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> EXxecutive Summary

B2B ecommerce is no longer a secondary or emerging sales channel.
According to McKinsey’s Global B2B Pulse 2026, 71% of B2B
companies now offer ecommerce. Among them, digital channels
generate roughly one-third of total revenue. Ecommerce and
omnichannel selling have become requirements for competing.

Buyer expectations are accelerating this shift. Gartner reports that
61% of B2B buyers prefer an overall rep-free experience. They want to
research, compare and order independently, turning to sales teams
for guidance on more complex decisions. Ecommerce gives buyers
greater control and lets sales focus on the conversations where their
expertise matters most.

Shopify is expanding to meet this demand. Since April 2026,
foundational B2B capabilities such as company profiles, custom
catalogs, tailored pricing, volume discounts and payment terms have
been rolling out across Basic, Grow and Advanced plans, with the full
feature set available on Shopify Plus. This gives millions more
merchants access to native B2B commerce. (Shopify: B2B for All)

Access to the technology is only the starting point. Competitive
advantage comes from how effectively companies use Shopify and
the product data behind it to make complex products easier to
discover, understand and buy:.

Drawing on our experience helping manufacturers and distributors
improve their product information, Sales Layer created this report to
show what strong B2B ecommerce execution looks like on Shopify. It
highlights companies already delivering strong product experiences
and draws out lessons that other B2B businesses can apply to their
own digital commerce strategy.
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https://www.gartner.com/en/newsroom/press-releases/2025-06-25-gartner-sales-survey-finds-61-percent-of-b2b-buyers-prefer-a-rep-free-buying-experience
https://www.shopify.com/news/b2b-for-all

Methodology

This report reviews 19 Shopify-powered ecommerce experiences from
companies with approximately 50 to 1,500 employees. The cross-
industry sample included manufacturers, distributors and retailers in
sectors ranging from workwear to beauty.

Using publicly visible content and ecommerce functionality, we
assessed each experience across three pillars. Internal systems and

commercial performance were outside the scope.

PILLAR

DIAGNOSTIC QUESTION

BUSINESS VALUE

1. Product Data Excellence

Does product information help
buyers find, evaluate and compare
the right solution?

Faster decisions, greater buyer
confidence and fewer incorrect
purchases.

2. Al-Ready Product Experiences

Is product and business context
clear enough for search engines and
Al systems to understand relevance
and assess credibility?

Accurate product interpretation
and relevance across search and
Al-led discovery.

3. B2B Buying Experience

Does the journey support how
businesses evaluate, procure and
manage orders?

Less purchasing friction and
stronger support for repeat
business.

The report highlights the recurring patterns and practical insights
behind strong B2B product experiences on Shopify.
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> CHAPTER1 - PRODUCT DATA
EXCELLENCE

Product data excellence means structuring the
information buyers need to find, evaluate and purchase
the right product with confidence.

Across the stores reviewed, four insights stood out.

Insight 1 - Make product attributes useful
for buying decisions

Product attributes should help buyers confirm whether
a product meets their needs.

Strong product catalogs prioritize the information that
determines suitability, from compatibility and
performance to compliance and operating
requirements.

Examples:

GGGGG

Expose technical selection criteria:
ULE Group surfaces voltage, amperage, mounting type, lumens, wattage, CRI and
certifications to support technical product selection.

'a N

Additional Information
W— )_"!‘
Ny

Insulation Thickness: Ranges from 45 Mil to 80 Mil, depending on the specific application.
« Voltage Rating: 600 V, suitable for a wide array of electrical installations.
Rating: 90 Deg C (Dry/Wef). ensuring performance in various condifions.
s vary by size, accommodating between 40 Ampere to 500 Ampere based

uge, with options available for lighter or heavier applications.
» Package Type: Supplied on reels for easy handling and installation.
» Approval: UL 44 certified, ensuring adherence to industry safety standards.

Specifications
« Type: XHHW, suitable for use in conduit or recognized raceways.

Conductor Size: Available in various gauges from 4 AWG to 750 KCMIL.
« Stranding: Options available with varying sirand counts for flexibility and performance.
o "

Downloads

Catalog

Suhatitute Producta
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https://ulegroup.com/
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Structure information for professional purchasing:
Redmond Fine Foods provides ingredients, allergens, dietary suitability, pack size
and selling units for foodservice buyers.

@) Redmond Fine Foods | Foodservice ingredients & equipment

Description

and a balanced chocolate flavour profile

minimal preparation

Use

Suitable for hotel breakfast buffets, cafés, coffee shops, bakery counters and grab-and-go
displays. Ideal for operators looking for a premium filled croissant with strong visual appeal

and reliable results

Defrost for approximately 30 minutes at 22°C. Preheat oven 1o 200°C and bake for

approximately 17 minutes at 170°C

Technical

Format: Pre-proved frozen double-coloured butter croissant with chocolate filling. Approx. 90 g

per piece, pack size: 40 pieces per case
Storage: Keep frozen at-18°C

This voluminous double-coloured butter croissant is made from two laminated yeast doughs,
natural and cocoa, carefully layered together and filled with a rich chocolate filling. Made with
16% butter in the total recipe, it combines an attractive appearance with a light, flaky texture

Ready to bake from frozen, it is an excellent choice for breakfast buffets, cafés, bakeries and
hospitality environments. The distinctive two-tone finish and generous filling make it a
standout addition 1o pastry displays while ensuring consistent baking perfermance and

~
~

Figure 2. Redmond Fine Foods product page. Source: Redmond Fine Foods - Chocolate Double Croissant 90g x 40/cs.

Accessed September 2026.

Product attributes that drive buying decisions by industry

INDUSTRY

BUYING QUESTION

ATTRIBUTES THAT SUPPORT THE
DECISION

Automotive and equipment

Will this fit my vehicle or
equipment?

Vehicle, year, model, generation,
dimensions, compatibility

Industrial and electrical

Will this work in my application?

Voltage, wattage, material,
capacity, certifications, operating
conditions

Workwear and PPE

Is this suitable and compliant for
the job?

Protection level, standards,
materials, resistance, fit,
application

Food and hospitality

Can | use this in my operation?

Pack size, case quantity,
ingredients, allergens, dietary
information

Beauty and skincare

Is this right for the intended skin
concern?

Skin concern, ingredients,
formulation, usage, skin type

Apparel

Does this meet the required fit and
use?

Material, fit, size, color, season,
performance characteristics

N Practical takeaway: Design your product attribute model around the decisions
buyers need to make, not around system defaults.
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https://www.redmondfinefoods.ie/
https://www.redmondfinefoods.ie/products/choc-double-croissant-90g-40-cs

S Insight 2 - Use product attributes to drive

discovery

Before buyers know which product they want, they
often know what problem they need to solve.

Product attributes can turn that need into a discovery
path. Used in search, filters and navigation, they help
buyers find products by application, requirement or
intended use.

Examples:

E] Dermalogica | Professional skincare

Turn customer problems into filters:
Dermalogica uses skin concern to help customers begin with the problem they need
to address.

dermalogica a o3
SSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSSS

NNNNNNNNNNNNNNNNNNNN

g T skin aging biolum
dry d dehyd I .
I dynamic skin T —
dull d lackl ki multivitamin powe
hyperpigmentation powerbright
ssssssssss y and redness phyto natu
ltracalming

stabilizing repair face + body serum —>

Figure 3. Dermalogica product page. Source: Dermalogica - Stabilizing Repair Face + Body Serum. Accessed September 2026.
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- BRUNT Workwear | Work boots & workwear

Use requirements to narrow technical choices:
BRUNT uses toe type to filter work boots by protection requirement.

EARN REWARDS

. Shop All Boots 2

OF GOLD SWEEPSTAKES

SHOP BY FEATURE:

Safety Toe Waterproof Pull-On

> Soft Toe Lace-Up Welted

Slip & Oil Resistant Electric Hazard Rated

85 Reviews)

N Practical takeaway: Structure your catalog around how buyers search for
solutions, not only how your company organizes products.

Insight 3: Treat the catalog as a network,
not a list of SKUs

Products rarely stand alone. Buyers may need a
compatible item, required accessory, replacement part
or refill. When these relationships are hidden, buyers
must reconstruct the solution themselves.
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Examples:

m Mous | Phone cases & tech accessories

Model compatibility:
Mous connects phone cases to the devices they fit and surfaces accessories
compatible with the same system.

W
TPE | MASSAFE
CHOOSE TOUR SCREEN PROTECTOR
SCREEN PROTECTOR m
n .
Gians 2 Pack
‘SAVE ON TUP ACCESSORIES [ savE 10% |

GRANGE & WHITE WRIST STRAP
. .A{-q.. O
=

COUBUR | DRANGE WHITE

BLACK,

I2] DECKED | Truck-bed storage systems

Connect configurations to compatible accessories:
DECKED uses vehicle, year and bed-size information to connect buyers with
compatible storage systems and accessories.

( DRAWER SYSTEM

+ Premium Accessory Pack

10171 Reviews 7 & &

£1,699.88
Starting at $107/mo or 0% APR with affirm).
See if you qualify

YOUR VEHICLE
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https://eu.mous.co/
https://eu.mous.co/es-es/products/candy-protective-magsafe-phone-case-treat?variant=55323359019386
https://decked.com/
https://decked.com/products/drawers-midsize

[@ Microfiber Wholesale | Professional cleaning systems

Support replenishment:
Microfiber Wholesale connects cleaning systems to compatible frames, handles,

pads and refill products.

200+ each $19.96/each

D FREE SHIPPING $50+

1T+ (& ADD TO CART
@‘ 2 ﬁH R “4.
o k¥ ‘ o
\ Free Shipping $50+ 6 No Minimums @ Free Returns
‘ She AV | > l& ;ﬁ i

«+ Refills For Our 24" Professional Microfiber Mop System, But C ible With any 24" Microfiber Mop Frame that has the hook and loop attachment strips. These will

tightly stick to the bottom of the frame. View our mop frames
er Dust Mops (2) Perfect for collecting a variety of loose debris on your floors. With 2 types of microfiber yarns,

et hai

« Easily Maintain Your Floors with 24" Mojave M
you'll pick up tiny dust particles to larger things I

+ Get Your Floors Streak Free with 24" Prel fiber Wet Mop Pads (2) More absorbent than our regular wet mop pads, they clean great with just water to remove
more stuck-on dirt and debris. Easy to use, just rinse and wring them out when they get dirty and continue mopping.

« Easy to Wash & Reuse - These professional quality microfiber mop pads continue to work great after hundreds of machine washings. Order Today!

Practical takeaway: Connect products through compatibility, accessory,
—> replacement and replenishment relationships so buyers can build the right
solution.

Insight 4: Treat technical evidence as part
of the product experience

For many purchases, buyers need proof before they can
proceed.

Specifications, certifications, test results, drawings and
documentation should be easy to find within the
product experience.
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Examples:
"2 Warehouse-Lighting | Commercial & industrial lighting

Provide project-validation files:

Warehouse-Lighting makes specification sheets, photometric files and installation
documentation available for assessing project suitability.

- T ; CONDOR PREMIUM 4FT LED HIGH BAY, 210 WATT, 28,350 )
s & LUMENS, 4000K/S000K CCT SELECTABLE, 120-277V, EQUAL
i { TO 6 LAMP 54W T5, 8 LAMP T8 OR 450 WATT MH
I R PO, | Sk S T
4 WARELIGHT.

s g ot 2 i HE
| ? 75 Reviews Y3 s
4 o - S
$1 79,99 S295:-99 17% Savings

Select Lens Opticn v

Select Sensor v

Select Hangers v

Buy Get Price
Spec Sheet Download
Buy 3 or more 5%off $171.00/each
=5 IES File Download
> Installation Instructions Buy 10 or more 10%o0ff $162.00/each

@ Solberg Manufacturing | Industrial filtration solutions

Attach engineering documentation:

Solberg connects products to specifications, drawings, manuals, application
information and compliance documents.

Filters, Traps, & Silencers v  Power Generation v Replacement Elements ~ Industries

SPECIFICATIONS DOCUMENTS
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http://warehouse-lighting.com
https://www.warehouse-lighting.com/products/condor-premium-4ft-led-high-bay-210-watt-28-350-lumens-4000k-5000k-cct-selectable-120-277v-equal-to-6-lamp-54w-t5-8-lamp-t8-or-450-watt-mh
https://www.solbergmfg.com/
https://www.solbergmfg.com/collections/high-temperature

Wiley X | Protective eyewear

Connect claims to recognized standards:
Wiley X provides safety standards and testing information for verifying protection

and compliance.

I v TACTICAL v CUSTOM GEAR v SALE ABOUTUS v

gh terrain or
fises, Venturi

bgging during Safety Standards A

operations.
+ ANSI Z87.1+ Optical clarity and high mass/high velocity impact

standards

©  MIL-PRF-32432A Ballistic safety standards

Fit and Measurements T

Figure 10. Wiley X product page. Source: Wiley X - WX Alpine. Accessed September 2026.

Practical takeaway: When a purchase requires proof, make that proof part of the
product experience.
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CHAPTER 2 - AI-READY PRODUCT
EXPERIENCES

What helps Al systems understand a business and its
products?

Al systems can interpret businesses and products more
accurately when content makes their identity, relevance
and supporting evidence explicit.

Across the stores reviewed, three insights stood out:
define entities clearly, connect products to use cases
and support claims with evidence.

Insight 1: Make your entities clear

An entity is a specific concept that Al can identify and
distinguish, such as a company, product, person or
category.

For a business, entity clarity means making the context
needed to identify and understand the company
explicit. This may include what it offers, the commercial
role it plays, who it serves and what it is known for.

Examples:
WS Whispering Smith | Apparel wholesale & manufacturing

State category, role and audience directly:
Whispering Smith describes itself as “The UK's largest creator, importer, wholesaler
and distributor of clothing” and states that it supplies retail and ecommerce brands.

'\‘ Redmond Fine Foods | Foodservice ingredients & equipment

Build consistent context across key pages:

Redmond Fine Foods identifies its ingredients, specialist products and professional
equipment on the homepage, then names the businesses it serves on its About Us
page, including restaurants, hotels, bakeries and chocolatiers.

Shopify Product Data Excellence - B2B edition
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Insight 2: Connect products to use cases

A product definition alone does not explain relevance. Al
systems also need context about the audiences,
problems and applications a product serves.

Examples:

E DECKED | Truck-bed storage systems

Connect products to audiences and activities:
DECKED organizes content around skilled trades, fleets, hunting, fishing, camping,
overlanding and garage storage.

NEW ARRIVALS
VEHICLE SOLUTIONS

oy, 7
% GIFTCARDS
. »

SHOPBY
PURSUIT

Trades

TOOL BOX

New Truck Tool Box

CARGOGLIDE

CargoGlide for Truck
Bed

CargoGlide for Drawer
Systems

CASES + BINS
Protective Cases

Rugged Bins

ACCESSORIES
New Accessories

Legacy Accessories

Hunting
Fishing
Camping

Overlanding

SHOPBY TRADE v

Solberg Manufacturing | Industrial filtration solutions

Connect products to problems and applications:

Solberg relates filtration products to contaminant types and operating
environments such as vacuum pumps, compressors and power generation.

SOLBERG

Filters, Traps, & Silencers ~

Power Generation -~

View All Filters, Traps, & Silencers

Vacuum Process Filters & Liquid

Separators

Inlet Air Filter and Filter Silencer
Solutions: Blowers, Compressors, and

Fans

Industrial Silencers for Blowers,
Compressors, & Vacuum Pumps

9

Shopify Product Data Excellence - B2B edition

Replacement Elements ~

Particulate Removal

Liquid/Mist Removal

Vapor Removal

Indu

Practical takeaway: Connect products to the problems, applications and
audiences they serve.
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Insight 3: Support claims with evidence
and expertise

Evidence gives Al systems more context for interpreting
product claims.

Review volume alone is not enough. Useful evidence
connects a product to real-world outcomes,
independent validation or identifiable expertise.

Examples:

@] Microfiber Wholesale | Professional cleaning systems

Name the expert behind product guidance:
Microfiber Wholesale attributes its cleaning recommendations to Melissa Homer,
whose 20 years of industry experience add credibility to the advice.

@ Hexclad | Cookware

Validate safety claims independently:
HexClad publishes third-party laboratory results covering PFOS, PTFE, PFOA and
broader PFAS testing.

RH Russell Hendrix | Commercial kitchen equipment & supplies
Use reviews to prove operational reliability:

Russell Hendrix uses customer feedback to demonstrate order accuracy, on-time
delivery, service quality and repeat business.

N Practical takeaway: Support important product claims with customer outcomes,
independent testing or named expertise.
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CHAPTER 3 - B2B BUYING
EXPERIENCE

What makes a Shopify buying experience ready for
B2B?

B2B buyers need journeys that reflect their business

context, purchasing process and delivery requirements.

The four insights in this chapter show how Shopify
stores can support that complexity without forcing
every buyer through the same consumer path.

Insight 1: Create dedicated journeys by
business context

Business context shapes what buyers need, from fleet
managers focused on vehicle operations to wholesalers
sourcing products for resale.

When those needs differ materially, create a dedicated
journey that makes the relevant offer, content and
services easy to find.

Shopify Product Data Excellence - B2B edition
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Examples:

E DECKED | Truck-bed storage systems

Build around operational priorities:
DECKED for Fleets focuses on fleet efficiency, safety, operating costs and ROL.

©@ TRUEWERK | Technical workwear

Create a managed enterprise program:
TRUEWERK gives larger organizations a dedicated path for managing company-wide
uniform programs.

Blueland | Sustainable cleaning products

Separate wholesale from consumer purchasing:
Blueland gives approved wholesale buyers a dedicated storefront with collections
for retail, ecommerce and refills.

N Practical takeaway: Create a separate journey only when a business segment
needs a different offer, message or service. Give that segment a clear entry point.

Insight 2: Match the buying path to
purchase

Not every B2B purchase should end with “Add to Cart”
The right path depends on the complexity of the
purchase and the level of customization or consultation
required.

Examples:

WS Whispering Smith | Apparel wholesale & manufacturing

Separate ready-to-order and bespoke purchases:

Whispering Smith offers direct wholesale ordering. Custom and private-label
projects follow a separate process with minimum quantities and production lead
times.

Shopify Product Data Excellence - B2B edition
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iy Solberg Manufacturing | Industrial filtration solutions

Use a quote process for engineered solutions:
Solberg lets customers submit their filtration requirements instead of using
standard checkout.

m Brooklinen | Home textiles
Keep simple trade purchases in checkout:

Brooklinen applies trade discounts through regular checkout. Corporate gifting
follows a separate service.

N Practical takeaway: Define a clear path for each type of purchase, from immediate
checkout to an RFQ or custom order.

Insight 3: Support the procurement
process

Selecting the right product is only one step. The buying
process must fit company procurement rules, from

account pricing and credit terms to tax exemptions and
purchase orders.

Support these requirements within account setup and
checkout.

Examples:

. Tingley | Protective footwear & apparel

Apply account terms:

Tingley offers Net 30 payment terms, account-specific pricing and volume discounts.

. BRUNT Workwear | Workwear & footwear

Support bulk and tax-exempt orders:
BRUNT combines automatic bulk pricing, tax-exempt accounts and purchase
orders.

Shopify Product Data Excellence - B2B edition

17


https://www.solbergmfg.com/
https://www.brooklinen.com/
http://www.tingleyrubber.com/
https://bruntworkwear.com/

RH Russell Hendrix | Commercial kitchen equipment & supplies

Standardize credit applications:
Russell Hendrix gives companies seeking credit terms a standard process to provide
their requested limit and accounts-payable information.

Practical takeaway: Prioritize procurement requirements by customer type and
— order volume, then manage them through standard account rules rather than one-
off processes.

Insight 4: Adapt fulfilment to business
operations

Delivery can determine whether an order works
operationally, especially for large, scheduled or multi-
location purchases.

Make fulfillment requirements clear before the order is
placed.

Examples:

& STORMTECH | Wholesale outerwear & apparel

Set clear expectations for pallet deliveries:
Stormtech explains the requirements for large orders, loading docks, delivery
appointments and unloading equipment.

@ Redmond Fine Foods | Foodservice ingredients & equipment

Align delivery with operating schedules:
Redmond Fine Foods publishes scheduled commercial delivery routes so kitchens
can plan inventory and production.

' Simon Pearce | Handcrafted glassware & tableware
Support project-based delivery:

Simon Pearce offers phased shipments and multi-address fulfillment for business
projects.

N Practical takeaway: Design fulfillment around real delivery conditions, from pallet
and scheduled routes to phased and multi-address shipments.
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e KEY TAKEAWAYS

What strong B2B Shopify stores have in common

Build product data
around buying 4

decisions. Use product attributes
¢ 02 to improve discovery.
Model meaningful
relationships between ¢ _
Make technical
products.

¢ evidence part of the
product experience.

Give Al clear context

about your products

ol e Ees Crea_te buying Jqurneys
¢ for different business

contexts.
Support how
. &
businesses purchase,

procure and receive
orders.
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CONCLUSION

Better B2B ecommerce starts with structured product
information

Across the 19 Shopify stores reviewed, the clearest lesson is
that strong B2B ecommerce is not about publishing more
product information. It is about structuring the right information
around buyer decisions.

Product information should support the full B2B buying
experience and remain accurate and consistent across
channels.

It should also give Al systems enough context to understand
what a product is, who it is for, when it is relevant and what
supports its claims.

For organizations managing large, complex or frequently
changing catalogs, this requires a product information
foundation that keeps data accurate, connected and ready
across channels. Product data management provides that
infrastructure.

Shopify Product Data Excellence - B2B edition
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Bulld & a Better
B2B Product
EXperience

Sales Layer helps you centralize, enrich and govern complex product
information, then deliver accurate, connected content to Shopify and
every channel where buyers and Al systems encounter it.

88 Manage complex product catalogs in one place 4~ Keep product data accurate across channels

=®) Go live in as little as six weeks

Want to improve your product experience? <Start your free trial>

"Sales Layer appeared to be the easiest to use
without hiring developers. Highly customisable,
ready made connectors for Seller Central and
Shopify and great multi-language options

S

Kate Richards
U g Director at Precision Dippings

*Sales

For further information visit saleslayer.com Layer


https://www.saleslayer.com/free-30-day-trial-pim-sales-layer
https://www.saleslayer.com/




