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Abstract  
 

Websites on the net are making the world business 

very effective, challenging and dynamic. Business 

running with the use of websites in the form of 

buying and selling is called E- commerce. Among 

the various types of E-commerce business model 

Consumer to Consumer (C2C) is spreading in 

Bangladesh rapidly and getting familiarity among 

the customers. However, no such recognized study 

has been done to investigate consumer to consumer 

E-commerce business model in our country. The 

main purpose of this study was to find out 

popularity and strength of the websites, and 

customers satisfaction of overall buying and selling 

using the C2C websites. Data were collected from 

ten C2C websites, and 75 users of the C2C websites. 

The Age groups of the customers were also 

analyzed to discern which groups are involved in 

doing business online. The results revealed that out 

of ten websites four websites are more popular in 

terms of Bangladesh ranking and these websites 

have strengths which are commonly the demands of 

the users. It is found that the young generation of 

Bangladesh is more active on these websites for 

buying and selling their products. However, buyers 

suggested introducing mechanism for 

authentication of the sellers for avoiding fraud. 
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1. Introduction 
 

A silent revolution is taking place in the area of E-

commerce in Bangladesh. Despite several 

limitations, such as, lack of computer and internet 

literacy, access to the internet and high cost   of   

internet   etc.   
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E-commerce   websites   are   getting familiarity day 

by day. A moderate percentage of Bangladeshis are 

satisfied with online shopping, only less than half of 

them stay loyal to their online sellers [18]. However, 

in the long run, these customers will be loyal and 

can be retained only when online businesses 

constantly satisfy them by providing detailed product 

information on websites, better customer service, 

quality and timely delivery of goods and importantly 

effective webs [7]. C2C e-commerce has a unique 

feature that the consumers have the opportunity to 

interact directly with the seller for buying the 

products [8]. 

 

The registered users of C2C websites can sell new as 

well as old goods and sometimes fewer middlemen 

may be involved in the transactions [5]. In 

Bangladesh context, the buyer can negotiate with the 

seller regarding price, payment, and delivery 

appropriate for them. At present, C2C E-commerce 

is the most popular and successful online auction 

worldwide for example, ebay [3], [4] classified the 

four consumer online reselling types. These  are  (i)  

resale  of  extra  purchase,  (ii)  resale  after 

temporary ownership, (iii) unintentional resale, and 

(iv) disposition. 

 

In the recent years, C2C websites where customers 

themselves engage in buying and selling activities 

are getting popular to the general people of 

Bangladesh, especially, to the new generation. There 

are more than a dozen of Consumer to Consumer   

(C2C)   websites   active   in   Bangladesh.   The 

popularity   of   these   websites   may be   turning   

point   of Bangladesh, which can be a positive move 

widely accepted by the young generation. Most 

important aspect of this website is, the cost of the 

products remains within the purchasing ability of 

the customers and moreover, bargaining can be done 

with the seller. On the other hand, the seller can sell 

their products without facing any kind of hassle. 

 

The C2C websites are getting more popularity as 

mobile operators are providing internet services and 

offering 3G service which has resulted access to the 

E-commerce sites [13].  Consequently, this  kind  of 

businesses are increasing at a tremendous rate as 

more consumers are getting access to the Internet 
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directly via their smart phones or other mobile 

devices [9]. Additionally, Participation in online 

auctions using C2C websites may influence the 

amount of time the consumers spend online [6]. 

No study has been found to analyze popularity of 

C2C websites in Bangladesh context. This study 

investigates the popularity of the C2C websites 

depending on the visitors for a certain period of time 

and perceptions of the users (buyers and sellers) 

about this promising business model. 

 

2. Related Work 
 

In electronic commerce both human intentions and 

system reliability can affect consumer trust [19]. 

When users start navigating a website, they start to 

develop some confidence that the system will 

perform as predicted [10]. Through this confidence, 

the user will build trust in the system, learning more 

about its behavior, its reliability and the risks 

involved in using it [10]. 

 

Past research showed that E-commerce is changing 

considerably. However, managing an online business 

is rewarding as well as challenging. With the growing 

popularity of online shopping worldwide, web sales 

will definitely affect the overall success of a business. 

In the recent years, e-commerce has transformed 

selling and buying behaviour of the people. The 

Internet provides a fast and easy way for people to 

purchase things without having to visit a physical 

store. In fact, selling products online has become so 

popular that many retailers sell only online with no 

physical location [12].  

 

One of the first things that an ecommerce website 

should consider is its sources of targeted traffic [12] 

Targeted traffic [12] is important for any website, and 

the more targeted traffic that an ecommerce website 

receives, the more sales it is likely to make. Top10 E-

commerce Site Builders states that a comprehensive 

analysis of targeted traffic from the World Wide Web 

can show the E-commerce website owner many 

important things including where the website is 

receiving the most traffic from, the websites that 

most people are visiting after the ecommerce website 

and which traffic sources could be improved. 

However, the conversion rate for an e-commerce 

business is the number of visitors making a purchase 

directly from the website expressed as a percentage 

of the total number of visitors [10]. In other words, 

the conversion rate is simply the percentage of 

customers who do what you want them to do as a 

result of using your site: this might be purchasing a 

product, but it could also be joining a mailing list or 

visiting one of the physical stores with a voucher 

obtained on-line [11]. 

 

The length of time spent by a visitor on an 

ecommerce website is also important. By spending 

more time on the website, a person is more likely to 

buy certain products [20] and services that the 

ecommerce website offers. The ecommerce website 

can use web analytics to determine which pages are 

attracting the most visitors, and it can determine 

which pages are keeping people on the website for a 

long time [12]. Once the statistics have been studied 

and analyzed, the ecommerce website can work to 

improve certain pages that aren't holding people's 

attention, and they use linking, content and design 

techniques to send people from certain high-

performing pages to sales pages. Web analytics and 

statistics will show the website owner which 

countries, languages and areas are providing the most 

visitors and the most sales. This can help the website 

owner more accurately determine which marketing 

strategies have been the most effective in certain 

countries, and it can help them improve marketing 

strategies in other countries from which they are 

receiving little traffic [12].  

 

Based on a web search and a questionnaire survey 

[17] analyzed the distribution and classifications of 

tourism websites, explored the functionality of these 

websites, and assessed user satisfaction. The results 

showed that the majority of tourism website 

providers are regional tourism destination 

organizations that mainly provide comprehensive 

local tourism information and services. The results 

also show the level of regional economic 

development has a significant impact on the 

construction of these local tourism websites, 

obtaining information is still the main aim of web 

users, however, the difficulties are slow Internet 

access.  

 

Several studies discussed the website ranking 

systems. [10] Investigated the factors that affect e-

commerce website usability and analyzed the role of 

those factors in increasing the effectiveness of e-

commerce web sites. The researchers presented the 

application of a Multicriteria Satisfaction Analysis 

(MUSA) method to rank usability attributes in 

websites based on their competitiveness importance. 

The results suggested that for each e-commerce 

website has certain usability attributes are likely to be 
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more crucial to the success of the e-commerce 

website than others. Therefore, identifying the 

relevant usability attributes in advance through 

customers' feedback can be a great advantage to 

website developers if they want to have an edge over 

other competitors. [16] used the Analytical Hierarchy 

Process (AHP) to determine the weights of different 

components of the index, and the Fuzzy Synthetic 

Evaluation (FSE) method to evaluate the websites 

incorporating factors relating to website design, 

contents, and effectiveness. [15] proposed an 

evaluation model based on analytic hierarchy process 

(AHP), fuzzy sets and technique for order 

performance by similarity to ideal solution (TOPSIS), 

to tackle the issue in fuzzy environment. The AHP is 

applied to analyze the structure of ranking problem 

and to determine weights of the criteria, fuzzy sets is 

utilized to present ambiguity and subjectivity with 

linguistic values parameterized by triangular fuzzy 

numbers, and TOPSIS method is used to obtain final 

ranking [15].  

 

Different organizations are doing ranking of E-

commerce websites. Alexa.com is one of them. 

However, BrainSins, [2] declined to accept the 

ranking done by Alexa. BrainSins claimed that 

Amazon‟s levels and overthrowing Amazon from its 

dominant position in the market is something that 

still seems impossible. Amazon has various types E-

commerce including C2C. BrainSins, analyzed the 

results of ranking and found three trends. These are 

Vertical markets appear, such as Etsy (handmade 

products), ThemeForest (website templates and 

designs) and Booking (hotel reservations). BrainSins 

claimed that these products, for the time being, are 

not included in giants like Amazon.com, and the lack 

of competition and focus of these websites have 

possible enabled their significant growth, placing 

them among the top eCommerce websites (in terms 

of traffic). 

 

The literature review shows that there has been 

sporadic work on ranking of websites. Although 

different organizations are ranking the websites but 

there are debates and confusions about the ranking 

outcomes. The literature also presents the idea of 

conversion rate for ranking of E-commerce website 

including the success factors.  

 

3. The Study 

 

The objectives of this study are to: 

(a) Rank the popularity of 10 C2C websites and 

identify strengths of the top ranked websites 
(b) Compare the number of posting and selling 

by the users 
(c) Compare the frequency of access and buying 
(d) Find out user‟s perceptions and satisfaction 

levels 

 

For this study, data  were collected from the 

selected C2C websites, online  sources  and  the  

users  of  the  ten  selected websites that is, the 

buyers and the sellers, by administering 

questionnaire and conducting face to face interviews. 

Demographic information of the customers such as 

age, gender, and occupation was also collected. 

 

There are more than a dozen of C2C websites in 

Bangladesh but ten websites were selected for 

ranking. These ten websites were ranked on the basis 

of the number of visitors accessed each of the 

websites for a particular duration (three 

months).Comparison  of  the  ten  selected  websites  

was  done  with respect to the total number of 

visitors for a period of three months. Finally, ranking 

of all ten websites was done with respect to visitors 

from Bangladesh and from the rest of the world that 

is, Bangladesh (BD) ranking and world ranking. 

Simultaneously, strengths of the four top ranked 

websites collected through observation from these 

websites. 

 

The qualitative data  were collected from 75  

(male 60  and female 15) buyers and sellers by 

conducting interviews regarding their number of 

products uploaded and number sold, problems 

encountered for conducting business using the C2C 

platform, and their level of satisfaction. The data 

were analyzed utilizing quantitative and qualitative 

techniques. The age of the buyers and sellers was 

grouped as 

 
16-20,  21-25,  26-30,  31-35  and  36  to  36++  to  

show  the percent of the visitors on the websites. 

Quantitative data on frequency of access by the 

customers on each of the 10 C2C websites were 

collected with the help of Alexa.com and analyzed 

to rank the website. This analysis revealed four top 

ranked websites that is, more popular website in 

Bangladesh. Data were also analyzed to find the 

international ranking of these 10 websites and 

number of posting of items and number sold. The 

data received from the customers were analyzed 
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qualitatively to find out customers‟ perceptions and 

their satisfaction levels. 

 

4. Results and  Discussion 
 

Popularity and Strength 

The ranking of the ten websites was done on the 

basis of the total visitors for a period of three months. 

The ranking of these websites for both Bangladesh 

Ranking (BD Rank) and world ranking are shown in 

Table 1. This data was collected from [1] on July 28, 

2014 which was then modified as per requirements 

of this study. 

 

Table 1: Ranking of the C2C websites 

 

 Website Bd Rank Visitors 

from 

BD (%) 

World 

Rank 

Bikroy 14 91.9 4943 

Cellbazaar 42 90.9 13972 

Olx 44 93.4 11802 

Clickbd 124 77.1 20977 

bdplace 8067 56.9 51510

6 

Realestatebazaar 10306 78.5 14448

55 

Robibazar NotFound Not 

Found 

45841

33 

Discountbanglade

sh 

NotFound Not 

Found 

15342

85 

Bdbazar24 10498 80.8 15116

557 

Bazarsodai NotFound Not 

Found 

18055

16 

 

Out of ten websites, BD ranking of four websites 

falls within the range of 23 to 93. These ranking 

indicates the position of each of the websites with 

respect to all registered domains in Bangladesh. 

Table 1 also indicates that most of the visitors are 

from Bangladesh that is, these websites are very 

much popular among the internet user of the country. 

World ranking of these websites are shown in Table 

1. A comparison of popularity of these websites is 

shown in figure 1. 

 

 

 

 

 

 

 
 

Figure 1: Popularity graph (Data Alexa.com) 
 

Figure 1 presents the BD ranking and world ranking 

of the ten websites. The position of each of the 

websites is shown along the Y axis. The question 

may arise as to what are the aspects that affected the 

ranking. To identify the reasons of the popularity 

among the visitors, especially, the Bangladeshi 

citizens, strength of the four top ranked were 

observed and summarized. This study did not 

compare the strength of the four top ranked 

websites instead summarized the overall strengths of 

these websites. These are: (i) C2C business model is 

familiar to the consumers because of user friendly 

characteristic [10] (ii)  delivery of products covers 

city and district areas (iii) flexible payment system 

such as, credit card, bank cheque, cash on delivery, 

and payment through mobile banking service, (iv) 

huge number of collections of products (v) personal 

information of the users is securely stored in the 

server which indicates privacy of the customers [10], 

(vi) social network support and (vii) reputation of 

selling of 90% of the products. 

 

Frequency of visit and Customer Satisfaction 
A questionnaire was administered to collect the data 

from 75 users of these websites to know their 

purpose of visit, upload product, number of product  

sold, number of products bought, number of visits 

etc. Face to face interviews were conducted with the 

users to know the problems encountered during visit  

to  the  websites, their  satisfaction level and  

opinion of the websites.  
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The following table presents the percentage of 

visitors (users or consumers) as per their age groups. 

The result shows that most of the users (age group 16 

-25) are young generation which is aligned with [9] 

that the use of E- commerce   are   increasing  at   a   

tremendous  rate   as   the customers especially the 

young generation are getting access to the E-

commerce through mobile or smart phone. However, 

this finding may not apply to other type of E-

commerce such as B2C or B2B. 

 

Table 2: Use of the C2C website as per age of the 

visitors 

 

Age (years) Percent 

               16-20 51.35 

               21-25 22.97 

               26-30 12.16 

               31-35 8.10 

              36  5.40 

 

The users get access to the C2C website for several 

purposes. These are to (i)  collect product 

information and price [17], (ii) uploading products, 

(iii) buy products at cheaper rate, and (iv) get rid of 

sold products. 

 

The data received from the users shows that (i) one 

in six customers who visit the websites buy a 

product, (ii) one in three uploaded products is sold 

successfully via these C2C websites, (iii) most of 

the users (78%) visit these websites only for 

collecting information and comparing prices with the 

traditional market, (iv) average number of visit by a 

customer is seven times per month. The satisfaction 

levels of  these customers are given in table 3. The 

customers have mixed reactions but more than 80% 

of the customers have a very positive attitude about 

satisfaction with the services of the selected C2C 

websites. 

 

Table 3: Satisfaction level of the customers 

 

Level of satisfaction Percent of users 

highly satisfied 40.5% 

Satisfied 41.9% 

moderately satisfied 13.5% 

satisfied to some extent 4.1% 

Despite satisfactions with the services of the 

websites, the customers reported some problems 

attached to this kind of E-commerce, such as, 

posting fake ads, duplicate ads, poor quality of 

images of some ads, lack of product information in 

some cases, and taking longer time for uploading 

products. However, the customers provided some 

suggestion for improvement of the services.  These 

are (i) duplicate ads should be removed by the 

system administrator, (ii) sold items should be 

removed immediately, and (iii) authentication of the 

identity of the ads poster to avoid cheating. The 

suggestions indicate that the customers gave 

emphasis on risk of buying products [8] from an add 

poster who have no authentic identity.[14] also gave 

emphasis on identity of the seller and developed a 

mechanism for identifying the seller. 

 

The findings of this study has illustrated that the top 

ranked websites have strong strength and usability 

such as user friendly navigation, security and 

flexibility which may be the reasons for attracting the 

customers especially the young generation of 

Bangladesh. These aspects may have increased 

customer trust and build confidence among the young 

generation for online buying and selling.  

 

5. Conclusion 
 

This study has revealed the four top ranked C2C 

websites and their strengths, quantitative information 

of add posting, successful selling and buying of 

product while visiting the websites. The strong 

strengths of these websites may increase trust and 

confidence of the customers. It is very interesting 

that young generation of Bangladesh are getting 

familiar with this kind of technology supported 

business which might have a positive impact of the 

country‟s economic development in the future. 

Additionally, this E-commerce platform may play 

an important role for doing business without 

boundary. However, the system administrator and 

owner of the websites should pay attention to the 

security matters, authentication of the ads poster, 

and technical problems of the websites for making 

this E- commerce platform more attractive and safe 

environment for doing business. Further study should 

focus on the conversion rate of the websites and 

verify ranking.  

 

References 
 

[1] Alexa, 2014. Retrieved from   

http://www.Alexa.Com. 

[2] BrainSins, (n.d). The State of E-commerce in 

2014: Is there any room for new E-commerce 

http://www.alexa.co/
http://www.alexa.co/


International Journal of Advanced Computer Research (ISSN (print): 2249-7277   ISSN (online): 2277-7970)  

Volume-4 Number-3 Issue-16 September-2014 

833          

 

models? Retried on 31. 07. 2014 from 

http://www.brainsins.com/en/blog/state-

ecommerce-2014-new-ecommerc-models/2643.  

[3] Chu, H. “A conceptual model of motivations for 

consumer   resale   on   C2C   websites”. Service   

Industries Journal‟, 33 (15/16), 1527-1543, 2013.  

[4] Chu, H. & Liao, S. “Exploring Consumer Resale 

Behavior in C2C Online Auctions: Taxonomy 

and Influences on Consumer Decisions”2007. 

Academy of Marketing Science Review‟ 11 (3), 

1-25, Retrieved on 13.07.2014 from 

http://www.amsreview.org/articles/chu3-

2007.pdf. 

[5] Education Portal, “Consumer to Consumer E-

commerce: Definition, Business Model, and 

Examples”, 2014. Retrieved on 12.072014 from 

http://educational-

portal/academy/lesson/consumer-to-consumer-

c2c-e-commerce-definition-business-model-

examples.html#lesson . 

[6] Hannah, B. and Lybecker, K.M. “Determinants of 

recent online purchasing and the percentage of 

income spent online”, International Business 

Research, 3 (4), 60-71, 2010. 

[7] Haque, M.E. “Online Shopping usability and 

customer expectation-   A   study   on   online   

shopping   service in Bangladesh”, 2014. 

Retrieved on 07.07.2014 from 

bada.hb.se/bitstream/2320/13535/1/2013MAGI0

3.pdf.  

[8] Leonard, L. N. K. “Attitude influencers in c2c          

E-commerce: buying and selling, „Journal of 

Computer Information Systems”, 52 (3), 11-17, 

2012. 

[9] Novicemakers, “E-commerce in Bangladesh: 

Status, Potential and Constraints”, 2013. 

Retrieved on 06. 07.2014 from 

Http://novicemarketers.wordpress.com/2013/01/0

6/e- commerce-in-bangladesh-status-potential-

and-constraints/. 

[10] Rami, M., Kleanthi, L., & Nikolaos M. 

“Applying a Multicriteria Satisfaction Analysis 

Approach Based on User Preferences to Rank 

Usability Attributes in E-tourism Websites” 

Journal of theoretical and applied electronic 

commerce research”, 7 (3), 28-48, 2012. 

[11] Travis, D. “E-Commerce Usability: Tools and 

Techniques to Perfect the On-line Experience”. 

Taylor & Francis Group, Oxford, UK. 2003. 

[12] Top10 E-commerce Site Builders, (n.d). An 

analysis of E-commerce sites: A quick guide, 

Retrieved on 31.07.2014 from 

http://www.top10ecommercesitebuilders.com/we

b-analytics-for-ecommerce-sites-a-quick-guide-

Article.  

[13] Wamuyu, P. K. & Maharaj, M. “Factors 

influencing successful use of mobile 

technologies to facilitate E- Commerce in small 

enterprises: The case of Kenya”, African Journal 

of Information Systems, 3 (2), 48-71. 2011. 

[14] Wu, F. Li, Hsiao-Hui. Kuo, Yo-Hsin. 

“Reputation evaluation for choosing a 

trustworthy counterparty in C2C e-commerce”, 

Electronic Commerce research and Applications, 

10(4), 28-36, 2013. 

[15] Yu, X., Guo, S., Guo, J., & Huang, X. “Rank 

B2C e-commerce websites in e-alliance based on 

AHP and fuzzy TOPSIS”, Expert Systems with 

Applications, 38 ( 4), 3550-3557.  2011. 

[16] Yaobin, L., Zhaohua D, & Bin, W. “Analysis and 

valuation of Tourism E-commerce in China”, 

International Journal of Services, Economics and 

Management, 1 (1), 6-23, 2007. 

[17] Zi, L, Jie, L. & Chengqi, Z. “Website 

Development and Evaluation in the Chinese 

Tourism Industry”, Networks and 

Communication Studie, 16 (3-4), 191-208, 2002.  

[18] Bada, Retrieved on 4 October from 

http://www.hb.se/. 

[19] Clarke, R. “P2P‟s Significance for Business: 

Towards a Research Agenda”, Journal of Applied 

and Theoretical Electronic Commerce Research, 

1 (3), 42 -57, 2006. 

[20] E-commerceTuts, Retrieved on 4 October from 

http://www.ecommercetuts.com/. 

 

 

Abul Kalam Mohammad Azad, 
Completed his B. Sc in C.S.E from 

Jahangirnagor University, Dhaka and 

M. Sc. in C.S.E from Daffodil 

International University. He is currently 

a Lecturer of Department of ICT, Notre 

Dame College, Dhaka. 

 

 

Md Kabirul Isalm is Professor and 

Head of Multimedia and Creative 

Technology Department of Daffodil 

International University, Dhaka, 

Bangladesh. Prior to this position, he 

had been a teacher of Computer Science 

and Engineering (CSE) Department of 

this university. He obtained his PhD 

from an Australian University. Dr Islam 

has a lot of publications in the area of E-learning, E-

commerce, Multimedia Technology, and Social 

Constructivism. He is a member of several national and 

international organizations 

 

Mohammed Shamsul Haque is an 

Assistant Professor of Department of 

English, Daffodil International 

University. He is an ESOL expert, and a 

British Council Scholar. Mr Hoque has 

several publications and a book in the 

area of English literature. 

 

 

  

http://www.brainsins.com/en/blog/state-ecommerce-2014-new-ecommerc-models/2643
http://www.brainsins.com/en/blog/state-ecommerce-2014-new-ecommerc-models/2643
http://www.amsreview.org/articles/chu3-2007.pdf
http://www.amsreview.org/articles/chu3-2007.pdf
http://educational-portal/academy/lesson/consumer-to-consumer-c2c-e-commerce-definition-business-model-examples.html#lesson
http://educational-portal/academy/lesson/consumer-to-consumer-c2c-e-commerce-definition-business-model-examples.html#lesson
http://educational-portal/academy/lesson/consumer-to-consumer-c2c-e-commerce-definition-business-model-examples.html#lesson
http://educational-portal/academy/lesson/consumer-to-consumer-c2c-e-commerce-definition-business-model-examples.html#lesson
http://novicemarketers.wordpress.com/2013/01/06/e-commerce-in-bangladesh-status-potential-and-constraints/
http://novicemarketers.wordpress.com/2013/01/06/e-commerce-in-bangladesh-status-potential-and-constraints/
http://novicemarketers.wordpress.com/2013/01/06/e-commerce-in-bangladesh-status-potential-and-constraints/
http://novicemarketers.wordpress.com/2013/01/06/e-commerce-in-bangladesh-status-potential-and-constraints/
http://www.top10ecommercesitebuilders.com/web-analytics-for-ecommerce-sites-a-quick-guide-Article
http://www.top10ecommercesitebuilders.com/web-analytics-for-ecommerce-sites-a-quick-guide-Article
http://www.top10ecommercesitebuilders.com/web-analytics-for-ecommerce-sites-a-quick-guide-Article
javascript:__doLinkPostBack('','ss~~AR%20%22Guo%2C%20Shunsheng%22%7C%7Csl~~rl','');
javascript:__doLinkPostBack('','ss~~AR%20%22Guo%2C%20Jun%22%7C%7Csl~~rl','');
javascript:__doLinkPostBack('','ss~~AR%20%22Huang%2C%20Xiaorong%22%7C%7Csl~~rl','');
http://www.hb.se/

