
Your Holiday 
Testing Checklist
15 Tests to Run Before Peak Season Hits

Succeed this season with 15 low-lift, high-impact tests that deliver 
actionable insights now, so you’re optimized when it matters most.

The holiday season is noisy, competitive, and fast-moving. Testing 
ahead of time gives you the space to experiment without the 
pressure, helping you uncover what truly engages your subscribers 
and customers before the stakes are highest.

S E A SO N  O F  S U CC ESS



Text-only Email
This minimalist format is making a comeback. Among a crowded 
inbox of heavily designed emails, a plain text-style message can 
feel more personal, more direct, and more trustworthy. Many 
brands are seeing higher click-through rates (CTR) as a result. 
so test it now to see if it helps your brand stand out.
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C R E AT I V E



Add a “Recently Viewed” 
content section
Include products that customers browsed but didn’t buy, making 
it easy for them to pick up where they left off and encouraging 
conversions.

02

C R E AT I V E



Use countdown timers 
for price-sensitive sales
Create urgency with a visible countdown timer in your emails 
and SMS to encourage quicker decisions from shoppers.
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Try mystery deals that 
require a click to reveal
Curiosity drives clicks, so test offers where customers must 
open the email or message to discover the deal.
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C R E AT I V E



Highlight trending, best 
sellers, or new-to-clearance 
in email navigation
Feature trending, best-selling, or new-to-clearance products in your 
email navigation to guide shoppers toward popular and value-driven 
options.
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C R E AT I V E



CO PY

Test different From Names
The from name is one of the first things people see, and it can have 
a big impact on open rates. Test swapping in your brand’s customer 
service persona, a real name (like your CEO), or even a timely promo 
callout. Small changes here can drive noticeable engagement.

Examples:

Duluth | Sitewide Sale

fullbeauty Outlet

Amy from Kirkland’s Home

Deals at Jomashop

Shark | Email Exclusive
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Use “Oops” in your 
email subject line
You don’t need to admit a mistake, just the word “Oops” 
piques curiosity and can boost open rates. Try it as a 
playful hook to break through inbox clutter.

Examples:

Ooops! Clearance Pricing Is Fixed Now!

OOPS! We Forgot To Tell You...

Ooops! Let’s Try This Again...

Ooops! Prices Were Too High!
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CO PY

Subject Line:
Oops, Let’s Try This Again...

Subject Line:
Oops! Clearance Pricing Is Fixed Now!



Test Attention-grabbing 
first lines in SMS
The first line in an SMS message matters as it drives users 
to open and engage. Experiment different hooks to see what 
resonates best with your subscribers.

Examples:

Stop what you’re doing right now!

This month’s best selling collection is…

Shhhh don’t tell anyone…

THE TEXT YOU ACTUALLY WANT
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CO PY



Test SMS-only offers 
for early buyers
Offer a steep discount to the first 1,000 users who redeem 
via SMS. Measure how this exclusive deal lifts your typical 
sale click-through rates (CTRs).
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CO PY



Include first names 
with “exclusive” offers 
in emails and SMS
Personalizing messages with the subscriber’s name alongside 
a sense of exclusivity can increase engagement.
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CO PY



Experiment with 
AI-generated copy 
against your marketer-
written messages
Use Listrak’s AI text generator to create alternative copy and 
compare it to your usual messaging. Find out which resonates 
best and drives more engagement.
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CO PY

Message Content

Guess which TOMS styles are 40% off 
today? Hint: they're all amazing. Find yours 
here: https://www.toms.com/sale

Interactive/Playful

OMG, you're not gonna believe this! Shop 
our 40% off sale styles and give your feet 
some serious upgrades! 
https://www.toms.com/sale

Language of TikTok

Ready for a little surprise? Step into style 
and treat your feet to 40% off! What's your 
favorite look? https://www.toms.com/sale

Curiosity-Driven and Interactive

Generate

Don’t Miss out on the Sale taking 40% Off 
All Sale Styles.
Shop Now: https://www.toms.com/sale
Show your feet some love.



Showcase Buy Now 
Pay Later (BNPL) in 
abandonment cadence
Two to three days after abandonment, highlight your 
BNPL options. This may nudge hesitant shoppers toward 
completing their purchase.
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C A D E N C E



Send messages timed to 
your peak order hours
Look at when your customers usually place orders and test 
sending messages closer to those times to see if engagement 
and/or conversions improves
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C A D E N C E

When to Send

Send Time Optimization

12/5/2025 12:20 PM

Eastern Daylight Time (New York)

Based on contact’s activity

Based on contact’s time zone



Add the welcome coupon 
to marketing sends 
for new subscribers
If not already in use, add the welcome coupon to your marketing 
sends during the first 30 days so it stays easily accessible and top 
of mind – helping new subscribers convert faster without digging 
through emails.
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S EG M E N TA I O N



Test free shipping promos 
in abandonment for 
dormant customers
For customers who haven’t purchased in 6 months, test a free 
shipping offer in abandonment emails and SMS for a week to 
encourage reactivation.
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