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Abstract 

 

The subject of this research is the impact of email marketing on Georgian e-commerce. The 

aim of the study is to determine how email marketing affects customer engagement, trust, 

and loyalty, as well as its effectiveness in increasing sales. To achieve this, the research 

involved collecting data through surveys of customers and representatives of e-commerce 

companies. 

The survey was conducted using an online platform and included multiple-choice questions, 

allowing for comprehensive data analysis. The study included 144 customers and 15 

company representatives, providing a credible and extensive view of the effectiveness of 

email marketing. 

Data analysis revealed that email marketing plays a significant role in increasing sales. 77% of 

customers frequently or occasionally use email marketing offers for purchases, and 50% 

believe that their email campaigns are effective or very effective in increasing sales. High 

levels of personalization and segmentation (59% and 50% respectively) significantly enhance 

customer engagement and satisfaction. 

The study also showed that regular and personalized email campaigns are more effective. 

Companies that send emails several times a week or month see higher engagement and sales. 

However, frequent email campaigns do not always directly correlate with the number of 

sales, indicating the importance of the relevance of content and offers. 

Recommendations include improving email marketing strategies by using personalization 

and segmentation, implementing regular analysis and improvement processes, and tailoring 

offers to customer preferences. The research highlights the significant potential of email 

marketing in Georgian e-commerce and the opportunities for improving its effectiveness. 
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