
W H I T E P A P E R 

A quick guide to 
hybrid commerce:
The modern ecommerce model that’s transforming 
market reach, sales revenue and business growth.
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Get ecommerce working harder 
for your business.
You know what traditional ecommerce can bring you. More 
sales. More connection with your customers. More growth 
for your business. And yet maybe you are under-utilising 
ecommerce. Perhaps you feel you lack internal expertise. 
Or you are worried you will be outmanoeuvred by your 
competitors. Perhaps you realise there is more potential.

Spearheaded by brands like Nike, HP and Nespresso, 
the hybrid model of ecommerce is quietly beginning to 
revolutionise entire industries. It’s helping brands enter 
previously unreachable markets. It’s creating exciting new 
revenue streams. And it’s reducing the cost of sales by 
leveraging huge operational efficiencies.

This short guide explores how you can make this new era 
of ecommerce work for your business too—unlocking massive 
competitive advantage as you go.



What is hybrid commerce?
 
What if B2C brands could easily sell to other retailers and distributors? What if B2B 
companies started selling directly to the end consumer? For both B2C and B2B businesses, 
there are huge opportunities to bootstrap knowledge from their counterparts’ ecommerce 
models. It unlocks new markets and huge new revenue potential.

Hybrid commerce is the model that’s seeing B2B companies add a direct-to-consumer D2C 
function to their online sales strategy, while B2C brands tap into the B2B market. What’s 
exciting—for all types of business—is that hybrid commerce stands to massively democratise 
the marketplace, lowering the barriers to entry into markets that would otherwise be off limits.

In short: hybrid commerce makes it easier to grow into new markets based on the strength 
of your product, rather than being hamstrung by your operational realities. 

What businesses can benefit from 
hybrid commerce? 

Nike’s switch to hybrid commerce—selling direct to consumers through their online 
store—helped to ignite the largest year-end profit growth in the company’s history. 
Digital growth accounted for $9 billion in sales, representing over 20% of total revenue to 
the year ending 31st May 2021. Total D2C sales from its own stores—including physical retail 
units—soared by 32% after launching their own online shop.1

But hybrid commerce isn’t just for heavyweight brands like Nike. Across most markets, the 
landscape is competitive to say the least. Hybrid commerce is for any business that wants to 
expand their reach, while bringing more efficiency to their online sales operations.

For B2B companies, going direct-to-consumer opens up a huge new market and the 
opportunity to encourage customer retention. B2C brands meanwhile can scale at pace and 
drive fast growth by selling wholesale to distributors and other retailers. All while easing the 
burden on their own customer acquisition and sales strategies.
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How to implement hybrid commerce.
 
Hybrid commerce makes sound commercial sense. The reason it’s only beginning to 
happen now is because ecommerce platforms have reached a level of maturity that makes 
it easy. But the key to success is to have your ecommerce operations running within a single 
platform that unifies your B2B and D2C stores. That way you can drive huge efficiencies, 
instead of maintaining separate ecommerce environments.

And when you have the right platform, why stop with just two online shops? Many 
businesses have composite customer segments with a unique route-to-market. Hybrid 
commerce allows you to create a targeted online sales environment for each audience, 
enhancing customer experience and driving revenue. 

Choosing a platform for hybrid 
commerce.
 
Unsurprisingly, there’s a lot to consider when selling to an unfamiliar cohort. B2B companies 
adopting D2C must learn how to nurture their audience, creating a sales cycle that turns 
leads into loyal customers. Conversely B2C brands must adjust to the complexities of B2B 
selling, which can include customer-specific pricing, bulk discounts, a request-to-quote 
process and precise shipping demands.

The best ecommerce platforms come with tools that make it easy to crossover to your new 
market. Unfortunately, most legacy ecommerce platforms are designed specifically for B2C 
or B2B only. You must decide whether to make extensive customisations to your existing 
system or migrate to a best-in-class platform that combines full B2C and B2B feature sets. 
(Of course, if you are yet to begin your ecommerce journey, you can adopt a hybrid 
platform right from the start.)

We have a checklist of the key considerations for choosing a 
hybrid commerce platform in the following ebook. Finding the 
best of both worlds: how to choose the best ecommerce 
platform when you’re adding D2C to B2B (or the other 
way around).

https://magento.com/sites/default/files8/2020-10/eBook_Finding_The_Best_Of_Both_Worlds.pdf
https://magento.com/sites/default/files8/2020-10/eBook_Finding_The_Best_Of_Both_Worlds.pdf
https://magento.com/sites/default/files8/2020-10/eBook_Finding_The_Best_Of_Both_Worlds.pdf
https://magento.com/sites/default/files8/2020-10/eBook_Finding_The_Best_Of_Both_Worlds.pdf


5 of the biggest benefits of a single 
hybrid commerce platform.

 
Shared maintenance.

The costliest part of building a strong ecommerce store is the back-office 
integration. That work is effectively halved when your sites share the same 
backend. Likewise, a shared platform means maintenance costs are almost 
zero for your second store, with consistent admin functions to sync pricing and 
catalogue information.

Shared hosting.

Hosting two sites under the same platform costs far less than the sum of 
hosting two shops separately. In fact, there may be no additional hosting cost 
at all—especially in the initial stages while your second shop grows.

Shared team skills.

49% of online retailers say their favoured growth strategy 
is starting a new ecommerce site.2 Yet it takes the input 
of several different experts to succeed. When your stores 
share the same platform, there’s no additional strain on 
your human resources when it comes to things like web 
design, copywriting and merchandising. And your sales 
team are liberated to focus on tasks that drive additional 
business—such as lead generation and nurturing.

A single point of customer intelligence.

Different groups of audiences have different buying habits. 
When your shops share the same platform, you benefit 
from a single silo of data on buyer behaviour, segmented 
by audience type—giving you all the data you need to 
optimise customer experience for each audience set.

A cost-effective way to grow.

Having a shared platform for multiple shops allows you to leverage huge 
operational efficiencies. In effect the cost of the first shop heavily subsidises the 
others. It means that with minimal additional investment you can dramatically 
increase your market reach and scale at pace. That’s ideal—whether you are 
an experienced business looking to enhance your commercial footprint, or a 
startup seeking investment.
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Why choose Adobe Commerce?

To be successful with hybrid commerce, you need a strong platform. Adobe Commerce is 
world leading. And it makes switching between B2B and D2C as easy as flicking a switch. 
You can expect powerful integrations and all the support you need, whenever you need it. 
Because a lack of resources shouldn’t be the thing that derails your ecommerce ambitions.

Customer experience comes first.

When ordering is easy, your audience is 
more likely to purchase. In fact customer 
experience leaders are three times more 
likely to outperform their market sector.3 
It’s why customer experience always 
comes first with Adobe Commerce. 
Design stunning experiences with simple 
drag-and-drop content creation, with 
support for dynamic images and video. 
All without writing a single line of code. 
You also have the option to bridge your 
online and offline channels with features 
such as buy online and collect in-store.

Embrace personalisation—
automatically.

91% of consumers are more likely to shop 
with brands that provide personalised 
offers.⁴ With Adobe Commerce, customer 
personalisation is automatic—with smart 
product recommendations that help to 
increase average order value.

Flawless mobile experiences.

These days it’s not enough to be mobile 
responsive. You have to be mobile 
seamless. Adobe Commerce enables 
you to create PWAs, which enables your 
ecommerce site to function like a native 
app. That means fantastic customer 
experiences across smartphones, tablets or 
any other device.

Performance and security.

Bullet-fast page loading times and rapid 
transaction processing come as standard 
with Adobe Commerce, even with large 
traffic volumes. Cast-iron security is built 
into the platform: rigorously scrutinised 
and constantly updated. So you can grow 
your business with confidence, while 
skipping additional security costs.

91% of consumers are more 
likely to shop with brands that 
provide personalised offers.⁴

91%



Endless integrations and extensions.

Adobe Commerce is a world-leading open source 
platform, home to a huge community of developers 
that have created extensions and plug-ins for 
thousands of different use cases. From integrations 
with payment handling platforms to invoicing 
automation, you’re likely to find whatever you need. 
And integration is often as easy as a few clicks.

Rich business intelligence at your fingertips.

The better you know your audience, the better you 
can drive revenue. Adobe Commerce comes with tools 
to gather insight on buyer behaviour, with dozens of 
pre-built performance reports across multiple KPIs. We 
even help you turn knowledge into action, with tools to 
nurture fresh leads and build customer loyalty.

Explore global markets.

Different countries have different languages, different 
tax laws, different currencies and different payment 
regulations. No matter. If you are ready to go global, 
Adobe Commerce adjusts seamlessly to all major 
international markets and territories.
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Over to you…
For online retailers, the arrival of hybrid commerce is a huge opportunity to drive 
business growth. Perhaps never before has it been so easy to expand into new markets 
without major investment; without major infrastructural change. Equipped with the right 
hybrid commerce platform, early adopters can steal a march on their competition while 
discovering exciting new revenue streams. Are you ready? 

Ask for advice.
Connect with one of our experts to discuss your business and see how hybrid commerce 
could work for you. Arrange a free, no obligation consultation or take a product tour and 
see what makes Adobe Commerce a world-leading ecommerce platform. 

See how others are getting big results.
Don’t just take our word for it. One of the best ways to understand the difference that 
hybrid commerce can make is to see the results other businesses are enjoying. Here are 
three very short case studies. Hybrid growth factor: How three businesses are growing fast 
with hybrid models that blend B2B and B2C ecommerce.
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