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Worldwide business-to-business (B2B) ecommerce sales may reach nearly $7 trillion 

USD by 2020, accounting for a significant percentage (perhaps a fifth) of all manufac-

turing and wholesale B2B trade, according to some estimates.

In the United States alone, B2B ecommerce sales will top $1.2 trillion in just 
the next few years, representing more than 13 percent of all B2B transac-
tions by 2021. These estimates suggest a 7.4 percent compound annual 
growth rate for B2B ecommerce.

This level of growth should not be a surprise to savvy businesses. B2B ecommerce 

opens new opportunities for buyers and sellers, streamlining purchasing processes 

and, in many cases, reducing costs for everyone involved. 

In fact, about half of B2B buyers — the purchasing professionals at the companies your 

business sells to — will have made professional purchases over the internet in 2017. 

This is likely because of the efficiencies it brings them.

Companies that launch effective B2B ecommerce solutions now could deepen cus-

tomer relationships, attract new customers, stave off competition, and become more 

profitable.
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But a failure to launch may open the door for competitors. Your B2B customers will in-

creasing buy online, either from you or your competition.

The question then is not whether to launch a B2B ecommerce site, but how. 

This paper is meant to help you with the B2B ecommerce launch process. Specifically, it 

will identify the essential features you’ll need for your B2B ecommerce platform.

The B2B ecommerce platform you choose will have a material impact on your online 

sales success. So choose wisely.



Price negotiation, volume discounts, and prepaid discounts are B2B purchasing funda-

mentals. In fact, in the purchasing departments at some of your customers’ companies 

the ability to negotiate favorable prices, terms, or freight is one of the measures of 

success.

When a B2B customer visits your online sales channel that customer will expect to see 

the specific prices he or she negotiated or earned with your company. Your B2B ecom-

merce platform must offer.

The ability to personalize and protect pricing is a must have, 
so don’t compromise.

Price levels – set different product prices based on customer type or group.

Tiered prices – offer bulk discounts (quantity breaks) and set order minimums.

Customer groups – organize and segment customers to set prices.

Access control – ensure that only your customers see discounted or earned 

prices and that customers don’t see each other’s price levels.

Price Levels and Tiers1



Customary Payment Options2
While some of your B2B ecommerce customers will pay with a card online, many pur-

chasing professionals will expect your company — online or offline — to offer more 

flexible payment options. 

These customers may want to issue a purchase order (PO), receive terms ranging from 

30 to 120 days, and ultimately pay with an electronic check via an automated clearing 

house (ACH) or a physical check via the postal service. 

It’s your job, your B2B ecommerce platform’s job to meet these payment expectations 

as they make sense for your business.

This means the ecommerce platform you select must offer flexible payment options. It 

must integrate offline payment methods like POs or NET 30 terms into the online order 

process. This feature is not optional.



Customer Groups3
If your business manufactures, distributes, or otherwise wholesales products, you un-

derstand that customers can differ greater. 

Your company could have different products, prices, or even availability for a large cus-

tomer than it does for a customer making a small, first-time purchase. 

You might have different labeling, shipping, or base pricing for customers in Canada 

than you do for those in the United States. And you may have different regulatory re-

quirements for a customer in Dubai than you do for one in Texas. 

Effectively, your business is constantly segmenting and organizing your customers and 

prospects, and it is important that your B2B ecommerce platform can reflect those dif-

ferences in the form of customer groups.

This ability to group customers based on your business case will allow for many addi-

tional efficiencies, including managing custom prices or payment options as described 

earlier in this paper, and much more. Consider these customer-group related features.

Personalized pricing options

Flexible payments

Custom catalog presentation based on:
 — Sales territory
 — Geography
 — Punchout integration
 — ERP integration
 — Regulatory requirements

Customer category reporting

Sales analysis



Quick Orders4
Professional buyers often have long lists of products to order, and while B2B ecommerce 

has much to offer them, they will soon abandon your site if you make them search for 

each part or product separately and individually add those products to a shopping cart.

Instead your high-performance B2B ecommerce solution should allow your 
business customers to bulk order (sometimes called quick order) products 
by simply submitting a part number and quantity.

This single feature will likely increase customer engagement.



Easy Reorders5
Closely associated with quick orders, is easy reordering.

A good B2B ecommerce solution will allow your customers to make pre-
dictable reorders with a single click.

In fact, you may even wish to look for a solution that offers both one-click reordering 

and support for subscription, autoship services, so your B2B customers can set up au-

tomatic replenishment with your company.

This feature, like support for quick orders, will make buying from your business easier 

for your customers. In turn, if you can make doing business with your company easy, 

your customers are less likely to consider other vendors. The convenience you offer will 

make your customers loyal.

Consider how subscription sales and easy reordering have impacted business-to-con-

sumer (B2C) retailing. 

Amazon sells many consumables via a subscription, including just about everything 

from laundry detergent and toilet paper to socks and underwear. 

Convenience makes these sorts of services attractive to consumers and it makes those 

consumers very loyal. It would be unlikely for an Amazon customer — who is subscrib-

ing to monthly laundry detergent or sock shipments — to go out and make a similar 

purchase from any other retailer.

Your site’s easy reorder and subscription capabilities can, in the same way, strengthen 

your customer relationships.



B2C Navigation and 
Account Features6

The purchasing professionals who buy from your business are also retail consumers. 

During business hours they make wholesale purchases from your company, but in their 

off hours they shop online at home, making purchases from the likes of Amazon.com, 

Walmart.com, Jet.com, or similar.

These retail sites have effectively trained your B2B customers to expect B2C ecom-

merce features like a great on-site search solution, easy navigation, and extensive ac-

count features. 

Something like 76 percent of consumers said that ease of use (ease of find-
ing products) was the most important feature for retail website. 

When you choose your B2B ecommerce platform, you may want to seek a solution that 

also works well for B2C ecommerce. The features that make it a good choice for B2C, 

will help your business meet your B2B customers expectations for an easy shopping 

experience.

It is very likely your customers will expect a B2B buying experience that combines the 

best aspects of B2C ecommerce with the personalized service your sales team provides 

now.



7 Search Engine Optimization

Your company’s B2B ecommerce site is intended for people. 

Specifically, you want to make it a place where your customers and potential customers 

can go to learn about your company, discover your products, and make a purchase.

Your business stands to benefit in many ways, and your B2B ecommerce solution will 

be a boon for your company if you can:

For this third benefit, attracting new customers, your B2B ecommerce solution must 

also be findable. This means that when a prospect goes to Google or Bing to look for 

the products you sell, you want them to be able to find your site. 

You want your ecommerce site to show up, if you will, on the search engine results page 

since nearly half of all ecommerce purchases begin with a search engine query. 

Sell more to your current customers

Keep current customers from trying a competitor

Attract new customers

4Search Engine Journal, “15 Must-Have Features for E-commerce Sites,” by Holly Gray, January 2, 2017. Downloaded 
August 6, 2017, https://goo.gl/BFzoeF.

53dcart, “The SEO-Friendly eCommerce Solution Checklist.” Downloaded August 6, 2017, https://goo.gl/tkHzF7.



Look for an ecommerce solution that includes these search engine optimization (SEO) 

features built in.

Fast loading pages – page speed is an important ranking factor for all 
major search engines 

Schema.org markup – provides semantic tags to help search engines 
recognize your products. 

SEO-friendly URLs – the web addresses for your products should 
include the product name and be easy for search engines to interpret.

Structured sitemaps and taxonomy – you’ll want a category and 
product taxonomy that is clear and concise, and you want to be able to 
output it as a sitemap.

Customizable – you must be able to customize page titles, meta data, 
alt tags and other markup.

Mobile optimization – search engines like Google prefer mobile opti-
mized websites and may boost the ranking for sites that load fast and 
look good on mobile devices.

How do you get your site to show up? 

Your B2B ecommerce platform should be optimized for search engines. 
This won’t take away from its primary purpose of providing a great expe-
rience for people, but it will make your ecommerce website easier to find.



8 Mobile Optimization

In addition to its value as an SEO tactic, mobile optimization is vital for B2B ecommerce 

success, since a significant number of B2B decision makers will use mobile for supplier 

research at some point during the purchase process.

Studies from 2012 and 2014, suggested that 42 percent or more of B2B 
decision makers used mobile devices to select products.

What’s more, nearly all of those B2B buyers used their mobile devices while they were 

at work too. 

Your customers are on mobile, so your B2B ecommerce solution should be mobile op-

timized.



9 Product Import, Update

Most of the essential B2B ecommerce features in this paper are focused on your cus-

tomers, but your business is also going to need a couple features focused on managing 

and integrating your ecommerce channel.

The first is the simple ability to import and update products in bulk.

There are going to be times when a person needs to take product listing, perhaps in the 

form of a comma-separated values (CSV) file, and upload them into your ecommerce 

platform.

This should be not only be an option, but it should also be easy.
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10 A REST API

The final B2B ecommerce platform feature you won’t want to live without is a compre-

hensive and capable representational state transfer (REST) application programming 

interface (API).

You might think of this REST API as a simple way for your company’s vari-
ous software tools to easily talk to your ecommerce solution.

If you want to synchronize product inventory levels between systems, it is a REST API 

that will make it possible. If you need to connect your ecommerce platform to your mar-

keting automation solution, the REST API will enable it.

In fact, a good API and a little bit of development work should allow your company to 

integrate your ecommerce solution with just about any other software tool you require.



TRY 3dcart FREE FOR 15 DAYS

The best SEO ecommerce platform for your online store, 
with hundreds of features to help your website rank higher, 
engage visitors and convert sales.

Essential B2B Ecommerce 
Features Summary
Launching a B2B ecommerce solution will require your company to 

make changes. You’ll need to think differently about customer rela-

tionships. You’ll need to invest time and money, and you’ll need to 

choose the right ecommerce platform for your business.

This paper sought to help you understand the essential B2B ecom-

merce features you’ll want for your site. Now, don’t waste time, get 

your B2B ecommerce site going.
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