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E C G R I D  /  P L A T F O R M  P A R T N E R S H I P E X E C U T I V E  S U M M A R Y

0 0  —  E X E C U T I V E  S U M M A R Y

A short read before

the long one
Today's platforms are being asked to

deliver more value with fewer resources.

Your customers expect seamless connectivity, fast onboarding, and dependable service as part

of the core experience, even when those capabilities were never part of the original product

vision. At the same time, you are expected to protect margins, expand into new markets, and

maintain service levels without pulling your dev team away from what makes your platform

unique.

Many platforms respond by pushing connectivity and related capabilities outside the product.

While this can reduce short-term effort, it often introduces long-term costs that are harder to see

and harder to unwind. Operational overhead increases. Growth becomes constrained by external

dependencies. Service quality suffers as ownership and visibility are split across vendors. And

when something breaks, customers still hold your platform accountable.

This ebook challenges the idea that the decision is simply whether to build or buy. The more

important question is where value is created and who controls it. You can share execution without

giving up ownership. When partnership is approached as a deliberate design choice rather than a

procurement shortcut, platforms can improve margins, extend reach, and elevate service without

rebuilding infrastructure or endlessly expanding teams.

E X E C U T I V E  S U M M A R Y 0 3



E C G R I D  /  P L A T F O R M  P A R T N E R S H I P E X E C U T I V E  S U M M A R Y

By treating partnership as part of your platform architecture, you can embed critical capabilities

directly into your product experience while relying on trusted partners to support execution. This

preserves customer ownership, improves operational clarity, and aligns growth with profitability.

Platforms that retain control over high-impact workflows such as onboarding, daily operations,

and support capture margin that would otherwise flow outside the product, without taking on

disproportionate operational burden.

400K+
TRADING RELATIONSHIPS

ALREADY OPERATING ON THE

NETWORK

3 domains
ONBOAR DING, DA ILY

OPERAT IONS, CU STOMER

SUPPOR T

0 rebuild
ACHIEVABLE WITHOUT RE-

ARCHITECTING EXISTING

INFRASTRUCTURE

The ebook provides a practical framework for evaluating partners based on enablement rather

than dependency. It outlines how to select partners that respect your customer relationships,

offer transparency and flexibility, and support scalable economics rather than penalizing growth.

Finally, we explore how ECGrid supports this model in practice. ECGrid is designed to be

embedded behind the scenes, allowing you to deliver connectivity, visibility, and control as part of

your own platform experience. By using ECGrid as enabling infrastructure, you can scale

responsibly, protect margins, and deliver the service levels your customers expect.

Partnership, when designed

intentionally, is not a compromise.

It is a strategic way to build

platforms that scale and make

money too.

E X E C U T I V E  S U M M A R Y 0 4
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0 1  /  0 5

C H A P T E R  0 1  —  T H E  T E R R A I N

The problems
platforms face
Most platforms were not built to deliver

connectivity. They were built to solve a specific

problem exceptionally well. Then the

expectations expanded.

S E C T I O N  I  —  T H E  P R O B L E M S  P L A T F O R M S  F A C E 0 5



E C G R I D  /  P L A T F O R M  P A R T N E R S H I P S E C T I O N  I  —  T H E  P R O B L E M S  P L A T F O R M S  F A C E

Modern platforms rarely begin with the intention of doing everything. Most are created to solve a

specific problem well, often exceptionally well. Over time, however, the expectations placed on

platforms expand. Customers begin to look beyond core functionality and evaluate the platform

on how effectively it connects them to partners, systems, and markets.

Capabilities such as connectivity, integration, and interoperability move from being optional to

being assumed. They are no longer differentiators, they are table stakes. As a result, platforms are

increasingly judged not only by what they offer directly, but by how well they enable everything

around them.

Customer expectations exceed internal capacity

Customers experience the platform as a single system. They do not separate what is built

internally from what is delivered through third parties. When onboarding stalls, when workflows

require leaving the product, or when issues arise, the platform is still held accountable.

As platforms grow, customer expectations broaden. New industries, regions, and partners

introduce requirements that were never anticipated. Meeting these expectations entirely in-house

would require skills, infrastructure, and ongoing investment that extend well beyond most teams'

practical limits.

Growth now depends on capabilities beyond the core product

Sustained growth increasingly depends on how easily customers can integrate the platform into

their existing operations. Capabilities that reduce friction, accelerate onboarding, and support

ecosystem participation play a direct role in adoption, retention, and expansion.

These capabilities often sit adjacent to the platform's core value proposition. While they may not

define the product, they strongly influence whether the product becomes embedded in a

customer's daily operations. Adding them increases stickiness, but building them internally can

delay the very outcomes they are meant to support.

S E C T I O N  I  —  T H E  P R O B L E M S  P L A T F O R M S  F A C E 0 6



E C G R I D  /  P L A T F O R M  P A R T N E R S H I P S E C T I O N  I  —  T H E  P R O B L E M S  P L A T F O R M S  F A C E

Internal resources are finite and easily overextended

Dev resources are limited, and every new internal initiative competes with priorities that directly

impact differentiation and revenue. Infrastructure-heavy efforts require sustained attention long

after initial delivery and tend to grow in complexity as usage increases.

As customer volume rises, previously manageable systems begin to strain. Supporting more

customers means supporting more variations, more workflows, and more exceptions. What once

felt like a reasonable build becomes a long-term operational commitment.

Scale exposes architectural decisions made earlier

As platforms mature, early architectural decisions resurface. Assumptions that held at smaller

scale begin to limit flexibility. Adding new capabilities feels more complex than it should.

Supporting new use cases requires more coordination and effort than expected.

Growth continues, but so does friction. The underlying question becomes harder to ignore. How

does a platform deliver more value without absorbing more complexity than its team can sustain?

Building non-core systems slows platform momentum

Most platform teams are not optimized to build and operate connectivity infrastructure. Their

strength lies in solving domain-specific problems and delivering value that is unique to their

market. When teams are pulled into maintaining non-core systems, focus shifts away from

innovation.

Over time, product leaders prioritize stability over progress. Dev effort moves from advancing the

platform to preserving it. The platform continues to grow, but the pace of meaningful

improvement slows.

S E C T I O N  I  —  T H E  P R O B L E M S  P L A T F O R M S  F A C E 0 7



E C G R I D  /  P L A T F O R M  P A R T N E R S H I P S E C T I O N  I  —  T H E  P R O B L E M S  P L A T F O R M S  F A C E

Costs that accumulate outside the budget

Some of the most significant costs a platform incurs never appear in a formal budget. They

emerge gradually through dev time spent maintaining edge cases, support teams managing

escalations they do not fully control, and product teams absorbing complexity that was never part

of the original roadmap.

These costs are often rationalized as operational overhead. Over time, however, they quietly

erode margin and slow progress. When responsibility for a capability is externalized,

accountability becomes fragmented, yet the platform still absorbs the impact when expectations

are not met.

I N  P R A C T I C E

When the workaround becomes the product

A mid-market ERP platform built a strong reputation in the food and beverage industry. Over
five years, it grew to serve several hundred manufacturers and distributors, each of whom

needed B2B connectivity to communicate with retailers and logistics providers.

The platform's original approach was pragmatic: route trading-partner traffic through an
established legacy service provider and let customers manage their own relationships. It

worked at 50 customers. At 200, cracks appeared. The provider ran its own customer portal,

its own onboarding flow, and its own support line. Customers called the platform when

connections failed, even though the platform had no visibility into what had gone wrong.

Dev built a thin middleware layer to translate errors into something the support team could

act on. That layer grew. Two engineers were eventually assigned to it full-time. The cost

never appeared in any product roadmap, but it showed up in retention metrics and in the

growing backlog of onboarding requests that stretched from days into weeks.

The team wasn't building the wrong thing. They were solving a real problem. But they were

solving it in a way that pulled focus from the core product and created dependencies they

hadn't designed for.

S E C T I O N  I  —  T H E  P R O B L E M S  P L A T F O R M S  F A C E 0 8



S E C T I O N  I I  O F  V

0 2  /  0 5

C H A P T E R  0 2  —  T H E  R E F R A M E

Rethinking
partnership as a
design decision
Build-versus-buy is the wrong frame. The

choice that matters is where value is created

and who controls it.
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E C G R I D  /  P L A T F O R M  P A R T N E R S H I P S E C T I O N  I I  —  P A R T N E R S H I P  A S  D E S I G N

When platforms encounter limits, the default response is often framed as a build-versus-buy

decision. Build implies control but requires sustained investment. Buy implies speed but often

introduces dependency. Framing the choice this way, however, overlooks a more important

consideration.

For modern platforms, partnership is

not simply a sourcing decision. It is a

design decision.

The way a platform chooses to collaborate determines how much value it retains, how quickly it

can adapt, and how confidently it can scale.

Extending the core team through shared expertise

No platform team can be expert in every domain. Strategic partners allow platforms to extend

their effective team by incorporating specialized knowledge and proven systems without

replicating them internally.

This approach preserves focus on core competencies while still enabling the platform to deliver

capabilities customers expect. The platform gains access to experience that would otherwise

take years to develop, without diverting internal resources from higher-value work.

S E C T I O N  I I  —  P A R T N E R S H I P  A S  D E S I G N 1 0



E C G R I D  /  P L A T F O R M  P A R T N E R S H I P S E C T I O N  I I  —  P A R T N E R S H I P  A S  D E S I G N

Preserving CX ownership while sharing execution

Effective partnership does not require surrendering ownership of the customer experience. It

requires clarity about roles. Execution can be shared while accountability remains aligned with the

platform.

When the partner stays out of the customer's view, platforms retain control over how capabilities

are presented, priced, and supported. Customers benefit from seamless delivery without being

exposed to unnecessary complexity or handoffs.

Designing for leverage rather than dependency

Partnership should increase a platform's options, not reduce them. Leverage comes from

flexibility, replaceability, and transparency. Dependency arises when a platform cannot adapt

without renegotiation or disruption.

Platforms that design for leverage choose partners that align with their growth model and respect

their autonomy. This creates room to evolve as markets change, rather than locking the platform

into a fixed path.

Reducing risk without slowing innovation

Building internally concentrates risk. Externalizing entirely can diffuse accountability. Partnership,

when structured thoughtfully, distributes risk while preserving momentum.

S E C T I O N  I I  —  P A R T N E R S H I P  A S  D E S I G N 1 1



E C G R I D  /  P L A T F O R M  P A R T N E R S H I P S E C T I O N  I I  —  P A R T N E R S H I P  A S  D E S I G N

Shared infrastructure, proven processes, and operational maturity allow platforms to move faster

with greater confidence. Innovation accelerates because the platform is no longer constrained by

the need to stabilize every supporting system on its own.

Designing for change, not permanence

Markets shift. Customer expectations evolve. Regulatory and technical landscapes change.

Platforms that treat partnership as a fixed decision struggle to adapt when conditions change.

Designing partnerships with flexibility in mind allows platforms to respond to new demands

without starting over. The platform remains resilient, not because everything is built in-house, but

because the ecosystem around it is designed to evolve.

Partnership as an architectural choice

Partnership influences how a platform is structured just as much as internal architecture.

Decisions about where responsibility lives, how capabilities are exposed, and who controls

execution shape the platform's long-term flexibility.

When partnership is treated as an afterthought, platforms inherit constraints they did not design

for. When it is considered deliberately, partnership becomes a way to extend capability without

hard-coding limitations into the product.

S E C T I O N  I I  —  P A R T N E R S H I P  A S  D E S I G N 1 2



S E C T I O N  I I I  O F  V

0 3  /  0 5

C H A P T E R  0 3  —  T H E  R E C O V E R Y

Reclaiming
margin, reach,
and service
Margin, reach, and service quality recover

together when platforms make deliberate

choices about where capability lives and who

carries it.
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The impact is tangible. It appears in unit economics, in the ability to expand into new markets, and

in the quality-of-service customers experience. Reclaiming this value does not require rebuilding

infrastructure or dramatically expanding teams. It requires clarity about where margin is created

and how responsibility is distributed across onboarding, operations, and support.

Accelerating margin by selecting where margin belongs

Not all platform capabilities carry the same economic profile. Some areas, such as onboarding,

day-to-day operations, and customer support, naturally lend themselves to higher-margin

contribution when executed efficiently and consistently.

When platforms rely entirely on external providers for these functions, margin often follows

execution. The platform absorbs coordination effort and customer accountability, while revenue

and control accrue elsewhere. By contrast, platforms that intentionally retain ownership of high-

impact workflows can achieve materially stronger economics.

Platforms that retain ownership of

high-impact workflows capture

margin that would otherwise flow

outside the product.

The key is not owning everything, but owning the right things.

Reach expands when infrastructure no longer limits growth

Platform growth depends on the ability to support new customers, partners, and markets without

re-architecting the product each time. External dependencies often introduce friction that slows

expansion and increases risk.

S E C T I O N  I I I  —  R E C L A I M I N G  M A R G I N ,  R E A C H ,  A N D  S E R V I C E 1 4
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Partnership allows platforms to extend reach by leveraging established networks and proven

systems. Instead of rebuilding infrastructure for each new market or use case, platforms gain

access to connectivity that is already operating at scale. Expansion becomes additive rather than

disruptive.

Service improves when platforms regain visibility and control

Service quality depends on clarity. When platforms lack insight into critical workflows, issues take

longer to diagnose and resolve. Customers experience delays, handoffs, and uncertainty, even

when the platform itself is functioning as designed.

Partnerships built around transparency restore operational confidence. Real-time visibility enables

teams to respond proactively rather than reactively. Platforms move from coordinating support

across boundaries to resolving issues within a unified operational view.

Customer experience benefits from fewer handoffs

Every external handoff introduces friction. Each additional system adds steps to onboarding,

troubleshooting, and expansion. Over time, these small inefficiencies compound.

Embedding capability through partnership reduces friction across the customer lifecycle.

Customers remain within the platform experience. Onboarding accelerates. Support interactions

become simpler and more predictable. The platform feels cohesive rather than assembled.

Growth aligns more closely with profitability

When margin, reach, and service improve together, growth becomes more sustainable. Platforms

are no longer forced to choose between expansion and discipline.

By deliberately selecting where margin is created and how execution is shared, platforms can

scale without surrendering control or profitability. Partnership becomes a mechanism for

alignment, allowing growth to reinforce the business rather than strain it.
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E C G R I D  /  P L A T F O R M  P A R T N E R S H I P A R C H E T Y P E  I N  P R A C T I C E

A R C H E T Y P E  —  0 1

V E R T I C A L  S A A S  P L A T F O R M Composite archetype

How margin drifted outside the platform, and what brought it back

A vertical SaaS platform serving mid-market distributors in a regulated industry had grown to

roughly 800 customers over five years. Trading-partner connectivity, a capability customers

assumed came with the product, ran through a patchwork of internal tooling, a legacy service

provider, and three dev engineers who had been reassigned to maintenance. Onboarding a new

customer averaged 5.2 weeks between signup and first live transaction.

The sustained maintenance cost came to roughly $1.1M per year, most of it invisible in any

specific line item. The 2.1 FTEs of dev time that went into running rather than improving the

product showed up elsewhere. Churn clustered around the onboarding experience. Expansion

revenue plateaued because each new customer class required a new integration pattern the

team did not have time to build. The platform was still growing, but progress on what actually

differentiated the product had slowed to a crawl.

5.2 → <1
WEEKS FROM SIGNUP TO

FIRST LIVE TRANSACTI O N

$1.1M
ANNUAL MAINTENANCE

OVERHEAD RECLAIMED

2.1 FTEs
D E V  R E T U R N E D  T O  C O R E

P R O D U C T  W O R K

Moving to embedded infrastructure did not require a rebuild. The platform kept its portal, its

workflows, its domain logic. What changed was where the connectivity layer lived. APIs replaced

a direct relationship with the legacy service provider. The support team gained the operational

visibility they had been without for years. Onboarding compressed. Expansion revenue

recovered. The part of the P&L that had quietly gone missing came back.

A R C H E T Y P E  —  V E R T I C A L  S A A S  P L A T F O R M 1 6



S E C T I O N  I V  O F  V

0 4  /  0 5

C H A P T E R  0 4  —  T H E  C R I T E R I A

Making the
right
partnership
choices
The question shifts from whether to partner to

how to choose well. Feature comparisons are the

wrong unit of analysis.
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Once platforms recognize partnership as a design decision, the question shifts from whether to

partner to how to choose well. Not all partnerships are created equal. The wrong partner can

introduce friction, constrain growth, or dilute ownership. The right partner extends capability

while preserving control.

Making the right choice requires moving beyond feature comparisons and evaluating partners

based on how they align with platform economics, operating models, and long-term goals.

Partners should enable, not compete

The most effective partners are those that strengthen the platform without positioning

themselves between the platform and its customers. When a partner competes for mindshare,

pricing authority, or customer ownership, value leaks outward.

Platforms benefit from partners that operate behind the scenes, allowing the platform to remain

the primary point of value. Enablement, not competition, is the foundation of sustainable

partnership.

Ownership of the customer experience must remain clear

Customers expect a single accountable experience. When responsibility is fragmented across

vendors, accountability becomes unclear, and trust erodes.

Strong partnerships are built around clear ownership boundaries. Execution can be shared, but

experience and accountability must remain with the platform. This clarity simplifies support,

strengthens relationships, and protects the platform's brand.

Transparency and visibility are non-negotiable

Partnerships that rely on opaque processes create operational blind spots. When platforms

cannot see what is happening, they cannot support customers effectively or respond quickly to

issues. Visibility into workflows, performance, and exceptions is essential.

S E C T I O N  I V  —  M A K I N G  T H E  R I G H T  P A R T N E R S H I P  C H O I C E S 1 8
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Flexibility matters more than feature breadth

Feature lists change. Markets evolve. Customer expectations shift. Partnerships built around rigid

contracts or narrow capabilities struggle to adapt.

Platforms should prioritize partners that offer flexibility in how capabilities are used, integrated,

and scaled. The ability to evolve without renegotiation or disruption is a key indicator of long-term

alignment.

Pricing should scale with success, not penalize it

Partnership economics should reinforce growth, not discourage it. Pricing models that introduce

volume penalties or unpredictable costs distort product decisions and slow expansion.

The right partners align pricing with platform success, allowing growth to improve economics

rather than undermine them. Predictable, scalable models support better planning and healthier

margins.

Operational maturity reduces risk

Infrastructure failures, onboarding delays, and support gaps affect the platform's reputation,

regardless of where responsibility technically resides.

Partners with proven operational maturity reduce risk by bringing stability, reliability, and

experience. This allows platforms to focus on innovation while trusting that foundational systems

will perform as expected.

Exit paths should be designed, not assumed

No partnership lasts forever. Platforms evolve, markets change, and requirements shift. Strong

partnerships acknowledge this reality. Clear exit paths, replaceability, and data portability protect

the platform's future optionality. Designing for change from the start prevents disruption later.

S E C T I O N  I V  —  M A K I N G  T H E  R I G H T  P A R T N E R S H I P  C H O I C E S 1 9



E C G R I D  /  P L A T F O R M  P A R T N E R S H I P A R C H E T Y P E  I N  P R A C T I C E

A R C H E T Y P E  —  0 2

B 2 B  I S V  /  T R A D I N G  P A R T N E R  M A N A G E M E N T Composite archetype

Choosing a partner that was built to be invisible

A B2B ISV had been running on a legacy service model for the better part of a decade. Reliability

was not the problem. The service stayed up. Messages moved. The problem was visibility. When

a trading partner went down, the platform's support team learned about it from the customer,

not from the infrastructure. They had no tools to diagnose it, no way to communicate status

back out, no operational view of their own business.

When the team set out to replace the model, feature parity was not the evaluation criteria. The

short list had three requirements. The partner could not compete for the platform's customers

under any service line. Programmable access had to reach down to the primitives, not stop at a

service UI. Visibility had to be the default, not a premium tier. The legacy service model met none

of the three. Two of the four shortlisted alternatives met all three.

3 of 3
NON-NEGOTIABLE

PARTNERSHIP CRITERIA  M E T

0
CHANNEL CONFLICT CLAUSES

IN THE AGREEMENT

~2 hrs
M E D I A N  T I M E  T O  A C T I V A T E

A  N E W  T R A D I N G  P A R T N E R

What the team chose, in the end, was the partner that looked the least like a service and the

most like infrastructure. Setup collapsed from days to hours. The support queue stopped filling

with questions about why a transaction had failed, because customers could see it themselves.

The platform became the operational source of truth for its own business, rather than a thin layer

over someone else's.

A R C H E T Y P E  —  B 2 B  I S V 2 0
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0 5  /  0 5

C H A P T E R  0 5  —  T H E  T O O L B O X

ECGrid as your
toolbox and
development
studio
Not a destination for your customers.

Infrastructure your team can build on.
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Modern platforms do not need more tools. They need infrastructure that allows teams to build,

extend, and operate capabilities without absorbing unnecessary complexity. This is where ECGrid

fits, not as a destination for customers, but as a system platforms can build on.

ECGrid is designed to function as a

toolbox and development studio for

platform teams.

Infrastructure built to be embedded, not exposed

ECGrid provides the connectivity and operational backbone platforms need while allowing them

to control how those capabilities appear within their own experience. The platform stays the point

of value; the customer never has to learn a vendor's name.

Customers remain inside the platform. The platform retains ownership of workflows, branding,

and relationships. ECGrid supplies the underlying execution without competing for attention or

authority.

A dev studio that extends the platform team

Rather than forcing teams to build and maintain complex infrastructure, ECGrid provides a ready-

made environment for developing and operating connectivity-driven capabilities.

S E C T I O N  V  —  E C G R I D  A S  T O O L B O X  A N D  D E V  S T U D I O 2 2
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APIs, self-service tools, and automation allow platform teams to integrate ECGrid directly into

their product roadmap. The result is faster delivery without sacrificing control or quality.

Supporting onboarding, operations, and support at scale

These are also where friction compounds fastest as platforms scale. ECGrid is built to support

them efficiently, allowing platforms to retain ownership while benefiting from shared

infrastructure.

Visibility that restores operational confidence

Operational confidence depends on visibility. ECGrid provides real-time insight into document

flow, connectivity status, and exceptions, allowing platforms to support customers proactively.

This transparency reduces escalation, shortens resolution times, and improves service levels,

even as customer volume increases.

Flexibility that supports evolution, not lock-in

ECGrid is built to support change. Platforms can integrate legacy and modern workflows side by

side, adapt to new partner requirements, and evolve their offering without re-architecting their

product.
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This flexibility allows platforms to grow without locking themselves into rigid patterns that limit

future options.

B2B communications, right in your AI chat

ECGrid B2B MCP puts the network inside the AI assistant a team already has open. Ask in plain

language where a file is, why an AS2 exchange failed, or whether a partner's documents arrived,

and the answer comes back analyzed, in a live panel you can filter and drill into. No portal, no API

knowledge, no new tool to learn.

It is built on the open Model Context Protocol, so Claude, ChatGPT, Codex, and any MCP-

compatible assistant can use ECGrid as a set of callable tools. Access is read-only and scoped to

the authorization the user already holds. For a platform team, that is an operations and support

layer that arrives ready-made: the same infrastructure the product is built on, answerable in

seconds instead of tickets.

ECGrid is not designed to compete

with the platforms it serves. It is

designed to enable them.
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G L O B A L  I P A A S  P L A T F O R M Composite archetype

When embedded infrastructure changed the economics

A global iPaaS platform serving tens of thousands of customers had a connectivity model that

was quietly working against them. Their B2B layer ran through a traditional service provider

whose commercial footprint overlapped theirs almost exactly. Same sales motion. Same end-

customer relationships. Same pricing surface. The structural conflict of interest was not

hypothetical. Every deal the provider closed with an overlap customer represented revenue the

platform could not capture, and the provider's visibility into the platform's customer pipeline was,

by contract, asymmetric.

Replacing the service-provider layer with embedded infrastructure changed the architecture of a

single capability. APIs moved directly into the platform's stack. Intermediary sales presence

disappeared. Pricing aligned with transaction volume rather than customer count. The change

also reshaped the economics of the relationship.

< 24 hrs
NEW CUSTOMER MAILBOX

PROVISIONING

65K+
MONTHLY INTERCHANGES AND

SCALING

#1
H I G H E S T - C O N T R I B U T I N G

T E C H N O L O G Y  P A R T N E R  B Y

P R O F I T

What had been a cost center with a margin ceiling set by a third party became one of the

platform's highest-contributing service lines. The dev team, freed from maintaining plumbing,

shifted to building AI-driven automation on top of the layer. The platform did not become bigger.

It became more of a platform. The distinction matters. Embedded infrastructure is not a cost

optimization. It is an architectural decision about what the product owns and what it delegates.
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A B O U T

About ECGrid
Throughout this guide, one idea has remained consistent: modern platforms scale best when they

retain control over value while sharing execution intelligently. That balance is difficult to achieve

without the right infrastructure underneath it. ECGrid exists to support that balance.

ECGrid is programmable B2B infrastructure built for platforms, integration providers, and in-house

teams that need to embed connectivity, visibility, and control directly into their products. Rather

than operating as a destination for customers, ECGrid is designed to function behind the scenes

as enabling infrastructure, allowing platforms to deliver B2B communications as part of their own

experience.

Three decades of operating history sit underneath the product. 400K+ trading relationships

already on the network. 300+ network interconnects inherited on day one. 99.996% uptime as an

operating floor, not a marketing aspiration. This is the infrastructure you build on, not the

infrastructure you replicate.

ECGrid combines the reliability of a global connectivity backbone with the flexibility of modern

APIs, programmable primitives, and self-service tools. Platform teams provision and manage B2B

communications without forcing customers into external portals or rigid workflows. The result is

greater ownership over high-impact areas such as onboarding, daily operations, and support,

without taking on the burden of building and maintaining that infrastructure internally.

ECGrid was built with platform economics in mind. Its architecture supports scalable growth

without usage caps, volume penalties, or contract structures that punish success. Just as

importantly, it emphasizes real-time visibility and operational control. Platforms gain insight into

every document, connection, and exception, allowing them to support customers proactively and

maintain service levels as volume increases.
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If you're exploring how to modernize your

platform's B2B communications layer, the

ECGrid team is available to continue the

conversation.

Let's talk about what embedded infrastructure could look
like for your platform. Your roadmap, your economics, your
customers.

Book a conversation →
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