
Photography Best Practices To Drive 
Conversion and Improve Customer Loyalty

Moderator:    Joe Barrett, CEO Sandbox Studio

Panel:  Jo Amie, Global Operations Manager, Nike

Jared Blank, Vice President of E-commerce, Tommy Hilfiger



Conflicting Priorities:

• e-Commerce:  Move the product

Product Content For Apparel, Accessory 
and Domestics Brands…

• Marketing:  Reinforce the brand message

Which is more important?  Who should be in charge?



What Makes 

Consumers 

Want To Buy

What Keeps 

Consumers From 

Abandoning The 

Purchase
Want To Buy

Purchase







Optimize The Buying Experience

1. Readability

• Angles
• Lighting / Styling
• Motion

2. Accuracy 

What you see on the screen is       What you see on the screen is       
what you get in the box

3. Consistency

Inconsistencies are distracting 
and avoidable
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e-commerce P&L

•Quantifiable

•“Defense”

Marketing Budget

•Unquantifiable

•“Offense”•“Defense” •“Offense”
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Targeting the content
Targeting the content



Targeting the content
Targeting the content

Obvious
• Be present

• Consistency

• Quality

• Treatment – product vs. brand

Below the surface
• Instill trust• Instill trust

• Make emotional connection

• Value

• Content is King



Targeting the content

The Consumer Decides 

Photo Standards Statement
All PDP photography must be true to the product but shown in the best possible light. 

We do not want wrinkle-less shots or styling that shows an inaccurate fit. The consumer 

wants to picture themselves in our products and to succeed we must keep the imagery 

real, and authentic to the actual product. Nike

Products should be shot to best represent what they are and showcase their functionality.

Target



Targeting the Content
The Consumer Decides



Targeting the Content

The Consumer Decides – segmentation

Geographical

Categorical

Seasonal

Age/ Gender

Personalization

B2B - wholesaleB2B - wholesale



Targeting the Content

The Consumer Decides – segmentation



Fall-off
investment and metrics



Technical Innovation
Sharing more information visually

• 360

• Zoom targeting

• Resolution – zoom functionality

• Interactive video
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• Interactive selling content

• Dynamic swatching

• Product customization
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• Dynamic swatching

• Online fit guides

• Product customization

• Mobile and Tablet

consideration



ROI
Hidden ROI with photo and video

Factors:

• You get what you pay for

• Sharing information and inspiration

Hidden (non conversion):

• ROPO

• Returns

• SEO

• Brand integrity

• Opportunity Cost 
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