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eCommerce vs. mCommerce 

Moving froM eCoMMerCe to MCoMMerCe 
eCommerce

The first eCommerce transaction occurred in 1979. Electronic  
commerce or eCommerce refers to the buying and selling of products 
or services over electronic systems such as the Internet or other  
computer networks. In 1994, Netscape released Mozilla a browser with 
an eCommerce platform and Pizza Hut first began selling pizzas on their 
website.  In 2011, $226 Billion dollars were transacted over e-commerce 
in the United States alone. 1 
 

mCommerce

The first mCommerce transaction was in 1997. Mobile Commerce or 
mCommerce is the ability to conduct commerce using a mobile device, 
such as a mobile phone, a smartphone, tablets, iPad’s or other mobile connected devices. In 2007, Apple released 
the first iPhone enabling mCommerce for the masses. Over the last 4 years mobility enabling devices such as 
iphones and smartphones have grown globally to 551 million, 124 million within the U.S. and all support  
mCommerce. 1 mCommerce is not a mobile website, coupons in of themselves, loyalty information, site registration 
or other marketing or informational material. mCommerce is a mobile application for the explicit purpose of
transacting commerce from a mobile device from any wireless location at any time.

mCommerce contains 3 basic components:  

1) A mobile storefront containing products or services and content
2) A mobile payment mechanism 
3) Mobile transactions

Note: if any of these three basic functions are missing it is not mCommerce. 

M-Commerce Application
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Basil Doc’s Pizzeria 
 M-Commerce Pizza takeout 
order application
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The mCommerce Rapid Adoption Curve

As consumers migrate from electronic commerce (eCommerce) to mobile commerce (mCommerce) there is evidence of 
a very rapid adoption rate and growing market opportunity for retailers and restaurants. eCommerce as a sales
channel has been around since the 1990’s and is currently growing at 12% annual growth. MCommerce as a sales
channel was established in 2007 2.  And, year over year mobile device growth is at an average rate of 49% compounded 
annually 2. And with the growth of mobile devices, comes the rapid adoption of mCommerce. According to Forrester 
Research, “U.S. mobile commerce is forecasted to reach $31 billion by 2016, growing at a 39% compound rate” 3.

M-Commerce Rapid Adoption Curve

eCommerce vs. mCommerce 



MULTI-CHANNEL SHOPPING 
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WelCoMe to the Multi-Channel Shopping landSCape 

eCommerce

The shopping landscape has become a blended multi-channel environment of physical stores, online websites, call 
centers, catalogs and now mobile commerce. Consumer shopping trends show that shoppers use any and all channels 
available to them and there is evidence they adopt each new channel with increasing speed. 

The consumer shopping experience has become a convergence of channels as the digitally empowered consumer seeks 
real time product and store information, ease of use, mobile payments and convenience order fulfillment options.  In 
response, it is necessary for merchants to transform their businesses and processes to accommodate the shifting
customer behavior in today’s digital marketplace. Given the speed of adoption and growth of the mobile commerce
channel, the merchants that provide their customers with the best mobile commerce applications have an advantage over 
those that do not. At this moment, every merchant should be devising new strategies for reaching customers through 
mobile applications. 

The Multi-Channel 
Shopper



mCommerce  
Shop Anywhere 
and Anytime
Busy couple researching and 
shopping with mobile phone on 
the go!
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Shopping on the Go! 

Consumers blend channels as they shop such as using one channel to 
research and another to transact. Busy consumers seek out easy to use 
tools to help them do more on the go. More and more, consumers are 
turning to mobile apps thus by passing the use of websites and search 
engines.  In a study conducted by the Aberdeen Group in September 
2010, 37% of consumers stated they would use their smart phone to 
purchase retail items from their mobile device and 43% would use their 
smart phones to purchase using electronic coupons 4. 

MULTI-CHANNEL SHOPPING 

The Customer Loyalty Building Opportunity 

MCommerce provides important benefits for Consumers and Retailers such as “round-the clock” purchasing when the 
need arises day or night from anywhere and Queue Busting which is the ability to efficiently bypass long checkout lines. 
The shopper benefits from receiving targeted incentives and promotions tailored to their purchasing needs. The merchant 
benefits from the ability to include adjacent items related to a consumers purchase so new products are introduced and 
nothing is forgotten when purchasing. Customer satisfaction and Brand Loyalty are built over time by meeting the
customer’s needs one transaction at a time. 
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Branded M-Commerce Applications

Emerge Café Health & Nutrition Products

MULTI-CHANNEL SHOPPING 

Basil Doc’s Pizzeria



the BenefitS for retail MerChantS 

Sales Growth and Profitability Gains

In a separate study of Retailers conducted by the Aberdeen Group, the top 3 responses 
for reasons Retailers are using mCommerce were improve brand image (88%), increase 
customer profitability (81%) and improve customer retention (78%) 4.  With MBLIFE 
based and custom branded mCommerce solutions, merchants will be able to differentiate 
their brand image, increase profitability from new sales and gain greater operational
efficiencies while seeing their customers repeat purchase rates grow over time.

M-Commerce Driven Sales Growth 

MERCHANT AND 
CONSUMER BENEFITS
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Merchants grow sales by increasing sales with existing customer and capturing 
new customers who prefer the mobile channel.

Shared Benefits from Intelligent Data

Consumers use their merchant’s mCommerce applications to order and request pick up, 
delivery or shipping of their goods once purchased. A well designed and deployed  
mCommerce solution will not only make it easy for consumers to make the first purchase 
but also make repeat purchases as the mCommerce customer data is retained from 100% 
of the orders. The benefit to the Consumer is eliminating re-keying of redundant data. 
Retailers benefit from the Business Intelligence (BI) data 4.  Like what products are selling 
at what Price with which Promotions in which stores and when they are sold.



Business Intelligence Report

Weekly Sale Intelligence Report

Product Channels Sales Coupon Use
Ensure Protein Powder Store 22 10

Website 6 5
Mobile 10 6

Total Product Sales 38 21

Emerge Nutrition Drink Mix Store 44 20
Website 12 10
Mobile 20 12

Total Product Sales 76 42

Emerge Weight loss bars Store 66 30
Website 18 15
Mobile 30 18

Total Product Sales 114 63

Total Sales Store 132 60
Website 36 30
Mobile 60 36
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CONSUMER BENEFITS

Example of Product Sales by Channel and 
Coupon use relationship report

Consumers Benefit from MBLIFE Guidelines

Mobile is now the fastest growing commerce channel and therefore merchants must 
connect effectively to the mobile shopper to retain existing customers, capture new 
customers and build loyalty. Digitally empowered shoppers have very high expectations 
for mobile commerce application capabilities and performance. mCommerce, is not just 
internet website commerce moved to a mobile device. mCommerce requires a new level 
of customer experience, user flow design, real-time integration, and high quality
performance. We developed MBLIFE guidelines to ensure the mCommerce application 
and platform capabilities meet the consumer’s needs and expectations 5.  
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it’S all aBout the CuStoMer: 

MBLIFE Guidelines: 

MBLIFE guidelines are designed to meet the consumer user’s expectations. MBLIFE 
means that the mobile product platform should be designed with a Mobile mindset, have 
Broad coverage, focus on building Lasting relationships with consumer thru Intuitive  
design with appropriate Features and always meet user’s performance Expectations.  

M B L I F E Guideline
• Mobile:  Mobile mindset which focuses on simple and easy to use applications created 

to enhance user’s lives on the go.  If not simple enough to use, you consumers will 
abandon the application and never return.

• Broad:  Broad coverage is critical to reaching the largest customer audience so the 
application must cover the operating systems with the largest share such as Google 
Android, Apple iOS and Microsoft Windows for mobile, otherwise reach will be limited 
and adoption will languish. 

• Lasting:  Lasting relationships are the result of a great customer experience at every 
step in purchase process therefore, seamless business and systems integration is criti-
cal from order transaction to order fulfillment to ensure customer satisfaction

• Intuitive: Intuitive design which focuses on the core utility and optimizes the user flow 
of product selection and checkout process without unnecessary steps, pop ‘up’s and 
dialogs.

• Feature: Features of the mCommerce app reflect and accommodate the specific needs 
of your industry and consumer audience e.g. grocery, electronics, restaurant. 

• Expectations: Expectations of high performance must be met consistently month over 
month, year over year for consumers to establish repeat buying habits and for stores to

establish Brand Loyalty 5.  

Customer Bill of mCommerce Rights

• Easy to Use:  All Shopping items are easily searched, found and purchased
• Easy to Understand: All screens are readable and easily understood
• No Surprises: Shopping cart total shall always be displayed and accurate. 
• Secure: All transactions and data are secure, accurate, and PCI compliant
• Fast: Screen response time in under 7 seconds
• Helpful: No retyping of redundant data or previously entered data
• Available: The application available on the top 3 mobile platforms (90% market coverage)
• 24/7: 98% uptime (only down for infrequent upgrades) 6.  
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M-CoMMerCe Solution requireMentS and deCiSion ConSiderationS 

There are various designs, platforms, products and implementations of mCommerce in the 
world today. The best in class mCommerce solutions have the following differentiators: 

• POS Integration: The platform is integrated into the store’s Point Of Sale (POS) and 
database, as a competitive differentiator, the cart will show real time accurate items, pricing 
and specials.   

• Industry Specific Development: Industry segment specific development such as 
Restaurant, Grocery, or Hardware is critical to both the platform performance and consumer 
buyer user experience. 
 
• Follow MBLIFE Guidelines: The mCommerce solution should follow MBLIFE Guidelines. 
(See MBLIFE guidelines above).  
 
• Custom Branding: A custom branded application will have a greater appeal and use by 
shoppers and will build stronger customer loyalty. 

The Mobile Commerce Platform Decision 

MCommerce solutions are dependent on the Operating System (OS) in which the 
application will run. Application development focuses on mobile devices where Original 
Equipment Manufacturers (OEM’s) have sold the most number of devices so that the 
mCommerce solution is available to a broad customer base. The top three OEM 
manufactures in the United States are Apple’s iPhone and iPad devices, Google’s Android 
devices, and Windows Phone 7 & 8. These three platforms combined will cover over 90% of 
all consumers in the United States who use a mobile device 7 

OEM Manufactures
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Merchant Implementation Options:  

A merchant has three options in addressing their current and prospective customers. 

1. Do Nothing: They can do nothing and be at a competitive disadvantage and not gain the channel growth 
opportunity and eventually lose customers over time. 

2. Build In-House: They can build a solution in-house and support and maintain the mCommerce platform at an 
estimated cost of 12 months and $50,000 to $90,000 per platform and application to build and a minimum of 
$50,000 annually to maintain. These estimates are based on experienced software development houses 8a, 8b. 

3. Partner with a Provider: They can choose to partner with a mCommerce platform provider that follows the 
MBLIFE best practices, delivers a cost effective solution and has industry leading technology expertise

mCommere has arrived

Conclusion 

mCommerce is a strong new sales channel for merchants. For those merchants who embrace mCommerce using true 
MBLIFE features, mCommerce will generate new revenues and customer loyalty. It can grow and retain customers and 
save the merchant costs both in operational expenditures and capital expenditures. 

To embrace mCommerce in a prudent and careful way, using MBLIFE and the Customer Bill of mCommerce Rights as your 
guiding light, will endear future new customers to your stores and ensure you will have survived the next technology evolution.
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