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Before you scroll…

This eBook includes a highly curated selection of 
post-purchase emails across various industries.

I analyzed 8,851 emails from leading eCom 
brands, and narrowed it down to 36 best 
post-purchase emails.

You won’t find anything like this for free on the 
internet. 

Use it to find ideas for your own business, and 
create a post-purchase sequence that builds trust 
and drives repeat purchases.



1) Personal thank 
you message

Send a personal 
order confirmation 
email from the 
founder. Direct them 
back to your 
website.



2) Quick shipping 
update

Provide timely 
shipping updates to 
avoid any bad 
surprises from 
happening.



3) Explainer video

Send a short video 
explaining how to 
get the most out of 
your product. Make 
it plain text and from 
the founder.



4) eBook / info 
product / PDF

While they wait for 
their package to 
arrive, send them a 
free eBook or any 
type of PDF that 
complements your 
product.



5) Assembly 
tutorial

Help them assemble 
the product. Re-state 
product benefits and 
get them excited.



6) Product usage tips

Show them how to 
use the product. Offer 
them a deal on the 
same product.



7) Product 
maintenance tips

Some products 
require proper care. 

Educate them on to 
make their item last 
a long time.



8) CS / support 
assurance

Give them a chance 
to ask any questions 
by replying to your 
email. You can send 
this email from CS 
or from founders.



9) Customer 
onboarding

If you sell 
supplements, advise 
them when and how 
to consume them.

Add reviews and 
testimonials for 
social proof.



10) Buyer’s remorse

Make them feel 
good about their 
recent purchase by 
showcasing a 
collection of 
testimonials.



11) Community 
invitation

Send a personal 
invitation to your 
Discord / Facebook 
community, or social 
media channels.



12) New routine 
establishment

If your product 
requires daily / 
weekly usage, list 
out the steps of their 
upgraded routine.  

Mention their dream 
scenario e.g. your 
best beard is on its 
way.



13) Craftsmanship 
display

Show the 
craftsmanship and 
care that goes into 
making your 
product.



14) Free 
consultation

Offer a free 
consultation and 
give them 
personalized advice.

Works well for 
beauty / health 
products.



15) Review + 
reward

Ask for a review to 
increase website 
and Meta retargeting 
ads conversion 
rates.

Give them a thank 
you offer.



16) Video 
testimonial + reward

Ask for a video 
testimonial to 
increase website 
and Meta retargeting 
ads conversion 
rates.

Make sure you set 
the ground rules for 
sending videos and 
give them a thank 
you offer.



17) Survey + 
reward

Send them a survey 
to collect feedback 
and offer them 
something in 
exchange.

Works well as a 
winback campaign.



18) Complimentary 
products cross-sell

Cross-sell low ticket 
items that they 
actually need. For 
example, if you sell 
an e-bike, can you 
cross-sell them a 
helmet?

If you sell an electric 
toothbrush, can you 
offer them 
toothpaste?



19) Similar 
products cross-sell

Offer them the same 
item but in a 
different color / 
flavor, at a discount.

Make sure the 
discount is relevant 
e.g. bigger than your 
welcome promo.



20) Hero product 
cross-sell

If they didn’t buy 
your hero product or 
bundle, offer it to 
them at a discount.



21) Yearly discount 
upsell

Offer the same 
product at a large 
quantity for high 
AOV shoppers. 
Encourage volume 
shopping.



22) Replenishment 
offer

Send a timely 
replenishment email 
and offer them a 
discount.



23) Replenishment 
reminder

Sometimes 
customers don’t 
know when they 
should replace their 
product. Send a 
reminder email. 



24) Back-in-stock 
notification

Send a back in stock 
notification for a 
product they already 
bought.

Works well on 
consumables.



25) Best-sellers 
showcase

Remind them of 
your best-selling 
products.



26) Gift card

Send first-time 
buyers a gift card. 
Consider partnering 
with another store 
that fits your target 
market.



27) Subscription 
upsell offer

Upsell a subscription 
at a discount. 
Showcase the 
benefits.

Limit it to those who 
have already bought 
more than once.



28) Product launch 
teaser

One of the best 
ways to re-engage 
existing customers 
is to tease a new 
product launch.



29) Product launch

Launch a new 
product and get 
them excited to try 
it. Can be a new 
variation of your 
hero product, not a 
new category.



30) “We miss you” 
offer

Send a “we miss 
you” offer to 
customers at risk of 
churning. Make it a 
plain text email from 
the founder.



31) Offer urgency

Create urgency 
around the 
winback offer 
expiring.



32) Subscription 
winback

Send an exclusive 
offer to those who 
have churned from 
your subscription.



33) Interactive quiz 
/ pattern breaker

Send a 
pattern-breaking 
email to those who 
have tuned out of 
your email 
campaigns. Must 
differ from your 
weekly sends.



34) Quarterly 
founder update

Update your email 
list on what has 
been happening 
behind the scenes.

Link to relevant 
products.



35) Purchase 
anniversary 
discount

Celebrate their first 
purchase 
anniversary with 
an exclusive offer.



36) Goodbye

If none of the 
previous email 
campaigns worked, 
send one last 
“goodbye” email 
before deleting them 
from your list. 



Like what you see?

You should work with 
me…

Learn more
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