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About us 
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 We are leading personalised product recommendations 

company at polish market 

 

 50 websites are enhanced right now by Quartic 

recommendations 

 

http://www.gratka.pl/


Long, Long time ago  … 
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… Amazon.com introduce personalised product recommendations.  

20% of whole sales are effected by recommendatiosn. 
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THE PROBLEM … 
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1 000 000  

Visitors monthly 

 

 

 

1 000 000  

Different needs and preferences 

 



Automatyczna personalizacja rekomendacji 
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If you have 1 M 
visitors, you 

should have 1 M 
different versions 

of your e-shop 
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The recommendations help the customers to 

DISCOVER what other product they can buy. 

The recommendations increase the value 

and the size of the shopping cart  

They build customer loyalty and satisfaction  

Thanks to the personalized recommendations, the 

website builds better customer usage experience 
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Alternative Complementaty 

Personalized Generic 

Helps find relevent offer 

 

suggestions for products 

that are similar to the 

customer’s choice and 

could be bought as an 

alternative 

or replacement 

Creates cart value 

 

suggestions for products 

that would enhance, 

complement, complete, or 

go well with the selection of 

the users.. 

Inspiration and 

egagement 

 

Creates needs and fit do 

customer indyvidual needs 

and tastes. 

It depends from customer 

buying and usage 

bagaviors 

Recommendations types 

Bestsellers etc. 

 

do not depend on any other 

product and visitors as a 

baseline and stand on their 

own.  

 

Derived from store 

rules 
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How to use 

recommendation 

on your site… 



Landing Page, home page 
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Main storefront 

 

• a good first impression 

 

• Draw visitor into the store 

 

• most stores display Generic 

(special‐) offers on this page 

 

• In situations where the user is known, 

these recommendations can be 

personalized 

 

• Complementary Product 

Recommendations can be added by 

using products the user has 

previously bought as a baseline. 

 

• Not to many recommendations !!! 

 



Department / Category / Subcategory 
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• category browse page already contains many 

alternatives products 

 

• most companies prefer not to add additional 

recommendations. 

 

• if required, one could add generic recommendations to 

highlight things such as “top sellers in this category”, “most 

recommended” etc.  

 

• Complementary items can be used to highlight options to 

accessorize the products in question.  

 

• Alternatives should not be recommended. 

 

 



Product detail page 

13 

• Entices customers to Purchase the 

product 

 

• generic recommendations that are 

derived from store rules (e.g. 

up‐sell, cross‐sell or inventory 

optimization) 

 

• information about potential 

alternatives (similar products) 

 

• Complementary products can 

serve both as arguments supporting 

the purchase as well as 

opportunities for cross‐selling 

 



Shopping cart 
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The page needs to keep the customer engaged. 

 

The goal is to motivate the customer to complete the purchase or to continue shopping 

Alternative recommendations are not allowed !!! 
 

Focus on complementaty iteams for accessorizing  



checkout 
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The customers enter the credit card and 

address information, and select marketing 

preferences …. 

STOP 

customers should not be 

distracted by anything that could  

cause them to abandon the cart. 

No recommendations should 

be displayed. 



Order confirmation email 
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Great opportunity to 

recommend additional 

products to customers and to 

motivate them to purchase by 

giving incentives like rebates and 

free shipping.  

 

 

 

For most e‐commerce websites, 

both generic and 

complementary product 

recommendations can be 

displayed 
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Recommendations 

engineering 



User session 

• Pagevies 

• Searches 

• Time on site 

• Clicks 

User profile 

• Preferences 

• Demographics 

• Localistations 

• Customer value 

• Recency 
Frequency 
Monetary 

 

Catalogue 

• Categories 

• Atribiutes 

• Tags 

• Price, reve 

• Availablity 

• Ratings 

User actions 

• Buy 

• Add to cart 

• Wishlist 

• Social – FB like 

• Rekomendowanie 

• Ratings 

• Comments 

Visitors bahaviour data  - first 

 

We use a lot of that we are able to collect from a website 

to build relevant and high quality recommendations 
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Data Mining and AI 

Collaborative filtering is not enough … 

 

You have to manage with: 

• user buying context 

 

• rare purchase  

 

• real time recommendations & buying events 

 

• business rules and logic 

 

• different products types 

 

• recommendations time valid 

 



Recommendations as a SaaS 
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Real Time 

ADSERWER 

RECOMMENDATIONS 

ENGINE 

 

 Artificial 

intelligence 

Data 

Warehouse + + 

Plug & Play integration  

(javascript API) 
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QUARTIC 

adServer +  

reco engine 
Visitor behavior 

Recommendations ads 

website Product/offer feed 

• SaaS Model 

• We display recommendations ads on site in the real time, based on 

visitors bahaviour 

We do something like this  



Quartic concepts 
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<Slot_1> 

<Slot_2> 

<Slot_3> 

• JavaScript  

 

• Asynchronies scripts 

 
• Analytics – tracks visitors behaviors 

• AdServer -  Real Time recommendations 

serving on site 

 

• Slot – widget on site where 

recommendations are displayed 

 

• Put scripts on site like Google 

Analytics and Manage 

recommendations logic with 

marketing panel 



Features – Collaborative recommendations 

Different recommendation strategy 

 

 Alternative products 

 Complementary products 

 Promotions 

 Mixed recommendations 

We give you possibility to control and design recommendations strategy 

on your product card 

 

What other customers are doing 
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Case study 
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Books, music, multimedia 

Average data from polish eshops using quartic 

recommendations  engine in the product category 

 12% sales from recommendations 

 

  5% recommendations widget 

conversions 
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AutoTrader – visitors engagement  
classifiers 

8% more page views 

 

26% Bounce Rate decrease 

 

40% more time spent on  

recommended offers 

 

3% recommendations CTR 
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FabrykaForm – A/B test 

A: recommendations generated by 

own e-shop solution 

 

B: Quartic recommendations 

18% more sales  

 

16% more buyers 

Quartic results 
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Dziękuję za uwagę ! 

www.quartic.eu 

 

Paweł Wyborski, CEO 

e.  pawel.wyborski@quartic.pl 

m. +48 22 849 62 38 
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