
Major Markets

Although adult women are not always the purchasers of industry items, they are the intended market and 
are typically the recipient of women's clothing. The following are household income brackets and their 
proportion of women's clothing expenditures (Bureau of Labor Statistics, 2014). These reflect all retailers, 
including businesses outside the industry.

Households earning less than $30,000

Households earning less than $30,000 are expected to account for 17.1% of industry revenue in 2016. 
This segment represents about 33.5% of the US population. Consumers in this category are price 
conscious and often purchase industry goods on an as needed basis. Members of this segment will shop 
at industry retailers on occasion, but are likely to look for better prices on apparel at alternative retailers 
for the majority of clothing purchases. Over the past five years, this segment's share of revenue has 
decreased slightly, as more consumers shopped at discount department stores.

Households earning between $30,000 and $70,000

In 2016, households earning between $30,000 and $70,000 are expected to generate 28.5% of industry 
revenue. About 33.3% of consumers fall in this category. While members of this segment often purchase 
industry goods based on need, many also shop for trendier and branded pieces. While this segment often 
shops at online and alternative retailers, heavy promotional activity within the industry has kept many 
shoppers returning to industry establishments. Over the past five years, revenue from this segment has 
been steady.



Households earning between $70,000 and $100,000

Households earning between $70,000 and $100,000 is the smallest market for industry stores, 
accounting for 16.4% of revenue in 2016. Even so, this segment represents the smallest portion of the US 
population at 13.1%. Members of this segment benefit from high levels of discretionary income, and can 
purchase premium brand clothing items. While this segment is less price sensitive than lower income 
earners, many individuals in this segment look for sales. Over the past five years, revenue from this 
segment has decreased slightly, as many shopped for comparable goods online.

Households earning more than $100,000

This segment of consumers accounts for the largest proportion of the market at an estimated 38.0%, 
while representing only 20.2% of the population. Many of the consumers within this bracket are 35 and 
up, which is the intended age group for customers of the industry's major players. These customers have 
grown up valuing brand recognition and spend a high proportion of their income on discretionary clothing 
and accessories. This segment is expected to increase within the greater economy, and will continue to 
provide revenue growth for this industry.

Key Success Factors – What keeps them up at night

Attractive product presentation: A logical store layout improves the shopping experience for 
customers. Having an attractive product display encourages product purchases and can strengthen the
company's image.

Establishment of brand names: Many shoppers are guided by the status of brands. Women's clothing 
stores that establish brand recognition will entice customer attention and encourage shopping.

Ability to control stock on hand: Effective and efficient control of stock increases stock turnover and 
prevents excess inventory build-up.

Experienced work force: The quality of staff is becoming increasingly important because customers 
demand superior customer service and product quality. Companies that have staff undergo extensive 
customer service training will have an advantage.

Proximity to key markets: The store needs to be located where there is a high volume of passing traffic. 
Being in proximity to target customers will benefit a company because purchasing women's clothing is a 
very visual activity.

Production of goods currently favored by up-to-date fashion trends: Women's and girls' clothing 
pieces stocked by a company have to be consistent with fashion trends and well suited to the fashion 
tastes of its target market.

SIC Codes represented in this vertical

The content contained in this vertical guide represents Women’s Clothing Stores, SIC 5621. Additional 
SIC codes represented in this vertical include:

SIC Code
Men’s and Boy’s Clothing Stores, SIC 5611
Women’s Accessory and Specialty Stores, SIC 5632
Children’s and Infants’ Wear Stores, SIC 5641
Family Clothing Stores, SIC 5651


