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Category
Refurbished electronics marketplace

Location
France

Website
https://www.backmarket.com

Back Market is a French digital marketplace
for professionally refurbished electronics and
appliances. The company connects
consumers with vetted refurbishers and aims
to make refurbished technology a
mainstream alternative to buying new
devices. Rather than manufacturing products
itself, Back Market operates as a platform
business that builds trust through quality
standards, warranties, repairability, and
consumer education. The company positions
itself as part of a broader movement against
“fast tech” and for a more circular,
sustainable way of consuming electronics.
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Entrepreneurship Education

Back Market aligns strongly with the Start-DSP vision because it combines digital 
entrepreneurship, circular economy thinking, and commercial scalability in one 
integrated business model. It is a strong example of how a mission-driven company 
can use a platform model to create environmental impact while also building trust, 
market reach, and profitability.

Digital:
Back Market is fundamentally a digital platform business. Its marketplace model 
depends on digital infrastructure to connect refurbishers and customers, manage 
quality standards, communicate warranties, and build trust in the refurbished 
electronics market. This makes it highly relevant for learners exploring how digital 
tools and platform-based models can support sustainable entrepreneurship. 

Sustainable:
The company’s mission is directly linked to reducing electronic waste and extending 
the life of devices that already exist. Official Back Market materials argue that 
refurbished technology can significantly lower environmental impact compared with 
new products, and the company explicitly frames its work as a response to 
overconsumption and “fast tech.” This makes Back Market a strong case for circular 
economy, resource efficiency, and sustainable consumption. 

Profitable:
Back Market demonstrates that a circular platform model can become commercially 
mature. In September 2024, the company announced that it had reached profitability 
while continuing to pursue ambitious growth. This makes it an important example for 
discussions on balancing purpose with profit, sustaining growth, and building a 
financially resilient mission-led venture.

How does this case align with StartDSP?
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Entrepreneurship Education

How does Back Market create value through a 
circular marketplace model?
Back Market creates value by addressing a 
major weakness in the electronics market: 
consumers often replace devices too quickly 
because they distrust second-hand options or 
assume that new products are always better. 
Back Market’s model reduces this trust barrier 
by offering a curated marketplace for 
professionally refurbished devices, supported 
by guarantees, seller screening, and a strong 
brand narrative around quality and 
sustainability. In this way, the company does 
not simply resell used technology; it creates a 
structured ecosystem in which refurbished 
devices become a credible and desirable 
mainstream choice.

Digital platform and trust-building
A core strength of Back Market is its platform 
logic. The company does not refurbish every 
product itself but enables a wide range of 
professional refurbishers to reach customers 
through one trusted interface. This means that 
value creation depends not only on the 
products sold, but also on digital processes such 
as seller vetting, quality control, customer 
review systems, warranties, and clear 
communication. For learners, this is a strong 
example of how digital entrepreneurship can 
support circularity by reducing friction and 
uncertainty in a market that might otherwise 
remain niche.
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Entrepreneurship Education

Back Market’s sustainability proposition is 
based on extending the useful life of existing 
electronic devices and reducing the demand for 
newly manufactured products. The company’s 
2024 Impact Report and environmental 
communication draw on lifecycle assessment 
logic and ADEME (French Environment and 
Energy Management Agency) data to explain 
that refurbished devices can significantly reduce 
emissions compared with new equivalents. This 
makes Back Market particularly relevant for 
teaching how circular economy business models 
can create environmental value not by changing 
consumer attitudes alone, but by making lower-
impact consumption easier, more attractive, 
and more trusted.

Profitability, scale, and strategic growth
The company is also a strong case for 
sustainable financial success because it 
demonstrates that circular business models can 
move beyond early-stage experimentation into 
mature and profitable operations. Back 
Market’s official communications in 2024 stated 
that the company had reached profitability 
while also outlining ambitious plans for future 
growth and wider mainstream adoption of 
refurbished technology. This case shows that 
profitability does not necessarily require 
abandoning mission; instead, financial success 
can strengthen the company’s ability to expand 
its impact.
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Entrepreneurship Education

Back Market B Lab company profile

Back Market is the leading global 
marketplace for reborn tech.

Quality control at scale: Because the company operates through a network of 
refurbishers, it must maintain consistent quality standards across many suppliers and 
markets. This creates ongoing operational challenges in monitoring, verification, and 
customer satisfaction. 

Competing with new-tech culture: The business also operates against a wider 
consumer culture that often promotes constant upgrading and the symbolic value of 
owning the newest devices. This means Back Market must not only sell products, but 
also shift consumer attitudes and habits around technology consumption.

Challenges

Growing demand for affordable sustainable tech: Refurbished electronics offer both 
lower cost and lower environmental impact, which gives Back Market a strong value 
proposition at a time when consumers are more cost-conscious and more aware of 
sustainability issues. 

Scale through platform expansion: Because Back Market is a marketplace rather 
than a traditional retailer, it has strong opportunities to grow by expanding supplier 
networks, services, and international reach. Its current multi-country presence 
demonstrates the scalability of the model. 

Opportunities
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