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Estonia’s leading re-commerce marketplace

Founded in 1999 

Transaction-based model (seller pays commission, listing fee, VAS)

300,000+ active verified users (out of 1.3M Estonians)

2 million monthly visits

120,000 monthly transactions 

15,000 bids per day

A tight-knit team of 10 committed professionals



Estonia is a small but highly digital nation in the Baltics.

With a population of just 1.3 million — we are known for 

e-government, world-class cybersecurity and one of the highest startup 

densities in the world. 

Estonia

Estonia is the birthplace of global tech successes like Skype, 

Wise, Bolt, Pipedrive and our own Baltic Classifieds Group.

With a tech-savvy population and a fully digital public sector, Estonia is 

a perfect environment for innovation. 



Our features and competitive advangatge
Selling features:

• Buy now 

• Traditional auctions 

• Auction with Buy Now 

• Make an Offer 

• e-shop solution for businesses
Osta's inhouse e-wallet / escrow

Authentication via ID-solutions - 300,000+ active ID-verified users + 

guest accounts

Usernames and reviews - digital value on the platform



Our features and competitive advangatge
Integrations: 

• Logistics (parcel lockers), 5 service providers (best price)

• Payments on open banking - cheaper, more secure payments

• Automatic registration and backround check for business users 

(Business Register /e-government).

Claim management - automation + 1 person input. 

Auctions- differes us from regular classifieds portals or “Buy 

Now” platforms — but adds complexity for users. 

In-house IT expertise and advanced automation— full control 

(also from the cost side), rapid development.



when scale replaces authenticity, the real value of reuse — trust and community — is lost.when scale replaces authenticity, the real value of 
reuse — trust and community — is lost.

The balance: Market Evolution

New goods are more accessible than ever, competition is tighter and commission 

models are shifting to buyer protection (Vinted, Yaga). Osta needed to understand 

how to maintain its #1 market position and attract new users.

C2C renaissance - keep the position as THE place 

for unique, local, sustainable shopping.

Amid new market competitors and unique items get buried by professional sellers' 

ad volume and stock photos—threatening our C2C relationships and customer 

loyalty, who bring unique content to the platform.



when scale replaces authenticity, the real value of reuse — trust and community — is lost.when scale replaces authenticity, the real 
value of reuse — trust and community — is lost.

Risks to midigate: Over-focus on 
B2C• Too many free ads and uncontrolled volumes. No dedicated packages 

for businesses, yet better terms than for C2C users.

How to maintain C2C focus while keeping (B2C) revenue?

• Stock photos feel like any other e-shop or 

Aliexpress — risk of losing your market 
differentiation and C2C's engagement.

• Discovery problem - too much generic B2C inventory, hard to find 

unique content. 



3. New filters (regular vs business user) and possible to 

exlclude high volume categories (collectible and books).

Risks to midigate: B2C Focus
• Too many free ads and uncontrolled 

volumes. No dedicated packages or 

restrictions for businesses. 

• Discovery problem. 1.4 million ads. 

Stock photos, dropshippers - feels like 

any other e-shop.

1. New Business packages to reduce volumes.  
Additional revenue from B2C packages and reduced ads 
volume 30%. 
 2. B2C higher commission %. Limited free listings. Higher 

and dynamic pricing for VAS (front page and category stars). 



Risks to midigate: C2C engagement
• Risk of losing your market differentiation 

and C2C's engagement, hard to find 

unique content and compete with new, 

cheap stuff.

Project “Newbie” - C2C focused project on making the 

first-time seller experience smoother and more 

confidence-building and bring unique content forward.

• Onboarding. Simplified ad insertion and user 

registration (authentication) process.

• Dedicated placements (front page and in 

categories) to boost visibility on newbie 
sales.

• A/B testing to optimize our actions to help new 

sellers convert faster. 



Unlocking opportunities
“Newbie” key take-aways

• Promoted items are 25% more likely to sell compared to 

non-promoted items.

• Promoted listings attract significantly more engagement, 
including more bids, more “favorites,” and stronger interaction 

across all key metrics.

• Promoted items achieve a slightly higher average selling 
price than non-promoted items.

B2C revenue boost:
• Higher commission rates than C2C, with value-added services priced dynamically.

• Listing fee + commission model for cars and real estate. Monetized traffic in the cars 

category through credit and loan advertising placements.

• More automated controls to reduce debt risk and improve payment reliability.

• Dedicated landing pages tailored for corporate clients and governmental institutions.



Unlocking opportunities
Unique content from G2C:
State-owned assets in Estonia must be sold through public auctions, it offeres unique, 
high-value content on the platform. Public auctions offer businesses credibility and 
transparency.

Our clients include:
The Police and Border Guard, Estonian Tax and Customs 

Board, various ministries, the City of Tallinn and other 

local municipalities, the U.S. Embassy, as well as major 

energy, railway and aviation companies.



We have a broad audience, integrated payments, 

reliable logistics and a trusted Osta.ee brand.

And there is a problem that we can solve which 

goes beyond our platform and brings additional 

revenue.

New opportunities to 
unlock



Growth Drivers:
• New users

• New revenue stream

• Solution for item returns

• Opportunities ahead

Self-service parcel locker platform 

Pakiportaal.ee

locker sizes, prices, and shipment 

setup — all in one place.

• Pay-on-delivery for shipping — 

previously available only for B2C.

• Works beyond Osta.ee: on Facebook 

Marketplace and competing platforms.

• Significantly reduces fraud: eliminates 

suspicious prepayment links.

• Strong market impact: logistics partners 

have even started calling us their 

competitor.

New opportunities to unlock



• Payment solutions & verification process – existing workflows need 

optimization. These processes can be handled more cost-effectively.

• No mobile app – lack of push notifications limits user engagement and 

retention. Rethinking app strategy.

• Commission model challenges – market is shifting toward a buyer-pays 

model with buyer protection (Vinted, Yaga).

• Regulatory burden – compliance with EU regulations such as Omnibus, 

DAC7, AI Act and Anti-Money Laundering (AML).

• Fraud risk – platform’s popularity makes it a target for fraudsters.

• AI-pilots – opportunities and challenges in using AI to improve operations and 

enhance user experience.

Other Risks to mitigate and Opportunities to 
unlock



In developing a re-commerce marketplace (local) unique content—the items you can’t order 

from China's platforms or from an e-shop —remains the platform’s core asset. 

A/B testing and AI pilots can unlock new services or monetization opportunities across 

verticals.

And last but certainly not least ...

Balancing Between C2C and B2C: 
Mitigating Risks, Unlocking 
Opportunities

Steve Jobs once said the product he was most proud of 

making was "THE TEAM" and couldn't agree more.

Nothing affects your results more than the people 

you choose to surround yourself. 

Teamwork makes the dream work. 
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you!Questions
?


