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Agenda

� Market Perspective

� Interaction Levels

� Innovations & Examples



Delivering Smarter Commerce

3 © 2009 IBM Corporation

B2B Commerce is unique..

“There is no one-size-fits-all application for B2B 

commerce. Even within a specific industry, there can 

be factors that would affect the decision to choose 

one e-commerce strategy over another” 

– AMR Research, 2008
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Factors Driving B2B Commerce Strategy

� What products you sell?

� Who do you sell to / through?

� Where do you sell?

� How do you sell?

� Which systems you integrate with?
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Product and Interaction
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Focus on Interaction

“B2B companies that expect to continue to differentiate 

purely on products are going the way of the dinosaur

— soon to be extinct.” – Forrester Research
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B2B Commerce Interaction Levels

B2B 2.0

Selling 1.0 – “Taking orders”

Marketing 1.0 – “Buyer - Seller communication”

Selling 2.0 – “Making orders”

Marketing 2.0 –
“Buyer - Buyer 

communication”
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Selling 1.0 – “Taking Orders”

� Make it easy

� Educate buyers

� Attract with incentives
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Making it easy to find products
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Educating Buyers



Delivering Smarter Commerce

11 © 2009 IBM Corporation

Training Videos
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Offer Incentives
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Try Points, Freebies, etc.
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More Discounts



Delivering Smarter Commerce

15 © 2009 IBM Corporation

B2B Commerce Interaction Levels

B2B 2.0

Selling 1.0 – “Taking orders”

Marketing 1.0 – “Buyer - Seller communication”

Selling 2.0 – “Making orders”

Marketing 2.0 –
“Buyer - Buyer 

communication”
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Marketing 1.0 – “Buyer - Seller Communication”

� Serve different buyer personas

� Offer programs and services

� Engage with buyers
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Serving the Personas
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Offer Solutions and Services
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Become an industry expert
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Engaging with buyers
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Promoting your brand 
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Differentiating your brand
Browser 
Toolbar
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What are you doing that is unique?
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B2B Commerce Interaction Levels

B2B 2.0

Selling 1.0 – “Taking orders”

Marketing 1.0 – “Buyer - Seller communication”

Selling 2.0 – “Making orders”

Marketing 2.0 –
“Buyer - Buyer 

communication”
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Selling 2.0 – “Making Orders”

� Offer promotions

� Run campaigns

� Develop new sales channels
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Buy Two, Get One Free
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BOGO and Seasonal Promotions
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Clearance Sale 30% off!
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Clearance Sale 50% off!
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Opening up new sales channel
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Sears.com is becoming one-stop-shop
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Online Marketplace for Category Expansion
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Selling through top retailer 
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Channel Innovation

700+ Dealers

End Consumer

Navigating the channel conflict
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Plugging into retailer sites
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Connecting with rich marketing content
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B2B Commerce Interaction Levels

B2B 2.0

Selling 1.0 – “Taking orders”

Marketing 1.0 – “Buyer - Seller communication”

Selling 2.0 – “Making orders”

Marketing 2.0 –
“Buyer - Buyer 

communication”
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Marketing 2.0 – “Buyer - Buyer Communication”

� Nurture community around your brand

� Protect and promote brand

� Listen for feedback
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Web 2.0 for B2B Brands

Source: Web 2.0 for B2B Brands, Siegel Gale
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Building community around the brand
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Building a strong community around the brand
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Twittering for better design
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Customer moderated for unbiased community
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Connecting with the brand and products
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OEM – Consumer Interaction
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OEMs responding consumer reviews
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OEM – Consumer Interaction
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Connecting with consumers for feedback
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Executive blog to display commitment
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B2B Commerce Interaction Levels

B2B 2.0

Selling 1.0 – “Taking orders”

Marketing 1.0 – “Buyer - Seller communication”

Selling 2.0 – “Making orders”

Marketing 2.0 –
“Buyer - Buyer 

communication”

• Ease-of-use
• Incentives
• Education

• Personas
• Services
• Engagement

• Promotions
• Campaigns
• Channels

• Community
• Brand 
• Listen
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Final thought..

“A business has two – and only two –

basic functions: marketing and 

innovation. Marketing and innovation 

produce results; all the rest are costs.” 
– Peter Drucker, Father of Modern 

Management

Peter Drucker (1909 – 2005)


