
Businesses use the
Web to sell items
ranging from toys

to antiques. The Web
also can be used suc-
cessfully to sell compli-
cated products and 

professional services to other 
businesses.

The Web can be an effective
medium for business-to-business
transactions. Success depends upon
having “Internet-appropriate” meth-
ods of selling. Businesses must con-
sider how they have traditionally
sold products and services. Most
businesses already practice the best
techniques to sell their goods and
services. Companies should not
abandon what has worked in the
past just because the selling medi-
um has changed.

All You Can Eat
The sales pages of most 

business-to-business web sites 
are structured like salad bars.
Everything is nicely presented in
individual, unrelated displays.
Customers depend upon past
experience to find what they
need and to finalize the sale,
often with mediocre results.
Organizing information into indi-
vidual displays is not necessarily
a bad strategy. However, a more
positive message is sent to the
customer who can access need-
ed information within five minutes
rather than wading through unre-
lated data for an hour.

Preserved TreeScapes Interna-
tional is a company that has suc-
cessfully incorporated e-commerce
into its sales plans by designing the

treescapes.com web site.  Product
categories are featured individually
as well as in business settings so
prospective customers can see how
products can be combined and dis-
played.  Treescapes.com goes beyond
the typical “salad bar” approach with
the use of photos and case studies that 
provide ideas to encourage sales.

Personalized Sales
There are many examples of

companies selling products and
services to other businesses
through web sites. Early successes
are ignited by customers who are
acquainted with the companies and
their products. Technically sophisti-
cated programs are emerging that
allow the business customer to inter-
act at many points with another
business’s web site. The presenta-
tion then tailors itself to the needs of
the customer. Technology will be
counted on to move the sales
process from a self-serve model of
information gathering to a more per-
sonalized, user-friendly sales
approach.
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USING E-COMMERCE

1. What are the challenges of con-
ducting business-to-business
transactions using the Internet?

2. Describe a common mistake made
by businesses when trying to sell
to other businesses via the
Internet.

3. Visit the treescapes.com web site.
Evaluate this site for business-to-
business sales possibilities as well
as personal appeal.

Think Critically


