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Most companies, even born-in-the-cloud organizations, 
have legacy technology that is too expensive to rip 
and replace. For this reason, a third-party marketplace 
platform must be able to integrate seamlessly with 
existing systems. Look for an API-powered solution that 
can act as an interface for data flowing between old and 
new solutions. An integration layer of this type is among 
the least disruptive and most cost-effective ways to 
launch a marketplace.

1. Will the platform integrate with legacy technology?

In today’s digital economy, the standard “build versus buy” question— 
whether to use internal resources to create a technology solution, or work 
with a third-party vendor to acquire it—is becoming easier to answer. As SaaS 
matures, many solutions reach a tipping point where the “build” option no 
longer makes sense. For example, few enterprises seriously consider building 
their own CRM or ERP tools with solutions like Salesforce.com and NetSuite 
readily available.

Application marketplaces have reached this pivotal stage. Today’s 
marketplace and platform technology can offer sophisticated tools to handle 
the complexity of billing, provisioning, and managing digital products and 
services that would take years to build in house. However, not all providers 
offer the features and functionalities that are necessary to launch and scale 
successful marketplaces, or the flexibility to respond to the ever-changing 
demands of the digital economy.

As you evaluate marketplace platform providers, here are six important 
questions to ask.
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Marketplaces can be highly specialized, often by vertical and target customer. To accommodate the need  
for particular software beyond a core catalog, a provider should offer a sophisticated developer center  
that makes it easy to add new applications, add-ons, extensions, and other digital products to a marketplace. 
Giving developers the tools to integrate, test, and maintain their digital products will help ensure strong 
ecosystem growth. 

Selling a product or software subscription online is one thing, but enabling full multi-sided omnichannel 
commerce for core offerings and third-party developers is significantly more complex. A marketplace billing 
engine must be able to handle a range of scenarios, including pay per use, subscriptions, time-bound trials, 
and more. A platform must also make it easy to change pricing on the fly, a critical feature that enables 
companies to respond to changing market conditions quickly.

There’s another aspect of billing that companies need to consider: third-party monetization. This is more 
than a referral link to a developer’s website; full third-party monetization includes automated taxation, 
payouts, and reconciliation across a company’s entire digital ecosystem, including developers and resellers. 
Even if you aren’t ready to monetize a marketplace ecosystem at launch, a platform provider should have 
the option available for when you are ready to scale. 

2. Does the platform offer billing that is purpose-built for digital marketplaces?

Even the most state-of-the-art marketplace will fail without one key element: inventory. But stocking virtual 
shelves is often harder than it may seem. Not only do applications need to be completely integrated from 
a technical standpoint, but they also need up-to-date contractual agreements to govern revenue share and 
other issues. To speed time to market, look for a marketplace platform provider that offers a large catalog  
of applications that are ready to sell “out of the box.”  

3. Does the provider offer a catalog of leading applications?

4. Does the provider make it easy to onboard new applications?

Continuous innovation is a necessity in the fast-changing digital economy. For this reason, it’s critical  
to work with a marketplace platform provider that has a strong product roadmap that focuses on  
delivering value to both the customer (you) and end users (your customers). Ask potential providers  
about what new features and functionalities they are working on, and make sure they align with your  
vision for digital commerce. 

5. Does the provider have an innovative product roadmap?
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Planning, launching, and optimizing a marketplace is a complex project involving numerous stakeholders 
across multiple company divisions. These initiatives require careful planning and sound execution on both 
the technical and business sides of an organization. 

To help ensure success, look for providers that have experience powering the marketplaces of well-known 
companies. Moreover, a provider should have the expertise to help you optimize your marketplace, including 
advice on creating strong go-to-market and demand generation strategies, best practices for avoiding 
channel conflict, incentivizing sales teams, and other aspects of digital commerce. 

As you consider these factors, be sure that flexibility is top of mind. A platform provider should not only be 
able to offer marketplace solutions that meet your current digital commerce needs, but also serve as the 
foundation for your business as it grows and evolves.

6. Does the provider have deep experience and expertise in digital commerce?

Take a Deeper Dive: The Total Economic Impact™ of AppDirect AppMarket

A large, complex digital initiative like launching a marketplace has so many variables that  
the true cost and return on investment can be hard to predict. To remove the guesswork,  
AppDirect commissioned Forrester Consulting to conduct a Total Economic Impact (TEI)  
study on AppMarket, AppDirect’s marketplace platform solution. The study found a  
range of compelling benefits, including that companies can save $2.8 million in  
application marketplace development by using AppMarket. 

To learn more about the benefits of working with AppDirect to launch,  
scale, and optimize a marketplace, you read the full TEI study here.
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