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Hello, I'm Clara

Passionate about helping businesses grow through

email marketing

Run my own email marketing consultancy and work

with passionate Solopreneurs and Start-ups

Also a Certified Executive Coach and Mentor 

Excited to be here!
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Today we'll be going through

1

2

3

The opportunities & challenges for fashion
brands

Case Studies from the real world 

The 5 Principles



 Challenges of Email Marketing

for Fashion Brands



KEY CHALLENGES

Competition in the fashion
world is fierce!



KEY CHALLENGES
Inboxes are crowded 



 Challenges of Email Marketing for Fashion Brands
We are constantly in “sale” mode



BUT



THE OPPORTUNITIES ARE HUGE



revenue is showing a global annual

growth rate of 9.4%

and is set to rise to $1.94 trillion

dollars in 2027



Email is one of the most cost

effective and highest ROI channels 



Why does email marketing work

for the fashion industry?



It’s fast

Personalisation

opportunities

Builds relationships



Building Loyalty & Brand Awareness
Higher Engagement Rates
Tracking Purchasing Behaviour
And visual assets work so well in
email

Plus



Fundamentally, email marketing is all about

Building relationships
and a connection with your

audience



HOW EMAIL MARKETING DRIVES SALES AND

BUILDS RELATIONSHIPS IN FASHION RETAIL

The 5 principles



We must know who we are sending emails
to, so we can determine relevancy & so

much more

 Principle 1: Understand your audience



Principle 2: LEVERAGE YOUR DATA INSIGHTS  

What do you already know?



PRINCIPLE 3: ‘TAILORED’ STRATEGIES BASED ON DATA INSIGHTS 

Customer needs change, so it’s important
not to be complacent



PRICIPLE 4: The content balance 

Are your content pillars still relevant and do you
have the right balance?



4 CONTINUED. User Generated Content

82% of consumers claim that user

generated reviews are extremely valuable

70% of consumers base their purchasing

decision on reviews & ratings from others



PRINCIPLE 5:  SET NEW GOALS FOR YOUR SEGMENTS 
Benchmark each segment based on current performance.

Goals for each segment:
One-timers - that purchase 1x per year 
Goal: increase spend to 2x or 3x times per year

Sale shoppers
Goal: increase average transactional value by 10%

High returners 
Goal: reduce return rate by 15% 



What can you put in place to deliver on these

principles? 



We have become immune to the standard subject lines now, it washes over
us and we scroll past emails with ‘Up to 50% off....’

Offer-led subject lines work but should not be relied upon

captivating subject lines1.



1.SUBJECT LINES - DON’T BE AFRAID TO EXPERIMENT

How to drive curiosity Vanity appealing subject lines

Source: Optinmonster



1.SUBJECT LINES - DON’T BE AFRAID TO EXPERIMENT

Catchy subject lines Customer pain points subject lines



2. Design mobile first

Single column layout
Aim for bigger
Left align your copy
Add space 
Optimise for load times (reduce heavy gifs)
Alt text

Ensure that your emails are mobile optimised, sounds
so obvious but so many brands still don’t do this .e.g

Source: Mailmondo



3. get personal with your audience

Email personalisation is much more than just including a name in the
subject line



Personalised emails deliver 6x
higher revenue per email but....

Experian



70% of brands fail to personalise 
their email marketing

Experian



4. BE VISUAL WITH CLEAR CALLS TO ACTION

Include clear calls to action that inspire the desired action
you want your subscriber to take 



5. story telling 



5. story telling 

Other examples include:
Styling interview with a fashion icon

How to be eco conscious when buying clothes



6. BE NEWSWORTHY 

SCARCITY

NEW COLLECTION LAUNCH

HOT OFF THE PRESS

EARLY BIRD OFFERS

SNEAK PREVIEWS



CONTINUE TO EXPERIMENT

A/B testing



Case Studies: 

Email Marketing Success Stories in Fashion

Industry



76%
Increased email

revenue YoY

60% of email revenue
from automations

101% increase in
online sales growth

Brava Fabrics Strategy



Brava Fabrics Strategy

Back in Stock email - high performing

automated email

Review follow up email - personalised flows

based on product reviews

Using Klaviyo to benchmark their

performance

1.

2.

3.

Email marketing already makes up 25% of their

revenue - it’s the most profitable channel



Early  Access
to Black Friday

stock

325%
Growth in email revenue

during Black Friday

£10k
From a single SMS

campaign

2.1 average orders
per customer

“Our average customer spends £150 a year with us. But a customer
subscribed to our loyalty program spends £350—an extra £200 a

year.”



HOW EMAIL MARKETING DRIVES SALES AND BUILDS

RELATIONSHIPS IN FASHION RETAIL: 5 PRINCIPLES

WHAT YOU CAN PUT IN PLACE

CASE STUDIES - THE OPPORTUNITIES ARE HUGE

1.

2.

3.

CONCLUSION



EMAIL MARKETING TIPS

Visit www.claratoombs.co.uk and you'll get to
access my guide on how to grow an email list. 



he l l o@c l a r a t o ombscon su l t i n g . c o . u k

www . c l a r a t o ombscon su l t i n g . c o . u k

@c l a r a t o ombscon su l t i n g

THANK YOU FOR LISTENING 

Take the quiz for a chance to win a complimentary
30 minute Email Roadmap session with me

Take The Email Marketing
Assessment Scorecard 


