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

Bui ld ing  a  P2P  or  Peer  to  Peer  marketp lace  i s  a  resea rch -or iented

act i v i t y .  You  wi l l  be  dea l ing  with  a  cus tomer -cent r i c  on l ine  market  that

has  to  work  seamless l y  and  connect  the  buyer ,  se l l e r ,  and  de l i ve ry  guy .  

Bui ld ing  a  P2P  marketp lace  seems  a  bi t  f a r - f e tched  idea .  But  when  you

th ink  about  i t ,  eBay  and  Amazon  are  a l so  P2P  marketp laces ,  and  these

are  two  of  the  wor ld ’ s  bigges t  marketp laces .  

The  bes t  par t  about  bu i ld ing  a  P2P  marketp lace  i s  the  un l imi ted

potent ia l  of  sca l ing  your  venture .  So ,  i f  you  have  the  r ight  process  to

suppor t  your  venture ,  you  can  eas i l y  bu i ld ,  grow ,  and  sca le  a  P2P

marketp lace .

You  are  not  the  on ly  one .  When  bra ins to rming  to  f ind  new  ideas  fo r  an

on l ine  product ,  a  l o t  of  ent repreneurs  get  confused  between  these  two .

An  e -Commerce  s to re  i s  l i ke  a  one -man  show ,  where  the  owner  wi l l

dec ide  which  products  to  se l l ,  how  to  se l l ,  and  when  to  se l l .  

A  P2P  marketp lace  i s  di f fe rent  i n  the  sense  that  the re  i s  no  s ing le

owner .  Jus t  as  the re  can  be  many  buyer s ,  the re  are  many  se l l e r s  on  the

same  pla t fo rm .  Cons ider  th i s  as  an  ana logy ,  a  Nike  s to re  i n  your

ne ighbourhood  i s  an  e -Commerce  s to re .  

But  the  nearby  f a rmer ’ s  market  i s  a  marketp lace .  There  can  be  many

se l le r s  and  buyer s  i n  the  f a rmer ’ s  market ,  but  you  wi l l  not  f ind  a

Reebok ’ s  i t em  i n  the  Nike  s to re .  Ergo ,  e -Commerce  s to res  are  brand -

spec i f i c ,  and  marketp laces  can  dea l  i n  va r ious  brands  coming  f rom

di f fe rent  se l l e r s .

C O N F U S E D  B E T W E E N  A  P 2 P  M A R K E T P L A C E  A N D  A N  E - C O M M E R C E
S T O R E ?

P A G E  2



P 2 P  M a r k e t p l a c e s  T r e n d s  a n d
I n s i g h t s

Did  you  know  that  eBay ’ s  founder  Pie r re  Omidyar  so ld  a  broken  l a se r  fo r

$ 14 .83  back  i n  1995 ?  Af te r  ad jus t ing  the  i n f l a t ion ,  i t  i s  worth  $25 .89

today .  For tunate l y  fo r  h im ,  the  buyer  was  a  co l lec to r  of  broken  l a se r

po in te r s .  

Wel l ,  that  i s  when  Pie r re  rea l i sed  that  i f  the re  i s  a  buyer  out  the re  fo r

b roken  th ings ,  the re  wi l l  be  many  more  cus tomers  who  are  ready  to  buy

th ings  that  are  not  broken .  Thus ,  the  In te rnet  became  a  medium  to

connect  buyer s  with  se l l e r s  fo r  every  other  product .  

Today  the  P2P  marketp laces  are  not  on ly  se l l ing  tang ib le  s tu f f ,  but  they

a re  a l so  t rad ing  sk i l l s .  Pla t fo rms  l i ke  Upwork ,  Free lancer ,  Topta l ,  a l low

peop le  to  buy  and  se l l  sk i l l s .  

Etsy  i s  fo r  cra f tworks ,  Lend ing  Club  he lps  peop le  g ive  and  take  l oans ,

Ai rbnb  he lps  peop le  rent  houses ,  and  the  l i s t  goes  on .  The  on l ine

marketp laces  have  become  so  popu la r  that  the i r  sa les  are  expected  to

c ross  $7  t r i l l i on  by  2024 .  

The  i nd i v idua l  segments  a l so  show  i nc red ib le  potent ia l ,  as  the  P2P

Lend ing  marketp lace  i s  pred ic ted  to  be  worth  $559 .9  bi l l i on  by  2027 .  

In  another  scenar io ,  the  Gross  Merchand i se  Va lue  of  eBay  i nc reased

f rom  $85 . 1  bi l l i on  i n  2019  to  $ 100  bi l l i on .  That ’ s  an  i nc rease  of  $ 15

b i l l i on  i n  one  year .  

Al l  i n  a l l ,  we  are  f l ood ing  i n  an  ocean  of  P2P  marketp laces .  I t  i s  a  bet te r

opt ion  to  l e t  everyone  j o in  your  pla t fo rm  and  se l l  the i r  products  whi le

you  take  a  commiss ion  than  se l l ing  j u s t  one  brand .  

Let t ing  mult ip le  se l l e r s  t rade  on  your  pla t fo rm  means  you  wi l l  have

more  products ,  more  brands ,  more  va r ie ty ,  and  compet i t i ve  pr ic ing .  Al l

o f  th i s  wi l l  cer ta in l y  l ead  to  more  cus tomers ,  h igher  engagement ,  and

bet te r  ROI .  
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https://www.statista.com/statistics/242276/ebays-fixed-price-trading-as-share-of-total-gross-merchandise-volume/


Serv ices  Based  Marketp laces :  Pla t fo rms  l i ke  Upwork ,  Loca lUp ,

UrbanCompany ,  etc . ,  dea l  i n  se rv i ces  and  sk i l l s .   

Renta l  Marketp laces :  Here ,  we  can  i nc lude  Ai rbnb ,  Globe  L i v ing ,

Turo ,  Fat  L lama ,  Chegg ,  GearF low .  These  marketp laces  se l l  and  rent

a l l  t ypes  of  goods ,  f rom  houses  to  c lo thes .

Financ ia l  Lending  Marketp laces :  Lend ing  Club ,  Prosper ,  Payo f f  are

examples  of  P2P  l end ing  marketp laces  where  the  cus tomers  can  get

loans  and  se l l e r s  can  i nves t  fo r  bet te r  re tu rns .  

Educat iona l  Marketp laces :  In  educat ion ,  pla t fo rms  l i ke  Course ra ,

Udemy ,  EdX  are  some  f amous  examples  where  coaches  can  se l l  the i r

courses ,  and  s tudents  can  buy  them  to  l ea rn  and  grow .

  

T y p e s  o f  P 2 P  M a r k e t p l a c e s  Y o u
C a n  B u i l d
As  we  have  ment ioned  above ,  the re  i sn ’ t  a  s ing le  t ype  of  P2P

marketp lace ,  s ince  the  P2P  bus iness  model  has  impressed  many

ent repreneurs  who  have  found  i nnovat i ve  ways  to  bu i ld  un ique

marketp laces .

S imi la r l y ,  we  can  l i s t  out  a  l ong  l i s t  of  marketp laces  where  an  i nd i v idua l

i s  se l l ing  someth ing  they  own ,  and  the  buyer s  want  to  buy  them  at  the

sa id  pr ice .
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We  have :



F e a t u r e s  t o  I n c l u d e  i n  t h e  P 2 P
M a r k e t p l a c e  a n d  I t s  C o s t

There  are  th ree  t ypes  of  f ea tu res  l i s t  you  need  to  i nc lude  i n  your  P2P

marketp lace ;

Al low  the  se l l e r s  to  add  the i r  products  or  se rv i ces  eas i l y .  Ensure  that

the  se l l e r s  are  ab le  to  add  as  much  deta i l  about  the  product  as  they

can .  

Let  them  i nc lude  images  and  v ideos  fo r  bet te r  i n te rac t ion .  

For  Se l le rs
For  Customers
For  both
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F E A T U R E S  F O R  S E L L E R S

L i s t i n g s



The  se l l e r s  must  get  complete  deta i l s  about  the i r  t ransact ions  and

sa les .  
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R e p o r t s  a n d  T r a n s a c t i o n s

F E A T U R E S  F O R  B U Y E R S

Give  your  buyer s  the  opt ion  to  sea rch  fo r  the  product  or  se rv i ce  they

want  to  acqu i re .  

Th i s  wi l l  l ead  to  i n s tant  resu l t s  and  cata l y se  easy  t ransact ions .  

Create  an  a lgor i thm  to  he lp  your  buyer s  se t  di f fe rent  buy ing  cr i te r i a

and  genera te  resu l t s  based  on  the i r  pre fe rences .  

For  a  cus tomer  who  wants  to  exp lo re  di f fe rent  opt ions ,  f i l t e r s  prov ide

great  he lp  to  f i gu re  th ings  out .  

A  wish  l i s t  he lps  the  buyer s  segregate  i t ems  they  want  to  buy  l a te r .  

For  bet te r  engagement ,  a l low  the  cus tomers  to  share  the i r  wish l i s t

w i th  other  user s .

Th i s  f ea tu re  i s  impor tant  fo r  renta l  marketp laces  as  i t  a l lows  the

buyer s  to  book  the  i t em  they  want  i n  advance .  

Th i s  can  be  houses ,  books ,  even  techn ic ians  and  ensure  that  they  get

the  se rv i ce  on  the  spec i f i c  date .  

S e a r c h

F i l t e r s

C r e a t i n g  a  W i s h l i s t

B o o k  i n  A d v a n c e



S imi la r  to  he lp ing  se l l e r s  get  an  overv iew  of  the i r  sa les  and

t ransact ions ,  you  must  a l so  make  i t  easy  fo r  the  buyer s  to  check  the i r

purchase  h i s to ry .  .  
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H i s t o r y  o f  T r a n s a c t i o n

F E A T U R E S  F O R  B U Y E R S  A N D  S E L L E R S

One -c l i ck  s ign -up  v ia  Facebook  or  Goog le  account  i s  impera t i ve  i n

eve ry  t ype  of  pla t fo rm  today .  

When  buyer s  s ign  up ,  red i rec t  them  di rec t l y  to  the  homepage .  

For  se l l e r s ,  red i rec t  them  to  f i l l i ng  out  the  deta i l s  of  the i r  s to re f ront

and  add  products .

Both  buyer s  and  se l l e r s  must  have  an  opt ion  to  create ,  ed i t ,  and

bu i ld  pro f i l e s .  

The  pro f i l e  creat ion  opt ions  fo r  se l l e r s  need  to  be  more  deta i l ed  than

i t  i s  fo r  the  buyer s .  

You  can  a l so  i nc lude  a  ve r i f i ca t ion  sequence  fo r  the  se l l e r s  and  put  a

“ t i ck ”  ✅  aga ins t  the i r  name  to  promote  t rus t .

The  buyer s  must  be  ab le  to  ra te  the  se l l e r s  they  buy  or  rent  the

products  f rom .  

For  se l l e r s ,  make  su re  that  you  a l low  them  to  access  the  cus tomers ’

ra t ings  and  rev iews  to  f i l l  the  gaps  i n  the i r  se rv i ce .

S i g n  U p  a n d  S i g n  I n

P r o f i l e  C r e a t i o n

R e v i e w  a n d  R a t i n g s



The  buyer s  rece i ve  not i f i ca t ions  when  they  have  purchased  a  product

o r  rented  one .  The  not i f i ca t ion  sha l l  a l so  go  to  the  se l l e r s  to  l e t  them

know  that  the i r  products  or  se rv i ces  have  got  a  buyer .  

 

Fur thermore ,  you  can  a l so  bu i ld  a  sy s tem  to  send  not i f i ca t ions  to  the

cus tomers  fo r  di f fe rent  of fe r s ,  di scounts ,  etc .   .  
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P u s h  N o t i f i c a t i o n s

One  of  the  bes t  ways  to  i nc rease  your  cus tomer  and  se l l e r  footpr in t  i s

by  a l lowing  them  to  i n te rac t  on  the  pla t fo rm  i t se l f .  

Th i s  wi l l  g ive  the  buyer  a  bet te r  way  to  get  a l l  the  answers  regard ing

the  product  and  ensure  that  they  are  get t ing  the  per fec t  product

they  want .  

Th i s  f ea tu re  becomes  even  more  impor tant  fo r  pla t fo rms  l i ke  Etsy ,

where  cus tomers  expect  a  cus tomised  product .  

Always  i nc lude  mult ip le  payment  opt ions  on  the  pla t fo rm  to  ensure

that  the  cus tomers  do  not  abandon  the i r  car t  because  they  are  not

ab le  to  pay  fo r  the  product .  

You  must  i nc lude  payment  opt ions  by  cred i t  cards ,  deb i t  cards ,  bank

t rans fe r s ,  on l ine  wal le t s ,  etc .

Note :  These  are  the  f ea tu res  of  the  bas ic  ve r s ion  of  the  pla t fo rm  or  what

you  may  ca l l  an  MVP  (Most  V iab le  Product ) .  

To  bu i ld  a  pla t fo rm  with  a l l  these  f ea tu res ,  i t  i s  natura l  that  you  have  to

bu i ld  a  webs i te  or  a  mobi le  app l i ca t ion .  Consequent l y ,  you  have  to  h i re

web  deve lopers  or  app  deve lopers ,  who  charge  by  the  hour .

I n - A p p  C h a t

P a y m e n t  O p t i o n s

C O S T  O F  B U I L D I N G  A  P 2 P  M A R K E T P L A C E



P A G E  9

For  i n s tance ,  i f  they  put  i n  1000  hours  of  work  and  the i r  ra te  i s  $50  per

hour ,  you  are  l ook ing  to  spend  $50 ,000  fo r  the  pla t fo rm .

I s n ’ t  t h i s  c o s t  t o o  m u c h  f o r  a  s t a r t u p ?

Fur ther ,  i t  can  take  about  4  to  6  months  to  bu i ld  a  P2P  marketp lace

that  i s  a l so  backed  by  resea rch  and  ve r i f i ed  with  cus tomer  and

compet i to r  resea rch .  

In  a  compet i t i ve  market ,  th i s  may  not  work  i n  your  f avour .

Desp i te  knowing  every th ing  about  bu i ld ing  a  P2P  marketp lace ,  you  may

face  some  cha l lenges  i n  coming  up  with  one .

Cost  i s  a  big  cha l lenge  as  you  have  to  secure  subs tant ia l  funds  to

bu i ld  a  pla t fo rm .  

Second ly ,  f ind ing  the  r ight  team  of  deve lopers  and  des igner s  can

a l so  pose  a  cha l lenge .  You  shou ld  know  how  to  vet  the  pro fess iona l s ,

unders tand  the i r  potent ia l ,  and  h i re  them  at  cos t -e f fec t i ve  pr ices .  

Ensur ing  the  management  and  de l i ve ry  of  the  pro jec t  can  a l so

become  a  cha l lenge  i f  you  wish  to  work  with  a  team  of  f ree lancer s  or

even  h i re  an  agency  that  wi l l  take  care  of  every  s tep .  

C h a l l e n g e s  o f  P 2 P  M a r k e t p l a c e

Af te r  overcoming  the  deve lopmenta l  cha l lenges ,  you  might  have  to  f ace

another  se t  of  cha l lenges  that  i nc lude :

B u i l d i n g  t r u s t  a m o n g  t h e  m a r k e t p l a c e  s e l l e r s  a n d  b u y e r s .

E n s u r i n g  p r i c e  u n i f o r m i t y  a c r o s s  t h e  p l a t f o r m .  

C r e a t i n g  a  s y s t e m  f o r  p r o d u c t  d e l i v e r y  a n d  r e t u r n .
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There  are  two  routes  you  can  take  to  bu i ld  a  P2P  marketp lace .  You  can

do  i t  the  easy  way  or  the  di f f i cu l t  way .  Let ’ s  di scuss  the  di f f i cu l t  way

f i r s t .

You  want  to  s ta r t  by  resea rch ing  the  market  to  f i gu re  out  the  n iche  of

your  marketp lace .  Wi l l  you  bu i ld  a  pla t fo rm  to  t rade  i n  goods ,  se rv i ces ,

sk i l l s ,  houses ,  car s ,  f inances ,  etc . ?  F ind ing  out  the  answer  requ i res :  

U n d e r s t a n d i n g  o f  t h e  p o t e n t i a l  o f  e a c h  o f  t h e s e  m a r k e t s

U n d e r s t a n d i n g  t h e  p r o s  a n d  c o n s

C o n d u c t i n g  c u s t o m e r  r e s e a r c h

K n o w i n g  y o u r  c o m p e t i t i o n

H o w  t o  D e v e l o p  a  P 2 P
M a r k e t p l a c e ?

Af te r  knowing  which  t ype  of  P2P  marketp lace  you  want  to  bu i ld ,

va l ida te  the  idea  by  bu i ld ing  l and ing  pages  and  get t ing  the  cus tomer

response .  Fur ther ,  you  can  a l so  run  ads  to  f ind  out  how  many  peop le  are

in te res ted  i n  the  t ype  of  marketp lace  you  want  to  bu i ld .  

Post  va l ida t ion ,  engage  i n  the  di scove ry  workshop .  Th i s  par t  of  the  j ob

invo l ves  creat ing  the  pla t fo rm ’ s  des ign ,  UI /UX  e lements ,  and  l i s t ing

down  the  f ea tu res  you  want  to  i nc lude .  Creat ing  a  f ea tu res  l i s t  wi l l  he lp

you  know  the  cos t  and  t ime  es t imate .

B U I L D I N G  A N  O N L I N E  P 2 P  M A R K E T P L A C E
F R O M  S C R A T C H
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Y e s ,  w i t h  T i g e r ,                             you  can  bu i ld  the  P2P  marketp lace  i n  one  day  and  at

a  f r ac t ion  of  the  cos t  ment ioned  above .  T ige r  he lps  ent repreneurs

c i rcumvent  a l l  the  aspects  of  deve lopment ,  des ign ,  tes t ing ,  and

dep loyment  as  every th ing  i s  a l ready  bu i l t  fo r  you .  

With  T ige r ,  bu i ld ing  a  marketp lace  i s  as  easy  as  answer ing  a  f ew

ques t ions ,  tweak ing  the  des ign ,  and  c l i ck ing  on  l aunch .  Al l  the  f ea tu res

that  you  see  above  are  a l ready  bu i l t  on  the  pla t fo rm ,  and  you  are  f ree  to

use  them .  

Not  on ly  th i s ,  T ige r  goes  up  a  notch  by  he lp ing  you  take  care  of  the

de l i ve ry  management ,  CRM ,  market ing ,  promot ions ,  order  reques t s ,  and

so  much  more ,  without  ever  hav ing  to  l ook  fo r  other  opt ions .  

These  funct ions  are  opera t iona l i sed  by  a  mult i tude  of  i n tegra t ions  bu i l t

w i th in  the  sy s tem .  I f  that ’ s  not  a l l ,  you  can  i nc lude  more  than  100+

payment  opt ions  fo r  your  cus tomers .  So ,  you  can  l aunch  your

marketp lace  i n  any  count ry  you  want  without  wor ry ing  about  payment ,

management ,  and  sca lab i l i t y .   

Las t  but  not  l eas t ,  T ige r  can  he lp  you  bu i ld  any  t ype  of  P2P  marketp lace

and  create  a  smooth  opera t iona l  method  fo r  onboard ing  new  se l l e r s ,

manag ing  them ,  and  l e t t ing  them  bu i ld  the i r  s to re f ront .  T ige r  has

innate  capab i l i t i e s  to  l e t  you  overcome  a l l  the  deve lopment  and  non -

deve lopmenta l  cha l lenges .

Prosper  i s  an  on l ine  P2P  l end ing  marketp lace  work ing  as  a  l oan

management  sy s tem .  We  can  ca l l  Prosper  a  Soc ia l  l end ing  pla t fo rm

where  i nd i v idua l s  can  g ive  and  take  l oans .  The  bor rowers  get  access  to

easy  money ,  and  the  l enders  benef i t  f rom  the  i n te res t -added  re tu rns ,

which  u l t imate l y  makes  Prosper  an  i nves tment  pla t fo rm  fo r  them .

W H A T  I F  W E  T O L D  Y O U  T H A T  T H E R E  I S  A N
A L T E R N A T E  O P T I O N  T H A T  I S  C O S T - E F F E C T I V E !

A  C a s e  S t u d y  t o  H e l p  Y o u
U n d e r s t a n d  B e t t e r

https://www.prosper.com/


P A G E  1 2

As  you  may  have  observed ,  bu i ld ing  a  P2P  marketp lace  i s  eas ie r  sa id

than  done .  Yes ,  you  can  choose  to  sk ip  the  i n i t i a l  par t s  of  idea

va l idat ion  and  bu i ld ing  a  proo f  of  concept ,  but  that  wi l l  be  l i ke

shoot ing  bl ind  ar rows  and  hop ing  that  they  h i t  the  bul l seye .  

In s tead ,  take  the  r ight  way  to  move  fo rward  and  bu i ld  a  pla t fo rm  that  i s

backed  by  resea rch  and  an  ag i le  deve lopment  process .  Your

marketp lace  wi l l  hopefu l l y  get  an  extended  vo lume  of  cus tomer

footpr in t .  So ,  ensure  that  you  bu i ld  a  pla t fo rm  that  has  the  capab i l i t i e s

to  not  on ly  de l i ve r  a  great  se rv i ce  but  a l so  moni to r  engagement  to

modi f y  the  pla t fo rm  based  on  the  user  behav iour ,  and  th i s  i nc ludes  the

se l l e r s  as  wel l  as  the  buyer s .

I t  took  fou r  I T  exper t s  and  eng ineer s  to  bu i ld  the  pla t fo rm  work ing  with

techno log ies  that  i nc lude  ASP .NET ,  JavaScr ip t ,  SQL ,  WCF ,  etc .  At  the

end  of  i t ,  Prosper  has  enab led  a  f a s te r  l oan  grant ing  sy s tem  reduc ing

the  overa l l  cos t  of  l oan  management  by  40% .

With  T ige r ,  you  can  bu i ld  the  same  pla t fo rm  without  ever  l ea rn ing  or

us ing  any  of  these  techno log ies  and  h i r ing  any  eng ineer .  You  can  work

on  every th ing  yourse l f  to  save  the  cos t  that  wi l l  otherwi se  be  spent  on

bu i ld ing  a  s imi la r  pla t fo rm
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