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IN  such a connected 
consumer marketplace, 
it’s not uncommon for 

a backyard farm hobbyist to 
use an ecommerce website to 
sort through options for a small 
chicken coop and accessories.  

But what if we swap the hobbyist 
for a large family farmer, and the 
backyard for multiple acres?

It may seem unlikely that the 
needs of both those customers 
could be met on a single 
ecommerce platform — but  
that’s exactly what Farmer Boy 
has accomplished. 
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Working with ecommerce design agency Guidance, Farmer Boy 
redesigned and replatformed its existing B2B and B2C ecommerce 
website on BigCommerce. As a result, Farmer Boy was able to: 

 ► Take control over website changes to increase efficiency and  
stay agile

 ► Build relationships at scale and drive sales by offering a more 
connected customer experience  

 ► Build with the future in mind by laying a solid foundation for growth

“BigCommerce gives us control over creating the experience we want 
to give our B2B and B2C audiences, which is very important as we 
grow and start to compete with companies significantly larger than we 
are today,” said Brian Marquette, Digital Marketing Manager at Farmer 
Boy. “We can focus on both of these opportunities at the same time, 
with the same website, and we’re very quickly seeing the results of that 
investment in our website.”

Here’s how Farmer Boy is putting its best foot forward in the  
digital economy: 

Research from 
McKinsey & Company 
finds B2B companies 
see digital interaction 
with customers twice 
as important today 
as pre-COVID-19.1 

1 “The B2B digital inflection point: How sales have changed during COVID-19,” McKinsey & 
Company, https://www.mckinsey.com/business-functions/marketing-and-sales/our-insights/
the-b2b-digital-inflection-point-how-sales-have-changed-during-covid-19
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In the previous era of ecommerce, 
brands like Farmer Boy would often 
have to commit to rigid, limited 
ecommerce platforms that were 
difficult to maintain. Essential website 
and revenue-related decisions, such 
as making changes to the website, 
running timely promotions, and 
adding or updating products or 
images, was a drawn-out process 
that required multiple people and 
multiple steps to complete.

BigCommerce’s seamless, 
out-of-the-box functionality and 
platform flexibility allows Farmer Boy 
to take more control of its brand and 
website. Marketing and product teams 
can quickly brainstorm and push out 
new products and promotions as 
they see fit, without waiting for the 
middle-man to make the changes.

“Our previous platform was very rigid, and we couldn’t make many 
changes on our own,” said Marquette. “There were also significant 
limitations to the website on our end, ultimately making the owners feel 
it wasn’t the look they wanted to give customers. We were ready to take 
that next step for the growth of the company by creating a website that 
looks fresh and new.” 

TAKE CONTROL OF YOUR BRAND 
AND WEBSITE TO INCREASE 
EFFICIENCY AND STAY AGILE

Farmer Boy’s 
Replatforming 
by the 
Numbers

3,000+ 
UNIQUE SKUS

13+ 
AVERAGE ATTRIBUTES 

12+ 
UNIQUE INTEGRATIONS, 
INCLUDING SALSIFY, 
SHIPPERHQ, AND RE:AMAZE
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BUILD RELATIONSHIPS AT  
SCALE AND DRIVE SALES BY 
OFFERING A MORE CONNECTED 
CUSTOMER EXPERIENCE
All eyes are on customer experience for B2C, which often focuses on 
user experience and user interface elements of design, speed and 
functionality. B2B ecommerce requires all these features at an order 
of magnitude, as Farmer Boy’s B2B customers often represent mixed 
buying groups with multiple stakeholders and different negotiated price 
breaks assigned to each account.

“Being able to fully 
transact and produce 
an automated quote 
based on pricing  
negotiated between 
the merchant and 
retailer completely 
changed the way 
Farmer Boy transacts 
with customers.”

River Korn, Account 
Director at Guidance
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On its previous platform, Farmer Boy couldn’t facilitate this kind of 
complexity. The process required barriers between the B2B customer 
and the final purchase, such as a consultation with a sales professional 
and a 2-3 day turnaround for the estimation and quoting process. 
Farmer Boy digitized these processes and streamlined its customer 
experience by deploying three key improvements with BigCommerce: 

 ► Findability — B2B buyers can find and research the products 
they’re looking for through hierarchy, search and widget product 
recommendations instead of relying on a salesperson to suggest 
related items. 

 ► Accounts-based pricing — Seamless integrations allow B2B buyers 
to accurately estimate the cost of products based on their unique 
negotiated pricing, while sharing pricing and availability with the 
B2C audience.

 ► Chat — Farmer Boy has unprecedented access to B2C and B2B 
customers through on-site chat options, leading to helpful insights 
about customer behavior and increased sales opportunities. 

“It isn’t just the number of products in a catalog that can make 
replatforming a challenge,” said River Korn, account director at Guidance. 

“The number of attributes and custom specifics associated with them, 
ranging from important product dimensions to the associated animal for 
the product, has a big impact on customer-experience factors.”  

Korn continued: “Using BigCommerce and a product inventory 
management app like Salsify, we were able to create a single source 
of truth where product details live and could be included in search 
functionality throughout the site, dramatically increasing product 
findability and ensuring B2B customers could accurately estimate the 
time and cost of shipping their large orders — processes that used to 
require several days, several staff members and a fax machine.”

“Chatting with customers has opened up to more 
inquiries and sales, and we’re having conversations 
we weren’t able to have before.”

Brian Marquette, Digital Marketing Manager at Farmer Boy
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BUILD WITH THE FUTURE IN 
MIND BY LAYING A SOLID 
FOUNDATION FOR GROWTH
Despite the necessity of developing an ecommerce presence and the 
certainty of the return on investment, few businesses relish making a 
significant investment in their ecommerce strategy. Farmer Boy opted 
to lean into its vision of the future and its desire to compete with 
significantly larger companies by expanding online, and since launching 
with BigCommerce the brand has reported growth in sales, average 
order value (AOV), customer reach and more.

Replatforming to BigCommerce allowed Farmer Boy to take what were 
once rigid, complex processes and own the process themselves. Now 
B2B customers could self-serve for large portions of the sales process, 
easing the demand on the customer support team and freeing them up  
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for more strategic work. And planning a promotion and pulling off special 
deals for the B2C audience was a simple tweak, not a time-intensive 
request for a technology partner. 

Competing with bigger and bigger retailers in the space, Farmer Boy is 
now equipped to scale its business from a firm foundation and pursue 
growth on its own terms.

“It’s a huge part of our goals to grow our parts and supplies business over 
the internet and expand our reach in the continental U.S.,” said Marquette. 

“Since releasing the new website, we’re reaching more customers than 
ever before and taking market share away from our competitors.”

“BigCommerce allows Farmer Boy to position 
itself for incredible growth and possibilities. The 
website has established the baseline — now it’s 
just a matter of driving more traffic to the solid 
ecommerce experience they’ve built.”

River Korn, Account Director at Guidance
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BUILD ON TRADITION,  
PREPARE FOR THE FUTURE
Both B2C and B2B buyers have spoken — ecommerce is no longer a 
nice-to-have feature of the technology vanguard. It’s an essential, 
powerful sales driver and customer-relationship builder for any business 
that wants to increase its sales and revenue. Unique to the B2B industry, 
however, are themes of exponential product and fulfillment complexity, 
and introducing a new generation of B2B buyers to an ecommerce 
experience. BigCommerce allows hybrid companies, such as Farmer Boy, 
to balance both the consumer-friendly B2C experience with the scale 
and gravitas of a volume-heavy B2B business — and do so quickly, easily 
and effectively.
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Your dashboard

Make the most of the ecommerce 
opportunity with BigCommerce.

BigCommerce (Nasdaq: BIGC) is a leading software-as-a-service (SaaS) 
ecommerce platform that empowers merchants of all sizes to build, 
innovate and grow their businesses online. As a leading open SaaS 
solution, BigCommerce provides merchants sophisticated enterprise-grade 
functionality, customization and performance with simplicity and 
ease-of-use. Tens of thousands of B2B and B2C companies across 120 
countries and numerous industries use BigCommerce to create beautiful, 
engaging online stores, including Ben & Jerry’s, Molton Brown, S.C. 
Johnson, Skullcandy, Sony, Vodafone and Woolrich. Headquartered in 
Austin, BigCommerce has offices in San Francisco, Sydney and London. 
For more information, please visit www.bigcommerce.com or follow us on 
Twitter, LinkedIn, Instagram and Facebook.

LET’S TALK

http://www.bigcommerce.com
https://twitter.com/BigCommerce
https://www.linkedin.com/company/bigcommerce/
https://www.instagram.com/bigcommerce/
https://www.facebook.com/BigCommerce/
https://www.bigcommerce.com/dm/b2b-demo/?utm_medium=lp&utm_source=third-party-retail-dive&utm_campaign=global_none_mm_acq_b2b_ct_2021_q1_retail-dive-case-study&utm_content=demo


LEARN MORE

studioID is Industry Dive’s global content studio offering brands 
an ROI rich tool kit: Deep industry expertise, first-party audience 
insights, an editorial approach to brand storytelling, and targeted 
distribution capabilities. Our trusted in-house content marketers 
help brands power insights-fueled content programs that nurture 
prospects and customers from discovery through to purchase, 
connecting brand to demand.

https://www.studioid.com/

