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Novica,  a partner s i te to National  Geographic,  has represented 

art isans in emerging markets f rom around the world.  With a 

miss ion to br ing beauti ful  pieces to l i fe,  the company has a 

17-year-track record of connect ing shoppers to unique, art ist ic 

and often handmade products that they may no have otherwise 

discovered.

With a miss ion to support as many art isans f rom as many 

cultures as possible,  conversion rate optimizat ion is  a focal 

point of  Novica’s in-person market ing team.

“Our market ing team has been data-dr iven s ince 1999, even though very few ecommerce 

platforms l ike ours existed,” explains Charles Hachtmann, CTO and CMO at Novica United. “We 

use Monetate for landing page and content optimizat ion and mult iple third part ies such as Bounce 

Exchange to conduct continuous A/B and mult ivar iate test ing on our website.”

Through this continued experimentat ion, the Novica team has found a need among shoppers 

to better gauge the s ize and shape of the products that they’re browsing at the device level  for 

varying customer segments.

“F or  some products ,  we  may  have  hundreds  [o f  images ]  but  fo r  o thers ,  we  may  have  f i ve 

o r  s i x ,”  says  Hachtmann.  “So  we hadn ’t  ye t  imp lemented a  fu l l  p rocess  to  p rov ide  a  way  fo r 

cus tomers  to  see  propor t iona l l y  and  v i sua l l y  how b ig  an  i tem was .”

S U M M A RY

 Revenue per Visitor

+ 17.9% 

 Conversion Rate

+ 3.1% 
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T angib lee  and Nov ica  began  w i th  some pre l im ina ry  p i lo t s  ac ross  severa l  thousand 

products .  A f te r  see ing  cons i s tent  inc reases  in  convers ion  ra tes ,  purchases ,  and  revenue 

per  cus tomer,  Nov ica  dec ided to  sys temat i ca l l y  sca le  the  use  o f  Tang ib lee  ac ross  i t s  en t i re 

webs i te .

“T he resu l t s  cont inued cons i s tent l y,”  exp la ins  Hachtmann.  “So  now we ’ve  ro l led  i t  out 

on  a  much  la rger  sca le ,  ac ross  a  lo t  o f  d i f fe rent  ca tegor ies .  And we ’ re  tes t ing  add i t iona l 

p roduct  ve r t i ca l s .”

“

 c a s e  s t u d y

+ Customer  Sat is fac t ion

+ Revenue Per  Vis i tor 

-  Return R ates

O rig ina l l y,  Hachtmann and h i s  team 

set  out  to  bu i ld  a  cus tom so lu t ion . 

But  ea r l y  s teps  towards  tha t  goa l 

came w i th  f r i c t ion .  The  process 

o f  c rea t ing  an  in -house  too l  was 

resource  and t ime in tens ive .

“ .  .  .W e were  ac tua l l y  t r y ing  to 

f igure  out  ways  to  do  i t  [ add contex t 

to  images ]  in  house .  And,  i t  p roved 

to  be  ve ry,  ve ry  cha l leng ing ,”  says 

Hachtmann.  “We wou ld

have  o therw i se  needed to  change our 

own eng ineer ing  queue  and process .”

E N T E R  TA N G I B L E E

W hat  Tang ib lee  brought  to  the 

tab le  was  an  easy - to - implement , 

sca lab le  se rv i ce .  “The  in tegra t ion  and 

implementa t ion  processes  were  ve ry 

s imple ,”  exp la ins

Hachtmann.  “We went  th rough choos ing 

[ compar i son  i tem]  images  tha t  wou ld 

make  sense  fo r  our  p roducts .  We s ta r ted 

w i th  jewe l ry  and  home decor  i tems .”
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O ver  the  course  o f  severa l 

exper iments ,  Tang ib lee  he lped Nov ica 

ach ieve  a  3% convers ion  ra te  l i f t 

and  18% revenue  per  v i s i to r  l i f t ,  i n 

aggregate ,  ac ross  ve r t i ca l s .  Th rough 

cont inued tes t ing ,  Hachtmann expects 

tha t  Tang ib lee  w i l l  d r i ve  a  revenue 

l i f t  i n  the  hundreds  o f  thousand—and 

eventua l l y,  m i  l  l  i  o  n  s  .

“W e’re  de f in i te l y  on  a  path ,” 

exp la ins  Hachtmann.

D r iv ing  th i s  evo lu t ion  fo r  Nov ica 

a re  h igher  average  order  va lues  and 

more  e f f i c ien t  cus tomer  engagement 

p rac t i ces .  “Th i s  i s  a  who le  new 

leve l  o f  in te rac t ion  fo r  us ,”  says 

Hachtmann.  “The  Tang ib lee  team i s 

work ing  w i th  us  to  sca le  the  use  o f  the 

w idget  in  the  r ight  d i rec t ion .”

TA N G I B L E E ’ S  VA L U E 

T hanks  to  Tang ib lee ,  Nov ica  has  ach ieved h igher  convers ion  ra tes ,  lower  cus tomer  se rv i ce 

inqu i r ies ,  and  a  reduct ion  in  s i ze - re la ted  re tu r n  i s sues .

“W e saw a  l i f t  i n  jewe l ry  and  home decor,  espec ia l l y,  w i th  p roducts  tha t  weren ’  t 

photographed on  mode ls—they  were  photographed on  a  wh i te  background,”  exp la ins 

Hachtmann.
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