&p LTIMindtree

The Strategic
Importance of

B2B E-Commerce
for Manufacturers
and Distributors



&p LTIMindtree

Background

B2B e-commerce has transformed from a supplementary sales channel to a core business
strategy for manufacturers and distributors. Traditional procurement methods—reliant on sales
representatives, phone orders, and manual processing—are increasingly inefficient in an era
where speed, accessibility, and automation define business success.

However, digital transformation in B2B commerce is not without challenges. Many companies
grapple with legacy systems that are difficult to integrate with modern platforms, complex
pricing and contract structures, and the need for personalized experiences at scale. Unlike
B2C, where buying decisions are often instant, B2B transactions involve multiple stakeholders,
customized pricing, and longer sales cycles. As a result, companies are hesitant to modernize
the risk of slower growth and diminished market relevance.

Yet, those embracing digital commerce gain a competitive edge by optimizing operations,
expanding market reach, and leveraging data-driven insights to enhance customer
engagement. The benefits of B2B e-commerce are clear: the shift toward self-service portals,
Al-driven recommendations, and omnichannel strategies is no longer a luxury but a necessity
to meet evolving buyer expectations.

For businesses, the challenge is not just adopting e-commerce but doing so in a way that
integrates seamlessly with existing sales channels while providing a frictionless purchasing
experience. A well-executed B2B e-commerce strategy can improve efficiency, reduce costs,
and create stronger, data-backed relationships with buyers.

Understanding how to navigate these complexities is crucial for long-term success. With the

right approach, manufacturers and distributors can unlock the full potential of e-commerce
and position themselves for sustainable growth in an increasingly digital economy.
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Introduction

In today's competitive landscape, B2B e-commerce has emerged as a critical tool for
manufacturers and distributors. It enables them to reduce operational costs, enhance efficiency,
and deliver personalized customer experiences by facilitating seamless online transactions,
streamline processes for B2B e-commerce platforms, cut overhead expenses, and improve
customer satisfaction.

In a digital-first world, B2B buyers expect modern, efficient, and seamless purchasing experiences
akin to those they encounter in consumer retail. Companies relying on outdated systems risk
losing market relevance, as today's buyers demand scalable, technology-driven solutions that
offer excellent service.

The U.S. B2B e-commerce market is projected to reach an astonishing US$ 3.067 trillion by 2027,
growing at a compound annual rate of 11%'. However, despite this rapid expansion, only 13%
of B2B decision-makers consider e-commerce as their primary revenue stream’. Unlike B2C, the
market's size is driven by transaction volumes rather than the number of users.

As digital-first buyers demand seamless, self-service transactions, traditional sales models are

becoming less effective. Without well-integrated e-commerce, businesses may miss out on
valuable data-driven insights and struggle to attract younger decision-makers.
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Challenges in B2B commerce

The ongoing changes in the macroeconomic factors have impacted the large tech companies,
and its effects have been felt by the B2B e-commerce firms as well. In addition to global
factors, B2B commerce faces specific challenges, including:

Personalization at scale: Complex procurement processes:
B2B relationships are highly personalized, Decision-making involves multiple
making it difficult to replicate this experience stakeholders, extending the

online while maintaining efficiency purchasing cycle

Multi-channel sales and data silos: Shipping transparency:
Businesses sell via multiple channels or lines Buyers expect competitive shipping
of distribution that integrate with several options with clear pricing structure

data sources. Having data silos result in
inefficiencies, inconsistencies, and potential
revenue loss

Product discovery:

Efficient search capabilities are essential for
navigating extensive product catalogs with
millions of SKUs

Evolving expectations of B2B buyer

Traditionally, B2B transactions relied on in-person interactions, with sales representatives
guiding buyers from quotes to purchase orders. However, this lengthy approach no longer
aligns with modern buyers' preferences. Research from Gartner reveals that 57% of B2B
customers? are well into their purchasing journey before engaging with a sales representative.
This means that self-directed online purchasing is the norm and B2B commerce sites must
focus on the end-to-end experience.

Technologies such as Open Catalog Interface (OCI) and Electronic Data Interchange (EDI) have
enabled seamless communication between enterprise resource planning (ERP) systems of
different businesses. For example, a company requiring spare parts can now place automated
orders with vendors through fully integrated workflows. This shift underscores the importance
of flawless system integration to support efficient procurement processes.
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Key trends driving B2B e-commerce adoption

1. Preference for self-service shopping
A significant majority of buyers, i.e., 83%
now prefer to manage orders and
accounts digitally?, a trend that continues
to gain momentum.

3. Enhanced shopping experiences

Today’s buyers seek immersive and visually
engaging shopping experiences.
High-resolution product images, detailed
descriptions, and interactive features are
now essential elements of a successful B2B
e-commerce platform.

2. Streamlined purchase cycles

Modern B2B buyers, particularly younger
generations, value efficiency and expect
faster transactions. Online platforms enable
this streamlined process, which is unfeasible
through traditional sales channels.
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Recommendations for B2B organizations to succeed in e-commerce—

1. Develop a robust digital strategy

e Define a clear digital transformation
for manufacturers roadmap aligned
with business goals.

2. Enhance customer experience

Implement a self-service portal with easy
navigation, personalized
recommendations, and seamless

checkout.
e |nvest in scalable, cloud-based platforms
to ensure flexibility and growth. e Ensure omnichannel integration across
web, mobile, and offline touchpoints.

3. Leverage data & Al for personalization 4. Automate & optimize operations

e Utilize Al-driven analytics to * Integrate e-commerce platforms with
understand buyer behavior and ERP, CRM, and supply chain systems
optimize pricing. to streamline order processing and

inventory management
e Offer dynamic pricing and predictive
recommendations based on e Deploy Al chatbots and automated
customer data. support for quick customer assistance

5. Embrace marketplace &
direct-to-business (D2B) models

e Expand reach by selling on B2B
marketplaces (e.g., Amazon Business,
Alibaba) while maintaining a strong,
direct e-commerce presence.

e Offer subscription-based services or
bulk order discounts to drive
repeat business.

Amazon Business' 2024 State of Procurement Report highlights key trends in procurement,
emphasizing increased budgets, technology investments, and the need for optimization. According
to the report,

AR e—

53% of procurement leaders expected budget increases in 2024, shifting focus from
cost-cutting to efficiency and strategic growth*

Even SAP Ariba’s Procurement 2025 predicts shift in focus from cost improvement to building resilient
procurement strategies, with Al spending in procurement is expected to grow by 446% in 2025°.
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Benefits of B2B e-commerce for manufacturers and distributors

Adopting B2B e-commerce delivers several tangible benefits for manufacturers and

distributors. They are as follows:

1. Expanding market reach:

The benefits of B2B e-commerce allow
companies to target customers worldwide
without logistical challenges and expenses
of maintaining a physical presence.

3. Elevating customer experience:

A well-designed e-commerce platform offers
intuitive navigation, quick access to product
details, and easy ordering. Features such as
order tracking, account management, and
product personalization further enhance
customer satisfaction.

5. Driving revenue growth

Online platforms attract new customers
while encouraging repeat business from
existing clients. By streamlining
operations and improving order
management, businesses can increase
sales and profitability.

2. Tapping into new markets:

Digital platforms enable businesses to
explore untapped market segments. For
instance, manufacturers can tweak
existing products to cater to niche
audiences or industries, generating
additional revenue streams.

4. Boosting operational efficiency:

Integrating e-commerce solutions with
backend systems like ERP and CRM
automates manual processes, reducing
errors and saving time.
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Case study: Implementation of success with LTIMindtree

LTIMindtree collaborated with a major industrial distributor in North America to implement a
robust B2B e-commerce platform. The outcomes of this transformation included:

Enhanced efficiency: A unified platform for multiple
channels streamlined workflows improved
overall productivity

Omnichannel enablement: Consistent pricing and
real-time product availability across multiple channels
such as e-commerce platforms, vending machines, and
call centers

Improved customer experience: Interactive
elements, personalized announcements, prominent
checkout and spend notifications enhanced
customer satisfaction

Simplified ordering process: A user-friendly
interface made purchasing seamless for clients.

Self-service capabilities: Customers could manage
accounts and transactions independently, leading to a
smoother experience.

Personalization: Tailored experiences based on user
behavior and preferences boosted engagement.

Improvised search: New product discovery engine
built to improved search accuracy and increased
conversion rates.
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To sum up

As manufacturers and distributors navigate an increasingly digital environment, B2B
e-commerce is no longer optional—it is a strategic necessity. Companies that embrace digital

transformation for manufacturers, Al-driven personalization, and omnichannel strategies will

be well-positioned to capture market share, enhance customer experiences, and drive
sustained growth.

Success in this evolving landscape depends on leveraging data-driven insights, optimizing supply

chain operations, and delivering seamless digital experiences. Organizations that fail to adapt risk

losing competitive advantage, missing revenue opportunities, and falling behind in an industry

rapidly transitioning toward self-service digital purchasing and Al-powered procurement. Now is

the time to invest in B2B e-commerce innovation to future-proof operations and secure
long-term success.
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LTIMindtree is a global technology consulting and digital solutions company that enables
enterprises across industries to reimagine business models, accelerate innovation, and
maximize growth by harnessing digital technologies. As a digital transformation partner to
more than 700 clients, LTIMindtree brings extensive domain and technology expertise to help
drive superior competitive differentiation, customer experiences, and business outcomes in a

converging world. Powered by 84,000+ talented and entrepreneurial professionals

across more than 40 countries, LTIMindtree — a Larsen & Toubro Group company — solves
the most complex business challenges and delivers transformation at scale. For more
information, please visit https://www.ltimindtree.com/.




