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An eCommerce platform is crucial for online business. It’s the solution that must 

provide a user-friendly front end to customers and a powerful back-end for company 

employees. It must work and play well with the existing IT infrastructure that provides 

CRM, inventory management, warehouse, fulfillment, content management, and 

payment functions. Furthermore, an eCommerce system must be a tool for effectively 

managing relationships with customers.

Before eCommerce solutions became mainstream, businesses built their own 

web solutions in-house with the help of their IT and development teams or paid a 

contractor to do it for them. This is the way marketplaces like eBay were created. 

It was a process that consumed considerable time, money, and human resources. 

These home-brewed solutions didn’t always scale easily, and modifying or integrating 

them with other systems was often a difficult, if not impossible process.

Even now, many enterprises and medium sized businesses employ the build-

it-yourself approach. They want to maintain full control over the development, 

upgrade, and upkeep of their solution. Maintaining ownership allows them to build 

exactly what they need how and when they need it. Other companies resist the idea 

of “renting” the platform from a vendor and possibly eliminating any possibility of 

flexibility or customization. 

Today, the build or buy decision isn’t binary. Organizations can decide to build an 

application for one task and purchase an off-the shelf product for another. These 

decisions are often driven by the time frame, budget, and vendor solutions available. 

For example, all websites require some sort of CMS to manage content. And the CMS 

market is a jungle with over 250 solutions available including everything from mass 

appeal solutions to industry niche software and open source platforms. 

Yet a W3techs study revealed that still 39% of websites are using unrecognized 

content management systems including custom built ones. So why would you build 

a CMS when there are so many available?

According to Forrester, businesses are asking themselves the “buy or build” question 

more and more often. Advances in technology make software development and 

customization easier and this in turn drives business software shoppers to new 

frameworks.

North America business-to-business (B2B) e-commerce market size, by 

deployment, 2016 - 2027 (USD Billion)

B2B eCommerce businesses are especially keen to build their own custom web 

solutions from scratch. It is understandable. The B2B eCommerce vendor market 

is still in its infancy, even though the market and demand for specialized solutions 

is growing rapidly. And the needs of  B2B are complex. To many it seems that 

developing an in-house solution is the only viable option. This is especially true for 

B2B companies that got burned when they tried to adopt one of the popular B2C 

platforms with B2B add-ons. Soon they were limited by the platform’s capabilities 

and were incapable of offering the customer experience they desired.
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You’re willing to become a technology company
Or maybe you already are one. Becoming a tech company isn’t for everyone. When 
you build an eCommerce solution, you are venturing into software development and 
away from your core business. You’ll have to work on your framework, versioning, 
language variants, workflows, permissions, content delivery system, interfaces, 
search, and so on. In many cases, the development process is a constant work in 
progress, and the first iteration will rarely be the one you end up using. Going forward 
you’ll need to stay on top of the latest trends and technologies just to maintain your 
productivity, user experience, and sales. But when it comes to updates, upgrades, 
and new features, you’ll have the freedom of choosing when and how to build them.

You’re in a highly regulated industry
Some industries are extremely regulated in their business operations. If you sell 
solvents or medical supplies, your website must digitally comply with specific 
regulations regarding, documentation, credentials, or necessary certifications 
before engaging in a transaction. Not all products can be sold to all customers, 
either. These regulations can make a custom eCommerce solution an attractive 
proposition.

You work in a complex business structure
If your business consists of subsidiaries or independent sub-brands serving 
particular customer segments, an off-the-shelf solution may not work. You can also 
have complicated customer-facing or back-office functions you’d like to implement. 
Not all vendors can support internal hierarchies, access restrictions, approval 
processes, or some businesses’ intricate order sequences.

You sell complex or customizable items
Not every vendor-supplied solution can sell every product out of the box. Aside from 
selling their primary product, some businesses sell value-added services such as 
installations, consultations, or training seminars. Other companies sell customizable 
and configurable products that require custom menus on their product pages. 
Others may need to restrict  who can see and order their products.

You need alternative payment options
Businesses that deal with large orders may have customers that don’t pay by 
credit card or debit card. You may need to offer payment by wire transfers, ACH, or 
other even extended terms. Your own, custom-built eCommerce system gives you 
complete control over transactions and invoicing options.

When does building a custom solution make 
sense?

If you’re against giving up any control over your software and its development 
trajectory, you will need to build your own solution. Besides being master of your 
universe, there are other reasons businesses opt to take the long and arduous path 
of developing their eCommerce solution from the ground up.
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When should you build and when should you 
buy? 

Whether you choose to build or buy will depend mainly on your resources such 

as time and budget, as well as the value you expect to gain from your solution. 

Taken together, they will likely form an ultimate factor in your decision.

Rent or Own?
Websites are digital real estate. And just like tangible real estate you can rent or 

you can own. You must consider this digital real estate decision as carefully as 

your tangible real estate decisions. 

Vendors offer a ready-made solution that applies to a large majority of business 

cases. Many might be easy to customize, but there are generally limits to the 

changes you can make. And if the vendor is offering a proprietary solution that 

is not open source, it will significantly limit the tools available for customization. 

You’ll have less control and you’ll be a renter. Like a renter you’ll be dependent 

on the vendor, may face increased costs, and you may need to replatform if you 

outgrow your space. 

A fully custom-built solution, by contrast, is developed according to your exact 

requirements. Unlike a vendor that you pay to use a solution, you fully own your 

asset and can maximize the value it brings to your company. When you own your 

asset and the codebase, it’s quicker to maintain, update, or customize it. On the 

other hand, replacing or finding new developers and consultants that can build 

a custom solution is a greater challenge than finding a good developer or agency 

that specializes on a specific eCommerce platform. You’ll have control and you’ll 

be an owner. 

Custom-built solutions are great for...

Companies that work in regulated industries with complex restrictions placed on 
sales, storage, or shipping of their products.

Businesses that accept different payment methods, terms, invoicing, or just want 
more control over their transactions.

Organizations with specific workflows regarding pricing, negotiations, and ordering. 
They can also have complex product bundling requirements and value-added 
services.

Complex business structures, with multiple brands, sub-brands; or businesses 
serving multiple verticals.

Companies that possess enough time and budget to enter a technology business 
now and able to support the solution in the long run.

Vendor solutions are great for...

Businesses with a simple selling model without unusual product or customer 
requirements.

Those looking to get to market quickly. Vendors invest in onboarding, making it easy 
to set up your storefront and product libraries.

Brands that want to avoid dealing with hosting or upgrades. Many vendors are SaaS 
or cloud-hosted, meaning feature updates and maintenance are included.

Companies on a budget. Creating your own software will take months or even years, 
with costs rising to astronomical levels.

Companies that need to integrate their eCommerce platform with existing solutions 
such as ERP, CRM, and PIM
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Factors to consider when crafting your strategy

The right eCommerce platform decision can get you to market quicker and position 

you for future success. A poor decision does the opposite: delays your launch and 

creates significant unrecoverable sunk costs of money and time. Here’s what to 

keep in mind: 

Timeframe

Determine the ideal timeframe for building and launching your website. When 

you’re not in a rush, you can devote more time to planning. When building a custom 

eCommerce, you’ll need to set up a plan, develop, test, modify, and debug several 

iterations. If time is of essence, you’ll be better off choosing a vendor-based solution.

Budget

            Vendor-built eCommerce software comes with setup and licensing costs, 

add-ons in the form of integrations and implementation services, and sometimes 

infrastructure-related costs. To build your own solution, you need a team of 

developers, managers, business analysts, quality assurance professionals, 

maintenance and server infrastructure staff. If you lack these in-house IT 

resources, partnering with a vendor might save money in the short and long term.

Customers

            Don’t forget to talk to customers and collect feedback about what they’d 

like to see. Customer input should influence the path you’ll take. Follow-up emails, 

mobile notifications, or thank-you page surveys are one place to start. Don’t 

dismiss holding actual customer interviews. After all, loyal, repeat customers are 

generally happy to provide feedback when you ask.

Future plans

Are you planning to restructure or embark on mergers and acquisitions? If you want 

to introduce new products, brands, or enter new markets, your eCommerce software 

should be able to accommodate your needs. You should also consider any changes in 

the market, disruptive technologies, or shifting customer expectations.

Stakeholder buy-in

Executives, management, operational staff, and representatives from all crucial 

departments must be on board with your eCommerce strategy. Your marketing, sales, 

and IT departments should have extensive input in the decision-making process. Their 

functions will most closely interact with the  eCommerce platform and its integrations.

Requirements

Carefully scrutinize your current B2B requirements. Many organizations that sell to other 

businesses have complex hierarchies or need to utilize multiple selling models within 

their eCommerce platforms. Be wary of platforms built on serving B2C. They may meet 

selling needs but not business needs. 
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The pros and cons of custom eCommerce solutions

Pros

Creative freedom. When you develop your solution from scratch, you can 
achieve the functionality you want. You can build in features that are unavailable 
elsewhere. You can tailor your eCommerce solution perfectly to your business 
and customer needs. 

Build what you need. Many businesses want a lean and lightweight solution 
with no excess baggage. With a custom solution, you don’t build in integrations, 
coupons, checkout, or payment options that you’ll never use. 

Full ownership. It’s great to own your solution outright. With no one standing 
between your business and software, you have full control of every aspect 
of your selling infrastructure and development trajectory. It’s easier to meet 
customer expectations, adapt to changes in the market, and build resilience 
into your business.

Better terms. Some vendors hold eCommerce businesses hostage with 
transaction and listing fees. Many sellers are not keen on giving away a percentage 
of their revenue on top of monthly fees. A custom solution eliminates these 
costs.

Cons

Resource-intensive. Building an eCommerce platform from the ground 
up requires resources in the form of time, money, and people. From finding 
engineers to planning, designing, developing, testing, and post-release activities, 
much work is involved in a successful eCommerce implementation.  

The pros and cons of vendor-based eCommerce 
solutions

Pros

Functionality. With the needed functionality out of the box, there’s no need to 
research, develop, test, and update all aspects of your software. Many vendors 
offer a long list of integrations and APIs to assist in customizing the store to 
your needs.

Security and stability. Security regulations such as PCI DSS, SOC 2, GDPR, CCPA, 
and others are added to or updated. With a vendor solution, there’s no need to 
worry about complying with security directives, certificates, or regulations.

Customer support. Many vendors use customer support as a differentiator. 
They offer extensive support through phone, live chat, or email. It’s also possible 
to seek help through video tutorials, webinars, and self-service documentation.

Cons

Less control. Choosing a vendor-based approach means surrendering some 
control in your sales process. If your vendor decides to increase fees, limit 
functionality, or change features, it can affect your eCommerce business.

Flexibility. Rapidly growing businesses in dynamic industries can see their 
requirements change. There will always be new integrations, plugins, connectors, 
and the need to import data from external systems. Many eCommerce vendors 
are closed source (proprietary), meaning there’s little room for customization.

Costs. Vendors usually offer many different plans, so it’s easy to pay for features 
you’ll never use. If you use templates, integrations, plugins, or hire outside 
consultants to make it all work, you can expect to pay for that, too.
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Comparing the costs

One of the major factors in any business decision is the amount of the initial capital 

investment and then the cost to maintain the strategy/solution. 

For comparison, let’s look at the cost of developing a custom solution versus the 

costs for purchasing a vendor-based B2B solution for a B2B eCommerce portal 

generating between 10 and 25 million USD.

Comparison of 1st Year Investment into Developing a Custom B2B eCommerce 
Solution vs Purchasing a Vendor-Based Solution for a B2B Portal Generating 
10 - 25 million USD

* Salary stats taken from https://www.bls.gov/oes/current/oes_nat.htm#15-0000
** Based on average licensing and implementation costs of OroCommerce for businesses 
between 10 and 25 million USD.

Looking at the chart above it’s clear that even if your team only consists of 5 people 
you will have to invest considerably more during the first year than if you purchase and 
implement a vendor-supplied eCommerce solution.

But also, realistically, a team of 5 will never be able to create a robust eCommerce 

solution within 12 months, most likely you will have to hire at least ten developers, at 

least two quality assurance professionals, at least one project manager and at least 

one IT infrastructure specialist. So, depending on your requirements, you will be 

looking at a team that costs you from ˜$530,000 a year. And even with such a team 

your project is very unlikely to be delivered within 12 months.

Now once you’ve built your eCommerce solution, you have to maintain it. There will 

be security issues, new features requested by customers, sales, and marketing and 

software upgrades that need to be made. All of this adds up each year.

Comparison of Maintenance Costs of  Custom B2B eCommerce Solution vs 

Vendor-Based Solution for a B2B Portal Generating 10 - 25 million USD

*Salary stats taken from https://www.bls.gov/oes/current/oes_nat.htm#15-0000

** Based on average licensing costs of OroCommerce for businesses with 10 - 25 million USD 

annual revenue.

*** Average costs of adding new integrations, tweaking or extending existing functionality, can vary 

greatly (from 0 to $100,000/y) depending on the needs of a particular business.

****Average annual costs of OroCloud offering.

Development activity Salary for one 
employee (annual)*

Cost of a B2B 
eCommerce platform**

Design & front-end 
developmen $82,000 -

Back-end development $112,000 -

Project management $80,000 -

Testing $106,000 -

Database and Network 
Administration $96,000 -

Subtotal: $476,000
$300,000 (one-time 
implementation & set 
up cost)

Licensing - $80,000

Total (1st year investment) $476,000 $380,000

Maintenance activity Salary for one 
employee (annual)*

Cost of a B2B 
eCommerce platform**

Design & front-end 
development $82,000 -

Back-end developmen $112,000 $60,000***

Database and Network 
Administration $96,000 $10,000 ****

Licensing - $80,000

Total (annual) $290,000 $150,000
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Of course, there are other soft costs for security, documentation, and the 

redundancies required to prevent downtime.

Security. It’s difficult to manage the security aspect of software yourself, 

particularly when complex eCommerce, CMS and payment systems are 

involved. You’ll have to set aside resources to ensure all the latest hotfixes, 

plugins, and compliance directives are followed.

No uptime guarantee. An eCommerce downtime can bring your whole 

business to a halt. You’ll have to resolve pressing issues quickly, so a strong 

technical support team, round-the-clock monitoring, and crisis management 

processes are a must-have.

Documentation. As you develop your solution, you’ll have to communicate 

its inner workings to technical writers and business analysts. They will help 

other team members get up to speed and understand the way the system 

operates.

However, we’re just scratching the surface. Developing a successful eCommerce 

solution takes efforts far beyond addressing immediate security issues, 

strengthening the back-end infrastructure, and documenting your process. 

Dealing with any type of personal customer data is a sensitive matter. You’ll 

have to stay on top of the latest developments in payments technology, 

personalization, risk management, and fraud prevention.

You’ll have to ensure and manage full compliance with insurance, licenses, 

permits, trademarks, shipping laws, PCI DSS, data protection directives, and 

ongoing assessment requirements.

In case of an emergency such as a breakdown, downtime, or breach, and in 

a world where eCommerce alternatives are abundant, the damage to brand 

reputation cannot be underestimated.

Considering the above, the steep costs and high risks of building a custom 

eCommerce solution, you need to ensure that your end product provides a 

considerable competitive edge to justify the investment. Otherwise you might 

not obtain ROI in an acceptable time frame.
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Neither option alone is best - but a blend is 
ideal

EA typical business owner wears many hats. Their goal is to sell a product to 

customers but in order to continue in business they must figure out new ways to 

grow, enter new partnerships or markets, diversify, or modernize their business 

models. They need an eCommerce solution that enables their ambitions, and 

doesn’t divert resources from core activities just to develop, test, and implement 

software.

The best eCommerce software for your business isn’t the most popular or 
cheapest solution. It’s the one that successfully delivers on the outcomes 
and objectives you set. 

When weighing your vendor options, you must have the right features for your 

business and industry. Too many companies make the mistake of selecting a 

vendor that’s not perfect for their needs and then must invest in customizing with 

workarounds and add-ons.

Avoid this problem by selecting a platform with the architecture and capabilities 

designed for B2B. This will get you the majority (60-80%) of features you may have 

considered building from scratch. This approach allows you to focus on your needs 

and match them to a vendor-based solution that suits them out of the box. 

This provides the room you need to maneuver, fine-tune, and customize as your 

needs change. Building a solution from scratch will drain company resources while 

selecting a popular vendor built for B2C will address the complex needs of B2B 

relationships.
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The best of both worlds: a customized flexible B2B solution

If building seems too daunting and buying an off-the-shelf solution doesn’t provide 

you with the freedom and flexibility you need, there is a third option. Get the best of 

both worlds when you select a vendor with core B2B eCommerce functionality and 

extensive customization features. It provides all the good and mitigates the bad.

You do what you do - they do what they do

Unless you are in the software business, you shouldn’t be building something as 

complicated as an eCommerce software from the ground up. You should focus on 

your industry and rely on a technology vendor to focus on software development. A 

vendor with the right B2B eCommerce features will allow you to launch your B2B-

capable store sooner without the need to spend months and months on development 

and testing cycles. 

Minimize time to market and cost

Aside from being faster to implement, finding the eCommerce vendor with the right 

features and customization options will cost less than developing a custom solution. 

Open-source solutions are particularly attractive, since not only they can be rolled 

out easily, but they are also incredibly customizable, have a strong developer backing, 

and a culture of constant improvement.

Reduce maintenance costs

There’s an enormous amount of work that goes into building an eCommerce 

platform. Many of the components and features are incredibly sophisticated and 

must work flawlessly. To get there requires lengthy testing, error and bug fixing. By 

selecting a stable, enterprise-grade eCommerce platform with the right B2B features 

out of the box, you can focus on growing your business instead of dealing with fixes 

and updates.

Maximize integration flexibility 

Many proprietary vendors don’t integrate with other solutions such as ERP, PIM, or 

CRM, unless it is within their own family of brands. But building these integrations 

from scratch is time-consuming. It involves development expertise and the use 

of integration maps to ensure your data flows properly. Look for a vendor with 

an extensive library of enterprise-grade integrations and a robust API to help you 

improve visibility, make better decisions, and drive sales.
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Steps to a Customized Solution

Customization is a great middle-ground for those who want to find a suitable 

option among existing solutions. It’s the best of both worlds since you don’t have 

to develop your own platform, but still have substantial control and flexibility in 

building and changing critical functionality specific to your business. Here are the 

steps to take.

Identify your must-haves

If you can find a suitable platform to grow with, don’t waste resources developing 

your own. The key is to find the right feature set already built into the platform. 

Many B2B businesses require at least some degree of capabilities such as:

B2B corporate account management

Access controls, roles, permissions

Multi-org, website, and language capabilities

Multiple currencies and tax management

Multiple prices and shopping lists

Multiple, personalized catalogs

Multiple warehouses support

Content management system

Order management

Request for Quote functionality

Promotion management

Inventory management

Inventory management

Contract management

Email automation engine

Segmented, custom reports

Security features

API to integrate with any type of business software

SEO management tools

Mobile-readiness

Strong API and integrations list

Select digital transformation consultants
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Choose your partners wisely

When it’s time to customize, you’ll need to determine how to turn your plans into 

reality. Do you contract out the services to a digital transformation agency, hire 

employees, contractors, or freelancers? There are many things to consider.

One advantage of a digital transformation agency is a near guarantee that they 

have experience in implementing solutions like yours. Agencies usually have 

a large talent pool that can fill in the gaps where in-house expertise is lacking. 

However, the key here is to select a partner that has prior knowledge in your 

industry. Ask to see the agency’s completed products and the scope of work 

performed.

Pick an open-source platform
When paired with a strong community of designers and developers, open-source 

products tend to drive development and implementation speeds. Communities 

foster information exchange and collaboration, which improves the product 

over the long term. In fact, the vast majority of IT leaders believe open source is 

strategically vital for their organization’s software decision:

91% of leaders say enterprise open source is important for their

organization

Source
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Meet OroCommerce: the Best Alternative to 
Building or Buying

If you can’t find what you need, you may think building it yourself is the only 

option. And if you simply don’t possess the resources to create an entire 

eCommerce platform from scratch you are in real trouble. OroCommerce is 

an excellent alternative to building from scratch or settling for an off-the-shelf 

solution. It’s ideal for B2Bs that want a working platform now and the capability 

to scale up in the future.

What Is OroCommerce?

OroCommerce is a B2B eCommerce platform for mid-market and large enterprises 
that are considering a custom eCommerce solution. A B2B focus means its 
solutions align closely with manufacturers, distributors, retailers, and brands. 
OroCommerce is also updated regularly, so our customers stay on top of industry-
specific changes and customer experience trends.

OroCommerce is explicitly designed for complex B2B commerce use cases such 
as corporate accounts, customizable pricing, multiple shopping lists, and more. 
Sellers have full control over client order workflows based on business attributes 

such as previous order history.

OroCommerce works for all types of scenarios, selling models, and organizational 

structures because it’s flexible. The ability to make changes or add different 

components helps businesses scale, stay agile, and resilient.

Animal Supply was founded 1987 and remains a leader in pet food 

supplies and distribution, boasting over 15,000 retail outlets as customers. They required a 

sophisticated solution that could address 

complex logic and restrictions according to 

retailers.

Result

Animal Supply implemented OroCommerce as 

a headless eCommerce platform to connect to 

their multiple WHMs and ERPs to give business 

customers more freedom in designing their  

front-end experience. Their system now handles 

over 400,000+ monthly orders.

   FairPrice is the largest and most successful supermarket chain

in Singapore. Tired of repurposing B2C solutions, they required a B2B eCommerce system

that would not drain resources and could 

appeal to their business customers.

Result

FairPrice chose OroCommerce for its 

customizable product catalogs, customer 

segmentation capabilities, as well as 

powerful purchasing workflows. Now, their 

store handles 15,000+ B2B users placing 

3,500+ monthly orders.

https://www.linkedin.com/company/oro-inc-/
https://twitter.com/OroCommerce
https://www.facebook.com/OroCommerce-333319140210515/
https://github.com/oroinc/orocommerce
https://oroinc.com/b2b-ecommerce/?utm_source=content&utm_medium=pdf&utm_campaign=build_buy
https://oroinc.com/b2b-ecommerce/
https://oroinc.com/b2b-ecommerce/customers/fairprice/
https://oroinc.com/b2b-ecommerce/customers/fairprice/
https://oroinc.com/b2b-ecommerce/customers/animal-supply/
https://oroinc.com/b2b-ecommerce/customers/animal-supply/


Saltworks is the nation’s largest salt manufacturer, supplying distributors, 

restaurant, gourmet retailers, and end consumers. They required a B2B 

eCommerce platform without complex workarounds and customizations, while 

maintaining B2C selling in parallel.

Result

Saltworks found OroCommerce serves their needs perfectly. Their store 

accommodates business customer needs like RFP, LTL, quoting, and other B2B 

requirements without sacrificing their B2C operations.

https://www.linkedin.com/company/oro-inc-/
https://twitter.com/OroCommerce
https://www.facebook.com/OroCommerce-333319140210515/
https://github.com/oroinc/orocommerce
https://oroinc.com/b2b-ecommerce/?utm_source=content&utm_medium=pdf&utm_campaign=build_buy
https://oroinc.com/b2b-ecommerce/customers/saltworks/
https://oroinc.com/b2b-ecommerce/customers/saltworks/


Conclusion

The arguments for both building and buying can be quite compelling. In a recent 

study commissioned by Forrester, the companies that deployed vendor-built 

eCommerce technology experienced several benefits compared to those who 

developed home-grown solutions. 

These benefits ranged from 

Vendor-built customer-facing features such as personalization, mobile and 

omnichannel commerce provided additional benefits.

If partnering with a vendor or building a solution of your own seems like a 

compromise, don’t settle. A poor build or buy decision can spiral costs out of 

control, increase time to market, and destroy your cost of ownership budget.

Customizing might be the best solution. Look for a platform with 60 to 80% 

of core B2B features and customization options already included out of the 

box. Look for a platform like OroCommerce.  It’s the ideal solution for B2Bs 

with complex processes such as manufacturers, distributors, and multichannel 

retailers.

If partnering with a vendor or building a solution of your own seems like a 

compromise, don’t settle. A poor build or buy decision can spiral costs out of 

control, increase time to market, and destroy your cost of ownership budget.

Customizing might be the best solution. Look for a platform with 60 to 80% of core 

B2B features and customization options already included out of the box. Look for a 

platform like OroCommerce.  It’s the ideal solution for B2Bs with complex processes 

such as manufacturers, distributors, and multichannel retailers.

Lastly, ensure your chosen solution is backed by a community of developers, has 

a long list of integrations, and features a powerful API to aid in customization. Get 

all these elements right, and you’ll find that your eCommerce project will save you 

money, fit your needs like a glove, grow with you over time, and get you selling more 

effectively.
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Streamline B2B operations and grow your
digital channel with OroCommerce

There are many eCommerce platforms on the market today, but only one platform 

was built with the needs of B2B eCommerce in mind. That’s OroCommerce. With 

OroCommerce you get:

An open source solution to get up and running quickly. That’s 

because its robust architecture, powerful workflow engine, and 

modular design are built with the fastest time to ROI in mind. 

Freedom to deploy to the OroCloud environment with advanced 

monitoring and 24/7/365 support, to any other major public or 

private cloud, or a hosting provider of your choice or even your own 

IT department.

A rapidly growing ecosystem filled with can-do attitude partners 

and 24/7 support with the Enterprise Edition. 

An out-of-the-box solution that can handle any eCommerce 

scenario. From B2B, B2C, B2B2C, to supporting marketplaces you 

have the option for traditional or headless architecture. OroCommerce 

is ready to do business the way you do business.  

Full marketing and sales support from the CRM module that 

comes standard (or built-in) along with integrations for all major email 

marketing platforms and more. 

Feeling inspired? Contact OroCommerce to experience for 

yourself how replatforming to a solution built for B2B can boost 

your business’s bottom line.

Contact OroCommerce

https://www.linkedin.com/company/oro-inc-/
https://twitter.com/OroCommerce
https://www.facebook.com/OroCommerce-333319140210515/
https://github.com/oroinc/orocommerce
https://oroinc.com/b2b-ecommerce/?utm_source=content&utm_medium=pdf&utm_campaign=build_buy
https://oroinc.com/b2b-ecommerce/contact-us/?utm_source=content&utm_medium=pdf&utm_campaign=build_buy



