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The Challenge of Marketing Radical
Aesthetics

This report presents a case study of Raw Looks, a high-end fashion
retailer specializing in avant-garde and luxury streetwear. The study
examines the strategic implementation of an integrated data and artificial
intelligence platform to address the unique challenges of marketing to a
niche, psychologically complex consumer base. Faced with the paradox
of scaling a brand whose value is rooted in exclusivity and non-
conformity, Raw Looks adopted a three-part technology stack. This
solution began with a Customer Data Hub to create a unified, 360-
degree view of each customer. This foundational data was then analyzed
to generate psychographic buyer personas based on the OCEAN (Big
Five) personality model, moving beyond superficial demographics to
understand core consumer motivations. Finally, a marketing Digital Twin
was employed to simulate, test, and deploy hyper-personalized
campaigns tailored to these distinct personas.

The implementation of this data-to-personalization workflow yielded
substantial and quantifiable improvements across key performance
indicators. Raw Looks achieved a 35% increase in conversion rates,
a 40% higher click-through rate (CTR), a 2.8x multiplication of
revenue from email marketing, and a 52% repeat purchase rate.

This case study deconstructs the methodology behind these results,
attributing specific outcomes to the capabilities of each technological
component. The analysis demonstrates a paradigm shift from traditional,
broad-based marketing to a sophisticated model of predictive
personalization. The success of Raw Looks serves as a hew blueprint for
niche luxury brands, illustrating how advanced data science and Al can
be leveraged not to homogenize, but to deepen the connection with a
discerning audience, driving both growth and brand loyalty.
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The Challenge of Marketing Radical
Aesthetics

Defining the Niche: Avant-Garde and Luxury
Streetwear

Raw Looks Munich operates in a specialized and intellectually
demanding segment of the fashion market, curating collections that exist
at the intersection of avant-garde design and luxury streetwear. To
understand the company's strategic challenges, it is essential first to
define the core principles of its product category. Avant-garde fashion is
fundamentally an artistic movement, characterized by its rejection of
traditional aesthetic conventions and its relentless push to redefine the
boundaries of clothing. It is not merely about creating garments but
about crafting wearable art that embodies innovation, experimentation,
and radical self-expression.

This aesthetic is visually defined by several key elements. Silhouettes are
often architectural, exaggerated, and asymmetrical, playing with
proportion in unconventional ways. Deconstruction, the process of taking
apart and reassembling garments in novel forms, is a common
technique. There is a strong preference for a monochromatic color
palette, particularly black, which is used to emphasize form, texture, and
structure without the distraction of color. Materials are of exceptionally
high quality, often luxurious and tactile, but can also be experimental and
non-traditional, further blurring the line between fashion and art.
Crucially, avant-garde fashion positions itself as timeless, deliberately
avoiding the fast-paced, seasonal trend cycle that dominates the
mainstream industry. Its value lies in longevity, both in terms of physical
quality and conceptual originality.

Raw Looks fuses this artistic ethos with luxury streetwear, a hybrid style
that combines the rebellious, non-conformist energy of urban
subcultures with the meticulous craftsmanship and high-quality materials
of high fashion. The brand's mission is to discover and present "the
world's most extraordinary Avant Garde Fashion for men," focusing on
cutting-edge designers and artisanal brands that are not subject to mass
production. This commitment to exclusivity is reflected in the product
price points, which range from several hundred to several thousand
dollars for a single item, signaling a market for serious collectors and
fashion connoisseurs.

https://mnemonic.ai

Avant-garde refers to new
and experimental ideas and
methods in art, music, and
literature. It is characterized
by a pushing of boundaries
and a rejection of mainstream
cultural and artistic norms.
Ultimately, the avant-garde
seeks to challenge
established conventions and
introduce radical, innovative
concepits.
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The Consumer Profile: Beyond Aspirational
Marketing

The consumer who seeks out Raw Looks is psychologically distinct from
the typical luxury shopper. Their purchasing decisions are driven less by
conventional status signaling and more by a profound desire for creative
self-expression and intellectual engagement with fashion. This individual
is fashion-literate, often a trendsetter or a member of a subcultural
movement who values authenticity, originality, and the story behind a
garment. They are not a passive consumer of trends but an active
participant in the creation of their own identity, using clothing as a
primary medium.

This unique consumer profile presents a significant marketing challenge,
which can be described as a paradox of scale. The very value of the
Raw Looks brand and its curated products is intrinsically linked to their
niche appeal, exclusivity, and perceived distance from the mainstream.
An attempt to grow the brand using conventional marketing tactics, such
as large-scale advertising campaigns focused on mass appeal or social
proof, would be fundamentally counterproductive. Such methods would
signal a shift towards the mainstream, thereby diluting the brand's core
value proposition of non-conformity and alienating its loyal customer
base.

The strategic imperative for Raw Looks was clear: growth could not be
achieved by reaching more people in a generic way, but by more deeply
understanding and precisely engaging the right people. The company
required a marketing methodology that could operate on a principle of
targeted discovery and deep personalization, respecting the intelligence
and individuality of its audience. Standard marketing funnels, reliant on
broad demographic segments and generalized aspirational messaging,
were not only ineffective but posed a direct threat to the brand's integrity.
This context created the necessity for a technological solution capable of
navigating the complexities of this unique market.
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The paradox of scale in
marketing describes the
inverse relationship that can
develop between a
company's growth and the
strength of its customer
relationships. As a business
expands its reach and
customer base, the personal,
high-touch engagement that
fueled its early success often
diminishes. This happens
because the systems and
processes created to manage
a larger scale can
inadvertently create distance
and a less personalized
experience for the very
customers who enabled the
growth.
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Establishing the Foundation: Unifying
Customer Intelligence with a Data
Hub

The Problem of Fragmented Data in E-

commerce

In any modern digital retail operation, customer data is generated across

a multitude of disconnected systems. Transactional data, including A data silo is a repository of

purchase history and order value, resides in the e-commerce platform. information in an organization

Behavioral data, such as pages viewed, time on site, and product that is isolated and not

interactions, is captured by web analytics tools. Engagement data, like readily accessible by other

email opens and click-through rates, is stored in the marketing departments or systems. This

automation platform. Further data points are generated through social separation creates barriers to

media interactions, customer service inquiries, and engagement with data sharing and

editorial content. This fragmentation of customer information across collaboration, leading to

disparate silos is a pervasive problem that prohibits the formation of a inefficiencies, inconsistent

complete and accurate view of the customer. information, and missed
opportunities for

For a retailer like Raw Looks, this fragmented view is particularly comprehensive business

detrimental. It prevents the business from understanding the nuanced insights.

and often complex journey of its customers. A simple transactional
record might show that a customer purchased a jacket, but it fails to
reveal that this purchase was preceded by weeks of browsing, multiple
viewings of a specific designer's page, and in-depth reading of an article
about that designer's artistic philosophy. Without a unified view, these
critical contextual signals are lost, making true personalization
impossible and forcing the brand to rely on simplistic, and often
inaccurate, assumptions.

The Role of the Customer Data Hub (CDH)

To overcome this challenge, Raw Looks implemented a Customer Data
Hub (CDH). A CDH is a centralized system architected to create and
maintain a trusted master customer identity across an enterprise. Its
primary function is to ingest customer data from a multitude of
heterogeneous sources, consolidate it, and create a single, unified profile
for each individual, often referred to as a "golden record” or a "single
source of truth”.

The process within the CDH is methodical. As data is extracted from

various systems, it is cleansed to correct inaccuracies, structured into a
consistent format, and analyzed to identify and merge duplicate records.

https://mnemonic.ai 6
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The CDH employs configurable survivorship rules to resolve conflicts
between different data sources, blending multiple versions of a customer
record into a single, authoritative master profile. It is important to
distinguish a CDH from a Customer Data Platform (CDP). While a CDP
often includes built-in marketing activation tools, a CDH is primarily
focused on the foundational tasks of data consolidation, governance,
and quality management, creating a stable and reliable data asset that
can be shared with all other operational and analytical systems.

Application at Raw Looks: Building the Golden
Record

In the context of Raw Looks, the CDH served as the central repository
for all customer-related information. The platform would have ingested a
wide array of data points to build its comprehensive customer profiles:

* Transactional Data: Complete purchase histories, average order value
(AQV), purchase frequency, returns, and specific designers and product
categories favored.

* Behavioral Data: Website navigation paths, every product page
viewed, time spent on collection pages, items added to cart, and cart
abandonment events.

* Engagement Data: Interactions with email campaigns (opens, clicks),
engagement with social media posts, and consumption of editorial
content like designer interviews and style guides.

By consolidating this information, the CDH created a rich, multi-
dimensional view of each customer. The system could now connect
previously disconnected events into a coherent narrative. For example, it
could link a customer's high engagement with content about Rick
Owens' design philosophy to their subsequent, high-value purchase of
one of his signature leather jackets. This unified "golden record" did
more than just organize data; it transformed a collection of raw, isolated
behavioral signals into a dataset rich enough for profound psychological
analysis. This contextualized data became the essential raw material
needed to infer the underlying personality traits and motivations driving
customer behavior, serving as the strategic enabler for the entire shift
from demographic to psychographic marketing. Without this high-quality,
unified data foundation, any subsequent attempt to build meaningful
personas would have been based on incomplete and unreliable
information.

https://mnemonic.ai
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Beyond Demographics: Crafting
Psychographic Personas with
OCEAN

Introduction to the OCEAN (Big Five) Model

With a clean and unified data foundation established by the CDH, Raw
Looks was positioned to move beyond traditional market segmentation.
Instead of relying on crude demographic categories like age, gender, and
location, the company leveraged the OCEAN model, also known as the
Big Five personality traits.

The OCEAN model is one of the most robust, empirically validated, and
widely accepted frameworks in personality psychology for measuring
and describing human personality. It posits that the vast majority of
personality differences can be categorized along five broad dimensions:

* Openness to Experience: This trait reflects a person's imagination,
creativity, and intellectual curiosity. Individuals high in Openness are
inventive, appreciate art and adventure, and have a preference for
novelty and variety over routine.

* Conscientiousness: This dimension measures a person's tendency
toward self-discipline, organization, and goal-directed behavior. Highly
conscientious individuals are careful, diligent, and reliable, preferring a
planned and structured approach.

* Extraversion: This trait indicates the degree to which a person seeks
social stimulation and engagement. Extroverts are typically outgoing,
energetic, and assertive, drawing energy from social interaction,
whereas introverts require solitude to recharge.

* Agreeableness: This dimension relates to an individual's social
orientation, measuring compassion, cooperation, and kindness. People
high in Agreeableness are generally trusting, helpful, and empathetic in
their interactions with others.

* Neuroticism: This trait refers to the tendency to experience negative
emotions, such as anxiety, fear, and emotional instability. Individuals
high in Neuroticism are more susceptible to stress and are often
pessimistic or insecure.

In marketing, the application of the OCEAN model facilitates a profound
shift toward psychographic segmentation. It allows brands to understand
the psychological "why" behind consumer behavior, revealing the core
motivations, values, and emotional triggers that drive decision-making.
This enables the creation of highly resonant messaging and experiences
tailored not just to what a person is, but to who they are.

https://mnemonic.ai
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From Data to Persona: Inferring Traits for Raw
Looks' Audience

The critical step in this process was to infer the OCEAN personality traits
of Raw Looks' customers from the data aggregated in the CDH. By
analyzing patterns in browsing and purchasing, and language used in
messages and emails, the system could make educated assessments of
an individual's likely psychological profile. This inference is based on the
principle that personality traits manifest in consistent behavioral and
language patterns.

Raw Looks' OCEAN Persona Matrix

Through the process of data analysis and psychographic inference, Raw
Looks developed a set of detailed buyer personas. These were not
generic archetypes but data-grounded models of distinct psychological
segments within their customer base. The following table illustrates three
such core personas.

Persona Title

The Aesthete

Dominant

OCEAN Trait

High Openness

Core
Motivations

Seeks novelty,
artistic
expression,
intellectual
stimulation.
Fashion as a
form of creative
exploration.

https://mnemonic.ai

Shopping
Behaviors

Explores new
and obscure
designers.
Buys visually
unique,
experimental
pieces. Less
brand-loyal,
more concept-
loyal. Values
the "story"
behind a
garment.

Marketing &
Content
Preferences

Responds to
editorial
content,
designer
interviews, and
campaigns that
are abstract,
artistic, and
visually
challenging.
Prefers
messaging
focused on
innovation and
boundary-
pushing
concepts.
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The Collector

The Vanguard

High
Conscientiousn
ess

High
Extroversion

Seeks quality,
craftsmanship,
longevity, and
investment
value. Fashion
as a curated
collection of
timeless
artifacts.

Seeks social
impact,
recognition,
and being at
the forefront of
a subculture.
Fashion as a
tool for social
identity and
expression.

Researches
materials and
construction.
Returns to
specific items
multiple times
before
purchasing.
Loyal to
designers
known for
quality. Higher
AQV, but less
frequent
purchases.

Buys visually
impactful
"statement”
pieces. First to
adopt new
styles from
influential
designers.
Likely to share
purchases on
social media.
Influenced by
street style and
cultural
leaders.

Responds to
detailed
product pages,
information
about artisanal
production,
and campaigns
emphasizing
quality,
durability, and
the heritage of
a piece. Values
clarity,
structure, and
reliability in
communication

Responds to
campaigns
featuring
influential
figures, user-
generated
content, and
exclusive
"drops."
Engages with
community-
focused
content and
event-based
promotions.
Prefers bold,
energetic, and
confident
messaging.

The development of these personas was a pivotal moment in the
company's strategic evolution. It revealed that the "avant-garde
consumer" is not a monolith but a cluster of distinct psychological
profiles with potentially conflicting motivations.
For example, the Aesthete's desire for pure, disruptive novelty is
fundamentally different from the Collector's desire for a timeless, well-
crafted investment.
A marketing message designed to appeal to one, such as "Shatter
Expectations”, might fail to resonate with the other, who might respond
better to "Timeless Craftsmanship." This deep understanding of the

psychological diversity within its niche audience exposed the inadequacy

of a one-size-fits-all marketing approach and created the strategic
justification for the highly adaptive campaign-building capabilities of the

Digital Twin.

https://mnemonic.ai
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Predictive Personalization: Activating
Personas via the Digital Twin

The Concept of a Digital Twin of the Customer

The final component of the implemented technology stack was a
marketing-focused Digital Twin of the Customer. In this context, a Digital
Twin is a dynamic, virtual replica of a real-world entity, in this case, a
customer or an entire customer segment.

Unlike a static persona document, a Digital Twin is an interactive, Al-
powered model built from real data. Its primary purpose is to simulate
customer behavior and predict how a specific persona will respond to
various marketing stimuli, such as different ad creatives, landing page
designs, or email copy.

This technology allows marketers to pressure-test their ideas in a virtual
environment before committing financial and creative resources to a live
campaign. The Digital Twin is created by seeding it with the rich, unified
data from the CDH and then layering on the psychographic models of
the OCEAN personas. The result is a sophisticated simulation that
doesn't just contain data about a customer but is designed to "think" like
that customer, providing predictive insights into their future actions.

Simulating Campaigns for Raw Looks'
Personas

The true power of the Digital Twin lies in its application for campaign
optimization. It served as a predictive sandbox where Raw Looks could
test and refine marketing assets tailored to each of its key personas. This
process transformed campaign development from an exercise in intuition
and costly A/B testing into a data-driven science.

Example 1: Landing Page Optimization

For the launch of a new, highly conceptual collection, Raw Looks could
use the Digital Twin to test multiple landing page variations against its
personas:

* Version A (Targeting "The Aesthete"): This page would feature an
abstract, atmospheric video, minimal poetic text focusing on the
artistic vision behind the collection, and a non-linear, exploratory
navigation structure. When tested against the Digital Twin of The
Aesthete (high in Openness), the simulation would likely predict a high
engagement rate, longer time on page, and a strong click-through rate
to the most experimental pieces.
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* Version B (Targeting "The Collector"): This version would feature
ultra-high-resolution photography showcasing garment details like
stitching and fabric texture, comprehensive text describing the
materials and artisanal manufacturing process, and a clear, structured
layout with transparent pricing. The Digital Twin for The Collector (high
in Conscientiousness) would predict a higher conversion rate and a
greater likelihood of adding items to a wishlist for future consideration.

Example 2: Email Campaign Personalization

Instead of sending a generic email announcement to its entire list, Raw
Looks could use the Digital Twin to craft and validate personalized
variants:

+ Email for "The Vanguard" (high in Extroversion): The subject line
might be, "Be the First: The New Collection Is Here." The email body
would feature bold imagery, user-generated content of influencers
wearing the new pieces, and a call-to-action emphasizing exclusivity
and social status. The simulation would predict a high open rate and
significant social sharing from this segment.

* Email for "The Aesthete" (high in Openness): The subject line could
be, "A New Vision: Deconstructing Form." The content would include
an excerpt from an interview with the designer, link to a detailed
editorial piece on the collection's themes, and feature the most
conceptually challenging items. The Twin would predict a very high
click-through rate to the editorial content, indicating that this persona
values intellectual engagement as part of the purchase journey.

De-risking Creativity and Accelerating Launch

This simulation-based approach provided two critical strategic
advantages. First, it de-risked creative decision-making. It allowed the
marketing team to test bold, unconventional ideas that might have been
deemed too risky for a live campaign, providing predictive data on which
concepts would resonate most effectively with which psychographic
segment. This empowered a higher degree of creativity while ensuring
that resources were allocated to the initiatives with the highest
probability of success.

Second, the use of Digital Twins for products themselves can
dramatically accelerate the launch timeline. Marketing teams can begin
creating photorealistic images and videos using 3D models of products
long before physical samples are produced and photographed,
effectively gaining weeks of valuable sales time.

The Digital Twin thus serves as the crucial activation engine for the entire
platform. While the CDH provides the data and the OCEAN model

https://mnemonic.ai 12
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provides the understanding, the Digital Twin provides the predictive
environment to operationalize that understanding. It bridges the gap
between insight and action, turning abstract psychological theory into
optimized, revenue-generating marketing assets and directly enabling
the significant performance uplifts Raw Looks achieved.

https://mnemonic.ai
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Analysis of Performance: Quantifying
the Impact of Hyper-Personalization

A Framework for Attribution

The successful implementation of this integrated technology stack
resulted in remarkable improvements across four primary business
metrics: a 35% increase in the overall conversion rate, a 40% higher
click-through rate on marketing communications, a 2.8-fold increase
in revenue generated from email campaigns, and a 52% repeat
purchase rate. While the success is a product of the entire system
working in concert, it is possible to analyze the specific contribution of
each component to these outcomes, providing a clear framework for
understanding the return on investment.

Performance Metrics and Attributed
Technological Drivers
The following table deconstructs each key performance indicator (KPI),

attributing the uplift to the primary technological driver(s) and providing
an analytical justification for the connection.

Key Performance Reported Uplift Primary Analytical

Indicator (KPI) Technological Justification
Driver(s)

Click-Through Rate 40% OCEAN Personas & The Digital Twin,

(CTR) Digital Twin informed by

OCEAN personas,
allowed Raw Looks
to pre-test and
deploy ad copy,
email subject lines,
and creative
imagery that was
psychographically
resonant with each
segment. A
message tailored to
"The Aesthete's"
curiosity or "The
Vanguard's" desire
for social currency
will naturally have a
higher CTR than a
generic message
sent to the entire
audience.

https://mnemonic.ai
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Conversion Rate

Email Revenue

2.8x

35%

Digital Twin &
OCEAN Personas

Data Hub, OCEAN
Personas, & Digital
Twin

https://mnemonic.ai

The higher CTR
drove more
qualified and
psychologically
primed traffic to the
website. The Digital
Twin enabled the
creation of
personalized
landing page
experiences that
matched the
visitor's
psychological
profile (e.g., detail-
oriented for "The
Collector," artistic
for "The Aesthete"),
which reduced
cognitive friction,
increased
relevance, and
directly improved
the likelihood of
purchase.

This metric reflects
the synergistic
power of the full
stack. The Data
Hub provided a
complete 360-
degree view of each
customer's
purchase and
browsing history.
The OCEAN
personas explained
the motivation
behind those
behaviors. The
Digital Twin used
this combined
insight to predict
future interests and
automate the
delivery of hyper-
relevant product
recommendations
and content,
dramatically
increasing the
revenue generated
per email sent.
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Repeat Purchase 52% | Data Hub & OCEAN | A high repeat

Rate Personas purchase rate is a
direct function of
customer loyalty
and effective
lifecycle marketing.
The Data Hub's
"golden record"
allowed Raw Looks
to track customer
journeys over time.
The OCEAN
personas enabled
the brand to nurture
these customers
with post-purchase
content and future
offers that aligned
with their core
personality, building
a deep, non-
transactional brand
relationship that
fosters profound
loyalty and
encourages repeat
business.

Among these impressive figures, the 52% repeat purchase rate stands
out as the most strategically significant metric. While improvements in
CTR and conversion rate demonstrate tactical campaign effectiveness, a
repeat purchase rate of this magnitude in a high-end, considered-
purchase category signifies something far more profound. It indicates
that the system is not merely optimizing one-off transactions but is
successfully cultivating long-term customer relationships and brand
loyalty. This is the ultimate goal for any luxury brand, whose business
model is predicated on maximizing customer lifetime value rather than
sheer transaction volume. This metric proves that customers felt deeply
and consistently understood by the brand. The psychographic
personalization engine transformed Raw Looks from a simple retailer into
a trusted curator, communicating with customers in a way that resonated
with their fundamental identity. This creation of a loyal, returning
customer base represents the most durable competitive advantage
achieved through the initiative.

https://mnemonic.ai
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Before You Go

We would like to thank the marketers and executives who generously
shared their knowledge and trusted in Mnemonic Al’s capabilities. Their
real-world experiences have been invaluable in illustrating the practical
applications and benefits of Mnemonic Al.

Questions and Further Information

We understand that the sheer amount of Al-tools may raise questions or
spark ideas for implementation in your organization. If you have any
questions about the concepts, technologies, or strategies discussed in
this case study, we encourage you to reach out.

Our team at Mnemonic Al is available to provide further clarification,
discuss specific applications for your business, or guide you through the
process of implementing Al into your business processes.

For more information or to schedule a consultation, please contact us at:

Email: hello@mnemonic.ai
Website: mnemonic.ai

We look forward to continuing the conversation and helping you leverage
the power of Al to transform your business efforts and drive growth.

https://mnemonic.ai
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