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WHO AM I
• Tomasz Odrobinski 


• Originally from Poland

• Living in Finland now for 15+ also in UK 4+


• One kid (51% Polish, 49% Finnish)


• Studied international business at :

• Cracow University of Economics, Poland

• Hanken, Swedish School of Economics and Business Administration, Helsinki


• 20+ experience in international digital classified media:  SaaS enable 
marketplace, Scaling and Day on Day management 


• Love travelling, architecture and crazy about civil aviation 



SCALABILITY FOR 
MARKETPLACES


HOW TO SCALE UP 
INTERNATIONALLY



• Mascus machinery online marketplace

MASCUS: HEAVY MACHINERY MKTPL 



MASCUS RESULTS



FROM ZERO TO HERO
2004 2011



MARKETPLACE AND DEALER TOOLS 



MASCUS: HEAVY MACHINERY MKTPL 
• Built in Finland


• multi language

• Need to grow small domestic 

market not enough

• Expensive machinery is trade 

internationally 

• SaaS enabled market delivery


• Multi lingual tools for web + mktpl

• Tools help build marketplace


• International growth as franchise

• Franchisee/ internal customer 

oriented lean operations

• Global: sales, SEO, strategy demand 

markets first, European print mag.

Tailwinds Headwinds

• Niche product category

• B2B specific knowledge required

• No global effect to open new 



• erento.com - online rental marketplace

ERENTO: EUROPE’S LARGEST RENTAL PORTAL


http://erento.com


• Results of sales turn around: 84% growth

ERENTO: EUROPE’S LARGEST RENTAL PORTAL




• Scale sales for international growth  

erento’s multi-local presence today

erento’s multi-local presence by 2017

Not considered as part of internationalisation

ERENTO: EUROPE’S LARGEST RENTAL PORTAL




ERENTO: EUROPAS GRÖßTEM MIETPORTAL

• Team 

• Scaling sales


• Efficiency and motivation

• Going for other sectors within 

categories 

• sales process improvement 

predictable revenue by A.Ross

• German Speaking Countries 

potential > DACH

• Campers global potential 

Tailwinds Headwinds

• Only some of the rental categories 
i.e. Campers are international


• Outdated platform as of 2014

• Badly scaled for other market 

• Main market took all focus 

• Limited Product, Marketing 

Operations support dedicated to for 
other market


• UK has been closed 2014, Finland 



BOOKSY: HEALTH AND BEAUTY 
BOOKING APP +AND MARKETPLACE



Booksy Today 9 countries

Applicable everywhere fairly easy

• Booksy fully own operations in 9 countries

BOOKSY: HEALTH AND BEAUTY 
BOOKING APP +AND MARKETPLACE



BOOKSY: DELIVERY MODEL



BOOKSY: RESULTS OF DELIVERY MODEL



BOOKSY: HEALTH AND BEAUTY BOOKING APP 
+AND MARKETPLACE

• Very well done product continuously 
improved


• Reserve with Google, IG+FB 
cooperation


• SaaS enabled marketplace

• Scalable delivery model 


• B2B > B2C > C2B

Tailwinds Headwinds

• Beauty is city-by-city 

• Focus on main market at the times is 

challenging for rest of the markets

• Scaleup teething problems on bigger 

scale



KEY LEARNINGS 
1. Product needs to be up for it

2. Unique & universal value proposition

3. Strong delivery model / growth hack 

4. Internationalisation/support oriented HQ

5. Build strong team with strong culture



Question Time

THANK YOU 



CONTACT ME

• Tomasz Odrobinski

• tomasz.odrobinski@gmail.com

• +358 40 750 4922 +44 7575 900 165

• Linkedin: fi.linkedin.com/in/tomaszodrobinski 

• Instagram https://instagram.com/tomodrob 

• Twitter: http://twitter.com/tomodrob  

mailto:tomasz.odrobinski@gmail.com
http://fi.linkedin.com/in/tomaszodrobinski
https://instagram.com/tomodrob
http://twitter.com/tomodrob


RECOMMENDED READING
• Scaling Up: How a Few Companies 

Make It... and Why the Rest Don’t,  

• by Verne Harnish


• Predictable Revenue: Turn Your 
Business Into a Sales Machine …


•  by Aaron Ross and Marylou Tyler



