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NetSuite Expands Pre-Built Connectors:
Salesforce, Shopify B2B, and Outlook Integration

Introduction

Oracle NetSuite is extending its native NetSuite Connector platform to integrate seamlessly with leading
CRM, e-commerce, and productivity tools — notably Salesforce, Shopify's B2B e-commerce, and
Microsoft Outlook. The goal is to establish NetSuite ERP as a single source of truth for business data
across systems and to eliminate manual data entry and batch exports. By automating data flows in real
time, these integrations provide up-to-date information in one central location, breaking down data silos
and reducing errors (Source: netsuite.com)(Source: houseblend.io). This report examines the purpose
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and strategic value of these connectors, how each works in practice (architecture, APIs, sync processes,
data mappings), example use cases, key benefits, and a comparison to integration strategies of
competitors like Microsoft Dynamics 365, SAP Business One,_and Oracle Fusion Cloud ERP.

Strategic Value of Native Integrations

NetSuite's strategy in offering pre-built connectors is to streamline end-to-end business processes by
unifying data across disparate platforms. Instead of relying on third-party middleware or error-prone
manual transfers, NetSuite’s own connectors offer preconfigured, supported integrations that
accelerate deployment (Source: houseblend.io). This has several strategic benefits:

e Centralized Data & Single Source of Truth: NetSuite ERP remains the authoritative system for core
records (customers, items, orders, finances) while seamlessly exchanging data with external
systems. All critical information — whether originating in CRM, an online store, or email — is
consolidated in NetSuite for a comprehensive, real-time view (Source: houseblend.io). This
centralization improves cross-department visibility and reporting accuracy.

¢ Reduced Manual Work and Errors: By automating data transfer, organizations avoid duplicate data
entry, spreadsheet imports, and other manual processes that slow workflows and introduce mistakes
(Source: netsuite.com). Repetitive tasks like re-keying orders or copying contact info are eliminated,

saving staff time and preventing errors due to inconsistent data (Source: prnewswire.com).

o Faster Cycle Times: Integrated systems enable faster order-to-cash and service cycles. For
example, a sales order from an e-commerce site or CRM can flow into NetSuite instantly for
fulfillment and billing, speeding up delivery and invoicing. Real-time updates mean no waiting for
nightly batch jobs — transactions and updates propagate across systems within minutes or seconds,
allowing teams to act on fresh information.

e Improved Decision-Making & Customer Experience: With unified data, sales reps, finance teams,
and operations can each see the full picture. Sales can view invoice status or inventory levels from
NetSuite while in Salesforce; finance can see CRM sales pipeline turning into actual revenue in
NetSuite. Customers and B2B partners benefit from more informed service — e.g. sales reps won't
sell out-of-stock products, and buyers get timely status updates on orders. Overall, the connectors
help deliver a smoother, more responsive customer experience by ensuring all systems are in sync.

In summary, the pre-built connectors reinforce NetSuite's role as an integrated business platform.
Organizations can embrace best-of-breed solutions (like Salesforce CRM or Shopify e-commerce)
without sacrificing unified data. The strategy adds value to NetSuite ERP by broadening its connectivity,
thereby increasing NetSuite's stickiness in environments where multiple cloud apps are used.
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NetSuite Connector Overview and Architecture

NetSuite Connector is offered as an add-on module that provides out-of-the-box integrations to popular
third-party applications. Under the hood, these connectors are powered by Oracle Integration Cloud
(OIC) in many cases, giving a secure, scalable integration layer to handle data mapping, transformation,
and process flows. NetSuite exposes APIs (RESTlet/SuiteTalk) which the connectors use to send/receive
data, while adapters for external platforms (Salesforce's API, Shopify's API, Microsoft's Graph/Exchange
API for Outlook, etc.) handle the other end. This architecture abstracts the technical complexity:
administrators configure integrations through a self-service interface in NetSuite, rather than coding

directly against APlIs.
Key aspects of the connector architecture and operation include:

o Event-Driven Sync with Real-Time Capabilities: The connectors enable near real-time
synchronization. Changes in one system (a new order, an updated customer, an email received)
trigger immediate updates in the other system. For example, NetSuite Connector for Salesforce
delivers real-time data flow between Salesforce and NetSuite, so that updates (e.g. a closed deal, a
new invoice) appear in the other platform moments later (Source: prnewswire.com)(Source:
houseblend.io). Similarly, the Shopify connector leverages webhooks and scheduled pulls so that a

web order is imported to NetSuite almost instantly, and inventory changes in NetSuite reflect on the
storefront with minimal delay (Source: houseblend.io). This responsive, event-driven design is a shift
from traditional batch integration, ensuring users always have current data.

e Pre-Built Data Mappings and Templates: Each connector comes with predefined mappings for
standard record types and fields. Out-of-the-box, it knows how to map objects between the systems
(e.g. Salesforce Account — NetSuite Customer, Shopify Order — NetSuite Sales Order) and aligns
common fields (name, address, line items, etc.). NetSuite provides templates covering typical
objects like customers, orders, invoices, items, payments, etc. (Source: houseblend.io)(Source:
houseblend.io). Administrators can adjust these mappings or add custom field mappings through a
user-friendly interface — no coding required. This flexibility allows tailoring the integration to
business-specific needs while relying on sensible defaults for quick setup (Source: houseblend.io).

¢ Synchronization Controls and Scheduling: The connectors usually support bi-directional sync
where appropriate, but also allow one-way flows or specific rules as needed. Admins can enable or
disable particular data flows (for instance, one might enable NetSuite->Shopify inventory updates,
but disable Shopify->NetSuite product creation if they prefer NetSuite as the master source).
Synchronization intervals are generally real-time or very frequent, though some non-critical data
could be synced on a scheduled basis if configured. For example, in NetSuite's Shopify integration
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app, an administrator can toggle on/off flows for orders, fulfillments, products, customers, and
inventory updates (Source: houseblend.io)(Source: houseblend.io). These toggles and scheduling
options ensure the integration fits the company's workflow and API usage limits.

e Monitoring and Error Handling: Because the connectors are native to NetSuite (and built on OIC),
users get monitoring dashboards to track sync status, success/failure counts, and detailed error logs
if any record fails to sync. This is crucial for reliability — any integration errors (say a missing field
mapping or a network issue) can be caught and resolved, with the system queuing retries. The self-
serve portal allows business users (with appropriate role permissions) to manage these integrations
without needing deep developer intervention.

It's worth noting that the NetSuite Connector for Outlook is slightly different in implementation - it
functions via an Outlook add-in (available through Microsoft AppSource) that interfaces with NetSuite's
CRM APIs. Still, it follows the same principle of using published APIs on both sides and offering admin
configuration for what to sync (emails, calendar events, contacts) and how. All connectors aim to be
secure (using token-based authentication or OAuth to connect systems) and supported by the vendor
(avoiding reliance on third-party tools).

NetSuite's approach mirrors an industry trend: delivering more integration out-of-the-box so customers
spend less time building custom connectors. Next, we dive into each specific integration — Salesforce,
Shopify B2B, and Outlook — to see how they work and the value they provide.

NetSuite—-Salesforce Connector: Unifying ERP and CRM

Purpose: The NetSuite Connector for Salesforce links the front-office world of Salesforce CRM with the
back-office NetSuite ERP. Strategically, this targets organizations that use Salesforce for sales,
marketing, or customer service while relying on NetSuite for finance, order management, and fulfillment.
The integration's purpose is to align customer and transaction data between the two platforms in
real time, eliminating duplicate entry and giving teams a shared, 360° view of the business. It breaks
down the historical separation between CRM and ERP data. Gary Wiessinger, Oracle NetSuite SVP, noted
that previously joint customers had to perform “manual batch updates or use third-party products to
harmonize data between the two platforms.” Now the connector automatically keeps Salesforce and
NetSuite in sync, expanding visibility into orders, customer info, fulfillment, and financials — thereby
improving the speed and accuracy of processes and decisions.

How the Salesforce Integration Works: The connector enables a bi-directional, real-time sync
between Salesforce and NetSuite for key record types. It is delivered as a SuiteApp/Module in NetSuite
(available since the 2025.1 release, initially for North America) that utilizes Oracle Integration Cloud
behind the scenes (Source: netsuite.com). NetSuite administrators can set up the connection by
providing Salesforce credentials and then select which data flows to activate. The integration uses
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Salesforce APIs (SOAP/REST) and NetSuite SuiteTalk/RESTlets to push or pull data as changes occur.
Oracle Integration Cloud acts as the mediator, with pre-built flow orchestrations that can be monitored in
NetSuite's interface.

Key data synchronized includes:

¢ Accounts/Customers and Contacts: Customer records in NetSuite and Account/Contact records in
Salesforce are aligned. When a new customer is created in NetSuite (e.g. via an e-commerce order or
financial process), it can automatically create or update the corresponding Account and Contact in
Salesforce, and vice versa. This ensures both systems refer to the same organizations and people
with consistent details (addresses, phone, etc.) (Source: houseblend.io). Updating a contact in one
system (say a new email in Salesforce) can update the NetSuite customer record, maintaining one
truth.

¢ Products/Items: Product catalogs can be shared. NetSuite's item master (inventory items, service
items, pricing) can sync to Salesforce as Products and Price Books. For example, NetSuite's base
price or item price levels can map into Salesforce price book entries. This prevents sales from
quoting products that are not in ERP or using outdated pricing. Item availability or stock levels from
NetSuite can also be made visible in Salesforce, so reps know if inventory is available before
promising to a customer (Source: houseblend.io).

e Sales Orders (Opportunities/Quotes to Orders): Critically, the connector automates the flow from
a Salesforce deal to a NetSuite order. A “"Closed—Won" Opportunity or a Salesforce Order (if using
Salesforce’s order object) will trigger creation of a Sales Order in NetSuite with all line items,
customer data, and pricing details (Source: houseblend.io). This kicks off fulfillment processing in
NetSuite immediately. Conversely, updates to order status in NetSuite (e.g. item fulfilled or invoice
created) can sync back to Salesforce, so sales reps see the fulfillment progress on their side
(Source: houseblend.io). This two-way order sync aligns the sales pipeline with actual order
execution.

¢ Invoices and Payments: Financial transactions from NetSuite are made visible to Salesforce users.
Once NetSuite generates an invoice, that record (and its status, amount due, etc.) can be synced to
Salesforce (sometimes as a custom object or through Salesforce Finance integration mechanisms)
so that account managers can view open invoices and payment history from within Salesforce.
Payments recorded in NetSuite (including status like paid vs outstanding) likewise sync, giving
Salesforce users real-time insight into a customer’s financial standing (credit hold, overdue
balances). This helps sales and service teams make informed decisions (e.g. requiring payment
before new orders).
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e Other Objects: The connector can also sync ancillary data like Salesforce cases to NetSuite support
records, or marketing data to NetSuite, if those flows are enabled - though the core focus is on the
objects above that drive order-to-cash. Notably, it also supports Salesforce Marketing Cloud
according to reports, meaning leads or campaigns could be integrated, but details on that are
limited.

Powered by OIC, the integration is configurable via a NetSuite Ul screen. Administrators map Salesforce
fields to NetSuite fields (with sane defaults pre-mapped), set frequency (most are event-driven
immediate sync), and can monitor all data flows in one place (Source: houseblend.io). Because Oracle
built this connector in-house, it's optimized for NetSuite’s data model and comes with support — a
departure from previous reliance on third-party iPaaS solutions. (It's essentially NetSuite catching up to
customer demand for a native ERP-CRM tie-in, much like Microsoft offers between Dynamics 365 CRM
and ERP.)

Use Case Example: A concrete scenario illustrates the integration’s impact. Imagine a sales rep closes a
big deal in Salesforce. They mark an Opportunity as Closed Won with a set of products and quantities.
Immediately, NetSuite Connector converts that into a Sales Order in NetSuite (no waiting for
someone to manually re-enter it) (Source: houseblend.io). The warehouse sees the new order in NetSuite
instantly and can start picking and shipping. As fulfillment progresses, NetSuite updates the order status
(to shipped) and adds tracking numbers. The connector then pushes those updates back to Salesforce
automatically — so the rep, from within Salesforce, can see that their order has been shipped and even
the tracking info (Source: houseblend.io). When finance creates an invoice and applies the customer’s
payment in NetSuite, that payment status syncs to Salesforce as well. Everyone stays on the same
page: the sales team didn’t have to call accounting for an update, and the customer gets their product
without delays. This streamlined workflow eliminates multiple hand-offs and data re-entry points that
would have existed without integration.

Benefits: The Salesforce—-NetSuite connector delivers numerous benefits across departments:

e Sales Team Efficiency & 360° View: Reps in Salesforce get a full view of each account’s status
without leaving their CRM. They can see NetSuite information like order history, fulfillment status,
inventory availability, credit limits, and outstanding invoices right inside Salesforce (Source:
houseblend.io)(Source: houseblend.io). This context means a salesperson can answer customer
questions (e.g. "Has my order shipped?" or "What's my account balance?”) on the spot, improving
customer experience. Leads and opportunities flow into NetSuite automatically once they become
orders, so reps don't waste time re-keying data or filling out internal order forms (Source:
houseblend.io). Ultimately, it lets sales focus on selling rather than administrative updates, and
ensures the CRM data is always accurate and up-to-date. One Salesforce executive noted that
unifying data between Salesforce and NetSuite “provides a foundation for improved CRM
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experiences, from automated workflows to Al-powered agents.” — meaning sales teams can even
leverage Al on Salesforce now that it has reliable ERP data (for example, to recommend products
based on inventory or to automate tasks when payments are overdue).

e Faster Order-to-Cash & Finance Accuracy: The integration accelerates the order processing and
revenue recognition cycles. As soon as a deal is closed in CRM, it's in ERP — compressing the lag
between sale and fulfillment (Source: houseblend.io). Invoices and payments sync back, so finance
always has the latest sales data for cash forecasting. Shared data reduces errors like missed billing
or duplicate customer records. NetSuite's financial metrics (credit holds, payment terms, etc.) in
Salesforce help sales only pursue healthy accounts. The finance team benefits from not having to
chase down information in emails or reconcile separate systems - all revenue activity is visible in
NetSuite for accounting, and any updates they make (like issuing a credit or refund) are reflected to
sales. This real-time link “reduces revenue leakage and errors” and gives finance a clearer view
of how pipeline converts to revenue (Source: houseblend.io).

e Operations & Customer Service Coordination: With orders syncing in real time, fulfillment and
operations teams in NetSuite see new sales the moment they happen, allowing immediate action
(Source: houseblend.io). This is critical for companies with high order volumes or tight SLAs.
Additionally, both systems showing order and shipment status means a support rep in Salesforce can
answer “Where's my order?"” without asking the warehouse. Inventory syncing from NetSuite to
Salesforce (inventory levels and product data) means sales cannot sell something that isn’t in stock
(Source: houseblend.io) - preventing customer disappointment and backorders. Overall,
interdepartmental coordination improves: no more nightly integration scripts or Excel exports. It
aligns the ERP and CRM as one system in practice, increasing data consistency and trust.

It's important to mention that as of early 2025 this connector is initially available in North America
only(Source: houseblend.io), with plans to expand globally. Even so, it marks a significant move by Oracle
NetSuite to embrace integration with a rival CRM platform. By doing so, NetSuite acknowledges the
prevalence of Salesforce and aims to make the NetSuite ERP more attractive to Salesforce-centric
businesses. In effect, NetSuite can position itself as the ideal ERP for Salesforce customers by removing
integration friction.

NetSuite—Shopify B2B Connector: Streamlining E-Commerce and
ERP

Purpose: NetSuite's connector for Shopify B2B is designed to unify online commerce operations with
back-office ERP processes. Shopify is a popular platform not just for B2C storefronts but also for
companies running B2B online portals (Shopify's wholesale/B2B features allow business customers to
log in, see custom pricing, place orders on terms, etc.). The integration’s main purpose is to ensure that
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orders, inventory, customer data, and pricing from Shopify are automatically synchronized with
NetSuite, creating a single source of truth for all commerce transactions. This eliminates manual
import/export between the web store and ERP, which in turn prevents errors like selling unavailable stock
or failing to fulfill orders promptly. It also lets NetSuite serve as the master record for critical data
(products, stock levels, financials) while Shopify serves as the online sales channel — all in harmony.
Ultimately, the strategic value is to support an omnichannel commerce model: whether sales come
through B2C or B2B Shopify storefronts, they are handled efficiently in one integrated system (NetSuite).

How the Shopify B2B Integration Works: The NetSuite Connector for Shopify is available as of NetSuite
2025 Release 1 and focuses on bi-directional sync of e-commerce data. NetSuite provides this as a
SuiteApp (bundle) that can be installed and configured. On the Shopify side, Oracle offers an official
NetSuite ERP Connector app in the Shopify App Store (Source: houseblend.io). Setting up the
integration involves installing the Shopify connector in NetSuite (or enabling it if bundled) and connecting
it to the Shopify store via OAuth (Shopify API credentials). Once connected, users can choose which data
flows to enable: common flows include Orders, Customers, Fulfillments, Items/Products, Inventory, and
Financials (payments/refunds). The connector leverages Shopify’s REST/GraphQL APIs and webhooks
for real-time triggers. For example, when a customer places an order on the Shopify site, a webhook
triggers the connector to pull that order into NetSuite immediately (Source: houseblend.io). NetSuite will
create a corresponding Sales Order record. Conversely, a change in NetSuite (like an inventory update or
fulfillment status update) is sent to Shopify via API to update the online store data.

Key synchronization points include:

e Customers and B2B Company Accounts: In a B2B context, Shopify allows “Company” records with
multiple buyersfusers and specific terms. The connector brings Shopify business customer
accounts into NetSuite, creating or updating NetSuite Customer records for each company
(Source: houseblend.io). It also syncs individual contact persons: if a new customer registers on the
Shopify storefront, that contact info appears in NetSuite (either as a new customer or linked to an
existing customer record for repeat clients). This ensures that NetSuite’'s customer master file
includes all Shopify buyers. Any updates to customer info (addresses, etc.) on one side can flow to
the other. The result is a unified customer database — no separate maintenance of web customers
versus ERP customers. For B2B specifically, the connector handles payment terms and special
price lists defined in Shopify: for instance, if a customer has Net 30 terms and tiered pricing in
Shopify, those terms and pricing agreements are reflected in NetSuite so that invoices and sales
orders honor the same conditions (Source: houseblend.io). This is crucial for accurate billing and
revenue management of B2B transactions.

e Products, Pricing, and Inventory: NetSuite is often the product and inventory master. The
connector can sync product catalog data from NetSuite to Shopify, including item names,
descriptions, SKUs, and images, ensuring the online store is always up-to-date with the ERP’s item
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information. It also synchronizes inventory levels — typically NetSuite's available-to-sell quantities
are pushed to Shopify so that the website reflects current stock and won’t allow overselling. For B2B,
custom price lists set up in Shopify (unique contract pricing for a specific customer or customer
group) can be pulled into NetSuite or matched with NetSuite's pricing rules so that the ERP knows
the correct pricing for orders from that customer (Source: houseblend.io). Price updates can flow
either direction as configured. Essentially, the integration treats NetSuite as the central hub for item
and inventory data, broadcasting updates to Shopify, while also capturing any Shopify-specific data
(like online-only SKUs or digital products) if needed.

e Orders and Fulfillment: When an order is placed on Shopify, the connector will create a Sales
Order in NetSuite with all details — customer info, line items, shipping method, discounts, etc.
(Source: houseblend.io). It supports both B2C orders (immediate payment, typically Credit Card
captured by Shopify) and B2B orders (which might be placed on credit terms). If the order was paid
online, that payment can come into NetSuite as a Customer Payment or Deposit on the order. If it's
on terms (invoice to be paid later), NetSuite will treat it accordingly. As the order is processed in
NetSuite (picked, packed, shipped), the fulfillment status and tracking number are sent back to
Shopify by the connector. This automatically updates the order status in the customer’s Shopify
account and can trigger Shopify to send shipment notifications to the buyer. Any returns or
cancellations can also sync both ways (for example, if an order is canceled in Shopify, the connector
can delete or close it in NetSuite; if a refund is issued in NetSuite, it can inform Shopify to update the
customer’s order record). The synchronization of orders is typically real-time: “when an order is
placed on your Shopify site, it shows up in NetSuite moments later”. Similarly, if an order is fulfilled in
NetSuite, within moments Shopify reflects that update — supporting timely communication to
customers.

e B2B Specific Data: The connector is tailored for Shopify's B2B features. This means it handles
multi-tiered pricing (price lists per customer) and terms as mentioned, but also things like
company registration. For instance, if a new company signs up on the Shopify B2B portal, that
record will flow into NetSuite (perhaps as a customer lead or automatically as a customer record). If
Shopify B2B uses fields like Tax ID or Reseller ID for customers, those can map to NetSuite fields.
Essentially, it ensures that the nuances of B2B e-commerce (which often mimic EDI-like transactions
but via a web portal) are captured in NetSuite just as any other B2B order would be.

NetSuite’s Shopify Connector provides an interface to toggle automatic synchronization for key data
flows (orders, fulfillments, products, customers, inventory, etc.) between the e-commerce store and
NetSuite ERP. Administrators can enable or disable specific flows to fit business needs, all through a
friendly UI.
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Once configured, the connector runs continuously. NetSuite becomes the operations hub for all Shopify
sales: employees can manage all orders (including web orders) in NetSuite, and any changes they make
propagate back to Shopify without manual effort. The initial setup typically involves selecting which flows
to turn on and mapping any custom fields, but Oracle provides detailed documentation and even a guided
wizard for connecting the systems (Source: houseblend.io). The design is intentionally flexible and no-
code, so businesses can start with basic integrations and expand as needed without technical rework

(Source: houseblend.io).

Use Case Example: Consider a company that sells wholesale coffee equipment and uses Shopify B2B
for its wholesale customers. A procurement manager at a client company logs into the Shopify portal,
browses their custom catalog with negotiated prices, and places an order for 100 units of a product on
30-day net terms. As soon as they click “Submit Order,” the connector springs into action: NetSuite
receives the order (with all line items, the customer’s account info, the Net 30 payment terms, and the
special pricing specific to that customer) and creates a Sales Order in the ERP. The operations team sees
the new order in NetSuite immediately and starts fulfillment — picking and packing the coffee equipment
for shipment. Once they ship and mark the order fulfilled in NetSuite (entering tracking numbers from the
carrier), the connector updates the order status in Shopify automatically. The wholesale customer can log
into the Shopify portal and see “Shipped” with tracking info, without anyone on the selling company's
side manually updating Shopify. Meanwhile, NetSuite, having the order on payment terms, records the
accounts receivable; the finance team in NetSuite knows exactly when payment is due (30 days) and can
manage collection accordingly. Inventory levels for those 100 units are decremented in NetSuite, and the
connector pushes the updated inventory count to Shopify — preventing any other buyer from ordering
more than what’'s now available. In the end, the process was seamless: no spreadsheets, no double entry.
The customer got their goods and notifications promptly, and each department (sales, ops, finance) had
the info they needed in NetSuite in real time.

Benefits: Integrating Shopify B2B (and B2C) with NetSuite yields significant benefits across the
organization:

¢ Operational Efficiency & Speed: The most tangible benefit is the automation of order processing.
Orders flow directly from the website to ERP, so there is no lag in fulfillment. This can shorten the
order fulfillment cycle from potentially hours (if waiting on an import) to minutes. By accelerating
order-to-fulfillment, companies can ship faster and reduce backlog. Automation also removes the
need for employees to perform routine tasks like downloading orders or uploading tracking numbers
- freeing them for higher-value work. One key win is inventory management: inventory sync means
the online store always reflects actual stock, preventing sales of out-of-stock items and thereby
avoiding customer frustration and backorders (Source: houseblend.io). It also means inventory
counts in NetSuite immediately consider web sales, which helps procurement and production plan
accurately.
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e Improved Data Accuracy & Consistency: With a single integrated dataset, the likelihood of errors
plummets. No more keying orders into NetSuite from an email (avoiding typos), and no discrepancies
between what the customer ordered and what is fulfilled. Finance can trust that every Shopify sale is
recorded in NetSuite's financials (simplifying reconciliation). The connector ensures all sales
channels (online B2C, B2B, phone orders, etc.) are consolidated in one financial system
(NetSuite) for reporting. This holistic view means when generating financial statements or sales
reports, nothing is missed or double-counted. Data like customer info stays unified rather than
fragmented between siloed systems (Source: houseblend.io)(Source: houseblend.io). Overall, it
greatly improves data quality and reliability in decision-making.

e Better Customer Experience: For sales and customer service teams, having every online order and
customer record in NetSuite (which could also be tied to CRM) gives a 360° customer view. A
customer service rep can see a Shopify B2B customer’s entire history of interactions (quotes, orders,
payments) in NetSuite and answer inquiries quickly. If a B2B client calls asking for an update on their
web order, any NetSuite user can see that order’s status (and if shipped, the tracking info)
immediately (Source: houseblend.io)(Source: houseblend.io). There's no need to log into the Shopify
admin separately — reducing "“swivel-chair” between systems. Also, customers benefit from faster
order confirmations and shipments. The connector ensures that when an order ships, the customer
is notified via Shopify automatically (since the fulfilment info went back), which meets the
expectations of modern buyers for timely updates. In short, it helps deliver an omnichannel
customer experience where it doesn’'t matter if the order came through a sales rep or the website —
the service level is consistent.

e Finance and Accounting Benefits: From a finance perspective, having web orders in NetSuite
means revenue from the Shopify channel is recognized in the proper period without delay, and
accounts receivable are tracked for B2B sales on terms. This integration eliminates the prior need to
manually pull e-commerce sales reports and enter journal entries. It also simplifies reconciliation:
the payment gateway settlements from Shopify can be matched to the sales in NetSuite, making it
easier to reconcile bank deposits with online sales. Additionally, tax handling is more straightforward
— if Shopify calculates sales tax, those can be brought into NetSuite, which helps in later tax filings.
The finance team effectively sees all sales (across e-commerce and other channels) in one

system, enabling unified financial reporting and analysis.

In summary, the NetSuite-Shopify connector (especially with Shopify's B2B capabilities) ensures that
online storefronts and back-end ERP operate as one, which is critical as businesses increasingly sell
through multiple channels. By maintaining NetSuite as the "brain” for orders, inventory, and financials,
while Shopify acts as the customer-facing “skin,” companies get the best of both worlds with minimal
manual intervention.
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NetSuite—Microsoft Outlook Connector: Syncing Email/Calendar
with ERP CRM

Purpose: The NetSuite Connector for Microsoft Outlook is aimed at bridging personal productivity tools
(email, calendar) with enterprise records in NetSuite's CRM module. Salespeople, account managers, and
other employees often live in their email inbox and calendar (Outlook), and historically, logging those
communications into an ERP/CRM was manual and often neglected. The purpose of this integration is to
automate the capture of emails and calendar events into NetSuite, creating a complete history of
customer communications without relying on users to copy-paste or double-enter information.
Strategically, this improves data quality in NetSuite CRM (every customer interaction is tracked), boosts
productivity (no more tedious CRM updates), and increases user adoption of NetSuite's CRM features
(since data flows in automatically from Outlook). It effectively brings NetSuite functionality into the
Outlook interface, so users can stay in their familiar email environment while NetSuite works in the
background to record interactions. This aligns with the goal of making NetSuite ERP/CRM a central hub
for all customer information, including unstructured communications, thus supporting better customer
relationship management and team collaboration.

How the Outlook Integration Works: The NetSuite—Outlook connector typically operates via an Outlook
add-in (available on Microsoft AppSource as “NetSuite Connector” by Oracle or a partner) that users
install in their Outlook (desktop, web, or mobile). Oracle announced this as a new integration in early
2025, indicating it's a fully supported solution (Oracle may have partnered with an established provider
like iEnterprises, who offers a similar Outlook integration). Once configured with the user’'s NetSuite
credentials, the add-in and underlying service enable two-way synchronization of:

¢ Emails: When an email is sent or received in Outlook, the user can easily attach (log) that email to a
record in NetSuite. For example, an email from a prospect can be saved to that prospect’s Lead
record in NetSuite with one click. Users can also enable an auto-sync so that all emails to/from
certain domains or contacts are automatically copied into NetSuite (using BCC or background sync)
without any manual step. The connector looks at the sender/recipient addresses to match them with
NetSuite records (customers, leads, vendors, etc.) and then logs the email content (and even
attachments) to the appropriate NetSuite record’'s communications tab. If the email corresponds to
multiple records (say a customer and a specific opportunity), users can choose where to attach it.
This creates a permanent, searchable archive of client communications inside NetSuite. Additionally,
the connector allows using NetSuite email templates from within Outlook when composing
messages — meaning a sales rep could insert an approved template stored in NetSuite while replying
in Outlook, and that email still gets logged to NetSuite automatically.
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e Calendar Events: Meetings and appointments scheduled in Outlook can sync into NetSuite as
events (on customer or project records, or on the user's activities). For instance, if a sales rep
schedules a meeting with a client in Outlook, the connector will create a corresponding event in
NetSuite linked to that client’s record. Details like date/time, attendees, and subject are carried over.
This allows NetSuite to have a full timeline of past and upcoming interactions. It works both ways - if
an event is created in NetSuite (e.g. a follow-up task), it could push to the user's Outlook calendar,
but the typical use case is capturing Outlook meetings into NetSuite. By syncing calendars, an
account manager's customer meetings are visible to their team via NetSuite, not hidden in personal
calendars.

e Contacts/Leads: A powerful feature is the ability to auto-create new NetSuite records from
incoming emails. If an email comes in from an address that doesn’'t match any existing contact or
lead in NetSuite, the connector can automatically generate a new Lead or Contact record in NetSuite
CRM with that email address and name. This eliminates the chance that a potential customer inquiry
gets lost because someone forgot to enter it into the CRM. Essentially, your sales pipeline can start
filling itself from your inbox. Users can configure rules for this (to avoid creating junk leads from
spam, for example). Additionally, the add-in lets users manually create NetSuite records from
Outlook - e.g. highlight a sender and create a new Lead in NetSuite, all without leaving Outlook. The
contact sync can also work in general (synchronizing address book contacts between Outlook and
NetSuite if desired), but the lead capture from email is a standout feature to ensure every inquiry is
tracked.

Technically, the connector uses Microsoft's Graph API or Exchange Web Services to watch for new
messages/events, and NetSuite's REST/SOAP APIs to create or update records. The sync can be
configured to be real-time or periodic. Oracle described it as “real-time data flow between Outlook Mail,
Calendar, and NetSuite”(Source: prnewswire.com) — so when a sales email is sent, it's immediately visible

in NetSuite's customer record. Security is handled through Microsoft's add-in framework (the add-in can
only access mailbox data with user permission and transmits to NetSuite securely). The integration works
with Office 365 cloud accounts and can also work with on-prem Exchange via the add-in.

Use Case Example: Consider an account executive who corresponds daily with clients and prospects via
Outlook. Without integration, they'd need to manually copy important emails into NetSuite or rely on
memory for context. With the connector, this process is seamless. For example, a new inquiry comes in
via email from a prospect. The connector automatically creates a Lead in NetSuite CRM because it
sees the sender is not yet in the system. The email itself is attached to that lead record’s activity log, so
anyone viewing the lead in NetSuite can read the inquiry. The sales rep replies to the email in Outlook,
perhaps using a NetSuite template for consistency, and checks a box (or it's preset) to log that outgoing
message to NetSuite as well. Now the lead record in NetSuite has the entire email thread stored. She then
schedules a follow-up call — when creating the meeting in her Outlook calendar, she uses the add-in to
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relate it to the NetSuite lead. The event appears on the lead record in NetSuite automatically. Later, if this
lead converts to a customer and the account is transferred to a different account manager, that colleague
can open the customer record in NetSuite and see all the emails and meetings that have happened with
this customer during the sales cycle. There's a complete communication history, which greatly eases the
hand-off. Another scenario: a finance collections employee emails a customer about an overdue invoice
from Outlook; thanks to the connector, they attach that email to the invoice record in NetSuite. Now,
anyone in finance can open the invoice in NetSuite and see exactly what was communicated and when,
improving transparency and avoiding redundant follow-ups.

Benefits: The Outlook connector yields several important benefits:

¢ Sales Productivity and CRM Adoption: It significantly reduces the manual burden on sales and
support teams to keep CRM up to date. Emails and meetings are captured passively, so reps spend
less time on data entry and more time engaging customers. This encourages more complete data in
NetSuite — since it's no extra work, reps are happy to have every email logged. It provides sales
managers with better insight into activity levels (they can see client communications in NetSuite
without nagging reps to log calls). Ultimately, it helps salespeople by acting as a personal assistant
that files their correspondence for them. One result is “reps can focus on selling and relationship-
building instead of data entry”, and managers get reliable activity logs to coach and forecast. It also
prevents leads from falling through the cracks — that automatic lead creation means every inquiry is
accounted for, which can directly boost sales funnel opportunities.

¢ Complete Customer Communication History: With all relevant emails and meetings attached to
NetSuite records, the company builds a knowledge base of interactions. If a key employee leaves
or hands off an account, their colleagues can quickly get up to speed by reading the email threads in
NetSuite — no need to dig through that person’s mailbox (which might be inaccessible). This is
invaluable for maintaining continuity in customer relationships. It also aids in dispute resolution or
compliance: if there's ever a question of "who agreed to what and when,” the emails are on the ERP
record as an audit trail. For finance and legal teams, having these communications logged with
transactions (like the collections example or supplier emails on a purchase order) provides clarity
and accountability. In regulated industries, recording communications can help with compliance and
record-keeping requirements.

e Cross-Team Visibility and Collaboration: By syncing Outlook with NetSuite, information silos are
broken down. Emails that would previously sit in an individual’s inbox are now visible (to authorized
users) on a shared system. A project manager could see that a colleague emailed a client about a
delivery delay, because that email is on the project record in NetSuite. An operations manager could
find an email thread with a vendor attached to the purchase order record. This shared visibility
fosters teamwork; everyone who touches an account or project can stay informed of the latest
communications without needing to be CC'd on everything. It essentially pulls collaboration out of
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private inboxes and into NetSuite, where it's accessible and persists even if employees change roles.
Moreover, scheduling information from calendars being in NetSuite means, for example, a service
manager can see all upcoming customer meetings in NetSuite's calendar view and allocate resources
accordingly. In short, it enhances transparency across the organization.

¢ Quicker Response Times and Better Service: With emails logged in NetSuite, if a customer calls in,
any employee can read through the recent correspondence to assist them without saying “let me
check with so-and-so.” The sales rep on vacation can have colleagues cover for them because the
communications are all in the system. Also, the connector’s ability to surface NetSuite data inside
Outlook (like showing a pane with the customer’s NetSuite details when you open an email) means
employees have context at their fingertips when writing emails. For instance, when an email from a
customer is opened, the add-in can display that customer’s account status from NetSuite (recent
orders, balance due), allowing a more informed reply. This leads to a more responsive and informed
customer service experience.

Overall, the Outlook integration addresses the classic challenge of CRM systems: user adoption and data
completeness. By meeting users in their natural workflow (email) and automating logging, NetSuite
ensures the CRM/ERP has rich data without burdening the staff. It's a move that also keeps NetSuite
competitive with other CRM systems (many of which have long offered Outlook plugins for email
tracking). The result is a win-win: employees keep using Outlook as usual, and NetSuite quietly captures
all the critical communication data in the background.

Comparison with Competitors' Integration Strategies

NetSuite's expansion of pre-built connectors is part of a broader trend in ERP systems to offer native
integrations. Here's how NetSuite's strategy compares to key competitors:

e Microsoft Dynamics 365 (Business Central & Finance): Microsoft's ERP offerings emphasize
integration within the Microsoft ecosystem. Dynamics 365 natively integrates with other Microsoft
products (e.g. Office 365, Outlook, Teams, Power BIl) out-of-the-box. For example, D365 Sales
(CRM) and D365 Finance share a common platform in many cases, so ERP-CRM integration is built-
in if you use Microsoft's stack. However, Microsoft has also recognized the need to connect with
external apps — notably, Dynamics 365 Business Central (an SMB ERP like NetSuite) includes an
official Shopify Connector similar to NetSuite's. This connector allows bi-directional sync of
products, inventory, customers, and orders between Shopify and Business Central, enabling users to
“manage your business and your Shopify store as one unit.”. It's pre-installed in new versions of
Business Central, showing Microsoft's commitment to pre-built e-commerce integration. Where
Microsoft differs is the reliance on the Power Platform (Power Automate and Dataverse) to connect
with many third-party apps. They provide a library of connectors and templates — so a Dynamics 365
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user could use Power Automate to integrate with Salesforce or other services, but this may require
more configuration compared to NetSuite's purpose-built connectors. For Outlook, Microsoft has an
edge since Outlook integration is native for D365 CRM - the Dynamics 365 App for Outlook
automatically tracks emails, appointments, etc., in a similar fashion to NetSuite's new connector. The
key difference is that Microsoft's solution works only with their CRM; NetSuite now provides that
capability for its ERP/CRM. In summary, Microsoft's strategy is deeply ecosystem-centric
(encouraging customers to use Dynamics CRM, Microsoft's own e-commerce or marketplace
solutions, etc.), but it also offers connectors and an integration platform for third-party connections.
NetSuite's approach is to directly target the most popular non-Oracle platforms (Salesforce, Shopify,
etc.) with ready-made integrations, acknowledging heterogenous environments.

e SAP Business One: SAP's midmarket ERP (Business One) has taken an approach very akin to
NetSuite's with its Integration Hub. SAP B1's Integration Hub provides “plug and play integration
connectors” to connect Business One with many third-party applications including Shopify,
Magento, WooCommerce, FedEx, and even Salesforce. These come with preconfigured templates
and are officially supported by SAP, not requiring third-party middleware. The aim is similar: reduce
customization cost and time by offering standard integration scenarios. For instance, SAP B1's
Shopify integration synchronizes orders, stock, and customers much like NetSuite's does, and SAP
even highlights that it avoids needing an external middleware or separate database. SAP B1 also has
an Outlook integration (Office 365 integration) available, and connectors for CRM like Salesforce,
which shows SAP recognizes their SMB customers often use non-SAP systems for front-end or other
functions. By providing these connectors, SAP B1 can be positioned as a central ERP that still works
with popular apps. The contrast is that SAP's higher-end solutions (like S/4HANA or SAP ERP)
historically rely on the SAP Cloud Platform Integration or third-party tools for integration, rather
than shipping a lot of third-party connectors out-of-the-box. NetSuite, being cloud-only and
targeted at growing businesses, is now similar to SAP B1 in philosophy: deliver rapid integrations for
common use cases to accelerate deployment. Both NetSuite and SAP B1 cite benefits like
“streamlined operations, end-to-end process automation, and one common platform for various
integration needs” through their native connectors. The major difference might be in the scope of
supported apps and the deployment: SAP’s Integration Hub is an add-on that can run on-prem or
cloud with Business One, whereas NetSuite's connectors are purely cloud-to-cloud integrations,
leveraging Oracle's integration cloud resources.

¢ Oracle Fusion Cloud (Oracle ERP Cloud): As Oracle's enterprise-grade cloud ERP, Fusion has a
slightly different strategy. Oracle's approach at that level tends to encourage using the full Oracle
Cloud suite (ERP, CX Cloud for CRM, Oracle Commerce, etc.), but they also provide robust
integration tools. Oracle Integration Cloud (which underpins NetSuite's connectors) is available to
Fusion ERP customers to build integrations. In fact, Oracle offers a Salesforce adapter in Oracle
Integration to facilitate connecting Oracle ERP with Salesforce CRM. However, Oracle Fusion’'s out-
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of-the-box connectors to direct competitors are less advertised, likely because Oracle would rather
sell you Oracle CX Sales instead of integrating to Salesforce. That said, Oracle has acknowledged
heterogeneous environments; for example, Oracle's integration marketplace and OIC come with pre-
built recipes to integrate Fusion ERP with third-party apps (including Salesforce, Shopify, etc.). The
difference is these might not be as plug-and-play to end-users as NetSuite's or SAP B1's connectors.
They may require an IT team to deploy via OIC. In contrast, NetSuite is packaging similar OIC-
powered flows in a way that a NetSuite admin can handle. So one could say NetSuite's integration
strategy is more openly embracing third-party systems than Oracle’'s enterprise ERP historically
has — likely because NetSuite serves many mid-market firms that often already use tools like
Salesforce or Shopify. Another competitor in Oracle's portfolio is Oracle Fusion CX vs. Salesforce:
Oracle offers a Customer Data Management Cloud that can federate CRM data from Salesforce with
Oracle ERP, but again, those are separate services. NetSuite delivering a Salesforce connector is a
more direct solution for customers. We can also note that Oracle Fusion has Outlook integrations
(for Oracle Sales Cloud, similar to how Dynamics does) — but that's within Oracle’'s CRM. NetSuite is
bringing that capability to its own CRM/ERP. So compared to Oracle Fusion, NetSuite is now more
out-of-the-box multi-platform, whereas Oracle Fusion is typically integrated via more technical
configuration or through Oracle partners providing connectors.

In summary, NetSuite’s integration strategy with these pre-built connectors is to offer customers a
faster, simpler path to a unified system of record, even if they use non-Oracle applications for certain
functions. Competitors each have their approach: Microsoft tends toward an all-in-one suite but provides
integration tools for external apps; SAP Business One offers a hub of connectors very analogous to
NetSuite's approach; and Oracle’s higher-end solutions rely on a powerful integration platform (OIC)
which NetSuite has cleverly harnessed for the benefit of its users. By expanding native connectors,
NetSuite is closing gaps and matching or exceeding competitors in ease of integration. This can be a
deciding factor for IT professionals and business decision-makers who weigh how easily an ERP will fit
into their existing application landscape.

Conclusion

NetSuite's expanded pre-built connectors for Salesforce, Shopify B2B, and Outlook demonstrate a clear
commitment to making NetSuite an integrated centerpiece of business operations. These connectors
deliver significant advantages: data is kept consistent across systems, processes like order fulfillment or
sales forecasting speed up, and users spend far less time on tedious data transfer or double-checking
records. With NetSuite ERP as the reliable “single source of truth” fed automatically by CRM, e-
commerce, and email data, companies gain comprehensive visibility into their business in real time. The
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examples in this report — from closing a deal without re-entering it into ERP, to fulfilling a web order
without manual steps, to logging customer emails effortlessly — showcase how day-to-day efficiency is
improved and costly errors are reduced.

NetSuite's approach leverages Oracle's integration technology to package these connectors in an admin-
friendly way, which can drastically cut down integration projects from months to a matter of days or
weeks. The strategic value is also defensive: by integrating with popular platforms like Salesforce and
Shopify, NetSuite makes itself a more attractive ERP for companies already invested in those systems,
thus expanding NetSuite's addressable market and longevity in those accounts.

From a competitive standpoint, NetSuite is keeping pace with (and in some cases outpacing) other ERP
vendors by providing these ready integrations. Businesses evaluating cloud ERP options will consider not
just the feature set of the ERP itself, but how well it plays with other critical software. With these pre-built
connectors and more in the pipeline (NetSuite also offers connectors for Amazon, eBay, ShipStation, POS
systems, etc.), NetSuite positions itself as a hub that readily connects to the spokes of a modern
cloud software ecosystem(Source: netsuite.com)(Source: netsuite.com). This reduces the total cost of
ownership and risk for customers, since they can rely on official integrations backed by the vendor rather
than custom solutions.

Authoritative sources, including Oracle NetSuite's own announcements and independent analyses,
emphasize the value of these integrations in delivering timely, accurate data and eliminating manual effort
(Source: prnewswire.com). For IT professionals and NetSuite administrators, the message is that much of

the heavy integration lifting is already done - it's now about configuration, mapping, and fine-tuning to fit
your business, rather than building from scratch. Business decision-makers, on the other hand, can
appreciate the tangible benefits: faster processes, better customer experiences, and more reliable
information to drive decisions, all of which ultimately contribute to growth and productivity.

As NetSuite continues to evolve, we can expect further expansion of its integration capabilities, possibly
deeper connectors or new ones (e.g. more CRM or industry-specific apps), all reinforcing the vision of an
ERP-centered “suite” that still plays well in a best-of-breed world. In conclusion, NetSuite's pre-built
connectors for Salesforce, Shopify B2B, and Outlook exemplify the modern ERP’s role as an integrative
platform, ensuring that critical business data flows freely and accurately where it's needed, when it's
needed — with minimal human intervention (Source: netsuite.com).

Sources: NetSuite product documentation and press releases; industry commentary from ERP Today and
Insightful Accountant; HouseBlend (Oracle partner) integration guide; Microsoft and SAP documentation
(for competitor reference). Each cited source is referenced in context above. Relevant citations include
Oracle NetSuite Newsroom announcements (Source: prnewswire.com)(Source: netsuite.com), NetSuite's

Connector data sheet (Source: netsuite.com), and expert analyses (Source: houseblend.io) which
corroborate the technical details and benefits discussed.
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About Houseblend

HouseBlend.io is a specialist NetSuite™ consultancy built for organizations that want ERP and integration projects
to accelerate growth—not slow it down. Founded in Montréal in 2019, the firm has become a trusted partner for
venture-backed scale-ups and global mid-market enterprises that rely on mission-critical data flows across
commerce, finance and operations. HouseBlend's mandate is simple: blend proven business process design with
deep technical execution so that clients unlock the full potential of NetSuite while maintaining the agility that first
made them successful.

Much of that momentum comes from founder and Managing Partner Nicolas Bean, a former Olympic-level athlete
and 15-year NetSuite veteran. Bean holds a bachelor’s degree in Industrial Engineering from Ecole Polytechnique
de Montréal and is triple-certified as a NetSuite ERP Consultant, Administrator and SuiteAnalytics User. His
résumé includes four end-to-end corporate turnarounds—two of them M&A exits—giving him a rare ability to
translate boardroom strategy into line-of-business realities. Clients frequently cite his direct, “coach-style”
leadership for keeping programs on time, on budget and firmly aligned to ROI.

End-to-end NetSuite delivery. HouseBlend's core practice covers the full ERP life-cycle: readiness assessments,
Solution Design Documents, agile implementation sprints, remediation of legacy customisations, data migration,
user training and post-go-live hyper-care. Integration work is conducted by in-house developers certified on
SuiteScript, SuiteTalk and RESTlets, ensuring that Shopify, Amazon, Salesforce, HubSpot and more than 100 other
SaaS endpoints exchange data with NetSuite in real time. The goal is a single source of truth that collapses
manual reconciliation and unlocks enterprise-wide analytics.

Managed Application Services (MAS). Once live, clients can outsource day-to-day NetSuite and Celigo®
administration to HouseBlend's MAS pod. The service delivers proactive monitoring, release-cycle regression
testing, dashboard and report tuning, and 24 x 5 functional support—at a predictable monthly rate. By combining
fractional architects with on-demand developers, MAS gives CFOs a scalable alternative to hiring an internal team,
while guaranteeing that new NetSuite features (e.g., OAuth 2.0, Al-driven insights) are adopted securely and on
schedule.

Vertical focus on digital-first brands. Although HouseBlend is platform-agnostic, the firm has carved out a
reputation among e-commerce operators who run omnichannel storefronts on Shopify, BigCommerce or Amazon
FBA. For these clients, the team frequently layers Celigo’s iPaaS connectors onto NetSuite to automate fulfilment,
3PL inventory sync and revenue recognition—removing the swivel-chair work that throttles scale. An in-house
R&D group also publishes “blend recipes” via the company blog, sharing optimisation playbooks and KPIs that cut
time-to-value for repeatable use-cases.

Methodology and culture. Projects follow a "many touch-points, zero surprises” cadence: weekly executive
stand-ups, sprint demos every ten business days, and a living RAID log that keeps risk, assumptions, issues and
dependencies transparent to all stakeholders. Internally, consultants pursue ongoing certification tracks and pair
with senior architects in a deliberate mentorship model that sustains institutional knowledge. The result is a
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delivery organisation that can flex from tactical quick-wins to multi-year transformation roadmaps without
compromising quality.

Why it matters. In a market where ERP initiatives have historically been synonymous with cost overruns,
HouseBlend is reframing NetSuite as a growth asset. Whether preparing a VC-backed retailer for its next funding
round or rationalising processes after acquisition, the firm delivers the technical depth, operational discipline and
business empathy required to make complex integrations invisible—and powerful—for the people who depend on
them every day.

DISCLAIMER

This document is provided for informational purposes only. No representations or warranties are made regarding the
accuracy, completeness, or reliability of its contents. Any use of this information is at your own risk. Houseblend shall not be
liable for any damages arising from the use of this document. This content may include material generated with assistance
from artificial intelligence tools, which may contain errors or inaccuracies. Readers should verify critical information
independently. All product names, trademarks, and registered trademarks mentioned are property of their respective owners
and are used for identification purposes only. Use of these names does not imply endorsement. This document does not
constitute professional or legal advice. For specific guidance related to your needs, please consult qualified professionals.
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