E-COMMERCE AS A BUSINESS STRATEGY:
LESSONS LEARNED FROM CASE STUDIES OF
RURAL AND SMALL TOWN BUSINESSES
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Table 1. U.S. Shipments, Sales, Revenues and E-Commerce: 2005 and 2004
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Table 2. E-Commerce Case Studies for Rural Areas and Small Towns
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Table 3. Characteristics of Case Study Businesses Focus of E-Commerce Activity
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Table 4. E-Commerce Opportunities Along the Supply Chain
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Reduce Manufacturing or Production Costs
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Increase Sales and Reduce Selling Costs
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Improve Customer Service
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Creating a Website is the Beginning, not the End of an E-Commerce Strategy
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E-Commerce is Not for All Businesses
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