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International franchisor empowers brands to
extend sales online with B2B2C ecommerce

The Challenge

An international consignment franchisor who owns and operates multiple brands had a
problem. The franchisor needed an ecommerce platform that empowered their brands
across over 1000 locations to extend their sales online.

But, not just any ecommerce platform would solve this problem and the complexities
that came with the franchise and consignment space. As individual stores bought

and sold specific merchandise, the system would need to be able to support self-
supplied inventory management. Additionally, franchisees needed robust product
and inventory management systems that would integrate with their Point of Sales
(POS) system. Finally, the end customers needed the ability to create single orders for
products across multiple franchise locations. The orders need to be split and sent to
those locations for fulfillment.

The franchisor came to Sitecore looking for an ecommerce experience that would take
them to the next level in their digital transformation journey.

The Sitecore Solution

Sitecore worked with the franchisor to deliver a new B2B2C ecommerce experience that
empowered local franchisees to extend their retail sales online. The local franchise units
are now able to self-manage their complicated consignment inventory. End customers are
able to digitally shop from all locations, and complete a single transaction for products

Empowe red from many locations.

Unique complexities are handled seamlessly thanks to the complex data model within

thei r bra nds the Sitecore® OrderCloud™ platform. For example, franchise locations need to operate

as both sellers of product, suppliers of product to other locations, and buyers of product

across 1 000+ from other locations. Roles, permissions, and approvals are managed very carefully.
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The Outcome

The franchisor was able to roll-out their ecommerce experiences on the timeline
that worked best for them. They started with one consignment brand, designing,
developing, and launching that experience first. From there, the ecommerce
team was able to prove the pace and the results of the development and roll-out
process to get buy-in to launch the subsequent brands.

Since going live, the franchisor and its franchisees have seen an increase in
ecommerce sales as more new customers are able to purchase their products
online. And, the franchisor is now able to offer a service to franchisees that serves

as a competitive advantage in the franchise space.
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