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E-Commerce Trends: Accelerating the Future of E-Commerce
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The global commerce industry is changing rapidly. The business must keep up with the latest
commerce trends and ever-changing consumer demands to stay relevant and competitive,
especially online business. The future of commerce is phygital i.e. a blend of online channels and
physical retail experiences. The race toward seamless, hyper-personalized shopping
experiences will shift into high gear in the coming time. As eCommerce market is growing
exponentially, the ecosystem has become more complex as business models advance and new
ecommerce trends appear. From the Covid-19 pandemic, the rate of digital adoption is doubled

and increasing significantly. But, as many companies

found out, expanding a business’ digital footprint or
placing more emphasis on its online store didn’t

guarantee profit.

In part, this is because of high saturation in the
market: An electronics or home goods retailer now

competes globally, not just with its direct

competitors, but with small-scale online stores and

ecommerce giants like Amazon. This can force

businesses to bring down prices to compete. In the constantly shifting, rapidly expanding
ecommerce ecosystem, businesses must think creatively about their phygital strategies and how
best to create dynamic, interactive shopping experiences that improve customer relationship.
Here I have included some trends changing the e-commerce landscape, based on global

consumer research and insights from industry and consumers.

1. Artificial Intelligence: Artificial intelligence (Al) simulates human intelligence using
computer science and big data. For eCommerce purposes, business owners can train Al
to adapt to consumer behavior, resulting in more accurate and valuable information.
Personalization is about tailoring user experience based on what the company has
learned about them. If a company provides a personalized shopping experience, most of

the customers become returning buyers. Approximately 27% consumers use Al to
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improve real-time deal comparison and overall search results. Despite the fast rise of
generative Al technology through tools like ChatGPT, many retailers are left wondering
how to actually employ the technology in their e-commerce.

2. Hybrid Commerce: As stated earlier, the future of eCommerce is phygital - a blend of
online channels and physical retail experiences. This eCommerce model integrates
multiple channels and platforms to provide a seamless experience, encouraging hybrid
commerce or omnichannel selling. It refers to a wide variety of ecommerce experiences
that seamlessly integrate digital channels with physical retail experiences, thus creating
a holistic customer journey spanning both online and offline touchpoints. The
convenience of online shopping, quick in-store visits, and zero shipping charges has
steadily grown the click-and-collect trend.

3. AR and VR: With the advancement of augmented reality (AR) and virtual reality (VR)
technologies, ecommerce brands are increasingly able to enhance digital experiences
and weave digital touchpoints into traditional buying channels. AR and VR gives
consumers a real time experience of the object without real time settings by integrating
real computer-generated environment. Various surveys claims that 70-90% consumers’
reactions are predominantly positive.

4. Social Commerce: Social commerce, a form of ecommerce in which a social media
platform serves as both a marketing channel and a shopping destination, which will
grow more than 50% in coming years. However, authenticity continues to be paramount
for online shoppers, particularly among younger generations. As brands saturate social
media through sponsored advertising and influencer partnerships, many consumers are
working harder to seek out “unsponsored” product reviews and word-of-mouth
advertising from passionate customers and influencers. Using this approach,
organizations can use social media’s reach to facilitate product discovery, encourage
social purchasing decisions, and foster customer engagement. Several platforms,
including Facebook, Instagram, and TikTok, have built social commerce into their
platforms to facilitate the process.

5. Customer Relationship Management: CRM includes tools and strategies to help
businesses manage customer interaction and customer assistance by using physical and
digital tools or resources. It helps business owners to understand their customers’ needs
and behavior better and strengthen relationships that build a loyal customer base. A

positive customer support encourages customers and bring 81% repeat purchases. Live
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chat, virtual assistance, flexible payment options, voice & visual searches and comparing
tools are used by brands for customer assistance. CRM will continue to be a top strategy
for improving customer engagement. Therefore, investing in a CRM tool can be great for

an eCommerce business’s growth.

Future e-commerce

leaders will be those _

who will make the Q 2 o
most of new =) - o Q
technology and ‘

smartly capture the

evolving trends at the

onset. Following the

latest E-Commerce

trends doesn’t mean
copying someone else’s business strategies or implementing new E-Commerce technology
without sufficient planning. It is about keeping up with the times and evolving customer
expectations. It will let the future e-commerce leader to provide a richer shopping experience to
their customers and will support in maintaining a healthy business. Prioritizing business
strategy, customer needs and current capability goes a long way when outpacing the

competition.
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