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Re-imagining the B2C
e-commerce landscape

for a leading housewares’
manufacturer

Objective

Explore end-to-end Probe client-stated Analyze existing
B2C e-commerce pain points related to implementation and
landscape including order management, provide recommendations

backend systems inventory visibility, and for enhancing B2C
user experience experience to support
current and future needs

Client description

The client is a US-based manufacturer and distributor of housewares and beauty products

with multiple brands and websites selling products both in the US and Europe market and

using Magento as the B2C eCommerce engine and Oracle EBS for order management and
inventory management




Business challenges

©7 Overall order orchestration required validation to be at industry standards

©2 A high volume of backorders as real-time inventory visibility, including ATP and ATR
(one view of inventory), didn’t exist

0% Fulfillment challenges because of difficulty distinguishing between B2B and B2C orders
required attention

04, Capability gaps with B2C eCommerce implementation needed to be identified

05 Pain points associated with core commerce had the highest score, implying significant
scope for improvement

06 Backend support systems like order management and order fulfillment demanded major

consideration

Our solution

©71 Analyzed and identified 70+ pain points across different categories and prioritized them
according to business needs

02 Post detailed analysis, recommendations were provided in 3 categories -
Strategic recommendations for transformation
Technical short term quick wins
Process-related recommendations

©3% Designed future state architecture aligned with business capabilities
©4, Provided roadmap to upgrade Magento to V2.4 and to migrate from on-premise to AWS
05 Recommended headless commerce for omni-channel experience

Business impact
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HCL Technologies (HCL) empowers global enterprises with technology for the next decade today. HCL's

Mode 1-2-3 strategy, through its deep-domain industry expertise, customer-centricity and entrepreneurial
HCL culture of ideapreneurship™ enables businesses to transform into next-gen enterprises.

HCL o ers its services and products through three lines of business - IT and Business Services (ITBS),
Engineering and R&D Services (ERS), and Products & Platforms (P&P). ITBS enables global enterprises to
transform their businesses through o erings in areas of Applications, Infrastructure, Digital Process
Operations, and next generation digital transformation solutions. ERS o ers engineering services and
solutions in all aspects of product development and platform engineering while under P&P. HCL provides
modernized software products to global clients for their technology and industry specific requirements.
Through its cutting-edge co-innovation labs, global delivery capabilities, and broad global network, HCL
delivers holistic services in various industry verticals, categorized under Financial Services, Manufacturing,
Technology & Services, Telecom & Media, Retail & CPG, Life Sciences, and Healthcare and Public Services.

As a leading global technology company, HCL takes pride in its diversity, social responsibility, sustainability,
. r.' : and education initiatives. As of 12 months ending on December 31, 2021, HCL has a consolidated revenue of US
$ 11.18 billion and its 197,777 ideapreneurs operate out of 52 countries. For more information, visit
www.hcltech.com www.hcltech.com



