Building the B2B Omni-Channel Commerce Platform of the Future
Driven by consumer online buying experiences, business suppliers are racing to meet buyer demands,
according to new research* from Accenture (NYSE: ACN) and hybris software, an SAP company.

B2B Purchasers Expectations Raised by B2C Experiences
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Responding to this development, 83% of B2B sellers are either in the
process of upgrading / implementing their eCommerce suite or planning to do so
within six months.
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of B2B buyers
prefer making work-related
purchases on B2C websites

Currently under
implementation/upgrading
Plan to invest within the
next 6 months
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Top features or functions B2B Customers expect:
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Enhanced search
functionality

Showing ratings
and reviews

Improved personalized
product or
service recommendations

Integration with
back-end systems

Merchandising/recommending
relevant products
and services

Additionally, nearly

7 out of 10 B2B buyers prefer to use direct, instant online forms

of payment, such as credit cards or payment systems, rather than purchase orders and invoices.
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Use of credit or debit card
Payments via invoices /
purchase orders (PO)

28%

Use of online payment services
(e.g. PayPal etc)
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Purchases through eProcurement
portal (e.g. Ariba)

Future Omni-Channel Capabilities

Omni-Channel Challenges

B2B sellers are also looking beyond existing capabilities to the
technologies that will drive the future of their businesses.

Most challenges B2B sellers face are related to organization and structure:
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56%

62%
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Difficulty in integrating
back-office technology

Automated pricing
optimization

Personalized
recommendations

Twitter: @AccentureSocial

@AccentureDigi

42%

Wearable computing
in distribution centers

@hybris_software

Difficulty in sharing
customer data and analytics

40% 36%
Limits by distribution Conflict between
partners, franchises or channel organizations
wholesale customers

These challenges are similar to what companies such as B2C retailers face when
trying to implement omni-channel capabilities, as Accenture and hybris found in
another research focused on consumer businesses.

Web: www.accenture.com/omni-commerce

www.hybris.com

* Accenture and hybris software commissioned Forrester Consulting to conduct an online survey of 526 B2B companies and 930 B2B buyers across Canada, France, Germany, the US
and the UK at organizations with at least 1000 employees. The study (Building The B2B Omni-Channel Commerce Platform Of The Future) was completed in November 2014.
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