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Platinum Sponsorship Program
Inside this Report [Samples include Big Commerce & SearchSpring]

Logo on the cover and in email promotion PAGE 1 (COVER)
One-page Executive Q&A article with the report PAGE 4 and PAGE 9
Full page ad across your article PAGE 5 and PAGE 10
Inclusion in the “about our sponsors” page with company logo and 100-word company 
description PAGE 16

 
Other Program Details

Company logo displayed on registration page and all promotional materials
IR markets the report and creates all promotional materials
Guaranteed minimum of 75 non-vendor leads from report downloads
Custom PDF of the summary report provided for your own marketing
Your executive Q&A article and “about the sponsor” description will be included in the in-depth 
research reports that subscribers can purchase from Internet Retailer Bonus
Complimentary copy of the full research report ($600 value) Bonus
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Inside this Report [Samples include Magento and Oracle+Netsuite]
 Full-page ad within the report PAGE 12 and PAGE 14

Company logo displayed on registration page and all promotional materials
IR markets the report and creates all promotional materials
Guaranteed 50 non-vendor leads from report downloads
Custom PDF of the summary report provided for your own marketing

All the content in this report has been taken from Internet 
Retailer's 2017 Hardware & Home Improvement Report. This is a 
sample of the type of content you will see in the report and how 
sponsors are promoted. 
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In hardware and home improvement e-commerce, brick 

and mortar rules—kind of. Big retail chains like The Home 

Depot Inc. and Lowe’s Inc. dominate online. The nine 

hardware retail chains ranked in the Top 1000 represent 

72.6% of the total online sales in this category. However, 

seven of the 10 fastest-growing hardware/home 

improvement e-retailers in 2016, web-only merchants.

 

Those fast-growing web-only merchants fall in a few 

different categories—industrial, kitchen/bath and tools, 

and they are using a variety of strategies to stay ahead of 

the competition, including proving rich, in-depth how-to 

content on their sites and via YouTube. Meanwhile, as is 

the case in many other e-commerce categories, 

Amazon.com Inc. is becoming an increasingly large player 

in hardware/home improvement. And its sales in this 

sector are growing faster than those of anybody else.

 

Internet Retailer estimates that the total online 

hardware/home improvement market was $27.0 billion in 

2016. That number includes sales transacted online with 

the 58 hardware/home improvement e-retailers ranked in 

the Internet Retailer 2017 Top 1000, along with sales 

through Amazon.com, and other outlets not ranked in the 

Top 1000 or not categorized primarily as hardware/home 

improvement merchants such as Wal-Mart Stores Inc. or 



Q&AThe right e-commerce platform
makes all the difference

Having an e-commerce platform that fits an e-retailer’s needs and goals is critical to 
online success. Many of the most reliable platforms feature integrations that enable 
merchants to reach prospective customers through online marketplaces, social 
networks and a branded online storefront. They also help e-retailers optimize their 
sites for mobile devices and offer easy checkout experiences for today’s on-the-go 
shoppers. But some e-retailers are still working on outdated platforms that don’t 
offer the capabilities some of the new, more innovative, cloud-based platforms do, 
says Deniz Ibrahim, product marketing principal at BigCommerce, a cloud-based e-
commerce platform. Ibrahim discusses how the right e-commerce platform can help 
retailers drive more traffic to their sites, boost conversion rates, and offer superior 
site performance and design—both today and in the future.

Why does an online e-retailer 
need to have the “right” e-
commerce platform in place?
Technology can be burdensome and 
expensive to manage. That means 
merchants should view their e-commerce 
platform as a truly integrated business 
partner that manages the back-end 
technology while allowing the merchant to 
focus on growing its business.

What kinds of tools can help e-retailers
address these challenges?
They need a robust set of tools to attract and convert customers, 
streamline operational efficiencies and grow their online 
business. BigCommerce, for example, offers these capabilities at 
a fraction of the cost of alternative tools. Our ecosystem includes 
integrations with leading shipping and payment providers. Our 
open and extensive API allows retailers to customize their sites to 
fit their businesses. Our catalog management capabilities allow a 
merchant to scale—with no caps on SKUs or products. Our one-
page checkout integrates with digital wallets and is fully 
responsive. And our storefront development and management 
platform helps merchants get a site up and running in half the 
time of other platforms.

Do you have an example of an e-retailer that has 
boosted its sales thanks to this type of platform?
Spearmint Love, the online baby and children’s clothing and 
accessories store, has been on BigCommerce’s e-commerce 
platform since the company was founded in 2013. It has 
generated substantial growth through the use of social media, 
particularly Facebook and Instagram. Since implementing the 
platform, its sales have risen 991% and its conversion rate is up 
38% year over year. Another example is golf equipment e-retailer 
BombTech Golf. After switching to BigCommerce’s platform, it 
grew its revenue 841%, its customer base rose 428% year over 
year, and its conversion rate jumped 62% year over year.

How is the current state of e-
commerce challenging retailers?
The way consumers shop has changed 
and merchants must be able to reach 
their customers wherever they are 
shopping. E-retailers have turned to 
solutions to effectively and efficiently 
reach their customers wherever they may 
be—whether it be on a branded online 
store, Amazon, eBay, Instagram or 
Facebook. At the same time, e-retailers 
face a continuous battle to drive 
checkouts. With less than 26% of all carts 
completing checkout on desktop, and less 
than half that completing their purchase 
on a mobile device, e-retailers have to find 
ways to ensure that shoppers become 
buyers. Finally, shopping experiences have 
changed. E-retailers can no longer simply 
put up a site and expect sales. They must 
have fast page loads and engaging 
shopping experiences that include 
descriptive product pages. Shoppers need 
to be able to interact with an e-retailer’s 

What is your call to action for retailers that need 
to update their platforms?
They should look for a platform partner that will help them scale 
their business seamlessly, reach customers across channels and 
deliver the best shopping experience from discovery to purchase. 
That partner should be devoted to building capabilities that will 
ensure the e-retailer not only has the best e-commerce platform 
today, but also for years to come.

DENIZ IBRAHIM
product marketing
principal at BigCommerce, 
a cloud-based e-commerce 
platform
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Transform your store. Transform your business.
Our revolutionary new ecommerce theme framework lets you launch beautiful sites 

in half the time of other solutions. Transform your business with a fully customized, 

responsive online store that engages shoppers and drives sales.

Learn more at bigcommerce.com/transform or 855.884.6732

Our new theme has gotten nothing but 

positive feedback from our customers. 

Sales have grown over 75% in the last 

six months, just because of this change.

-Alex Young, Kap7.com
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Total retail sales of hardware/home improvement products 

in 2016 were $350.5 billion, up 5.5% from $331.6 billion in 

2015, according to the U.S. Commerce Department. The 

online portion of those sales is still relatively small. Roughly 

7.7% of those sales were transacted on the web last year, 

Internet Retailer estimates. That is a much lower online 

penetration than, say, the computer and electronics 

category in which 44.6% of total sales was conducted on 

the web last year.

Still, sales are shifting to the web quickly, as that 7.7% is a 

big jump from just 5 years ago, when only 4.0% of hardware 

sales were placed on the web.

 

As a group, the 58 hardware/home improvement merchants 

in the Internet Retailer Top 1000 saw their sales grow to of 

$18.3 billion in 2016, up 16.6% from $15.7 billion in 2016. 

That rate of growth exceeded the online sales growth of the 

entire Top 1000 (15.5%) by 1.1 percentage points. The 58 

Top 1000 retailers represented 67.8% of the online 

hardware/home improvement market in 2016, down from 

nearly 69.5% in 2015—a change that can be explained at 

least in part by the growth of Amazon.

0 100%
7.7 Share of Total Sales for 

Home Improvement 
and Hardware Online
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The online hardware and home improvement category in the 

Top 1000 is largely dominated by three big retail chains: 

Home Depot, W.W. Grainger Inc. and Lowe’s Cos. (Grainger 

does not have stores in the traditional sense, but it does 

operate more than 350 branch locations in the U.S. that allow 

purchasing of products, and is therefore categorized as a 

retail chain by Internet Retailer’s definition.) Together the two 

retail chains and industrial supplies distributor Grainger had 

2016 online revenue of $12.6 billion, or 69% of the total $18.3 

billion in total online revenue for the 58 companies analyzed 

in this report.

Home Depot

W.W. Grainger

Lowe's Cos

MSC Industrial

Interline Brands

0 $1B $2B $3B $4B $5B $6B

Sales Leaders
Top 5 online hardware/home improvement e-retailers ranked by 2016 online sales



Q&ALeveraging personalization and 
automated merchandising helps online 
retailers compete

To drive sales in today’s competitive online shopping arena, retailers need to entice 
consumers by effectively merchandising their products. They also need to ensure 
their site search makes it easy for shoppers to find what they’re looking for. And, 
perhaps most importantly, personalization—which is the art of displaying products 
or offers on a site based on who the shoppers is—can boost sales and maximize 
profits. But implementing effective search, personalization and merchandising 
strategies is easier said than done. Gareth Dismore, CEO of SearchSpring, a site 
search and merchandising platform, discusses why retailers face these pain points 
and how they can overcome them to increase their conversion rate, automate 
merchandising and prioritize the highest value opportunities to drive a strong 
return on their ad spend.

What challenges do retailers face 
with site search and how can they 
address them?
Today’s shoppers prize speed and convenience 
above all else. Many e-commerce sites continue 
to use traditional site search, which relies on 
basic keyword matching technology but does 
not account for the ways customers currently 
search, causing conversion problems. Advanced 
technologies, such as artificial intelligence (AI) 
and natural language processing (NLP) mitigate 
these issues by understanding the semantics of 
a search query. For example, if someone 
searches for “Nike shoes” they won’t see Nike 
gym bags, as they often do with traditional 
keyword search engines.

How can retailers effectively manage 
merchandising?
Online merchandising teams often tell us that they don’t 
know where to focus their time. They are often spread thin 
between adding products to the site, manually 
merchandising and creating landing pages. Moreover, they 
often lack the appropriate data and insights to help them 
prioritize where to focus their teams to drive the highest 
conversions. Automation and better insights can help them 
alleviate both pain points. Leveraging AI and machine 
learning can provide reports to focus their teams on the 20% 
of products that drive 80% of revenue. Lastly, automated 
merchandising tools can help teams reduce time spent 
manually merchandising by up to 40%, boosting profit and 

What are the biggest personalization
challenges retailers face?
Retailers know they need to give shoppers the same level of 
personalized service as an in-store associate, but have to 
avoid coming across as “creepy.” Striking the right balance is 
key. To deliver a higher level of personalization, online 
retailers need search capabilities that “learn” from past 
searches and shopper input to tailor search results in 
accordance with individual customers’ tastes.

What tools can help retailers?
Retailers need a platform, such as 
SearchSpring’s Relevancy Platform, that delivers 
intelligent search capabilities based on a new 
form of NLP known as “product awareness” that 
can identify the primary item a consumer is 
searching for. This approach uses historical 
searches to learn which types of words are the 
most important qualifiers for various products. 
Merchandisers should partner with a vendor 
like SearchSpring that can provide insights that 
help them identify where they can get the 
highest ROI from their work and time. That 
partner should also help them implement 
automated techniques that enable results to be 
displayed according to a wide variety of 
business goals such as profits, specific brands 
and new products.

How can retailers start addressing these 
issues now?
They need to embrace automation to stay competitive, be 
more efficient, nimble and spend less time doing manual 
tasks. Time is a commodity for retailers, and automation 
frees up e-commerce teams to focus on more strategic 
goals like brand building, sourcing better product, 
improving shipping speeds, and delivering and increasing 
customer value.

Gareth Dismore
CEO of SearchSpring, a 
site search and 
merchandising platform
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Fashion

Health & Beauty, Automotive, Wholesale,
Home & Garden, Electronic, B2B, & more.

We make it
easier for

etailers to
turn shoppers
into customers.

Also providing advanced solutions for:

searchspring.com
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1Who dominates the online U.S. market?

2Steady growth for web-only retailers

2016 Market Share

The Home Depot Inc. 20.7%

Amazon.com Inc. 18.5%
W.W. Grainger Inc. 17.6%

All Others 42.9%

More Mobile Apps

Top 5 Fastest-Growing Hardware/Home Improvement Retailers

3

2015 2016

Market share of online hardware/home 
improvement retailers

Kitchen Resource Direct

Nature Hills Nursery

Lowe's Cos.

Sustainable Supply Company

TechToCommerce

52.8%
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28.0%
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Source: Internet Retailer, One Click Retail



Do you have the right commerce platform to 
support your business? Multiple siloed systems will 
only complicate and slow you down and prevent you 
from delivering great brand experiences. But with 
SuiteCommerce, you get a unified, scalable cloud-based 
commerce platform. Multiple brands, countries, and 
business models, all supported on one powerful platform.

SuiteCommerce.com

Don’t take our word, 
NetSuite was just 
recognized as a B2B 
commerce leader in The 
Forrester Wave™: B2B 
Commerce Suites For 
Midsize Organizations, 
Q3 2017 report.

UNIFIED 
CLOUD 
COMMERCE 
PLATFORM
Power your business on a single platform.



By 2020, brick 
and mortar retail 
spaces will be 
little more than 
showrooms. 

Eddie Machaalani & 
Mitchell Harper, Co-CEOs 
of Bigcommerce 

This page is an example of a quote page, as 
a back up, in case your executive cannot do 
a Q&A. It will be followed by a full-page ad.



As the world’s leading digital commerce platform, 
Magento powers over $100 billion in annual sales. 
The cloud-based platform and omnichannel solutions 
empower you to integrate your digital and physical 
shopping experiences,while boosting sales and 
cutting costs.

Magento Gives You Unlimited Flexibility and Explosive Growth.

Commerce Without Limits

Visit Magento.com
+1 877 574 5093
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BigCommerce is the world’s leading cloud ecommerce platform for 

established and rapidly-growing businesses. Combining enterprise 

functionality, an open architecture and app ecosystem, and market-

leading performance, BigCommerce enables businesses to grow online 

sales with 80% less cost, time and complexity than on-premise software. 

BigCommerce powers B2B and B2C ecommerce for more than 50,000 

SMBs, 2,000+ mid-market businesses, more than 25 Fortune 1000 

companies, and industry-leading brands.

BigCommerce

SearchSpring is an enterprise-level site search and merchandising 

platform that helps online retailers maximize search relevancy, increase 

conversions and order values, automate time-intensive merchandising 

tasks and prioritize the highest value sales opportunities. SearchSpring 

offers customized solution packages for several eCommerce sectors 

including apparel and fashion, automotive and industrial, beauty and 

cosmetics and home décor. With over 600 happy customers we'd love for 

you to join us on your eCommerce Journey. 

SearchSpring




