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About JOY
JOY is one of the UK’s fastest growing independ-
ent fashion and gift retailers with 24 stores and a 
superbly successful online presence in the form of 
joythestore.com, which boasts over a quarter of 
million monthly visitors.

A unique fashion and lifestyle brand, JOY is re-
nowned for innovative womenswear, menswear, 
accessories and an eclectic mix of fun, quirky 
and seriously stylish gifts. A quietly eccentric and 
achingly cool Brit stamp marks everything from 
JOY’s bespoke store interiors to its lovingly curat-
ed collections.

www.joythestore.com
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The Challenge: Replicating the 
exceptional level of personal service in 
an online setting

In a rapidly growing marketplace, where online 
fashion sales were estimated at a staggering 
$40.9 billion in 2012 in the USA alone, competi-
tion is one of the biggest challenges facing online 
retailers, making diff erentiation essential.

In most online stores, customers are met with the 
same product off erings and recommendations 
regardless of their individual tastes and prefer-
ences, while in brick and mortar stores shopping 
assistants and stylists are there to make sure the 
customer fi nds everything he/she is looking for, 
suggesting other items of clothing and accesso-
ries that would make up a coherent ensemble, or 
alternatives if something is out of stock.  

Replicating that personal service online was ex-
tremely important to JOY. The company was 
taking steps in the right direction by using an in-

house manual recommendation feature but it was 
challenging to manage due to stock and backend 
issues. Moreover, with manual recommendations, 
there was a distinct lack of personalization as 
every visitor was being recommended the same 
products.

The ecommerce team at JOY realized that if they 
were going to be able to create an exceptional user 
experience in an online setting, they would have 
to personalize the experience for each customer 
by delivering highly relevant product recommen-
dations across the site based on every customer’s 
individual behavior and preferences. In short, they 
wanted to give every customer their own personal 
shopping assistant. Finding software that would 
be able to replicate this level of service thus be-
came the number one priority when setting up 
their new online store.

We needed a cost-eff ective, intelligent rec-
ommendation system for our new website 

that would be able to keep up with regular addi-
tions to stock and new collections automatically. 
We wanted to delight our customers by giving 
them highly personalized shopping experiences. 
It wasn’t long until we started researching the 
recommendation and personalization possibilities 
and found Nosto.

Sophie Kinder
Ecommerce Product Coordinator at JOY
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Why JOY chose Nosto

Driving increases in conversion, average order 
value and customer retention, Nosto’s value lies 
in its ability to automatically deliver dynamic, re-
al-time personalization on any ecommerce site, 
providing precisely targeted offerings for each in-
dividual customer.

“Jumping on board wasn’t a hard decision to make 
when we realized that Nosto’s solution would al-
low us to offer our online customers an exception-
al level of personal service, an enhanced naviga-
tion experience, a possibility for further product 
discoveries, and ultimately creating a more enjoy-
able customer experience that drives increased 
revenues.”

With the new online store under works, time and
ease of installation were key factors for JOY when
choosing Nosto too. The ‘plug and play’, cloud-
based solution can be implemented with just a 

few lines of code, as quickly and easily as Google 
analytics. The solution integrates with any eCom-
merce platform and had a ready-made plugin for 
Magento on which the JOY store runs, meaning 
JOY was able to implement Nosto in just a few 
hours and start delivering recommendations less 
than 2 weeks later, once Nosto had gathered the 
required data.

Another key reason for JOY selecting Nosto was 
the ability to customize the recommendations. 
Nosto comes with a variety of recommendation 
types which retailers can select from and further 
customize to their precise needs using a simple 
backend interface. What’s more, with Nosto, JOY 
had complete control over design and presenta-
tion, important to a fashion brand with a unique 
look and feel and in a highly competitive market-
place.

“The transition was extremely smooth, recom-
mendations look great and everything sits well 
with the brand and the whole website. We couldn’t 
be happier!”

JOY was able to
implement Nosto in just

a few hours and start
delivering recommendations
less than 2 weeks later, once

Nosto had gathered the
required data.
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Results

In the first half of 2013, since Nosto went live on JOY:

11%

+25%

3.7x

+156%

Visitors who clicked on 
Nosto’s recommendations 
viewed 3.7x more products 
than other visitors

There was a 156% increase 
in conversion for customers 
clicking on Nosto 
recommendations

Nosto recommendations 
delivered 11% of JOY’s total 
online store revenues

“It works brilliantly for customers in a rush as it 
suggests what pieces would appeal to them the 
most. They don’t even have to search for anything 
specific! It’s a very easy option of shopping and 
pushes customers to stay longer, browse more 
products and shop more. Nosto is basically offer-
ing customers products on a silver platter”

“We’ve been thrilled with the results. Communi-
cation and support have been absolutely brilliant 
and any inquiries we’ve had have been met and 
answered immediately. We haven’t thought about 
using anything else since we were first introduced 
to Nosto.”

Average Order Value 
increased 25% for 
customers clicking on 
Nosto’s recommendations
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What’s in the pipeline for JOY?

JOY just started using the Nosto triggered emails 
and are expecting to capture more lost sales 
through the Abandoned Cart emails as well as 
re-engage customers through Nosto’s “We Miss 
You” and “Order Follow Up” emails.

“These highly personalized e-mails will allow us to 
build deeper relationships with our customers and 
work as a great addition to our email marketing 
strategy!”

JOY is continuously looking to grow, develop their 
own label Louche further and expand internation-
ally through wholesale, concessions and franchis-
ing.

“We have several projects in the pipeline and are 
extremely happy we have Nosto to support us in 
our mission and goals” says Sophie Kinder, Ecom-
merce Product Coordinator at JOY.

About Nosto
Nosto helps merchants increase their online store 
revenues by delivering customers a personalized 
shopping experience. Nosto’s plug-and-play rec-
ommendation engine delivers better conversion, 
increased shopping basket size and customer re-
tention by basing product recommendations on 
real-time user behavior.

With powerful solutions across Personalized Mer-
chandising, Search and Email, Nosto is fast-be-
coming the preferred choice of online merchants. 
Free to install, the solution works with any online 
shop and e-commerce platform and the imple-
mentation is as easy as adding Google analytics 
to your site.

Helsinki-based Nosto currently operates with of-
fices in London, Stockholm and Berlin.
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Front page

“Don’t forget these”

9%

213%Average order value increased 9% 

for the customers who clicked one or 

more of Nosto’s recommendations 

during their visit.

Visitors who browsed the site through 

Nosto’s recommendations viewed 

191% more products and spent 

213% more time on the site than

other visitors.

July 2013 / The eff ect of Nosto on joythestore.com - excluding visitors who left the site immediately
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Category

“Top trending”7.5%

Displaying a featured top list is an 

easy way to inspire customers to 

purchase more and more diversely. 

The category specifi c top list on a 

subcategory page delivered 7,5% of 
all online sales between May and July.
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Product

“More pieces you’ll love”

193%
156%

Customers who clicked Nosto’s 

recommendations during their visit 

were 193% more valuable than 

average customers.

Customers who clicked Nosto’s 

recommendations converted 156% 
more often than average customers.
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Search

Successful search

29%

Customers who clicked a Nosto 

recommendation after searching for a 

product, converted almost 29% better 
than average customers.

These customers were also over fi ve 

times more valuable and converted 

over fi ve times more often than 

average customers.

Nosto improves the search feature 

by displaying a list of products 

customers have gone on to view or 

buy, following the same search query
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Search
Failed search

Oftentimes a search query can yield 

a null result for a visitor, giving them 

a premature end to their shopping 
experience and a lost opportunity for 

the merchant.

Nosto relieves the need to defi ne 

every imaginable meta-tag or 

keyword in a product’s details and 

improves the relevancy of search 

results by displaying products that 
have recently been popular following 

with the same search query.



www.nosto.com

United Kingdom

4-5 Bonhill Street
London, EC2A 4BX, UK

Finland

Aleksanterinkatu 15 A
00100 Helsinki

Germany

Boyenstrasse 41
10115 Berlin

Emails

support@nosto.com
sales@nosto.com

NostoSolutions@NostoSolutions Nosto


