
A VIRTUAL 
MARKETPLACE FOR 
YOUR SPORTING 
AND RECREATION 
COMMUNITY



INTRO
Throughout history the marketplace has been central to 
trade and commerce. A marketplace is a place for multiple 
sellers to gather, and for buyers to compare what is on offer 
and make their choice based on needs, wants and price.

This eBook takes you through how every community needs a marketplace 

and why this is still important in a digital age. 

We share with you 4 success stories of how sports and recreation 

businesses have successfully established their own virtual marketplaces and 

communities and overcome each of their different challenges to grow their 

business.

Finally, we look at how you can implement a digital marketplace platform like 

Marketplacer into your business.
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EVERY 
COMMUNITY 
NEEDS A 
MARKETPLACE

WHY A MARKETPLACE?

Marketplaces create synergy for sellers
They cast a wide net to attract and connect sellers with a shared 
group of customers.

From the traditional marketplace to today, commerce has gone online 
and became more complex. But no matter how things have changed, 
online marketplaces still provide customers with one easy, convenient 
destination to compare a wide choice of offerings from a variety of 
curated sellers.

Today market and retail businesses still need coordinated location, 
investment in premises, stock, and customers to grow.

Marketplaces bring people together
When there is a highly fragmented market, our marketplace platform 
can bring all the pieces together. With an online marketplace, like-
minded sellers, brands, and products can be united into a single 
platform, in a single experience.

The consumer-driven power of those brands and products can be 
leveraged to reinforce a marketplace as the one-stop destination for 
both customers and sellers.

See how business in the sports and recreation community are using a 
virtual marketplace.

WHAT IS A MARKETPLACE?
Marketplaces are more than just goods.

A COMMUNITY 
OF PEOPLE.

THEY ARE  
THE ESSENCE  
OF A PLACE. 

A PLACE  
FOR PEOPLE  
TO ENJOY.

MARKETPLACES, LIKE 
SPORT PROVIDE A SENSE OF 
BELONGING AND DEFINES A 
COMMUNITY.

THEY ARE ALL 
DIFFERENT.

AN EXPERIENCE.



GROWTH STORIES:

SURFSTITCH

A vision of growth
With ambitions to leverage their vendor inventory pools to 
expand their range, SurfStitch turned to Marketplacer to bring 
their vision of a multi-vendor online marketplace to life – to 
offer a sleek, feature-rich online marketplace with a user 
experience that is equally seamless for customers, vendors 
and the SurfStitch team alike. The brief was clear: 

   Expand product offerings in both existing and new 
categories 

   Maintain SurfStitch’s intuitive and trusted customer 
experience 

   Offer a standardised vendor integration process

   Efficiently onboard new vendors with less manually- 
    dependent workflows

   Add more products from existing partners

And achieve all of this with an integrated solution that 
stores, manages and coordinates inventory without a front-

end delivery layer.

We chose Marketplacer as its culture aligned so closely 
with our own – Australian born and bred, entrepreneurial by 
nature and with a strong digitally focused team who have 
the ability to problem solve and move quickly. We now have 
the ability to quickly integrate third party sellers and rapidly 
expand our assortment so we can deliver on our promise of 
being the ultimate coastal lifestyle destination.” 

Justin Hillberg, SurfStitch Managing Director

A rapid launch into new markets 
It took just 40 days to launch SurfStitch’s specially built API‑fed 
marketplace. Unlike many marketplaces that feed directly into a store 
front, Marketplacer created a bespoke integration that connects directly 
to SurfStitch’s ERP platform, which then seamlessly feeds the products 
into their Salesforce CommerceCloud platform. This has enabled 
SurfStitch to:

   Continue to deliver an outstanding shopping experience 

   Rapidly onboard new vendors 

   Expand their product and category offerings

   Eliminate the complexity of managing third party integrations

Catching the wave of omnichannel success 
Launching an online marketplace made it quick and easy for SurfStitch 
to grow their online footprint and attract new revenue opportunities. 
The platforms innate scalability means SurfStitch are already eyeing 
up additional category expansions, while customers can now shop 
an assortment of lifestyle products from a rapidly growing range of 
vendors from the comfort of their own home.

Coastal lifestyle destination, SurfStitch, embodies 
Australia and New Zealand’s intrinsic love for the 
outdoors and beach lifestyle, offering their two 
million plus shoppers a curated collection of apparel, 
gear, skincare and accessories from over 300 
different brands. 

Launched in just

40 days
300% 

increase
in new vendors onboarded to 

SurfStitch in just 3 months

Customers 
can currently 

shop from

Over 500 
brands 

With endless 
capability to add 

more



The Challenge of a Fragmented Industry
When Jason Wyatt and Sam Salter first had their idea in the garage 
12 years ago, Australians were buying more bicycles than cars. Online 
marketplaces were still years away and few retailers saw a future for 
bikes online. Customers were frustrated by an industry that was:

   Huge

   Fragmented

   �Difficult for customers to navigate and find what they were  
looking for.

Jason and Sam saw an opportunity to consolidate hundreds of 
retailers and the 800+ brands they represented onto a single online 
platform, making it easy for buyers to find them and the specific 
products they sold.  

They realised that BikeExchange needed to be more than simply a 
market – it had to be the destination for anything and everything bike.

Navigating the Road to Success with Data
Establishing BikeExchange’s initial retailer base was a challenge. 
Bike retailers had to be store managers, salespeople, marketers, 
accountants, PR practitioners, HR managers, deal negotiators, 
insurance experts, and grease monkeys. IT was something they did 
not have time for. 

BikeExchange built databases of all cycling inventory and included 
the product EAN or UPC (unique codes) and used APIs to sync 
with stores’ electronic points of sale. By identifying shared EANs, 
the system would create seller adverts in the retailer’s marketplace 
account that reflected the stores actual inventory in real-time.  This 
game-changing technology eroded resistance from time-poor 
retailers and helped fast-track the marketplace’s scale worldwide.

A sophisticated business and customer relationship management 
system, advanced analytics and reporting, and global scalability 
meant BikeExchange showcased all the hallmarks of a truly 
universally successful marketplace. 

Establishing a Social Network
BikeExchange has evolved into a publisher of premium quality  
advice, reviews, guides, and news about everything bike. Buyers  
can come to the one site and buy, but also be informed beforehand.  
Sellers get the benefits of objective reviews and championing of  
their products. 

BikeExchange’s Success in Numbers
BikeExchange is lauded as one of the ultimate global online  
marketplace success stories, with ten local platforms now  
established around the world. 

GROWTH STORIES:

BIKE  
EXCHANGE

BikeExchange, the 2012 National Telstra 
Business of the Year winner, has used 
Marketplacer to become the world’s biggest 
online marketplace for everything bike.

Bike Exchange has become a brand that is essentially a 
household name in the cycling community. Consumers 
intrinsically know to come here.  Brands understand their 
marketing campaigns are more effective when BikeExchange 
is part of the mix.” 

Jason Wyatt, Co-Founder

More than 1,500 brands are represented

600,000+ products are listed

Annual traffic exceeds 29.1 million

178,000 users engage with the brand on social media



GROWTH STORIES:

WESTERN 
BULLDOGS

The Challenge of Integrating  
Diverse Partners
The Western Bulldogs wanted an online platform to further 
bond its family, support its community and create additional 
sales opportunities for all during Covid-19.

“We’re a united family with a very strong sense of loyalty and 
community. Our marketplace was a chance to give back to 
those who support us.”

The Western Bulldogs wanted to integrate partners from diverse 
industries, of various sizes, including both local Western suburbs 
businesses and global brands. Incorporating such an eclectic 
group of brands required technical solutions.  They needed to 
plug in retailers with an existing and sophisticated multi-channel 
online presence, whilst also onboarding partners with potentially 
no ecommerce at all. Some parties were already familiar with 
marketplaces, others required a complete introduction.

“My head would spin at the level of complexity. It needed to 
integrate with each of our partners existing online streams to 
make their lives easier, not more difficult”

Simon McNamara, Head of Innovation and 
Commercial Projects at The Western Bulldogs, 
describes the success that the Western Bulldogs 
have realised with Bulldogs Marketplace. Their 
success shows that online marketplaces don’t need 
to be confined to the retail sector.

The potential is incredible. The scope is infinite, and 
that is what really gets me excited. We’re not only doing 
something that is genuinely a first for the sports sector, 
but we’re giving our key stakeholders a competitive 
financial edge.”

Planning and Communicating for Success
The build required careful communication and planning. Simon worked 
with Marketplacer to ensure there was adequate time to brief partners, 
allow for feedback, and meet deadlines. Simon became familiar with 
the build and undertook a lot of stakeholder initiation directly.

The Bulldogs Marketplace is set to become a significant revenue stream 
for the club and its key stakeholders. Simons sees it evolving into a 
virtual but authentic link between coteries, camaraderie and culture and 
providing excellent intel into customer behaviour.

“The measurable data we can already access is giving us some 
incredible insights into our marketplace customer. This alone will be 
enormously valuable to partners on the platform.” 

The AFL is now watching this project closely, as are elite sporting clubs 
overseas. Simon can see this is just the beginning.



Creating opportunity from a wealth of data 
Consider the frustration of having your fingertips on priceless 
big data. Information you know could inform and power an 
entire sales industry. Information you know consumers were 
genuinely hungry for, and yet were unable to easily access. 
From this came Fishbrain’s challenge – how to best harness 
social proofing and generate social commerce.

Fishbrain identified themselves as perfectly poised to be the 
online destination for two worlds: the anglers (or potential 
buyers) already connected through their app, and the sellers, 
brands that were adapting their route to market in a changing 
retail landscape.

Solution
Despite Fishbrain and Marketplacer offices being located on 
opposite sides of the world, the two worked to establish the 
Fishbrain Shop in less than six weeks. This was thanks in part 
to Marketplace’s expertise and an almost “out-of-the-box” 
platform that was easily grasped by Fishbrain’s team.

API integrations between existing Shopify seller sites and the 
Fishbrain marketplace made pitching to brand sellers and 
executing onboards fairly effortless. By bringing sellers into 
its sphere, Fishbrain has introduced the missing piece in its 
puzzle. They already had their community of 9-million potential 
buyers, now they have sellers to satiate the community’s needs. 
Consumers inform consumers about what they caught, where 
they caught it and – critically for the marketplace – the great 
gear they used so effectively for the catch. The community itself 
is the most effective sales tool.

Today, the Fishbrain shop has over 30,000 products from more 
than 100 brands. It is one the fastest growing platforms in 
Maketplacer’s history. 

Why would an app with 9-million highly engaged 
users around the globe see value in establishing 
a marketplace? 

Fishbrain is a social network and fishing retailer 
for anglers all over the world. It has created a 
community whereby enthusiastic anglers connect 
and communicate, share intel on great angling 
spots, equipment used for the catch, and more. 
They are the gatekeepers to an incredible and 
unrivalled wealth of fishing data, and they knew 
its untapped potential.

GROWTH STORIES:

FISHBRAIN

Establishing this marketplace has brought together two 
experts in their respective fields. We have each learned 
enormously from the other. Both Fishbrain and Marketplacer 
are interested in making social commerce a success. This 
project has enabled us both to explore and better understand 
how to achieve that. It has been one of those rare meetings of 
minds and talent that has undertaken a journey which is as 
rewarding as the outcome itself.” 

Jens Beckemeier, Product Manager, (Fishbrain) Marketplace



CREATE A VIRTUAL 
MARKETPLACE FOR A 
SCALABLE SOLUTION.
Imagine you no longer need to stock inventory, 
undertake complex category additions, or manage the 
distribution of physical product.

Connect with a collective of like-minded suppliers via 
a virtual marketplace platform to grow your business 
with a myriad of opportunities.

CONSOLIDATE A MARKET  
AND BECOME A DESTINATION.
Give customers a seamless experience and limitless exploration with 
unified commerce and endless aisle options.

Connect 3rd party inventory and sales seamlessly into your 
marketplace with multi-vendor shopping carts and drop-shipping.

CREATE A SPACE FOR ENGAGEMENT. 
Establish a virtual place that people want to be part of. Offer membership, exclusive 
offers, premium content, and curated selections – they are part of your tribe.

If you want to become that unified destination - the place your customers return to again 
and again - you need an effective, scalable marketplace platform that consolidates 
a market, allows for range extension, creates a community for your customers and 
unifies the commerce experience for them. This, in turn, will generate modern revenue 
streams for your business and produce valuable data and insights that will ensure your 
marketplace success.

WHY 
MARKETPLACER? THE MARKETPLACER PLATFORM  

IS MORE THAN JUST TECHNOLOGY



IMPLEMENT 
MARKETPLACER WITH 
THE PLATFORM FOR 
SUCCESS METHODOLOGY
The Platform for Success is 
a methodology that ensures 
the ongoing success of your 
marketplace, from launch all the way 
to day-to-day operations.

Transform your business from 
a marketplace and become a 
Marketplacer.
With Marketplacer create your own virtual 
marketplace via a single platform - connecting you to 
a world of customers and your own bespoke supplier 
and distribution network. 

Hold a world of growth opportunities in your hand.

WHY 
MARKETPLACER?

Discovery
Define your marketplace goals and identify the 
customer needs you are aiming to satisfy. Over a series of 
workshops we’ll map out your marketplace and set you up 
for success.

Technology
Marketplacer is a global technology-led platform which enables our customers to 
create scalable marketplaces.

Our technology is modular built and comprises feature-rich marketplace core 
technology which can be complemented with a front end solution, add-ons and a 
connected community of partner businesses so that we can offer our customers a 
full stack technology solution.

Success
We strive to create successful outcomes with our people, our communities, our 
partners, and our customers. This final stage covers the managed service aspect of 
the marketplace, ensuring your marketplace can be optimised to its full potential 
and drive true commercial value for the business.

DISCOVERY

TE
CHNOLOGY

SU
C

C
ESS

SCOPING MANAGE

STRATEGY

CORE
PLATFORM

IMPLEMENT



What you need depends on your 
existing investments, integrations, 
and marketplace requirements. 
We offer two deployment models 
– connected and headless. Both 
models are agile, fast and simple 
to implement. We break down the 
complexities, spell out the process 
transparently and in detail. 

IMPLEMENTATION 
MODELS

Our headless marketplace solution allows you to add best-in-class artificial 
intelligence, search, personalization and a marketplace to your own custom-
developed front-end or “head” which represents the user experience. 
This means you keep your preferred look and feel at the front-end while 
leveraging the Marketplacer Platform via APIs to deliver the core backend 
plus the shopping cart, search and checkout functionalities that sit behind 
your customer experience.

WHY CHOOSE HEADLESS?
You want absolute control over the customer experience but need the 
underlying technology of the Marketplacer Platform via APIs to power  
your marketplace.

The Marketplacer Core back-end integrated with an existing ecommerce 
system that includes both the user the experience and the shopping cart.

WHY CHOOSE CONNECTED?
You’ve already invested in a leading commerce platform, such as Salesforce 
Connected Cloud, Adobe Commerce Cloud or Shopify Plus, and want to add 
the power of a Marketplace to your existing commerce offering.

HEADLESS CONNECTED

THIRD PARTY 
SELLERS

API

MARKETPLACER
BACK-END

YOUR EXISTING 
FRONT-END OR APP

CHECKOUT

SHOPPING
CART

SEARCH

THIRD PARTY 
SELLERS

YOUR SFCC, ADOBE OR SHOPIFY 
COMMERCE PLATFORM

CONNECT

MARKETPLACER
BACK-END

Let Marketplacer help you  
implement your way, today

Let our technology enhance and justify your 
ecommerce investment, and pave the way for fast, 

effortless growth. Contact our team today.



For over ten years, Marketplacer has built not only 
marketplace solutions for companies who want to be the 
online place their customers can trust, but developed the 
methodology that makes them grow and succeed.

San Jose

4300 Stevens Creek 

Boulevard, Unit 270, 

San Jose CA 95129 

USA 

Melbourne 

Level 2 

477 Collins Street 

Melbourne VIC 3000 

AUSTRALIA

Sydney

Level 16/175 

Pitt Street 

Sydney NSW 2000 

AUSTRALIA

Clint Hillas 
Enterprise Partnerships

M (+61) 402 203 681 

E clint.hillas@marketplacer.com

 

Complimentary Strategy 
Session

In this no obligation session, our team will work with 

you to:

   �Define the strategic benefits of creating an 

insights-led marketplace

   �Connect industry insights with Marketplacer’s 

in-depth knowledge of marketplaces to ensure 

that adopting a marketplace strategy is the right 

direction for your organization.

Get in touch at marketplacer.com/contact

mailto:clint.hillas%40marketplacer.com?subject=
http://marketplacer.com/contact
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