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An expert guide on how to make your 
fashion brand stand out online in today's 
competitive ecommerce market. 

This guide will focus on a global approach, as this is 
the only view you should be taking. Below are the 
key business principles your brand needs to adopt 
in which to stand out in today's market.

Carley Johnson, the Managing Director of 
Unzipped, has guided 11 fashion brands.

Partnering with: ASOS, Zalando & Nordstrom to name 
a few. Her expertise is strategy; how to succeed and 
how to grow your fashion brand within todays market.
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Fashion
Fabrics and trims 

Manufacturing processes

Sustainability in fashion 
can be through 
numerous methods: Packaging

Shipping

Sustainability
You must be a sustainable brand in today's climate. 
Proactively work on this now - as a minimal goal that 
your brand you should be looking to offer by SS21.

A tip:
 

You don’t have to use 100% sustainable fabrics to be a 
sustainable brand. As a base, look to use fabrics that are 
50% recycled or use only natural fabrics like Pima 
Cotton. 

Great ideas can be:
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Range - Offering the Right Product 
at the Right Time

If I can offer one piece of advice, 
immediately start to offer a 
counter-seasonal range. 

You will then be a global brand, able to sell your brand  
year round to any market. Some of the benefits include; 

The insider tip is that 60-70% of the range offered is 
exactly the same, only 30% needs to be seasonally 
specific. 30% of the offer would need to be the true 
seasonal styles. Use colour to really help distinguish 
between the hemispheres/seasons.

An example of what this would look like: product to 
be sold in Jan -  you would need to offer product 
suitable for high summer in SH and product suitable 
for winter/trans in NH. 

Don’t feel overwhelmed by this 

Maximising sales 

Learning lessons from the counter hemisphere 
to ensure you don’t repeat any mistakes. 

As NH tends to set the trends, you can test 
these trend there first before bringing them 
back to the SH market. 

One final tip

Timing is key. For seasonal specific product do
not deliver it late i.e. the party category in the 
NH market should be delivered mid-Sept to 
start-Oct for the best sell through.

If you are a SH based brand, 
I would always focus on the NH market to set the 
trends for your brand and stick with the USP of 
your brand in the SH, offering brand classics.
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Competitive Pricing

Ask yourself - 
What are you offering that is 
different? What adds value to 
your brand?

Expects the world from you! The consumers 
needs must be met & they expect: sustainable, 
desirable, quality product at a competitive price. 

Challenge yourself to price your product at the right 
price for your market, not your wallet. In Australia you 
may be perceived as a value brand, but that might not 
necessarily translate the same in the UK. Ensure you 
check your price correctly in each market, do not 
simply apply an exchange rate to your current RRP.

You must be competitive in today's market 
especially online. The ecomm consumer is less 
interested in quality, but price and sustainability. 
They want convenient value. 

Today's economic climate 

ProductCan they see the level of detail online? If not 
remove.

Non-stretch fabrics have the highest online 
returns rate. Offer jersey and stretch. 

Does it need to be lined?

Quality = sustainable, if its not sustainable 
don’t apply the price tag.

If the price of your product is too high, look at re-sourcing 
and finding an alternative options. Questions to consider
when pricing your range:
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Creating a Brand Identity 

Good social media 
example – foundr

Good brand example -
Oscar De La Renta 

IdentityEnsure you use the same colour palette, font, 
tone of voice across all social media designs 
and posts.

Define your product USP and stick to it. 

Who is your global customer? A SH customer 
can be very different to a NH. Don’t be afraid 
to adapt to suit your customers needs. 

What is your value statement? 

Adapt to the changing habits of the market. Ie 
climate, ethics, purchasing methods. 

Tips to help you achieve this are:

For your brand to be recognised globally, you need to be consistent with 
the look and feel of your brand identity. 

If you create a strong brand 
identity, then you will 
continue to grow your 
brand presence globally.

The goal is for anyone to 
see an image/post from 
your brand and instantly 
know it is you. 
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Social Media Presence
You really must have 50K Instagram followers to be taken 
seriously as a brand. Social media is essential in building 
your brand, and proving it has a global following. 

Have an account in your key market. However if 
you’re targeting a new market consider creating 
a secondary country specific account, targeting 
that new customer.

Keep your context fresh and relevant 

Know that engagement is key - use video as 
much as possible, and run competitions with 
free prizes (min once a month)

Use the right social channels for your market 
ie fashion = Instagram, Facebook

Ask questions to your customer and deliver 
what they tell you to. Feedback is key only if 
you act on it

Tips:
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Collaborations & Exclusivity
To stand out online; exclusivity and collaborations give the customer 
something unique, something that they don't get from every brand. 
It appears to give them greater value. 

Be confident and forth coming. Approach brands that
you would love to collaborate with and pitch your idea 
(what's the worst that can happen). Secondly focusing on 3rd 
party ecomm, look at offering an exclusive range for the likes 
of ASOS, for example. This will create a hype around your
brand. Upon launch, both you & ASOS can market this,
driving sales.

If you are a small brand, exclusivity may be the only option in 
which to gain a partnership with a big platform like Zalando. 
They buy 1000’s of brands – what makes yours special and 
different to the rest. An exclusivity may be the answer to this. 
Be willing to adapt and evolve to your new customers needs. 

Expert advise: 

Great fashion collaboration examples:
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Tips for 2020

Discover new markets through 3rd party 
wholesale. Become a global selling brand 

Become a sustainable brand through both 
product and packaging 

Write your mission statement regarding 
sustainability for 2020 and publish it

Evolve your range, offer both SH & NH product. 
Think right product, right time – a global mindset

Increase your Instagram following organically 
with a clear brand identity 

Engage more frequently with your customers 
and listen to them

Make your Instagram account shoppable 

Offer free delivery and returns as a standard 
term
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Summary of Ultimate Guide on How to Make Your Fashion

Brand Stand Out Online

Lets Unzip your growth together

Over the last 8 years the biggest advise I can give you is to be flexible and adaptable as a brand. 
You are good, but you can be better and never think you are perfect. 
Be open to change. This is the only way you will succeed in todays rapidly changing market. 

Follow the advice given in this guide as a starting point, and be ready to evolve with the fashion industry 
in 2020.

Use Unzipped account management services to help your brand on this growth journey to standing 
out in the crowded fashion world. 

You will be noticed with our help.
Reach out for an hours consultation at hello@unzipped.co

www.unzipped.co 


