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E-commerce in the age of COVID-19
E-commerce refers to business transactions carried out over the internet. It allows business transactions to be carried out without the constraints of time and distance. There are various types of e-commerce businesses. These include; business to business companies, business to consumer companies, consumer to business businesses (C2B) and lastly, consumer to consumer businesses. In a business to business (B2B) model, one business sells its products/services to another business. The buyer may either resell to a consumer or be the end user. These models usually have longer sale cycles but involve recurring purchases and higher order values. 
B2B ecommerce businesses are growing very fast. A survey in 2018 found that 48% of companies make online business purchases. At least 23% of companies make at 75% or more of their purchases online (Brohan, 2017). One of the pioneer B2B e-commerce platforms is Ariba. The company was founded in 1996 and has gone through tumultuous times but remains successful to date, making it our perfect case study. The company has faced many challenges including; changing customer preferences, lawsuits and organizational restructuring. The company also survived the bursting of the dot com bubble in the early 2000s. Some of the internal factors that helped Ariba survive were; adaptations to a competitive environment, emphasis on the customer, hiring consultants and acquiring to advance (Wang et al. 2010). As the original B2B model collapsed, Ariba sought new niches to adapt to its environment and moved into enterprise spending management. It focused on providing software tools rather than getting involved in transactions. Ariba also acquired companies that had the resources and technology they needed to grow rather than developing the technology themselves. The company also hired consultants to advise their customer which was a good integrated set of offerings for the client. The company also focused on retaining customers rather than getting into new markets. These factors helped the company face the external challenges they had such as severe competition, bad publicity, regulatory investigations and high-priced software. To combat severe competition, Ariba tried to stand out by reducing their hidden costs. 
B2B ecommerce businesses trying to survive during the COVID-19 era can learn a few lessons from Ariba. Like Ariba, B2B businesses should try to retain existing customers in this period rather than trying to venture into new ones. They should also try to make sure they meet their customer’s needs and streamline their returns processes as more clients return things so as to reduce spending. B2B businesses should also put in measures to protect their employees and clients from the virus. 
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