
“The ability for a VTO to become not just an engagement tool, but actually to 
take on an advisory role as well was interesting. Not only did it curate a large 
catalog down to something more manageable, but it showed me frames that I 
wouldn’t have thought to try out based on product photos alone, and they 
actually turned out looking great.”


Sheri Kruzel, Lead Product Manager

Case study

Ace & Tate is an Amsterdam-based eyewear retailer with over 70 physical stores 
across Europe along with an eCommerce website to deliver a unified customer 
experience across all touchpoints. Ace & Tate celebrates bold views by 
collaborating with and supporting creative, forward-thinking individuals. With a 
focus on responsible and conscious actions, the brand is on a mission to 
become an engine for positive change in the industry.

Goals “Since my first week at Ace & 
Tate, it’s been a dream of mine to 
be able to deliver a fit online 
that’s every bit as good as we’re 
able to do in the store.”


Sheri Kruzel, Lead Product Manager

 Increased customer trust and satisfaction in the purchas

 Help customers find good fitting frame

 Improve customer trust in their purchasing decisio

 Remove the need for a customer to make an additional 

trip to a store for adjustments

Skepticism of Virtual Try-On from 
past experiences

Ace & Tate first implemented a Home Try-On (HTO) for 

customers shopping online, in which multiple frames are 

shipped to a customer to find a proper fit, offering an 

experience that is similar to an in-store retail journey. In 

order to increase engagement online, Ace & Tate also tried 

implementing Ditto’s Virtual Try-On (VTO). Unfortunately, 

they were unable to conclusively show a lift in conversion 

from this technology.

Moving Beyond a Virtual Try-On

While the Ace & Tate team initially found Topology when 

looking at a range of Virtual Try-On technologies, what really 

drove their decision to switch was Topology’s other 

capabilities. Like with other eyewear e-tailers, a significant 

percent of Home Try-Ons do not lead to customers 

selecting a pair of frames, due to the frames not fitting their 

faces, which in turn causes a significant percent of Home 

Try-Ons do not lead to customers selecting a pair of frames, 

due to the frames not fitting their faces. Additionally, a 

significant number of final sales are returned, because there 

is no way to take precise optical measurements like Seg 

Height, and because the frames are not adjusted to a 

customer’s face for optimal comfort.


By collecting 3D scans of customers’ faces, Topology can 

provide Ace and Tate with complete lens measurements for 

each order, everything from PD to seg height to wrap angle, 

completely remotely and more precisely than most 

opticians in-store. These measurements will enable Ace & 

Tate to edge and mount lenses on frames with more 

A More Accurate Virtual Try-On

Topology’s Virtual Try-On differs from other technologies 

because of the millimeter-precision of its 3D modeling. The 

industry-leading fitting algorithm physically models where a 

frame is placed on the face, and filters out frames that 

wouldn’t look right or feel comfortable.

“The reality is, Home Try-On is still where we get most of our 

sales,” said Sheri Kruzel, Lead Product Manager at Ace & 

Tate. “While I admit it’s neat to see yourself online, I think it’s 

been hard for customers to know historically if you can trust 

a VTO.  I’ve personally been shown multiple sizes of the 

same style on my face, but I know for a fact that the small fits 

me while the large doesn’t.” 

precision, ultimately leading to better vision for their 

customers. In fact, the measurements are now so precise, 

Ace & Tate is exploring the opportunity to offer varifocal 

lenses online, which were previously only sold in store.


Then, with every order that is placed, Topology can 

automatically generate a personalized adjustment guide for 

that specific order, which will allow Ace & Tate to pre-adjust 

a frame before shipping it to the customer.  “Since my first 

week at Ace & Tate, it’s been a dream of mine to be able to 

deliver a fit online that’s every bit as good as we’re able to 

do in the store,” Kruzel said. Currently, customers often need 

to bring their glasses into a store for further adjustments, and 

many simply choose to return glasses that would have fit 

fine, had they been adjusted by an optician. “While a 

reduction in the overall return rate is great for profitability, 

this will ultimately translate to higher customer satisfaction, 

which is the most important consideration for any change to 

our customer experience.”
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