
The truth about B2B 
eCommerce in the food 
& beverages industry

What role does B2B eCommerce play in the 
Food & Beverages industry? And what can 
you do to climb to the top of the food chain?



The 4 challenges of the B2B food chain

Now THAT’s fast food

And how eCommerce can solve them

There’s a reason why the B2B Food & Beverages industry 
has been slow to adopt disruptive digital technologies 
like eCommerce, and it’s not because there isn’t an 
appetite for it. On the contrary. The perishable nature  
of goods in this industry means that it’s more open to  
a speed boost than most.

The problem is that this short time to market requires  
an accurate, seamless and rapid flow of products.  
And that’s exactly what B2B eCommerce can provide.  
The truth is that offering eCommerce and online  
self-service is no longer an option for B2B Food &  
Beverages companies. 

Here’s why…

Regulations and compliance

Perishable goods are heavily regulated in different 
ways across the world, which makes staying on 
top of all the red tape a huge headache. With an 
eCommerce platform which is purpose-built to ensure 
you meet regulations, you can go about your daily 
business knowing you aren’t overlooking any important 
compliance checks or essential documents.

Regular price fluctuations

Food costs are dictated by supply and demand, which 
means your prices will likely vary depending on quantity 
ordered, seasonality and customer. This complexity 
can make it hard to go digital, but integrating your 
eCommerce platform with an ERP lets you create 
personalized pricing structures for customers, using 
real-time data to identify optimum prices - especially 
helpful given ongoing food inflation.

Supply chain disruption

The global food supply chain is already under strain 
from the Russia-Ukraine conflict and ongoing COVID-19 
impacts. So why let inefficiencies on your side slow 
things down even further? A robust eCommerce 
system gives you an intuitive and all-seeing platform 
to manage your back-end supply chain logistics - 
speeding up processes like procurement, inventory 
management and order tracking.

Modern tastes

Millennial consumers want better food, from better 
sources. While it’s up to you to provide healthier and 
more sustainable food options, the in-built product 
traceability within an eCommerce platform and IoT 
supply chain can help ensure customers know exactly 
where their food is coming from. Transparency will  
be one of the clearest identifiers of quality in the  
coming decade.
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The problem with food 
& beverages

The Global B2B Food & Beverages 
eCommerce Market was valued at $195.9 
Billion in 2021, and is forecasted to reach 
$797.3 Billion by 2030.

Source: PR Newswire

Did you know?

https://www.prnewswire.co.uk/news-releases/global-b2b-food-and-beverages-e-commerce-market-worth-797-3-billion-by-2030-exclusive-report-by-insightace-analytic-824230551.html


74% of B2B Food & Beverages buyers believe 
that buying from a website is more convenient 
than buying from a sales rep.

Source: B2B ecommerce association

Did you know?

A well organized inventory is a great help to most 
businesses, but it’s a matter of life and death for B2B 
Food & Beverages companies. When your goods are 
moving so quickly, you need to go the extra mile in order 
to keep track of it all - and inventory management is  
the key.

Not only does well-managed inventory enable a 
seamless purchase journey, it helps reduce unnecessary 
food waste too. It’s also essential to your pricing strategy. 
By managing your inventory better (and taking less time 
to do so), you can get more stock out of the door, avoid 
unfulfilled orders and set the right prices in relation to 
your supply.

In a nutshell, the goal of inventory management is to 
ensure that buyers know which products are available 
and when they will be delivered. So, how can B2B 
eCommerce help? By giving you all the necessary data 
to ensure you’re offering buyers exactly that.

B2B eCommerce is more than just a case of copying 
and pasting your product catalog online. It’s about 
integration. If your front-end store isn’t properly linked 
up to your back-end inventory, then you’re going to get 
into serious trouble when customers buy products which 
aren’t actually in stock. 

By organizing your inventory through an intuitive 
eCommerce platform that feeds off of the data in your 
ERP, you can make real-time decisions that really work. 

You guessed it… with B2B eCommerce
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How do you solve a  
problem like inventory?

10 ingredients  
to a great B2B  
eCommerce strategy

The ability to integrate with data points 
and other important systems across your 
business (especially an ERP)

Multi-channel support, and being able to  
go DTC

Personalized pricing and customized  
pricing structures

Scalability, so that your platform grows  
as you grow

A visually appealing platform which has 
good UX and is enjoyable to use

Self-service account management which 
makes it quick and easy for customers to 
make orders, as well as simple reordering 
processes

Using advertising, PPC and SEO to  
attract new customers

Repeat customer rewards to  
encourage loyalty

Strong product descriptions which  
bring your goods to life

Multilingual and multicurrency capabilities, 
if you have international ambitions
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https://b2bea.org/industry/food-beverage-fmcg/


The potential value of going 
Direct-to-Consumer

The lockdowns during the COVID-19 pandemic resulted 
in more Food & Beverages being delivered directly to 
people’s homes. In many ways, it’s how the industry 
survived. So, it’s worth asking: “should I be  
considering D2C?”

The D2C channel has been steadily growing in popularity 
in the Food & Beverages industry for a number of 
years now, and the opportunity is ripe. By offering 
customers a more convenient means of getting their 
favorite products, you can supplement your existing B2B 
revenues with a new stream of sales.

Of course, adding a D2C element to your existing 
eCommerce strategy comes with its own logistical 
and administrative challenges, not least the issue of 
developing a more ‘customer-friendly’ persona for your 
business. But, if you’ve already got a B2B eCommerce 
platform in place, there’s no reason why you can’t 
successfully expand it to incorporate D2C.

Food & Beverages is the fastest-growing 
D2C category.

Source: FOODHACK

Did you know?

In fact, there are a number of reasons why you may 
want to do this:

First, it opens up another revenue stream for your 
business (although admittedly with lower margins). 

Second, operating in and being visible to the public 
can help build brand awareness, increase loyalty 
and enable future growth. 

Finally, just because you’re serving customers 
directly doesn’t mean you have to turn off your 
existing B2B revenue streams. When done correctly, 
they should both complement each other.

Going D2C might not be right for your business right 
now, but part of the market is certainly heading 
that way. And when it gets there, having a strong 
eCommerce presence in place will help you catch up.
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A taste of D2C?

https://foodhack.global/articles/disrupting-d2c-the-f-b-brands-skipping-the-middleman-and-selling-straight-to-their-consumers


Food for thought

The secret behind Daily Fresh 
Food’s success

Daily Fresh Food is the largest supplier of fresh products 
in the southern Netherlands, producing over 15,000 
varieties of fresh food products and ready-made 
meals for more than 600 business customers (such as 
restaurants, retirement homes and hospitals).

Fully adopting a B2B eCommerce approach, Daily Fresh 
Food has one of the most impressive fulfillment chains 
in the industry. Approximately 98% of all its orders take 
place online, with some orders including more than  
1,500 items.

By integrating its eCommerce platform with its ERP 
system, Daily Fresh Food’s online store uses real-time 
information to provide accurate information on product 
prices, conditions and availability.
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64% of successful companies within 
the food and beverage industry have 
developed an eCommerce strategy.

Source: B2B ecommerce association

Did you know?

In summary, the main five benefits 
of using B2B eCommerce in the Food 
& Beverages industry are…

It gives you a better 
platform to win more 
clients and grow  
your business
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1 2 3 4 5

Takeaways? 
How about five?

It provides a better 
experience for your 
customer, resulting 
in increased average 
order value  
and retention 

It streamlines the 
sales and supply 
chain processes so 
that you can get 
perishable goods 
from A to B quicker, 
for less

It maximizes 
speed, 
efficiency  
and sales

It future-proofs your 
business, scaling as 
you grow to ensure 
that you can always 
meet increased 
demand

https://b2bea.org/industry/food-beverage-fmcg/


Ready to sell more food 
& beverages with B2B 
eCommerce? 

We’re DJUST what you were looking for.

Speak to us today, 
contact@djust.io


