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Who here has
never used Vinted?



Vinted launched in 2008 
in Lithuania as a women's 
fashion platform.



2008
3.1 million

Started small, but with 
ambitions to grow



Europeʼs Leading Circular Marketplace

26 Countries

100 Million Users

One Goal…



Make second        hand 
first choice worldwide



Vinted does NOT have a loyalty 
program, but that doesn’t mean we 
don’t create loyalty in other ways



https://medium.com/build-lead-and-manage/what-is-value-and-how-to-create-more-of-it-3809c14bcddc



Creating Value/Loyalty:
Reducing Friction

+
Empowering Users



What weʼll talk about today

Reducing Friction
Empowering Users 
The Local/Global Approach
Closing Thoughts 



Reducing Friction



I want to sell 

quickly

Why doesn’t Vinted have X item!!

I want to 
earn as 

much as 
possible

What you hear from users: 

…or in this case my girlfriend



Challenge #1 
Identifying Signals



Challenge #2 
Defining User Problems



“Iʼm not sure what details I 
should include in my listingˮ 

“I want to set a price that 
balances speed and earningsˮ

“Iʼm unclear on the platform 
requirementsˮ 

Registration

Listing

Selling

Sold



Challenge #3 
Designing Solutions



First Listing Item Photos Unsold Items



Obligatory AI Mention



Kornelija

Brief Setup/Testing Launch

1 hour

46 Days

QA
Copy Translation

35 Days

45 Weeks
vs.

Improving content creation velocity



Earn from your electronics

Your pre-loved tech deserves 
a new home. List now and 
start earning

Free up space and earn money 
by listing your electronics 
now. 

List your devices and make 
room for the latest tech

Find your tech a new home

Declutter and earn

Ready for a tech refresh

Elevate your tech game

Improving multi-variate testing

We saw a 17% uplift in our key metric



Conversational 
Chatbot

Dynamic Pricing 
Recommendations



Key learnings

Understand your 
users before you 

design solutions for 
them

Define user 
problems - speak a 
common language 

across the company

Design solutions 
across channels  - 
donʼt think in silos. 

Product and 
Marketing should 

work together!

Let AI be an enabler 
- but make sure it 

has guardrails



Empowering Users



“Are you selling 
any of these 

Simpson 
watches on 

Vinted?ˮ 



Image Search - The feature my girlfriend has been bugging me about…



166 Results!



What are you doing to 
empower your users?



Figuring out 
what to buy

Personalisation

Figuring 
out when 
to buy it

Promoting your wardrobe

Figuring out when to sell

Figuring 
out what 

to sell



Make every interaction 
with Vinted more 

purposeful



Trending Items for Sellers



Improving Visibility



Electronics HomeSports

FurnitureCollectablesKids

Even enhancing the value proposition of the platform! 

  



Category Insights



Key learnings

Help your users 
discover how they 
can get more out 
of your product 

Empowerment can 
happen in big and 

small ways

Value has different 
interpretations 

depending on the user

Donʼt look at value 
creation in silos - 
think of the total 

package



The Power of the UK



Proving new categories



https://www.wsj.com/articles/thrift-app-vinted-has-an-eye-on-americas-secondhand-clothes-96f1b548

This is our third attempt at the US, which is 
similar to how it took us a few tries to 
crack the UK. But thatʼs not the only 
connection these markets have…



The UK is now connected with 
the US, one of the biggest bets 
weʼre making at Vinted this year



To go global, go local



Source: https://www.elle.com/uk/fashion/celebrity-style/a63143728/paul-mescal-wardrobe-vinted/



Source: https://graziadaily.co.uk/fashion/celeb-style/paul-mescal-wardrobe-vinted/#erl-baseball-cap



https://www.stylist.co.uk/fashion/alexa-chung-vinted-collaboration-how-to-shop/980022





Our approach in the UK 
is vibrant, fun and more 
interactive than other 
countries



http://www.youtube.com/watch?v=KEv0v54noqI&t=36




http://www.youtube.com/watch?v=w0N4EyA7Rdo


One trusted brand. Local 
relevance, everywhere.



Closing Thoughts



1. Identify Signals
2. Define Problems
3. Design Solutions



Create different kinds of value across the customer lifecycle 

New User



How will you create 
value for your users?



Thank you!


