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IN JUST A FEW YEARS, THE ONLINE SALE OF SECONDHAND DESIGNER CLOTHING HAS GROWN FROM A NICHE MARKET TO A BOOMING INDUSTRY – A DEVELOPMENT THAT CAN ALSO BENEFIT RETAILERS
Resale businesses have experienced considerable growth in recent years, particularly online. Platforms such as Vestiaire Collective, The RealReal, Poshmark, VideDressing, ThredUp and Rebelle connect secondhand fashion buyers and sellers while pocketing a handsome fee. The transaction is the same everywhere: the owner submits their listing to the platform, which approves and uploads it. Once the piece has been sold, the seller sends it to the shop, who then confirms the item’s authenticity and checks for defects. If the shop is satisfied, the vendor pays a commission to the company, and the item gets dispatched.
One of the main factors behind this rise has been the shift in buying behavior among young people. On average, the 18–24 age group only wears an item one to five times before giving or throwing it away. Millennials and Generation Z are passionate about sustainability, but less so about holding on to clothes, so secondhand is the obvious choice. ThredUp recently released a study which predicts that the secondhand market in the US will grow by over 100 percent (reaching 41 billion USD by 2022), almost half of which will be generated by the sale of fashion. The volume of secondhand garments in people’s closets is thus set to increase from three to eleven percent. ThredUp CEO James Reinhart remarked, “There is a powerful transformation of the modern closet happening.”
Resourceful retailers are looking to get in on the action. Brick-and-mortar stores that sell new merchandise, such as Galeries Lafayette, have been teaming up with online secondhand retailer Rebelle; together, they organize events where customers can drop off their pre-owned designer pieces, which will then go on sale on Rebelle, and receive a voucher to shop for new collections in the respective store. Luxury accessory reseller LXRandCO is also working in partnership with department stores in the US, Canada and Europe where they collect and sell vintage designer items. Swedish retailer Aplace has even gone one step further: in addition to its three boutiques carrying new collections by Scandinavian brands, the company opened its own secondhand store in 2017, Pearl, which features the same brand portfolio. The new store is designed to complement the existing sites, as co-founder Kalle Tollmar explains: “With Pearl we highlight the fact that these beautiful garments are worthy of a longer life.”

The latter example shows that the growth of resale is something traditional retailers should not fear but cash in on. Giving your customers a platform to resell their old items may be a way to create a stronger community around your store, while offering secondhand designer fashion can also help to attract a younger clientele. And no, this won’t jeopardize the full-price business: a certain kind of customer only ever buys new collections anyway, and she will not be deterred by secondhand offerings.
