
B2B 和 B2C 商務平台的 
5 項必備能力
提供卓越商務體驗的指南。 
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當今的商務客戶期望在整個歷程中（無論是線上還是線下）透過任何裝置
都能享有個人化的體驗。為了吸引客戶注意並贏得他們的忠誠，B2C 與 B2B 
品牌需要一個快速、靈活且基於雲端的商務解決方案，使您能夠在企業規
模跨通道一致地提供超個人化的體驗。理想的商務平台可提供各種工具來
增進客戶關係、建立信任、提升轉換率與忠誠度，同時節省時間、降低成本
並提高整體效率。 

在本指南中，我們將探討在選擇商務平台時應優先考量的五項關鍵能力，
以及支援這些能力的工具與功能。  

能力 1：大規模個人化 
消費者期待量身打造的電子商務體驗。這尤其體現在千禧一代和 Z 世代的客戶身上，他們
正迅速成為主要的電子商務人群。但孤立的數據、缺乏 AI 工具，以及無法統一並即時更新
的客戶檔案，使得許多企業無法提供其客戶期望的個人化體驗。如果沒有合適的工具， 
打造這些體驗往往需要大量的手動工作、時間和資源，而許多企業卻不具備這些條件。

為什麼這項能力不可或缺 
買家更傾向於並長期忠於那些能夠根據其偏好和通道 
提供個人化體驗的企業。強大的商務平台可以輕鬆將即
時商務數據與其他來源的分析整合，以建立豐富的客戶
檔案，並個人化客戶歷程中的每一步。先進的 AI 工具同 
樣至關重要，這些工具可根據購物者的行為和趨勢，快速
提供個人化的產品搜尋結果、推薦內容和產品建議。 

80%
數據來源：McKinsey

的美國成年人希望 
在各個數位接觸點上獲
得個人化體驗。 

https://www.mckinsey.com/featured-insights/mckinsey-explainers/what-is-omnichannel-marketing
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個人化功能可大規模提供卓越
的客戶體驗 
AI 驅動的商品銷售工具 
Adobe Commerce 提供 35 種語言的快
速、相關、輸入即搜尋的結果，並透過 AI 
驅動的規則來最佳化這些結果，協助您快
速將客戶與理想產品配對。它可讓您個人
化類別頁面，為每位客戶展示最相關的產
品，包括即時搜尋、產品推薦、智慧型分類
商品銷售等，以提高銷售額和平均訂單價
值。專用報告功能和 Adobe Commerce 
Intelligence 等工具提供可操作分析，並能
高效擴展營運。 

即時商務數據  
自動傳送即時客戶行為、訂單狀態、客戶檔
案和購買歷史記錄到 Adobe Experience 
Cloud 解決方案，例如 Adobe Real-Time 
Customer Data Platform (CDP) 和 Adobe 
Journey Optimizer，而無需撰寫複雜的程式碼或耗時的整合。將這些數據與其他 Adobe 產
品整合，以豐富客戶檔案、細分客群、深化客戶關係，並透過跨通道的個人化內容推動銷售。

獨特的數位店面  
透過個人化的店面體驗提高參與度和轉換率。透過 Real-Time CDP 整合，您可以定義細 
分客群並量身打造內容、促銷優惠以及產品交叉銷售和追加銷售建議。使用生成式 AI 實 
現可擴展的一對一個人化，並利用動態內容區塊和簡易頁面構建器，根據客戶細分群體 
調整體驗。 

靈活的付款方式 
安全地提供客戶偏好的付款方式，包括借記卡和信用卡、PayPal、Venmo、Apple Pay 及 
Google Pay，以增加銷售額。接觸美國、加拿大、英國、法國和澳洲的客戶，並透過支付卡產
業數據 (PCI DSS) 合規性、3D 安全 (3DS) 交易安全性，以及詐欺與濫用保護功能，自信地
增加您的銷售額——所有這些皆可透過一個儀表板進行管理。 
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為什麼這項能力不可或缺 
您公司的網站通常是客戶的第一個數位接觸點，也是統
一品牌敘事的關鍵部分。一個強大、靈活的店面可提升 
SEO 排名和自然流量，並在客戶購物的任何地方提供無
縫、最佳化的體驗。快速建立、管理和部署跨細分客群購
物體驗的能力可提高零售轉換率和線上忠誠度。當店面
效能不佳時，流失率、購物車放棄率以及競爭流失率都會
隨之上升。 

70%

數據來源：Gartner

的客戶認為，無論他們在哪
裡與品牌互動，組織都應提
供無縫體驗，這非常重要。 

此外，數位通道要提供更高收入來源的壓力也持續增加。靈活性至關重要——不僅是在開
發和部署店面時，而且在根據不斷演進的客戶需求進行測試和改進時也是如此。許多公司
也將優先透過自己的通道進行直接面向消費者 (DTC) 的銷售，因為可藉此保留對客戶體驗
的控制，並存取寶貴的第一方數據。當依賴市場或付費通道時，往往會失去這種優勢。 

能力 2：卓越的店面體驗 
滿足數位通道的需求對於提升營收至關重要，企業需要能夠輕鬆推出電子商務店面並根據
效能數據最佳化豐富內容的工具。您的商務解決方案應簡化內容創作和網站更新等流程，
同時提供前端靈活性，以支援動態、個人化的互動。

卓越的店面體驗帶來更大的客戶影響力 

可擴展的內容建立與交付 
Adobe Commerce 整合了 Adobe Firefly 
等先進的 AI 技術，協助您的團隊重新構想
商品銷售的工作流程。您甚至可以透過支 
援 3D、影片和其他豐富媒體格式，打造沉 
浸式、高轉換率的體驗，並以極快的速度 
交付這些體驗，以提升 SEO 排名並增加 
自然流量。 

https://www.gartner.com/en/sales/trends/customer-learning-paths
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無周邊商務功能  
Adobe 擁有高效能的無周邊店面，可與 Adobe Commerce 無縫連接。它可讓您使用預製
樣板和拖放式元件快速建立內容頁面，實現產品清單、購物車和結帳等關鍵功能。透過 API 
設定樣式和擴展功能可節省時間，並藉由更快的頁面載入速度、更高的 Google Lighthouse 
分數，以及透過高效的快取、階段呈現和持續測試增加的流量和轉換率，實現顯著的 ROI。
您還可以靈活使用 GraphQL API 和 API 協調來利用其他前端技術。 

靈活的製作工具  
使用 Microsoft Word 和 Google Docs 等熟悉的工具或所見即所得視覺編輯器，在幾分鐘
內即可以您的方式創作並發佈吸睛的內容。使用 Adobe Experience Manager 創作工具，
集中內容管理和跨所有通道的傳遞，讓您只需更新一次內容，即可在所有通道自動套用 
變更。

個人化的商品銷售  
根據客戶檔案和歷程，即時使用適當的產品影像，個人化每一次造訪。運用 Adobe Express 
和 Firefly，輕鬆創作數百萬種個人化產品和行銷資產變化版本，並提供裁切、調整大小、調
整顏色和變更背景的工具。透過一對一商品銷售和快速的 A/B 測試，您可以將客戶與他們
想要的商品連結起來，提升其忠誠度和收入，同時避免在無效的體驗上浪費精力。  

能力 3：可組合開發 
商務服務應予以無縫整合以提供一致的購物者體驗，但生態系統變得越來越複雜， 
目錄、購物車、搜尋、個人化、內容、訂單管理等服務依賴於多個第三方供應商。供應商之間
不同的結構描述、擴展性模型和開發人員工具往往迫使 IT 團隊建立複雜的點對點整合。 
僵化的整合可能會使連接新服務和適應市場變化變得困難，持續的維護也會增加成本並 
拖慢營運速度。隨著時間的推移，這可能會導致商務環境變得脆弱、難以變更且維護成本 
高昂，使 IT 團隊無法專注於創新，只能疲於維持基本運作。 
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為什麼這項能力不可或缺 
您的商務平台應在與其他系統分離和
單體式設計之間取得平衡，並根據您的
業務需求和技術資源量身打造。Adobe 
Commerce 透過將所有工作流程整合在一
個易於使用的平台下，加快了進入市場的
時間。這可讓您靈活地新增、變更或移除業
務服務，同時簡化維護工作並降低總擁有
成本。 

48%

數據來源：Deloitte

的技術功能預算用於最佳化現有的業
務能力，而只有 21% 用於創造新價值：
產生業務模型或進入新市場。 

Adobe Commerce 是一個可組合的雲端原生平台，內建安全性與合規性，可讓您靈活地優
先採用可快速提供價值的解決方案，同時根據需要整合其他服務。例如，透過將同類最佳的
第三方服務加入您的可組合平台，便可無縫實現使用進階的訂單追蹤功能來提升您的結帳
體驗。

可組合的平台功能，打造靈活的
商務生態系統 
強大的擴展性  
使用配備 GraphQL 和 REST 
API、Webhook、Event 和 UI 擴展性的無周
邊平台，隨時隨地打造商務體驗。支援與第
三方應用程式進行可擴展、事件驅動的整
合，打造獨特的購物與商家體驗。 

逐步採用服務  
根據需要為您的目錄、商品銷售、付款和 
店面採用 Adobe 業務服務，提升靈活性。
這些可擴展、可組合的服務可原生協同 
運作，並可視需要由第三方服務取代。 

https://www2.deloitte.com/us/en/pages/chief-information-officer/articles/global-technology-leadership-survey.html
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靈活的協調工具  
Adobe Commerce 藉由協調事件與 API 的能力（而不是建立僵化的點對點整合）協助您的
商務體驗與時俱進。使用全面的 API 與開發人員工具、擴展點和執行階段服務，您可以無 
縫連接技術堆疊，輕鬆進行自訂。使用 API 協調、事件路由和微服務開發來消除技術債務，
並根據需要快速新增或移除業務服務。 

無縫系統整合  
使用整合入門套件，快速將您的商務系統連接至後端解決方案，該套件包含雙向數據同步、
載入腳本和最佳實踐。利用 SAP S4/HANA、Microsoft Finance & Operations、Epicor、IBM 
Sterling Order Management 和 Zuora Subscription Management 等系統的應用程式， 
針對您的業務需求量身打造整合，縮短開發時間並降低成本。  

能力 4：可擴展的營運 
合適的平台可讓您自信地擴展 B2B 和 B2C 數位銷售，而無需增加更多解決方案。憑藉 
Adobe Commerce，您能夠透過符合 PCI 規範、高可用性的全球基礎架構，處理數百萬種產
品的無限流量，以及每小時超過 20 萬筆的訂單。憑藉靈活的目錄模式、多網站架構和本地
化功能，您可以支援數百個不同的品牌和地區。憑藉預先建立的儀表板和視覺化工具善用
數據，您可以透過分析銷售、產品效能和客戶行為，持續找出新的增長策略。

為什麼這項能力不可或缺 
擴展商務營運非常複雜。企業需要處理包含數百萬種 
產品的龐大目錄，並需要在銷售、活動或假日期間快速 
擴展。多個第三方供應商以及稅務、運送和付款要求的 
區域差異更增加了挑戰性。在單一平台上整合營運可簡
化管理、改善目錄效能，並加快進入市場的時間。它還能
降低成本、精簡人員編制並減輕維護工作——尤其是在
收購新公司或業務部門，或品牌發佈時。 

36%

數據來源：Adobe

的電子商務企業預計在
未來一到兩年內擴展到
六個或更多新的國家/
地區。 

https://business.adobe.com/resources/state-of-cx-research-report.html
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企業級擴展能力，加速業務增長 

高信任度平台  
Adobe Commerce 是一個高度可擴展、高度
安全的平台，連續八年被 Gartner® 評為數位
商務的領導者。即使在銷售高峰期，也能讓 
您處理無限流量，每小時處理超過 20 萬筆 
訂單。它可讓您為 B2B 客戶提供無縫的體驗，
包括支援大型購物車、提供由目錄、搜尋和個
人化推薦的微服務支援的快速購物歷程， 
API 回應時間低於 200 毫秒。透過符合 PCI  
規範、HIPAA 就緒並受到進階 AI 威脅偵測 
與即時監控保護的商務體驗，讓您的客戶高 
枕無憂。 

可擴展的目錄  
管理數百萬種產品和數千個具有客戶特定 
B2B 定價的目錄，確保準確、即時的產品詳細
資料、庫存與定價。透過高輸送量的擷取 API 
將大型數據集快速同步至 Adobe Commerce，以豐富目錄並用於商品銷售。靈活的數據模
型可讓單一目錄為跨品牌、業務部門和地區的數百個網站提供支援，並支援最複雜的產品
結構，包括可設定的產品、搭售和嵌套搭售。 

擴大數位銷售  
透過支援全球電子商務和多種商業模式的平台，加速您的業務增長。使用區域特定的貨幣、
語言和付款方式進行本地化，同時使用可設定的目錄政策，將正確的產品傳遞給正確的 
通道。強大的解決方案合作夥伴生態系統，能為您提供專業指引，協助拓展全球業務。 
Adobe Commerce 為 B2B 和 B2C 市場提供開箱即用的完整功能，因此無需專門的解決 
方案。使用隨插即用的連接器連結第三方解決方案，輕鬆測試新的收入來源，例如訂閱或 
市場。 

可操作分析  
透過整合的商業情報工具，發掘增長策略。使用預先建立的儀表板、拖放式報告和數據視 
覺化功能，分析客戶終身價值、行銷 ROI 和促銷成效等分析。利用雲端工具和自動化報告，
進行無縫協作，讓您做出更智慧、更快速的決策。  
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能力 5：B2B 商務最佳化 
B2B 商務需要一組特定的能力。如果沒有統一的平台，您需要針對每種商業模式分別購買
並實施完全獨立的電子商務平台，這意味著新工具、數據模型和基礎架構——所有這些都
會提高維護成本、造成數據孤島和增加複雜性。

為什麼這項能力不可或缺 
對企業而言，B2B 電子商務是一個 35 兆美元的龐大市場機會，
其數位銷售的增長速度是傳統線下銷售的 213 倍。這種買家態
度的巨大轉變凸顯了數位轉型對於 B2B 公司的重要性。透過轉
向電子商務，那些曾受制於傳統商業模式的品牌，現在能夠提供 
24/7 全天候的訂購服務。這不僅有助於接觸更廣泛、更多元的全
球客群，而且能透過提供自助服務選項來簡化營運流程，並讓買
家在採購上擁有更多的靈活度。 

83%

數據來源：Gartner

的 B2B 買家現在偏 
好使用數位通道來 
訂購和付款。 

Adobe Commerce 是一個專注於 B2B 的平台，可讓您輕鬆處理多個買家群組和使用者 
角色；透過量身訂做的目錄、定價、付款方式和促銷，提供個人化的購買體驗；並透過快速 
結帳和自動化核准流程簡化訂單。它可讓您從單一平台營運一系列的商業模式，超越 B2B 
的範圍，支援直接面向消費者的擴展策略，以及透過通道合作夥伴進行的 B2B2C 和 B2B2B 
銷售。

B2B 商務功能可增加銷售額並簡化採購流程 
全天候銷售  
透過全天候運作的入口網站擴展您的 B2B 銷售，以客戶特定的定價和目錄提供個人化的 
體驗。透過快速表單、檔案上傳和儲存清單簡化訂購流程，同時自動化採購核准，確保符 
合公司政策。買家可以在不同帳戶之間輕鬆切換，並選擇靈活的付款方式，包括公司信用 
額度、信用卡或借記卡，以及數位錢包。 

https://www.gartner.com/en/sales/trends/customer-learning-paths
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可自訂的帳戶管理  
透過線上帳戶申請表與核准流程吸引新 
客戶。支援包含多個購買群組、使用者角 
色和購買權限的公司帳戶。公司帳戶可組 
織為父子層級架構，以支援客戶營運結構， 
並支援透過通道夥伴進行的 B2B2X 銷售。 

銷售支援工具  
為銷售代表配備數位銷售和支援工具，幫助
您的團隊更積極主動。他們將能夠在線上快
速產生和協商報價，包括建立可用於後續 
採購的固定報價，而無需經過耗時的核准。
他們也可以以客戶身分登入，直接協助客 
戶處理訂單、產品設定或問題，以幫助快速
轉換並提升忠誠度。 

自助服務管理 
提供全天候運作、24/7 全天候可用的自助服務入口網站，讓客戶掌控自己的帳戶與採購。 
客戶可以追蹤貨運、檢視訂單歷史記錄、存取發票、監控公司信用額度、處理退貨，以及管 
理買家和權限——所有這些均無需致電支援中心。 

統一的商務平台  
在一個同時向 B2B 和 B2C 客戶銷售的平台下，發展您的業務並統一您的品牌。您可以建立
統一或獨立的網站體驗，提供客戶特定的價格和目錄，而您的團隊可以與企業的各個部門
共享目錄和商品銷售資源，以提升營運效率並建立一致的品牌形象。

助力構建世界 
瞭解北美第二大設備租賃公司 Sunbelt Rentals 如何利用 
Adobe Commerce 和 Adobe Experience Cloud 改變其銷
售模式。 

閱讀 Sunbelt Rentals 客戶成功案例。 

https://business.adobe.com/customer-success-stories/sunbelt-rentals-case-study.html
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可提升參與度、忠誠度和收入增長的商務平
台——Adobe Commerce 
Adobe Commerce 將 B2B 和 B2C 營運整合在單一平台中，不僅簡化了業務流程，而且建
立了一個統一、靈活的解決方案，能夠推動所有數位和零售接觸點的增長。從個人化的購 
物體驗到卓越的店面，Adobe Commerce 助力企業提供無縫、可擴展且創新的解決方案，
超越客戶的期望並推動長期成功。 

無論您是 B2C 品牌精品店還是全球《財星》 500 強的 B2B 企業，Adobe Commerce 都能提
供實現多通道成功所需的基本工具和靈活性。Adobe Commerce 擁有數以千計的客戶，每
年透過我們的雲端平台處理的商品銷售總值高達數十億美元，為零售商、消費者品牌、製造
商和批發經銷商提供全球最大、最複雜的商務體驗。  

進一步瞭解 Adobe Commerce 如何改造您的商務平台並提高收益 
 

https://business.adobe.com/resources/webinars/adobe-commerce-building-the-experience-led-commerce-platform.html
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Today’s commerce customers expect personalized experiences across their 
journey, online and offline, from any device. To capture customers’ attention 
and earn their loyalty, B2C and B2B brands need a fast, flexible, and cloud-
based commerce solution that allows you to deliver hyper-personalized 
experiences consistently across channels, at enterprise scale. The ideal 
commerce platform provides tools to enhance customer relationships, build 
trust, and increase conversions and loyalty while saving time, reducing costs, 
and improving overall efficiency.  


In this guide, we explore five critical capabilities to prioritize when considering  
a commerce platform — and the tools and features that support them. 
 


Capability 1: Personalization at scale.  
Consumers expect tailored ecommerce experiences. This is especially true among millennial and 
Gen Z customers who are quickly becoming the main ecommerce demographic. But siloed data, 
lack of AI tools, and customer profiles that are not unified and updated in real time prevent many 
businesses from delivering the personalized experiences their customers expect. Without the 
right tools, creating these experiences requires a significant amount of manual work, time, and 
resources that many businesses don’t have.


Why this capability is a must-have. 
Buyers are more likely to make a purchase and stay loyal 
to businesses that deliver experiences tailored to their 
preferences and channels. A robust commerce platform 
makes it easy to synthesize real-time commerce data 
with insights from other sources to create rich customer 
profiles and personalize every step of the customer journey. 
Advanced AI tools are also critical for quickly providing 
personalized product search results, recommendations, and 
offers based on shopper behavior and trends. 


80%


Source: McKinsey


of US adults want 
personalization across 
digital touchpoints. 



https://www.mckinsey.com/featured-insights/mckinsey-explainers/what-is-omnichannel-marketing
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Personalization features for 
delivering exceptional customer 
experiences at scale. 


AI-powered merchandising tools.  
Adobe Commerce helps you quickly match 
customers to the perfect products by 
delivering fast, relevant, search-as-you-type 
results in 35 languages, with AI-powered 
rules to optimize results. It allows you to 
personalize category pages to showcase 
the most relevant products for each 
customer, including live search, product 
recommendations, intelligent category 
merchandising, and more to increase sales 
and average order value. Dedicated reporting 
and tools like Adobe Commerce Intelligence 
provide actionable insights and the ability to 
scale operations efficiently. 


Real-time commerce data.  
Automatically send real-time customer behaviors, order status, profiles, and purchase history 
to Adobe Experience Cloud solutions like Adobe Real-Time Customer Data Platform (CDP) and 
Adobe Journey Optimizer without complex coding or lengthy integrations. Combine this data 
with other Adobe product integrations to enrich customer profiles, segment audiences, deepen 
customer relationships, and drive sales with personalized content across channels.


Unique digital storefronts.  
Improve engagement and conversion rates with personalized storefront experiences.  
With Real-Time CDP integrations, you can define segments and tailor content, promotional 
offers, and product cross-sell and upsell recommendations. Use generative AI for scalable 
1:1 personalization, and harness dynamic content blocks and easy page builders to adjust 
experiences based on customer segments.  


Flexible payment options. 
Increase sales by securely offering your customers their preferred payment methods, including 
debit and credit cards, PayPal, Venmo, Apple Pay, and Google Pay. Reach customers in the US, 
Canada, UK, France, and Australia, and grow your sales confidently with Payment Card Industry 
Data (PCI DSS) compliance, 3D Secure (3DS) transaction security, and fraud and abuse protections 
— all managed from one dashboard.   
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Why this capability is a must-have. 


Your company’s website is often your customer’s first digital 
touchpoint and a critical piece of a unified brand narrative. 
A robust, flexible storefront boosts SEO rankings and 
organic traffic and provides seamless, optimized experiences 
wherever your customers are shopping. The ability to quickly 
create, manage, and deploy shopping experiences across 
audience segments improves retail conversions and online 
loyalty. When storefront performance lags, bounce rates, cart 
abandonment rates, and loss to competition rates all go up. 


70%


Source: Gartner


of customers think it’s 
important for organizations 
to provide a seamless 
experience wherever they 
interact with a brand. 


Additionally, the pressure for digital channels to deliver higher revenue streams continues to 
grow. Flexibility is essential — not just in developing and deploying storefronts, but also in testing 
and refining them based on evolving customer demands. Many companies are also prioritizing 
direct-to-consumer (DTC) sales through their own channels, where they retain control over the 
customer experience and gain access to valuable first-party data. This advantage is often lost 
when relying on marketplaces or paid channels. 


Capability 2: Exceptional storefront experiences. 
Meeting demand across digital channels is essential to increasing revenue, and businesses  
need tools that make it easy to launch ecommerce storefronts and optimize rich content  
based on performance data. Your commerce solution should streamline processes such as 
content creation and website updates while offering front-end flexibility to support dynamic, 
personalized interactions.


Exceptional storefront experience features for greater customer impact. 


Scalable content creation and delivery.  
Adobe Commerce integrates with advanced 
AI technologies like Adobe Firefly to help 
your teams reimagine workflows for product 
merchandising. You can even develop 
immersive, high-converting experiences by 
supporting 3D, video, and other rich media 
formats — and deliver these experiences 
with lightning-fast speed to improve SEO 
rankings and increase organic traffic.   



https://www.gartner.com/en/sales/trends/customer-learning-paths
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Headless commerce functionality.  
Adobe has a high-performance headless storefront that seamlessly connects with Adobe 
Commerce. It allows you to quickly build content pages using a boilerplate and drop-in 
components for key functions like product listings, carts, and checkout. Save time by styling 
and extending with APIs, and realize significant ROI thanks to faster page loads, higher Google 
Lighthouse scores, and increased traffic and conversions with efficient caching, phased rendering, 
and continuous testing. You also have the flexibility to use GraphQL APIs and API orchestration to 
tap into other front-end technologies.  


Flexible authoring tools.  
Create and publish compelling content your way in minutes using familiar tools like Microsoft 
Word and Google Docs or a WYSIWYG visual editor. Use Adobe Experience Manager authoring 
tools to centralize content management and delivery across all channels, allowing you to update 
content once and automatically apply changes everywhere.


Personalized product merchandising.  
Personalize every visit with the right product imagery based on customer profiles and journeys 
in real time. Easily create millions of personalized product and marketing asset variations 
using Adobe Express and Firefly, with tools for cropping, resizing, color adjusting, and changing 
backgrounds. With 1:1 merchandising and rapid A/B testing, you increase loyalty and revenue  
by connecting customers to the products they want, while avoiding wasted efforts on  
ineffective experiences.  


Capability 3: Composable development. 
Commerce services should be integrated seamlessly to deliver a cohesive shopper experience, 
but ecosystems have become increasingly complex, relying on multiple third-party vendors 
for services like catalog, cart, search, personalization, content, order management, and more. 
Disparate schemas, extensibility models, and developer tools across vendors often force IT teams 
to build complex point-to-point integrations. Rigid integrations can make it difficult to connect 
new services and adapt to market changes, with ongoing maintenance that increases costs and 
slows operations. Over time, this can lead to commerce environments that are brittle, difficult to 
change, and expensive to maintain, shifting IT focus from innovation to merely keeping  
things running.   
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Why this capability is a must-have. 


Your commerce platform should strike a 
balance between being decoupled from 
other systems and monolithic, tailored to 
your business needs and technical resources. 
Adobe Commerce accelerates time to market 
by consolidating all workstreams under one 
easy-to-use platform. This gives you the 
flexibility to add, change, or remove business 
services while streamlining maintenance and 
lowering the total cost of ownership. 


48%


Source: Deloitte


of technology function budget goes to 
optimizing existing business capabilities, 
while only 21% goes toward creating 
new value-generating business models 
or entering new markets. 


Adobe Commerce is a composable, cloud-native platform with built-in security and compliance 
that offers the flexibility to prioritize solutions that deliver value quickly while integrating 
additional services as needed. For example, enhancing your checkout experience with advanced 
tracking on orders can be seamlessly achieved by adding a best-of-breed, third-party service to 
your composable platform.


Composable platform features for 
a flexible commerce ecosystem. 


Powerful extensibility.  
Build commerce experiences anywhere  
using a headless platform equipped with 
GraphQL and REST APIs, Webhooks, Events, 
and UI Extensibility. Support scalable, 
event-driven integrations with third-party 
applications to create unique shopping and 
merchant experiences. 


Incremental service adoption.  
Increase agility by adopting Adobe business 
services for your catalog, merchandising, 
payments, and storefronts as needed.  
These scalable, composable services work 
together natively and can be replaced with 
third-party services when necessary. 



https://www2.deloitte.com/us/en/pages/chief-information-officer/articles/global-technology-leadership-survey.html
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Flexible orchestration tools.  
Adobe Commerce helps future-proof your commerce experiences with the ability to orchestrate 
events and APIs instead of building rigid point-to-point integrations. Using comprehensive 
APIs and developer tools, extension points, and runtime services, you can seamlessly connect 
your tech stack for easy customization. Use API orchestration, event routing, and microservices 
development to eliminate technical debt and quickly add or remove business services as needed. 


Seamless system integration.  
Quickly connect your commerce system to back-office solutions with an integration starter 
kit featuring bi-directional data synchronization, onboarding scripts, and best practices. Tailor 
integrations to your business needs and reduce development time and costs with apps 
for systems like SAP S4/HANA, Microsoft Finance & Operations, Epicor, IBM Sterling Order 
Management, and Zuora Subscription Management.  


Capability 4: Scalable operations. 
The right platform allows you to scale your B2B and B2C digital sales confidently, without the 
need to add more solutions. With Adobe Commerce, you’re able to handle unlimited traffic for 
millions of products and over 200,000 orders per hour with a PCI-compliant, high-availability, 
global infrastructure. With a flexible catalog model, multi-site architecture, and localization 
features, you can support hundreds of different brands and regions. Leveraging data through pre-
built dashboards and visualization tools, you can continuously identify new growth strategies by 
analyzing sales, product performance, and customer behavior.


Why this capability is a must-have. 


Scaling commerce operations is complex. Enterprises handle 
vast catalogs with millions of products, requiring rapid scaling 
during sales, events, or holidays. Adding to the challenge 
are multiple third-party vendors and regional variations in 
tax, shipping, and payment requirements. Consolidating 
operations on a single platform simplifies management, 
improves catalog performance, and accelerates time to 
market. It also reduces costs, streamlines staffing, and eases 
maintenance — especially when acquiring new companies or 
business units, or during brand launches. 


36%


Source: Adobe


of ecommerce 
businesses anticipate 
expanding to six or more 
new countries over the 
next one to two years. 



https://business.adobe.com/resources/state-of-cx-research-report.html
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Enterprise-grade scalability features for accelerated business growth.  


High-trust platform.  
As a highly scalable, highly secure platform 
recognized a Leader in Digital Commerce 
by Gartner® for eight years in a row, Adobe 
Commerce allows you to handle unlimited traffic 
and process over 200,000 orders per hour, even 
during peak sales events. It allows you to offer 
your B2B customers a seamless experience, 
including support for large carts, deliver fast 
shopping journeys powered by microservices 
for catalog, search, and personalized 
recommendations, with API response times 
under 200ms. Reassure your customers with 
commerce experiences that are PCI-compliant, 
HIPAA-ready, and protected by advanced AI 
threat detection and real-time monitoring. 


Scalable catalog.  
Manage millions of products and thousands of catalogs with customer-specific B2B pricing, 
ensuring accurate, real-time product details, inventory, and pricing. Rapidly sync large datasets 
into Adobe Commerce using high-throughput ingestion APIs to enrich and use them for 
merchandising. A flexible data model enables a single catalog to power hundreds of sites across 
brands, business units, and regions and support even the most complex product structures, 
including configurable products, bundles, and nested bundles. 


Expanded digital sales.  
Accelerate your business growth with a platform that supports global ecommerce and multiple 
business models. Localize with region-specific currencies, languages, and payment methods while 
using configurable catalog policies to deliver the right products to the right channels. A strong 
ecosystem of solution partners is available to expertly guide your expansion globally. Adobe 
Commerce offers full functionality for both B2B and B2C markets out of the box, so there’s no 
need for specialized solutions. Easily test new revenue streams, like subscriptions or marketplaces, 
using plug-and-play connectors to link to third-party solutions. 


Actionable insights.  
Uncover growth strategies with integrated business intelligence tools. Use pre-built dashboards, 
drag-and-drop reporting, and data visualization to analyze insights like customer lifetime value, 
marketing ROI, and the effects of promotions. Enable smarter, faster decisions with cloud tools 
and automated reports for seamless collaboration.  
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Capability 5: B2B commerce optimization. 
B2B commerce requires a specific set of capabilities. Without a unified platform, you’ll need to 
buy and implement an entirely separate ecommerce platform for each business model, which 
means new tools, data models, and infrastructure — all of which come with added maintenance 
costs, data silos, and complexity.


Why this capability is a must-have. 


B2B ecommerce is a staggering $35 trillion market opportunity 
for businesses, with digital sales growing 213 times faster than 
traditional offline sales. This epic shift in buyer attitudes emphasizes 
the importance of digital transformation for B2B companies. By 
shifting to ecommerce, brands once hindered by more traditional 
business methods are now able to offer 24/7 ordering. This helps 
them reach a broader, more global customer base, while also 
providing self-service options to simplify operational processes and 
give buyers more flexibility over purchasing.  


83%


Source: Gartner


of B2B buyers  
now prefer  
digital channels  
for ordering  
and paying. 


Adobe Commerce is a B2B-focused platform that lets you handle multiple buyer groups and user 
roles with ease; offer personalized buying experiences with tailored catalogs, pricing, payment 
options, and promotions; and simplify orders with fast checkout and automated approval 
processes. It allows you to operate a range of business models from a single platform, going 
beyond B2B to support direct-to-consumer expansion strategies and B2B2C and B2B2B sales 
through channel partners.


B2B commerce features for increasing sales and streamlining purchasing.    


Around-the-clock sales.  
Expand your B2B sales with an always-on portal that personalizes the experience with customer-
specific pricing and catalogs. Streamline ordering with quick forms, file uploads, and saved lists, 
while automating purchase approvals to align with company policies. Buyers can easily switch 
between accounts and choose from flexible payment options, including company credit, credit or 
debit cards, and digital wallets. 



https://www.gartner.com/en/sales/trends/customer-learning-paths
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Customizable account management.  
Attract new customers with an online account 
application form and approval process. Support 
company accounts with multiple buying 
groups, user roles, and purchase permissions. 
Company accounts can be organized into 
parent-child hierarchies to support customer 
operating structures and support B2B2X sales 
with channel partners. 


Sales enablement tools.  
Help your teams be more proactive by 
outfitting your sales reps with tools for digital 
selling and support. They’ll be able to quickly 
generate and negotiate quotes online, including 
creating standing quotes that can be used for 
follow-up purchases without going through time-consuming approvals. They can also log in as 
the customer to assist them directly with orders, product configurations, or issues to help  
convert quickly and drive loyalty. 


Self-service management. 
Provide an always-on, available 24/7 self-service portal to put customers in control of their 
accounts and purchasing. Customers can track shipments, view order history, access invoices, 
monitor company credit, process returns, and manage buyers and permissions — all without 
having to call your support center. 


Unified commerce platform.  
Grow your business and unify your brand under one platform that sells to both B2B and B2C 
customers. You can create unified or separate site experiences with customer-specific pricing and 
catalogs, and your team can share catalog and merchandising resources across all parts of your 
business for operational efficiency and consistent branding. 


Helping to construct the world. 


Learn how Sunbelt Rentals, the second largest equipment 
rental company in North America, transformed its sales model 
with Adobe Commerce and Adobe Experience Cloud. 


Read the Sunbelt Rentals customer success story. 



https://business.adobe.com/customer-success-stories/sunbelt-rentals-case-study.html
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A commerce platform for driving  
engagement, loyalty, and revenue growth — 
Adobe Commerce. 
By consolidating B2B and B2C operations within a single platform, Adobe Commerce not only 
streamlines business processes but also creates a unified, flexible solution capable of driving 
growth across all digital and retail touchpoints. From personalized shopping experiences to 
exceptional storefronts, Adobe Commerce empowers businesses to deliver seamless, scalable, 
and innovative solutions that exceed customer expectations and fuel long-term success. 


Whether you’re a boutique B2C brand or a global Fortune 500 B2B enterprise, Adobe Commerce 
provides the essential tools and flexibility you need for multi-channel success. With thousands of 
customers and billions in annual gross merchandise value processed through our cloud platform, 
Adobe Commerce powers the world’s largest and most complex commerce experiences for 
retailers, consumer brands, manufacturers, and wholesale distributors.  


Learn more about how Adobe Commerce can transform your commerce 
platform and drive revenue. 


 



https://business.adobe.com/resources/webinars/adobe-commerce-building-the-experience-led-commerce-platform.html



