
T H E W O R L D I S  C H A N G I N G.



CO M M E R C E I S  B re  a k i n g n e w g ro  u n d.



Who are  
your customers?



The individual  
is defining the market.

Up until the late 20th century, com-
merce remained what it had been  
for thousands of years – a one-to-one 
exchange between a buyer and a  
seller.

With the advent of shopping malls and 
the arrival of e-commerce, the seller 
disappeared behind shopping aisles 
and computer displays.

But now the world is changing again. 
Dramatically.

New technologies are enabling the  
revival of the one-to-one shopping 
experience. Better still, we can now go 
shopping wherever, whenever, and 
however we want.

To thrive in your markets and develop 
the full potential of your business,  
you therefore need to focus on one 
thing above all – your customers.





  T H E F U T U R E w i l l  re  q u ire   N E W AN  S W E R S.



  T H E F U T U R E w i l l  re  q u ire   N E W AN  S W E R S.

Success depends on driving commerce trends.

In order to shape the future of commerce, you have to be ahead of the curve:

	 How can you predict how your customers will behave in the future?  
	 How can you influence the increasingly dynamic transformation of your markets?  
	 How can you be ready for future developments in technologies, markets,  

	 and business models?

The answer: By teaming with a strong partner who has extensive market knowledge, 
innovative creativity, and a track record of always being ahead of their time.



Predictive Analytics
Cross-Channel

M
ulti-Touchpoint Shopping

Single Comm


erce Platform

Big Data
Sam

e Day Delivery

Social Com
m

erce

Consum
eriz

atio
n

M
ulti-C

hannel

Mobile Commerce

Custom
er Journey

Supplier In
tegratio

n

Personaliz
atio

n

B2B = B2CWCMS

Customer Experience

Order M
anagem

ent

PIM

Globaliz
atio

nERP In
tegratio

n

Brand Value

Predictive Analytics
Cross-Channel

M
ulti-Touchpoint Shopping

Single Comm


erce Platform

Big Data
Sam

e Day Delivery

Social Com
m

erce

Consum
eriz

atio
n

M
ulti-C

hannel

Mobile Commerce

Custom
er Journey

Supplier In
tegratio

n

Personaliz
atio

n

B2B = B2CWCMS

Customer Experience

Order M
anagem

ent

PIM

Globaliz
atio

nERP In
tegratio

n

Brand Value

There are many different challenges, 
but one simple solution.

H O W D O YO U AC H I E V E  AM B I T I O U S G OAL  S I N  T I M E s O F C H ANG   E?
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H O W D O YO U AC H I E V E  AM B I T I O U S G OAL  S I N  T I M E s O F C H ANG   E?

	Do you manage multiple business 
models consistently and efficiently via 
a single, integrated platform?

	Are you expanding your presence 
around the world despite different  
currencies, tax regimes, product catalogs, 
and marketing concepts, while seam-
lessly integrating a range of partners?

	Can you convert large quantities of 
information (“big data”) into actionable 
knowledge – and thus business value?

	Is your business profitable despite 
total price transparency in your markets?

As these and other requirements be-
come increasingly sophisticated, you 
may be ready for some expert support. 
Thankfully, the solution is closer than 
you might think.

All you need is a partner who can 
help make complexity simple.

Increasing globalization of the flow of information 
and goods requires constant adaptability. That 
applies whether you’re a technology leader in 
global B2B markets or an innovative start-up 
with a regional focus.

Mastering the complexity and dynamics of our 
changing world calls for an unprecedented 
range of new processes.

Is your business ready for the challenges ahead?

	Do you understand your customers better 
than ever before? Do you know every detail  
of their preferences, their needs, and their po-
tential? And do you know how to leverage 
this knowledge to boost your bottom line?

	As customer expectations continue to rise, 
are you providing a unique shopping experi-
ence? Is your B2B presence comparable with 
your customers’  favorite B2C stores?

	Do you support multiple touchpoints while 
maintaining a strong brand identity across  
all channels?



   T R U S T I N P I O N E E R S .



Mutual success  
requires mutual trust.

When Intershop unveiled the world’s 
first online store in 1994, few could 
have foreseen the groundbreaking  
impact of this invention.

But that single stroke of genius only 
partly explains a success story that 
spans over 20 years. The fact that we 
remain leaders* in the dynamic world  
of e-commerce is also due to another 
crucial factor: the trust our customers 
place in us.

Perhaps it’s time you too discovered 
how our vision, energy, and absolute  
integrity can bring new rewards for your 
business.

*FORRESTER WAVE™  
B2B Commerce Suites Q4 2013 

   T R U S T I N P I O N E E R S .



Why your independence is important  
and how Intershop can help.

The answer is as simple as it is surprising: Intershop 
is the world’s only independent provider of  
enterprise solutions for omni-channel commerce.

That independence means we’re free from the 
constraints of a parent group strategy where 
e-commerce is just one module of many. When 
you’re an Intershop customer, we focus all of  
our energies on you and your needs.

Choosing your e-commerce partner is a major 
strategic decision. On the one hand, that partner 
needs to provide technology and expertise. On the 
other, it must be able to respond appropriately  
as your business changes and grows – supporting 
you with innovative ideas, rather than making  
you wait while company policy is rewritten.

K E E P O N D O I NG  W H AT YO U WAN  T TO D O.



	S C ALA   B L E R E S O U R C E S 		
	W  O R LDW   I D E

	E F F I C I E N T KN  O WL  E DG  E  
	 T R AN  S F E R

	P R O V E N ACC E S S TO  
	 I n tershop       T E C H N O LO GY

Expertise around the world: Intershop  
and our partner network.

At Intershop, we’re committed to being wherever 
you need us. In addition to our global chain of  
Intershop locations, we have one of the world’s 
most powerful partner networks. Comprising 
more than 900 specialists across five continents, 
there’s a unique wealth of talent to draw on  
–  especially when finding creative solutions to an 
industry-specific requirement.

After all, which other player can leverage over  
20 years of e-commerce experience and more than 
2,700 person-years of customer care? For more  
information on our global partner network, visit 
www.intershop.com/partners

W I T H U S O R O U R PA R T N E R S .



In the e-commerce arena, there is one sure sign of a platform’s  
flexibility, resilience, and innovative capabilities: deployment  
by the world’s leading companies. At Intershop, we’re proud of  
the fact that in the more than two decades since we created  
the world’s first online store, all of our projects have been rolled 
out successfully. 



That’s why our list of references speaks for itself  
– and why our customers speak for us.

W H O E L S E H A S A 100 % S U CC E S S R AT E?

»The Intershop platform is highly stable, and we don’t have any problems 
 when it comes to security. Implementing the Intershop solution  
enabled us to streamline processes and save costs, while also driving  
forward our international expansion.«

Hans Petter Gulbransen Head of CIO Office, Elkjøp

»We were impressed by Intershop’s unique knowledge of B2B e-commerce and how 
 it could support us in customization and also internationally. We were able to  
take the Intershop e-commerce platform, use it as a framework to build out our many 
sites and configure it to support our business.«

Mark Woodrow Vice President Marketing, Hubert Co. LLC

»Following an intense project involving Intershop’s professional services  
team the Pottermore Shop exceeded all expectations selling  
millions of $’s of Harry Potter e-books through the launch period.« 

Julian Thomas CTO, Pottermore



	    YO U R F U T U R E I S  k n o w n a s I NN  O VAT I O N.



What comes after tomorrow?

If customer satisfaction is crucial for success, 
then it obviously pays to use the latest 
technologies with all the potential they 
offer: to create a richer shopping 
experience, to generate personalized  
offers in real time, and to use innovative 
tools, such as predictive analytics,  
shopping apps, and co-browsing customer 
support.

We’re developing these tools ahead of 
market demand. Accordingly, we are  
currently the only provider of integrated 
enterprise solutions for B2B and B2C 
commerce because we were among the 
first to predict their convergence.

It pays to think about tomorrow. And even 
more about the day after.

	    YO U R F U T U R E I S  k n o w n a s I NN  O VAT I O N.



Innovation  
is who we are.

When you succeed in bringing an idea to fruition, 
it changes you forever. There are many great  
innovators whose lives testify to that fact, from 
Leonardo da Vinci to Steve Jobs. What is true  
for one person is also true for a whole company.

Twenty years ago, in 1994, no one could have pre-
dicted the enormous transformation we set in 
motion when we launched the first e-commerce 
package. The impulse that drove us twenty years 
ago is the same one that drives us today: The belief 
in the power of good ideas and the determination 
to turn vision into reality.

That’s why many ideas that might seem pie in the 
sky now will soon be central to your business, e.g., 
data mapping, customer segmentation, warehouse 
optimization, integrated inventory, and multi-touch-
point fulfillment, to name just a few.

All of this energy and expertise is waiting to  
work for you. Join forces with a partner who  
is already trusted by more than 500 companies 
worldwide – from major corporations to me- 
dium-sized companies across a huge range of 
sectors and territories.

Approximately 1.5 billion web pages in 75 
countries and more than 50 different languages 
are currently online thanks to Intershop  
commerce solutions. The results: more than  
2 billion items and 1.3 million orders, generating 
total revenue of $ 270 million.

Every single day.
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Your company is made up of multiple units – but you 
want to be seen as a single entity. Your sales function  
is opening up new regions and channels, but you don’t 
want to lose customers through channel conflict. 
Your partners each have their own very specific pro-
curement processes – but you want the shopping  
experience to be simple and intuitive for everyone.

In short, you have to take a complex reality and 
somehow make it simple.

	 Intershop 7 is a high-end solution for omni-channel 
commerce that adapts to your strategies and corpor- 
ate structures. It allows you to manage all your  
channels and business models via a single platform.

	 Intershop 7 is the only solution available today that 
seamlessly combines B2B and B2C.

	 Intershop 7 is extremely resilient and supports every 
possible growth strategy.

	 Intershop 7 is based on a clearly defined, modular 
concept, making it easy to integrate future technolo-
gies. If you change your strategy, you no longer have 
to change your entire system.

Choose a technology that’s designed for what really 
matters: the needs of your business and your  
customers.

CO M P L E X I T Y MAD  E S I M P L E .
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Intershop 7

The adaptable, resilient, and  
future-proof solution  

for high-end omni-channel  
commerce.

For SMEs and large-scale  
enterprises.



Need a solution that’s tailored to your business? Then you’ve come 
to the right place.

At Intershop, we optimize processes and customize technologies to 
meet your specific market situation. To do that, we draw on our 
profound insights into countless industry-specific challenges, com-
bined with the most comprehensive technical platform available.

Our task is made easier by the unique way in which Intershop 7 
blends B2B with B2C – all in a single package. As a result, you  
not only have complete freedom when developing your strategy, 
you also reduce the burden on your IT resources.

Choose Intershop and gain a crucial competitive edge. Whether 
you’re an industrial enterprise with global operations or a power-
house SME:

Intershop speaks your language.

From enterprise to SME.

From B2B to B2X.

From retail to automotive.

From ERP to PIM.



Over the following pages, we look at some of the 
specific challenges found in four selected sectors.  
If your industry isn’t covered, simply get in touch and 
we will share our experience with you. Who knows 
– we may even end up writing a new success story 
together.

T H E F O U R D I M E N S I O N S O F E X P E R T I S E



dustry expert ise

» H O W C AN  I  B E CO M E O N E O F MY C U S TO M E R S’ › B i g fi  v e ‹?«



dustry expert ise

86%

re tail

» H O W C AN  I  B E CO M E O N E O F MY C U S TO M E R S’ › B i g fi  v e ‹?«

of online shoppers buy from no more than five different stores.*

Find out more about innovative technologies that 
can help you understand customer behavior and 
leverage that knowledge to boost sales.

You can also learn about the management tools that 
will aid your decision-making in an increasingly 
complex omni-channel world.

As you’ll discover, even the most independent 
customers can become the most loyal. 

All you have to do is be attuned to their needs.

As in offline commerce, the key differentiators in the 
online world are flexible business models, person-
alized communications, and attractive product 
presentation. Other important factors are new 
and intelligent in-store concepts that use online 
content to enrich the offline world, e.g., by  
enhancing service and the shopping experience 
at the point of sale.

*“Customers take control,”  
PriceWaterhouseCoopers 2011

Online commerce is driven  
by confident consumers,  
each with their own unique  
buying behavior. Customers  
call the shots!



» H O W C AN  I  O F F E R MY C U S TO M E R S AND   PA R T N E R S . . . 

increase in B2B profits  
as a result of e-commerce*

 49%



dustry expert ise

high-tech  
Manufacturing

. . .T H E S AM E E - CO M M E R C E E X P E R I E N C E?« 

increase in B2B profits  
as a result of e-commerce*

B2B commerce is undergoing fundamental 
changes. To satisfy your customers, you need  
to meet the expectations inspired by their B2C 
shopping experiences. In addition, as systems 
become increasingly interconnected there is 
enormous potential for efficiency and synergy 
gains.

But is it really possible to create a sophisticated, 
personalized e-store experience that also  
accommodates the complex organizational 
structures of a large-scale global enterprise?

As a world leader in B2B commerce (FORRESTER 
WAVE™ B2B Commerce Suites Q4 2013),  
Intershop can provide answers that give you 
greater freedom than ever before.

Wouldn’t it be nice to make every customer 
feel they’re important?

* Intershop E-Commerce Report 2013

How do I respond to growing  
consumerization?

 49%



dustry expert ise

TELECOMMUNICATIONS

There are very few industries as fiercely com- 
petitive as the telecommunications sector.  
With margins shrinking, the danger is that lower 
prices will impact your quality of service and  
ultimately drive customers away.

The solution is intelligent and automated data 
stream management across all business units, 
combined with a heavy-duty platform that en-
ables centralized control of all relevant processes.

The result is a host of innovative possibilities  
–  from self-service portals offering greater  
efficiency and tangible customer benefits to  
exciting online shopping environments with 
powerful promotional tools. Plus many other 
opportunities to boost your bottom line.

Give us a call and let’s talk about Intershop 7.

How to unlock the full efficiency  
of your business.

satisfied customers –  
and one reliable platform.*

* Deutsche Telekom  
More success stories: www.intershop.com/media-center

»HO W CAN I  MAINTAIN CUSTOMER SAT ISFAC TION. . .

40,000,000



* Deutsche Telekom  
More success stories: www.intershop.com/media-center

. . . W H I L E  AL  S O I M P R O V I NG  E F F I C I E N C Y?« 



dustry expert ise

Automotive industry

40%

I N T E R S H O P AU TO M OT I V E CO M M E R C E:

* Quotation of Intershop automotive customer

reduction in IT costs  
thanks to platform consolidation  
means greater scope  
for brand management.*



In response to this challenge, we developed  
Intershop PIM and Intershop Web-CMS. As  
well as bringing clarity to your data resources, 
these are valuable tools for promoting and  
sustaining the loyalty of customers to your brand.

And that, of course, ultimately results in a 
healthier bottom line.

A car is much more than just a means of trans-
portation. Most of your customers use your 
brand and its values as a way of communicating 
who they are.

Wherever your brand and products appear  
–  online or in the showroom – your customers’ 
expectations are essentially the same. Whatever 
the channel, the brand experience must be  
totally consistent.

There’s one car component  
that is virtually priceless:  
your brand.

P U T YO U R B R AND   I N T H E FA S T LAN   E.

reduction in IT costs  
thanks to platform consolidation  
means greater scope  
for brand management.*



i n s p i r e @ i n t e r s h o p.c o m



fe e l vi t e d.

The world of commerce is changing dramatically. 
Vendors are faced with growing consumer 
confidence and an ever-increasing range of 
channels. In addition, the erosion of traditional 
sales concepts and business models is creating 
formidable challenges.

To halt the decline in customer satisfaction and 
revitalize your appeal, you need new and intel-
ligent ideas.

Intershop solutions have the power to make 
omni-channel commerce a reality for your  
business.

To do that, we leverage leading-edge technol
ogies and our unique industry experience.

Better still, when you opt for Intershop you are 
choosing a partner that has retained the same 
fundamental motives through 20 years of inno-
vation: the desire to understand the needs  
of your business and the passion to find the right 
solutions.

Are you ready to learn how Intershop ideas can 
energize and inspire your business? Please  
contact us – I look forward to engaging with you.

Jochen Moll · CEO  
Intershop Communications AG



The world of commerce is changing. 
Unlock your potential with the exciting possibilities  
of Intershop omni-channel commerce.

Jena, Germany 
Hong Kong, China 
Melbourne, Australia 
San Francisco, USA

Amsterdam, Netherlands	 Nuremberg, Germany 
Berlin, Germany	 Paris, France 
Frankfurt, Germany	 Rio de Janeiro, Brazil 
Hamburg, Germany	 Sofia, Bulgaria 
London, UK	 Stuttgart, Germany

Furthermore Intershop is represented in Austria, Belgium,  
China, Denmark, Finland, India, Italy, Norway, Russian 
Federation, Spain, Sweden, Switzerland, and Turkey.

For a full overview, as well as for contact details please consult 
our website: www.intershop.com/offices-and-subsidiaries

intershop.com  
info@intershop.com


