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According to a report by ThredUp, a leading online resale retailer, 58% of consumers are purchasing secondhand clothing; this trend is gaining momentum among residents in Starkville.
Secondhand fashion now accounts for 9% of total fashion sales in the United States. Towns nationwide, including Starkville, are experiencing this shift. Jessica Taylor, the general manager at Revolution Consignment, said with a smile that the resale industry is growing rapidly and business is booming. 
“We have been growing for the last four years,” Taylor said. “Our numbers are up 30 to 40% every quarter.” 
Young people buy even more secondhand clothing than the average U.S. consumer, with 68% of young consumers purchasing secondhand last year. Starkville reflects this trend as college students play a significant role in the town’s resale market.
College events like baseball and football games draw parents, alumni and visitors to Starkville. These guests contribute revenue to local businesses, including consignment and thrift retailers. Taylor said Revolution’s customer base includes more than just students.
“Mississippi State directly influences our traffic flow in a lot of ways,” Taylor said. “All the sporting events and extracurriculars bring people in to shop.”
Secondhand shopping, also known as thrifting, has become a popular hobby for some college students. Sofia DeStefano, a Mississippi State junior biology major from Marietta, Georgia, said thrifting takes more time than shopping at traditional retailers, but the results are worth it.
“It’s like the thrill of the hunt; you have to be patient,” DeStefano said. “Then, when you find the perfect piece, it makes your heart jump.”
 Online resale platforms like Vinted and Depop have become increasingly popular, especially among Generation Z consumers. Riley Howell, a junior Fashion Merchandising and philosophy major from Olive Branch, said she has noticed more people wearing secondhand clothing, especially because of resale apps.
“Now if you walk up to anybody,” Howell said, “they’re wearing something thrifted.”











Service Journalism 
· “I'm deeply involved in the Greater Starkville Development Partnership,” Taylor said, “because of that, I've made a lot of connections.”
Interview with Jessica Taylor
· “Most months our sell-through rate is 98%,” Taylor said. “Last year I entered right at 48,000 items, and we sold right at 46,000 items.”
Interview with Jessica Taylor 
· “It is more fun for me to find something unique and one of a kind,” DeStefano said, “than to pick something off a rack with five others.” 
Interview with Sofia DeStefano 
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CO 2413 FACT CHECK 
Topic:
The growth of secondhand fashion globally and in Starkville. 

Related News Values (3)
· Impact
· Timeliness 
· Proximity
IDENTIFY YOUR SOURCES AND THE SPELLING OF THEIR NAMES, THEN VERIFY THAT USING A SECOND SOURCE

Source #1: Jessica Taylor
Verification: Word of mouth from source
Source #2: Sofia DeStefano
Verification: Word of mouth from source
Source #3: Riley Howell
Verification: Word of mouth from source

IDENTIFY TWO RELEVANT FACTS FROM YOUR STORY, WHERE YOU FOUND THEM, AND THEN VERIFY THEM
Fact #1: Revolution Starkville moved to its current location at 204 E Wood St in January of 2019.
Source of fact: Word of mouth from Jessica Taylor
Verification: Article titled “Like Consignment Stores? See What Repeat Street Is Offering Now”
Fact #2: You receive 50% of the selling price for your items at Revolution Consignment. 
Source of fact: Word of mouth from Jessica Taylor
Verification: Revolution Consignment website




															












Interview Notes
Interview with Jessica Taylor

Question #1
G: First can you tell me your name and spell it out for me?

So my name is Jessica Taylor, J, s, s, I, C, A, T, A, Y, L, O, R


Question #2 
G: What inspired you to join the resale market? 


So I didn't open revolution, okay, revolution was, was founded in 2009 and we renovated this property that we're at right now. About years ago, we bought this lot, we, we kind of gutted this, this house, and renovated it in a, you know, about a six month period and, and so we've been here six years. And, okay, so revolution, revolutions been established about 14 years.
Yeah, that's, that's kind of a good question. I did hair for about 10 years, and I, I, I've always kind of had, like, you know, always kind of had a love for shopping, fashion, all the things, you know, yeah, and um, and I, and I had the opportunity and and I took it, and now I am, I am hooked on resale. It is. It has been the biggest blessing to me, this business model, this community. But this demographic met is just a perfect demographic for for shop and resale and yes, consigning and selling and all the all the things. So I can be honest with you, I wasn't real inspired. I've only grown to love the industry. And okay, yes, I am a I consider myself a resale professional. Is what I consider myself. So, yeah, I am. I'm really involved in the National Association of Resale Professionals and I'm, you know, I'm continuing education all the time and and learning everything, and always grow and adapting and doing all the things that come along. The resale industry is booming. It is growing at an alarming rate, at a very big, alarming rate. So anyways, yeah, I love it, and I'm proud to say that we're growing too. Yeah, growing really, really fast. I mean, extremely fast, wow. Okay, after 14 years, we have been growing. We have been growing for the last, last four years, we have just, we've been growing. Our numbers are up 30, 40% every quarter. We've not been down. So we're growing too. Yeah, it's pretty cool. 

Question #3
G: How have you seen the secondhand fashion industry evolve in the past couple years?

Since COVID, yeah, honestly changes a lot of things. Yes, you know, we also there were a lot of things that changed with the business as well. Because after we renovated the property, it wasn't long after that the COVID hit, okay, yes, you know, 2019
and then COVID too, 2020 but I would say that it has evolved through social media. I think social media has helped us a whole lot. But then, like, our marketing strategies have really changed, and we've really put a lot, I have really a lot of effort into it, and I think we've seen, we've seen big dividends pay off because of that. Money is just one thing, exactly one factor of what makes it an ideal situation to shop secondhand, yeah, but we are unique here because of our demographic, because of the US living, you know, in a college town and that kind of thing. And whenever you whenever you have a resale business, your main goal is to move inventory out, and you have to figure out what your shoppers are gonna buy. You have to cater to them. And then when you learn what your shoppers are looking for, then you can learn what to take from your consigners, but you have to have the consigners that meet the needs of your shoppers, yes. And so we have figured that out here. We have mastered that. We process about 1500 items a week, and we sell upwards of 98% of everything, yeah. And so, so we figured out what sells, and then we have just an extremely, like, loyal, I mean, you know, I would say very loyal consigner base. And then it's so exciting, because we are also seeing new consigners come in every single day. Yes, so lots of college students have figured out about us. I have been marketing, actually have a meeting tonight. Well, I'm gonna be speaking to the Delta gammas at at six o'clock at their chapter meeting. So I've been making my way around sorority row, yeah, trying to get the word out, you know. So I'm never stopping, more or less, yeah, every opportunity I can get, you know, even just talking to you. I mean, I'm gonna do it because, if anything, you know, it could help me reach people that don't know about us exactly. There's still a whole lot of people that don't know about us, you know, yes. So, I mean, we have a high volume of inventory that's constantly moving out. I mean, you know, and the more, the more we grow, the more selective we become with what we accept, yeah, so, um, that's a good thing, is that we have the choice to of what comes in the what goes out on the floor is, you know, what, we've hand picked. It's hand curated and and so we always have the shopper in mind, because otherwise, you know, we're not selling anything. 

Question #4
G: How would you describe Starkville’s response to secondhand fashion? 

Well, I'm really involved in the professional society of Starkville. Yeah, I'm deeply involved in the partnership, the greater starville partnership, and so, um, so because of that, I've made a lot of connections. And I I personally, I don't think, but I know because I feel it every day. Starkville loves revolution, because I think customer service is kind of like at the heart of what we do and what we love to do is make people feel welcome, make people love but then at the end of the day, we want everyone to look beautiful and feel great about what they're wearing. And we have all the options, you know, even if you don't find something, you know, you could shop here first, and I think a lot of people do that. Makes me feel good that people come in every day like we, we came here first, because why pay retail if you don't? But with that being said, I love to shop local, and I love to spread, you know, I love to spread my, um, my, uh, well, not throughout, throughout the city. By shopping local, yeah, I mean, yeah, saying that I'm wealthy, but I just saying, as far as, like, just shopping local, I mean, yeah, shopping, I will buy stuff I don't need because,
you know, yes, I mean, I try to do that. Yeah, that's important. You know what I mean, because there's a big community here. I mean, all the things that go on downtown, I mean, exactly, why not on Main Street? We're much, we're very much involved. And, yeah, community, for sure, yes, yes, shopping local is, like, at the heart of everything. But I think, in general, us, like us being, you know, small business, we love our community, we love our shoppers, we love our designers. And, you know, we we're so excited to do what we do, and that makes it easy to be friendly and be happy and and people come in and they see that and they want to come back. 

Question #5
G: Do you think that the college student population has influenced the growth of your store? 

1,000,000% At our old location, when we were in the Middleton court shopping center, like right directly beside firehouse sub, We did not have a big college student shopper base, but we do now, consigners and shoppers. The other thing I'll tell you that I've learned is that a lot of people who can sign with us start out shopping with us, and they don't. They don't plan on consigning with us. It's, it's, there's a lot of scenarios that go into like everything that we do to get people in, or the way that we do get people in, whether we've done something directly or it's been just like, you know, involuntary, indirectly, yeah, so one indirect way we've gotten a lot of great consigners is just simply they came into shop because they Googled us, or they found out about us, and then they're walking around like, Oh my gosh, all this great stuff, like, and then they're thinking, you know, all the stuff that they have in their closet, yeah. So it is, it is literally, like, influential to our, you know, unknown consigners, the ones that we haven't gained yet, yeah, they come in as shoppers, and they're like, Okay, well, I don't want to just give my stuff away, you know, but I know I could bring it here, and I can make, you know, we set the price, and our consigners get 50% of the selling price. So that has influenced a lot of consigners. T
hey come in to shop. You know, they might be in town for a ball game, or whatever it is. I think that the cornerstone Park has brought us in a lot of traffic as well. But you know, I mean, Mississippi State directly influences our traffic flow in in a lot of ways, not just students, but all the extracurriculars, all the sporting events, yes, yes, ball, basketball, all the things. People come into town and people come to shop, you know exactly. So that's a few ways that. We do get organic, you know, and then social media has had the biggest influence. Yes, we put a lot of effort into it, and it's been like small strides just posting and it just brings people in. We have big goals, though, to do more. Yes, yes. Eventually we want to get Shopify. We would love to have everything live on our website from you know. So we have plans to do other things. I can tell you, our phone sales, our internet sales, same thing. It's, that's, they're up 353% 

It's one of my main goals. Yes, yeah. My main goals, so I, you know, because, like, what I'll do is, is we have a, like, our consigners have a 60 day consignment period with us. And after the 60 days is over, it's store owned property. Well, I'll throw it outside $2 rack, and it sells all day long, and that helps me move a lot of inventory. That's smart, yeah, yeah. So, I mean, you know, the store owns that, you know, we get, we get 100% of those sales. And, um, it helps us move, move it out, and it helps us, you know, improve our, our sell through rate, yes, yes, that's a fantastic, I mean, like most months, our sell through rates, 98% that doesn't that, you know, I mean, and I give you, like, a big picture, like, last year, like, I entered, like, you know, right at like, 48,000 items, and we sold it, like, right at 46,000 items. Wow. So, yeah, and, you know, just like, by, like, being here on a daily basis, like, you know, this is what I do. I got everything that comes in and everything that goes out, mainly, I mean, I have a lot of staff that are involved as well. Yeah, everything. But, like, it doesn't seem like that. It's so weird, like, our racks are always full, you know? I mean, it's, it's crazy, though, but we manage the space. Well, that's, yes, that's in that is an extremely important part about resale is, if you can't manage your space and you can't manage your inventory, you will be in over your head, and it will not work out. Because, like, you have to know what to take. You have to know what sales Yes, you have to know how to fit everything together where people can still shop it. And it's not just, you know, over, it's still overwhelming. You think I have it right at right, excuse me, right under 11,000 items on the sales floor right now. It's about, you know, 10,600 I don't have looked at it today, but anyway, so, yeah, it's a lot. 

Question #6
G: What do you think the future of secondhand fashion is in Starkville?

Okay, yeah, I'm so excited. You asked me that that's, that's a wonderful question. So for me personally, I I am planning to open up another business. At some point. I want to do a furniture business. Oh, I mean, I don't know what kind of long term plan that is right now, but that's what it looks like for me and in general, I do not know. I heard through the rumor mill, through a staff member specifically that shopped at Plato's Closet in Oxford. They told us, like over a year ago, that plato's closet was supposed to be coming to Starkville. So you know, there could be other, you know, opportunities for resale and Starkville. But we know that it is proven that resale always does better in clusters anyway. Yeah, you know. So, I mean, Marshall's coming to town was like beneficial to us. People shop resale. They shop resale. They're not going to just shop here and not shop there. So we're not ever worried about any competition right now. We don't have competition. And there's pros and cons to that. I mean, honestly, across the board, there's pros and cons, but we, we're lucky that we get to hold that the spotlight. We, you know, we do, kind of, we do, kind of, I feel like, hold the spotlight, um, hold the spotlight in general, for being such a unique and more high end, yeah, more high end resale and not, thrifty. You know, even though we, we love our thrift brothers and sisters, because that's kind of what they are. Resale is resale. But, you know, I think our niche is more, you know,
yeah, well, you know, I mean, everything needs to be in, like, new condition, up to date and sale, but resale is gonna continue to grow. Yeah, it doesn't matter in Starkville, because we're not going to stop growing. So I think, I think that in general, I think it's just going to keep growing. 


Interview with Sofia Destefano 

Question #1 
G: S an you state your name and spell it out loud for me?

Sophia DeStefano. S-O-F-I-A D-E-S-T-E-F-A-N-O. 

Question #2
G: How did you first get into secondhand or thrifted fashion?

I think that I first, well, I'm from Marietta, Georgia, and we have a lot of places that started kind of opening up as the city expanded, and a lot of it was like secondhand shopping. So as a way to pass time, like me and my friends in high school would go thrifting or we'd go like Goodwill at first, but then like when all of like the consignment and like the bougie stuff, Uptown Cheapskate kind of started happening, that was where we'd go because like we're in high school, we don't have a lot of money, but like you could find really cool things. And it was just, it was more fun to me to find something like unique and one of a kind than it was to like pick something off of a rack with like five others.

Question #3
G: What are your go-to spots for secondhand shopping in Starkville?
In Starkville, whenever I have a free minute, I will always go and pick around at Palmer Home. Just because it's like they always have out new stuff. And I always find at least one cute thing. I always find good things. I think it's like a mix of like the women of Starkville and the college students of Starkville. And like I either find things that I can make into more wearable things, like with cool fabrics or like actually cute things that someone just didn't want. Yes. So I would say Palmer for sure. And then I used to kind of like sift around at like Dirt Cheap when it was a thing but I would always get more accessories there than anything. Like their sunglasses and shoes. I haven't been to many places, but I would say also in Columbus there are a bunch of cool antique stores that I get like cool watches and stuff like that from. I don't know the names of them. But I like to whenever we go to like a new city in Mississippi, like go to the antique stores because you always find something like so southern. Like low-key white trash charm, but it's like fun.

Question #4
G: Do you feel like the secondhand fashion scene here has grown recently or what changes have you noticed?
I feel like as I expand my circle of like, as I make friends that are more similar to me, like in my eyes it's expanded because I used to not know people that would like shop.
Yes. But in all of Starkville, I feel like honestly no because online shopping is such a big thing.
Yeah, yeah. But I do feel like in the realm of online shopping, Depop has expanded. So like in that regard, yes. But like in person, I don't really know that many people that like in their free time will just like head over to Palmer or head over to Revolution that aren't like my close friends because that's like what we enjoy doing.

Oh, yes, actually. I think a lot of people are starting to like donate all of their fast fashion pieces and it's kind of like not ruining it, but it's disappointing because half of the stuff that I find now is like from Shein. And not that there'slike anything wrong with it, but it's not like one of a kind cool things anymore because everybody has it and they're just donating them back. Buying cool things anymore because everybody has it and they're just donating them back. So like, it's like recycling and they're just not good quality. Yes, very cheap. So I think that's changed definitely. Like when I go, I notice more of that now than I used to.

Question #5
G: In general, like within I guess our generation throughout the past 10 couple years, have you noticed like an influx in thrifting or like more people starting to thrift? 

Yes, definitely. I think it's like people see it as a good way to save money too. Yes. And a lot of people just see it as like a fun hobby. Like it's not like shopping is a hobby, but then thrifting is a whole other hobby because it's like it takes more time than actual shopping. And it's like the thrill of the hunt, you know, and when you find a good piece, it's like. You gotta be like patient and then you find it and it makes your heart jump. I noticed that thrift in Starkville, a lot of them aren't really looking for like statement pieces, like cool, like fancier pieces. Like they get excited when they see something from like Lulu or like Athleta, which is perfect. Like that's your, that's what you're looking for. That's what you want. But it is kind of nice that like nobody else is looking for these cool things. So like. It's all for me. Other people can find them. Yes. Like I'm not really interested in finding name brands as much as like cool. 


Interview with Riley Howell

Question #1
G: Can you first to say your name and then spell it out for me? 

Riley Howell.
R-I-L-E-Y. H-O-W-E-L-L

Fashion merchandising and philosophy.

Question #2
G: How did you get into thrifting?
I got into thrifting probably in middle school to early high school because honestly like YouTubers that would always go and like find really good stuff and I was trying to find my own fashion outside of like what my mom would buy me. And so that just kind of opened my eyes to the world of thrifting.

Question #3
G: Where are your go-to spots for thrifting in Starkville?

Um, I guess like Palmer Home, but I never find anything. I went to Revolution. That's consignment though, but they usually have better selections.

Question #4
G: Do you feel like secondhand fashion has grown in general and in Starkville as well?
I would say so, but it's especially grown since like the rise of apps that do it, like buying secondhand, like Depop or eBay. I like Vinted a lot. But in Starkville, I feel like it has just because there's a very diverse group of people. Well now if you walk up to anybody, they're wearing something thrifted.

Question #5
G: Would you say that there's a thrifting culture here?

Yes, the only thing is you kind of have to travel usually to find really good spots, I would say. But I think it has grown, especially now because there's Depop on campus or like Etre does the, uh, thrifts thing on the drill field.
