
ultimate Guide to e-commerce: 
From Planning to going live



Are you thinking about getting started with e-commerce? Then you’ve come to the right place! We’ve compiled 
a guide specially designed to help you launch your first web store. 

Already have a web store? This guide also makes a great reminder checklist for your replatforming project.

This guide is packed with practical checklists, step-by-step guides and best practices, as well as advice  
on those all-important mistakes to avoid during your e-commerce project. It’s designed to help you  
maneuver the complexities that can make or break your project, including getting the right stakeholder buy 
in, choosing the best e-commerce solution provider, and driving success once live.

Introduction

What’s included in this guide?

• The 4 Pillars of a Successful E-Commerce Strategy

• How to Start Your E-Commerce Project: Checklist

• Free E-Commerce Project Templates

• E-Commerce Software Vendor Decision-Making Guide

• 6 Tips to Drive E-Commerce Success After Go-Live
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At the foundation of every successful e-commerce business is a foolproof strategy.  
Before you think about embarking onto an e-commerce project, ensure you establish a 
clear strategy to guide your project. You can do so easily by taking into account these four 
key pillars. 

Pillar 1: E-Commerce Objectives 

As with any project you undertake, you need to define clear objectives. This ensures that you fully considered 
your reasons for taking on the project and that you can measure its success. You can start by describing 
the main objective of your e-commerce business and how it will contribute to your overall business goals. In 
general, e-commerce objectives fall into 5 categories: 
 

For example, these are the most popular goals for our Sana Commerce customers:

Get all the stats on the Business Benefits of Integrated E-Commerce from our customer survey.

1. Reduce costs
2. Increase revenue
3. Improve customer retention (improve customer service and customer experience)
4. Optimize internal processes and efficiency
5. Drive brand awareness

The 4 Pillars of a Successful E-Commerce Strategy

E-Commerce Objectives for Sana Customers

Reduce costs

Increase revenue

Improve customer retention

Optimize internal processes and efficiency

Drive brand awareness

https://info.sana-commerce.com/int_fs_the-business-benefits-of-integrated-e-commerce.html?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
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Pillar 2: Business Model 

E-commerce gives companies the opportunity to reach customers all over the globe at any time. 
This means that you can have much more choice over who you sell to. For wholesalers and suppli-
ers, this can include selling directly to the end-consumer (D2C). Many other companies are also 
embracing the D2C model: we’ve long seen this trend impacting the B2C space, but now it can also 
be observed in the B2B market.  

Therefore, it is important to define your (future) business model. Whether you are selling B2B, 
B2C, B2B2C or D2C, there are many ways in which e-commerce can change the way you compete 
in the market and what your competitive advantage looks like. Learn more about the ins and outs 
of these types of business models (and what you need to do to stay competitive) with our B2B2C 
to D2C Sales Guide. 

Pillar 3: Target Audience 

Choosing the right target market for your products is just as important as perfecting the product 
you’re bringing to market. Targeting a market that includes plenty of customers who understand 
and need your product can offer you a head start on success. But, select the wrong market and 
you may find yourself trying to offload products to customers who do not need them. 

To define your target market, you can think about: 
 

Pillar 4: USP (Unique Selling Point) 

Ensure you stand out from your competitors by defining a USP. There are 3 overarching factors 
you can use to differentiate your business from your competitors:
 

• Market size: Estimate how many people could potentially buy your product based on the 
geographical location and type of client you are targeting. 
  

• Customer segment: Define the personas you are targeting. Knowing more about the specific 
people you want to bring to your web store will help you configure it accordingly. 

• Cost leadership: You offer lower prices than the majority of your competitors. 

• Differentiation: Your product or service offers something distinct from the current cost leaders 
in your sector.  

• Segmentation: You focus on a very narrow target audience or niche target market. 

https://info.sana-commerce.com/int_wp_b2b2c-to-d2c-sales-guide-2019.html?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://info.sana-commerce.com/int_wp_b2b2c-to-d2c-sales-guide-2019.html?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
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With the right plan and preparation, nothing stands in the way of a successful e-commerce 
website that launches on time and on budget. Check off the 9 steps below to fully prepare 
for your e-commerce implementation and ensure your project is a success.

1. Define Your E-Commerce Goals 

          Determine your business needs and goals for e-commerce.

          Define an e-commerce strategy to achieve these goals.

          Set clear e-commerce KPIs that align with your goals and strategy.

2. Consider Your Customers’ Needs 

          Understand your customers’ needs and expectations: gather feedback from your biggest customers,      

          including customers who are big advocates of web stores and those who are more skeptical about  

          ordering online.

          Use this knowledge to inform your e-commerce plan and strategy.

 

3. Form a Winning E-Commerce Project Team 

          Put someone in charge of e-commerce (E-Commerce Manager). This person does not need to be  

          dedicated to e-commerce on a full-time basis, but should take responsibility for the launch and  

          running of your online store.

          Include one person from each department in your e-commerce project team (to bring the necessary  

          variety of knowledge, skills and perspectives). Team members can work on the e-commerce project 

          alongside their current responsibilities.

          Get your directors on board with your plan for e-commerce implementation. For your e-commerce  

          project to be successful, you need to have commitment and sign-off from your senior management 

          team.

          Read more about building a successful e-commerce team.

4. Align Your E-Commerce Plans Internally and Externally 

          Communicate your e-commerce goals, strategy and plans to your entire organization before you start  

          with your project.

          Educate each department on the advantages of e-commerce, with benefits specific to their own  

          department (i.e. communicate what’s in it for them), to overcome any internal resistance.

          Present your e-commerce plans and goals to any relevant external stakeholders (e.g. ERP or hosting 

          partner, IT or design agency etc.). 

How to Start Your E-Commerce Project:  
A Comprehensive Checklist

https://www.sana-commerce.com/blog/critical-kpis-for-online-b2b-sales?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/how-to-build-a-successful-e-commerce-team?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/facing-internal-resistance-to-launching-a-b2b-web-store?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03


6Ultimate Guide to E-Commerce: From Planning to Going Live  |

5. Specify Your Web Store Requirements 

          Establish your must-haves: the minimum features and functions needed to satisfy you and your 

          customers (minimum viable product). 

          Think about any additional nice-to-haves that you can execute on if time and budget allow.

          Create user stories for any journey users might take on your online store, in order to guide your web  

          store requirements.

6. Get Your Web Store Data and Content Ready 

          Think about what products you are going to sell online.

          Decide what the structure, main categories and subcategories will be on your web store.

          Check that you have an image for each product, and that these images are of good-enough quality.  

          Consider whether you need to create additional materials, such as technical manuals for example, that  

          your customers will need to install your products. 

          If you choose an e-commerce platform that is integrated with your ERP system and/or PIM solution,

          make sure to clean up the content in these systems before going live with your web store (because all 

          that data will be automatically displayed in your web store).

 

7. Set Up a Project Timeline  

          Ask your vendor to help you estimate a project timeline based on your chosen platform.

          Factor in time for your internal resources to create your website content.

          Make sure the people involved in your e-commerce project have the mandate from senior  

          management to make decisions, in order to avoid delays.          

          Define milestones and create a project roadmap to keep track of the progress of your e-commerce 

          project. 

 

8. Establish the Right Budget 

          Take into consideration the cost of the initial e-commerce platform implementation.

          Factor in longer-term maintenance and ongoing costs. These can include licensing and maintenance 

          costs, as well as ERP partner, design or content agency fees.

          Consider the internal resources (and time) you will need to launch and run your e-commerce platform.          

          Get familiar with the e-commerce expenses that could push you over budget.

9. Lean on Your E-Commerce Provider 

          Your chosen e-commerce provider should have extensive experience in e-commerce implementation   

          projects. They also know what successful and unsuccessful projects look like. So, make full use of this 

          expertise and ask for their support throughout your project. 

Looking for more advice? Read our full 10-step guide to starting your B2B e-commerce project.

https://www.sana-commerce.com/resources/templates/ecommerce-user-stories-template?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/e-commerce/integrated-e-commerce?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/when-should-you-enrich-your-erp-with-pim-system?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/calculating-e-commerce-costs-5-expenses-push-over-budget?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/how-to-start-b2b-ecommerce-project?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
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E-Commerce Project:

5 Biggest Mistakes to Avoid
Mistake 1: Underestimating content demand

Mistake 2: Focusing on your business instead of your customers
Mistake 3: Not involving stakeholders in the planning stages

Mistake 4: Wanting too many web store features and customizations
Mistake 5: Not clearly defining your web store goals

Getting started with your e-commerce project may feel overwhelming, especially when there 
are so many steps to follow and so many considerations to keep in mind. To help you get orga-
nized and give you a simple way to get started, we’ve created a few free templates you can use 
in your e-commerce project planning. 

Download and fill in the below templates to guide your e-commerce project. All three templates 
are provided as an Excel spreadsheet, so you can easily edit and reuse them as needed. 

B2B E-Commerce RFP Template:  
Use our e-commerce request-for-proposal (RFP) template and handy rating 
system to compare B2B e-commerce solutions and providers. An RFP standardizes 
your vendor evaluation criteria: by asking each vendor the same questions, you can 
easily benchmark them against one another — without any sales chatter to trip you up.  
  Download the template

E-Commerce ROI Calculator: 
Calculate your projected e-commerce revenue and cost savings with our ROI  
calculator. Then use this information to inform your e-commerce business case. 

  Try it out

E-Commerce User Stories Template and Examples: 
User stories help you break down your customers’ potential online journeys into 
specific steps. You can then use them to guide the functionalities and design of your 
online store. Download the template for a step-by-step guide and examples on how to 
create user stories for your e-commerce website. 
  Get the template

Free E-Commerce Project Templates

0   5

Learn more about these common e-commerce mistakes.

https://www.sana-commerce.com/resources/templates/ecommerce-rfp-template?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/resources/templates/ecommerce-roi-calculator?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/resources/templates/ecommerce-user-stories-template?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/b2b-e-commerce-project-5-mistakes-you-should-avoid?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
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Today, every business wants to — and needs to — invest in a web store (or in web store improvements) to 
stay competitive. But the market is oversaturated with options when it comes to e-commerce software 
vendors, and it’s tough to know which solution is right for you.  
 
Use this guide to determine which solution best fits your business model and needs. First things first: 
here’s an overview of your options

Now that you have an overarching view of your choices, use our guide to help you select the best solution 
for your business:

E-Commerce Software Vendor Decision-Making Guide

Shopping cart software exists 
independently from the ERP and 

other backoffice systems and 
has its own table structure.

ERP integrated e-commerce 
software is built directly in the 

ERP, transforming the ERP into 
a single source of truth.

Connectors refer to a third-party 
application used to sync a web 

store with an ERP system.

Interfaced e-commerce options 
include a CMS and a connector 
to sync information to and from 

the ERP system.
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Are you a manufacturer, distributor, wholesaler, or retailer 
running a Microsoft Dynamics or SAP ERP?

Do you already have 
a web store?

Are you looking for a 
web store that is fully 
integrated with your 

ERP system? 
(think: real-time data 

integration, single 
database)

Not ready to take on a 
new e-commerce 

project, and looking to 
connect your web and 
ERP system through 

middleware rather than 
investing in real-time 

integration? 

Are you looking for 
ERP-powered web store 

functionality, such as 
customer-specific 

pricing, a personalized 
buying experience, and 
real-time product and 

customer data?

Are you constrained by 
limited IT (development) 

resources or a strict 
implementation timeline 

(<6 months)?

Do you sell B2B, 
B2C, or both?

BUT I AM OKAY WITH 
SYNCHRONIZED INSTEAD OF 
REAL-TIME DATA

AND I WANT 
REAL-TIME DATA 
INTEGRATION

Do you want to enable 
self-service for your 
online customers?

However, because you’re already 
equipped with your ERP data, 
an e-commerce project may be 
less daunting than it seems. Plus, 
connectors do tend to be similar 
in cost to a dedicated e-commerce 
project.

CONSIDER 
A CONNECTOR

Get a refresher on the benefits 
of ERP integrated e-commerce.

Now may not be the right moment 
to take on a new e-commerce 
project, but consider investing in 
better e-commerce at a later time. 

STICK WITH 
YOUR CURRENT 
WEB STORE

Prepare by learning the 
benefits of ERP integration 
for e-commerce. 

Interfacing solutions, though, do 
force you to replicate your ERP 
data, which means that your web 
store data is not synced in real 
time, and that data maintenance 
and web store performance may be 
a challenge.

AN INTERFACING 
SOLUTION MAY 
WORK

Learn the differences
between integrated and 
interfacing solutions.

Based on your needs, you may 
want to consider alternatives, like 
connectors, shopping cart software 
(if ERP integration are not a 
concern), or an interfaced solution 
(if you do want to make your ERP 
a key part of your e-commerce 
strategy).

SANA COMMERCE 
IS NOT A FIT 
FOR YOU

Learn about your alternative 
options. 

You may benefit from investing 
in a shopping cart solution, like 
Magento or Shopify. This type of 
software is heavily focused on B2C, 
which is less complex than B2B, but 
it also requires data replication and 
maintenance of multiple systems. 

CONSIDER A 
SHOPPING CART 
SOLUTION

See how Sana stacks up 
against Shopify and Magento.

Sana Commerce may be a good fit, 
but you may also want to consider 
some bigger integrated solutions 
like SAP Commerce Cloud (formerly 
known as SAP Hybris). Need help 
choosing?

ERP INTEGRATION 
IS FOR YOU

See how Sana stacks up.

Sana Commerce is a fit for you. Our 
experts can help fill your resource 
gap, and we can ensure fast and 
simple implementation (thanks to 
our tight integration with your ERP 
data) and a future-ready solution.

CHOOSE SANA 
COMMERCE

Contact us for a 
consultation call.

https://info.sana-commerce.com/int_wp_the-benefits-of-integration.html?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://info.sana-commerce.com/int_wp_the-benefits-of-integration.html?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://info.sana-commerce.com/int_wp_the-benefits-of-integration.html?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://info.sana-commerce.com/int_wp_the-benefits-of-integration.html?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://info.sana-commerce.com/int_wp_the-benefits-of-integration.html?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://info.sana-commerce.com/int_wp_interfacing-vs-integrating-what-is-the-difference.html?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://info.sana-commerce.com/int_wp_interfacing-vs-integrating-what-is-the-difference.html?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://info.sana-commerce.com/int_wp_interfacing-vs-integrating-what-is-the-difference.html?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/e-commerce/e-commerce-software-comparison?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/e-commerce/e-commerce-software-comparison?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/b2b-e-commerce-platform-comparison-sana-commerce-shopify?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/sana-commerce-vs-magento-whats-the-difference?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/sap-ecommerce-solutions-which-ones-are-truly-integrated?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/consultancy-call/?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/consultancy-call/?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
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Out-of-the-Box E-Commerce Software: Look for a vendor who offers most, if not all, of your 
must-have requirements in their standard, out-of-the-box e-commerce solution. Too many 
customizations can quickly increase your project timeline and push you over budget. 
 
Integration of Systems: Pick a solution that fits into your current tech stack (ERP system, 
PIM solution, marketing automation, etc.). What you want to avoid here are systems that 
operate in silos and lead to additional maintenance costs and resources.
 
E-Commerce Costs: From all-inclusive packages to vendors who will charge you separately 
for each connector, hosting partner and support request you require, e-commerce solutions 
come in a wide variety of pricing models. Therefore, always be wary of hidden costs and en-
sure you have a clear overview of what you’re buying into. 

Time to Market: Find a solution provider who can deliver your web store within your timeline.
 
Relevant Experience and Track Record: Work with a vendor who has experience working 
with your kind of company and project. Make sure to ask for examples of past clients who are  
comparable to your business in size, scope and goals.
 
Culture Fit: Choose a provider whose culture, professionalism and working processes match 
or compliment yours, so that your teams working with theirs is a seamless, clear and efficient 
collaboration. 
 
Support Capabilities: Make sure your provider has the capabilities to comply with your  
support and servicing needs. 

Read more about how to select the best e-commerce solution provider for your business.

What else should you think about when selecting an e-commerce vendor?

https://www.sana-commerce.com/e-commerce/integrated-e-commerce?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/when-should-you-enrich-your-erp-with-pim-system?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/how-to-select-best-ecommerce-solution-provider/?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
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You’ve just gone live with your e-commerce platform — congratulations! But you’re not 
done just yet. There are still several steps you can take after your web store launch to drive 
e-commerce success. Check out the tips below to inspire your e-commerce roadmap and 
ensure continuous progress. 

6 Tips to Drive E-Commerce Success After Go-Live

Tip #1: Set up a meeting rhythm for your e-commerce team 

Get your cross-functional e-commerce team together on a regular basis to ensure 
there is a continuous focus on e-commerce. They can discuss successes and  
progress on KPIs, but also help each other with challenges and opportunities.  
We recommend a meeting rhythm of short, daily meetings, and longer weekly  
meetings.

Tip #3: Gather customer feedback 

When making improvements to your web store, be sure to also involve your  
customers. As first-hand users, they should be a key source of information on how 
you can make meaningful improvements to your online customer experience. From 
passive data capturing using online monitoring tools, to face-to-face discussions 
and user groups, there are various ways of collecting customer feedback. 

Get more advice about capturing B2B customer feedback.

Analyze this data and draw conclusions: Are the results on track? Do you see trends 
in your data? Are visitors on mobile converting well? Report, make hypotheses, and 
think of improvements. Then test and continuously optimize your web store as your 
knowledge and experience grows.

Tip #2: Measure, analyze and report 

Google Analytics with the Enhanced E-commerce plugin is a great tool for  
measuring the performance of your web store. You can use it to collect data, such 
as your: 

• Amount of (returning) visitors
• Average order value
• Percentage of orders or revenue taken coming from your online store
• Conversion rate and best-converting products
• How often users use your web store’s search bar or filtering system (and what 

they are most frequently looking for)

https://www.sana-commerce.com/blog/how-to-capture-b2b-customer-feedback-to-improve-your-b2b-e-commerce-experience?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
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Tip #4: Learn more about your e-commerce platform 

Make time to continuously educate yourself and your team on your e-commerce 
platform. This also applies to any other tool that you use, such as your ERP system 
or marketing platforms. By continuously exploring the potential of your business 
tools, you’ll likely find new features and possibilities that will improve not only the 
way you use the tool, but also help improve the tool itself.

Tip #6: Gather inspiration from other web stores 

From design to content and additional services, many aspects of another business’ 
web store can spark new ideas for how you can improve your own. If you’re not sure 
where to start, check out the following blogs, which include real-life web store  
examples to inspire improvements to your own e-commerce strategy: 

• Best 8 Examples of B2B E-Commerce
• 5 Tips to Improve Your E-Commerce Website Design
• The Psychology of E-Commerce Sales: Copycat Effect

Tip #5: Stay up to date 

E-commerce moves at a fast pace. Because of that, we recommend that you  
upgrade your platform every other year to keep up with the latest e-commerce  
developments, including features, performance and security. By upgrading  
regularly, you can ensure your web store remains safe and user-friendly.  
 
Bonus Tip: If you would like automatic upgrades for your web store, you should look 
for a  provider that offers a SaaS solution. 

You’ve made it this far, and now you’re armed with all the information you need to launch your web store. 
Next, it’s time to take the plunge and get started. Be sure to keep all our tips and tricks in mind as you go. 

If you have more questions about e-commerce and how to get started, you can talk to one of our experts for 
tailored advice:

Next Steps: Kick Off Your E-Commerce Project

Book a free consultancy call: 
www.sana-commerce.com/consultancy-call

https://www.sana-commerce.com/blog/best-8-examples-of-b2b-e-commerce?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/5-tips-to-improve-your-e-commerce-website-design?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/blog/the-psychology-of-e-commerce-sales-copycat-effect?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/products/sana-saas?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/consultancy-call?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03
https://www.sana-commerce.com/consultancy-call?utm_medium=print&utm_source=guide&utm_campaign=ALLMAPALPRALPEALI_smbcampaign_2019Q03


www.sana-commerce.com | info@sana-commerce.com

Sana helps businesses all over the world reach their full potential. We offer the shortcut to e-commerce. How? Through 100% 

seamless integration with SAP and Microsoft Dynamics.  Our e-commerce solution leverages existing business logic and data 

in powerful and user-friendly web stores. This lets our clients focus on improving customer experience, streamlining sales 

processes, and increasing sales volume and frequency.  

Sana Commerce is a certified partner of Microsoft Dynamics and SAP. Our innovative approach and strong partner network 

make Sana the driving force behind over 1,500 web stores worldwide. Because of our experience and expertise, we can go all 

the way, offering not only a product but also supporting services such as online marketing, Search Engine Optimization (SEO) 

advice, hosting, design and online payment providers.

 

Make your business future-proof and join the e-commerce movement.  

For more information, visit www.sana-commerce.com

ABOUT SANA commerce
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