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Total U.S. B2B Ecomm already 2x B2C 

20-21 +17%: $1.6 Trillion 
1.2x faster than physical  

B2B Ecommerce Site Sales 
US, 2021-2025




… but still modest compared to total
@12% of total market



Sector shares



Diverse category applications

Global B2B Ecommerce market share, by application, 2020 (%) 



Marketplaces are the big difference

McKinsey

Comfort level with an online purchase across 
multiple types of websites 
% of B2B customers




Amazon Business marketplace

Has loosened up significantly …



Key drivers



Digital natives taking over buying

*Gen Z graduating / first jobs



Remote/Digital now preferred sales channel



Digital dominates B2B search and discovery

Digital natives are assuming management positions



Rapid proliferation of efficient channels



Things to do now



Think omni-channel: the more the better

McKinsey



Three key revenue models: subscription



Three key revenue models: volume

Bessemer Venture Partners



Three prevailing revenue models: configurators



Be ready for ANY price

McKinsey



Evolving preferences depending on price and complexity

McKinsey



Digital marketing needs to catch-up



What’s next



Social commerce for business?



Mobile commerce



Another wave of new big tech



Consumer behaviour
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