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The future of B2B integration is in the cloud

Business executives and managers at 
business-to-business (B2B) enterprises care 
about time, money, competitive advantage, 
customer loyalty and growth. Few pay much 
attention to the vital IT infrastructure that 
supports transactions and collaboration with 
trading partners — though that B2B backbone 
directly affects performance and profitability. In 
fact, just 26 percent of business managers view 
B2B integration as a competitive differentiator, 
according to a study for IBM by Vanson Bourne, 
a research consultancy.

As a result, many enterprises continue to utilize 
manual and error-prone emails, faxes and file 
transfers for B2B transactions. Reliance on 
complex, brittle and antiquated systems to 
exchange critical data impacts time to market, 
cost-efficiency and satisfaction across 
suppliers and end-customers. Modernization of 
B2B integration in recent years has moved 
forward in fits and starts, often undermined by 
competing priorities and misalignment between 
business and IT managers.

That is changing with the cloud. Leading 
enterprises are embracing a cloud approach to 
B2B integration to minimize complexity, cost and 
risk while streamlining global supply networks 
and strengthening partner relationships. Many 
are embracing B2B modernization with a sense 
of urgency. More than 75 percent of 
organizations planning to modernize expect to 
begin implementation within the next year, 
according to Vanson Bourne research.

IBM® is at the forefront of B2B cloud integration. 
IBM has combined fresh, modern innovation 
with its long tradition of proven B2B technology 
to deliver a comprehensive B2B network with 
capabilities unmatched in the industry. In 
addition, IBM offers managed services for 
enterprises to offload labor-intensive B2B 
functions to a trusted provider for highly secure 
and cost-efficient transactions.

26%
of business managers view

B2B integration as a 
competitive differentiator 

77%
of organizations believe they

could modernize 
B2B integration infrastructure

84%
of organizations expect to
increase the use of VAN and
B2B integration managed services 
over the next two years

Source: Vanson Bourne research for IBM1
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Legacy B2B systems can’t keep pace with strategic goals

Rapid growth in the scope and complexity of 
global B2B trading networks has made B2B 
integration a linchpin in performance and 
solving business problems. Complexity is a 
constant battle for IT, with the average 
organization dealing with 574 suppliers, partners 
and customers and some in the neighborhood 
of 10,000, according to research for IBM by 
Vanson Bourne. That same typical organization 
manages five disparate B2B platforms, handling 
10 data formats and 11 B2B protocols.

Figure 1: Top business imperatives driving B2B investments2.

With competing pressures and resource 
limitations, many IT teams are hard-pressed to 
effectively manage these fast-changing and 
complex B2B environments. Most business 
managers regard B2B integration as an IT issue, 
yet they do pay attention when problems arise or 
key metrics lag. Thirty-seven percent of business 
managers surveyed by Vanson Bourne say IT 
struggles to support partner onboarding volumes 
and 33 percent say IT can’t support trading 
partner technical requirements.

That drives up time needed to onboard new 
partners and diminishes capacity to cultivate 
strategic third-party relationships for mutual 
business benefit. Rising cost, risk, delay, non-
compliance and lost opportunities are among 
the many concerns of IT and business 
managers who oversee B2B integration 
networks. Those consequences are also 
squarely at odds with top business imperatives 
for B2B integration. Source: Vanson Bourne research for IBM3

9 days
needed for the typical organization 
to onboard a new B2B supplier 

51%
of B2B exchanges are accomplished 
with manual FTP

For 54%
of trading partners, organizations 
rely on email for B2B transactions

43%
of B2B systems have technical limitations 
preventing full automation

56%

33%

41%
36%

50%
54%

Increase order-to-cash efficiency

Reduce cost

Tighter regulatory compliance

Speed time to revenue

Improve strategic relationships

Increase procure-to-pay efficiency
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Modernizing B2B integration in the cloud

Given the multiple pressures on existing B2B 
integration systems, many IT and business 
managers have concluded that the status quo is 
simply unsustainable for the long term. 
Leading organizations are in various phases of 
managing, deploying, designing or planning 
cloud-based B2B integration alternatives to 
future-proof their B2B trading operations and 

improve agility, scale and collaboration internally 
and with partners.

More than 76 percent of organizations plan to 
modernize B2B integration, according to a 
Vanson Bourne survey of IT and business 
professionals in the U.S., Europe, Asia, Australia 
and Africa. Of them, 38 percent plan to move to 
a cloud-based or managed services approach 
from legacy on-premise systems. An equal 38 
percent plan to consolidate multiple B2B 
integration platforms, with many of those 
projects moving to the cloud. 

For many organizations, the ability to sidestep 
large capital expenditures required with an 
on-premise approach, reduced IT resource 
requirements and accelerated rollouts is just the 
tip of the benefits iceberg for B2B cloud 
integration. Clients of IBM B2B Cloud Services, 
a portfolio of B2B integration solutions, cite 
benefits in migrating from legacy on-premise 
systems to the cloud such as:

 • Reduced risk and total cost of ownership 
(TCO) in B2B integration Figure 2: Planned B2B modernization initiatives5

Migrate to cloud or managed service B2B 
integration from on-premise systems 38%
Consolidate multiple B2B integration platforms 38%
Implement standardized solutions to eliminate 
custom applications 37%
Utilize a single B2B integration platform for both 
files and messages 34%
Improve reliability and visibility with our B2B 
community 32%
Automate exchanges with trading partners that 
use manual methods 31%

 • Enhanced visibility and control over 
business processes shared with partners

 • Faster partner onboarding and faster, more 
reliable data exchange

 • Greater collaboration across IT, business 
managers and external partners

 • Better agility to adapt rapidly to supply chain 
disruptions and trading opportunities

76% of organizations plan to modernize 
B2B integration in the next 12 months 

46% of organizations believe B2B cloud 
integration would reduce costs

51% of organizations believe they could 
modernize data transformation capabilities 
to better handle new cloud, big data, mobile 
and social challenges

Source: Vanson Bourne research for IBM4
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Pioneering B2B cloud integration solutions

Backed by aggressive research and 
development (R&D) and collaboration with 
clients, IBM is a key player in pioneering the 
migration of B2B integration to the cloud. With 
an ever-expanding global footprint, IBM delivers 
the market-leading IBM B2B Cloud Services 
framework to empower global organizations. 
IBM’s innovative Sterling Collaboration Network 

liberates IT and business teams to focus on the 
core of their business, driving faster time to 
revenue and improving speed and precision 
compared to legacy approaches.

IBM B2B Cloud Services builds on a long 
history of B2B leadership from IBM, ranked as a 
“Leader” in the Magic Quadrant for Integration 
Brokerage by the leading analyst firm Gartner.  
IBM’s flexible cloud integration solution provides 
reliable, secure connectivity to more than 
350,000 pre-connected trading entities (and 
growing) while delivering unmatched real-time 
visibility over business processes shared with 
external partners.

IBM B2B Cloud Services is based on two 
foundational components. The core offerings 
are on the IBM Sterling Collaboration Network, 
which is a security-rich cloud infrastructure that 
can process more than 8 million transactions 
per day (and growing). It is complemented by 
IBM Sterling B2B Integration Services, a 
managed service offering through which IBM 
fully manages some or all of a company’s B2B 

Figure 3: Cloud-based B2B integration seamlessly connects your 
company with your business community

Your Company

Your Busines Community

Pioneering cloud 
integration solutions

1  2  3

activity such as processing invoices and 
purchase orders on the network. IBM B2B 
Cloud Services offers capabilities for:

 • Global connectivity 
Including IT infrastructure, exchange and 
security services, data and process visibility, 
with exceptional customer support

 • Integration services 
Including ongoing management, data 
transformation and mapping, customized 
support and document processing

“ The combination of its large B2B network 
(over 350,000 trading partners), global 
sales and support via WebSphere and 
Smarter Commerce and investments in 
new technology positions IBM well to 
compete aggressively in the IB 
[integration brokerage] market.”

— Gartner6
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IBM Sterling B2B Integration Services

With its managed service offering, IBM delivers 
the global subject matter expertise and 
experience to fully optimize your B2B 
operations in the cloud. IBM Sterling B2B 
Integration Services frees up IT and business 
resources by taking on core infrastructure, 
processing and community service tasks, 
while leveraging the powerful IBM Sterling B2B 
Collaboration Network.

IBM Sterling B2B Integration Services offers 
flexibility for your team to select from a range of 
services and desired levels. You can retain 
hands-on management of certain aspects of 
B2B integration, or opt for a comprehensive IBM 
services plan. Whichever service level is 
selected, IBM managed services can enable you 
to reduce TCO, improve accuracy and speed 
and repurpose personnel to value-add projects.

IBM Sterling B2B Integration Services covers:

         Community support

Multilingual and multi-time zone support 
designed to meet the expectations of extended 
global trading communities.

         Real-time visibility

Robust connectivity eliminates manual errors 
and enables a single, real-time view across the 
supply chain.

         B2B process management

IBM’s skilled and experienced B2B 
professionals provide tactical and strategic 
services to optimize B2B activities and results.

         Scalable infrastructure

Engineered for scalability, reliability and security, 
IBM’s cloud B2B platform handles millions of 
transactions and connects to 350,000 trading 
entities across six continents.

Pioneering cloud 
integration solutions

1  2  3

“ B2B integration will gain importance 
with the ever-increasing need for rapid 
onboarding of trading partners and 
customers, effective management of 
partner communities and better customer 
engagement. 2015 will see a significant 
rise in the adoption of cloud-based B2B 
integration services and the complex 
interplay of data security, governance 
and compliance requirements.”
— Ovum research consultancy7
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IBM Sterling B2B Collaboration Network

Based on a flexible service-oriented architecture 
and delivered as a cloud service, IBM Sterling 
B2B Collaboration Network gives organizations 
vast reach to handle data from virtually any 
internal or partner system, in virtually any data 
type, format or communication protocol. That 
openness supplies a critical advantage for 
organizations that struggle with complexity in 
their legacy B2B integration environments.

With connections to 100 B2B networks and 
350,000 trading entities, IBM Sterling B2B 
Collaboration Network delivers greater than 
99.95 percent uptime, disaster tolerance and 
recovery, 24/7 global multilingual support and 
30-year track record of proven reliability. 
Complementary capabilities for Web Forms and 
faxes equip you to manage transactions with 
your smallest trading partners, while scaling 
across complex environments of hundreds or 
thousands of enterprise partners.

IBM has recently introduced complementary 
cloud capabilities, IBM B2B Services Reporting 
& Analytics, that enable B2B sponsor 
organizations to better monitor operations, spot 
trends, identify failures or unexpected events 
and improve performance with 360-degree near 
real-time visibility and reporting. Customizable 
dashboards with drill-down to detail and alerting 
to exceptions give organizations new ability to 
optimize B2B performance.

B2B Services Reporting & Analytics

Video: 5 questions to ask before outsourcing

Watch these videos on how IBM B2B Services 
Reporting & Analytics puts data-driven insights 
at your fingertips.

Pioneering cloud 
integration solutions

1  2  3

Click here to find out the specific questions your 
organization should ask before you move to the 
cloud for B2B integration.

https://www.youtube.com/watch?v=yKrhQMmkg7s&list=PL6rnyrFRsKY8bcHFK68N_QmGgxHhqyQ9o
https://www.youtube.com/watch?v=6ve55tVD08g
https://www.youtube.com/watch?v=yKrhQMmkg7s&list=PL6rnyrFRsKY8bcHFK68N_QmGgxHhqyQ9o
https://www.youtube.com/watch?v=6ve55tVD08g
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Increase your performance through B2B cloud modernization

Clouds are amassing rapidly on the B2B 
integration horizon. Organizations that capitalize 
on the flexibility, speed to deployment, 
scalability and the reach possible with leading 
cloud-based platforms for B2B integration 
stand to reap substantial rewards compared to 
competitors that labor ahead with antiquated, 
labor-intensive solutions.

IBM has set the bar high for B2B integration 
performance in the cloud with a comprehensive 
range of innovative solutions that combine 
proven technology with forward-thinking 
engineering. Backed by world-class service and 
support options, IBM B2B Cloud Services is the 
solution of choice for enterprises looking to 
reduce cost and risk, streamline global supply 

networks and win competitive advantage as 
expectations among trading partners and end 
customers alike continue to rise.

Explore IBM B2B Cloud Services 
Click here to explore how IBM B2B Cloud 
Services enables you to connect, collaborate, 
build and manage your partner communities.

Watts Water  
customer success

Learn here how IBM Sterling B2B Integration 
Services enabled this global provider to 
replace fragmented approaches to EDI with 
reliable, cost-effective delivery of 92,000 
documents every month.

“ We calculated that the managed services 
solution from IBM would help us avoid 
50 percent in capital costs compared to 
building a new in-house EDI platform.”

— Jeff Liddicoat, Information Systems and Services—Integration,  
Senior Delivery Lead, CEVA Logistics

CEVA Logistics

Read here about how CEVA Logistics uses 
IBM B2B Integration Services to flawlessly 
orchestrate an extensive network of clients, 
suppliers and logistics partners, gaining a 90 
percent increase in speed to add additional 
EDI capacity and 40 percent faster time to 
onboard new clients.

http://www-01.ibm.com/software/commerce/b2b/b2b-integration/cloud-services/
https://ibm.biz/BdFJfw
http://www-03.ibm.com/software/businesscasestudies/us/en/software?synkey=V235840R33080V14
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