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Sources: 1 https://www.shopify.com/enterprise/b2b-ecommerce-how-the-best-in-b2b-sales-succeed-online

B2B eCommerce is now a $7.7 billion industry, more than triple the value 
of the B2C eCommerce industry1.

2018 is going to a big year for wholesale distribution. Thanks to constant advancements 
in B2B technologies and capabilities, wholesale is fast catching up with retail. 
 
This year, we expect to see more and more B2B businesses embracing omnichannel 
selling to meet customers’ demands for personalized service by offering a fully 
streamlined and connected experience across all platforms.

Internet of Things (IoT) technologies will not only allow wholesalers to manage 
omnichannel selling, but will also enable better management of the supply chain, 
warehousing, and operational procedures.

As customers increasingly make purchases internationally (rather than just in their local 
markets), wholesalers will also need to focus on building a cross-border sales ecosystem 
with international payment capabilities, real-time customer service, sophisticated online 
stores, and unified branding.

And, inventory management software will be more crucial than ever for wholesalers 
to manage business operations in one place and integrate with accounting software, 
shipping software, and multiple eCommerce stores. 

1.1 2018 at a glance
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Multichannel selling – the process of selling through multiple channels 
online and offline – is nothing new to the eCommerce world. In 2018, 
however, omnichannel selling is set to take multichannel selling a step 
further by offering consumers a completely streamlined and connected 
buying experience across all platforms.

The key difference between multichannel and omnichannel sales is that the former 
focuses on the different sales channel offerings, whereas the latter is much more 
consumer-centric. Omnichannel selling focuses on enhancing the customer experience 
by offering more flexibility to consumers in engaging with brands however they like.

In 2017, the vast number of online businesses that began to offer offline services, as well 
as brick-and-mortar businesses going digital, have highlighted the growing need for an 
omnichannel transition. Online retail giants Amazon and Alibaba expanding their offline 
footprint have also paved the way for omnichannel as the standard sales experience this 
year.

2.1 Trend 1: Omnichannel selling
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Looking forward, personalized customer experience will be expected by buyers. 
Businesses will need to give their customers the most convenient and flexible experience 
to stay at the forefront of a competitive market. A one-size-fits-all approach to customer 
service simply won’t cut it; only tailored customer care will be able to meet buyer 
demand and encourage purchases.
 
While this may seem like a daunting task, mastering omnichannel selling means 
being able to provide a personalized experience across all integrated channels and 
touchpoints. Think of the selling opportunities when being able to connect with buyers in 
real-time via your website, online store, live chat, email, social media, and in-person. 

The Internet of Things (IoT) 

It’s predicted that by 2020, more than 50 billion devices will be wirelessly connected to 
the internet – also known as the Internet of Things. For businesses, this will mean being 
able to proactively connect to customers when there’s a problem or need (your B2B 
customer has a product that’s out of stock or your B2C customer is due for a car service, 
for example) before the customers even know it. The result? An unprecedented level of 
customer service. 
 
Read more:  Is the grass greener for omnichannel eCommerce businesses?

2.2 Customer experience is everything

https://www.tradegecko.com/blog/omnichannel-ecommerce-business
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More and more B2B sellers are investing in eCommerce technology to 
provide the same easy ordering and frictionless customer experience that 
online retailers enjoy.

In 2018, wholesalers will be able to create commerce ecosystems that are stronger than 
ever: online wholesale stores will become increasingly discoverable through search 
engines, price negotiations could happen in real time rather than taking days, and the 
ordering process will take place virtually using online catalogs and payment gateways.
 
As B2B businesses move towards a more traditionally retail approach, they will be able 
to offer wholesale customers the same sophisticated level of services that retailers have 
been taking advantage of for years.

3.1 Trend 2: A growing commerce 
ecosystem

REAL-TIME PAYMENTS PERSON-TO-PERSON 

RELATIONSHIPS

TRANSPARENT AND 

TIERED PRICING
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Let’s take a look at some of the B2B eCommerce trends you can take 
advantage of to build up a wholesale ecosystem in 2018.

3.2 How to grow a wholesale ecosystem

Supplier-agnostic content 

B2B customers typically aren’t looking for a specific 
brand but instead are seeking information to solve 
a problem. Supplier-agnostic content refers to 
brand content that brings people into your sales 
funnel by providing valuable information, and 
earning trust.

Transparent pricing 

Transparent pricing and product information is 
the number one factor in encouraging repeat B2B 
orders3. Focus on building a pricing structure that’s 
straightforward and honest – no hidden tricks or 
fees.

Social selling 

72% of B2B salespeople who are active on social 
media outperform their competitors2. To be 
successful, sales representatives need to focus 
on solving problems, asking questions, and 
forging personal relationships rather than simply 
delivering a sales pitch.

Sources: 2 https://hbr.org/2016/11/84-of-b2b-sales-start-with-a-referral-not-a-salesperson 
 3 https://www.shopify.com/enterprise/advantages-of-b2b-ecommerce-and-online-wholesale-infographic
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Real-time customer service 

B2B customers should be able to quickly get 
the information they need from a real person. 
This means enabling customer service through 
live chats, website, and mobile, and even giving 
customers the option for self-service.

Enhanced buying 

B2B customers want the buying process to be 
as straightforward and hassle-free as possible. 
Ensure your online store or catalog has advanced 
product search and filter functionality, and 
provide regular updates on order statuses once a 
purchase is made.

Streamlined shipping 

Aim to improve shipping support for wholesale 
customers. Enable split shipments (fulfilling and 
stocking in-stock items while others are back 
ordered) and separate invoicing from orders 
and shipments to allow businesses to more 
accurately track accounts receivables.

Real-time payments 

Set up real-time online B2B payment systems 
to provide a more sophisticated customer 
experience, immediate availability of transaction 
status, and ensure you get paid faster.

Read more:  TradeGecko’s new iOS inventory mobile app helps wholesalers transform  
            their business

https://www.tradegecko.com/blog/tradegeckos-new-ios-inventory-mobile-app-helps-wholesalers-transform-their-business
https://www.tradegecko.com/blog/tradegeckos-new-ios-inventory-mobile-app-helps-wholesalers-transform-their-business
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An increasing number of B2B businesses are taking advantage of 
evolving digital technologies to meet customer demands and acquire new 
customers on a global scale.

Digitalization 

 
The B2B eCommerce market is growing rapidly and digitalization is becoming a 
necessity. Wholesale customer behaviors are now mimicking B2C buyers more than 
ever, which means wholesalers must use digital capabilities to improve service levels and 
plan strategically. To remain competitive, wholesalers will need to digitalize buying and 
supply chain workflows, and take away barriers to buying or selling online.

When it comes to selling globally, 40% of wholesalers believe that moving towards digital 
enables their company to expand globally at a lower risk, while 27% expect to see this 
development in the near future4. As online selling becomes more widely expected by 
B2B customers, this figure is likely to grow.

Global online marketplaces 

 
Online marketplaces like Amazon Business and Alibaba are transforming cross-border 
trade capabilities for retailers and wholesalers alike. By providing trading infrastructure 
and guaranteed traffic generation, these marketplaces enable even small businesses to 
explore new market opportunities across the globe. 

Looking forward, B2B sellers will be offered more opportunities in terms of reaching 
out to new customers internationally, but will also face greater competition as buyers 
are offered more choice thanks to a transparent, insight-driven, and consumer-centric 
environment.

4.1 Trend 3: Global Markets

Sources: 4 https://www.forbes.com/sites/greatspeculations/2016/01/20/global-e-commerce-becoming-the-great- 
   equalizer/#3c543265773a 
 5 https://www.intershop.com/files/Intershop/media/images/press/clippings/pdf/CB%2048-51%20	 	
	 		Intershop3.pdf

https://www.forbes.com/sites/greatspeculations/2016/01/20/global-e-commerce-becoming-the-great-equalizer/#3c543265773a
https://www.forbes.com/sites/greatspeculations/2016/01/20/global-e-commerce-becoming-the-great-equalizer/#3c543265773a
https://www.intershop.com/files/Intershop/media/images/press/clippings/pdf/CB%2048-51%20Intershop3.pdf
https://www.intershop.com/files/Intershop/media/images/press/clippings/pdf/CB%2048-51%20Intershop3.pdf
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As global buying and selling becomes the norm for B2B and B2C 
businesses, what key changes can we expect to see for businesses?
Let’s take a look.

4.2 Global wholesale business trends

Marketing strategies must be integrated 

 
While big brands have already started to embrace 
integrated marketing strategies, SMEs and wholesalers 
have yet to fully accept the need for a complete 
cross-channel marketing approach to outperform 
competitors.

Customers will come from all over the globe 

 
In a recent online survey, 57% of respondents in 24 
countries said they had shopped from an overseas site 
in the last six months. As such, wholesale businesses 
can expect to see more international customers as 
cross-border buying becomes widely accepted.

Cross-border payments will be essential 

 
A 2016 AFP survey found that 70% of respondents 
were converting the majority of their B2B payments 
to digital6. As international buying grows, so too will 
the need for streamlined cross-border payment 
technologies making B2B payments faster, more 
affordable, and more transparent.

Sources: 6 http://www.socalafp.org/documents/news/2016EPaymentsReportFinal.pdf

https://www.tradegecko.com/payments
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4.3 Key regional markets

Sources: 7 https://edc.trade/trade-confidence-fall/ 
 8 https://tradingeconomics.com/united-states/exports

With 31% of exporters having started exporting to new countries in the last two years 
and 49% planning to export to new countries in the next two years, B2B businesses 
should be thinking about competitors not just in their own markets, but all over the 
world7.

• Capital goods (39%)
• Industrial supplies (28%)
• Consumer goods (12%)
• Automotive vehicles, parts and 

engines (10.5%)
• Food and beverages (7%)

• Canada (19%)
• Mexico (14%)
• China (7%)
• Japan (4%)
• Germany (3%) 
• United Kingdom (3%)

The country’s largest exports
include:

Looking forward, US exports are expected to stand at $195000.00 million USD by the 
end of 2018. In the long-term, United States exports are projected to reach $200000.00 
million USD by 20208.

The main countries which the US
exports to include: 

Although the United States is the world’s third biggest 
exporter, exports only account for 13% of the GDP.

United States

Here are some of the major export predictions for key regional markets this year.
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• Metalliferous ores and scrap metal 
(29%)

• Coal, coke, and briquettes (15%)
• Food and live animals (14%)
• Manufactured goods (6%)
• Machinery and transport 

equipment (6%)

• China (32%)
• Japan (16%)
• South Korea (7%)
• US (5%)
• India (4%)
• New Zealand (3%)
• Singapore (3%)
• Taiwan (3%)

The country’s largest exports
include:

At the end of 2018, Australian exports are expected to stand at 33000.00 million AUD. In 
the long-term, Australian exports are projected to trend around 34500.00 AUD million in 
20209.

The main countries which Australia 
exports to include: 

Australia is currently a major exporter of commodities 
thanks to being rich in natural resources.

Australia

• Dairy produce, birds’ eggs, natural 
honey, edible products of animal 
origin (24%)

• Meat and edible meat offal (14%)
• Wood and articles of wood (7%)
• Fruit and nuts (5%)
• Beverages, spirits, and vinegar 

(4%)

• China (18%)
• Australia (17%)
• US (12%)
• Japan (6%)
• UK (3%)

The country’s largest exports
include:

Looking forward, exports in New Zealand are predicted to decrease from 4410.24 million 
NZD to 4265.92 million NZD by the end of 2018. In the long-term, the New Zealand 
exports are projected to trend around 3938.02 million NZD in 202010.

The main countries which New Zealand 
exports to include: 

New Zealand’s economy is greatly dependent on 
international trade. 

New Zealand

Sources: 9 https://tradingeconomics.com/australia/exports 
 10 https://tradingeconomics.com/new-zealand/exports 
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• Machinery and equipment (46%) - 
with electronics accounting for 68%

• Fuel (26%)
• Chemical products (13%) 
• Miscellaneous manufacturers (8%)

• China (12%)
• Malaysia (12%)
• Hong Kong (11%)
• Indonesia (10%)
• European Union (9%) 
• United States (5.5%)

The country’s largest exports
include:

Exports in Singapore are expected to hit 47692.00 million SGD by the end of 2018. By 
2020, exports are projected to trend around 50326.00 million SGD11.

The main countries which SIngapore 
exports to include: 

Singapore derives most of its revenues from foreign 
trade. 

Singapore

• Motor vehicles and parts (18%)
• Consumer goods (14%)
• Energy products (14%)
• Metal and mineral products (11%)
• Forestry products, building, and 

packaging materials (8%)
• Equipment and parts (6%)
• Fishing and intermediate food 

products (6%)

• United States (75%)
• European Union (8%), of which the 

United Kingdom (3%)
• China (4%)
• Japan (2%) 
• Mexico (2%) 

The country’s largest exports
include:

Exports in Canada are expected to stand at 45400.00 million CAD at the end of 2018. In 
the long-term, Canada’s exports are projected to trend around 43000.00 million CAD in 
202012.

The main countries which Canada
exports to include: 

In Canada, exports make up more than 30% of the 
country’s GDP.

Canada

Sources: 11 https://tradingeconomics.com/singapore/exports 
 12 https://tradingeconomics.com/canada/exports/
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• electronics and household 
electrical appliances (58%) 

• clothing and footwear (6%)
• textile yarn and fabrics (2.4%)
• toys and games (2.3%) 
• watches and clocks (2.2%)

• China (54%)
• United States (9.9%) 
• European Union (9.7%)
• India (3%)
• Japan (3%)
• Thailand (2%)
• Singapore (1.9%)

The country’s largest exports
include:

Exports in Hong Kong are expected to stand at 349097.52 million HKD by the end of 
2018. In the long-term, the Hong Kong Exports are projected to trend around 334766.21 
HKD Million in 202013.

The main countries which Hong Kong 
exports to include: 

Hong Kong has an export oriented economy with 98% 
of shipments coming from re-exports. 

Hong Kong

• mechanical machinery (14%)
• cars (10%)
• electrical machinery (8%)
• medicinal and pharmaceutical 

products (8%)
• aircraft (5%) 
• other miscellaneous 

manufactures (5%)

• the United States (16%)
• Germany (11%)
• France (6%) 
• Netherlands (6%) 
• Ireland (6%) 
• China (5%)

The country’s largest exports
include:

Exports in the United Kingdom are expected to stand at 51700.00 million GBP by the end 
of 2018. In the long-term, the United Kingdom Exports are projected to trend around 
55700.00 GBP Million in 202014.

The main countries which United 
Kingdom exports to include: 

UK’s trade is measured through both imports and 
exports of goods and services.

United Kingdom

Sources: 13 https://tradingeconomics.com/hong-kong/exports
 14 https://tradingeconomics.com/united-kingdom/exports
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Wholesalers are increasingly implementing new inventory management technologies 
that allow them to make data-driven business decisions and handle business operations 
centrally. To maintain a competitive edge in 2018, B2B businesses must focus on:

Investing time and money into “integration friendly” inventory

management systems 

 
Utilizing sophisticated inventory management software and a B2B eCommerce system 
enables wholesalers to collect error-free data that integrates with their accounting 
software, shipping software, multiple eCommerce stores, and so on.

Changing the supply chain 

 
B2B buyers want to be able to make purchases in the same way as B2C customers. 
This means streamlining the supply chain and fulfillment process to ensure customers’ 
demands are met. 
 
Marrying B2B selling with the B2C customer experience 

 
69% of business buyers prefer direct payments like credit cards or online gateways over 
purchase orders and invoices15. Wholesalers should mimic the B2C customer experience 
in everything from their online shopfront to their payment capabilities.

5.1 Trend 4: Inventory and order
management transparency

Sources: 15 https://www.shopify.com/enterprise/advantages-of-b2b-ecommerce-and-online-wholesale-infographic
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This year, automated sensor and tracking innovation will allow wholesalers to more 
effectively manage operations and make informed decisions about shipping, staffing, 
and warehousing. 

Thanks to new offerings like the BlackBerry Radar – a sophisticated cargo tracking 
solution – shipping for wholesalers stands to be more efficient than ever in 2018. 
Likewise, increased growth in AI and machine learning will give B2B wholesalers the 
ability to easily manage and analyze IoT data – allowing for better planning and reduced 
operational costs.

Looking forward, more businesses will begin to utilize mobile apps and other connected 
devices to make operations easy to oversee. Once those systems are in place, business 
intelligence software will help to interpret the data being generated by them.

If you don’t have smart devices or business intelligence in place right now, it’s wise to at 
least put a plan in place. In the long-run, IoT devices and insights can help you cut costs 
by finding inefficiencies in your operational procedures.

6.1 Trend 5: Automation

Read more:  Gaze into the future of business intelligence

https://www.tradegecko.com/order-entry-app
https://www.tradegecko.com/blog/business-intelligence-is-your-key-to-the-future
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Warehouse robotics

Advances in warehouse robotics made a significant impact on wholesale distribution 
in 2017, and their use will become more widespread over the coming year. Alibaba, for 
example, recently ramped up robotic labour in one of its warehouses last year, cutting 
down the human workforce in the facility by 70%16. 

Exotec Solutions, a French robotics company, has also developed a warehouse robot 
that can climb warehouse racks to pick up to 400 orders an hour, then carry orders to 
human workers. Similarly, logistics giant DHL has also launched a challenge program to 
encourage the development of piece-picking warehouse robots. 

Although artificial intelligence may seem better suited to sci-fi movies, there’s no doubt it 
will soon be commonplace in warehouses all over the world.

Sources: 16 https://www.businessinsider.com.au/inside-alibaba-smart-warehouse-robots-70-per-cent-work-
technology-logistics-2017-9
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So, what do these predictions mean for the wholesale market? As buyers come to expect 
instant, sophisticated and customized service as standard, wholesale businesses will 
need to embrace technologies that allow them to provide a customer experience on par 
with B2C.

TradeGecko’s wholesale inventory management system allows B2B businesses to create 
a customized, branded online store for wholesale customers and offer customer support 
in real-time. Automation capabilities such as pre-populated sales orders and customized 
price lists not only save time but also ensure customers are seeing transparent 
information tailored specifically to them. And, with TradeGecko Payments, wholesale 
customers can pay invoices instantly rather than having to rely on slow and outdated 
payment methods.

From an operational perspective, business intelligence reporting gives wholesalers the 
information they need to make data-driven decisions quickly and easily. TradeGecko 
Mobile – TradeGecko’s iPhone and iPad app – also gives sales teams the freedom to 
manage their products, customers and orders while they’re on the go. 

2018 stands to be a significant year for wholesale distribution, and TradeGecko is here to 
equip B2B businesses with the tools needed to stay ahead of the competition.

7.1 Summary
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Powerful inventory and order
management software to take

control of your business!

START A FREE TRIAL TODAY!

About TradeGecko | tradegecko.com

TradeGecko is powerful inventory and order management software on web and 
mobile. Every product, order and customer is managed in one place along with 
the best eCommerce, accounting and shipping integrations. It also includes a 
customizable B2B eCommerce Store so you can sell wholesale online with unique 
prices for each customer.


