
The Talkable team is able to identify the messaging that resonates most 

with our customers. Their platform makes it really easy to run lots of tests 

– which we love!

Chanelle Leslie
Director of Marketing

talkable.com   |   sales@talkable.com

RESULT:

The Reward Gleam

increased onsite

conversion from 

14.54% to 29.91%. 

.

ACTION:

Talkable added an

onsite Reward Gleam

to highlight the 

customer’s coupon

code while they 

shop.

CHALLENGE:

Onsite conversion:

Turning browsers 

into buyers.

RESULT:

After replacing “Find

Your Color” with “Claim

Your Gift” Overtone’s 

click-throughs

increased from 10%

to 13.9%.

ACTION:

Talkable conducted

A/B testing to identify

more enticing copy for

the email “Call to 

Action” button.

CHALLENGE:

Email click throughs:

From inbox to

interest.

of online revenue 
generated through     

increase in Talkable 
customer onsite 
conversions      

increase in Friend 
offer click-throughs 

6%    

106% 

39%   

TALKABLE RESULTS

CLIENT PROFILE

               Cruelty-free coloring
conditioners 

                     Selling since 2014

Increase referral rates among
Overtone’s strong customer 
base, delivering larger growth 
than seen on their previous 
referral platform.

Upon launch of the initial 
campaign, customer sharing 
rates were high but email 
click throughs and onsite  
conversions were below  
industry benchmarks.  

Customer Highlight

Talkable Solutions

referrals
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