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About Eton 
The story of Eton started in 1928, in the small village 
of Gånghester, Sweden. A young couple, David and 
Annie Pettersson, with a unique eye for high quality and 
genuine craftsmanship, started a journey that would later 
revolutionize the complete shirting industry. Today, Eton’s 
shirts and accessories can be found in exclusive stores all 
over the world.

Challenge
Companies now know a previously unprecedented amount 
about their target market- as a whole, as segments, and 
even as individuals. But this can be overwhelming and often 
they struggle to find the tools to fully tap into this resource.

Eton was keen to make better use of their data to bring traffic 
to their store. They had identified targeted advertising as a 
route they wanted to explore but had been struggling to find 
good alternatives to Google Adwords. Having tried several 
different advertising tools but finding the cost of sales too 
high they were seeking an effective means of personalization, 
with good reporting capabilities but without the hefty price 
tag they had seen elsewhere.



NOSTO PERSONALIZED FACEBOOK ADS

“ With Nosto’s Facebook Ads we have 
seen a significant increase in sales and 
conversion from Facebook Ads. The customer 
support of Nosto is very agile and easy to 
get a hold of. When a problem or question 
emerges help is never far away, and this is 
something we’re extremely happy for.”

Cristoffer Winter
eCommerce Business Analyst at Eton 
www.etonshirts.com

After further researching their options Eton decided to use Nosto Personalized 
Facebook Ads. With products and offers automatically tailored according to their 
users’ past browsing and buying behavior and delivered directly into their newsfeed, 
they felt confident it was the right solution to take their store to the heart of the social 
media conversation. 

* Compared to US average Facebook ad performance. Calculation based on  

figures from The Facebook Ads Benchmark Report by Salesforce, 2013.

ROAS on Abandoned 
cart recovery ads

ROAS on Personal 
re-engagement ads

CTR* on prospecting Best 
Seller product ads

Since going live with Nosto Personalized Facebook Ads Eton has seen 

11 x

19 x

13 x

Solution & results

http://www.salesforcemarketingcloud.com/wp-content/uploads/2013/06/The-Facebook-Ads-Benchmark-Report.pdf
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Attract New Customers

Eton set out to tempt new customers away 
from their Facebook conversation and to the 
online store by using Nosto Facebook Ads to 
highlight real-time trending items. These ‘Best 
Seller’ product-level ads are automatically 
and constantly updated to show the most 
popular items in the store and are items that 
are therefore most likely to convert. Ads are 
populated based on real-time user behavior, as 
well as stock levels – meaning an out-of-stock 
product is never shown.

Displaying trending items to an audience 
targeted by location and age has 

resulted in a whopping 2,3% CTR for this 
prospecting ad type.  

BEST SELLER PRODUCT ADS
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The first retargeting campaign saw adverts populated with 
items that were left abandoned in the cart during a visit to 
the Eton store, or items relevant to these pieces. As adding 
an item to cart is one of the highest indicators interest, this 
allows Eton to reach an audience that have already achieved 
high levels of engagement and are therefore more likely to 
re-engage and go on to complete a purchase.

To retarget lost customers and increase customer retention Eton chose 
to implement highly personalized retargeting ads, allowing them to cut 
through the social media noise. By using Nosto to automatically populate 
their ads with products or ranges that customers had shown an interest 
in they greatly increased their chances of engagement.

Retarget Lost Customers 

ABANDONED CART RECOVERY ADS

The ongoing ad campaign has resulted  
in a 19 x ROAS so far.
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Retarget Lost Customers 

In the second retargeting campaign Nosto used 
data collected during the customer journey to 
display products that were highly relevant to 
a shopper, according to behavioral indicators 
of interest. This includes viewing items and 
engaging with them by adding them to a cart. 
Nosto then uses this information to promote 
the most relevant items for each customer in 
it’s Facebook’s ads.

PERSONAL RE-ENGAGEMENT ADS

The ongoing ad campaign has 
resulted in a 11 x ROAS so far.
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