


Integration Jam



Building the Shopify 
Connector: A Case Study 
in App Store Culture
How we published and scaled a strategic connector 
using only dev tools available for external developers

Speaker: Sylvain Gourvil, Head of EcoSystem, Quable



Why We Built This ?

3 Business Goals:

Acquisition — Self-service 
activation/demo in minutes

Retention — Reduce churn with 
native integration

Best-in-class — Most complete 
Shopify connector

Context end of 2022 :

Shopify (Plus) growth in mid-market / 
Enterprise was massive

Competitors already had connectors

Decision
o We should be a connector-as-a-

service provider, not a custom 
integration agency.

o "Eat your own dog food"



Publisher Mindset:
Proactive upgrades — not waiting for 
customer requests
New capabilities available before 
customers ask
Continuous product development, 
not project-based
Documentation & User support 
directly in the PIM, by the dedicated 
team

Connector Capabilities
Multi-shop, Multi-market
Multi-locale, Multi-Currency
Locations & Inventory management
Products, Variants, Assets (images, 
videos, PDFs, Youtube ...)
Links & Metaobjects
SEO

What It Does & How We Maintain It



Real-Time Synchronization
Simplified Data Flow

Action in 
PIM/DAM
CRUD — single 
or bulk

Webhook 
events 
triggered

Connector 
receives 
notification (K 
/ second)

Filtering

Asking Shopify 
& PIM to 
prepare data

Content 
pushed to 
Shopify (within 
seconds)

No cron jobs. No scheduling. Live sync & resilient by 
design



Demo





Proven at Scale



Proven at Scale
Remember the business goals ...



So Why Am I Telling You This?

- The model works great

- We designed technically this service 
exactly as you would have or will.

- Partner apps are already participating in 
daily demonstrations.

If we can do it, you can do it.



Join Us

Tomorrow 11:30
Dev Tools & SDK deep dive 
session

Sandbox available
Request access anytime

Support
We help you build your first 
app

Thank you

Sylvain Gourvil, Head of EcoSystem, Quable
sylvain.gourvil@quable.com

linkedin.com/in/sylvaingourvil



A personalized experience  
with Raptor and Actito
integration

Speaker: Hussein Ali Hameed, Solution Architect, Raptor



A personalized experience
- Raptor x Actito integration

• Dynamic and personalized recommendations 

• Trigger (automations/signals) 

• Data sync between both systems

o CDP audience

o Persondata

o Interaction data

o Productfeed data



Dynamic

As behavior changes, so does 
the content and products of 

the e-mail

Customizable solution

Triggers for every touchpoint 
in the customer journey



Raptor product recommendations 
in Actito





Validate



Validate



Personalized 
recommendations 
based on individual 
behaviour
(online/offline)



Personalized 
recommendations 
based on individual 
behaviour
(online/offline)



Backfilling in all 
recommendations 
strategies – no 
customer activity last 
30/60 days



Default recommendations vs advanced settings 

• Default settings based on best practices (tested by Raptor over the years)

• Based on visit events

• Backfilling based on category and brand level

• "Advanced" settings can easily be set (save and live few minutes after)

• Change between visit and buy

• Changed the look-back period from 7 to 14 or 30 days

• Backfilling settings can be changed to most popular, more focused on either category and 

brand

• Change the personalization weight



Advanced

Tweaks in modules can 
be made (SSO)

Validate







Combine CDP Audiences 
with recommendations in Actito



The Raptor CDP

Ingest Unify Activate

Behavioral

Transactional

DMP

CRM

Devices

Website/DXP

In-store

E-mail

Mobile/App

Ads

Raptor CDP





CDP audience 
combined 
with recommendations 



CDP audience 
combined 
with recommendations 

Use the gamification from 
Qualifio with the 
personalization in the 
same e-mail



Visit Product

Add to Favorites

Add to Basket

Buy

Trigger Funnel
1. Category Interest

2.  Brand Interest

3. Product Interest

4. Price Drop Product Interest

5. Back in Stock Product Interest

6. Campaign Product Interest

7. Abandoned Favorites

8. Price Drop Favorites

9. Back In Stock Favorites

10.  Campaign Favorites

11.  Abandoned Basket

12. Price Drop Basket

13.  Campaign Basket

14. After sales



Signals in Actito (Price drop trigger example)

Signals sent from 
Raptor with 
productinformation

Example:
Customers have seen 
same product 3 times and 
not bought it

Products drops with 10% 
and customers gets 
notified in an e-mail with 
the exact product and  the 
new price



Join Us

Thank you
For demo requests, please reach out.

Tomorrow 10:00
Raptor in the age of AI agents 
An ambassadors perspective with Adrian Kaule

Hussein Ali Hameed, Solution Architect 
Raptor Services

Mail: hah@raptor.dk





Native connector to cover every step of your customers' journey

Acquisition Qualification

(Re)Conversion



Website

QR code in shop

QR at an event

Facebook

Instagram

TikTok

Partnership

Webshoop

Acquisition of new leads



60% of consumers prefer engaging with a 
brand’s that collects zero-party data due to 
increased trust.
58% of companies leveraging customer data see

substantial improvements in loyalty and 

retention rates

80% of business leaders report that customers

spend an average of 34% more when provided

with personalized shopping experiences

Tailored recommendations thanks to Quable PIM 

integration

Twilio Segment, The State of Personalization Report 2024

Get to know your audience



Progressively and smoothly qualify your audience

Improve the customer experience by prefilling the data 

you already have about them

Don’t rush your qualification: only ask data you don’t

have yet at each step of the journey

1st participation

2nd participation 
prefilled

2nd participation with hidden
fields



Create your question in Qualifio and 
link each answer to a mapping 

variable

Map each variable to its matching segment in Actito

Get to know your audience thanks to the automation



Conversion of a qualified audience

Using gamified experiences increases 
the redemption rate of your vouchers 
by up to 300% compared to static offers.
A gift card obtained through a game-
based campaign leads to an increase of 
13% in basket value.
Better control over your promotion 
costs.
Frenchbee created a Valentine’s Day 
contest in just a few hours, using pre-
built templates, which generated 11,000 
new qualified leads and €150,000 in 
revenue.



Automatized conversion of your audience

A behavior is detected by Actito and/or Raptor
o High interest for a certain product
o Email and/or purchase inactivity
o Hasn’t converted yet



Drive the loyalty among your audience

Welcome email 

New level unlocked 

Reward available 

Inactivity detected

New contest/game



Thank you for 
your time!
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