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We cannot solve our problems 
with the same thinking we used 

when we created them.  



Uber, the world’s largest taxi company, owns 
no vehicles. Facebook, the world’s most 
popular media owner, creates no content. 
Alibaba, the most valuable retailer, has no 
inventory. And Airbnb, the world’s largest 
accommodation provider, owns no real estate. 
Something interesting is happening.

- Techcrunch, March 2015

In 2015...



The original non-inventory model...



...facing increasing pressure in recent times



WAIT... 

WHAT JUST HAPPENED?



KEY SHIFTS 
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SOCIAL
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LET”S UNPACK THIS FURTHER



MOBILE - Interaction Tracking



MOBILE - End-to-End Enablement



MOBILE - Falling 
Multi-Homing Costs



SINGLE SIGN ON - Falling Multi-Homing Costs



SOCIAL FEEDS - More Usage Triggers



SOCIAL PLATFORMS - Rapid Viral Acquisition



SOCIAL + MOBILE - Better trust mechanisms



BIG DATA - New  mechanisms for interaction success



BIG DATA - Creating new interaction opportunities



BIG DATA - Move from Channel to Infrastructure



REINVENTING 
CLASSIFIEDS FOR 

A SHARING 
ECONOMY



TWO KEY PRIORITIES:

Own end-to-end interactions

Move focus from listing-centric to 
user-centric



UNDERSTANDING 
INTERACTIONS BETTER



3 items exchanged in all 
interactions

@sanguithttp://platformed.info

INFORMATION

GOOD/SERVICE

CURRENCY
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Ownership of flows determines 
business model and 

competitiveness



DISCOVERY 
VS.

EXCHANGE



Discovery-dominant



Exchange-dominant



One-time discovery



Repeated discovery



MARKETPLACE VIABILITY



Ownership of Interaction Flows
+

Discovery vs. Exchange



One-time 
Discovery

Repeated 
Discovery

Repeated 
Exchange
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END-TO-END INTERACTIONS



POST-PURCHASEPURCHASEPRE-PURCHASE



POST-PURCHASEPURCHASEPRE-PURCHASE

Traditional focus of 
marketplaces



POST-PURCHASEPURCHASEPRE-PURCHASE

Focus of emerging 
competitors



POST-PURCHASEPURCHASEPRE-PURCHASE

Gather upstream data to 
identify buying opportunities



POST-PURCHASEPURCHASEPRE-PURCHASE

Gather downstream data to 
improve relevance of 

subsequent recommendations



MANAGING END-TO-END 
INTERACTIONS



40

Shift focus from 
listing-centric to user-centric



Usage Triggers

Destination vs. Distribution

Intent vs. Context

Data Acquisition



Usage Triggers

Destination vs. Distribution

Intent vs. Context

Data Acquisition



Social 
Networking 

1.0
vs.





Context Shift:
Social



Context Shift:
Mobile

Context Shift:
Social



Usage Triggers

Destination vs. Distribution

Intent vs. Context

Data Acquisition









THINK ABOUT 
DISTRIBUTION 



BUYBROWSE CONSUME



Usage Triggers

Destination vs. Distribution

Intent vs. Context

Data Acquisition



vs.



Usage Triggers

Destination vs. Distribution

Intent vs. Context

Data Acquisition



Ask them for their data



Gradual progression on a 
large goal



Usage Triggers

Destination vs. Distribution

Intent vs. Context

Data Acquisition

IN SUMMARY...



STARTING AND SCALING 
NETWORK EFFECTS



User Activation

Feedback Loops

Cumulative Value



User Activation

Feedback Loops

Cumulative Value



ACTIVATING 
USERS



User Activation

Feedback Loops

Cumulative Value
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System Feedback
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Network Feedback
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Network Feedback
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User Activation

Feedback Loops

Cumulative Value



Four routes to 
Cumulative Value

CUMULATIVE 
VALUE
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COLLECTION



REPUTATION



INFLUENCE



DATA



User Activation

Feedback Loops

Cumulative Value

IN SUMMARY...



We are in the business of 

BRINGING BUYERS AND SELLERS 
TOGETHER

SHIFT FROM...



We are in the business of 

ENABLING EFFICIENT END-TO-END 
INTERACTIONS

TO...



THANK YOU!


