
Wardrobe   June 2021
  

1 
Zoe Tiffen 

 
 

Wardrobe 
Business Plan 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Zoe Tiffen, Founder 

Created June 19, 2021 

 

 

 

 

 



Wardrobe   June 2021
  

2 
Zoe Tiffen 

Lean Canvas - Business Plan 

Wardrobe Company 
Identity 

Wardrobe is a company providing an online 
platform that connects consumers with 
clothing retailers based on a user’s physical 
measurements 

Problem 

Women want to buy well fitting clothes, but 
currently there is no size standardization making 
shopping online and instore time consuming and 
difficult 

Our solution 

Wardrobe is a two-sided market place that 
enables users to input their detailed size 
measurements and then search for specific 
clothing items from a variety of independent 
retailers, Wardrobe finds and recommend the 
size a user should purchase from these 
different brands 

Target market 

The target market is women, specifically women 
who want to buy clothes that will fit them 
comfortably and are interested in purchasing 
from more niche retailers 

The competition 

Primary competitors are B2B companies such 
as Fit Analytics and True Fit. Big retail chains 
as well as independent retail websites. 

Revenue streams 

Wardrobe’s primary revenue streams will initially 
be through taking a minor percentage of each 
purchase through the platform. However, 
subscription options will likely be implemented 
with additional feature releases.  

Marketing activities 

Wardrobe will communicate with customers 
through a number of streams: Facebook page 
and targeted adds, Google adds, Word of 
mouth as well as encouraging small retailers 
on our pages to encourage their current 
buyers to the website. 

Expenses 
• Development of custom MVP 
• Web Domain fee 
• Ongoing development and maintenance 

Team and key roles 

Currently, the only team member is the 
founder, Zoe Tiffen. Apart from the founder 
there are several currently unassociated 
mentors and supporters. Wardrobe is currently 
seeking the right person to be a co-founder.  

Milestones 
• Creation of Social Media pages and 

building of initial customer base - July 

• Release of initial MVP - Aug 
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Executive summary 
 

Product 
Wardrobe is a two-sided marketplace connecting small and medium sized clothing brands and 
retailers to consumers. Wardrobe focuses on enabling customers to purchase clothes online 
with confidence that what they purchase will fit. This is done by enabling the user to create their 
unique measurements profile and then use a detailed search feature. Wardrobe uses this 
information to recommend individual items from different retailers and the recommended 
purchase size for that item.  

 

Customers 
Initial target customers are women this was determined after eighty-four percent of survey 
participants said they felt clothes sizing was random or arbitrary depending on the brand. 

However, Wardrobe also targets small-to-medium sized clothing retailers who want to increase 
their sales but struggle to reach their niche customer base with their current online presence. 
Many smaller retailers find this difficult as large retailers, like Target and ASOS dominate search 
results on the first page of Google.  

Wardrobe will offer these retailers an opportunity to get in front of more customers as their 
products will be recommended to customers if they are a good fit. 

 

Future of the Company 
Wardrobe plans to grow its offerings significantly. Developing further functionality to simplify the 
shopping experience and to provide a solution to other areas of the clothing retail market. 
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Company description 
 

Mission Statement 
To make women feel great about their body by creating an enjoyable shopping experience, 
whilst enabling the inclusion of niche and individual brands and fashion. 

 

Principal Members 
Zoe Tiffen – Founder and Own 

 

Legal Structure 

Currently Wardrobe does not posses an ABN and is not a registered business, as it is still pre-
seed and pre-revenue. However, Wardrobe will be applying for an ABN as a ‘Sole-Trader’ 
initially, allowing for a quicker and cheaper startup cost. In future Wardrobe plans to convert to a 
‘Company’ business structure to enable shareholders. 

 

Triple Bottom Line 

Explaining the proposed benefits of Wardrobe 

TBL 
Profit See below of market size and possible profits 
People Wardrobe strives for including and 

representation, this is done by enabling every 
woman regardless of shape or size to 
connect with retailers that accommodate for 
them. Not only this but because of the digital 
sizing platform those unable to shop in store 
either due to disability or age can now access 
and find clothes that make them look and feel 
great. Apart from this Wardrobe strives to 
connect niche retailers to consumers, 
specifically encouraging brands owned and 
operated by underrepresented groups to get 
their product in front of customers.  

Environment Wardrobe can make a massive 
environmental impact, not only by reducing 
returns of badly fitting clothes but by also 
making it easier for users to narrow down 
their search criteria to find eco-conscious 
brands. Specifically, brands manufactured in 
Australia and or produced with Australian 
products.  
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Market Research 
 

Industry 
Wardrobe will be joining the e-commerce industry. More specifically Wardrobe is in the industry 
similar to that of Etsy, Amazon or Spotify. Providing a platform for retailers to sell their products. 
However Wardrobe is in an advantageous position as no other product exists in the market 
currently providing a 2SM focused on connecting fashion retailers with consumers based on 
consumer clothing fit. 

The digital market is growing and one of the most successful and financially lucrative areas.  

Detailed Description of Customers 
There are 12.79 million women in Australia according to the Australian Bureau of Statistics. 
Making up the larger part of the Australian population.  

According to MoneySmart.gov Australians spent 20.4Billion on fashion in 2016 and it has only 
grown since. As our target market of women make up just over half the Australian population 
that means that fashion retail in this market is work over 10billion. This includes both instore and 
online purchases.  

Although instore purchases still make up a majority of retail shopping locations, online shopping 
has increased dramatically due to the Covid pandemic hitting 16.3% of all retail purchases being 
conducted online.  

Interviews with Wardrobes target market found that the primary factor for women not shopping 
for clothes online was that they felt it was to difficult to purchase the correct size online. They 
also stated that they would be very interested in a digital product that gave them more 
confidence in their size. 

If Wardrobe could have just 1% (0.5% of total Aus market) of the Australian women’s retail 
market that would be over 100million passing through the Wardrobe service. 

On the retail front, small to medium retailers can struggle to get their products online especially 
as the cost to run an online store is quite high, especially when considering that consumers 
expect free return policies and 1 in 3 consumers purchase multiple of the same item in different 
sizes, retuning what does not fit. This price overhead is a massive issue for small retailers who 
often don’t have the financial resources to pay the return fees. This is also detrimental as 30 
percent of all returns cannot be sold and are sent o landfill. Wardrobe aims to reduce the need 
for customers to buy multiple of the same item by enabling confidence in sizing.  

Company Advantages 
As Wardrobe is a 2SM and does not provide the delivery or storage of products, Wardrobe has 
relatively low overheads and liability. Also because of Wardrobes 2SM structure it is easily 
scalable with near infinite scalability, only limited by the number of humans with access to the 
internet and digital banking. Not only this but because of its digital nature it can be expanded to 
encompass international markets and users. 
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Regulations 
Further information is required on Australian regulations for two sided marketplaces. 

 

Service Line 
Product/Service 
Serves Include: 

- Recommendation Algorithm, recommending the best items and the best size to buy 
- Detailed search criteria 
- Connect Retailers to their consumers 
 

Pricing Structure 
- Transaction fee of 5% on every product purchase 

Product Lifecycle 
Wardrobe’s product lifecycle will involve continuous development and maintenance of online 
systems as well as regular roll out of additional features and functionality. This will be done 
through an agile framework enabling regular and fast development.  

 

Intellectual Property Rights 
Wardrobe is not currently trademarked; however, we will be submitting an application to do so 
shortly. 

We will also be registering our domain name and relative social media accounts. 

 

Research and Development 
Wardrobe plans to conduct the following research and development: 

- Develop a custom MVP 
- Further research into clothing retailers needs 
- More market research, enable beta testing of initial basic MVP prior to Custom MVP 

development 

 

Marketing and sales 
 

Growth Strategy 
To grow the Wardrobe Company: 
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• Social Media accounts will be created to develop interest from consumers and to 
grow our platform 

• Release of initial MVP (focusing on women’s pants) to enable validation  
• Regular and continuous release of new functionality  
• Get into Women’s Magazines and popular information spaces to reach our target 

market. 

Communicate with the Customer 
Wardrobe will communicate with its customers in the following way: 

• Meet with local small and medium size businesses, to develop relationships 
• Using Email, Facebook, Instagram, LinkedIn to communicate upcoming changes 
• Provide information on the Wardrobe Web application  

How to Sell 
Currently Wardrobe does not have any revenue streams, nor does it have a product. Currently 
the Founder of Wardrobe oversees sales. When funds become available Wardrobe will bring on 
a company social media and online marketing professional. However, for the time being 
proactive public relations campaigns through online platforms as well as networking at in-person 
events. 

 

Funding, Challenges & Metrics 
Next Goal and Funding Needed 
The first MVP will be created by the Founder, Zoe Tiffen. This will be a no-code web application using 
pre-made templates that will allow initial beta testers and the target market to interact with and give 
feedback on design and functionality. This will come at no financial cost. 

Once the first MVP is created and feedback gathered a custom MVP will be developed. This will be 
created specifically for Wardrobe enabling future scalability (which is not offered by pre-made 
templates). This is estimated to take close to one thousand development hours. With the average 
developer wage at $100 the production of this MVP will be close to $100,000.  

Funding for this development will primarily come from the Founders own personal saving. However, this 
will only cover a limited part of the development cost. Bank loans are mostly unavailable due to the 
Founders “Student” status and irregular employment and salary.  

The first MVP should drive interest and possible funding. However, the Enterprising Women’s 
Kickstarter seed capital funding and mentorship opportunities would enable partial development of the 
custom MVP. 

Success Metrics 
Primary Success Metrics include: 

• Number of consumers using the service (Increase = success) 
• Percent increase in consumers (higher percentage = success) 
• Percentage of returning consumers (higher percentage = success) 
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• Number of sales made through Wardrobe (higher percentage = success) 
• Number of returned items to retail stores (less returns = success) 
• Number of sales for retail stores (increase in quarterly sales since joining Wardrobe) 
• Number of retail stores using Wardrobe (increases = success) 
• Customer reviews and feedback of size recommendation (“accurate” = success) 

Key Challenges 
The primary challenge faced by Wardrobe comes from its MVP structure. Which creates a “chicken and 
the egg problem”. Basically, in order to have consumers use the web application there needs to be 
retailers but retailers likely won’t join the application if there are no customers.  

To solve this Wardrobe aims to build up a strong customer base prior to launching, through social media 
platforms this will encourage businesses to get on board and get access to these consumers.  
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Appendix 
Prototype 
Link to interactive prototype of the Wardrobe MVP: 

https://xd.adobe.com/view/7b645bcb-69af-4c3d-bb54-4147c551c2a4-
2e37/?fullscreen&hints=off 

 

Timeline 

 

 

https://xd.adobe.com/view/7b645bcb-69af-4c3d-bb54-4147c551c2a4-2e37/?fullscreen&hints=off
https://xd.adobe.com/view/7b645bcb-69af-4c3d-bb54-4147c551c2a4-2e37/?fullscreen&hints=off

	Lean Canvas - Business Plan
	Problem
	Identity
	Target market
	Our solution
	Revenue streams
	The competition
	Expenses
	Marketing activities
	Milestones
	Team and key roles
	Executive summary
	Product
	Customers
	Future of the Company

	Company description
	Mission Statement
	Principal Members

	Market Research
	Industry
	Detailed Description of Customers
	Company Advantages
	Regulations

	Service Line
	Product/Service
	Pricing Structure
	Product Lifecycle
	Intellectual Property Rights
	Research and Development

	Marketing and sales
	Growth Strategy
	Communicate with the Customer
	How to Sell

	Funding, Challenges & Metrics
	Next Goal and Funding Needed
	Success Metrics
	Key Challenges

	Appendix
	Prototype


