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Digital Marketplace

A Gumroad-style marketplace for digital products, INR-priced and UPI-native, built for
the 400,000 Indian creators selling templates, courses, ebooks, and digital art.

Category Set 1 - Global SaaS

Customer Indian digital creators (course creators, designers, writers, developers selling
templates/themes/plugins)

Monetisation 10% take rate on transactions + m599/mo Pro tier for reduced 5% take rate + tools
Build effort High
Plan version v1.0 — 2026-05

Executive Summary

Digital Marketplace is an INR-priced, UPI-native platform for Indian digital creators selling templates, ebooks,
courses, design assets, code libraries, music samples, and other downloadable products. The dominant
global player Gumroad charges 10% + payment fees on every transaction and pays out in USD, which costs
Indian creators ~14% of revenue in conversion losses and bank-transfer fees on top of the platform fee.
Substack, Patreon, and the others have similar foreign-currency friction. The Indian creator ecosystem is
growing fast — 400,000+ active digital creators selling to a combined audience of 40+ million Indian buyers
— and is materially underserved by an India-native marketplace at the right price point.

The product offers Gumroad-equivalent functionality: creator stores with custom URLS, product pages with
rich media, integrated checkout with UPI primary, customer libraries, license-key delivery for software
products, course-style content delivery, affiliate programmes, and basic analytics. The take rate is 10% on
the free tier (versus Gumroad's 10% plus FX), dropping to 5% on the m599/month Pro tier — a meaningful
improvement for any creator earning above m15,000/month from digital products.

Year-1 target: 8,000 active creators with at least one published product, of whom 2,000 reach paid Pro tier
and the platform processes m38 crore in GMV (creator revenue), yielding m3.5 crore in platform revenue
against m1.4 crore in costs (a marketplace business with structurally lower margin than pure SaaS but
durable defensibility through network effects). The wedge: INR-native, UPI checkout completing in under 30
seconds (vs. Gumroad's 90-second international card flow that drops conversion), no FX losses for the
creator, and content discoverability tuned to Indian search behaviour.
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The Problem

An Indian digital creator — a Pune Photoshop tutorial author, a Bengaluru developer selling React
component libraries, a Delhi writer publishing self-improvement ebooks, a Chennai music producer selling
sample packs — currently has three problems when trying to monetise. First, the global platforms (Gumroad,
Lemon Squeezy, Sellfy) all charge in USD and pay out in USD, costing the creator ~3.5% in conversion at
the bank transfer and ~2% in spread, plus ~$50/year in inactive-account fees. Net economic loss against a
same-priced INR sale is meaningful for any product priced under m 2,000.

Second, the customer-facing checkout experience is broken for the Indian buyer. Gumroad and similar
require international credit/debit card or PayPal; ~70% of Indian online buyers complete payment via UPI,
which is unavailable. The cart-abandonment rate at the payment step for Indian buyers on global platforms is
55-70% — meaning the creator loses two-thirds of completed-intent buyers at the final friction point.

Third, there is no native Indian discoverability layer. Indian creators must drive 100% of their own traffic via
Instagram, Twitter, YouTube, and email. Gumroad's recommendation engine is built around US/EU creator
content; Indian creators do not surface in its 'similar products' or ‘creators you might like' suggestions. The
result is creators paying high platform fees for what is effectively just a payment-and-delivery rail, with zero
distribution value.

The Solution

The product is a creator-facing platform with three distinct surfaces. Surface 1 — Creator: store setup in
under 10 minutes, product upload with rich media (images, video, sample files), pricing in INR (with USD
option for international tier), checkout integration with UPI primary, customer-library management, basic
analytics. Surface 2 — Buyer: discoverable marketplace organised by category, with strong India-specific
search, regional-language product filtering, and a clean mobile-first product page. Surface 3 — Discovery: a
homepage and category pages featuring trending and editorially-curated creators, designed to drive organic
traffic to creator products rather than only support direct-shared links.

Three structural differences from incumbents define the wedge. First, UPI-native checkout: 30-second
completion via UPI intent vs. 90-second card flow, with cart-conversion rates ~3x global platforms for Indian
buyers. Second, INR-native economics: creators receive INR directly to bank account with no FX loss, and
pay 10% (free tier) or 5% (Pro) versus Gumroad's effective 13-14% all-in for Indian creators. Third,
India-specific discovery: editorial curation, category trends, regional-language filtering, and a
recommendation engine trained on Indian buyer behaviour rather than imported from Western patterns.

Beyond the core marketplace, the Pro tier (m599/month) provides creators with: reduced take rate (5% vs.
10%), advanced analytics, affiliate programme tools (creators can recruit affiliates for their products), bulk
upload tools, customer-segmentation for marketing, and priority support. The Pro tier is targeted at creators
earning above m15,000/month from digital products — for whom the reduced take rate alone pays for the
subscription many times over.
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Market Opportunity

India has approximately 400,000 active digital creators selling at least one digital product, growing at ~25%
per year. This includes course creators (~80,000), digital designers selling templates/assets (~120,000),
writers selling ebooks and PDFs (~70,000), developers selling code/plugins/themes (~40,000),
photographers selling presets and stock content (~30,000), musicians and audio producers selling samples
(~25,000), and adjacent creator types selling Notion templates, fonts, Al prompt packs, etc. (~35,000).

The combined India-buyer audience for digital products is estimated at 40+ million Indian consumers
spending m1,500-2,500 crore annually on digital products through Gumroad, Topmate, Razorpay-direct
payment links, and ad-hoc creator-direct sales. The Indian-buyer segment alone, even at the current low
penetration, is a m2,000 crore market. Capturing 5% of this through platform GMV in year 2 is m 100 crore
GMV - m10 crore platform revenue.

Adjacent opportunities: international tier serving non-Indian buyers paying in USD (lower friction since
established global infrastructure exists), creator services (analytics, marketing tools, affiliate management)
as separate SaaS revenue lines, and B2B partnerships with educational institutions and content publishers
for white-label deployments.

Target Customer

Primary persona: a 30-year-old Pune-based UX designer earning m40,000/month from a day job and
m 25,000/month from selling Figma templates and design-system courses on Gumroad. Currently loses
~m 3,500/month to FX conversion and Gumroad fees. Will switch to Digital Marketplace and pay m599/month
Pro tier (saving ~5% on each sale + better customer conversion) — net improvement of m2,500/month in
take-home revenue.

Secondary persona: a 26-year-old Bengaluru-based indie developer selling premium WordPress plugins to
small businesses. Earns m85,000/month from sales of three plugins at m2,500-5,000 each. Currently
struggling with conversion rates — Indian buyers abandon at his Gumroad checkout. Will switch to gain UPI
checkout (estimated 2.5x conversion lift on Indian-buyer traffic) and Pro tier for the affiliate programme he
wants to build.

Tertiary persona: a 35-year-old Delhi-based Hindi-language self-improvement writer selling ebooks and
audio courses. Earns m12,000-18,000/month. Currently uses Razorpay payment-links manually for each
transaction. Will switch to the free tier for organised storefront + customer library + basic discovery, with
potential upgrade to Pro tier as revenue grows.
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Product

Creator dashboard: store setup (custom URL, branding, payment account), product creation (title,
description, pricing, images, video, sample files, license terms), inventory management for limited-quantity
products, customer management (orders, refunds, license keys, course progress), analytics (sales, traffic,
conversion funnel).

Product types supported: standard downloads (single file or zip), license-key delivery (for
software/plugins/themes), course-style content delivery (drip-released modules, progress tracking,
completion certificates), bundles (multiple products at a discount), subscription products (monthly/annual
recurring), and pay-what-you-want pricing.

Buyer experience: marketplace browse with strong category and tag navigation, product page with rich
preview content, 30-second UPI checkout, instant customer library access, course-content delivery via clean
web reader, mobile-first throughout. Repeat-buyer login via OTP or Google.

Discovery layer: editorially curated homepage updated weekly, category trending pages, creator profiles with
full product lineup, search with regional-language support, recommendation engine trained on Indian buyer
patterns (e.g. design-template buyers also buying Notion-template content).

Affiliate and marketing tools (Pro tier): affiliate programme creation with commission management,
email-marketing integration for customer base, coupon and discount-code tools, abandoned-cart recovery,
A/B testing on product pages.

Technical Architecture

Frontend: Next.js 14 + Tailwind. Edge deployment via Cloudflare for sub-200ms TTFB. Heavy image and
video optimisation pipeline for product pages.

Backend: Go for the high-throughput marketplace API on Hetzner cloud (vertically scalable to ~m 100 crore
GMVl/year). Postgres on Neon for OLTP; ClickHouse on Aiven for analytics and recommendations.

Payments: Razorpay (UPI primary + cards + netbanking), Stripe (international tier), automated payouts to
creator bank accounts via Razorpay payouts API.

File delivery: Cloudflare R2 + signed URLs for secure download delivery, with bandwidth caching. Course
videos via Mux for adaptive streaming.

Search and recommendations: Typesense for product search with regional-language support, custom
collaborative-filtering model for recommendations trained on early-stage user behaviour.

Compliance: GST collection and reporting (creators above m20L turnover need GST registration; platform
handles tax reporting), TDS deduction on creator payouts, data residency in India.
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Business Model & Unit Economics

Two-sided economics. Creator-facing: free tier with 10% take rate per transaction, Pro tier at m599/month
with 5% take rate. Pro tier also includes advanced analytics, affiliate tools, and bulk operations. Buyer-facing:
no buyer-side fees; the take rate is fully absorbed at creator side.

Conversion economics: 25% of registered creators publish at least one product within 90 days (industry
standard). Of active creators, 22% upgrade to Pro tier within 6 months (driven by the per-transaction math
becoming favourable above ~m 15,000/month in sales). Buyer-side: 8% of marketplace visitors browse > 1
page; of those, 12% reach checkout; of those, 78% complete payment via UPI (versus 30% for global
card-based platforms — the structural conversion advantage).

Gross margin: ~62% blended (lower than pure SaaS due to file delivery bandwidth, payment processing
absorbed at creator side, and tax overhead). Pro tier subscription revenue is 88% gross margin.

Unit Economics (Year-1 base case)

Year-1 active creators (=1 product) 8,000
Year-1 paid Pro tier creators 2,000
Year-1 platform GMV m 38 crore

Year-1 platform revenue (take rate + Pro subs)m3.5 crore

Gross margin 62%
Creator acquisition cost m 950
Year-1 all-in costs m 1.4 crore
Year-1 net contribution ~m1.4 crore

Go-to-Market

Channel 1 — Creator outreach to Gumroad sellers (35%): targeted outreach to 5,000 known Indian
Gumroad creators via direct DM, email, and Twitter, with a 90-day no-fee promotional period and free
migration tools (one-click import from Gumroad). Conversion target: 600 active creators in first 6 months.

Channel 2 — SEO for creator-facing content (25%): publish 150 articles on creator monetisation,
India-specific monetisation strategies, UPI integration, GST for creators, etc. Target Indian creators
researching how to sell digital products.

Channel 3 — Influencer creator partnerships (20%): partnerships with 10-15 prominent Indian creators (in
tech, design, finance, education niches) who set up storefronts and promote them to their existing
audiences. Revenue share / equity-style deals for top-tier creators.

Channel 4 — Buyer-side SEO and category pages (20%): SEO-optimised category pages for buyer-side
queries (‘best Notion templates India', ‘WordPress plugins for Indian businesses', 'Hindi ebooks online’)
driving organic buyer traffic to creator products.

Roadmap (first 12 months)

e Month 1-3: MVP — creator account, single-product store, UPI checkout, customer library, basic creator
dashboard. Goal: 800 active creators, m50 lakh GMV.

e Month 4-6: Course content delivery, license-key for software, marketplace discovery layer,
mobile-optimised buyer experience. Goal: 2,500 active creators, m 3 crore GMV cumulative.
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Month 7-9: Pro tier launch with reduced take rate + affiliate programme + advanced analytics. Goal: 5,000
active creators, m 10 crore GMV cumulative, 600 paid Pro subscribers.

Month 10-11: Subscription products, bundle products, abandoned-cart recovery, regional-language
search. Goal: 7,000 active creators, m22 crore GMV cumulative, 1,400 paid Pro subscribers.

Month 12: International tier with USD pricing, B2B white-label partnerships pilot, Al-suggested product
opportunities for creators. Goal: 8,000 active creators, m38 crore GMV cumulative, 2,000 paid Pro
subscribers.

Key Risks

Marketplace cold-start problem: creators need buyers, buyers need creator selection — mitigated by
90-day no-fee migration period attracting established creators with existing customer bases, and by
aggressive editorial curation of homepage to drive buyer-side activity.

Gumroad responding with UPI integration or INR payouts — possible but historically slow; mitigated by
speed-to-market and India-specific discovery layer that Gumroad will not prioritise.

GST and TDS compliance complexity — substantial operational burden; mitigated by tax-specialist hire (1
senior person from launch) and by clear, automated tax reporting tools for creators.

File-delivery bandwidth costs for large/video products spiking — mitigated by Cloudflare R2 (zero egress
fees within R2 tier) and by tiered storage with cold-storage for archive products.

Creator concentration risk: if top 5% of creators generate >50% of GMV (typical marketplace dynamic),
the platform is exposed to a small number of departures — mitigated by exclusive features and tools that
build switching cost for top creators, and by diversifying across creator categories.
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