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E-commerce was booming even before the COVID-19 pandemic 

pushed even more U.S. consumers online. E-commerce transactions 

grew by 44% in the year 2020.
(Source: Digital Commerce 360, U.S. Commerce Department)

There is a significant change in the B2B industry. Many companies are moving towards 

remote or digital engagement. The below graph represents the current ways supplier’s sales 

reps interact: 

Key decision-makers are embracing the shift to digital interactions. Having a strong digital 

ecosystem for your B2B e-commerce business is now a necessity.  

This ebook answers key questions before starting your B2B online portal. We will share 

expert views on how to optimize your existing e-commerce store for better results 

including how migrating to Magento Commerce B2B platform can drive more business 

success. 



Key Drivers for Implementing 
E-commerce Business Strategy

Forrester forecasts U.S. B2B e-commerce will reach $1.8 trillion and 

account for 17% of all B2B sales in the US by 2023. B2B companies 

think of e-commerce as much more than online sales. E-commerce is a 

channel to improve company operations and overall strategy. 

Some top reasons for implementing e-commerce into your business strategy are:

Increased Revenue 

You can operate your business across the 

globe. Your buyers/wholesalers/distributors 

can make purchases anywhere, anytime by 

visiting your online portal. 

Reach New Customers 

Gone are the days when you had to rely on 

traditional marketing/sales to acquire new 

customers. With a good SEO roadmap and 

digital sales channel integrations, you can 

reach new customers at a fraction of the 

cost..

Lower Setup and Running Costs 

Online stores are cheaper to build. With a 

one-time implementation, your sales 

process can be automated. You can focus 

on improving your digital marketing efforts 

and workflow processes to generate 

revenue.

Approach Data Driven Marketing

With powerful analytics and reporting tools, 

you get deep insight into your customer 

behavior. Implementing personalization 

strategies will drive more engagement and 

better conversions. 

Faster Order Placements. Better Customer 
Experience

Your buyers can place orders in seconds and 

know the status of their orders at each stage  

of the purchase process. Operations are 

transparent, less time-consuming, and allow 

for stronger customer relationships. 



Typical Challenges Associated with 
B2B E-Commerce Transactions

Complex Purchase Path

We could add a couple more steps when NET payment terms or a Credit Line come into picture. 

Outlining the above flow in an online system requires in-depth knowledge and technical 

expertise. The biggest challenge with this process is not every e-commerce platform is flexible 

enough to make the process agile.  

Buyer browses 
your B2B website 

for products

Requests for a 
quote from the 

SKUs

Simultaneously, 
they request 

quotes from your 
competitors 

Supervisor 
approves a quote 
and forwards to 
Finance Team

Buyer forwards 
the negotiated 

quotes to his/her 
supervisor

Vendor forwards 
quotes and the buyer 
works on negotiating 
the received quotes

Buyer makes the 
payment

Vendor ships the 
order



Varied Product Pricing

The way B2B is structured makes it is impossible to opt for a straightforward pricing model. The 

product pricing options could vary based on Individual Account Relationships. 

Below are some of the scenarios:

Customer group-based pricing: 

Where customers are categorized into 

different groups based on their purchase 

volume. This segmentation allows for 

businesses to provide special pricing 

and discounts per group.

Volume-based pricing: 

This is a pricing mechanism where price 

per unit is reduced if you purchase more 

number of items. For example, the price 

could range from $150 per piece for 

purchase of 100-499 items to $75 per 

piece for purchase of 1000-1999 items.

Request For Quote (RFQ): 

RFQ could be an offline or online process 

depending on how much the business 

wants to automate. An offline RFQ process 

could be as simple as a customer filling out a 

form. The business would make an offline 

contact (email/phone) with the customer for 

next steps. The online RFQ process is 

multiple steps with layers of review and 

approval before an RFQ is approved for the 

customer. 

Credit as a Payment Method
Though B2B companies embrace payment 

methods like Authorize.NET and PayPal, 

there is a constant need for a “Credit Line as 

a Payment Method.” Many businesses are 

required to define a usable balance on a 

company level and thereby track 

outstanding balance, available credit, and 

tie the transactions to purchase orders.

Reordering
Time and again, companies will order the 

same set of items over a period and this acts 

as the reordering scenario. Although this is not 

frequently practiced in a B2C environment, it 

is a heavily sought-after feature in the B2B 

world. While the reordering might be an easy 

implementation, the ability to get multiple lists 

for reordering proposes a big challenge with 

many e-commerce sites. 



Default Quotes Feature
Although quotes are available as a default feature in a lot of e-commerce platforms today, not 

every platform is as qualified as Magento.  

How does it work?

In addition to viewing created quotes, buyers can edit, print and cancel an existing quote.

NOTE: Additional discounts cannot be added to the negotiated quote.

During the negotiation process, the seller can –

 •    Add or remove products

 •    Change the quantity

 •    Apply a discount to the total price

 •    Add or change the shipping method

 •    Add comments

 •    Send the updated quote to the buyer, or save it as a draft

While the quote is open for review, its status in the buyer’s account is set to ‘pending’. The buyer 

can change and resubmit the quote even if it is declined or expired.

How Magento Commerce Helps to 
Improve Your Buyer Experience?

Buyer requests 
for quote from 
products page 

or shopping 
cart

Emails exchanged 
between buyer 
and vendor to 
negotiate the 

quote

“My Quotes” page 
helps to check all 
exchanged emails 
during negotiation 

process

Once final price is 
arrived, buyer can 

check out the 
quote on the “My 

Account” page



Custom Product Pricing 
Custom Product Pricing is possible in Magento by using the shared catalog option. By enabling a 

shared catalog, it is possible to set different product prices for a specific company. The custom product 

price works as a discounted dollar amount or percentage for the following types of products –  

  •    Simple    •    Downloadable

  •    Bundle    •    Virtual

Tier Pricing on the other hand offers a quantity discount for products in the shared catalog. Using this, 

you can provide the best price as a special discount for some products. 

Requisition List  
Being a built-in Magento Commerce B2B feature, the requisition list saves time for buyers. While 

repurchasing frequently ordered products, items are added directly to the shopping cart from the list. 

Customers can maintain multiple lists – typically used to list products from different vendors. This 

feature is available for both logged-in users and guests.

A requisition is like a wish list except it is not cleared after moving items to the shopping cart – making 

it a valuable offering in the B2B transaction.



Company Credit Feature 
Company Credit aka Payment on Account is a feature in 

Magento that allows companies to make purchases on 

their credit limit granted by the business. Upon enabling 

it, customers can simply use this as a payment method 

during checkout and not worry about paying via credit 

card. The only check the customer would have to do is to 

ensure their total order value is within the credit limit. 

While setting a credit limit for a company, you can define 

the credit currency (for international customers) and if the 

credit limit can be exceeded. 

SiriusDecisions

“80 % of B2B 
buying 

decisions are 
based on a 

buyer’s direct 
or indirect 
customer 

experience. 
Only 20 

percent of 
buying 

decisions are 
made based 

on the 
offering or 

price.”



Other Reasons Why 
B2B Loves Magento 
Commerce
Custom B2B requirements 

Be it the Magento Open-Source platform or 

the Commerce Cloud, Magento allows 

developers to customize, modify, or extend the 

codebase for advanced feature 

implementations. This has traditionally helped 

B2B businesses move away from the regular 

workflows into their custom workflows. A 

custom workflow could mean having to go 

through up to 5 levels of approval before 

‘Request For Quote’ (RFQ) is generated in the 

system or being able to quickly switch 

between e-commerce and informational 

product on your website. Although, these 

requirements will still be technically feasible on 

other SaaS-based platforms, Magento gives 

you full control over your website.

Multi-store and multi-language support 
If your business is spread across countries, you realize the pressing need to have a 

multi-language and multi-currency setup on your webstore. It is simply not enough for the store 

to represent itself in English and USD for currency. You need the ability to render the website in 

different languages. You should also provide the option for your buyers to pay in their own local 

currencies. Magneto offers these features out-of-the-box.



Rich mobile experience

B2B businesses are focusing on building 

compelling experiences on desktop and 

mobile. This could mean covering the basics – 

building the website to provide a responsive 

design across devices of all forms. 

As the next step, using Magneto Commerce’s 

PWA Studio, merchants can build their own 

high-performance PWAs on top of their 

Magento stores. Since this is available with 

the Core Magento Commerce, there is no 

need to work on separate cloud hosting for 

your PWA infrastructure. With Magento 

Commerce’s Page Builder, you can write your 

own narrative while presenting your brand or 

products via content pages without the need 

for developers.

You require 3rd party integrations
Magento is a highly flexible platform that supports integration with many third-party 

apps/services. Some examples are – 

 •    Payment gateways   •    Order tracking

 •    Shipping solutions   •    Google Analytics



B2B

MAGENTO COMMERCE ARCHITECTURE 

You require a highly scalable solution
The Magento 2.x platform has a layered architecture with four tiers (Client, Page Cache, 

Application, and Database) that are optimized for performance and scalability. 

Client-side: Maximizing the usage of browser cache or storing assets is a notable improvement 

over previous version of Magento.

Page Cache: Varnish page cache is available out-of-the-box to cache page contents and assets 

accelerating the page response times.

Application Enhancements: The Commerce edition comes with a job queuing mechanism and 

Rabbit MQ that allows asynchronous processing of jobs on the server. Queue workers pull jobs 

that are placed on the queue and use separate server resources from the Magento application 

servers.

Database Tier: To further improve scalability in the Commerce version, there are several 

improvements to the database tier of the application. These options allow for tuning and 

optimization of the databases to better handle high traffic and transaction volumes.



How 
Magento 
sets you 
up for the 
Future?

Comes with extensive B2B functionalities

More than 70% of buyers conduct research on 

Amazon business. Magento offers the ability to sell 

on Amazon Sales Channel

Automate your ERP integration for real-time 

inventory updates Magento works with popular ERP 

systems like Microsoft Dynamics, NetSuite, and SAP 

One.

Offers a superior mobile experience

A highly secure and scalable architecture

By upgrading to Magento Commerce, you get 

aggressive performance SLAs, a highly secure server 

setup with auto-scaling.

Delivers high ROI

Just by upgrading to Magento Commerce, businesses 

have seen an average ROI of 165.3% after just 3 

years.

Create your very own B2B marketplace



Checklist for Choosing Right 
E-Commerce Platform
Choosing an e-commerce platform is an important business decision. A study conducted by 

Forrester and Magento revealed that 49% of B2B businesses expect their e-commerce platform to 

increase revenue and improve customer satisfaction. To make sure you choose the right platform, we 

recommend going through a formal discovery session with your vendors. Discussing business 

specific questions as early as the discovery phase has proved to yield better results during the 

project implementation. Some key questions you should ask during the discovery phase are – 

Can the platform be easily customized?

Customization could mean different things to different organizations. It is important to make sure that 

the platform you choose allows user experience and functionality-related customizations. Most, if not 

all B2B organizations want to implement their own workflows into the system. 

Can the platform support customer-specific catalog & pricing?

B2B companies seldom have the liberty to live with just one product catalog. Instead, they create 

different versions of the catalog for different customers. This could include tiered pricing, customer 

group-based pricing, volume-based pricing, and customer-specific discount codes.

Does the platform offer high mobile responsiveness?

As the number of smartphone users worldwide today surpasses three billion, having high mobile 

responsiveness is very crucial. In an e-commerce world, brands are moving away from native apps 

(iOS & Android) and moving towards PWA (Progressive Web Apps) which are responsive pages that 

act like apps on your smartphones.

Does the platform offer Business Intelligence capabilities like Analytics & Reporting tools?

Business Intelligence tools help brands to stay competitive and improve business performance. They 

help you understand customer buying patterns, identify most profitable accounts, and the reasons for 

cart abandonments so that they can give an extra shot at missed opportunities.

Does the platform have an extensive network of Solution & Technology Partners?

The general rule of thumb is that the more Solution/Tech Partners work with a platform, the better. 

Engaging a Solution Partner is a key strategy if your organization has limited/nil experience with the 

platform, or does not have the bandwidth to take up an e-commerce project in-house. 



Why Ameex is Your Right 
Partner of Choice?
About Ameex

Ameex Technologies is an award-winning digital transformation company and a certified Magento 

partner helping brands select, implement, and utilize best-in-class Magento solutions. We have 

been helping several retailers, manufacturers, suppliers, and distributors by building unique and 

outcome-driven digital solutions that are focused to solve critical business challenges, particularly 

through the COVID-19 crisis. Our customers include Dell, Ikea, Samsung, Greenworks, Reckitt 

Benckiser, Perrigo, Mead Johnson, Molson Coors, and several others.

Our Contributions to the Community

We constantly give back to the community in terms of module contributions on Magento 

Marketplace. Our Magento certifications Magento 2 Professional Developer x5 has come in handy 

for our implementations and custom development. 

Our Partnerships 

We partner with industry leading solutions including Adobe, Magento, Shopify, Acquia, Sitecore, 

EPiServer, Microsoft among many others. We come with a total of 500+ e-commerce 

implementations that ranges predominantly across top platforms like Magento Community, 

Magento Commerce, Shopify, Shopify Plus, and Drupal Commerce. We boast 150+ Magento 

implementations on both Magento 1 and 2 – Community and Commerce included. Our thorough 

understanding of the e-commerce space has helped us create a mark of our own in the custom 

development solutions and specialize in ERP, CRM, PIM, and OMS (Order Management System) 

integrations. Apart from this, we provide Growth Consulting as a solution offering to our customers 

and they have seen remarkable e-commerce growth in a matter of months, which otherwise would 

have taken them years to achieve. Post-launch, we offer a support & maintenance period using 

which our customers can keep a tab on their website and get minor/major enhancements keyed 

into the website.

Adobe Bronze 
Solution Partner

Magento 
implementations 

worldwide

Years of 
E-commerce 
experience 

150+ 13+
7 times 

consecutive 
(2014-2020)

ISO/IEC 
27001:2013 
CERTIFIED

Strong Global 
Team

600+
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Schedule a Meeting with Our Expert Team 

Ken Lowenberg
Director, Digital Marketing and Technology

“Upgrade go beyond just Technical – We work 

with you to enhance -- and sometimes redefine 

-- digital strategy, fix experience gaps, and build 

the right digital stack for you to deliver powerful, 

unified, contextual customer experiences.”

Vimalan Thyagarajan
Director, Digital Transformation and Ecommerce

"We help you to create a clear ecommerce 

strategy that aligns to your business goals and 

deliver transformation programs to be ready for 

the future.”

Delona Lang
Director, Partnership and Customer Success

“Customer-Centric - We put our clients and 

their customers first when we build your perfect 

Drupal-based solutions.” 

Srihari Srinivasan
Sr. eCommerce Lead

“Our eCommerce experts specialize in building 

easy to use, flexible and growth oriented online 

stores that empower marketing and tech teams to 

surpass their digital priorities.”

Planning to implement a high performing B2B e-commerce platform? 

Want to optimize your e-commerce site for better conversions?

Looking to migrate to Magento Commerce B2B platform?

Write to us: sales@ameexusa.com



Vimalan has 20+ years of experience in Retail and eCommerce working 

with some top 10 retailers in the U.S. He has led digital transformation 

journey and omni-channel initiatives for multiple customers.

Vimalan Thyagarajan
Director, Digital Transformation and Ecommerce

About the Author

Email: vimalan.thyagarajan@ameexusa.com

Ken has 15 years of non-profit management experience with expertise in 

digital strategy, marketing, communications, partnership development, and 

celebrity engagement victory. He is a digital platform strategist and intuitive 

digital visionary.

Ken Lowenberg 
Director, Digital Marketing and Technology

About the Author

Email: ken.lowenberg@ameexusa.com
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