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Q1: According to the author, the secondhand market for luxury goods will continue to grow. In the
article, which of the following does the author think is possible?

1) The secondhand luxury market will remain active and continue to develop because of the growth
of e-commerce.

2) Secondhand luxury products may develop into an industry that is as common as the used car
market.

3) The second-hand luxury market will continue to grow, but only for certain luxury categories like
jewelry.

A1

Q2: Secondhand retailers are faced with several key challenges. According to the article, which of
the following is true?

1) Secondhand sellers have been very successful in guaranteeing that the products they sell are
100% authentic.

2) Secondhand retailing can be highly profitable because inventory management requires a low
investment in labor.

3) Secondhand sellers can survive if labor costs are reduced with low touch inventory management
processes and costs are kept low.

A2

Q3: Luxury watch brands are being offered on resale sites such as Chrono24 with their original boxes
and certificates. Who does the article say may be offering these watches for sale?

1) Wholesalers who are selling new watches at 30% discounts.
2) Brands who are trying to liquidate and sell off excess inventory.
3) Customers who originally bought the watches at retail, but regret buying.

A3




Q4: To date, what does the article say has been the reaction of luxury brands to the secondhand
market?

1) Luxury brands feel it is a strong opportunity to increase the visibility of their brands, especially
among middle-class consumers.

2) Secondhand retailing allows luxury consumers to clean out their closets and buy new items from
the luxury mega-brands.
3) While field research says that brands like Gucci have used secondhand retailers to sell off unsold,
end of season products, most luxury retailers do not support the secondhand market.

A4
3

Q5: According to the article, “LVMH chief Bernard Arnault has made it clear that his company’s
priority is selling new products, not used ones.” What is your opinion about the second-hand

market? Would your opinion be different if you were the head of LVMH? In 100 words or less
explain your point of view.
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Q1: According to the article, rival brands Gucci and Hermes are not performing the
same. Which of the following is true?

1) Although Gucci is underperforming compared to Hermes, Gucci is expected to
significantly improve profitability and turnaround in 2024.

2) Hermes is winning with wealthy customers lining up for their $10,000 handbags
protecting them from a downturn, while Gucci currently has a drop in profitability.

3) Global demand for Gucci is increasing due to their $10,000 handbags that wealthy
customers are lining up to buy.

A1

Q2: The article suggests that there are different strategies that separate the winners
from the losers. Which of the following is suggested by the article?

1) Luxury brands that targeted the wealthiest consumers are winning, while brands that
are appealing to younger, entry level customers are loosing.

2) Focusing on younger customers with lower price points is a winning strategy as
aspirational customers are increasing their purchases.

3) The post pandemic increase in demand for luxury goods has continued as entry level
customers continue to buy low priced luxury items such as bags and shoes due to
pent up demand.

A2

Q3: The article says that “quieter” brands are performing better. What does the
description “quieter” mean according to this article?

1) “Quieter” brands do less advertising and promotion in magazines and on line.
2) “Quieter” brands use neutral fabric colors and have silver rather than gold hardware.
3) “Quieter” brands are less ostentatious, without bold logos and monograms.

A3

Q4: Do you feel that luxury brands are still popular with younger consumers? Please
describe your observations about luxury goods in your home country in 100 words
or less.
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