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Executive
Summary

Marketplaces are now an essential retail channel, accounting for over 60% of global
eCommerce transactions (Statista, 2024). But while most retailers are already selling
on at least one marketplace, few are doing it well enough to protect their margins,
maintain data integrity, and scale operations efficiently.

This whitepaper is a practical guide for retailers who are already on the marketplace
journey but are now facing friction from inconsistent product data and pricing
complexity to reconciliation and operational drag amongst other factors.

It concisely outlines actionable strategies and technology enablers that drive
sustainable growth and profitability across multiple marketplaces.

The Marketplace Reality:
Growth Comes with Complexity

For modern retailers, marketplaces promise reach, but that reach comes with
complications.Each platform has its own data formats, pricing logic, compliance
requirements, and fulfilment models.

McKinsey (2024) notes that “digital marketplaces are no longer side channels - they're

strategic ecosystems that require end-to-end operational integration.” Yet despite
this most retailers still operate them as disconnected silos.

As a result, we've observed retailers often have issues with:

e Slower listings and reduced discoverability due to poor product data
e Manual reconciliation between systems
e Inconsistent pricing and lost revenue control
e Mounting pressure on teams already juggling multiple platforms
Retailers have for the most part mastered marketplace participation. The next

competitive advantage lies in mastering marketplace precision, how well your
systems, data, and pricing intelligence work together.
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Product Data Quality:
The Invisible Engine of Marketplace Growth

If a product isn't seen, it isn't sold. And in marketplaces,
visibility depends entirely on data quality.

Every attribute, image, and description determines whether
your products are discovered, ranked, and then purchased.
However, many retailers struggle with poor, fragmented
data pipelines, and we've found it's not uncommon for them
to be managing thousands of SKUs across multiple
platforms manually.

When retailers rely on spreadsheets and exports, they risk:

The opportunity present in this is to elevate data from a
maintenance burden with tedious manual processes
attached, to a growth driver which can enable you to
outperform other marketplace sellers.

A centralised Product Information Management (PIM) or enriched data layer can
automatically format, enrich, and syndicate listings to every marketplace, greatly
improving efficiency when correctly integrated.

Beyond efficiency, the payoff is discoverability: retailers with high-quality,
synchronised product data see conversion rates up to 35% higher (Akeneo Global B2C
Survey, 2024).
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Many retailers assume that strong sales
equal strong profitability. In marketplace
environments, that assumption rarely holds
true.
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Ease of Operations:
The Cost of Manual Marketplace Management

Each marketplace is an ecosystem of
constantly changing rules, from VAT
handling to product categorisation, return
windows, and discount policies. Managing
these manually is not sustainable long term.

Marketplace operational drag manifests in
delayed listings, incorrect pricing updates,
and missed compliance windows. Over time,
this compounds into:

e Ranking penalties or account

In Gartner’s 2025 Market Guide for

suspensions , ,
Marketplace Operations, automation

and compliance are identified as top
or failed reconciliations investment priorities for retailers

e Staff burnout from repetitive, manual seeking scale.
data tasks

e Revenue leakage through untracked fees

On aggregate, operational simplicity doesn't come from fewer tools or increased
manpower, it comes from better integration between your existing tools and
identifying if those tools are truly up to scratch.

Leading retailers are simplifying operations through:

e Automated compliance and listing workflows
e Cross-channel order and return orchestration
e Real-time inventory sync and reallocation
e Reconciliation bots to match marketplace transactions with ERP
and finance data
This results in increased efficiency, accuracy and financial integrity.

Retailers who automate fulfilment and reconciliation see 35% faster order cycle times
and 50% fewer compliance errors (McKinsey, 2024).
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The Technology Blueprint for Marketplace Scalability

True scalability depends on a connected architecture, one that unites data, pricing,
fulfilment, and analytics in a single, orchestrated flow, giving you a single view.

A typical Marketplace Growth Stack looks something like this:

LAYER FUNCTION VALUE

PIM/MDM Centralized, Enriched, Compliant Improved Discoverability,
Product Data Improved Discoverability, Compliance
Compliance

OMS/WMS Unified Order & Warehouse Reduced Split Shipments,
Management Faster Fulfilment

Pricing & Margin Dynamic, Rules-Based Profitability Margin Governance,

Intelligence Tracking Automation

Integration Middleware API Orchestration Between ERP, PIM, Reduced Manual
OMS Intervention

Analytics & Bl Cross-Marketplace Visibility Actionable Insights, ROI

Tracking

Are all the above necessary to participate in marketplaces effectively? No, however
the integration between these layers does determine how efficiently your
marketplace operation can

Retailers that treat marketplaces as isolated sales channels will almost always be
reactive; those that embed them into a connected data ecosystem gain control,
agility, and predictability.

B moms
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Why System Integration Is the Multiplier

Technology alone doesn't solve fragmentation.
This is where experienced System Integrators (Sls) provide measurable value.

As an Sl specialising in retail technology, we've seen that the biggest transformation
occurs when systems talk to each other:

e Marketplace APIs integrated directly with ERP and finance systems

e Unified data taxonomies enabling one-click listing syndication

e Automated workflows for pricing, order reconciliation, and compliance tracking
Integration is not just a technical task; it feeds directly into your commercial
enablement. Retailers that align their marketplace stack through a dedicated Sl

reduce manual processes by 40-60% and reclaim thousands of lost margin points
annually.

Your goal should not simply be to just “manage” marketplaces, but to engineer a
system whereby marketplaces manage themselves, powered by intelligent
automation and connected data.

www.ayatacommerce.com 06



@ ayata

Final Thoughts:
From Marketplace Presence to Mastery

Most retailers are already selling into marketplaces. The next challenge is to sell
profitably and seamlessly.

We believe success in this depends on three factors:

e Data Integrity: Ensuring every product is compliant, discoverable, and consistent.
e Margin Governance: Embedding profitability into your pricing and fulfilment logic.

e Operational Integration: Automating the repetitive to focus on the strategic.

Retailers who can focus on all three of these gain the agility and visibility needed to
win in the marketplace economy, not just today, but as new platforms and compliance
frameworks emerge.
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