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The first two years of this decade were like a time machine. Trends we saw emerging in 2019 as ‘up and 

coming’ were accelerated into the mainstream by the COVID-19 pandemic. Customers want convenience and 

a simple buying experience, and they want it now. 

Omnichannel commerce — offering customers a connected buying experience across all channels — has 

transcended its offline to online roots. With social platforms expanding their capabilities and digital 

marketplaces growing in popularity, an all-encompassing digital presence is more important than ever 

before.

An omnichannel strategy is now no longer a nice-to-have; it’s a must-have for any business looking to 

succeed.

Throughout this guide, we will illustrate the importance of an omnichannel commerce strategy, and 

connecting experiences across the customer journey. We’ll dive into the three main avenues of omnichannel 

commerce — marketplaces, social media and search — and the role that each plays in your strategy. Lastly, 

we’ll cover growth trends we see in the space, what’s next for your business, and what exactly growth looks 

like when it comes to an omnichannel strategy.

 \ 69% of consumers expect businesses to offer new ways to 
get existing products/ services.
Data gathered by Salesforce Research

 \ 66% of consumers choose a retailer based on convenience, 
while only 47% choose a retailer based on price/value.
Data gathered by Kantar and Catalyst

 \ More than 91% of retailers and brands currently have or 
plan to invest in an omnichannel strategy.
Data gathered by Hubspot

 \ Marketing across three or more channels earns 250% 
higher engagement.

https://www.salesforce.com/content/dam/web/en_us/www/documents/research/salesforce-state-of-the-connected-customer-4th-ed.pdf
https://f.hubspotusercontent00.net/hubfs/3788602/Kantar-Catalyst%20State%20of%20Ecommerce%202021.pdf?utm_campaign=The%20State%20of%20Ecommerce&utm_source=landingpage&utm_medium=email
https://cdn2.hubspot.net/hubfs/2304371/Brightpearl%20MCM%20Omni%20Study%20%20-%20FINAL%20.pdf?submissionGuid=1f476a78-a013-4414-890d-1f69bb19ffbc#:~:text=Not%20Being%20Effective-,Ninety%2Done%20percent%20of%20retailers%20and%20brands%20currently%20have%20an,or%20important%20to%20their%20business.
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1) Consumers are asking for an omnichannel experience.

Consumers are yearning for an optimised omnichannel experience that gives them the opportunity to 

purchase at any point during their journey, whether that’s on digital marketplaces, social media, search or 

in-store, and they’re rewarding businesses that provide it. For some purchases, shoppers could have 375+ 

digital touchpoints before buying. That’s 375+ opportunities for you to sell, inform, or even better, upsell.

2) The tools are here, and they’ve never been better.

Ecommerce platforms like BigCommerce see the writing on the wall and have expanded omnichannel 

capabilities for their customers. In addition to offering native integrations with leading marketplaces, social 

platforms and search engines, tools like Feedonomics and Codisto are making omnichannel selling easier 

than ever before.

3) Expanding now means building a foundation for the future.

The consumer preferences and expectations that have caused the shift toward omnichannel show no sign 

of going away. Investing in omnichannel now means you’ll not only be prepared for future shifts, but also be 

prepared to grow into new channels as they arise. 

 Retailers selling through an ecommerce site saw 58% 
revenue growth after adding a marketplace.

Why is Omnichannel 
So Important? 

Keep in mind that, although omnichannel does mean “all channels,” it might not make sense for you to be 

everywhere at once. Certain channels work better at different growth stages than others. 

We see a common trend emerging when it comes to omnichannel journeys, and we’ll help identify those 

opportunities for your business later, but first, let’s dive into the different avenues available to businesses. 

Then, we can see where these channels fit into your omnichannel strategy. 
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Social Platforms

We’re all familiar with social media channels as places to share with friends and family, but now they’re more 

than just posting pictures or sharing updates. They’re also sales and marketing tools for businesses.

Many readers may remember the early days of social media marketing, where buying ads on or boosting 

posts to get more reach was about all that you could do. Now businesses can link entire ecommerce 

inventories with their social media accounts, allowing followers to purchase directly from their social profiles.  

WHY SELL ON SOCIAL PLATFORMS?

Social media used to be the cornerstone of any digital marketing campaign. Now, as consumer expectations 

have evolved and the tools have grown more robust, businesses can actively advertise and sell products 

directly on their social media channels. This progression has made social commerce a necessity for any 

business looking to grow their omnichannel strategy.

Social commerce sales on BigCommerce during Cyber Week 2021 saw an impressive 98% increase in online 

sales YoY. The data trends show us that users are yearning for a more unified shopping experience across 

their social channels.

The Three Avenues of 
Omnichannel Commerce

A comprehensive omnichannel strategy can be thought of as three main avenues: 
marketplaces, social platforms and search engines. 
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Meta (Facebook and Instagram)

Meta is the new umbrella brand for Facebook, Instagram, WhatsApp, and more. For the purposes of this 

guide, we’ll be focusing on two key social selling platforms, Facebook and Instagram. While it’s long been 

known that advertising on these platforms has been a part of any comprehensive marketing strategy, some 

merchants are still hesitant to add these to their ecommerce strategy because of the perceived complexity 

involved in selling on social channels. 

The latest data shows that Meta brands reach a combined 3.6 billion people each month. Facebook alone 

reached an average 2.9 billion people per month in Q3 of 2021. By using these channels to sell to users, not 

just advertise to them, you’re creating the quickest, most convenient path to checkout for almost half the 

population of the world — and as we’ve stated before, convenience is the name of the game. 

WHY SELL ON META? 

According to Facebook data, merchants that tag 5+ days per month on their feed, see on average: 

 \ 278% increase in product page visits

 \ 231% increase in purchases

 \ 216% increase in sales

Using an ecommerce platform like BigCommerce can also 

give you a number of tools to help integrate stores, analyse 

data and grow your customer base.

Find new customers

Harness the power of Facebook tools to connect with new 

audiences across Facebook and Instagram with targeted ads.

Measure results

Conversions API works with your Facebook pixel to help 

improve the performance and measurement of your 

Facebook ad campaigns.

Manage inventory, ads and more

Automatically sync your catalogue to simplify inventory 

management, creating ads and tagging products.

BigCommerce customers can 
easily integrate their stores with 
Meta through the native free Meta 
integration, and gain access to more 
than 3 billion users across the globe. 

        LEARN MORE         

https://www.statista.com/chart/2183/facebooks-mobile-users/
https://www.bigcommerce.co.uk/essentials/facebook/
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TikTok

TikTok is a short-form video platform where users can create, respond to and engage with video 

content and filters. It boasts 1 billion active users as of September 2021. Today, TikTok is enormously 

popular especially among younger audiences, with gen Z-ers making up 60% of TikTok users, and at 

nearly 18%, TikTok’s engagement rate for micro-influencers trumps those of platforms like Instagram 

(3.86%) and YouTube (1.63%).

WHY SELL ON TIKTOK? 

According to eMarketer, many of TikTok’s social commerce capabilities have primarily focused on product ads which 

appear as native videos on users’ “For You” feeds. The ads are full-screen and appear for nine seconds, just like an organic 

TikTok post. Under each advertisement, users can tap the “Shop Now” button, which brings them directly to the merchant’s 

ecommerce site to complete their checkout.  

Besides in-feed ads, other ad options on TikTok include Brand Takeovers, which means that your ad will be displayed as 

soon as a user opens the app, or a Branded Hashtag Challenge, which encourages user-generated content through  

trending hashtags and fun video challenges, like a popular dance or creative filter. 

 

TikTok’s extremely efficient path to checkout is a great example of an omnichannel social selling strategy: advertising and 

selling, all from one convenient location. There’s even a trend emerging for people that end up purchasing products they  

see advertised or used on the platform. #TikTokMadeMeBuyIt now has more than 346.5M views of the hashtag.

BigCommerce customers can integrate their stores with TikTok through the free TikTok integration.

        LEARN MORE         

“When we started tagging our products, we saw a huge 

increase [in engagement] because [the response was], ‘Oh 

cute. I like that look. I want that for my niece, my grandma or 

brother.’ Then click… and people loved it because it took them 

immediately to where they wanted to go versus searching.”

RACHEL SMITH ,  FOUNDER OF PRIDE SOCKS

Social Commerce Success Story: Pride Socks

Based in Austin, TX, apparel company Pride Socks wanted to drive conversions and also 

share their brand’s mission — spreading love, pride, respect and inclusion through their 

Instagram Shop. Rachel Smith, founder of Pride Socks, saw an instant increase of views in 

their stories when tagging products and loved seeing the new engagement. Since January 

2021, Pride Socks saw a 36% increase in sales that came directly from Instagram Checkout 

and the Facebook integration. 

https://www.bigcommerce.co.uk/apps/multichannel-listings/
https://content-na1.emarketer.com/questions-about-tiktok-s-new-shopping-tab-answered
https://marketerhire.com/blog/tiktok-ads
https://www.bigcommerce.co.uk/solutions/multi-channel/tiktok/
https://pridesocks.com/
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Marketplaces

You’re probably already familiar with the biggest digital marketplace of them all, Amazon. Other major 

marketplaces include eBay, Etsy, Zalando, Otto Market and Milanuncios. Some marketplaces can cater to 

specific geographic regions, while others allow vendors to sell their products around the world. Which 

marketplaces you choose to sell on, however, depends on your business capabilities and your customer base.

WHY SELL ON MARKETPLACES?

Marketplaces often act as one-stop-shops for ecommerce. They are places where consumers can read 

reviews, do research, purchase and even return products with ease. That means if your competition is on a 

specific marketplace and you’re not, you’re missing out on a valuable opportunity for sales and growth.
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Amazon Marketplace

Chances are that you’ve heard of Amazon a time or two. The demographics of its users run the gamut, and it offers a 

variety of services to sellers to help improve shoppers’ experiences.

WHY SELL ON AMAZON MARKETPLACE? 

Data gathered by The Web Retailer showed Amazon as the largest ecommerce marketplace based on website visitors. 

They determined that Amazon received an average of 5.2 billion visits per month. That’s more visitors than the next 

eight largest marketplaces combined. More visitors means a wider pool of prospects available on Amazon than any other 

single marketplace.

 With 49% of product searches happening on Amazon, brands cannot afford  
to not be there. Data sourced from eMarketer.

Selling on Amazon has more perks than just user volume. Amazon is also the third-largest Ads platform. Signing up 

to become a part of Amazon means you also gain access to Amazon’s fulfilment network, Fulfilment by Amazon. One 

challenge merchants may face is with meeting the market’s fulfilment standards. Fulfilment by Amazon makes this much 

easier on businesses.

You also gain access to its pool of Amazon Prime subscribers (which numbered over 200 million worldwide in 2020). 

But Amazon holds its sellers to a pretty high standard when it comes to things like fulfilment and customer feedback. 

Ensure you’re prepared with inventory, customer support, and fulfilment (if not fulfilling with Amazon) before venturing 

into this opportunity. 

https://www.webretailer.com/b/online-marketplaces/#The_worlds_top_online_marketplaces
https://www.emarketer.com/content/do-most-searchers-really-start-on-amazon
https://www.statista.com/statistics/829113/number-of-paying-amazon-prime-members/
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eBay

eBay was built to be a true peer-to-peer online marketplace. Its initial focus was on connecting buyers with 

online sellers of used or collectible items in auction-style listings; however, in the past decade eBay has 

shifted more towards fixed-price “buy it now” listings, which drive most of its sales.

eBay is also the second most-visited ecommerce marketplace next to Amazon. With an average 1.7 billion 

visitors per month in 2021, eBay has a large user base that go to its platform to buy, sell, and research 

products. 

WHY SELL ON EBAY? 

Since its creation, sellers have flocked to eBay because of its user-friendly nature and high user base. Why 

do sellers like eBay so much?

More options to control your listings

eBay has had a lot of time to optimise its product listing format, with great 

options for photos, descriptions, and more when setting up a listing. Take 

advantage of the time they’ve had in the market and leverage their best 

practices.

Flexible shipping and return guidelines

While there are some established limits (e.g. a 14-day or greater return window), 

Amazon’s equivalent policies are much stricter.

Automated product updates

Quickly list products and options from your 

BigCommerce catalogue, and they’ll be 

automatically updated whenever you make a 

change.

Centralised inventory management

Streamline your business by automatically syncing 

stock levels and eBay orders to your online store 

with no need for manual updates.

Less effort and cost

Everything is managed from your BigCommerce 

dashboard, just like your website orders, to save you 

time and money.

BigCommerce merchants that sell on eBay gain access to unique features, like:

Using BigCommerce to connect to Amazon 
and sell your products is a no brainer.  
Learn more about our partnership here.

         LEARN MORE         

https://www.webretailer.com/b/online-marketplaces/#About_the_data
https://www.bigcommerce.com/essentials/ebay/?utm_medium=offdoc&utm_source=offline%20document&utm_campaign=sbc_amer_us_all_acq_omni_omni-guide_ct_2022_q2&utm_content=pdf
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How to connect to the right marketplaces based on where you’re 
selling 

Marketplaces are a great opportunity to start selling in new countries or to simply get in front of more 

potential clients. On the next page, you’ll find a short overview of some of the most popular marketplaces 

across Europe and how to connect to them using BigCommerce.

“We are working in a highly-competitive market, so selling on marketplaces in addition to our 

BigCommerce site ensures we can diversify our channel mix and not put all our eggs in one 

basket. Since our catalogue is fully available on eBay, and partially on Amazon and OnBuy, we 

can get our products in front of more customers across Europe, maximising our sales.  

And all of this is possible without in-house technical resources. We work closely with teams 

from BigCommerce and StoreFeeder, our inventory management system, because we know we 

can rely on them.”

SARAH MCLAUGHLIN ,  SALES & MARKETING MANAGER, HOGIES

Marketplace Success Story: Hogies

For over fifteen years, Hogies has been selling a wide range of health and beauty products 

online. The company primarily sells through marketplaces, but they also launched an online 

store with BigCommerce. This has enabled Hogies to grow their sales as they can reach even 

more shoppers across different channels — while also improving their customer experience.

https://www.hogiesonline.co.uk/


Where are you selling 
your products?

Which marketplaces should you 
sell on?
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Amazon
• 474 million visits per month in the UK
• Product category: Generic
• Target region: Global 

Amazon
• 165.7 million visits per month in France
• Product category: Generic
• Target region: Global 

eBay
• 279 million visits per month in the UK
• Product category: Generic
• Target region: Global 

Cdiscount
• 51 million visits per month in France
• Product category: Generic with a focus on electronics 

and furniture
• Target region: France 

Etsy
• 48 million visits per month in the UK
• Product category: Craft, Gifts and Arts
• Target region: Global 

Etsy
• 38.6 million visits per month in France
• Product category: Generic
• Target region: Global 

United Kingdom

Benelux  
(Belgium, Netherlands  
and Luxembourg)

France

bol.com
• 79 million visits per month
• Nearly 2.9 million active shoppers in Belgium
• Nearly 10 million active shoppers in Netherlands
• Product category: Generic
• Target region: Benelux

Zalando
• 14.8 million visits per month in the Netherlands and 7.6 

million in Belgium
• Product category: Fashion
• Target region: Europe

Amazon
• 2.5% market share of all online sales in the Netherlands
• Product category: Generic
• Target region: Global
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How to connect using BigCommerce?
To pull and manage your product information, you will need to use a feed management platform that 
connects with BigCommerce. 
 
Our recommended partner platforms are Codisto and Feedonomics (see details below). 
 
They have direct integrations with the main marketplaces, such as eBay, Amazon, Zalando and Etsy. 
 
If you need to integrate with a marketplace that is not currently supported by the solutions above, it’s still 
possible with the help of one of our alternative feed management platforms.

Amazon
• 186.49 million visits per month in Spain
• Product Category: Generic
• Target Region: Global 

eBay
• 47.34 million visits per month in Spain
• Product Category: Generic
• Target Region: Global 

 

El Corte Ingles
• 39.79 million visits per month in Spain
• Product Category: Generic
• Target Region: Global 

Italy

Spain

Amazon
• 229 million visits per month in Italy
• Product Category: Generic
• Target Region: Global

eBay
• 67.7 million visits per month in Italy
• Product Category: Generic
• Target Region: Global

Subito
• 65.3 million visits per month in Italy
• Product Category: Generic
• Target Region: Italy

Where are you selling 
your products?

Which marketplaces should you 
sell on?

http://alternative feed management platforms.
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Search Engines

Just like social media marketing, search engine marketing is a valuable part of any marketing campaign 

strategy. As search engine algorithms and data capturing has grown more advanced, search engines like 

Google and Bing have begun offering shoppers the opportunity to purchase products on their platforms.

While shop and inventory integrations are a major part of an omnichannel search strategy, the old standbys 

still matter. Organic search engine optimisation, along with a robust advertising and keyword campaign, can 

help boost visibility and awareness of a product or service. These marketing tools are a valuable part of an 

omnichannel search strategy, and should not be overlooked. 

WHY SELL ON SEARCH ENGINES?

When was the last time you Googled a product before purchase online? We’re going to take a wild guess 

and say it was probably within the last couple of days. Well, you’re not alone; 75% of global shoppers used a 

Google product in the past week to help with their shopping. Reaching your buyers at this key stage in the 

purchasing journey could mean the difference between a sale and a missed opportunity. In fact, merchants 

who use free listings and paid ads on Google together have seen over 50% increase in clicks and over 100% 

increase in impressions across free listings and ads on the Shopping tab.
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Search Success Story: Cordova Outdoors

Cordova Outdoors, a cooler company, wanted to showcase their numerous products to a 

larger audience but also wanted to get better insights to their Google Ads. By monitoring 

their reports on what was and not working, Cordova Outdoors was able to fix the issues 

quickly. They saw a spike in traffic which resulted in 1,189% increase in orders and a 

1,036% increase in revenue.

Ads and Listings on Google

Shoppers say they go to Google more often than any other source to discover new brands, making Ads and Listings on 

Google key integrations for your search engine strategy.

Get discovered and drive traffic

A quality ecommerce partner will allow you to easily add your products to Google for free and promote them with 

Google Ads. And, with certain platform integrations, you’ll only pay for the advertisement when a prospect makes a click.

Inventory and Store Management

Another thing to look for is inventory management capabilities. Syncing inventories, SKUs, and products can be a huge 

time saver, and can also help improve customer satisfaction. Many ecommerce platforms can do this automatically, 

saving you time and money.  

BigCommerce customers can integrate their stores with Google through free Google integration.

https://cordovaoutdoors.com/?utm_content=ps-trademark&gclid=CjwKCAjw49qKBhAoEiwAHQVTowRg2ZUV4lie5wl1JSGcztEuDLG7dxl9rxXjzixKkfU48E6MoEQKhBoCJZ8QAvD_BwE
https://www.bigcommerce.com/case-study/cordova-outdoors/
https://www.bigcommerce.com/case-study/cordova-outdoors/
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Optimising 
Omnichannel Selling 
with BigCommerce 
Solutions

Not surprisingly, one of the major barriers to entry into the omnichannel market is the perceived difficulty 

behind actually setting up and optimising an omnichannel strategy. 

This doesn’t negate the fact that setting up an omnichannel strategy takes time, but with a best-in-class 

ecommerce platform like BigCommerce, you gain access to tools to help make setup (and success) easier 

than ever. We partner with industry-leading tools like Feedonomics and Codisto to create the ultimate 

omnichannel selling experience, automating and optimising your product catalogue across channels.

Feedonomics

Feedonomics is a full service product feed management platform. What does this mean? Merchants can 

pull their product data from their shopping platform (like BigCommerce) and list those products on 100+ 

global channels (Google, Meta, Amazon, eBay, TikTok and more). BigCommerce and Feedonomics have 

partnered to create the ultimate omnichannel selling experience by streamlining product listing, catalogue 

optimisation, and more for the top shopping destinations.

 \ Boost product discoverability with optimised feeds for 100+ channels.

 \ Reduce listing errors with data protection rules and alerts.

 \ Grow your global presence by listing products on more channels.

 \ Receive 24/7 support and feed recommendations from experts.

 \ Save time with centralised feed and order management.

Learn more about how BigCommerce and Feedonomics  
are boosting businesses’ cross-channel selling capabilities. 

         LEARN MORE         

https://feedonomics.com/supported-ecommerce-platforms/bigcommerce/
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Codisto

Codisto enables merchants to advertise and sell on the world’s largest sales channels: Amazon, eBay, 

Walmart and Google, all from within the BigCommerce control panel. Acting as an extension of the existing 

BigCommerce operations for multichannel, BigCommerce merchants can enjoy exclusive free and discounted 

plans including unlimited free Google Merchant Centre sync and Google Smart Shopping campaigns.

 \ Friendly pricing (free up to 250 orders/month)

 \ Sell on channels directly from BigCommerce

 \ Bulk-listing creation & management

 \ Real-time sync: Inventory, orders, prices, and product details

 \ Integrated multichannel order flow

 \ 24/7 support

Learn more about how to reach millions of potential customers using the omnichannel 
integrations offered by BigCommerce and Codisto.

         LEARN MORE         

https://codisto.com/platforms/bigcommerce/
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Next Steps for 
Your Business

You know omnichannel is the right direction for your business. You have the tools to help you succeed. So 

what’s next? Where should you sell, and how do you optimise these channels? The answer isn’t a simple one, 

but there are plenty of tools available to help along the way. From major integrations like Feedonomics and 

Codisto to built-in integrations that come with your ecommerce platform, look for things that can make life 

easier as you grow, tools that will scale with your business.

At BigCommerce, we’ve noticed a trend emerging in how brands enter into and grow their omnichannel 

strategies. 

Upon first entering the omnichannel landscape, we see merchants casting the widest possible net on 

platforms like Amazon, Google and Facebook. As merchants grow and look to expand, they find their way 

into more targeted marketplaces and social platforms, like Walmart or Mercado Libre.
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  Expert Tip 

 “Think about where your customers socialize and where they shop. Different audiences use 

different platforms. For example, Gen Z primarily uses TikTok and Snapchat. Think about 

your audience and what platform they use to focus efforts and maximize returns.

  Marketplaces like Amazon, eBay and Wish are worldwide so they reach more shoppers, but 

that also means increased competition, whereas Mercado Libre serves a specific geographic 

area. Different marketplaces serve different functions in your overall strategy, and can help 

widen your net or focus your approach.”

SHARON GEE, VP OF OMNICHANNEL PARTNERSHIPS AT BIGCOMMERCE

The data is clear:  
omnichannel is the future of retail.

Customer expectations have been altered by the COVID-19 pandemic, and consumers want a quick, 

convenient shopping experience no matter where they are. From social media to search and everywhere in 

between, customers want the ability to purchase at any point during their journey.

While some merchants have found it difficult to 

see the value in omnichannel strategies — or even 

to start developing one — others have created a 

foundation for future success, like Pride Socks with 

a 36% increase in sales from Instagram Checkout, or 

the almost 1200% increase in orders from Cordova 

Outdoors’ search engine strategy.

Put plainly, it pays to invest in omnichannel.

Those that adopt tools and practices to help 

improve the path to purchase will be rewarded; 

those that don’t will face a steep challenge in the 

future as these expectations become the norm.



START YOUR TRIAL

BigCommerce has created powerful, easy-to-use tools 
to enable your omnichannel ecommerce strategy. By 
working with technology partners like Feedonomics 
and Codisto, and by partnering with some of the world’s 
largest marketplaces, search engines and social channels, 
we offer our customers a world-class solution that helps 
them create a solid foundation for future growth. 

Sign up for BigCommerce today to see for 
yourself how our suite of apps and partnerships 
makes omnichannel commerce easy. 

BigCommerce has created powerful, easy-to-use tools 
to enable your omnichannel ecommerce strategy. By 
working with technology partners like Feedonomics 
and Codisto, and by partnering with some of the world’s 
largest marketplaces, search engines and social channels, 
we offer our customers a world-class solution that helps 
them create a solid foundation for future growth. 

Sign up for BigCommerce today to see for 
yourself how our suite of apps and partnerships 
makes omnichannel commerce easy.   

“Omnichannel doesn’t mean you apply the same practice in every 
channel, right? It’s a matter of being in all the channels. I think 
you need to leverage the data and tools that you have in each of 
those channels to be successful.”

— MICHAEL MOSSER ,  GM OF ENTERTAINMENT,  
TOYS AND SEASONAL, WALMART

https://www.bigcommerce.co.uk/dm/omnichannel/
https://www.bigcommerce.com/

