
Increasing Your Online Orders: 
Make It Easy and They Will Come

Have  B2B End-Users Never 
“Unplug” From Your Website

Presented by:
Integrated Supply Consultants



Integrated Supply Integrated Supply 
Consultants LLCConsultants LLC

“7 Strategies For Reinventing 
Your Dealership” 

Cover Story January 2008 Print 
Solutions State of The Industry 

What’s Your Strategy?



Integrated Supply Integrated Supply 
Consultants LLCConsultants LLC

Internet Retailer Fast Facts
• Staples: #2

– Average order size: $325
– 27% of all sales come through website
– $4.9B @ 29% growth

• Office Depot: #3
– Average order size: $412
– 29% of all sales come through website
– $4.3B @ 13% growth

• OfficeMax: #6
– Average order size: $425
– 32% of all sales come through website
– $2.8B @ 11% growth

• Office Products was 14.7% of total 2006 internet sales
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What are Your Goals to develop 
E-Commerce traffic?
• Are you committed to the effort?

– Why? or why not?
• What percentage of sales dollars do you want to 

drive through your website?
• Who will sell it?

– Will it be a primary effort of your sales team?
• Sales people should be very comfortable
• If not, how do you sell it?

• How will you market it?
• Will you incent them to place orders?

– How?
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Why Do Your Customer Use Your B2B 
Website?

• To place orders, obviously
– What kind and of what product?
– Do they order all your categories or just some?

• What other reasons do your customers have to 
come to your website in between orders?

• What other reference or useful resources are 
available at your site that the end-user will find 
useful?

• How easy is it to use your e-commerce solution?
– Is it intuitive? i.e. does it know your customer?does it know your customer?
– Does it anticipate the customer’s needs and  questions?
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Evaluate Competitors’ 
Successful Features
• Evaluate your competitors’ successful features and make 

sure they are part of your ecommerce platform
– “best of class” website features

• How do you know what’s best? Measure.
– Look at the response time for your website
– Product search engine within the website

• How easy is it to find products?
– What is your percent growth of online orders?
– What is your average order size?
– How often is your site visited?
– What do your customers click on? What do they buy?

• Begin to know what your customer buys & their needs
– The ultimate customer relationship management CRM
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Structured 
Web can be 
embedded 
into an 
existing 
website to 
capture all 
of the tools 
shown here. 
Tie it all 
together…

An Integrated Communications 
Platform
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Factors Affecting Order Profitability: Web- 
Placed Orders Are Most Profitable

• Order size
– Making more of your company’s product categories available for 

each purchase order
– Catalog browsing among categories to place on one PO

• Line value
– inks and toners and tech products
– High margin dollars/ low freight costs

• Cost to process order
– Extreme automation results with low cost to serve and high net 

profitability
• Returns are extremely low
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Key Website Features for 
Business Products
• How easy is it to find your ink and toner?

– Use the manufacturer and model number
• What did I order last time?

– Favorites or duplicating last invoice
• What’s on promotion?
• Automated coupon marketing (Quantum and 

DemandBridge both have)
• Customer loyalty programs
• Manufacturer rebates
• Is it easy to find best product price values or specific 

brands?
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What Have You Done for My 
Procurement Process Lately?

• Buying office products is merely a 
transaction
– So, make it easy and efficient!

• Finding the product (search your catalog)
• Locating the vendor (that’s you!)
• Pricing the PO (I need to know my price!)
• Placing an order (NOT calling the rep)



Integrated Supply Integrated Supply 
Consultants LLCConsultants LLC

What Have You Done for Me 
Lately? (cont’d)

• Receiving the product when I need it (3-5 
pm is not next day)

• Distributing to my cost centers (or, let 
Tony on the dock do it…!)

• Charging–back so I can budget (where’s 
all the money go?)

• Paying for the stuff (I’ll pay you only if I 
can figure out your invoices)
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JumpTech: Ultimate PPM
• Streamlines “Requisition to 

Order” process
• Focuses directly on lowering 

procurement costs
– provides a procurement process 

improvement-solution
• Scan/ Dock/ Order
• Already integrated for eQuantum 

Users
• JumpTech will create and assign 

bar codes for any of your 
products!
– Create a catalog on demand
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CS Techniques for Happy 
Customers

• Incomplete orders wreak 
procurement process 
havoc!

• Order Acknowledgements
– Underused tool
– let you customers know 

what’s not coming…ahead 
of time!

– Suggest alternatives
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Content Rich Site: Example
• Your website must be a resource for your 

customer for something other than placing an 
order
– Frequency of visits has direct correlation to sales 

dollars and conversions
• Updated constantly with fresh material & 

content
• This distributor uses easily available marketing 

materials (upload pdf format) from OP 
wholesaler

• ASI catalog links
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Your Catalog: Is It My Catalog?
• WebStores: research has 

shown that anytime you 
can customize anything 
for the end consumer, 
they will use it more

• How have you made your 
website their website?

• As part of service, help 
set-up proprietary 
products and catalogs
– Brand the site with the 

company’s logo so it 
appears as their intranet
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Bring Customers To Your Website 
with News and Offers…

• Newsletters that focus on relevant activities or 
solutions for the customer

• Use monthly give-always to increase interest 
and gather new names

• Upload manufacturer rebates
• Begin to understand who clicks on what

– Traceable links
– Personalized landing pages embedded within your 

website
• Instantly email leads to sales people
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Personalized Landing Pages: 
Unique Customer Portals

Successful landing pages 
receive interested 
respondents and convert 
them further along the 
ordering process

Clickable buttons drive shoppers 
to shopping cart

Form captures email address 
& valuable profile data
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Interactive Files Tell Your Story
• Implement Web 2.0 features to your website
• Brainshark http://presentation.brainshark.com

– effectively create, deliver, and track business 
communications 

– Customer views the message when they want to
– The presentation can be well-crafted to a specific 

audience
• Two examples:

– JumpTech Consumer presentation (links back to their 
server; loads quickly)

– eQuantum Distributor Presentation (links back to 
Quantum’s server; loads quickly)

http://presentation.brainshark.com/
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Bring Customers To Your Website 
with News and Offers…
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Process Integration
• Have the end user manage their 

processes through your website
• With marketing communication products 

(MARCOMM), have your website organize 
the product and processes

• With business products, have easy to 
retrieve usage reports, invoices readily 
available
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PPM: The Process Pie
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Recognized Expense Vs. Unrecognized Cost
ABC COMPANY, INC.

PROFIT & LOSS STATEMENT
FOR THE YEAR ENDING DECEMBER 31

REVENUES
Sales $5,500,000
Cost of Goods Sold 3,000,000

Gross Profit $ 2,500,000
EXPENSES

Employee Salaries & Benefits 1,480,000   How much of this expense
Rent 200,000
Professional Services 60,000
Vehicles 70,000
Depreciation of Vehicles 70,000
Maintenance 40,000                 
Travel & Entertainment 50,000                   is an unrecognized cost of
Telephone 70,000                    procurement that really
Computer Leasing 120,000 belongs down here?
Uncollectible Accounts 40,000
Utilities 40,000
Property Tax 20,000
Other Taxes & Licenses 20,000
Non-critical Supplies:                                              

Office Supplies
Furniture
Printing                                              
Computer Supplies                                     
Facilities Supplies

Total Non-Critical Supplies 120,000 
Total Expenses 2,400,000

PROFIT (LOSS) $   100,000

How much do 
non-critical 

supplies really 
“cost” your 
company?
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In Review…
• Increasing online orders are directly related to frequency of your 

customer visits… so get them there!
– On-line orders are the most profitable  

• Make your website sticky so your customer doesn’t unplug
– Give your customer a reason to go to your website often

• Use web metrics to understand your website activity
– Personalized landing pages
– Get captured sales info into sales person’s hands quickly

• Use website features & tools to ease procurement process pain
–– JumpTechJumpTech & JumpCartJumpCart are the ultimate tools

• Provide “best in class” website features for the categories you sell 
• Bring customers to your site to get resources, information and 

promotions
–– StructuredWebStructuredWeb offers a comprehesive & integrated communications 

paltform
• Use Web 2.0 features to tell your company’s story

– e.g. BrainsharkBrainshark



ISC Can Help Increase Your 
On-line Orders!

Call Us Today For  a Free Consultation!
614-7474-1860

Or email us @

dave@integratedsupplyconsultants.com
ralph@integratedsupplyconsultants.com

mailto:dave@integratedsupplyconsultants.com
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