AAKAR STUDIO

D2C Email
Retention Blueprint

Build automated email flows that generate 40% + of store
revenue without discount dependency. Includes flow
blueprints, subject line formulas, and timing models.

38-PAGE GUIDE WITH FLOW BLUEPRINTS

01— Why Email Drives 40% of D2C Revenue

For D2C brands, email is the highest-ROI channel — period. Brands that implement a full
lifecycle flow system see email-attributed revenue jump from 15% to 40-45% of total store
revenue within 90 days.

$42 40%+ 3.2x



02 — The 7 Essential Email Flows

Flow 1: Welcome Series (5 emails)

The most important flow in your entire stack. This is your first impression and converts
subscribers into first-time buyers.

WELCOME SERIES — EMAIL SEQUENCE

Brand Story + Welcome Offer )
Immediately
Introduce your brand mission. Offer 10-15% first purchase discount.
o Social Proof & Best Sellers -
ay
Showcase 3-5 top products with customer reviews and photos.
e Product Education
Day 4
How-to content, ingredient breakdown, or use-case inspiration.
o UGC Gallery + Community Day 7
Show real customers using your product. Invite to social channels.
Urgency + Offer Expir
Last chance to use welcome discount. Countdown timer element.

fsl BENCHMARK

Welcome series should convert at 8-12% purchase rate and maintain 50%+ open
rates. If below these numbers, test: subject lines, offer amount, send timing, and CTA
placement.




Flow 2: Abandoned Cart (3 emails)

Reminder — Still Interested?

Show cart contents with images. No discount. Just remind them.

Social Proof Push

Show reviews for the exact products in cart. Add urgency (low stock).

Incentive (if needed)
Only offer discount in email 3 (5-10%). Free shipping often works better.

Flow 3: Post-Purchase (4 emails)

Order Confirmation + What's Next

Confirm order and set expectations for delivery. Link to tracking.

Product Tips & How-To
Educational content about how to get the best results from their purchase.

Review Request
Ask for product review with easy 1-click rating. Incentivize with loyalty
points.

Cross-Sell Recommendation

Suggest complementary products based on what they purchased.



Flows 4-7: Overview

TRIGGER

EXPECTED
REVENUE

Browse
Abandon

Win-Back

VIP/Loyalty

Replenishment

Viewed
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add-to-cart

60+ days
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purchase

3+ purchases
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date

Drive back to
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Re-engage
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Reward and
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Drive repeat

purchase
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10-15% of
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12-20% of

email revenue

03 — Subject Line Formula Bank

Proven subject line templates organized by category. Customize for your brand:

Urgency & Scarcity

URGENCY  Your cart is expiring in 2 hours ©
URGENCY Last chance: [Product] is almost gone

URGENCY  This offer disappears at midnight

Curiosity & Value

CURIOSITY The secret our best customers know

CURIOSITY  We made a mistake with your order...



CURIOSITY  Here's what [X]% of people get wrong about [topic]

Social Proof

PROOF 2,400+ people bought this last week

PROOF  "This changed my morning routine" — [Customer]

Personalization

PERSONAL  {{first_name}}, we picked these just for you

PERSONAL  Based on your last order, you'll love this

READY TO SCALE REVENUE?

Let's build your
retention engine.

We've helped 50+ D2C brands increase email-attributed

revenue to 40%+. Let's do the same for you.
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