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Introduction

The nature of today’s business-to-business (B2B) buyers and their 
expectations of working with suppliers and partners has fundamentally 
changed. B2B enterprises can no longer simply prioritize the negotiation of 
large contracts with the purchasing department or executive management; 
they must focus on the end-to-end digital experience for all buyers.

B2B suppliers must deliver the content, features, and experiences that 
their buyers enjoy from their daily lives as B2C consumers. For a commerce 
strategy to be successful in the long term it must take this reality into account.

The challenge for retailers is to merge their portfolio, content, and technology 
into a digital ecosystem that grows with new requirements. In this whitepaper, 
you will learn about the characteristics of B2B commerce versus business-to-
consumer (B2C) and how to lay the technological foundation for sustainable 
business success.
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commercetools is the world’s leading platform for next-generation B2C and 
B2B commerce. To break the market out of being restrained by legacy suites, 
FRPPHUFHWRROV�LQYHQWHG�D�KHDGOHVV��$3Ζ�ȴUVW��PXOWL�WHQDQW�6DD6�FRPPHUFH�
SODWIRUP�WKDW�LV�FORXG�QDWLYH�DQG�XVHV�ȵH[LEOH�PLFURVHUYLFHV��7KLV�HQDEOHV�
customers to deliver the best commerce experiences across all touchpoints.

About commercetools

Munich - Berlin - Jena - Amsterdam - London - Durham NC - Singapore - Melbourne
www.commercetools.com
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