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In  2020 ,  the  pandemic  had  ent i re l y  t rans fo rmed  the  on l ine  shopp ing

ecosys tem ,  and  the  popu la r i t y  of  eCommerce  soa red .  Along  with  i t ,  on l ine

marketp laces  and  the  renta l  bus iness  model  sky rocketed  due  to  the i r

mass i ve  bus iness  potent ia l .  Sta r tups  and  bus inesses  opera t ing  on  the

shar ing  economy  model  witnessed  t remendous  growth .  The  market  i s

p red ic ted  to  reach  $335  bi l l i on  by  2025 .  

Shar ing ,  or  peer - to -peer  rent ing ,  of  a l l  k inds  of  goods ,  f rom  bikes  to  baby

gear ,  a lways  had  a  l a rge  aud ience  main ly  because  buy ing  expens i ve  goods

or  i t ems  that  are  not  f requent l y  used  doesn ’ t  make  a  l o t  of  sense .  A  repor t

by  Cred i t  Su i s se  proves  th i s .  I t  has  been  found  that  a lmost  28%  of  user s

wor ldwide  are  wi l l ing  to  share  e lec t ron ics  which  are  usua l l y  cons idered

more  expens i ve  than  other  categor ies  of  i t ems .

Among  these ,  the  photography  renta l  bus iness ,  i n  par t i cu la r ,  became

huge ly  popu la r  because  cameras  and  accesso r ie s  are  usua l l y  cos t l y ,

espec ia l l y  good  qua l i t y  ones .  When  you  can  rent  a  h igh -qua l i t y  camera  at  a

f rac t ion  of  the  cos t ,  why  would  someone  se t t le  fo r  buy ing  a  mid - range

camera ?  Photography  accesso ry  and  equ ipment  renta l ,  f rom  l i ght s  to

lenses ,  thus  has  enormous  revenue  potent ia l .  Overa l l ,  photography

equ ipment  market  i s  s t ipu la ted  to  grow  at  a  CAGR  of  5 .8%  f rom  2020  to

2025 .

INTRODUCTION 
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https://spendmenot.com/blog/sharing-economy-statistics/#:~:text=The%20sharing%20economy%20is%20set%20to%20reach%20%24335%20billion%20by%202025.&text=Over%2086%20million%20Americans%20will,billion%20between%202021%20and%202025.
https://spendmenot.com/blog/sharing-economy-statistics/#:~:text=The%20sharing%20economy%20is%20set%20to%20reach%20%24335%20billion%20by%202025.&text=Over%2086%20million%20Americans%20will,billion%20between%202021%20and%202025.
https://spendmenot.com/blog/sharing-economy-statistics/#:~:text=The%20sharing%20economy%20is%20set%20to%20reach%20%24335%20billion%20by%202025.&text=Over%2086%20million%20Americans%20will,billion%20between%202021%20and%202025.
https://www.mordorintelligence.com/industry-reports/photography-equipment-market


Unless  you  are  a  pro fess iona l  photographer ,  the re  are  h igh  chances  that

you  wi l l  use  the  camera  to  cover  impor tant  f ami l y  events  such  as  bi r thdays ,

weddings ,  or  your  t r ips .  S ince  these  events  happen  on ly  once  i n  a  whi le ,

your  cameras  are  l y ing  id le  fo r  the  re s t  of  the  yea r .   

Th i s  e -book  captures  every th ing  you  need  to  know  about  a  photography

renta l  marketp lace  and  how  to  ente r  i t .

HOW TO ENTER THE ONLINE
RENTAL MARKETPLACE FOR
PHOTOGRAPHY BUSINESS
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I f  you  have  dec ided  to  s ta r t  a  photography  renta l  bus iness ,  the  f i r s t  th ing

you  need  to  dec ide  i s  the  bus iness  model .  In  th i s  age  of  i nc reas ing

compet i t ion ,  i t ' s  not  enough  that  your  bus iness  i s  v i s ib le ,  but  i t  a l so  has  to

be  l oved  by  your  cus tomers .  The  on l ine  marketp lace  model  can  be  a

fantas t i c  pla t fo rm  fo r  your  photography  renta l  bus iness  as  i t  has  l ow  r i sk

and  huge  growth  potent ia l .  But  bu i ld ing  a  th r i v ing  photography

marketp lace  i s  a lways  a  cha l lenge .  Let ' s  see  the  s teps  i nvo l ved .

Sta r t ing  a  photography  on l ine  renta l  marketp lace  without  unders tand ing

the  needs  of  your  ta rget  aud ience  wi l l  end  up  teach ing  you  a  pa in fu l

l e s son .  Accord ing  to  CB  In s ights ,  42%  of  s ta r tups  f a i l  main ly  because  of  not

ana lyz ing  the  market .  So ,  befo re  you  get  s ta r ted ,  

Ensure  the  fo l lowing :

Of fe r ing  good  qua l i t y  photography  gear  to  cus tomers  i sn ’ t  enough .  You

need  to  make  i t  pro f i tab le  fo r  the  s takeho lder s .  Hence ,  i t ’ s  essent ia l  to

des ign  a  v iab le  bus iness  model  befo re  l aunch ing  your  bus iness .  There  are

two  ways  to  of fe r  renta l  se rv i ces

Assess  the  market  s i ze  and  vo lume  fo r  the  photography  n iche

Pay  at tent ion  to  market  t rends ,  techno logy  breakthroughs ,  and  changes

in  cus tomer  behav io r .

Af te r  ident i f y ing  your  ta rget  user s  and  unders tand ing  the i r  needs ,

i n tegra te  so lu t ions  i n to  your  bus iness  accord ing ly .

Step  1 :  Research  Your  Target  Market

Step  2 :  Choose  The  R ight  Bus iness  Model

https://www.cbinsights.com/research/startup-failure-reasons-top/


L i s t  your ,  organ iz ing  photography  gear  and  charge  a  nomina l  f ee  ( say

$50  per  day  fo r  equ ipment  l i ke  Nikon  D750  FX )  fo r  rent ing  th i s  gear .  

L i s t  owner ' s  gear  and  charg ing  a  se rv i ce  f ee  ( say  15  to  1 7% )  f rom  the

owners  fo r  l i s t ing ,  rent ing ,  and  adver t i s ing .  Th i s  i s  the  more  popu la r

mode l .

Manag ing  a  renta l  bus iness  can  get  more  di f f i cu l t  i f  you  don ’ t  plan  the

renta l  opera t ions .  Due  to  the  nature  of  the  bus iness  model ,  you  have  to

manage  the  l i s t ings  f rom  your  own  i nvento ry ,  l i s t ings  by  the  gear  owners ,

and  the  rente r s  who  rent  f rom  e i ther .  You  have  to  s t reaml ine  the  ent i re

process  fo r  the  user ' s  conven ience  and  sa t i s fac t ion .  

Above  a l l ,  you ' l l  s t i l l  need  processes  i n  place  to  take  care  of  secur i t y

depos i t s ,  damage  of  gear ,  l a te  f ees ,  and  the f t .  Also ,  to  ensure  the  qua l i t y  of

the  l i s t ings ,  you  shou ld  have  a  product  moderat ion  sy s tem  to  keep

scammers  away  f rom  your  marketp lace .

Of fe r ing  good  qua l i t y  photography  gear  to  cus tomers  i sn ’ t  enough .  You

need  to  make  i t  pro f i tab le  fo r  the  s takeho lder s .  Hence ,  i t ’ s  essent ia l  to

des ign  a  v iab le  bus iness  model  befo re  l aunch ing  your  bus iness .  There  are

two  ways  to  of fe r  renta l  se rv i ces
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Step  3 :  P lan  Your  Marketp lace  Operat ions



For  a  sus ta inab le  and  funct ion ing  marketp lace ,  you  shou ld  ensure  a  sa fe ,

secure ,  and  re l i ab le  payment  sy s tem  fo r  your  user s .  When  i t  comes  to

payment  process ing .

The  eas ies t  way  to  save  money ,  t ime ,  and  e f fo r t  when  bu i ld ing  a

marketp lace  fo r  your  photography  bus iness  i s  to  avo id  f ea tu res  your  user s

don ’ t  need .  The  essent ia l  f ea tu res  that  f i t  your  renta l  bus iness  are  l i s t ing ,

se l l ing ,  and  di spatch ing  gear  e f fec t i ve l y .  Your  marketp lace  shou ld

in tegra te  f ea tu res  to  s impl i f y  the  ent i re  process  l i ke  order  management ,

automated  not i f i ca t ions ,  rea l - t ime  t rack ing ,  mult ip le  payment  i n tegra t ion ,

and  a  pr i va te  messag ing  sy s tem  to  ensure  seamless  communicat ion

between  a l l  the  s takeho lder s .
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Step  4 :  Out l ine  the  Essent ia l  Marketp lace  Features

Step  5 :  Choose  the  R ight  Payment  So lut ion



Payments  f rom  the  equ ipment  owners

Payments  f rom  the  rente r s

Payments  to  the  owners  (payouts )

Other  payments  ( th i rd -par ty  adver t i se r s )

you  need  to  process  payments  f rom  va r ious  s takeho lder s  such  as

Today ,  the re  are  many  payment  processo r s  that  suppor t  on l ine  marketp lace

payments .  In tegra t ing  mult ip le  payment  gateways  i s  a  must -have  when  i t

comes  to  of fe r ing  a  great  user  exper ience  to  the  cus tomers .

The  f i r s t  s tep  i n  bu i ld ing  an  on l ine  pla t fo rm  i s  organ i s ing  a  team  of

deve lopers .  You  cou ld  e i ther  h i re  sk i l l ed  deve lopers ,  a  deve lop ing  agency

or  f ree lancer s .  Prepare  a  deta i l ed  document  regard ing  the  requ i red

spec i f i ca t ions  and  the  funct ions  you  need  i n  the  pla t fo rm  and

communicate  c lea r l y  with  the  team .  Th i s  process  can  take  anywhere  f rom  a

few  weeks  to  a  yea r ,  and  i t  wi l l  take  l onger  fo r  cus tom  bu i lds .  I t  i s  essent ia l

to  conduct  r igo rous  tes t ing  to  ident i f y  any  er ro r s  befo re  l aunch ing .  

When  i t  comes  to  the  l aunch ,  the  sooner  you  do  i t ,  the  more  t ime  you  have

to  beta  tes t  the  app ,  gather  f eedback ,  and  improve  the  overa l l  user

exper ience .

I f  you  are  s t i l l  wor r ied  about  how  to  make  your  photography  renta l

bus iness  a  success ,  the re  are  seve ra l  ways  to  plan  your  s t ra tegy  and  hack

your  growth .  

Let ’ s  l ook  at  some  of  the  bes t  pract i ces  to  grow  your  bus iness :

 

Keep the  Best  Inventory  in  Stock

I t ’ s  impor tant  that  you  focus  more  on  the  qua l i t y  of  the  products  than  on

quant i t y .  I t  i s  a l so  essent ia l  that  you  s tock  a l l  the  i n -demand  cameras  and

the i r  accesso r ie s  to  ta rget  a l l  your  potent ia l  cus tomers .
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Step  6 :  Bu i ld  and Launch Your  Marketp lace  P lat form

HOW TO MAKE YOUR
CAMERA RENTAL BUSINESS
A SUCCESS



Do  proper  market  re sea rch  and  su rvey  your  potent ia l  cus tomers  to

unders tand  the  products  they  need  and  avo id  spend ing  on  equ ipment  that

i s  not  i n  demand .  Also ,  to  reduce  your  cap i ta l  cos t s ,  make  su re  you  get

good  dea l s  whenever  you  purchase  new /used  i nvento ry  fo r  your  bus iness

l i ke  cameras ,  l enses ,  and  other  AV  gear  such  as  f l a sh  t r igger s ,  l i ght  s tands ,

t r ipods ,  and  more .

Customers  usua l l y  l ook  at  of fe r s  and  di scounts  as  a  good  oppor tun i t y  to

save  money .  By  of fe r ing  seasona l  di scounts  and  of fe r s ,  you  can  l oop  i n

more  cus tomers ,  and  by  of fe r ing  a  rewards  opt ion ,  you  can  even  make  them

loya l  to  your  bus iness .  

Another  opt ion  i s  to  prov ide  di scounted  renta l  packages  to  pro fess iona l s

who  rent  camera  gear  fo r  bigger  events .  You  can  bundle  va r ious  accesso r ie s

as  a  package  and  of fe r  a  good  dea l .  For  l a rge r  order s ,  you  can  even  of fe r

f ree  sh ipment .  Such  dea l s  wi l l  bu i ld  a  good  re la t ionsh ip  with  your

cus tomers .

Create  St rateg ic  Partnersh ips

For  a  renta l  bus iness  to  succeed  i n  th i s  h igh ly  compet i t i ve  wor ld ,  you  need

more  than  a  regu la r  market ing  s t ra tegy  to  s tand  apar t ,  espec ia l l y  i f  you  are

a  newcomer .  Bui ld ing  s t ra teg ic  par tner sh ips  with  i n f luencer s  i s  one  of  the

bes t  ways  to  genera te  word -of -mouth  publ i c i t y .  By  co l l abora t ing  with

famous  i n f luencer s  that  are  re levant  to  the  photography  n iche ,  you  wi l l

inc rease  brand  awareness  and  improve  cus tomer  re tent ion .

l so  essent ia l  that  you  s tock  a l l  the  i n -demand  cameras  and  the i r

accesso r ie s  to  ta rget  a l l  your  potent ia l  cus tomers .
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Offer  D iscounts  and Deals  to  Att ract  Customers



Def ine  what  i s  acceptab le  wear  and  tea r

Gu ide l ines  to  how  equ ipment  shou ld  be  t rea ted

Deta i l s  about  when  the  renta l  per iod  s ta r t s  and  ends

What  happens  i n  case  of  l a te  re tu rn ,  l o s s  or  damage ,  or  the f t  of

equ ipment ?

Whom  shou ld  the  cus tomer  contact  i n  case  anyth ing  goes  wrong ?

Deta i l s  of  s i tuat ions  under  which  e i ther  par ty  can  te rminate  the

agreement

Nobody  wants  to  argue  with  the i r  cus tomers .  That ’ s  why  i t ’ s  h igh ly

essent ia l  to  have  a  water t ight  renta l  agreement  that  answers  a l l  the

impor tant  quer ies  that  cou ld  re su l t  i n  confus ion .  I t  wi l l  protect  your

bus iness  f rom  any  unwanted  l i ab i l i t i e s  and  l ega l  hurd les .  Be low  are  some

impor tant  FAQs  that  your  cus tomers  are  ent i t l ed  to  know :

Use  the  Power  o f  Soc ia l  Media

In  today ' s  wor ld ,  i t ’ s  hard  to  f ind  any  bus iness  without  an  on l ine  presence .

More  spec i f i ca l l y ,  soc ia l  media  plays  an  impor tant  ro le  i n  promot ing  your

bus iness  and  market ing  your  brand .  Soc ia l  media  pla t fo rms  of fe r  you  a

va r ie ty  of  opt ions ,  such  as  di f fe rent  v ideo  fo rmats  and  adver t i sements  to

promote  your  se rv i ces .  You  can  a l so  add  the  l i nk  to  your  on l ine  s to re ’ s

land ing  page  to  red i rec t  user s  f rom  your  soc ia l  media  accounts .  T ry

engag ing  with  your  cus tomers  th rough  post s ,  games ,  and  po l l s  to  s tay

connected  with  them .  Soc ia l  media  can  a l so  he lp  you  h igh l ight  your  dea l s

and  he lp  you  acqu i re  fu tu re  cus tomers  by  a l lowing  user s  to  repos t  and

share  your  se rv i ces .

Whi le  dra f t ing  these  cond i t ions ,  i t ’ s  impor tant  to  ensure  that  these  are

we l l -def ined  and  easy  to  unders tand .  
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Create  Watert ight  Agreements



User  Prof i les

Customers  and  equ ipment  prov ider s  both  usua l l y  f i r s t  s ign  up  and  c reate  a

persona l  pro f i l e .  I t  t yp ica l l y  conta ins  the  cus tomer ' s  username ,  image ,

address ,  and  other  add i t iona l  i n fo rmat ion .  You  can  a l so  prov ide  soc ia l

log ins ,  l i ke  Facebook  and  Goog le ,  to  l e t  them  s ign  i n  to  your  marketp lace

conven ient l y .  Most  pla t fo rms  of fe r  mult ip le  opt ions  i n  the  s ignup  process

to  make  i t  more  user - f r i end ly .  Adding  f ea tu res  such  as  Forgot  Password  or

Username  Ret r ieva l  wi l l  make  your  pla t fo rm  l ook  t ransparent  and

t rus twor thy .

Many  ent repreneurs  th ink  that  the i r  on l ine  marketp lace  wi l l  have  to  match

Ai rbnb ' s  s tunn ing  v i sua l  s t y le s  and  i t s  advanced  f ea tu res  to  succeed .  But

t r y ing  to  c lone  popu la r  s ta r tup  pla t fo rms  fo r  your  marketp lace  wi l l  not

he lp  you  i n  your  v i s ion .  Re invent ing  the  whee l  on  the  most  common

features  wi l l  c reate  unnecessa ry  cha l lenges  fo r  cus tomers  to  use  your

p la t fo rm .

In  today ' s  age  of  r i s ing  compet i t ion ,  your  marketp lace  shou ld  not  on ly  be

v iab le  but  shou ld  a l so  be  en joyed  by  your  cus tomers .  The  fo l lowing  f ea tu res

a re  essent ia l  to  make  your  pla t fo rm  un ique :
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KEY FEATURES OF AN
ONLINE RENTAL
MARKETPLACE FOR
PHOTOGRAPHY BUSINESS

L is t ings  

For  an  on l ine  renta l  marketp lace ,  the  pr imary  funct ion  i t  se rves  i s  to  a l low

user s  to  publ i sh  and  manage  i n fo rmat ion  about  the  equ ipment  they  are

rent ing .  The  qua l i t y  of  your  l i s t ing  f ea tu re  can  e i ther  make  or  break  your

marketp lace .  I f  user s  f ind  i t  di f f i cu l t  and  t ime -consuming  i n  c reat ing  and

manag ing  l i s t s ,  they  wi l l  move  to  another  marketp lace  that  matches  the i r

expecta t ions .  I f  cus tomers  are  f ind ing  the  l i s t ing  funct iona l i t y  un insp i r ing

and  l ow  qua l i t y ,  they  wi l l  aga in  make  purchases  on  another  webs i te .



Camera  renta l  marketp laces  usua l l y  make  money  by  charg ing  a  nomina l  f ee

fo r  every  t ransact ion  by  the  user .  Th i s  i s  f eas ib le  on ly  i f  t ransact ions

happen  th rough  an  on l ine  pla t fo rm .  Users  shou ld  be  ab le  to  pay  on l ine

us ing  the i r  c red i t  cards ,  PayPa l ,  or  St r ipe  accounts .  The  marketp lace  owner

needs  to  take  the i r  cut  f i r s t  and  then  make  su re  the  money  gets  depos i ted

in  the  prov ider ’ s  bank  account .

Map &  Locat ion

For  eCommerce  pla t fo rms  l i ke  Amazon  and  eBay ,  l oca t ions  don ’ t  matte r

because  they  can  sh ip  anywhere ,  but  when  i t  comes  to  renta l  marketp laces ,

they  are  usua l l y  l oca t ion -based .  The  i n tegra t ion  of  maps  i s  c ruc ia l  whi le

bu i ld ing  a  renta l  marketp lace ,  so  the  cus tomers  can  f ind  the  products  that

a re  c lose  to  the i r  l oca t ions .
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Onl ine  Payments



Camera  renta l  marketp laces  usua l l y  make  money  by  charg ing  a  nomina l  f ee

fo r  every  t ransact ion  by  the  user .  Th i s  i s  f eas ib le  on ly  i f  t ransact ions

happen  th rough  an  on l ine  pla t fo rm .  Users  shou ld  be  ab le  to  pay  on l ine

us ing  the i r  c red i t  cards ,  PayPa l ,  or  St r ipe  accounts .  The  marketp lace  owner

needs  to  take  the i r  cut  f i r s t  and  then  make  su re  the  money  gets  depos i ted

in  the  prov ider ’ s  bank  account .

Map &  Locat ion

For  eCommerce  pla t fo rms  l i ke  Amazon  and  eBay ,  l oca t ions  don ’ t  matte r

because  they  can  sh ip  anywhere ,  but  when  i t  comes  to  renta l  marketp laces ,

they  are  usua l l y  l oca t ion -based .  The  i n tegra t ion  of  maps  i s  c ruc ia l  whi le

bu i ld ing  a  renta l  marketp lace ,  so  the  cus tomers  can  f ind  the  products  that

a re  c lose  to  the i r  l oca t ions .

P A G E  1 1

Onl ine  Payments



Del iver  a  Remarkable  User  Exper ience

Insurance

User  exper ience  i s  a l l  about  how  user s  f ee l  when  they  use  your  se rv i ces  on

your  renta l  marketp lace .  To  of fe r  a  great  user  exper ience ,  your  marketp lace

shou ld  prov ide  the  r ight  f ea tu res  to  meet  cus tomer  expecta t ions .  Make

sure  your  pla t fo rm  has  a  un ique  content  s t ruc tu re  coup led  with  re l i ab le

cus tomer  se rv i ce .

You  ( i f  you  are  rent ing  your  own  equ ipment )  and  the  photography

equ ipment  owners  are  tak ing  a  huge  r i sk  whi le  rent ing  out  camera  gear .

They  are  of ten  prone  to  misuse  and  damage .  I f  you  don ’ t  have  a  proper

insurance  po l i cy ,  you  are  l i ab le  to  bear  the  f inanc ia l  l o s s .  I t  i s  even  more

cha l leng ing  fo r  a  camera  renta l  bus iness  because  camera  equ ipment  and

accesso r ie s  are  h igh ly  expens i ve .
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UNDERSTAND WHAT YOUR
CUSTOMERS ARE LOOKING
FOR

Secur i ty

Onl ine  renta l  pla t fo rms  shou ld  have  a  robus t  secur i t y  i n f ra s t ruc tu re  to

protect  sens i t i ve  user  data  and  deta i l s  of  f inanc ia l  t ransact ions .  For

example ,  SSL  protect ion  i s  one  of  the  necessa ry  at t r ibutes  to  ensure  sa fe

and  secure  i n te rnet  t ransact ions .  You  shou ld  f requent l y  run  extens i ve

background  checks  to  ensure  that  your  pla t fo rm  i s  f ree  f rom  any  f r audu lent

act i v i t i e s .  You  cou ld  a l so  use  a  mult i - f ac to r  authent ica t ion  secur i t y  sy s tem

that  i s  t r iggered  at  the  s l ightes t  unusua l  act i v i t y  on  the  pla t fo rm .  Th i s  wi l l

inc rease  the  re l i ab i l i t y  and  t rus twor th iness  of  the  webs i te  and ,  i n  tu rn ,

i nc rease  the  brand  va lue .

Reviews

Equ ipment  owners  might  f ee l  sca red  whi le  rent ing  out  the i r  expens i ve

equ ipment  to  s t rangers .  S imi la r l y ,  i t  may  not  f ee l  secure  i f  they  are  rent ing

i t  out  fo r  a  l onger  durat ion .  That  i s  why  on l ine  marketp laces  are  work ing

hard  to  bu i ld  t rus t  between  the i r  user s .  Prov id ing  a  rev iew  sec t ion  i s

c ruc ia l  i n  a  renta l  marketp lace  to  c reate  a  t rus t fu l  atmosphere .  Af te r  every

success fu l  t ransact ion ,  the  rev iews  and  tes t imon ia l s  g iven  by  both  par t ie s

p lay  a  v i ta l  ro le  i n  dec i s ion  making  and  he lp  user s  f ee l  conf ident  when

they  are  rent ing  out  the i r  equ ipment .



Now  that  you  know  every th ing  about  c reat ing  an  on l ine  photography

equ ipment  renta l  marketp lace ,  i t  may  seem  easy  to  bu i ld  your  own

marketp lace  r ight  away .  But  that  i s  f a r  f rom  the  t ru th .  You  need  a  l a rge

team  of  sk i l l ed  deve lopers ,  c loud  arch i tec t s ,  and  des igner s  to  deve lop

h igh - sca le  cus tomisa t ions  i n  your  marketp lace ,  and  the  team  shou ld  be

cons tant l y  managed .  I t  can  take  months  and  h igh  cos t s  to  deve lop  your

p la t fo rm .

In s tead  of  go ing  th rough  these  hass les  to  bu i ld  your  marketp lace ,  you  can

choose  T ige r ,  an  on l ine  marketp lace  deve lop ing  so f tware  fo r  your

photography  bus iness .  You  can  use  i t s  i n -bu i l t  funct ions  and  extens i ve

fea tu res  to  bu i ld  your  marketp lace  f rom  sc ra tch  with  ze ro  cod ing  sk i l l s .  

T ige r  of fe r s  you  the  f reedom  to  choose  your  marketp lace  theme ,  add

requ i red  f ea tu res ,  add  mult ip le  payment  methods ,  and  cus tomise  the

p la t fo rm  accord ing  to  your  requ i rements .  T ige r  of fe r s  extens i ve  ded icated

cus tomer  suppor t  and  even  gu ides  you  th rough  the  process .  For  someone

who  has  no  knowledge  of  so f tware  deve lopment  and  doesn ’ t  want  to

ove r see  h i r ing  and  techn ica l  spec i f i ca t ions ,  T ige r  wi l l  make  your  l i f e  s imple

and  he lp  you  c reate  the  bes t  photography  equ ipment  renta l  pla t fo rm .

THE PERFECT FIT FOR YOUR
CAMERA RENTAL BUSINESS:
TIGER
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S e l e c t  y o u r
m a r k e t p l a c e

S t a r t  l i s t i n g  o f  y o u r
p r o d u c t / s e r v i c e

G o  o n l i n e  i n
m i n u t e s

S i g n  u p



The  nove l  coronav i rus  has  tu rned  the  g loba l  economy  ups ide  down ,  but

on l ine  marketp laces  are  witness ing  a  r i se  i n  demand ,  t ra f f i c ,  and

conver s ions .  Th i s  exp los i ve  growth  has  g iven  oppor tun i t i e s  to  va r ious

secto r s ,  one  of  which  i s  the  photography  renta l  space .  There  i s  a  sh i f t  i n

behav iour  among  peop le  to  rent  expens i ve  photography  equ ipment  fo r

tempora ry  use  ra ther  than  spend ing  huge  amounts  of  money  on  buy ing  i t .

Thus ,  i t ’ s  c lea r  that  bu i ld ing  an  on l ine  renta l  marketp lace  to  rent  camera

gear  and  i t s  accesso r ie s  has  huge  growth  prospects .  But  bu i ld ing  a  peer - to -

peer  photography  equ ipment  renta l  marketp lace  i s  eas ie r  sa id  than  done .

I t  i nvo l ves  extens i ve  plann ing ,  cos t ,  and  t ime .

In s tead ,  choose  the  eas ie r  but  the  r ight  way  to  bu i ld  your  pla t fo rm  with  an

on l ine  marketp lace  deve lop ing  company  l i ke  T ige r .  The  advanced  f ea tu res

o f fe red  by  T ige r  wi l l  not  on ly  he lp  you  of fe r  exce l lent  cus tomer  se rv i ce  but

a l so  i nc rease  your  cus tomer  footpr in t .  T ige r  a l lows  you  to  bu i ld ,  sca le ,  and

grow ,  accord ing  to  the  dynamism  of  the  market  without  compromis ing  on

the  marketp lace ’ s  qua l i t y  and  e f f i c iency .

To  know  more  about  how  T ige r  can  he lp  you ,

contact  us  now .

SUMMARY
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https://jungleworks.com/tiger/

