
Top 10 Reasons for
eCommerce Failure

That May Surprise You
1. Lack of Understanding the True role of eCommerce
eCommerce by its simple definition, is the act of selling online. However, when
implemented correctly, it has the ability to meet the needs or requirements of the "5
types of people" (customers, prospects, partners, investors, and store employees),
connect internal and external systems to increase efficiency, add to the bottom line,
deliver a delightful customer experience wherever, whenever- by Omnichannel, and of
course, contribute to the top line growth. This is beyond simply selling online. On top
of that, what businesses today need to succeed is agility. The ability to react to the
fast-changing customer needs is essential for survival. A low coding system such as
eCommerce platforms, make it possible to deliver to customers- facing solutions faster.
These factors are more true the bigger the brand and the more B2B you are. If you
implement a solution without understanding these objectives due to the multiple roles
of eCommerce, it is going to result in failure.

2. Lack of Planning
Any successful eCommerce project requires meticulous planning and
eCommerce projects are not an exception. A successful eCommerce project
starts with having a thorough understanding of clearly identified goals,
time bound deliverables of high quality, and risk mitigation strategies. A
typical eCommerce project should start with a discovery call that goes
over short-term and long-term objectives, pain points, and a wish list of
customers, prospects, partners, stakeholders, site operators, and systems.
Since your eCommerce platform has the potential to become the hub of
your digital business- based on the first point we defined of eCommerce
failure, it is imperative that we plan for success.

3. Lack of Understanding the Humanistic Goals
The top 9 B2B business goals are Omnichannel, self service, 24/7 availability,
Direct to Consumer (DTC), pricing or product information consistency,
punchout, sales enablement, customer portal capabilities, and integration or
automation. However, every business exists to meet the goals of the people
that it is connected to or serving. There are 5 types of people in every
business (customers, prospects, partners, investors, and store employees).
Everyone has individual existing objectives and if the eCommerce system that
you are implementing fails to understand the objectives of the people that
are involved, eventually the project will fail.

4. Platform Focus
Often businesses make the mistake of choosing the platform first before
having a clear understanding what the business and its customers need. Your
business needs should come first and not the platform. The ideal process is to
understand and define your business objectives and people's needs first. Then
find a platform that meets those needs and objectives. A platform should be
selected to conform to your business objectives, not the other way around.
You must find a platform that matches what your business requires- both
functional and non-functional, in order to meet those needs and objectives.
Do your research when it comes to choosing the right platform because a
wrong one could potentially hurt your business.

5. Just Another Website
Understand this "Your eCommerce site is NOT just another website." If
done correctly, it will be the hub of your digital enterprise that brings you
closest to your revenue, profit, and customer experience goals. It can
connect all your systems together- everything from CRM to accounting to
inventory management, and more to help your business reach its full
potential. Your eCommerce site is a user-centered complex software
engineering solution. Therefore, give the importance, attention, and
seriousness it deserves for your long-term business success. 
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6. Partner - Task Misfit
It has been statistically proven that 97% of eCommerce businesses fail
because eCommerce is a user-centered complex software engineering
problem. Many times businesses make the mistake of trusting their
Marketing team with the Engineering responsibilities. However, because
eCommerce is a complex user-centered software engineering problem, the
Engineering part needs to be done by an eCommerce Engineering team
leaving Marketing functions to the Marketing team. You must hire the
right people to focus on their area of expertise to drive the results so that
each department can come together to make an outstanding team.

7. Wrong Platform
To win the race, you must select the engine that meets the "needs of the
road." Seeing as the engine is the most important component of the car,
choosing the wrong one could be disastrous. The same is the case for the
eCommerce platform, and the wrong one could end up doing more harm
than good. There are approximately 500+ eCommerce platforms available
for businesses to choose from which is why choosing the right platform
for your eCommerce business can be a very challenging task. Not every
platform is a fit for your unique business and a proper analysis needs to
be taken in order to facilitate this process.

8. Weak Implementation or Build Process
Treating your eCommerce site as a JAW (Just Another Website) often leads
to catastrophic project failure. A well laid out implementation plan
should have clearly defined phases such as discovery, planning, platform
selection, design, development, migration, support, and optimization. The
implementation process itself should be flexible, adaptive, and practical
enough to mitigate the risks associated with scope, time, and cost.
Therefore, make sure the team that you choose to work with to build your
eCommerce site has a proven build process.

9. Build - They will "NOT" come
Let's assume that you did manage to create the best eCommerce store for
your business for a minute. What next? Do you just sit and wait to get an
enormous spike in traffic and conversions? If you intend to get into the
eCommerce business with such assumptions, let me stop you from doing
so. Just because you have built the best eCommerce store does not mean
that your sales will sky-rocket. You have to invest in organic reach
- eCommerce SEO, content commerce, content marketing - and even in
paid marketing to reach your eCommerce store's full potential.

10. Continuous Improvement
Just because you built your platform correctly and reached your sales
goals, doesn't mean you can stop improving your site. Due to the nature of
the eCommerce business and your competition, you have to continuously
improve your site by either enhancing your performance, customer
experience, conversions, or all of the KPI's. It is also important to
recognize that an eCommerce site cannot rely on a single KPI approach
such as Conversion Rate Optimization (CRO) to maintain your success. In
order to experience real growth, an eCommerce site needs to have a multi-
KPI approach such as Commerce Revenue Optimization Holistic Data-
Driven (CRO-HD) to help your store reach its highest revenue potential.
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