
Hawes & Curtis:  
Jermyn Street shirt-maker 
crosses borders
CASE STUDY



Summary

Challenge
Introducing a safer and quicker 
online payment system for 
international markets

Results
 25% of business is conducted online

 45% of the online business is international

 Selling to over 50 different countries

Organisation
Hawes & Curtis is a well-known 
Jermyn Street shirt-maker. 
Over the past century, the firm 
has built on its reputation for 
quality and service

Solution
Hawes & Curtis started offering  
PayPal as a payment method
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Hawes & Curtis
Jermyn Street shirt-maker, Hawes & Curtis,  
is not only designing for royalty. 

PayPal grows their business internationally by providing customer 
reassurance with a trusted brand. Founded in 1913 and favoured by royalty 
(including the Duke of Windsor, an icon of English style), Hawes & Curtis 
is a well-known Jermyn Street shirt-maker. Its clientele has included  
Earl Mountbatten, Cary Grant and Fred Astaire. Over the past century, the 
firm has built on its reputation for quality and service. Today, it has 25 UK 
stores, overseas stores in Germany and a franchise in the Middle East; their 
first store opened in Dubai in January 2015. 

Hawes & Curtis realised that developing a successful ecommerce site would 
enable them to extend their geographic reach as far as their reputation. 
For this to be effective, the firm needed to ensure that it could provide its 
online customers with the same service and assurance that it offered within 
its stores.

Today, Hawes & Curtis has 25 UK stores, 
overseas stores in Germany and a franchise 
in the Middle East; their first store opened 
in Dubai in January 2015.
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Head of ecommerce Antony Comyns joined Hawes & Curtis in 2007 
with a brief to build Hawes & Curtis’ online business. Seeing that 
overseas customers readily used the firm’s UK website, Antony took an 
evolutionary approach to developing international sales. Monitoring the 
source of overseas, he investigated and invested increasing amounts in 
those markets that offered the greatest opportunity. 

The first step was to ensure that goods could be shipped safely and 
quickly to customers who purchased them. 

Understanding local requirements and preferences for online shopping 
and for shipping was important. Different countries have different postal 
and courier services as well as different address formats. 

Countries also have different levels of comfort with using an English 
language website. Russia has become Hawes & Curtis’ second largest 
international market, and the firm was surprised to find that bloggers 
had translated all the important sections of the website to help fellow 
Russians use it. The firm rewarded the bloggers concerned with shirts and 
accessories to say thank you. 

Once Antony’s team had optimised the service that customers can get 
from the .co.uk website, they created a local website. Currently, Hawes 
& Curtis has dedicated sites for Australia and Germany. Antony explains, 
“Our initial aim for 2007, the year we launched our online store, was to see 
if we could take a million pounds online. We achieved that in the first year 
and we’ve been increasing the range and growing the business since then.”

First steps to developing  
international sales. 
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The solution

“Hawes & Curtis may mean very little to 
a man sitting in the middle of America, 
but they will know PayPal.”

“PayPal has amazing reach,” explains Antony, “and it is used by a range of 
upmarket sites. Customers accept it as safe and secure. A lot of people 
respect the brand, and it’s easy to use. 

“Especially when selling internationally, you need to have some points 
on your website that build customers’ confidence. One of those is 
association with a trusted brand – PayPal is one of the biggest payment 
brands that people will know. Hawes & Curtis may mean very little to a 
man sitting in the middle of America, but they will know PayPal. That 
gives them the security they need to complete their purchase.” 

Equally important for customers is ease of use. As Antony says, “With 
PayPal, customers know the ‘rules’. They don’t need to read a new set 
of rules with each merchant; they know they can easily make a secure 
payment with PayPal.”

Hawes & Curtis started offering  
PayPal as a payment method. 

5



Enabling customers to pay in their local currency has also 
boosted sales. Hawes & Curtis’ online business has grown 
strongly. Today, 25% of its business is conducted online,  
45% of the online business is international, and Hawes & 
Curtis now sells to over 50 different countries. 

“The service we get from PayPal is really very, very good,” 
says Antony, “and it is easy to push out in a new market. 
Having one payment service provider that covers a lot 
of countries and is quick and easy to integrate across all 
devices is absolutely key for our expansion. It means we can 
get to market very quickly.” 

Antony and his team continue to monitor sales and 
opportunities in all countries. The next dedicated site to 
develop will be for the US.

The results

“ The service we get from PayPal is  
really very, very good.”

Businesses often find that offering 
PayPal as a payment method helps 
increase conversion rates at checkout. 
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FIND OUT HOW PAYPAL CAN HELP SUPPORT 
YOUR BUSINESS,  CALL US ON 0800 358 7929* 
OR VISIT PAYPAL.COM

Copyright © 2016 PayPal. All rights reserved.

Just so you know:
  While we aim to provide the best guides, tips, tools and techniques in these articles, 
we can’t guarantee to be perfect, so please note that you use the information in these 
articles at your own risk and we can’t accept liability if things go wrong

  These articles are not endorsements or recommendations of any third party products or 
third party services of any kind

  The information in these articles does not constitute financial, business or investment 
advice of any kind and does not count as a substitute for any professional advice.  
Always do your own research on top and seek professional advice if you want to  
ensure that what you do is right for your specific circumstances  

 Where we link to other websites, we can’t be responsible for their content

  Testimonials found on this case study are examples of what we have done for  
Hawes & Curtis, and what Hawes & Curtis has said about us. However,  
we cannot guarantee the results in any case. Your results may vary and every  
situation is different. No compensation was provided for these testimonials

* Freephone from a UK landline. However, costs from mobile may apply and are dependent on the terms of agreement with your network operator. 
If you are calling from outside the United Kingdom, use the following phone number: 0800 358 7929 (international call charges may apply).


