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The Trendsales Concept 
It’s All about fashion, fashion, fashion and interior 
design. 



Second-hand fashion online 
Social trading, transaction, shipping 





 1 mio. listings 

 350,000 active unique users 

 90,000+ items for sale 

 Price reductions of 50%+ 

 100+ threads created daily 

100,000  
Monthly Trades 



Value Proposition 

Selection 

• 1 mio fashion 
items 

Activity 

• 100K trades/mo 

• Pan-Nordic 

APP-Easy 

• Create listings 

• Online 24hrs 

TS Pay system 

• Compl trade 

• Money Back 
Guarantee 

• ”Secret” fashion 
acct 

”No-Fake” 

• 70 Moderators 



Trendsales revenue model 

Withdraw Funds 

Buy Products or 
Services 

Deposit 

Credit Card (saved 
card feature) 

Credit feature 

Seller & buyer fee 

Fee 

Payments 46%  

Advertising 
& Other 18% 

Promotions 8%  

VIP 28% 

Revenue streams Trendsales eWallet 

High earning per user/trade with multiple revenue sources, reduces risc 

 90% of revenue stems from C2C business  

 10% of revenue stems from B2B2C Shop 

 Recurring revenues via VIP membership 

Inactivity fee 



TS revenue 
streams 

TS Trade / Buy 
Now 

Buyer 
Protection 
(non-VIP) 

Listing 
Promotion 

Parcel postage 

VIP 
membership 

Deferred 
payment 

Selling more faster and value 
added services 

Serving alle the buying and selling 
needs instantly and fair priced. 

€1-15 

€3-8 
/mo 

€4-5 

4-6% 2% 

€1-3 
/paym 



Users & Categories 

Strong subscriber base (VIP) 

 21,000  subscribers 

 88% are monthly subscribers 

13% 

56% 

23% 

1% 

7% 

15-24 25-40 41-60 61-100 Business

 Avrg user age 30 

 High PPP 

 LTV grows year-on-year 

Men’s 
Clothing 6%  

Customer Breakdown by Age Inventory Breakdown by Category 

Women’s 
Clothing 60% 

Kids’ Clothing 
27%  

Home, Housing & 
Other 7% 

 +80% women 

 VERY ocial users with frequent logins 

 Avrg active user seniority 3 yrs 

830.000 registred users and 350.000 active users 



From start-up 
to grown-up 
It’s easier to try to control a ”wild” idea, 

than to envigorate a ”boring”  



2014 2005 2006 2007 2008 2009 2010 2011 2012 2013 

■ Relocates to new office 
premises 

■ First employees are hired to 
provide customer support 

■ CPR Validation integrated 

■ Introduce own payment 
system 

■ Trendsales becomes the 
largest Danish online 
marketplace measured by 
number of ads 

■ Receives the Danish e-
commerce award 

■ More than 350k ads are 
started every month 

 

■ Receives a Danish design 
award for the site 

■ Total trade value estimated 
to be approx. DKK 200m 

■ Cooperation  with Danish postal service 

■ Partnership established in Finland 

■ Technological improvements 

■ Planning (tech) for geographical expansion 

■ Community revamped and improved 

■ Activity in the first months at its highest ever 

■ Freeway sell it’s 50 % to Naspers / MIH 

■ Mets ApS sell  20 % to Naspers / MIH 

■ Wins Vidensstaffet award 
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Revenue 

EBITDA 
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■ New shared office premises with QXL 

■ New strategy 

■ New organizational structure 

■ New design 

■ International beta sites 

■ Cross Listing corporation with QXL 
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■ We reached 900.000 active listings 

■ Payment system developed for QXL 

■ Shopping basket and business seller tools 
introduced 

■ Enabling POC cross border functionality 

■ New Payment system project started 

■ Total trade value at 400m DKK 

■ 37 FTE / 55 headcounts 

 

 

■ EU e-wallet license granted 

■ Coorporation with SwipBox 

■ Cross Listing corporation in Norway 
with QXL 

■ New strategy 

■ New organizational structure 

■ New Payment system launched 

■ Enabling full cross border 
functionality 

■ Naspers sell shares to Tamedia 

■ Total trade value at 500m DKK 

2015 
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■ Mobile site are introduced 

■ App redesigned 

■ SEO increased 

■ SE & NO full focus 

■ CH planned 
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Q1 2014 point of mobile-first 

70% of traffic are mobile devices 

30% of all trades starts on iOS 

Q2 2015 launch of in-app pay 

90 % of TS users own Apple 
devices 



The secret behind 
Always and involve the users, it’s the reason for your 
existance 



User inclusion 
• Trendsales has always been user-driven 

• Users are part of every new development. 

• Users contribute with their good ideas 



Be personal 
• Personal greetings on login 

• Personalized content on login, Newsletters and Direct Mails 

• ”Recommender” algorithm is used in all aspects of personalization 

• Personalized comminucation on social media and support 

• ZenDesk is being implemented which allows to be omnipresent with our valued support. 

 



Challenges ahead… 
Retain marketleader position in 

DK 

(Personalization & avrg 
spending) 

Marketleader in NO 

Top 3 in SE/FI 

Launch in CH 

Mobile friendly & X-Device 

”Best in Class” indenfor SEO & 
Content Marketing 

(a moving target …) 

Fokus on Data, tracking, insight 
and integration in the daily 

work. 

Proj execution, efficiency, 
competencies and the User at 
the epicenter (Program Office) 


