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This report will outline a business venture plan which is a student focused resale business which specializes in high value and fashionable streetwear and footwear. The business model is based on mass buying clothing and shoes from mass sellers and buying individual undervalued items from online marketplaces and reselling them at a profit, targeting students and younger consumers who want access to branded, modern and fashionable clothing at more affordable prices while maintaining good amount of profit as a business.
This business idea is supported by the substantial growth of the second-hand fashion market, and this is driven by increased consumer demand for affordability and sustainability (Statista, 2024). Platforms such as Vinted and Depop have made resale more accessible and in this day and age the simplicity of the process of reselling is mind blowing and can put any item of clothing for sale in minutes. I’m well aware of the process of reselling clothes on Vinted and Depop as it is a hobby of mine and this is why I’m passionate on this topic. By buying bulks of clothing and reselling them sometimes for 50% profit each item, there is a lot of profitable income to be made on something that is accessible to everyone. However, there a grave concerns around counterfeit products and unreliable sellers remain common. This business plan creates the opportunity for a more trusted and transparent resale approach.
The business will focus on breaking down all the problems that come with reselling on different platforms and it will strictly have authentic products, clear descriptions and strong customer service to build trust and credibility. An advantage of operating primarily online allows for low start- costs and flexibility, which is massively important for early-stage ventures (Burns, 2021). Growth within this business would be measured on how much we buy the initial products for and then how much we sell the products individually for, after making good amounts of profit the growth of the business truly begins when the business reinvests its profits into buying more clothes to sell. After reinvesting into the business the stock levels will increase in the business which means there will be more products to sell and therefore more money and profit to make.
Overall, the business venture shows strong to remain sustainable over a two year period through having an effective cost management strategy and also having customers trust.
The core idea is focused on identifying opportunities within online marketplaces where items are either undervalued in which you can buy those products and sell them for more, or sold in bulk at lower prices, and then reselling for more. This approach allows the business to capitalize on pricing efficiencies that exist across all second hand marketplaces like Vinted, Ebay and Depop.
In the last few years the resale market has gone from strength to strength and has grown significantly. This is due to the fact that there is a huge rise in living costs and therefore has increased the demand for affordable alternatives when it comes to buying clothing and footwear, because buying outright in retail for most people can be a financial challenge because the products pricing has increased. At the same time there has been a huge shift within the average consumer in wanting to be sustainable and has been a sharp increase in sustainable consumption, with consumers becoming more open to buying secondhand clothing and footwear ( Statista, 2024). As a result, resale platforms have broken down barriers in the last decade and has created countless opportunities in the process such as, this exact business venture plan and for small-scale entrepreneurs to enter the thriving market.
From my own personal experience, it is blaringly clear that many sellers undervalue their items weather its because they want to sell them quickly, or if they don’t know their products worth. This undeniably creates a significant gap in the market to take advantage of these factors and purchase these products below their true market value and resell them for a great profit. Even though this business model comes with its upsides it also comes with its challenges, there are still common issues that affect buyer confidence, such as counterfeits, the products description not being true and unreliable sellers. This highlights a gap in the market for a resale business that focuses on authenticity, trust and transparency.
This venture aims to address this gap by offering verified, authentic products and clear descriptions on what’s being put on sale, and also consistent and helpful customer service. By continuing to create a strong reputation for the business, the business can differentiate between casual sellers to creating a long term customer relationships. This highlights that the idea that successful ventures not only create value through price, but the reliability and trust between customers and businesses (Barringer and Ireland, 2018)
Overall the business operates within a growing and evolving market, where there is an obvious demand there and an opportunity to take advantage of the massively growing market. By combining my own practical experience with a structured approach, the venture has strong potential to grow within the reselling industry and to grow over time.
It is important to develop a business strategy early on in the venture if the business stands a chance in succeeding in this market. The strategy would focus on consistent sourcing, effective pricing and building customer trust and allowing room for significant growth. These sole elements are key within this specific market, which is hugely competitive and constantly changing with the times.
An important factor to gain long-term growth and success is to maintain its consistent supply of stock. This business would secure this by ensuring that the company would always maintain enough amount of profit to make sure that the business is capable of bulk buying so that they can always sell products individually to make the necessary margins. By analyzing listings on reselling platforms and understanding pricing and listing trends, the business can take advantage. This reflect the idea of opportunity recognition, which is highly. This reflects the idea of opportunity recognition, which is highly considered as a core part of entrepreneurship (Shane and Venkataraman, 2000). One important factor within this business venture plan is to ensure that the business maintains an excellent relationship with repeat sellers and bulk suppliers so that it ensures stability for the company and creates a more stable supply of products.
 One key factor in determining longevity within this business is to have a solid pricing strategy. The business will take a competitive pricing approach so that the products in which that are sold are affordable but at the same time are competitive pricing so that there is decent profit to be made to reinvest into the business. This particularly is important when targeting students, who are more likely to be price sensitive. According to Nagle and Muller (2018) pricing decisions within an organization should balance customer value with profitability in order to remain successful and competitive. The business can ensure it stays attractive to customers while still generating consistent profits by adjusting prices and monitoring similar listings. 
Arguably one of the most important factors within a business is that of building trust and credibility, especially due to the significant concerns around counterfeits and unauthentic products being sold as authentic, and this all comes down to customers not having trust in their sellers due to criminal behavior on these reselling platforms. The business will focus on selling verified and authentic items, alongside presenting clear descriptions of the products that are being sold so that the customers don’t have any questions on what the product consists of, with high quality pictures etc. One way to make sure that the customer is satisfied with the buying process is to have confidence in the seller and their product, this is why having strong communication and customer service is absolutely critical because it gives positive reviews, regular customers and a positive reputation. Trust has been identified as a key factor influencing online purchasing behavior, particularly where there is uncertainty about the products quality (Pavlou, 2003). Transparency is the priority, so that it can increase customer confidence and encourage repeat purchases and loyal customers.
Marketing will also play a huge part in ensuring long-term growth, particularly through social media platforms such as Instagram, TikTok and Facebook. These platforms are largely used as a marketing tool by millions of businesses all around the world, and it allows businesses to promote products in a direct and engaging way. According to Tuten and Solomon (2020), social media allows businesses to build relationships with their customers and it allows them to increase brand awareness in a cost-effective manner, because advertising on social media can be quite cheap if done properly and it gives the business maximum exposure to popularity and recognition to the public. Offering limited time discounts, promotions or bundle deals can attract new buyers and therefore increase sales.
As stated previously, growth within a business is achieved by reinvesting the businesses profits back into the business so that the company can buy more stock and can use the profits to boost the business like marketing and advertising. This allows the business to gradually increase its stock and this will mean there will be more for customers to buy which means there should be more products bough within the business, and it increases the amount of stock without having to rely on external funding. This reflects the idea that new business ventures should focus on scalable growth, where expansion is achieved in a controlled and sustainable way (Blank and Dorf, 2020).
Finally, the ability for businesses to move and change with the times is absolutely crucial, and to adapt to changes within the market is essential for long-term growth. Trends in this type of market can change rapidly, and clothing and footwear change throughout the years, and the fashion industry is seeing an increase in the youthful consumers gravitating towards vintage clothing, and example of this is the that in the last five years ‘Adidas Spezials’ trainers have become one of the most popular trainers in the world, and they came out in the 90s. By reviewing sales performance and customer feedback, the business can identify which products are most successful and which aren’t doing so well. This supports the idea that businesses must continuously adapt and develop their capabilities in response to changing environments (Teece, 2018).
Overall, the long-term success within the business will depend on its ability to adapt to change, ability to consistently source profitable stock, affective pricing strategies and also to build trust with customers. By combining practical experience with an established business theory, the venture has strong potential to remain viable and grow over a two-year period.
The business model canvas below highlights how the business venture creates, delivers and captures value (Osterwalder and Pigneur, 2010)





	Key Partners
· Bulk clothing suppliers
· Online Platforms
· Delivery Companies
· Individual Sellers
	Key Activities
· Packaging and Shipping
· Sourcing undervalued items
· Bulk Purchasing stock
· Listing items online
	Value Propositions
· Cheaper than retail prices
· Trusted and reliable seller
· Authentic products
· Affordable streetwear

	Key Resources
· Clothing stock
· Time and effort
· Knowledge of pricing trends
· Selling platform accounts
	Customer Relationships
· Fast Responses
· Clear communication 
· Repeat and loyal customers
· Building trust through positive reviews
	Channels
· Vinted
· Depop
· eBay
· Instagram
· TikTok
· Facebook

	Cost Structure
· Buying stock
· Marketing
· Platform fees
· Shipping and packaging
	Revenue Streams
· Profit from sales
· Bulk resale margins

	Customer Segments
· Students
· Young Consumers
· Price- Sensitive customers
· Fashion- Conscious customers




In order for the business to be viable, it must be capable to generate consistent profit while maintaining low operating costs within the business. As this venture primarily operates online there is an advantage within the business, that there are minimal overhead costs compared to traditional retail businesses. The main costs for this business venture are purchasing stock, platform fees, and shipping and packaging the products.
The main cost for the business is purchasing the stock. An example for this is if the business buys an item for approximately £20 and then go onto resell the product for £45, this would generate a gross profit of £25 per item. But, after deducting all the estimated costs such as platform fees and shipping which would approximately be around £5-£10 per item, the company could still proceed to be making a net profit of around £15-£20 per item of clothing and footwear. This highlights that the business model has strong potential to be making substantial amounts of profit on a consistent basis.
In terms of revenue, if the business sells 10 items per week at an average profit of £20 per item, this would generate roughly £200 per week. After calculations, this could result in £800 profit, showing how this business venture plan could generate a steady income. As stock levels rise, this will continue to show that there will be an increase in sales which will therefore produce an increase in profit and lead to higher revenue over time.
The business heavily relies on key resources such as, knowledge of market trends and access to online platforms. Understanding which products are in demand is essential to the business so they can maximize their profit and give their customers what they want, and understanding the trends and acting on getting the stock for them will minimize the risk for the business later on. Risk can be reduced by carefully selecting stock and monitoring market trends. By reinvesting the profits the business can maintain financial stability and reduce risk.
Overall, this business venture plan demonstrates clear financial viability due to its low start up costs and simple revenue model. The projection highlights that the business idea is realistic and practical, which supports its long-term sustainability.
The successful implementation of this business venture plan will being on a low scale, allowing the business to test its approach before expanding. Initially, a limited amount of the businesses stock will be put on for sale on the popular reselling platforms such as, eBay, Depop and Vinted. This allows the business to have time and analyze which types of products generate the most revenue and which products generate the least. Starting small is a popular strategy in entrepreneurship, as it allows businesses to test their ideas and make improvements before scaling operations (Ries, 2011).
A key part of implementation is learning from customers reviews and their feedback. By identifying when which products sell and which ones don’t, the business can begin to accommodate their stock to the customers high demand, and begin to identify patterns in consumers behavior. According to Kolb (1984), learning through past experience is absolutely essential for improving decision making and adapting to changes within the environments. This business will make sure to keep track of different aspects of the business, such as, tracking weekly sales and profit margins. By regularly reviewing the business’ performance, we can then go onto adjusting its strategy where necessary. This reflects the utter importance of continuous evaluation in maintaining business performance (Drucker, 2007).
Overall, the business will use the knowledge that it has gained in its early stages and learn how to make the business more successful by starting off small, and evaluating the companies strengths and weaknesses. By learning from experience and adapting to feedback, the business can then go onto reducing its own risk and make changes to ensure long term success. A structured approach to implementation will support greatly with the sustainability of the business and the growth of the venture.
In conclusion, this report highlights the development of a student focused clothing and footwear resale business with great potential for long term growth and sustainability. By identifying the different factors of the business such as, applying affective pricing strategies and building customers trust by being authentic and having great customer service, the venture is in a brilliant position for success. By having the advantage of low start up costs and a clear strategy, the business presents realistic opportunity within the expanding resale market.
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