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In  Apr i l  2020 ,  when  Fre t i sh ,  one  of  the  most  popu la r  on l ine  mus ica l

ins t rument  renta l  bus inesses ,  took  over  the  re ins  of  Spark  Plug ,  a l so

a  prominent  renta l  marketp lace  fo r  rent ing  mus ic  equ ipment ,  i t

came  as  no  su rpr i se .  Renta l  marketp laces  are  booming ,  and  rent ing

mus ica l  i n s t ruments  has  ga ined  t rac t ion  f rom  s tudents ,  upcoming

ar t i s t s ,  and  mus ic ians .

Accord ing  to  Sta t i s ta ,  revenues  fo r  mus ica l  i n s t rument  par t s  and

accesso r ie s  wi l l  grow  at  a  compound  annua l  growth  ra te  of  5 .46%

and  reach  $ 1 ,946  mil l ion  by  the  end  of  2021 .  Even  the  market  fo r

mus ica l  i n s t ruments  i s  growing  at  a  CAGR  of  4 .24% ,  with  revenues

pred ic ted  to  reach  $4 ,508  mil l ion  with in  the  same  per iod (2021 ) .  

The  demand  fo r  mus ica l  i n s t ruments  i s  i nc reas ing ,  pr imar i l y  due  to

the  recent  pandemic  fo rc ing  upcoming  mus ic ians  to  have  one  at

the i r  home  fo r  pract i ce  sess ions .  Such  a  scenar io  has  worked  i n  f avo r

o f  many  on l ine  mus ica l  i n s t rument  renta l  bus inesses .  

However ,  the re  are  many  cha l lenges  that  a  s ta r tup  may  f ace  fo r

s ta r t ing  a  mus ic  i n s t rument  renta l  marketp lace .  So ,  here  i s  a

comprehens i ve  take  on  a  bus iness  model ,  t rends ,  must -have

featu res ,  and  cha l lenges  of  c reat ing  on l ine  mus ica l  i n s t rument

renta l  bus inesses .

I n t r o d u c t i o n

https://blogfretish.wordpress.com/
https://www.statista.com/outlook/cmo/toys-hobby/musical-instruments/parts-accessories-of-musical-instruments/europe#global-comparison
https://www.statista.com/outlook/cmo/toys-hobby/musical-instruments/europe
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At  the  same  t ime ,  the re  i s  a  mass i ve  demand  fo r  mus ica l

ins t ruments .  I t  i s  a  t rend  not  j u s t  l im i ted  to  upcoming  ar t i s t s  and

mus ic ians  but  many  peop le  due  to  COVID  re s t r i c t ions .  The  mus ica l

ins t rument  market  i s  se t  to  reach  $807 .99  mil l ion  dur ing  the

fo recas t  per iod  of  2021 -2025 ,  with  a  compound  annua l  growth  ra te

o f  2% .

I f  you  are  l ook ing  to  tap  i n to  a  marketp lace  fo r  renta l  mus ica l

ins t ruments ,  th i s  i s  the  r ight  t ime .  However ,  you  wi l l  need  a

thorough  unders tand ing  of  the  bus iness  model  fo r  such  a

marketp lace .  

S t e p s  t o  G e t  S t a r t e d  W i t h  Y o u r
R e n t a l  M a r k e t p l a c e  f o r  t h e
M u s i c a l  I n s t r u m e n t s  B u s i n e s s
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There  i s  no  shor tage  of  upcoming  ar t i s t s  and  mus ic ians  work ing  hard

to  make  a  name  i n  the  mult i -bi l l i on  do l la r  mus ic  i ndus t r y .  Accord ing

to  the  I FP I  repor t ,  the  mus ic  i ndus t r y  recorded  a  revenue  of  around

$21 .6  bi l l i on  i n  2020 .  The  mus ic  i ndus t r y  i s  growing  at  7 .4%  and  has

been  sus ta in ing  the  cur rent  pandemic  th rough  s t reaming  r ight s .

Global musical instrument market 2021- 2025

https://www.prnewswire.com/news-releases/musical-instrument-market-to-grow-by-usd-807-99-million--2-11-year-over-year-growth-in-2021--technavio-301261333.html
https://www.ifpi.org/ifpi-issues-annual-global-music-report-2021/
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For  example ,  Ai rbnb  i s  a  renta l  marketp lace  us ing  the  P2P  bus iness

mode l ,  where  proper ty  owners  and  tenants  can  connect .  The  on l ine

renta l  marketp lace  charges  around  5%  to  15%  to  the  gues t s  who  rent

proper t ie s  and  3%  commiss ion  to  proper ty  owners .  Apar t  f rom

Ai rbnb ,  the re  are  seve ra l  renta l  marketp laces  l i ke ,  Sp in l i s te r  fo r

rent ing  bikes  or  even  webs i tes  that  of fe r  games  on  rent .  

For  upcoming  ar t i s t s  and  s tudents  s t rugg l ing  to  f ind  a  footho ld  i n

the  mus ic  i ndus t r y ,  revenue  sources  are  l im i ted .  So ,  they  pre fe r

rent ing  an  i n s t rument  ra ther  than  buy ing  a  new  one .  Th i s  has

c reated  a  mass i ve  oppor tun i t y  fo r  on l ine  renta l  mus ic  i n s t rument

bus inesses .  

B u s i n e s s  M o d e l  f o r  R e n t a l
M a r k e t p l a c e  o f  M u s i c a l  I n s t r u m e n t s
One  of  the  most  popu la r  bus iness  model s  used  by  the  most  renta l

marketp lace  i s  P2P  or  

Person  to  Person .  I t  i s  a  product  of  the  shar ing  economy  approach

that  has  been  i n t roduced  s ince  the  i ncept ion  of  on -demand  se rv i ces

l i ke  Uber .  P2P  i s  not  j u s t  used  fo r  the  renta l  marketp lace  of  mus ica l

ins t ruments  but  a l so  other  ve r t i ces .
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https://fourweekmba.com/airbnb-business-model/
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At  the  same  t ime ,  many  mus ic ians  own  seve ra l  id le  i n s t ruments ,  and

they  can  c reate  a  s ide  hust le  out  of  i t  th rough  a  renta l  marketp lace .

A  P2P  webs i te  act s  as  a  f ac i l i t a to r  of  the  t ransact ion .  

Here  i s  how  i t  works !

A  mus ica l  i n s t rument  owner  can  s ign -up  on  the  por ta l  and  l i s t  the

equ ipment  and  hour l y /week ly /month ly  renta l  ra tes .

Mus ic ians  can  sea rch  f rom  a  broad  spect rum  of  mus ica l

ins t rument  l i s t ings  and  even  so r t  th rough  renta l  ra tes .

Next ,  the  mus ic ian  se lec t s  the  equ ipment  fo r  rent  and  a l so

chooses  the  durat ion  of  rent ing .
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The  i n s t rument  owner  rece i ves  the  reques t  and  approves  i t .

Once  the  book ing  i s  made ,  the  owner  wi l l  rece i ve  the i r  money

a f te r  a  deduct ion  of  commiss ion  charges .

The  mus ic ian  re tu rns  the  equ ipment  a f te r  the  booked  per iod  of

rent ing .

There  are  seve ra l  di f fe rent  ways  i n  which  you  can  earn  revenues  f rom

the  mus ica l  i n s t rument  renta l  bus iness .  From  subsc r ip t ion  charges

to  commiss ion  charges ,  even  c las s i f i ed  adver t i s ing  can  boos t  your

revenues .  

A  mus ica l  i n s t rument  renta l  bus iness  can  charge  commiss ion  f ees  to

the  equ ipment  owners .  The  commiss ion  f ees  can  depend  on  di f fe rent

aspects  l i ke  t ransact ions ,  l i s t ings ,  and  other s .  On  every  renta l

book ing ,  the  owner  of  the  mus ica l  i n s t rument  rece i ves  the  amount

a f te r  commiss ion  f ee  ded icat ion .  

Another  way  to  improve  your  revenue  i n  the  mus ica l  i n s t rument

renta l  marketp lace  i s  by  add ing  subsc r ip t ion  plans  fo r  rente r s  and

vendors .  You  can  of fe r  di scounts  on  l ong - te rm  subsc r ip t ion  plans  fo r

the  spec i f i c  mus ica l  i n s t ruments  on  your  marketp lace .  

Al low  mus ic ians  to  market  i n s t ruments .

Genera te  more  revenues .

Adding  a  c las s i f i ed  sec t ion  can  he lp  your  bus iness  i n  two  ways ,

Here ,  you  can  a l so  dep loy  a  hybr id  approach  where  subsc r ip t ion

p lans  can  be  of fe red  fo r  c las s i f i ed  ads  and  even  charge  commiss ions

on  every  sa le  f rom  these  ads .
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Subscription Charges

Classified Section
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T r e n d s  i n  R e n t a l  M a r k e t p l a c e  f o r
M u s i c a l  I n s t r u m e n t s  B u s i n e s s
I d e a s  i n  2 0 2 1
Rest r i c t ions  on  phys ica l  movement  and  soc ia l  di s tanc ing  norms  have

fo rced  many  mus ic ians  and  s tudents  to  be  at  home  whi le  pract i s ing

the i r  ar t .  I t  i s  the  reason  why  the re  has  been  a  su rge  i n  demand  fo r

the  renta l  marketp lace .  Fur ther ,  buy ing  a  new  i n s t rument  i s  not  an

opt ion  fo r  every  ar t i s t .  

The  adopt ion  of  a  renta l  marketp lace  model  i s  get t ing  t rac t ion  due

to  a  h igh  amount  of  segregat ion  of  the  mus ica l  i n s t rument  market .

Accord ing  to  a  su rvey ,  aud io  record ing  equ ipment  sa les  have  been  a

majo r  cont r ibuto r  to  the  market  with  16 .2% ,  and  i n s t ruments  l i ke

keyboards  cont r ibute 13 .8% .  

A  renta l  marketp lace  fo r  mus ica l  i n s t ruments  can  of fe r  not  j u s t  the

equ ipment  but  cate r  to  a  wide  range  of  products  l i ke  record ing

dev ices ,  DJ  too l s ,  accesso r ie s ,  and  more .  Let ’ s  l ook  at  some  bus iness

ideas  that  can  be  l e ve raged  th rough  a  renta l  marketp lace  model  fo r

mus ica l  i n s t ruments .  

ch
ap

te
r 

2

https://www.thoughtshift.co.uk/music-and-musical-instrument-retail-trends-and-statistics/
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Students  pursu ing  mus ic  as  major s  are  of ten  us ing  mus ica l

ins t ruments  at  home .  Accord ing  to  the  Assoc ia ted  Board  of  the  Roya l

Schoo l s  of  Mus ic  (ABRSM ) ,  seven  out  of  ten  UK  ch i ld ren  use  a

mus ica l  i n s t rument .  About  85%  of  the  ch i ld ren  have  a l ready  played

an  i n s t rument  compared  to  74%  of  adu l t s .

The  t rend  c lea r l y  shows  how  s tudents  choose  to  play  i n s t ruments ,

which  can  be  l e ve raged  fo r  your  renta l  marketp lace .  A  hybr id

approach  can  c reate  a  v i r tua l  academy  of  mus ic  and  a  renta l

marketp lace  fo r  mus ica l  i n s t ruments .

Students  can  l ea rn  to  play  an  i n s t rument  and  at  the  same  t ime ,  rent

them  f rom  your  marketp lace .  Such  a  hybr id  approach  can  he lp  you

wi th  an  a l te rnate  revenue  source  a long  with  the  renta l  marketp lace

mode l .

Many  upcoming  mus ic ians  need  spec ia l  i n s t ruments  fo r  g igs .  Buy ing

a  mus ica l  i n s t rument  i s  not  a  v iab le  opt ion  fo r  mus ic ians  that  are

not  yet  so  es tab l i shed  i n  the  i ndus t r y .  A  renta l  marketp lace ,

the re fo re ,  i s  the  bes t  opt ion  that  can  of fe r  branded  mus ica l  organs

fo r  a  spec i f i c  per iod  at  a f fo rdab le  ra tes .  

Many  es tab l i shed  mus ic ians  of ten  have  seve ra l  i n s t ruments  i n  the i r

co l lec t ion ,  and  not  a l l  of  them  are  be ing  used  at  every  g ig .  Th i s  i s

where  a  renta l  marketp lace  comes  i n to  play  with  i t s  bus iness  model

to  he lp  such  mus ic ians  genera te  revenues  f rom  id le  i n s t ruments .  

Espec ia l l y  with  the  onset  of  the  pandemic ,  the re  has  been  a  mass i ve

dec l ine  i n  the  phys ica l  sa les  of  mus ic .  Whi le  the  on l ine  s t reaming  of

mus ic  has  i nc reased  by  12% ,  the re  i s  a  dec l ine  of  1 1%  fo r  phys ica l

sa les ,  impact ing  l i ve  per fo rmance  events  wor ldwide .  
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A c a d e m i c  R e n t a l s

G i g  R e n t a l s

I d l e  R e n t a l s

https://gb.abrsm.org/en/making-music/4-the-statistics/
https://www.riaa.com/wp-content/uploads/2020/09/Mid-Year-2020-RIAA-Revenue-Statistics.pdf
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In  such  a  scenar io ,  mus ic ians  can  l e ve rage  a  renta l  marketp lace  to

compensate  fo r  the i r  revenue  l o s s  by  rent ing  the i r  i n s t ruments  and

st i l l  keep ing  the  ownersh ip .

Any  renta l  marketp lace  needs  advanced  f ea tu res  fo r  a  bet te r  user

exper ience  and  enhanced  funct iona l i t y .  I t  i s  one  of  the  most

s ign i f i cant  par t s  of  your  marketp lace  so lu t ion  as  these  f ea tu res  are

the  f ront - f ac ing  component  that  a  user  wi l l  i n te rac t  with  fo r

t ransact ions .

The  deve lopment  of  re l i ab le  mus ica l  i n s t rument  renta l  so f tware  fo r

your  renta l  mus ica l  i n s t rument  bus iness  i s  essent ia l  to  ensure

smoother  opera t ions ,  and  wire f raming  of  the  arch i tec tu re  takes

cent re  s tage .  For  e f fec t i ve  wire f raming  and  deve lopment  plann ing ,

ident i f y ing  the  f ea tu res  i s  v i ta l ,  as  i t  enab les  organ i sa t ions  to  re -

assess  the  need  fo r  re sources .  

However ,  hav ing  a  sound  techn ica l  par tner  can  make  a l l  the

d i f fe rence .  Let ’ s  di scuss  some  of  the  f ea tu res  that  you  can  i nc lude  i n

your  renta l  marketp lace  fo r  mus ica l  i n s t ruments
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3 T o p  F e a t u r e s  f o r  a  R e n t a l
M u s i c a l  I n s t r u m e n t  B u s i n e s s
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The  renta l  marketp lace  por ta l  shou ld  have  an  advanced  sea rch

featu re  to  sea rch  fo r  the i r  f avour i te  i n s t ruments  they  need  to  rent .

Search  must -have  automated  sugges t ions  f ea tu res  a l low  the  rente r s

to  exp lo re  the  mus ica l  i n s t ruments  th rough  di f fe rent  keywords .  

The  sea rch  bar  can  i nc lude  di f fe rent  f i l t e r s  fo r  l oca t ion ,  category ,

pr ice  range ,  i n s t rument  name ,  brand  names  l i ke  Gibson ,  Marsha l l ,

and  other s .  You  can  a l so  i n tegra te  sea rch  opt ions  th rough  soc ia l

sha r ing  and  the  wish l i s t  sec t ion .

F ina l  rent  to  be  pa id

Per iod  of  rent

De l i ve ry /pickup  opt ions

Onl ine  payment  opt ions

The  i n s t rument  book ing

featu re  shou ld  be  easy  to

nav igate ,  and  the  checkout

process  needs  to  be  f a s te r .

Rente r s  that  access  your

por ta l  fo r  sea rch ing  the

ins t rument  and  book  them  fo r

a  spec i f i c  rent ing  per iod

shou ld  have  easy - to -use

nav igat iona l  f ea tu res .

A  s ing le  c l i ck  on  the  rent

but ton  shou ld  take  them  to

the  checkout  page  where  they

can  access  i n fo rmat ion  l i ke ,

Another  essent ia l  f ea tu re  that

you  shou ld  i nc lude  i s  to  a l low

the  rente r s  to  reg i s te r  the i r

pe r sona l  i n fo rmat ion ,  l oca t ion

deta i l s ,  and  even  l og  i n  f rom  a

soc ia l  media  pla t fo rm .  
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A d v a n c e d  S e a r c h

I n s t r u m e n t  B o o k i n g
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Adding  pr ice  opt ions

Ava i l ab i l i t y  and  de l i ve ry /pickup  schedu le

Add ing  persona l  deta i l s  and  l oca t ion  i n fo rmat ion  of  the  owner

Mus ica l  i n s t rument  desc r ip t ion

Ava i l ab i l i t y  mark ing  on  the  ca lendar

Locat ion  i n  the  map  v iew  fo r  bet te r  access

Opt ions  to  add  t ype  or  category  of  i n s t ruments  l i ke  gear ,  space ,  or

equ ipment .

Mul t ip le  opt ions  fo r  categor ies  and  subcategor ies  (For  example ,

In s t rument - >  keyboard - >  e lec t r i c  keyboard  )

A  deta i l ed  desc r ip t ion  of  the  equ ipment  (yea r  of  manufactu re ,

cond i t ion ,  se r ia l  number /brand  i n fo rmat ion )

Pr ic ing  opt ion  (hour l y /week ly /month ly )

Images  of  i n s t rument /equ ipment

Sto re  l oca t ion  deta i l s

Emai l  or  phone  number  ve r i f i ca t ion

Ava i l ab i l i t y  fo r  de l i ve ry /pickup

L i s t ing  i s  another  essent ia l  act i v i t y  i n  your  opera t iona l  f l ow .  As  more

mus ic ians  l i s t  the i r  i n s t ruments  on  your  por ta l ,  the  va lue  fo r

cus tomers  wi l l  grow .  To  enhance  the  l i s t ing  exper ience ,  f ea tu res

shou ld  be  easy  to  nav igate  and  of fe r  re l i ab le  funct iona l i t y .  There

shou ld  be  f ea tu res  fo r

Apar t  f rom  mus ic  s to re  owners ,  you  can  a l so  of fe r  a  l i s t ing  f ac i l i t y  fo r

o f f l ine  s to res  that  want  to  prov ide  mus ica l  products  fo r  rent .  For

o f f l ine  s to res ,  the  l i s t ing  f ea tu res  can  i nc lude

ch
ap

te
r 

3.
3 I n s t r u m e n t  L i s t i n g
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Suppose  you  are  plann ing  to  s ta r t  a  renta l  marketp lace ,  you  may

face  mult ip le  cha l lenges ,  l i ke  sourc ing  di f fe rent  l i s t ings  f rom

mus ic ians ,  c reat ing  a  tech  s tack ,  genera t ing  new  revenue  model s ,

and  even  promot ing  the  por ta l .  Apar t  f rom  these  cha l lenges ,  you

a l so  need  to  unders tand  the  cus tomer ’ s  demand  and  c reate  an

access ib le  nav igat ion  por ta l .  Let ’ s  di scuss  other  cha l lenges .

ch
ap

te
r 

4

Every  reg ion  has  di f fe rent  l i cens ing  l aws ,  and  sk ipp ing  i t  may  not

end  wel l  fo r  your  bus iness .  So  t r y  and  have  your  l i cens ing  act i v i t y

done  on  pr io r i t y .  Also ,  hav ing  the  l i cense  ve r i f i ed  with  l oca l

author i t i e s  and  complete  documentat ion  shou ld  be  ensured  to  avo id

any  fu tu re  mistakes .

ch
ap

te
r 

4.
1 L i c e n s i n g  C h a l l e n g e

T o p  F e a t u r e s  f o r  a  R e n t a l
M u s i c a l  I n s t r u m e n t  B u s i n e s s

For  any  mus ic  i n s t rument  renta l  marketp lace ,  the re  are  many

d i f fe rent  pr ic ing  model s .  For  example ,  you  can  charge  a  commiss ion

on  each  renta l  t ransact ion  i n  your  marketp lace .  Apar t  f rom  the

commiss ion  charges ,  rent  pr ic ing  i s  based  on  di f fe rent  t ime  f r ames

l i ke  week ly ,  da i l y ,  or  even  hour l y .  

The  pr ic ing  model  depends  on  the  source  revenue ,  i nc lud ing

subsc r ip t ions ,  commiss ion ,  adver t i s ing ,  and  other s .  However ,  most

s ta r tups  that  are  s ta r t ing  a  renta l  marketp lace  fo r  mus ica l

ins t ruments  f ace  the  cha l lenge  of  dec id ing  the  idea l  pr ice .  A

so lut ion  i s  a  hybr id  approach  that  can  he lp  you  c reate  mult ip le

revenue  s t reams  with  aggress i ve  pr ic ing ,  espec ia l l y  fo r  a  s ta r tup .  

ch
ap

te
r 

4.
2  P r i c i n g  M o d e l
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One  of  the  most  cha l leng ing  aspects  of  runn ing  a  renta l  marketp lace

i s  ensur ing  the  sa fe ty  of  mus ica l  i n s t ruments  and  i n fus ing  some

conf idence  i n  your  vendors .  The  bes t  way  to  f ace  th i s  cha l lenge  i s  to

inc lude  a  secur i t y  depos i t  fo r  rente r s  to  ensure  that  any  damage  to

the  mus ica l  i n s t rument  can  be  re imbursed .  I t  g ives  a  sense  of

conf idence  to  the  mus ica l  i n s t rument  owners  i n  rent ing  them .ch
ap

te
r 

4.
3 S a f e t y  I s s u e s

Del i ve ry  or  pickup  of  the  mus ica l  i n s t rument  can  be  cha l leng ing ,

espec ia l l y  i f  you  are  a  s ta r tup  that  i s  aggress i ve l y  pr ic ing  the  renta l s

and  at t rac t ing  new  mus ic ians .  When  an  owner  i s  pay ing  the

commiss ion  charges  and  f ac i l i t a t ing  the  de l i ve ry  you  need ,  then  the

pro f i t  marg in  i s  smal l ,  which  dr i ves  them  away  f rom  the

marketp lace .  

The  bes t  so lu t ion  to  sh ipp ing  prob lems  i s  e i ther  reduc ing  the

commiss ion  charges  a l lowing  them  to  spend  on  de l i ve ry ,  or  of fe r ing

a  de l i ve ry  se rv i ce  th rough  the  pla t fo rm .  You  can  even  add  pa id

sh ipp ing  on  renta l s  and  charge  your  rente r s .  

ch
ap

te
r 

4.
4 D e l i v e r y / P i c k u p  M a n a g e m e n t

Suppose  you  are  plann ing  to  s ta r t  a  renta l  marketp lace ,  you  may

face  mult ip le  cha l lenges ,  l i ke  sourc ing  di f fe rent  l i s t ings  f rom

mus ic ians ,  c reat ing  a  tech  s tack ,  genera t ing  new  revenue  model s ,

and  even  promot ing  the  por ta l .  Apar t  f rom  these  cha l lenges ,  you

a l so  need  to  unders tand  the  cus tomer ’ s  demand  and  c reate  an

access ib le  nav igat ion  por ta l .  Let ’ s  di scuss  other  cha l lenges .

ch
ap

te
r 

5 H o w  C a n  Tiger  H e l p  Y o u  C r e a t e  a
R e n t a l  M a r k e t p l a c e  f o r  M u s i c a l
I n s t r u m e n t  B u s i n e s s ?
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Now  that  you  know  the  bus iness  model ,  t rends ,  f ea tu res ,  and

cha l lenges  you  might  f ace ,  you  need  a  re l i ab le  so lu t ion  fo r  s ta r t ing

the  renta l  marketp lace  fo r  mus ica l  i n s t ruments .  T ige r  i s  one  such

marketp lace  that  can  of fe r  mus ica l  i n s t rument  renta l  so f tware

so lu t ions  fo r  c reat ing  peer - to -peer  marketp lace  pla t fo rms .

T ige r  can  he lp  you  with  a  f antas t i c  user  exper ience  by  of fe r ing

featu res  l i ke  soc ia l  media  l og ins ,  advanced  sea rch ,  and  f a s te r

checkouts  fo r  renta l  bus inesses .  I t  a l lows  Organ i sa t ions  to  cus tomise

the i r  mus ica l  i n s t rument  renta l  so f tware  fo r  enhanced  l i s t ing

featu res ,  making  the  owner ’ s  onboard ing  improved  and

st ra ight fo rward .  

The  bes t  par t  of  choos ing  T ige r  fo r  your  mus ic  i n s t rument  renta l

so f tware  i s  that  you  can  have  rap id  deve lopment  without

compromis ing  the  f ea tu res .  Sta r tups  and  ente rpr i ses  l ook ing  to

c reate  on l ine  mus ica l  i n s t rument  re ta i l  bus inesses  re l y  on  T ige r  to

hand le  the  techn ica l  aspects  whi le  focus ing  on  the  admin i s t ra t i ve

par t .

The  Admin  pane l  f rom  T ige r  of fe r s  complete  cont ro l  over  the  renta l

bus iness  opera t ions .  I t  a l lows  the  admin  to  manage  reg i s t ra t ions ,

book ings ,  l i s t ings ,  and  even  to  manage  the  pr in t ing  model  f rom  a

cent ra l i sed  dashboard .  T ige r  a l so  enab les  opera t ion  t rack ing  and

rea l - t ime  communicat ions  th rough  push  not i f i ca t ions .

https://jungleworks.com/tiger/musical-instrument-marketplace/


The  bus iness  model  fo r  any  peer - to -peer  renta l  marketp lace  needs

an  equa l l y  re l i ab le  techn ica l  so lu t ion  to  enhance  the  cus tomer

journey .  Not  on ly  does  i t  he lp  to  improve  the  opera t iona l

capab i l i t i e s ,  but  i t  a l so  enab les  the  genera t ion  of  revenues .  A  robus t

mus ic  i n s t rument  renta l  so f tware  can  he lp  c reate  enhanced

onboard ing  of  the  mus ica l  i n s t rument  owners ,  which  i s  essent ia l  to

add  va lue  fo r  your  rente r s .  

So ,  i f  you  are  th ink ing  of  s ta r t ing  a  mus ica l  i n s t rument  renta l

bus iness ,  you  wi l l  need  a  por ta l  that  can  of fe r  funct iona l i t i e s  and

featu res  fo r  h igher  UX (User  Exper ience ) .  Apar t  f rom  the  f ea tu res  and

UX ,  i t  shou ld  have  a  cent ra l i sed  dashboard  to  he lp  you  manage

book ings  and  l i s t ings  i n  rea l - t ime .  Here ,  T ige r  f rom  Jung leworks  can

be  the  r ight  mus ic  i n s t rument  renta l  so f tware  so lu t ion !

Having  second thoughts  or  doubt  about  the  so lut ion?
Take  a  t r ia l  by  s ign ing  up  with  T iger .

C o n c l u s i o n

https://jungleworks.com/tiger/musical-instrument-marketplace/
https://admin.happytiger.co/

