
CHALLENGE 

Make the fitting room 

a place people want 

to visit, while using 

customer interactions 

to gather actionable 

consumer data 

SOLUTION 

The Interactive Kiosk, 

an engaging way to 

let shoppers request 

additional sizes and 

styles from within 

the fitting room.

BENEFITS

•  Increase customer 
interactions

•  Improve data 
and analytics 

•  Easily scalable for 

enterprise roll out

Interactive Fitting Room

OVERVIEW 

In an online-first world, the way customers shop is constantly evolv-

ing. Most brick-and-mortar stores are full of gaps that make it hard 

to connect the digital and physical worlds of enterprise retail. 

The fitting room is a place of frustration for shoppers and an un-

taped resource for data collection.

Retailers risk loosing business to the titans of e-commerce if they 

fail to address the digital demands of: 

•  TECH-SAVVY CONSUMERS: Modern shoppers anticipate a 

friction-free personalized in-store experience 

•  MODERN STORE ASSOCIATES: Today’s workforce demands 

digital tools that allow them to engage consumers in more 

meaningful ways

•  DATA-DRIVEN DECISION MAKERS: Management can use data 

to better reach customers and compete more effectively across 

channels

SOLUTION

Aila is enhancing the in-store shopping experience, and empowering enterprise 
retailers with a platform to better serve and connect with customers

HOW WE HELP

Aila’s Interactive Kiosk provides a simple, user-friendly 

way to engage with shoppers inside the fitting room and 

quickly get them the styles and sizes they want

Elevating customer experience at the point of decision



Associates can 

• Easily respond to customer requests

• Offer personalized product recommendations

•  Check inventory

• Accept payments

Shoppers can

•  See additional sizes and styles 

•  Browse suggested items 

•  Request new items

•  Receive real time inventory information 

•  Call for assistance 

•  See a running cart total 

Store Managers can

•  Analyze shopper behavior 

•  Gather real-time insights into store performance

•   Learn what customers like 

•   Learn what customers are leaving behind

•  Track dwell time in the fitting room

•  Assess associate productivity 

•  Monitor inventory 

• Manage kiosks  

•  Generate reports on key metrics   

HOW IT WORKS  

Modern retailers need innovative ways of elevating the 

in-store experience to keep customers coming back to 

brick-and-mortar.  An interactive fitting room is a ho-

listic approach to bridge the physical / digital divide 

and create an  enticing customer experience. Retail-

ers are able to capture a 360-degree view of in-store 

shopping behavior.
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IN THE FITTING ROOM

ON THE SALES FLOOR

BEHIND THE SCENES
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WATCH  

a demo of Aila’s 

Interactive 

Fitting Room in 

American Eagle

ABOUT AILA’S FITTING ROOM SOLUTION  

Aila’s intuitive scanning technology has driven notable improve-

ments in American Eagle’s customer engagement. After launch-

ing in major markets such as Boston, New York, San Francisco, 

and Las Vegas, the solution is expanding to new locations across 

the United States.

Crave Retail and Aila Technologies have partnered to elevate the 

try-on experience. Now, all retailers can deploy cost-effective, 

scalable technology solutions to make clothes shopping in 

physical stores more enjoyable. EXPLORE: ailatech.com

BENEFITS 

Inside the fitting room, Ailas’ iPad-based interactive kiosk gives 

shoppers endless opportunities to find their perfect fit.

On the sales floor, associates are empowered with leading edge  

tools that allow them to engage with customers in more mean-

ingful ways.

Behind the scenes, upper level management gathers actionable 

data points on popular products and shopping behavior. By an-

alyzing customer behavior in the Interactive Fitting Room, re-

tailers can glean a plethora of actionable insights. 

“By partnering with Aila 

Technologies, we’ve 

been able to provide an 

enhanced experience, 

while empowering our 

store associates to 

better serve and connect 

with our customers.”

— DAVE REPP, CTO, AMERICAN 
 EAGLE OUTFITTERS


