








In March 2024, device 
refurbishment pioneer 
Recommerce Group 
partnered with Vodafone on 
research indicating that 
52% of Europeans would 
buy a second-hand 
smartphone in the future.

Out with the new, in with the old
Brands are approaching recommerce in 

di�erent ways. As we tip towards 

mainstream adoption the emphasis is 

switching from market entry to being 

be�er and more e�icient - starting by 

streamlining the CX and ge�ing the 

basics right.

Focusing on Europe’s student 

communities to seize the opportunities 

among this cost and eco-conscious 

group presents an exciting prospect for 

retailers that understand the need for 

transparency and commit to a 

customer-first approach. 

The rise of digital platforms facilitating 

the buying and selling of used goods 

has not only made recommerce more 

accessible to a broader audience but it’s 

also enabling non-traditional sectors to 

harness ‘waste-to-wealth’ success. 

For example, the used mobile phone 

market is taking o� in several countries. 

Back market is one such example and a 

frontrunner in finding ways to deliver a CX 

akin to traditional ecommerce in terms of 

search, customer service, warranties and 

returns. Also employing student 

verification technology, powered by 

InAcademia, to support a sleek and 

convenient sale for a prime target market.

Indeed, the environmental benefits of 

choosing a refurbished smartphone - over 

buying or leasing new - is not insignificant 

(50kg CO2e over two years and 20% less 

than a manufactured device). However, 

it’s the cost savings that are the primary 

driver (67% cited a�ordability reasons). 

It’s clear people - and in particular young 

people - are wising up to mass 

consumerism’s impact on the planet and 

their personal  financial positions. 



Appealing to Gen Z’s and Gen Alpha’s greener inclinations 

is all well and good as part of a wider sustainability story 

but brands should beware overegging this as a driver. 

Instead focusing on innovative recommerce strategies that 

help meet evolving consumer expectations and ensure 

trust isn’t being eroded. 

Tools like InAcademia play a pivotal role in 2025’s 

‘recommerce revolution’ by first and foremost unlocking 

exclusive o�ers for the target demographic quickly, easily 

and safely. But also bridging the gap between sustainable 

and responsible online shopping and a more enjoyable CX 

akin to traditional ecommerce environments.

Taking a step back to consider seemingly mundane 

operational aspects can actually propel these platforms 

forward amid more intense competition. As brands 

continue to grapple with making recommerce profitable 

and scalable they need to deliver a preferable experience 

and - for students - that most critically means establishing 

trust and delivering a seamless exchange. 

Any stigma surrounding the second-hand market is waning and, in fact, there is perceived 
status for brands operating in this space too. The fact that their stu� is proven to stand the 
test of time and retain value is a marketing lever. 



Seamless Integration: Removes 

friction by automating the student 

verification process, making it quick 

and hassle-free for eligible users.

Enhanced Accessibility: By 

simplifying discount access, students 

are more likely to engage with 

recommerce platforms, driving both 

participation and loyalty.

Five reasons to integrate 
InAcademia in 2025

Simplified access 
to discounts
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Validation confidence: 

authoritative verification straight 

from institution - rather than relying 

on a third party -  reassures both 

brands and students, ensuring only 

eligible users benefit from student 

discounts.

Student trust: Knowing that brands 

use a secure and reputable service 

like InAcademia builds trust in the 

shopping experience

Trust and 
transparency
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Tailored campaigns: By identifying 

verified students, brands can o�er 

targeted promotions, such as exclusive 

deals on sustainable goods or curated 

recommerce collections for student 

lifestyles (e.g., a�ordable tech or preloved 

dorm decor).

Community building: Verified students 

can be invited to participate in brand 

loyalty programs or sustainability 

initiatives, fostering a sense of inclusion.

Personalisation
opportunities
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Frictionless checkout: Simplifying 

the eligibility process reduces 

abandonment at checkout, especially 

for budget-conscious students.

Higher engagement: A smooth 

discount application encourages 

repeat visits and purchases, 

particularly when recommerce aligns 

with student values like a�ordability 

and sustainability.

Five reasons to integrate 
InAcademia in 2025

Improved
conversion rates
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A�racting Gen Z consumers: 

Student-specific discounts validated 

by InAcademia make brands more 

appealing to this key demographic, 

driving market share in the 

competitive recommerce space.

Cross-sector appeal: Non-fashion 

recommerce brands (e.g., tech, 

homeware) can leverage the widget 

to a�ract students beyond the 

typical second-hand clothing market.

Competitive edge
for brands
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Get in touch today to team up with InAcademia and 

effortlessly deliver more transparent online student 

shopping experiences that meet this 

group’s customer expectations on every level.

inacademia.org

linkedin.com/company/inacademia


