talks about face to face negotiation and transaction through opening 

LC. 

4. Being familiar with computer and Internet: (Culture/Technical) 

He is not familiar enough with computer and Internet.  

5. Insight into other people involved in similar activities: (Culture/social) 

He mentions that others take risks based on their age. 

6. Being familiar with doing business via email and e-commerce: 

(Culture/Technical/Trust/cycle Time) 
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He cooperates with expert staff due not to be professional. 

7. Readiness and willingness for getting engaged in e-business: 

(Trust/Quality) 

He believes in new ideas under a secured platform. 

8. Being interested in business affairs via video conference: 

(Trust/Quality/Cycle Time) 

He said: Yes, this approach provides a sense of trust. 

9. Being familiar with (NDA) Non-Disclosure-Agreement and (M.O.U) 

Memorandum-Of-Understanding : (Trust/Risk) 

He believes in none of them. He said: Not at all, trust and trust only. 

10. How we can make trust if the person becomes involved in e-business: 

(Trust) 

He mentioned that in order to make trust, it needs step by step training 

and he would start with small trades. 
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5.3. Case Number three:  

Title: A young entrepreneur involved in starting a new and modern business and 

assembly of electronic consumer products. 

History: A young entrepreneur involved in starting an electronic consumer 

business and assembly entity. His business is generally about IT, Computer, 

Networking and Software installation. About the position of business, he is the 

owner of his business and about the business activities, it is business development. 

He purchases IT equipment and also supports Technical issue and warranties. 

Interview context: This case will provide a contrast to case number 2. This 

person is involved in modern way of doing business in Iran. 

1. Level of risk (both financial and executing): (Risk)  

He mentioned that calculated risk consists of: Locally Known, Global 

brand, Check through embassy, prominent site and value of the deal. 

2. Level of involvement in negotiation contracts, exchanging values and 

money: (Social) 

He is involved in negotiating the technical side of a contract directly. 

3. Means of negotiation and contract development: (Technical) 

He mentioned that it could happen as this structure: First, meeting face 

to face, for further affairs, e-mail and video conference. 

4. Being familiar with computer and Internet: (Culture/Technical) 

He said that: he is expert in this category, and he covers his personal 

tasks and business negotiation by himself. 

5. Insight into other people involved in similar activities: (Culture/social) 

He believed that most people are willing to take risk based on financial 

level of business. 

6. Being familiar with doing business via email and e-commerce: 

(Culture/Technical/Trust/cycle Time) 
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He declared that his knowledge in this field is sufficient and he does 

business on regular basis. 

7. Readiness and willingness for getting engaged in e-business: 

(Trust/Quality) 

He prefers to do e-business through a famous site. 

8. Being interested in business affairs via video conference: 

(Trust/Quality/Cycle Time) 

He is much interested in the conventional form of signing a contract. 

9. Being familiar with (NDA) Non-Disclosure-Agreement and (M.O.U) 

Memorandum-Of-Understanding: (Trust/Risk) 

He had not heard about (NDA) but he prefers the idea if enforced, and 

thinks that (M.O.U) is the right idea. 

10. How we can make trust if the person becomes involved in e-business: 

(Trust) 

He believes that digital signature can make trust. And he also agreed 

with using a secured site that can enforce contract obligations. 
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Chapter 6: Analysis  

 In this chapter, we try to analyze the collection of data according to the three 

interviews in the previous chapter. In “within case analysis”, each case is analyzed 

separately. Then in “cross case analysis”, based on 4-8 variables (risk/technical _ 

social/cultural _ quality/trust _ cycle time/agility) and 3 cases, we discuss the 

obtained results.   

6.1. Within Case 

  In our case study we selected a traditional exporter, a modern entrepreneur and 

a banking executive manager experienced in dealing with many business people. This 

provides us with a reasonably comprehensive data. We assure that selected people for 

our case study are actively involved in trade and signing contracts. Furthermore, they 

can provide data about other people in similar business fields especially B2B market 

in Iran.  

Case Number one: Executive manager of bank: 

Risk/Technical: he provided many examples that confirm our own independent 

observation. He believed that levels of risk vary according to age, business type and 

financial value of transactions. He is into e-contracting and internet, e-mail, video 

conference, and other new technologies but in secured way such as Digital signature 

or secured sites usage, in order to reduce costs and increase efficiency. 

Social/Cultural: He encounters executive affairs directly and believes that 

insight into other people involved in international trade; readiness and willingness to 

get engaged in e-business are separated based on their age and types of work. He 

mentions that most people like to know about new facilities. 
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Quality/Trust: He believes that there are still existent limitations in this area 

for data exchange and trust of people is based on the age and size of transaction. 

Also, he believes that trust-worthy sites with some level of security can make trust 

for people who want to get involved in e-business. 

Cycle time/Agility: He believes that using facilities such as e-mail and video 

conference can decrease wasting time and it is very effective.  

 

Case Number two: A business man as an exporter of rugs and carpets  

Risk/Technical: He has a traditional custom of doing business for himself and 

he is very hesitant in taking risk. He prefers to use traditional technical issue such as 

face to face negotiation rather than e-mail.  

Social/Cultural: He prefers to apply professional staff and also prefer to sign a 

contract with familiar parties, which means that he believes totally in personal trust 

and historical credit established between parties.  

Quality/Trust: He believes that for creating trust in the traditional level of 

society, it needs step by step training; because they have signed their contracts based 

just on relationship and trust.  

Cycle time/Agility: He is not interested in using computer or other new 

facilities. He likes his transaction done with face to face negotiation and through 

opening LC; he thinks it takes a lot of time but is more secured.  
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Case Number three: A young entrepreneur involved in starting a new and 

modern trade and assembly of electronic consumer products: 

Risk/Technical: Young entrepreneurs are more willing to take calculated risks. 

He is very open to e-contracting to reduce costs and increase efficiency. And also he 

is directly involved in computer, internet, e-mail and other facilities. 

Social/Cultural: He prefers to use modern ways instead of traditional methods. 

He thinks of doing business via e-mail and e-commerce is sufficient and does 

business on regular basis.   

Quality/Trust: A secured site, digital signature or verification of people 

involved a means of observing and monitoring progress; he mentions as trust step.   

Cycle time/Agility: He believes in using e-business and e-commerce to save 

time and decrease costs. So it is very useful and effective rather than traditional 

methods. 
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6.2. Cross Case 

 All three people have extensive background in business. One is traditional 

carpet trading with bazaar mentality and the other one familiar with e-commerce, and 

the executive manager of bank provides data about a wide range of business in need 

of e-commerce. 

1. Risk variable: 

It is very obvious that people with traditional way of doing business are 

very hesitant in taking risk while young entrepreneurs are more willing 

to take calculated risks. The executive manager provided many 

examples that confirm our own independent observation. 

 

2. Social variable: 

All three people are directly involved in negotiation and developing 

contracts in various levels. 

 

3. Technical variable: 

Traditional people give credit to face to face discussion and direct 

meeting, young entrepreneur agree with e-contracting to reduce costs 

and increase efficiency. The manager is into e-contracting and internet, 

e-mail, video conference, and other new technologies. 

 

4. Culture variable: 

This can be a major dilemma in getting traditional people directly 

involved in e-contract. The entrepreneurs prefer to use modern ways 

instead of traditional methods. The bank manager encounters executive 

affairs directly. 
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5. Cycle time variable: 

Except the businessman (traditional carpet trading), for others it seems 

that getting access to e-mail and Internet directly or indirectly is 

possible. The bottom line is that video conferencing provides a comfort 

level required in e-contracting which causes increase in the work rate.  

 

6. Quality variable: 

The most important part of the case study is that people are willing to 

get engaged with modern methods if a secured platform is established. 

This can be a known site with means to authenticate people and follow 

through business transactions. The businessman as an exporter of rugs 

and carpets has doubts about the quality of business and he prefers to 

begin with small trades. 

 

7. Trust variable: 

The businessman based on traditional mentality prefers paper 

contracting and face to face negotiation rather than e-contracting while 

both young entrepreneur and the executive manager agree with a secure 

site. A secure site, digital signature or verification of people involved a 

means of observing and monitoring progress and creating a level of 

comfort about the other party, are what seems to kick start official e-

contracting activities.  
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The summary of achieved data from interview is shown in the following table. 

 

Interviewers Risk Social Technical Culture Cycle Time  Quality Trust 

1. An executive 

manager of bank 
-\+ + + + + + + 

2. Businessman 

as an exporter of 

rugs and carpets 

- + - - - -\+ - 

3.Young 

Entrepreneur 
+ + + + + + + 

 

+         Agree                                  -\+       Not sure                             -     Dose not Agree  
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Chapter 7: Findings & Conclusion 

7.1. Conclusion 

E-contracting can be applied to solve cost, time, complexity, etc. problems that 

occur in paper contracting. Furthermore, e-contracting can provide new opportunities 

to the contracting parties. Thus, e-contracting responds to both requirements for 

application of information technology in a business, a clear indication for the 

importance of e-contracting technology in the modern business. 

In this work we asked two research questions as follows: “What are the barriers for 

adoption of e-contracting in Iranian B2B markets?” and “What are the enablers for 

adoption of e-contracting in Iranian B2B markets?”. One third question aroused: 

“How can the feasibility of e-contracting in Iranian B2B markets be characterized?” 

Difficulties with collaboration, contractual issues, and trust making, remain as 

barriers which prevent B2B from expanding their services. We have also shown that 

e-contracting can introduce a wide variety of benefits to the companies that employ 

this approach. Therefore, it can reduce the existing risks between contracting parties 

by improving the contract quality, reducing costs and time, improving parties’ 

flexibility, or through the new opportunities which it provides.  

As the result, considering the feed-back provided by the performed interviews, our 

case study proves that creating a secured and trust-worthy site can facilitate e-

contracting and remove the barriers which arise mainly from cultural and historical 

sources. Video conferencing and voice-over-IP are all means of making trust, while 

people and business verifications and use of digital signature can be the enablers. 
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However, E-contracting can answer this market demand by providing fast and cheap 

contract customization for the exchange of limited amounts of specific products or 

services. 

 

7.2. Further researches  

As further researches related to this work, one can think about proposing a 

model to establish a comprehensive e-contracting service for B2B market in Iran and 

similar countries. This model would take into account the results of this work in 

terms of enablers and barriers to e-contracting in Iran. 
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Interview Guide 

 

Interviewees: 

 

1.  A banking executive involved in business financing 

2. A businessman involved in trade and export of rugs and carpets 

3. A young entrepreneur involved in starting a consumer electronic trade and assembly entity 

 

 

Interview Template: 
 
 

Name of organisation:  
 

Name of Interviewer:  
 

Title/position within the organisation:  
 
Q1)  General description of the business 

 
Q2)  Position and activities of the business person creating 
 
Q3)  Description of trades and exchange of goods (history and values of trades) 
 
Q4)  Level of risk the person is willing to take, both financial and execution 
 
Q5)   Level of involvement in negotiation contracts exchanging values and money 
 
Q6)  Means of negotiation and developing a contract 
 
Q7)  Familiarity with computer and Internet 
 
Q8)  Insight into other people involved in similar activities 
 
Q9)  Familiarity with doing business via email and e-commerce 
 
Q10) Readiness and willingness to get engaged in e-business 
 
Q11) Interest to do business via video conferencing 
 
Q12)  Familiarity with (NDA) Non-Disclosure-Agreement and (M.O.U) Memorandum-Of-
Understanding 
 
Q13) How we can create trust if involved in e-business



 

  

Interview Guide: 
 

 

 

Questions  Answers of Interviewee  Comments 

General description of the business 

1. Conventional financing and Banking   In our case study we selected a traditional 
exporter and a modern entrepreneur and included 
a banking executive experienced in dealing with 
many business people. This provides us with a 
reasonably comprehensive data. 

2. Trade and Export carpets 

3. IT, Computer, Networking,  Installation 

Position and activities of the business 
person creating  

1. Executive manager in charge of business loans   We made sure people selected for our case study 
are actively involved in trade and signing contracts. 
Furthermore they can provide data about other 
people in similar business. 

2. Owner + manager 

3. Owner + Business development 

Description of trades and exchange of 
goods (history and values of trades) 

1. Deep insight into various activities of people involved in trade   All three people have extensive background in 
trades. One in very traditional carpet trading with 
bazaar mentality and one familiar with e‐
commerce. The banking executive provides data 
about a wide range of business in need of e‐
commerce. 

2. Trade of carpet at international level 

3. Purchase of IT equipment + Technical support + warranties 

Level of risk the person is willing to 
take, both financial and execution 

1. Varies based on their age, business type and financial value of 
transaction 

It is very obvious that people with traditional way 
of doing business are very hesitant in taking risk 
while young entrepreneurs are more willing to take 2. Low level in taking financial risks specially at international level 

Interviewed person No.1 A banking executive involved in 

business financing 

 

Interviewed person No.2 A businessman involved in trade 

and export of rugs and carpets 

 

Interviewed person No.3 A young entrepreneur involved in 

starting a consumer electronic  

trade and assembly entity 
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3. Calculated risk: Locally Known + Global Brand + check through 
embassy + Known site +  value of the deal 

calculated risks.  The banking executive provided 
many examples that confirm our own independent 
observation. 

Level of involvement in negotiation  
contracts exchanging values and 
money 

1. Direct support to executives and business owners 

 All three people are directly involved in 
negotiation and developing contracts of various 
levels. 

2. Direct involvement in finalizing a contract 

3. Direct involvement in negotiating the technical side of a 
contract 

Means of negotiation and developing a 
contract 

1 Face to face discussion, fax and some level of email   Traditional people value face to face discussion 
and direct meeting, young entrepreneur is very 
open to e‐contracting to reduce costs and increase 
efficiency. 

2. Face to face negotiation, transactions through open LC 

3. 1st meeting face to face, then follow through by Email and video 
conferencing 

Familiarity with computer and Internet 

1 active user, use email to communicate but not finalize a contract 

This can be a major dilemma in getting traditional 
people directly involved.  

2. Not good, very limited 

3. very good, doing personal tasks, business negotiation 

Insight into other people involved in 
similar activities 

1. Exposed on daily basis with people involved in international 
trade, risk taking level differs based on age and size of transaction 

 All three people provided great insight into similar 
business helping us to further enhance our 
knowledge 
  
  

2. Others take risks depending on their age 

3. Most people willing to take risk based on financial level of trade 

  Familiarity with doing business via 
email and e‐commerce 

1 limited to exchange of data and information, deals are made face 
to face mostly 

 It seems access to email and Internet directly or 
indirectly is possible. 
  
  

2. Utilizes professional people and staff 

3. Sufficient and does business on regular basis 

  Readiness and willingness to get 
engaged in e‐business 

1 people are divided based on their age and type of work   The most intriguing part of the case study is that 
people are willing to get engaged if a secured 
platform is established. This can be a known site 
with means to authenticate people and follow 
through business transactions. 

2. Open to new ideas under a secured platform 

3. Prefers to do e‐business through a known site 

  Interest to do business via video 
conferencing 

1 most people would like the idea 

The bottom line is that video conferencing provides 
a comfort level required in e‐contracting. 

2. Yes, provides a sense of trust 

3. Very much in favor through the course of signing a contract 

Familiarity with non‐disclosure‐ 1 not at all, only through banking culture  Familiarity is mixed but after detail description all 
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agreement and memorandum‐of‐
understanding 

2 not at all, trust and trust only parties are in agreement that a NDA and a MoU are 
good steps toward building confidence. 3. NDA not heard of but likes the idea if enforced, MoU is the right 

idea 

How we can create trust if involved in 
e‐business  

1 a trust‐worthy site with some level  of security   A secure site, digital signature or verification of 
people involved, a means of observing and 
monitoring progress and creating a level of comfort 
about the other party, are what seems to kick start 
official e‐contracting activities.  

2 needs step by step training and will start with small trades 

3. Digital signature, use of a secured site that can enforce contract 
obligations 

 

 


