StockX's Bid-Ask Marketplace Model

Idea In Short

StockX runs a live bid-ask marketplace for sneakers, streetwear, electronics and
collectibles, borrowing the pricing mechanics of a stock exchange rather than a fixed-price
storefront. Buyers place bids, sellers list asking prices, and every item that changes hands
passes through StockX's own authentication team before it reaches the buyer. Founded in
Detroit in 2015 by Josh Luber, Dan Gilbert, Greg Schwartz and Chris Kaufman, the company
built its business on a simple promise: every sale is verified genuine. That promise has been
tested in court. Nike sued StockX over counterfeit sneakers and won a partial ruling in
March 2025 before the two companies settled later that year. StockX still generates roughly
$520 million in annual revenue through transaction fees on both sides of every trade, a
model that scales with volume rather than inventory ownership.

From a Data Problem to a Marketplace

Josh Luber spent years tracking sneaker resale prices as a hobby before turning the idea
into a company. He noticed that prices for the same shoe varied wildly across eBay listings
and Facebook groups, with no reliable way for buyers or sellers to know what an item was
actually worth. Dan Gilbert, the Quicken Loans co-founder and Cleveland Cavaliers owner,
and Greg Schwartz approached Luber in 2015 with the idea of applying stock market
mechanics to that problem, and the four co-founders, including design lead Chris Kaufman,
launched StockX in Detroit in February 2016 after months of beta testing.1 The company
started with sneakers alone and later expanded into streetwear, handbags, electronics and
trading cards, applying the same authentication process across every category.

Pricing Like a Stock Exchange
StockX's defining feature is its bid-ask system, borrowed directly from equity markets. A

seller lists an item at an asking price, or a buyer places a bid at what they are willing to pay,
and a trade executes automatically the moment a bid meets an ask. Every past sale shows
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up as a data point, giving buyers and sellers something most resale platforms lack: a visible
price history for a specific shoe in a specific size and condition. That transparency turned
sneaker collecting into something closer to trading, with resale values tracked the way
investors track stock charts. The mechanic also lets StockX show real-time market depth,
how many bids and asks sit above and below the current price, which helps both sides
decide when to transact rather than negotiate blind.

Authentication as the Core Product

Every item sold through StockX passes through a physical verification step before it reaches
the buyer. Sellers ship items to a StockX facility, where trained authenticators inspect them
against brand-specific criteria and grade their condition on a numeric scale before
forwarding them to the buyer. That process is StockX's real product in a category built on
trust; a marketplace for goods this easy to counterfeit only works if buyers believe what
they are getting is genuine. The company has built regional authentication centers to
support the volume, since a single global hub could not process the throughput a bid-ask
marketplace generates at scale. StockX's centers now inspect more than 1 million products
a month across hubs in cities including Detroit, London, Hong Kong and Tokyo, a network
built to serve regional demand without funneling every item through a single facility.2

The Nike Lawsuit Tested That Trust

Nike sued StockX in February 2022, initially over unauthorized use of Nike trademarks in
marketing StockX's sneaker-linked NFTs, then expanded the case to allege StockX had sold
counterfeit Nike products despite its "100% Authentic" guarantee. In March 2025, a federal
judge in New York ruled that StockX had in fact sold a small number of counterfeit Nike
sneakers to Nike's own investigators, while dismissing Nike's broader false-advertising and
trademark claims.3 StockX argued the counterfeit pairs amounted to a fraction of a percent
of the millions of Nike products it had authenticated during the litigation. The two companies
settled the remaining claims later in 2025, closing a case that had become a reference point

for how resale platforms defend authentication claims in court.

Two-Sided Fees Fund the Model

StockX charges a transaction fee on nearly every completed sale, typically split between
buyer and seller and running roughly 6% to 9% of the sale price depending on a seller's
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account level. A seller who has completed more transactions and maintained a clean track
record pays a lower percentage than a new or lower-volume seller, which rewards
consistent activity on the platform. The company reported revenue of approximately $520
million in 2025, up roughly 1% from the prior year, driven by a marketplace that has
processed more than 60 million trades since launch.4 Unlike a traditional retailer, StockX
never owns the inventory passing through its system, which keeps its balance sheet lighter
than a store carrying its own stock.

A New Chief Executive and an Unresolved IPO Question

StockX raised its last major funding round, a $275 million Series E, in December 2020, at a
valuation that has held near $3.8 billion since 2021.5 Scott Cutler, who ran StockX through
years of rapid growth and openly discussed a potential public offering, stepped down as
chief executive at the end of 2024. Co-founder Greg Schwartz took over as chief executive
on January 1, 2025, inheriting a company past its early hypergrowth phase and still working
through the aftermath of the Nike litigation. Cutler had said publicly that the IPO window had
effectively closed for growth companies without a clear path to profitability, a bar StockX
has yet to clear in public.

Competing Against GOAT and a Crowded Resale Market

StockX operates in a resale market crowded with rivals chasing the same sneaker and
streetwear buyers. GOAT, its closest competitor, has built a valuation above $1 billion by
offering a wider product catalog and a more curated shopping experience than StockX's
exchange-style listings. Flight Club and Stadium Goods compete with physical retail
locations that StockX has largely avoided, relying instead on drop-off points and
authentication centers rather than storefronts. That crowded field has pushed StockX to
expand beyond sneakers into electronics, trading cards and luxury handbags, chasing new
transaction volume in categories where authentication commands the same premium it built
its reputation on in sneakers. Investors have backed that expansion at scale: StockX's
valuation jumped to $3.8 billion in an April 2021 funding round, a figure the company has
held onto since even as competition intensified.6

A marketplace that never owns its inventory has to sell trust instead, and that trust is
StockX's actual product.
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Key Partners

StockX works with brands and retailers who want direct access to its marketplace and the
resale demand data it generates, rather than treating resellers purely as a threat to full-price
sales. Payment processors and logistics providers handle the money movement and
shipping that a two-sided marketplace with authentication centers requires at scale.
Marketing technology partners support the targeted advertising StockX relies on to reach
sneaker, streetwear and collectibles buyers. Authentication experts and trained staff
function as an internal partnership network critical to every transaction the platform
processes.

Key Activities

Product authentication sits at the center of everything StockX does, since the company's
value proposition depends entirely on buyers trusting what they receive is genuine. Setting
and displaying live market prices, drawn from the bid-ask matching engine, is a second core
activity that distinguishes StockX from fixed-price resale competitors. Facilitating
transactions end to end, from bid matching through payment processing, keeps both sides
of the marketplace moving without direct negotiation. Shipping coordination and customer
support round out the operational work needed to move goods through authentication
centers and out to buyers reliably.

Key Resources

StockX's authentication process and the trained staff who run it are the company's most
defensible resource, since replicating that expertise and infrastructure takes years to build
credibly. Live market data, the record of bids, asks and completed sales across every listed
product, gives the platform a pricing advantage competitors without that transaction history
cannot match. Escrow-style payment handling, holding funds until a sale completes and the
buyer accepts the item, protects both sides of every trade and builds the confidence a
marketplace like this depends on. The StockX brand itself, built through media coverage in
outlets like Forbes and CNBC, carries credibility that a newer entrant would need years to

earn.

Value Propositions
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For sneaker and streetwear enthusiasts, StockX offers authenticated access to hard-to-find
releases along with transparent pricing that shows what an item has actually sold for
recently. For sellers, the platform offers a built-in buyer base and handled logistics,
removing the friction of finding buyers and proving authenticity independently. For
collectors of electronics and pop culture memorabilia, StockX extends the same verification
and live-pricing model into categories where counterfeits and inconsistent pricing are
common problems. For brands and retailers, the marketplace offers visibility into resale
demand and pricing trends that inform how they manage releases and inventory. Across
every segment, the common thread is confidence that a listed price reflects a real, current
market rather than a guess.

Customer Relationships

StockX maintains customer relationships primarily through digital, self-service channels
rather than dedicated account managers for individual buyers or sellers. Email support and a
website contact form handle most customer service inquiries outside live chat hours. A live
chat feature is available on weekdays during U.S. business hours, though it remains limited
to users in the United States, leaving international customers with slower support options.
Seller-level status, tied to transaction history, creates a tiered relationship where higher-

volume sellers earn lower fees and, implicitly, more favorable treatment.

Channels

The StockX website functions as the primary channel for browsing, bidding and completing
transactions. The StockX mobile app, available on the iOS App Store and Google Play Store,
extends that same marketplace to buyers and sellers who prefer transacting on a phone.
Drop-off and authentication centers serve as a physical channel for sellers shipping items
into the verification pipeline. Marketing and media coverage function as an indirect channel,
since StockX's visibility in outlets like Forbes and TechCrunch has historically driven a

meaningful share of new user awareness.

Customer Segments

Sneaker enthusiasts remain StockX's foundational customer segment, drawn by access to
limited releases and a verified secondary market for shoes original retail can't supply.
Streetwear buyers and collectors form a closely related segment, following the same trend-
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driven purchasing behavior across clothing and accessories rather than footwear alone.
Electronics and pop culture collectors represent newer, smaller segments that StockX has
cultivated as it diversified beyond its sneaker roots. Investment-minded buyers, who treat
rare items as an asset class rather than something to wear or use, round out a customer
base that values StockX's price transparency as much as its authentication.

Cost Structure

Personnel costs, including authentication staff, product development teams and corporate
functions, represent a major and growing expense as StockX's transaction volume scales.
Technology and infrastructure spending supports the bid-ask engine, mobile apps and data
systems that process millions of trades. Payment processing fees accumulate across every
transaction on a two-sided marketplace where money moves from buyer to StockX to seller.
Marketing and advertising, along with legal costs tied to disputes like the Nike litigation,
round out a cost base that has pushed the company toward greater fee discipline under its
current leadership.

Revenue Streams

Transaction fees, charged on both the buyer and seller side of nearly every sale, remain
StockX's primary revenue source, typically totaling 6% to 9% of a sale price. Processing
fees layered on top of the transaction fee cover payment handling costs directly. Brand and
retailer partnerships generate additional revenue by giving companies structured access to
StockX's marketplace data and user base. Smaller revenue streams, including advertising
and premium seller programs, supplement the core transaction-fee model without displacing

it as the company's main income source.
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Summary
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StockX turned a real problem, unreliable pricing and fake products in sneaker resale, into a
marketplace that now handles millions of trades a year without ever holding inventory itself.
The bid-ask format gives it something most resale platforms lack: transparent, live pricing
that functions closer to a commodities exchange than a classifieds site. That transparency
built trust, but the Nike lawsuit exposed the limits of a verification process built for speed
and scale rather than expert-level scrutiny on every item. Greg Schwartz, who took over as
chief executive in January 2025, now runs a company past its early hypergrowth phase and
under pressure to prove the authentication model can hold up as it expands into higher-
value categories like electronics and collectibles. Whether StockX ever goes public will likely
depend on how convincingly it answers that question.
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