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For decades, retailers were limited to the suppliers for which they had contacts or with which they had 
worked in the past. The limited number of suppliers made it difficult for retailers to identify competitive 
advantages or leverage bids from different suppliers, and travel constraints restricted the interaction 
between retailers and suppliers. Technology has enabled retailers and suppliers to meet halfway, 
expand partner networks, and break down the barriers to collaboration across the globe. This 
Technology Spotlight examines the strategies and benefits associated with an investment in B2B 
marketplaces for the sourcing of materials and goods. It also looks at the role of Bamboo Rose in the 
important market of strategic sourcing. 

Introduction  

Strategic sourcing has become a common topic of discussion in recent years with retailers pulling out 

all the stops in their global networks to stay competitive against their peers for cost, quality, and 

assortment planning. In fact, in 2016, for the first time in the history of IDC's annual Supply Chain 

Survey, product quality was the highest priority among retailers for the coming year, with 52% of 

respondents ranking it as their number 1 priority. 

Retailers want to work with suppliers whose quality standards and approach to working together align 

with their own, and B2B marketplaces remain a central asset in matching like-minded retailers and 

suppliers. Marketplaces provide a common place for retailers and suppliers that share similar 

priorities to interact and communicate with each other. They also enable retailers to identify potential 

issues: If the supplier doesn't have enough capacity, marketplaces allow retailers to search for those 

that do. Has the supplier frequently missed delivery dates or specifications (specs)? Marketplace 

peer reviews can vouch for or speak to the capabilities or weaknesses of an organization with which 

companies have worked before. 

Key Benefits  

B2B marketplaces as enablers for digital design, development, and sourcing have a variety of benefits 

that carry over to wholesalers and retailers. One benefit is the speed of design. Because all designs, 

specs, and communication are maintained in a central location, designers can quickly review past notes 

and communication with suppliers and make better-informed decisions more quickly. With the increase 

in production speed, capacity for assortment also increases. If designs move through faster, designers 

and suppliers have more time to create larger assortments and more variety in their SKUs. 

Speed of design is important, but ease of collaboration in the design process matters too. Often there 

are tools for collaboration, such as sharing boards or chat/conversations, in line with the product. 

Because communication is all in one place in marketplaces, lost notes are a thing of the past, and 

many different contributors around the world can work on a design simultaneously, speeding up time 
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to market for ideas. Moving from disparate systems and communication methods to a centralized 

system allows for higher-level trend identification and more efficient decision-making processes. 

If ideas are moving from drawing board to stores faster, retailers are able to stay competitive in  

the "fast fashion" movement. Also, many retailers want to provide a global line with localized aspects. 

Because many designs can be centrally accessed and shared with suppliers, adjusting a design 

element, such as color or length, for a region is much easier than in the past.  

Closing the communication gap between retailers and suppliers gives retailers the opportunity to more 

closely pick suppliers' brains for fashion trends that suppliers are identifying across orders coming in for 

a region or in general and fosters a relationship of co-innovation. Better communication may also 

enable relationship building and create new wholesaler relationships in another region that the retailer 

may want to penetrate, thereby providing a broader network of connections and shared results.  

With social sentiment giving retailers insight into the thoughts of their consumers, retailers and suppliers 

can also fail fast and hit the drawing board quicker to react to negative reviews or ramp up production of 

SKUs that moved faster than anticipated. Also, because the speed of response is faster, decisions 

based on sentiment can be made closer to delivery dates to stay as current and relevant as possible. 

When retailers and suppliers enable social communities for feedback, they also increase their chances 

of success by leveraging test groups, product sampling, and real-time feedback. 

With so much information, co-innovation, and collaboration at their fingertips, retailers are 

empowered to create, design, and source in a way that is most relevant to their needs. Because 

many of their ideas and designs are created in a digital format along with feedback converging in one 

place, there is a tremendous reduction in the number of shopping trips buyers must take, the number 

of samples to be sent, and the overall expense of the design process. Every step can be streamlined, 

and products can move to market faster with less lead time, increasing relevancy, timeliness to 

trends, and margins.  

Market Trends in Digital Design 

According to IDC's 2016 Supply Chain Survey, only 35% of retailers and 46% of wholesalers 

participate in a B2B marketplace. Of those that do, 65% of retailers and 73% of wholesalers said their 

primary reason for participating is procurement, both direct and indirect. 

When retailers and wholesalers were asked why they are not using B2B networks, the top 2 reasons 

cited were "simply not exploring their options" and believing that their "current processes sufficed."  

Of those not participating, roughly half said they still have no plans to participate in a B2B marketplace 

within the next year, but 35% said they are evaluating their options for moving forward. 

The ability for retailers to collaborate, communicate, and co-innovate with their suppliers is lending 

speed to the capability to stay current with fast fashion and turn around products quickly. IDC is 

recognizing a shift in consumer expectations for retailers to always be current on fashion trends, not 

only at the global or regional level but also at the local level. With the ability to isolate SKUs and alter 

components of the design, retailers are able to meet consumer expectations of globalization in terms 

of sourcing and localization in terms of design considerations.  

While the concept of digital marketplaces between suppliers and retailers is still in the early adoption 

phases, the benefits are being recognized quickly by retailers, which is sparking inquiry into learning 

more. As global business continues to become the norm, retailers and wholesalers need more 

efficient ways to maintain communication and collaboration with their suppliers and are turning to B2B 

marketplaces and networks to make their jobs easier and streamline their processes. 
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Considering Bamboo Rose's B2B Marketplace for Digital Collaboration 
and Design 

Bamboo Rose's product life-cycle management (PLM) solution integrates end-to-end ideation, 

product development, and merchandising operations capabilities, allowing end users to discover, 

develop, and deliver products for apparel, footwear, and hard goods product brands. The company's 

product innovation, PLM, and sourcing strategy is to connect the community of buyers and sellers to 

facilitate more efficient and effective development and delivery of products on a global scale.  

The company differentiates from competitors by enabling collaborative design, materials 

management, demand-driven order management, virtual selling, and customer engagement. 

Bamboo Rose is a retail brand product innovation, development, and sourcing vendor that has built 

its system architecture to purposefully serve franchisees, marketplaces, retailers, retail brands, and 

suppliers equally well. Materials suppliers are consolidated in one place, and according to the 

company, end users report saving upward of 75% of the time it originally took them to identify their 

key suppliers and narrow down their selection.  

Companies can develop and source one style for dozens of markets and even across customer orders 

to find synergies and lower costs and execute against plan. According to Bamboo Rose, one customer 

reduced the cost to bring products to market by 25% as a result of implementing the solution.  

Challenges 

While digital B2B marketplaces and networks are extremely innovative for the retail PLM industry, the 

combination of B2B marketplaces, PLM, and sourcing is not exactly synonymous with PLM yet and 

might be new to retailers that are not aware of SaaS and cloud innovations that have taken place in 

other industries and are now available for retail. Retailers may expect to get only one capability or the 

other. Bamboo Rose is known for its PLM platform, and that is where its primary recognition begins. 

Adding the supplier network (sourcing) to the design and development process is logical for PLM, but 

retailers that have always separated the two concepts might not realize the opportunities and value of 

combining these steps, which, in turn, might keep them from investing in such a robust, widely varied 

tool. Retailers unsure of the value, or intimidated by the combination of so many aspects, would be 

wise to speak with peers that have already invested in and are live on the system and can speak to 

its speed and value.  

Conclusion 

Participation in global markets and with multinational suppliers is becoming the norm for retailers. 

Given this shift to a wider variety of participants in the supply chain, how are retailers and wholesalers 

managing new relationships with suppliers and staying organized with so many more cooks in the 

kitchen? Digital development within B2B marketplaces is empowering retailers to a competitive 

advantage with their suppliers, minimizing expenses, increasing collaboration, reducing sampling and 

design speed to market, and engaging all participants in the design process. Retailers that engage 

early will see these gains quickly and become retailers of choice because of their flexibility and speed 

of response to market trends, shifts, and sentiments. Another enhancement will be their ability to 

invest back into the quality of their goods from the cost savings gained by improving buying power in 

the marketplace.  

IDC believes that strategic sourcing will continue to grow and will offer a pivotal competitive advantage 

for retailers to include in their tool belts. To the extent that Bamboo Rose can address the challenges 

described in this paper, the company has a significant opportunity for success and a first-mover 

advantage in comparison to its PLM peers and competitors.  
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