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The Global B2B eCommerce Opportunity 

Today’s B2B buyers are more likely to educate themselves, find 
solutions and buy online. Companies must deliver frictionless 
online sales and payment experiences optimized for B2B.

B2B eCommerce Surpasses B2C in Market Value
The market value of all B2B transactions was more than three times 
greater than all B2C transactions in 2020.

Sellers Lag Behind B2B Buyer Expectations

 73% of Millennial workers are involved in decisions 
 to purchase products or services for their companies. 
 (Merit)

 Millennial B2B buyers cited Internet search and vendors’ 
 websites as their top two means of researching products 
 and services. (Merit)

73%

Global B2B Growth Will Continue to Accelerate
The annual value of global B2B ecommerce transactions is projected to 
nearly double in size by 2027. 

Source: (Quickbooks)

Sa
le

s 
in

 t
ri

lli
on

s 
U

SD

$2.8 Trillion
B2C B2B

(Research and Markets)

2020 2027

$20

 

$10

 

0

Sa
le

s 
in

 t
ri

lli
on

s 
U

SD

$10.6 Trillion

$20.9 Trillion

$10

 

0

$10.6 Trillion

3



Key Considerations For Choosing a B2B Supplier

Source: https://www.sana-commerce.com/blog/let-me-introduce-you-to-your-21st-centuryb2b-customer/

Ability to track orders online1. 39%

Ability to place orders online38%2. 

Ability to manage returns online34%3. 

By 2025, 80% of B2B sales interactions will occur through digital 
channels. (Gartner)

By 2023, B2B organizations with digital commerce offerings will 
see 30% more revenue compared to competitors without digital 
commerce sites. (Gartner)

Much of this shift is driven by the fact that today’s largest B2B 
buyer demographic is millennials. (Forrester)

62%

B2B Companies Must Adopt Digital-First Sales Models

The Largest Demographic of B2B Buyers Is Millennials 

Source: https://www.themarketingblender.com/statistics-boost-sales/

Buyers age 25-34 = 45%

Buyers age 35-44 = 30%

62% of B2B buyers now prefer to search for 
information, solutions and suppliers online.
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Five B2B eCommerce Examples 

Creating a better B2B ecommerce experience helps improve conversions, 
enhance sales and tap into an expanding online market. The following case 
studies offer prime examples of companies that offer excellent ecommerce 
experiences by following B2B best practices.

 JOOR

 Arrow Electronics

 Grainger

 Caterpillar

 Alibaba



 
JOOR Transformed an Online Catalog into a 
Global Marketplace with Digital Payments

JOOR

JOOR is a wholesale international marketplace for clothing. JOOR originally 
focused on in-person sales at industry expos and events. As trade shows  
were shut down during COVID-19, JOOR used ecommerce to supplement and 
enhance its existing business model. 
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http://joor.com


JOOR

JOOR supplemented traditional payments with ecommerce capabilities within 
its online catalog, thereby connecting B2B buyers and sellers. 

JOOR simultaneously facilitated global transactions by adding online payment 
acceptance for different merchants. 

Merchants using JOOR’s platform can sell online — something 
JOOR’s audience requested in a 2019 survey. So far, 175 brands have 
used the platform’s payment acceptance model. 

JOOR accepts payments by card, SEPA and 
global ACH — and 50% of JOOR’s users 
prefer the latter. JOOR also simplifies 
invoicing with the option for split 
payments. 
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Arrow Electronics provides electronic components, enterprise computing 
solutions and expertise to businesses across the globe. From medical devices 
to smart cars, many of the transformative technologies that make headlines 
and disrupt industries are built using Arrow components.

Arrow’s search functionality is second to 
none, offering results with detailed info 
on inventory and availability as well 
as the ability to place an order 
right from the results screen.

Arrow Electronics

8

Arrow Electronics Streamlined  
the On-Site Search Experience

http://arrow.com/


Arrow even offers search APIs so customers can integrate Arrow part search 
into their own applications. 

The buying process is also excellent, offering customers the ability to find  
components, see available inventory, and add products to their carts all  
before they need to sign in or create a merchant 
account — no hiding behind a  
login screen. 

ARROW ELECTRONICS
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Grainger
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Grainger Improved Usability  
With a Mobile App

Grainger is a leading industrial supply company that sells everything from 
hardware to safety equipment. Grainger’s exemplary B2B ecommerce website 
focuses on ease of ordering, with straightforward navigation, quick access to 
categories and products, and a clear, compelling search bar — all with a top-notch 
user interface. Grainger’s 3.5 million customers 
worldwide are proof that their strategies 
work. (B2B Online)

https://www.grainger.com/


Grainger also offers an exemplary checkout interface. A guest checkout option 
means there’s no login required, allowing a seamless experience. 

For repeat orders, an account system lets businesses sign up and manage their 
orders quickly and easily. 

Registered users can take advantage of faster ordering options, save items to 
personal lists and track order status with ease. 

GRAINGER

1 1
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Caterpillar

Caterpillar Built  
Exceptional Visual Navigation

 

Caterpillar is the world’s leading manufacturer of construction and mining 
equipment. 

CAT’s B2B ecommerce success stems from great visual site navigation. Clear 
images of different equipment by model help buyers find what they are  
looking for fast, just by scanning the graphics. 

http://cat.com
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While CAT buyers will need to find a dealer to make a purchase, they can 
request price quotes online. This helps bridge the gap between traditional 
sales models and contemporary ecommerce. 

CATERPILLAR



Alibaba

Alibaba Embraces  
International Payment Preferences

Asia’s leading online B2B marketplace, Alibaba is the go-to online shopping 
resource for wholesalers. 

Alibaba accepts a variety of local payment methods to improve its B2B  
ecommerce experience globally. Since businesses 
all over the world shop on Alibaba, the 
ecommerce behemoth takes credit 
cards, wire transfers and ewallets, as 
well as regional payment methods 
such as online bank transfers  
in Europe and Boleto in Brazil. 

Create a better B2B ecom-
merce experience that will 
enhance sales  
and improve the customer 
experience by:
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https://www.alibaba.com/
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Alibaba is another example of a website that offers a great search experience.

The site’s search results offer a filter on the left side that allows users to drill 
down and refine their results.

Each search result listing contains relevant 
information like an image, minimum 
order quantity, availability and the 
seller’s rating.

ALIBABA



The B2B Digital Transformation 
Is Underway
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The value of cross-border 
B2B money transfers is projected 

to be $218 trillion in 2022.

Six Best-Practices  
for B2B eCommerce

 Enable a variety of international payment methods

 Improve the on-site search experience

 Show products and cart details without requiring a login

 Make the repeat order process easy and accurate

 Provide information and solutions for customers to self-educate

 Offer payment options that avoid high credit card fees
Create a better B2B ecommerce experience that will enhance sales  
and improve the customer experience by:



17

SOURCES

Acumen Research and Consulting. “B2B Payments Transaction Market.” 2019,  
https://www.acumenresearchandconsulting.com/b2b-payments-transaction-market.

Adobe. “B2B eCommerce by the Numbers.” Adobe, 2020.

B2B Online. “W.W. Grainger’s eCommerce Strategy To Compete With Amazon Business.” B2B 
Online, https://b2bmarketingeast.wbresearch.com/blog/ww-grainger-strategy-against-amazon-
b2b-ecommerce-rise.

Forrester. “Millennial B2B Buyers Come of Age.” 2017,  
https://www.forrester.com/report/Millennial+B2B+Buyers+Come+Of+Age/-/E-RES132706.

Gartner. “11 Imperatives When Building an Enterprise Marketplace.” 2019, https://www.gartner.com/
en/documents/3976124/11-imperatives-when-building-an-enterprise-marketplace.

Gartner. “Future of Sales 2025: Why B2B Sales Needs a Digital-First Approach.” 2020,  
https://www.gartner.com/smarterwithgartner/future-of-sales-2025-why-b2b-sales-needs-a-digital-
first-approach/.

Quickbooks. B2B eCommerce market size and statistics. Intuit Quickbooks.  
https://www.tradegecko.com/, https://www.tradegecko.com/b2b-ecommerce#:~:text=to%20
get%20there.-,B2B%20eCommerce%20market%20size%20and%20statistics,that%20number%20
hit%20%2412.2%20trillion.

Research and Markets. “Business-To-Business E-Commerce Market Size, Share & Trends Analysis 
Report by Deployment Model, by Application, by Region, and Segment Forecasts, 2020-2027.” 
https://www.researchandmarkets.com/, Research and Markets, May 2020,  
https://www.researchandmarkets.com/reports/5028717/business-to-business-e-commerce-market-
size?utm_source=GNOM&utm_medium=PressRelease&utm_code=6dqm58&utm_campaign=14433
47+-+Global+%2420.9+Trillion+Business-To-Business+(B2B)+E-Commerce+Markets%3a+Size%2c+S.

Some icons made by Freepik from www.flaticon.com

https://www.flaticon.com/authors/freepik
https://www.flaticon.com/


 Enabling a variety of international payment methods

 Improving the on-site search experience

 Showing products and cart details without requiring a login

 Making the repeat order process easy and accurate

 Providing information and solutions for customers to self-educate

 Offering payment options that avoid high credit card fees

 

rapyd.net

Rapyd is the fastest way to power local payments anywhere 
in the world, enabling companies to expand globally  
without building out complex payments infrastructure.  
By utilizing Rapyd’s global payments network and flexible 
Fintech-as-a-Service platform, businesses can accept  
international payments with local ewallets, bank transfers, 
cash, credit and debit cards. Rapyd manages local licensing 
and regulations to maintain payment compliance with 
built-in AML, CTF, sanctions screening, tokenization and 
encryption, and KYC and KYB identity verif ication, making  
it easy to offer local payment methods, securely, anywhere 
you do business.
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