
This leading provider of analytics software and services 

counts more than 83,000 business, government, and 

university customers around the world as its customers, 

including 96 of the Fortune Global 100 companies.

GROWING PAINS

Founded in the mid-1970s, the company has primarily 
sold enterprise software licenses through a network 
of field sellers and channel partners.  A few years 
ago, though, they began to develop and offer lower-
priced software solutions, which were more suitable 
for selling online, and sought a more efficient way to 
sell supporting material like textbooks to their vast 
customers base. The company struggled with this at 
first. It had its own home-built commerce channels, 
but the systems were hard to maintain, and different 
departments were moving in different directions. 
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COMPANY AT A GLANCE

Industry: Software

Model: B2B and B2C

Year Founded: 1976

Headquarters: Cary, North Carolina

Revenue: $1 billion+

CASE STUDY

“We are unlike any other software company  
in the world, yet Elastic Path Commerce seems 
tailor-made for our customers and our field 
sellers. It has the flexibility to support all the 
ways we sell and helps us provide a better 
overall experience for our customers”

- VP of Sales

Taming 
the complexities 
of B2B commerce

Enterprise 
Software Company

GOING ALL-IN WITH ELASTIC PATH

It didn’t take long for the company’s executives to realize 
that, rather than re-inventing the wheel, they’d be better 
off purchasing a purpose-built B2B commerce platform. 
They needed a solution that could be integrated easily 
with Adobe Experience Manager, which they were 
already using to power their non-transactional corporate 
website. They also required a flexible platform that could 
support many divisions, selling models, and customers 
around the world, and that could easily adapt to support 
future online selling initiatives. Elastic Path Commerce, 
with its headless API-first architecture, checks all of their 
boxes, so they went all-in. 

They exceeded their expectations after only six months, 
simplifying how textbooks and other supporting material 
are purchased and freeing field sellers to focus on 
higher-value transactions. The real success story came 
later, however, when they spun off a number of microsites 
perfectly suited to the business model it already had. 



OUT OF ONE, MANY

Since building a microsite is so easy, they thought, why stop with tradeshows? The company’s sales folks get on planes and fly all 
over the world for meetings with multinational corporations and governments. With the flexibility of Elastic Path Commerce, they 
created online tools for sellers to use with clients to streamline workflows and speed up the sales cycle for big-ticket items, making 
sellers more effective and increasing deal velocity.

The company deployed yet another customer experience with Elastic Path Commerce, this time for its university customers. Students 
studying statistics and computer science can download the software and use it for free as long as they’re still in school. 
Like Apple, this company goes out of it way to introduce university students to its products. Many of these students, after they start 
their careers, become paying customers and even influencers for the rest of their lives, all thanks to a temporary free license sold 
through an Elastic Path Commerce-powered site. 

TAKING THE SHOW ON THE ROAD

The company has a team of road warrior sales pros, and it sends them to trade shows and marketing events all over the world. They 
use Elastic Path Commerce to launch microsites that only last the duration of each show that the sales crew can use to complete 
transactions using nothing more than a laptop. 

The microsites use the same master catalog and inventory system that the main website uses, and they push orders to the same 
fulfillment systems on the back end. It takes no time at all to get them up and running and streamlines the purchase process for 
sellers working directly with customers. 
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If you need help delivering unified commerce experiences across all customer touchpoints, contact Elastic 
Path. info@elasticpath.com   |   elasticpath.com


