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U.S. eCommerce Value of Shipments 2016 vs 2017

Source: Census eStats
Comparison of Yearly Data 
of Industry by NAICS

Values are shown in millions of USD dollars



eCommerce is Changing B2B



B2B companies can 
significantly reduce the 
cost to serve clients by 
moving them into an 
online self-serve 
ecommerce environment

Source: Forrester Report: “US B2B eCommerce 
Will Hit $1.2 Trillion By 2021”

The B2B eCommerce Sales Flow



Source: Statista, eCommerce Worldwide Study

1. Lack of Business Digital Strategy & Knowhow
• Solutions: CS Digital Strategy Counselling

2. Lack of eCommerce Service Provider Awareness
• Solution: eCommerce Business Service Provider Referral

3. Help identifying non-tariff barriers
• Solution: Traditional Counselling

4. Shipping/Logistics Costs
• Solution: Traditional Counselling

5. Online Payment Solutions
• Solution: eCommerce Business Service Provider Referral

Top eCommerce Business Issues We Can Help With



1. Defining your objectives and strategy.

2. Search Engine & Mobile Optimization 

3. Examine your internal needs around your backend 
digital infrastructure.

4. Choose the right channel mix. 

5. Establish KPIs to maximize dmROI and conversion rate.

5 STEPS TO A DIGITAL STRATEGY 
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Your Website
• Own Data & Design
• Full Content Control
• Full Pricing Control
• Must Do SEO
• Will Require Service Providers

Thru #SocialMedia
• Build Brand Following
• Connect Directly With Consumers
• Promote Thought Leadership
• Boosts Website SEO
• Results Vary
• Local Social Media Rep Recommended
• Requires Constant Monitoring
• Sales Dependent On Activity 

On Online Marketplaces
• Reach More Consumers
• Payment Received in Other Currencies
• Can Help With Market Entry
• Boosts Website SEO 
• Service Interoperability Varies
• Lots of Competition
• Lack of Control of Customer Data
• Returns & Disputes

Sell to 3rd Party In-Country Distributor 
• Quickly and Cheaply Establish Brand Presence
• Immediate Purchase of Product
• Fewer Transactions
• Boosts Website SEO
• Requires Interested Distributor
• Requires Online/SEO Savvy Distributor
• Smaller Margins   

The eCommerce Sales Channels
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Channel Mix Option:  3rd Party In-Country Distributor

Considerations:

• Allows you to more quickly and cheaply enter a online localized market than if you
were to attempt on their own

• Local partner has existing marketing and distribution network for your use; already 
selling to consumers, already established local SEO, already established branding

• Will need to coordinate with overseas to find appropriate/suitable representation that 
is currently and successfully selling online in-market.

• You will need to work with your distributor to provide online descriptive content to be 
used in product descriptions; translation by a service provider may be needed

• Our Partner Matchmaking Services 
• International Partner Search https://www.export.gov/International-Partner-

Search
• Gold Key Matchmaking Service

https://www.export.gov/Gold-Key-Service

https://www.export.gov/International-Partner-Search
https://www.export.gov/Gold-Key-Service


ü Focuses on Search Engine Optimization (SEO) & 

internationalizing your business’s website

ü Provides technical and strategic evaluation of a business’s 

website from international marketing and sales perspective

Each WGR Gap Analysis Report by the Local USEAC Includes:
• Executive Recommendations

• Technical SEO web crawls (2 tools used- Moz & SeoSiteCheckup)

• Metadata Issues

• Keyword Issues

• Backlink Issues

• Website Internationalization Best Practices & Aesthetics Assessment

• eCommerce Business Service Provider Referrals

• Follow-on Coachinghttps://www.trade.gov/website-globalization-
review-gap-analysis

Website Globalization Review (WGR) Gap Analysis

https://www.trade.gov/website-globalization-review-gap-analysis


Referral Resource: eCommerce BSP

q Who can help with our content strategy?

q Who can help with site translation?

q Who can help with SEO and analytics?

q Who can help with Channel Management?

q Who can help with an IT security program?

q What online marketplaces exist for us to sell through?

q Where can I find technical assistance for my 
business issues in the ecommerce sales channel that 
has been identified through digital strategy 
counselling?

https://www.trade.gov/ecommerce-bsp-directory

https://www.trade.gov/ecommerce-bsp-directory
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The US “industry average” for 
website sales conversion is 1.5%

{Form submissions (+add) tracked calls (+add) tracked email 
(÷by) Total website visitors = Conversion Rate.}

20 ÷ 1,000 = .02 = 2% conversion rate

Conversion Rate: A Measurable KPI

Research & 
Awareness

Ready to 
Purchase 

Action

Total Site Visitors = 1,000

Prospects & Sales Leads = 20 
(Client “cases & activities”)

Sale = 1

{Total Revenue Attributed to DM (–subtract) Total Cost of DM 
(÷ by) Total Cost of DM = Digital Marketing ROI (dmROI)}

$10,000 Feb-March online sales – $2,000 spent on 
marketing for Feb-March ÷ $2,000 =  = % dmROI

dmROI: A Measurable KPI

eCommerce/Digital Key Performance Indicators
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Trade.gov 
Research Foreign Markets

Resources- Online Market Research 
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Trade.gov 
Explore eCommerce Resources

Resources- Online Market Research 



• eCommerce Website Optimization (SEO)
• Choosing the Right eCommerce Channel Mix
• Build Your Digital Brand Abroad
• How to Get Paid (eCommerce)
• eCommerce International Shipping Options

eCommerce Videos



Follow-Up Information

Local Trade Specialists Who Can Help You With a Digital Strategy:

Jose Burgos
Jose.Burgos@Trade.gov

Quick Resources:
Explore eCommerce Resources

Research Foreign Markets

eCommerce Business Service Provider (BSP) Directory

http://Trade.gov
https://www.trade.gov/ecommerce
https://www.trade.gov/international-market-research
https://www.trade.gov/ecommerce-bsp-directory

