
 

 

 

2022 CODiE Award Submission: Best Business Technology Pivot 

Digital River’s mission is to enable businesses to sell their products and services to buyers 

across the globe as easily as they sell to buyers next door.   

In 2018, Digital River kicked off the most significant business model and technology pivot in its 

25+ year history. Our mission didn’t change, but we wanted to supercharge accessibility to 

ecommerce for brands and consumers around the globe.   

Our first step was to go headless. We put the brands back in charge of what they do best, 

managing the customer experience. In the past, Digital River was an end-to-end ecommerce 

platform that served enterprise-level clients with highly customized, high touch technology and 

services. Going headless, we could focus on what we do best, managing the complexities of the 

back office.  

We also needed to be much more agile. We shifted focus to developing more modern, flexible 

technology in the form of APIs, allowing brands to scale quickly with low-touch integration 

options. This new technology dramatically shortened launch time to weeks versus months or 

years.   

We wanted to increase the value we brought to brands by adding more modular flexibility. Our 

APIs are built to be universally compatible with leading ecommerce platforms. We then 

expanded our ecosystem, becoming a Commerce Passport hub. In 2021, we successfully 

approached eight of our former chief competitors – salesforce, BigCommerce, SAP, and others 

– to go to market as partners, all in one easy integration.   

The final phase of Digital River’s pivot delivered on our mission to empower brands to sell 

almost anything to anyone, anywhere in the world. Brands can now ship from 249 markets 

worldwide, including Japan and China. New partners in logistics and others such as Trevipay, 

Klarna, Avalara, Ascertify, have enhanced our capabilities to penetrate new verticals, such as 

apparel, e-learning, and health and beauty aids.  

From an existing client perspective, the pivot was not disruptive. We continue to fully support 

that business model. Prospects have reacted very positively to the new API technology and 

Commerce Passport ecosystem. Digital River’s client base has grown exponentially, and 

increased sales and profits for brands are realized more quickly.  

At the launch of the effort, the need for the pivot was presented from all stakeholder 

perspectives, including employees. For Digital River to remain relevant in the ever-changing 

commerce marketplace, we had to make the change happen and happen quickly. A road map 

was defined. Leadership check-ins with all employees increased. A dedicated office of project 

management was established to be the hub of the effort, with cross-functional teams created to 

focus on global expansion, ecosystems, and a partner-centric model.  

The culmination of our efforts has created a commerce super passport that allows clients 

access to new markets and new geographies, attracting new customers easier than they have 

been able to in the past. 


