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Whitepaper: Creating the Perfect Product Detail Page

Pimberly is a world leader in Product Information Management (PIM) & Digital Asset 
Management (DAM) software for complex technical products, delivering market leading AI 
and automation.

In this whitepaper, we delve into how to optimize product pages and boost conversion 
rates. We start by reviewing tips on how to enrich your data and digital assets for product 
page SEO to ensure the right customers find your products at the right time.

You’ll learn how you can create a seamless experience - from discovery to post-purchase 
- to build trust, drive customer satisfaction, and improve loyalty

Our goal is to enable you to enhance the product page experience with different types of 
content to increase cross-sell and upsell opportunities.

To learn more about Pimberly, head to the end of the whitepaper for more about us and 
some other relevant reads.

 

Thanks, and we hope you enjoy the read.

Preface
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In order to attract more viewers and convert them to 
customers, eCommerce businesses need to knock 
their product detail pages out of the park. These pages 
include a host of specific product information that 
customers need to make a purchase decision, including 
main features and benefits, customer reviews, and 
comparisons with similar products. They should also 
include the bits of information customers want before 
committing to a purchase. 

To help you showcase your products in the best 
possible way and convert more browsers into 
buyers, we’ve put together a guide to creating the 
perfect product detail page, including how PIM can 
help you do this consistently across all your sales 
channels. We’ll start by bringing you up to speed 
on PIM and product detail page fundamentals. 
After that, we’ll run through all the components 
you need for the perfect product detail page: 
optimization, product descriptions, digital assets, 
navigation, delivery & returns, and more.

Finally, we’ll explain how a powerful PIM solution 
like Pimberly makes it easy to keep all your 
product information up to date and optimized 
across every channel, so you can achieve your 
eCommerce goals year-round. We’ll illustrate how 
the all-in-one Pimberly system enables marketing 
and sales teams to capture vast amounts of data, 
build perfect product detail pages, and create 
exceptional customer experiences. 

This is a 20-minute read, so grab a coffee and get 
comfortable – let’s get this eCommerce lesson 
started.

Executive Summary  
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In other words, they’ll have a very high buyer intent, 
so you need to use all the real estate at your disposal 
to turn browsers into buyers. You want to display 
information in a way that quickly gives customers a 
full view of the product, what they’ll get from buying 
it, and how quickly they can receive it. 

Easier said than done, right?

Ultimately, the quality of your product data defines 
the quality of the customer experience and around 

98% of shoppers will abandon a purchase if product 
information is inaccurate. 

If you design a product detail page poorly with 
inaccurate product data, you’ll end up with poor 
conversion rates. It’s like putting a great product in 
bad-quality packaging - it won’t in still confidence and 
may leave them feeling frustrated and disappointed. 
But, if you get it right, your conversion rates can 
skyrocket.

Introduction
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The goal of a product detail page is to showcase products in the best possible light and give customers 
all the information they need to make an informed purchase. If they’ve landed on your product page, it’s 
the equivalent of someone walking into a physical store.
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When product detail pages resonate with your 
customers, conversion rates increase. 

When browsers spend more time on your product 
detail page, conversion rates increase. Furthermore, 
you want them to spend long enough on your page to 
make a buying decision. (Purchase probability is at its 
highest after a customer spends 50 seconds or more 
on the page.1) 

When product descriptions, digital assets, navigation, 

and product recommendations give customers 
confidence, conversion rates increase (and so do 
average basket sizes). 

All in all, eCommerce businesses have to strike a 
balance between optimizing for SEO and conversions. 
Think of what Google wants and think about what 
your customers want. It is possible to have great 
SEO, an exceptional customer experience, and high 
conversion rates – if you have outstanding product 
detail pages. PIM can help you achieve that.
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PIM, or Product Information Management, is a centralized system that serves as a product data hub. 
Brands, distributors, manufacturers, and retailers use PIM systems to gather, store, enrich, and directly 
publish their product data across all their sales channels with ease and efficiency.

What is PIM?  1

54321

PIM is inclusive of all areas of product data 
management, such as:

Key product attributes – Size, fit, color, washing 
instructions, SKU number 

• Marketing data – Meta data (SEO) like 
descriptions, keywords, titles

• Technical specs – Measurements, sizing, 
materials used

• Taxonomies – Relationships, categories, product 
tags

• Localized data – Product data in different 
languages, currencies, local sizes and 
measurements 

• Digital assets – Any media format including 
images, videos, sizing charts, animations, etc.

• Sustainability & traceability data – Net 
environmental impact, materials used, resources 
saved, carbon emissions

Pimberly makes it simple to gather all your product 
information – from an unlimited number of data 
sources, external or internal, in any format (text, 
image, video, PDF, animations, audio files, sizing 
charts etc.) All this is then stored, managed, enriched, 
and distributed from one single location. The 
system serves as a single source of truth to ensure 
customers, team members, and suppliers always 
receive totally up-to-date and accurate product 
information (for instance, on your product detail 
pages). 

With a world-class PIM system, you can give your 
customers immersive online experiences they’ll love. 
We make it easy to open new sales channels, enter 
new geographical markets, and overall extend your 
brand reach.
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What is a product detail page? 2
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A product detail page is a dedicated page on an 
eCommerce site with details of a specific product. It 
provides specific information on the product including 
main features and benefits, social proof in the form of 
customer reviews, comparisons with similar products 
and prices. Essentially, it should provide customers 
with all the information they need to make a purchase. 
It should also include the information customers want 
to see, such as user-generated content, and how-to 
videos so they know they’ll be able to get the most 
from their purchase. 

The information on your product detail page should 
address any objections your customers have about 

buying the product and eradicate any hesitation 
they might have about clicking “buy now”. It should 
instantly grab the visitor’s attention and should use 
language they can relate to (this is where it’s useful to 
look at customer reviews to understand the way they 
talk about your products).  

Product detail pages must include digital assets such 
as video and imagery. Good practice would be to offer 
enhanced capabilities like zoom, 360°, and 3D views. 
These are used to replicate the views that a customer 
would get in store – another way to help them decide 
if it’s the right purchase for them. 
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The better and more in-depth data on your product 
detail pages, the higher the conversions. For example, 
listings with the enhanced viewing capabilities 
outlined above can increase conversion rates by up 
to 40%2.  In the current eCommerce environment, 
customers want to get information as quickly as 
possible. This is where a live chat functionality can be 
super handy. It bridges the gap between a physical 
store interaction and eCommece. If customers do 
have any questions, they can be answered on the fly, 
which can lead to conversion rates increasing by up 
to 20%.3

Overall, the purpose of a product page is to get 
people to buy from you, so you should be thinking of 

psychological triggers that will convince customers 
that they must absolutely own what you’re selling. 
Creating a sense or urgency can massively help in 
this respect. For instance, low stock notifications, or a 
countdown timer for same day dispatch. 

You should also be thinking of creating upsell and 
cross-sell opportunities, and position them in a way 
that will give the customer the chance to enjoy their 
online purchase. Think things like “batteries not 
included” and make it easy for them to add some to 
their basket. Alternatively, you could use “you might 
also like” recommendations to showcase higher-
value products to the one they’re looking at to boost 
average order values. 
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The product detail page comes at a crucial part of the 
buyer journey: discovery. Browsers will come across 
images on search then decide whether to visit the 
page – a key stage that will impact your Click-Through 
Rates (CTRs) and conversions. If this is done well and 
customers have all the information they need, they’ll 
be more likely to move on to the conversion stage of 
the buyer journey. 

To optimize for this discovery phase, use all the ‘real 
estate’ available to you on Search Engine Results 
Pages (SERPs) and social media to give browsers a 

clear idea of what to expect if they click through to 
your product detail page. That includes but is not 
limited to:

• Keywords (including longtail & LSI)

• Meta titles

• Meta descriptions

The average eCommerce conversion rate across all 
industries is only 2.68%. This is why it’s so vital to have 
powerful, optimized product detail pages.

The importance of a perfect 
product detail page

3
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Why is it so crucial to develop an amazing product detail page? Well, ultimately, they’re the pages on your 
eCommerce site that lead directly to a transaction. That’s why it’s vital to mirror the in-store experience. A great 
product detail page can create the same experience as picking up a product, taking a look, reading the label, 
asking for more information from a shop assistant, and comparing it to other similar items before deciding to buy.
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The perfect product detail page will vary depending 
on your industry, brand, the product itself, and also 
the device the product detail page is being viewed 
from. But, a variety of key components should be 
included, such as a product description and price, 
imagery, a clear Call to Action (CTA) that sits above 
the fold of the page.. These are the basic elements 
we expect to find on a product page. 

You can take things to the next level with things like 
social proof which we referred to earlier. Previous 
positive customer reviews help browsers form a 
stronger bond with your product, especially when 
you include personal details of the person leaving the 
review, such as size, height, age, and gender. If you 
do this, make sure your privacy policy clearly outlines 
how you’re going to be using this data. 

Taking your product detail page from plain to 
perfect will depend upon the quality, relevance, and 
presentation of these components.

Most eCommerce companies see Amazon as the 
gold standard when it comes to having detailed 
product detail pages. Use an Amazon product 
detail page – like this one for their Echo Dot – as a 
benchmark for all the key components that should  
be included on your product detail pages:

• Price – Include the price, keeping in mind 
different tax laws based on the location of the 
business and/or buyer

• Description – Most product detail pages include 
both a short and extended version to give 
customers the choice of how much information 
they view 

• Images – High-quality product imagery is crucial 
when selling online, so include different viewing 
options, zoom capability, etc. 

• Videos – Video content keeps customers on-
page longer (which is an important SEO ranking 
factor) and also gives viewers an experience 
similar to seeing products in person

• Delivery and returns – 
Showing this information early 
on is crucial to decreasing cart 
abandonment. Be sure to make 
it very clear how customers can 
return products if needed and 
how much delivery will cost

• Delivery date estimator – This 
can reduce cart abandonment 
rates, as customers have 
a better idea of when their 
purchase might arrive

• Stock levels – If an item has 
low stock, adding this information can create a 
sense of urgency

• Sustainability credentials – If your product/
company has specific sustainability credentials, 
or your products have been ethically made, be 
sure to call this out so customers can consider 
that in their purchase decision

• Different product options/recommendations 
– If varieties of the product are available, be sure 
the options are listed (size, color, fit, etc.) You can 
also display related products, like kits or bundles, 
to boost average order values

• Customer reviews – One of the most important 
parts of the product detail page. Showcase 
reviews from past purchasers, and include 
personal detail (e.g. for fashion: height/body 
type, size/color purchased, etc.) to help 
browsers relate to the reviewer. User-generated 
content also contributes towards your site 
authority, improving SEO rankings. 

What does the perfect product 
detail page look like? 

4
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https://pimberly.com/blog/creating-perfect-product-page/
https://www.amazon.co.uk/all-new-echo-dot-4th-generation-smart-speaker-with-alexa-charcoal/dp/B084DWCZXZ/ref=sr_1_1?crid=4B4HWRX8GMCO&keywords=alexa%2Bdevices&qid=1637313375&qsid=261-7257137-9863020&sprefix=alexa%2Caps%2C391&sr=8-1&sres=B084DWCZXZ%2CB08KGV6XTX%2CB07PJV3JPR%2CB084TNK1NL%2CB085M6F3SJ%2CB085G58KWT%2CB084P3KP2R%2CB07PDJ9JFF%2CB07NQCKJSH%2CB07SMN7FYZ%2CB085WTNNDH%2CB0851D6MXY%2CB07SHBW7HG%2CB08MQZYSVC%2CB08C1RR8JM%2CB08XLMT2ZT&th=1
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As the leading experts in the Product Information 
Management (PIM) space, Pimberly has produced 
this comprehensive whitepaper to creating the 
perfect product detail page.

Keep in mind there may be a need for multiple 
product detail page variations for the same product, 
especially if selling across different geographies and 
demographics. These variations may include color, 
size, fit, use case, age, gender, ethnicity, language, 
measurements, and more.

All of this will contribute to the overall product 
experience, which is key in converting browsers to 
buyers. The aim is to deliver the right products, in the 
right format, at the right time.

Read on to learn our top product detail page tips 
and tricks to delight your customers and boost 
conversion rates.

Optimization

It’ll be impossible to generate eCommerce demand 
if nobody is discovering your products online – that’s 
why SEO is crucial when optimizing your product 
detail pages. 

Product detail pages are key in driving organic traffic 
to your eCommerce site, especially if they contain 
keyword-rich descriptions, optimized digital assets, 
and meta titles and descriptions that resonate 
with your audience and their needs. It’s important, 
therefore, to strike a balance between what 
customers need to see and what search engines such 
as Google need to see in order to rank your product 
detail pages higher.

Let’s run through some of the most important 
considerations for good eCommerce SEO4:

• Keywords

• Product descriptions

• Digital assets

• Snippets

• FAQs

• Mobile optimization

• Site structure

• Reviews and user-generated content (UGC)

• Penalty reduction

• Collaboration 

Keywords

Keywords make up the backbone of any solid 
eCommerce SEO strategy. With Pimberly, you can 
easily organize your keywords and ensure they’re 
relevant for each product by connecting to your 
SEO tools such as SEMrush, Ahref, Ubersuggest and 
Google Autocomplete. That optimization – especially 
on your product detail pages – will increase visibility in 
search.

Product descriptions

Reader-friendly, keyword-rich (including longtail and 
LSI), and relevant copy is an important SEO ranking 
factor. The better your product descriptions, the 
longer users will spend on the page – which sends 
positive signals to search engines. 

Digital assets

Managing digital assets across a wide range of 
products and sales channels that have different 
requirements is made simple with Pimberly’s 
integrated DAM. Having proper alt-tags, optimal 
file sizes, and more will ensure you aren’t getting 

Creating the perfect 
product detail page

5
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penalized by Google, and all this is easily managed 
within your PIM.

Snippets

Getting highlighted in a Google snippet – that box of 
text at the top of the SERP that answers your query 
– is the holy grail of SEO: a featured snippet receives 
approximately 8% of all clicks.5 Pimberly stores all 
your keywords, optimized product descriptions, 
images, and videos for each product in snippet-
friendly formats to give you the best chance of 
winning that coveted search real estate.

FAQs

Having an FAQ section benefits you twofold. Firstly, it’s 
a great resource to offer customers who are looking 
for that extra layer of information and reassurance 
before making a purchase. Secondly, it’s a great 
opportunity for you to target more search terms you 
know customers will be looking for, which will in turn 
massively boost your SEO efforts. 

Mobile optimization

Having a website that’s optimized for mobile isn’t just 
important for the user experience – it’s also crucial 
for SEO. Building mobile-friendly product detail 
pages requires written content and digital assets that 
are adjusted for mobile viewing (Pimberly does this 
automatically).

Site structure

When trends change, you may want to switch up 
your website structure. To do this while remaining 
optimized for SEO, using PIM is a 
must. PIM helps you easily gain 
full visibility into all your product 
information, so you can make 
any changes – big or small – to 
product categories or attributes 
that will reflect in real-time.

(Reviews and user-generated 
content UGC)

Google prioritizes product detail 
pages with plenty of high-quality 
reviews: pages that include 
reviews appear in over 57% of 
global searches.6 But showing 
up in search isn’t the only benefit 
of displaying reviews – it also 
makes viewers more likely to 
follow through on a purchase. 

According to Bazaarvoice, the conversion rates of 
product detail pages with reviews are up to 3.5 times 
greater than those with none.7

Penalty reduction

Each penalty you rack up from Google will, of course, 
negatively impact the search engine ranking of your 
product detail pages (and website in general). SEO 
penalties on product detail pages often come from 
inefficient product information management, which 
can lead to:

• Mislabelled images

• Duplicated content, copy and images

• Keyword stuffing 

Because the Pimberly PIM can connect to your 
external SEO tools, you can easily monitor all this and 
create notifications if and when anything needs to be 
amended, rectified or improved. 

Collaboration 

There are plenty of teams that have a hand in creating 
perfect product detail pages – from content to 
marketing to SEO and eCommerce teams. If your 
teams aren’t aligned, inefficiencies and errors will arise 
and cause your product detail pages to underperform. 
Shared access to all product information – via a PIM 
solution like Pimberly – helps all stakeholders work 
smarter (and faster). 

54321

 



13

Whitepaper: Creating the Perfect Product Detail Page

54321

Product descriptions

You spend a lot of time, effort, and resources getting 
browsers to visit your product detail pages. Once they 
arrive there, the product description can make or 
break whether they choose to buy or keep browsing.

Product description best practices

Product descriptions should be, first and foremost, 
completely unique. This is to ensure you’re getting 
the maximum SEO benefit as search engines hate 
unoriginal or duplicated content. While it may be 
tempting to use the descriptions provided by the 
manufacturer or wholesaler (if applicable), your 

competitors will likely do that as well. So, unique is best 
– and aim to be highly informative so the visitor doesn’t 
need to look elsewhere for any details they want.

Your product descriptions should be:

150 words or less (160 for product meta descriptions)

Cover all key features and benefits of the product

Use bullet points that can be easily scanned

Include logos to show accreditations or key benefits

Triple-checked for accuracy

Inclusive of target keywords (LSI, longtail, etc.)

Written in your brand voice, with language that will 
resonate with your target audience and key personas 

Additionally, be sure to include reviews of the same 
product in the description. As we mentioned earlier, 
this can increase conversion rates by up to 350%.8 
Adding personal details – such as size, age, and 
fit, – of the reviewer can help customers relate to 
that person. Here’s a great example from women’s 
clothing brand Aerie:

 

 

A user-friendly size selector can also help browsers find the right size for them. The definitions of small, medium, 
large, etc vary, so give precise measurements.Sizing charts are a great way of enabling your customers to fully 
understand which size will be best for them. A PIM like Pimberly offers an Automated Sizing Chart functionality. 
It uses the product information stored within your platform to automatically create easy to use sizing charts.  
Be sure to factor in the different measurement systems used by audiences in different geographies if you sell 
internationally.

Finally, remember to cater to your different audiences in each variation of the product detail page – by use case, 
age, gender, ethnicity, language, occasion etc. 

https://www.ae.com/us/en/c/aerie/tops/hoodies-sweatshirts/cat7030169?redirectedFrom=pdp
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Digital assets

The digital assets on your product detail pages are, 
in many cases, the most important factor for your 
customers’ purchase decision as it’s often the first thing 
they’ll look at. 60% of consumers say they need to view 
an average of three to four images when shopping 
online – so make them count!9

To create the best product detail page possible, we 
recommend using a mix of image and video. 

Product images

Your images need to give customers a comprehensive 
view of all elements of a product - just like when we 
look at something in a shop. Offer close ups on the 
material, specific product details like the pockets 
of a jacket, the hinge on a door, or the handles on a 
wardrobe. 

If you’re in the fashion and apparel space, you should 
give customers the option to “shop the look” by 

displaying imagery with different outfit combinations. 
Even better, give you customer the ability to switch and 
swap so they can design their very own look, which is a 
great way of increasing basket size and average order 
values. 

For product imagery:

• Include lifestyle shots (imagery or video that 
displays different use-cases for products, 
products in different settings, or clothing on 
different models) – enables browser to create a 
stronger bond with the product 

• Use alt tags – a must for SEO optimization and 
also for accessibility

• Ensure high resolution – ensures all products 
are shown in the best possible light and enables 
customers to zoom in, and see 3D and 360 views 

If you’re selling across different sales channels, such 
as marketplaces, social media platforms, or third-party 
vendors, make sure you’re using the right amount 
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of imagery for each depending on their specific 
requirements. As we mentioned before, it’s also key 
to make sure your images have the correct Alt tags 
(alternative text applied to images that tell search 
engnines what it is so it can be surfaced in SERPs), file 
types and sizes to boost your SEO rankings. 

Product video

Don’t stop at images, though – give visitors a clear 
view of the product in action by using video. Product 
listings with video are 50% more likely to appear in 
search results.10 Plus, video encourages visitors to 
spend longer on the page, increasing the likelihood 
of a sale and boosting your site authority from an SEO 
perspective. One study found that the probability of 
purchase is highest when a person spends around 
50 seconds on the product detail page and video will 
largely help with this11

With the rising popularity of platforms such as TikTok, 
Facebook, and Instagram, this is a medium that needs 

extra special attention. Video is no longer a nice to have 
and, if anything, should be given more attention that 
product images. 

Digital asset best practices

To take your product detail page to the next level, add 
additional capabilities for a better user experience – 
for example: sizing charts or sizing comparison tools. 
Listings with enhanced capabilities like zoom, 360° and 
3D views can also increase conversion rates by 40%, so 
it’s definitely worthwhile including them.

Increasingly, we’re seeing the use of Artificial Reality 
(AR) and Virtual Reality (VR) to help customers visualize 
what products will look like in real life. So whether it’s 
FBX, GLB for web applications gLTF, gLB for android 
and USDZ for iOS devices, all this can be stored and 
managed within your PIM. From a PLM perspective, 
you can also store and manage your Building 
Information Modeling (BIM) files.

Finally, just like with the product description, ensure your digital assets are also catering to your different 
audiences: use case, age, gender, ethnicity, language, etc. Furthermore, the file names should include your target 
keywords to ensure they appear in search results.
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URLs & navigation

The perfect product detail page will sit within a well-
structured site with easy navigation. It should never 
take more than three clicks for a visitor to get to what 
they’re looking for.

To create this user-friendly setup in your product 
detail pages:

• Use well-structured product data and clear 
product categories

• Ensure keywords are included in URLs and 
navigation menus

• Keep URLs unique by including product codes

• ‘Breadcrumb’ your navigation – shows customer 
where they are on the site and gives them the 
option to easily navigate to other sections of your 
site or retrace their steps

Return & delivery information

Delivery, returns, and refunds are some of the most 
important factors for online shoppers. They’re making 
the active choice to purchase a product without seeing 
it in person as they may have done in the store, so 
they’re putting their faith in your brand. 

Information on your delivery and returns processes 
needs to be highlighted early on in the buyer journey 
– aka on the product detail page. List the different 
delivery options you offer, how much each method will 
cost, and how long it will take for the order to arrive.  It 
should also be absolutely clear how customers can 
return any goods that don’t work for them, and the 
returns process itself should be as simple as possible. 
Failing to showcase these details will lead to a higher 
cart abandonment rate:

(Shopping) cart abandonment rate – The rate at which 
visitors ‘abandon’ items in their shopping cart without 
purchasing.1

1100 = Cart Abandonment %

One nice addition that works well for many 
eCommerce businesses is a delivery indicator, 
where the visitor enters their address and is given an 
estimated delivery date. The less uncertainty for the 
customer, the better.]

Creating a sense of urgency

If you’ve ever been shopping online and seen that an 
item you like only has one left, you’ve experienced that 
retailer creating a sense of urgency.

To decrease cart abandonment and encourage visitors 
to complete their purchase, use tactics that add some 
(positive) urgency to the shopping process. These 
could include:

• Countdown banners for promotions 

• Time-limit on a specific discount

• Show how many customers purchased in the last 
24 hours and how many views there have been in 
the last hour etc. 
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• Offer expedited delivery for purchases made 
before a certain deadline

Creating a sense of urgency on your product detail 
pages through tactics such as these can increase 
revenues by as much as 9%, especially around sale 
season.1

Product recommendations 

Adding intelligent product recommendations 
to product detail pages is one way to seize the 
opportunity to cross-sell and upsell. As long as you 
approach this in an informative and personalized way, 
the customer will feel they’re being advised by experts 
rather than sold to.

Some of the things you can recommend include: 

• Essential items ie batteries

• Similar items that have a fasrer lead time

• Higher value products (spend a little more and 
gain extra benefits)

• Top sellers 

• Shop the look

To create this personalized shopping experience, 
connect to AI tools or Google Analytics to gain a 
deeper understanding of your customers’ interests, 
previous buyer and browser history so you can display 

products you know they’ll be interested in. This is not 
only a great way of tailoring the product experience, 
it will also go a long way in helping you increase your 
average basket values

Product recommendations with Pimberly

Pimberly’s PIM allows you to connect AI tools to your 
system, uncovering deeper insights on your customers’ 
shopping preferences. That way, you can recommend 

products that are relevant, 
complement the products 
they’re viewing, or that they’ve 
previously viewed on your site.

It’s also easy to create kits 
and bundles or ‘shop the look’ 
assets (for fashion brands) with 
Pimberly. Use the PIM system 
to build unlimited product 
relationships, maximize your 
sales, and improve your CX. 

Kits & Bundles

Creating kits and bundles is a 
great way of increasing average 
order values, all whilst enabling 
your customers to get the most 
from their purchases. When a 

customer is buying multiple products, there is often the 
complexity of applying different prices and discounts, 
which can be managed within your PIM. 

Marketplaces

To extend the reach of their products, more and more 
eCommerce businesses are expanding their sales to 
marketplaces. While increasing visibility is a big plus, 
you do lose control of what the product detail page 
looks like since it’s determined by the marketplace.

Marketplaces essentially have their own search 
engines, so you need to make sure your data is 
optimized in the right way to ensure you gain maximum 
visibility. Pimberly was designed with this in mind, 
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so you can use lifecycle stages set product data 
requirements that need to be met for each channel 
before product content is distributed. 

If you list on Amazon, there are certain requirements 
you must meet in terms of your product data and 
digital assets to ensure your products are surfaced in 
searches. As an example, you must give details of any 
additional items that are essetial to the function of the 
product. Furthermore, product titles mustn’t exceed 
200 characters (including spaces), and all products 
must be correctly categorized and classified.14

On these third party marketplaces, keep the following 
points in mind for product detail pages:

• Product descriptions – Must have the right 
character count

• Digital assets – Different requirements 
depending on the marketplace (e.g. allowable 
number of images and videos, how they’re 
displayed, ideal file size and name) 

• Product experience – Needs to be consistent, 
regardless of where browsers are buying your 
products 

If this seems like a lot to keep track of (spoiler: it is!), 
using a PIM solution like Pimberly will help. Scoping 
within PIM enables you to determine what information 
is distributed to different marketplaces, so you can 
optimize and meet the different requirements of all 
sales channels to ensure a great shopping experience 
for every customer – regardless of where they see 
your products.
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Baymard, an independent web usability research 
institute, conducted a two-year in-depth study on 
product detail page UX and found that out of the 60 
top-performing eCommerce websites in the US and 
Europe, 82% were either “poor” or “mediocre” in terms of 
performance”

To avoid ending up in this group, use the points in this 
Pimberly guide to create the perfect product detail 
pages. Give visitors everything they need to make 
informed buying decisions. Present your products in 
a way that makes visitors think, “I must own that!”

Remember: Your products are your pride and joy, so 
do them justice by creating product detail pages that 
tell a story, increase conversion rates, and provide an 
outstanding shopping experience.

Summary & conclusion

Create the perfect  
product detail page today

A powerful PIM solution is key to a 
successful eCommerce strategy. Give your 
products the backup they need to perform in 
your online store with Pimberly. Our platform 
will enable you to provide an unrivaled online 
experience for your customers when they’re 
perusing your product detail pages.

To create perfect product detail pages with 
PIM, there’s only one thing left to do: Book 
your personalized demo

Book your personalized Pimberly demo.

54321

 

https://pimberly.com/book-a-demo/
https://pimberly.com/book-a-demo/
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Pimberly  is a powerful cloud-based SaaS PIM (Product Information 
Management) platform that synchronizes all aspects of product data and 
digital asset management processes. We help  businesses around the 
world manage their product information more efficiently.  

Pimberly  enables businesses to create amazing online experiences across multiple sales channels and 
regions. With richer, differentiated product descriptions, you can drive better demand generation and 
speed your time to market.   

About Pimberly

54321
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Appendix

54321

Examples of great product detail pages from our customers

 

 

Company: Arthouse
Our favorite part: Wallpaper calculator

https://www.arthouse.com/products/miami-tropics-navy#featured_detail_1
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Company: Bombinate
Our favorite part: Sense of urgency, product recommendations

https://bombinate.com/shop/nooma/vulcano-black-looi-coffee-table/2000001001213120348
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Company: Gill Fishing
Our favorite part: Imagery of the product in action, detailed product description

 

 

https://www.gillfishing.com/womens-active-jacket-1/#tab-description
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Company: Ellis Brigham
Our favorite part: Size guide, delivery & returns information

 

https://www.ellis-brigham.com/vans-encore-pro-women-s-snowboard-boots-2022-821106?___store=eb_en
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Company: FurnitureBox
Our favorite part: Clear navigation, details/features

 

 

https://www.furniturebox.co.uk/leonardo-4-glass-and-chrome-metal-dining-table/
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Company: Sproutl
Our favorite part: Planting instructions, detailed delivery information

 

 

 

 

https://www.sproutl.com/
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About Pimberly

Pimberly, a modern SaaS-based Product 
Information Management (PIM) solution, 
is a PIM/DAM hybrid designed to handle 
all kinds of product data. Founded in 2016, 
Pimberly was created to empower brands 
that sell online to excel no matter what 
changes occur in the greater e-commerce 
landscape. 

What sets Pimberly apart is its holistic 
approach, combining the functionalities of 
both PIM and Digital Asset Management 
(DAM) systems, supplemented by the 
prowess of built-in Artificial Intelligence 
(AI) and comprehensive automation 
capabilities. Our comprehensive solution 
not only simplifies the management of 
product information but also propels 
businesses towards more efficiency and 
market responsiveness.

Hybrid PIM/DAM Solution

Pimberly’s hybrid nature addresses a 
prevalent challenge in eCommerce: 
the seamless integration of product 
information with relevant digital assets. 
Legacy systems often treat product data 
and digital assets as distinct entities, 
leading to siloed ‘islands of information’ 
and disjointed workflows. Pimberly, 
however, unifies these elements within a 
single, intuitive platform. This integration 
enables businesses to effortlessly 
link high-quality images, videos, and 
documents directly to their corresponding 
product listings. This unified approach 
streamlines internal processes and 
also makes sure that customers always 
have a pleasant and informative online 
shopping experience - a key factor driving 
engagement and conversions.

Built-in Artificial Intelligence

At the core of Pimberly’s innovation is its 
leveraging of AI technology, designed to 
automate and enhance various aspects 
of product information management. Our 
AI capabilities extend from the automatic 
creation of alluring product descriptions 

all the way to image recognition for easy 
product tagging. 

These features significantly reduce the 
manual effort required in managing 
extensive product catalogs, allowing 
businesses to focus on larger strategies 
rather than tedious, repetitive tasks. 
Pimberly’s AI-driven tools provide 
brands with consistency and accuracy 
across product listings, a vital aspect in 
maintaining customer trust.

Automation Capabilities

Automation is another fundamental part of 
Pimberly’s solution. It is used in every facet 
of the platform’s operations. Pimberly 
automates all workflows involving product 
data - from imports and validation to 
the syndication of product information 
across sales channels and marketplaces. 
This automation extends to customizing 
product information for different regions 
you sell in, automating the translation 
and localization process to cater to global 
audiences. Pimberly accelerates time-
to-market by drastically reducing the 
potential for human error. Our PIM ensures 
customers always have access to the most 
current and accurate product information.

The platform’s flexible (and scalable) 
architecture supports businesses at 
every growth stage. Whether you’re a 
startup venturing into online sales or 
a multinational corporation managing 
thousands of SKUs across various markets, 
Pimberly scales to meet the evolving 
needs of its users. Pimberly’s cloud-
based nature offers reliability and agility 
simultaneously. We enable our customers 
to expand their product offerings and enter 
new markets with ease.

Pimberly’s modern PIM solution represents 
a paradigm shift in how businesses 
manage and leverage product information 
for online success. Its innovative blend of 
PIM and DAM functionalities, enriched with 
AI and automation, offers an unparalleled 
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platform for brands looking to streamline 
their operations and enhance the customer 
experience. With Pimberly, companies can 
look forward to navigating the complexities 
of online retail with greater agility, efficiency, 
and confidence.

Learn more in our other whitepapers you 
can access by scanning the QR codes 
below!

The Ultimate Guide to 
Automating Product Data 

(Spec) Sheets)
The Business Case for PIM

How to Evaluate 
Next-Generation DAMs

The Ultimate Guide to SEO for 
eCommerce
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