
B2B COMMERCE

eCommerce + ERP:  
Integrate to Win
How to overcome the 5 biggest obstacles to integrating  
eCommerce with enterprise resource planning.



When ERP and eCommerce work 
together, it’s a win/win.

1 Avionos Procurement Officer Survey, 2018.

Here’s why. In a recent survey, 83 percent of B2B buyers 
affirmed they’d spend more to purchase products from 
suppliers offering a robust eCommerce experience.1

Nearly all of these (97 percent) say the customer portal is 
a critical factor when selecting a supplier.1 This suggests that 
your B2B customers want to do more online—and that they 
want accurate information on their orders, invoices, and 
account status on demand.

How can you meet these emerging customer needs and 
do it in a way that allows your business to scale? Integrating 
eCommerce with ERP is a critical first step. It can help you 
gain visibility into the status of all your customers’ orders—
even if you’re omnichannel and sell through physical stores 
and warehouses as well as online. It can make sure your 

web store always displays accurate pricing and product 
availability information. And it can automate manual tasks 
like sending order status information by email.

But integrating eCommerce and ERP can be a challenge. 
This eBook looks at 5 common obstacles that can stop 
eCommerce and ERP integration in its tracks, and how  
to get around them.
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An integration project without 
clearly articulated goals will 
have trouble taking flight. At the 
beginning of your project, you 
need to understand:

What business goals do we hope 
to achieve with this integration? 
These can be high-level objectives 
like improving customer satisfaction 
or repeat purchases—or they 
can be more tactical goals, such 
as spending less time sending 
customer emails or reducing WISMO 
(where is my order?) calls.

Who is on the project team? 
Think your eCommerce manager, 
your IT team or ERP expert, and 
your chosen integration champion.

What are the main workflows 
we want to automate? 
For example, you may want to 
automate updates to shipping, 
inventory, customer, and product 
information. Other good candidates 
for automation are order status 
and replenishment notifications. 
For each workflow, you’ll need to 
map exactly where data should 
flow between your ERP and 
eCommerce platforms and  
down to the field.

Obstacle #1: Poorly articulated goals

An integration project will run into trouble if 
goals are not clearly defined at the outset.
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HOW INTEGRATION PAYS 
FOR ITSELF

Entering orders into your ERP 
system can be a full-time job. 
It takes roughly five minutes to 
enter one order transaction, five 
minutes to update inventory levels 
across channels, and another 
five minutes to push tracking 
information or shipments back 
to the eCommerce platform. 
And daily batch uploads of the 
day’s orders can be even more 
cumbersome and delayed. The 
cost of integrating eCommerce 
and ERP is often much less than a 
data entry person’s salary, or the 
risk of delaying customer orders. 

Want to learn more about the  
ROI of integration? Visit: 
ebridgeconnections.com

How will this integration  
achieve ROI? 
It’s important to look at ROI from 
multiple angles. Some questions  
to ask when considering the ROI  
of your integration include:

• What do you pay now to  
do this work manually  
(i.e., a full-time person)?

• What will it cost up front?

• How will it increase revenues?

• How will it help us manage risks?

• How will it improve efficiency/
lower costs over time?

How will we measure success?  
You will want to develop some 
metrics for your integration. 
Depending on your goals, you 
might measure by how many 
online orders went unfulfilled due 
to lack of inventory, how many 
customers visited their account 
pages, how many customer  
service calls were placed, etc.

After asking yourself these 
questions, you should have a clear 
business case for the integration.

Make a clear business case for integrating  
ERP and eCommerce.

http://ebridgeconnections.com


Obstacle #2:  
No project champion

Obstacle #3: No clear 
project blueprint

eCommerce and ERP systems are typically owned 
by different teams, though IT typically has a role in 
supporting and maintaining both systems. Like any 
systems integration project, integrating eCommerce and 
ERP is a collaborative effort involving multiple players 
from multiple departments—marketing , sales, customer 
service, etc. 

However, someone needs to take the lead. Project teams 
must be assembled and led. Budgets and approvals must 
be obtained. And conflicts must be resolved. For example, 
marketing and customer service may have very different 
ideas of how much information from the ERP should be 
made available to customers via eCommerce.

Without a leader, your integration project will stall.  
If integrating eCommerce and ERP is important to  
your team, you may need to lead the effort, or find 
someone—possibly an outside expert—who will.

Both eCommerce and ERP processes can be complex, 
especially for B2B companies. Integrating eCommerce 
and ERP can be fairly straightforward if you have an 
existing API or connector, but some customization is 
almost always necessary. You’ll need to determine which 
information needs to be synchronized at what intervals 
and to exactly what field, as well as what eCommerce 
events trigger ERP actions (and vice versa).

Without a written project blueprint, it’s almost impossible 
to get your integration right. Once you have a project 
leader, their first job should be to build an integration 
blueprint and project plan.

Without a leader and a 
written project blueprint, your 
integration project will face 
considerable challenges.
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Obstacle #4: No one 
responsible for support

Obstacle #5: In-house 
integration not working

Your integration isn’t over even after it goes live. When 
problems and questions come up or your ERP needs to 
be updated to the latest version, someone will need to 
help. Your integration blueprint should include a support 
plan that:

• Designates one or more contacts for integration- 
related support 

• Sets standards for response and resolution times 

• Maps out processes for escalation in case of  
particularly troublesome issues

• Includes auditing and alerts to make sure expected 
processes are working

The bottom line? Responsive support after your integration 
can make the difference between success and failure.

With today’s proliferation of APIs, including many open 
source options, it can be tempting to do it yourself.  
After all, the main goal of the integration—moving data 
around between your eCommerce and ERP systems— 
is straightforward.

But unless your team has specific experience with 
building APIs for ERP, this work can be extremely  
time-consuming and complex. For example, massaging 
the data from a sales order to fit into your ERP fields 
requires data translations, and all of these must be 
updated whenever your ERP or eCommerce platform  
is upgraded.

In most cases, it’s actually less costly, as well as more 
effective, to choose a solution provider to design your 
integration and keep it up to date.

Responsive support and a solution provider to design 
and maintain your integration will help it succeed. 
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© Magento, April 2019

MAGENTO IS BUILT FOR B2B COMMERCE

Learn more about Magento’s advanced B2B solutions.

Get a free demo >

Talk to a sales rep >

Visit our B2B solutions page >

ABOUT MAGENTO

Magento, an Adobe company, is a leading 
provider of commerce innovation to 
merchants and brands across B2C and B2B 
industries and was named a leader in the 
2018 Gartner Magic Quadrant for Digital 
Commerce. In addition to its flagship digital 
commerce platform, Magento boasts a 
strong portfolio of omnichannel solutions 
that empower merchants to successfully 
integrate digital and physical shopping 
experiences. Magento is the #1 provider 
to the Internet Retailer Top 1000, the B2B 
300, and the Top 500 Guides for Europe 
and Latin America. Magento is supported 
by a vast global network of solution and 
technology partners, a highly active global 
developer community, and the Magento 
Marketplace—the largest eCommerce 
marketplace for downloadable extensions. 
More information can be found at

www.magento.com
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https://magento.com/schedule-a-demo
https://magento.com/contact-us?inquiry=talk-to-sales
https://magento.com/solutions/b2b
http://www.magento.com
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