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The State of B2B Digital Commerce

2Checkout recently conducted a global study with B2B digital 

companies to understand what their main challenges are at 

present and what they are looking forward to in the next 

year. While some companies reported downsizing and 

others recorded growth, most respondents are in sync 

in terms of focus areas that can help them overcome 

the year of the pandemic.

Channels used by B2Bs for order placing 

Online direct/ self-service
via website 55%

Phone 48%

Email 44%

Assisted Sales 35%

Online marketplace 22%

O�ine/ Physical store or
branch location 18%

This has been the year that made us all go digital, and some companies were ready and 

others were not. At present, most B2B companies are using multiple digital and o�ine 

channels to reach their prospects, without a proper integration between these. On average, 

each B2B company uses at least three sales channels. 

Challenges & Opportunities Going Forward 
Properly managing the sales funnel is the most challenging area of selling B2B. Almost half 

of all respondents expect to struggle with finding new leads in 2021, while a third are also 

dreading having to deal with longer sales cycles.

Implementing/ improving 
direct online sales (via 

self-service) 

Focusing on
client retention 

Launching
new products 

Implementing/ improving 
assisted sales for high value/ 

custom deals 

Improving
lead nurturing 

48% 42% 36%

26%

Focus on upgrading strategies 
and increasing Customer 

Lifetime Value 

25%

Resellers/ Distributors 16%

Within the app 11%

This infographic is based on a survey conducted by 2Checkout in October and November 2020 on  

840 respondents from around the world. Respondent profiles included categories like 

Executive/Owner, Sales VPs and Professionals and other B2B roles.
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Modern Commerce. Simplified.

is now 

21%Increase by 25% or more

Increase by up to 25% 26%

Same as last year 33%

Decrease by up to 25% 11%

Decrease by 25% or more 9%

2020 Was Kind to Some and Harsh to Others
Almost half of B2B companies interviewed said they succeeded in scaling in 2020, 

whereas a third of them maintained a similar turnover to 2019. On the opposite side, 20% 

registered decreases in the year of the global pandemic.

More American companies report having struggled
with 2020 challenges vs. global averages.

Decrease in business

30%

No change

33%

Increase in business

37%

COVID-19 Impact on B2Bs
The global COVID-19 pandemic was the greatest factor in generating growth as well as 

contraction of revenues compared to the previous year for B2B companies. A marked focus 

on online sales was the other factor that helped companies achieve growth, as signaled by 

almost 62% of respondents.

Scaled online
presence

29%

COVID-19 pandemic

61%

Transitioned to online

33%

Factors that contributed
to business scaling

Focused investment on 
growth

26%

Factors that forced
businesses to downscale

COVID-19 pandemic

79%

Exited some markets /
closed regional shops

25%

The situation is similar in the US, the world’s greatest eCommerce 
market, where B2B companies also employ a disjointed mix of 

channels to reach their buyers.

Phone

62%

Assisted Sales

57%

Email

57%

Online direct/ Self
Service via website

54%

Online marketplace

22%

O�ine/ Physical store 
or branch location

16%

Resellers/ Distributors

11%

Within the app

8%
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B2Bs are struggling with:

46%Finding new leads

33%Longer sales cycles/ slow funnel 

21%Di�culty in expanding to new 
markets/ regions 

20%Less time available for sales reps 

18%Di�culty in upselling to next
product/ package tier 

To address these challenges, B2Bs will prioritize:

Partner
management

Marketing
activities

Product
development

Sales
processes

43%55% 37% 23% 22%

Compliance & 
Security

Main areas of investment in B2B in 2021:

36%
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