
 Analytical 
Assessment and 
Performance 
Enhancement in 
Digital Marketing



Task 1: Data Collection and 
Preparation



MOST VISITED PAGE BETWEEN (JAN 1 2025 TO 
MARCH 31 2025)

Home Page Views: 201,069 (24.35%)



MOST FREQUENT EVENT OCCURRING (JAN 1 2025 TO 
MARCH 31 2025)

Most frequent event occurring:page_view,825,645(25.84%)



LEAST FREQUENT EVENT OCCURRING (JAN 1 2025 TO 
MARCH 31 2025)

Least frequent event occurring: Errors,Event count-45(<0.01%)



FUNNEL DATA CREATION (MARCH 1 2025 TO MARCH 31 
2025) 



 DROPOUT RATE FUNNEL EXPLANATION (MARCH 1 2025 
TO MARCH 31 2025) 

Screen/Page view 52,163 

View Item 23,962 45.94%

Add to cart 3,400 6.52%

Payment 1,672 3.21%

Purchase 733 1.41%

Funnel Stages Total Users  Dropout Rate



SUGGESTIONS TO IMPROVE:
1.Improve Product Pages: The sharp drop between “View Item” and 
“Add to Cart” shows users are not convinced to add products. This could 
be due to unclear product descriptions, lack of reviews, or poor visuals. 
Add high-quality images, detailed descriptions, and user reviews. 
Include videos or 360-degree views where applicable.
2.Streamline Checkout Process:Nearly 56% drop after payment 
indicates cart abandonment or checkout friction.Simplify checkout with 
fewer steps, offer guest checkout, and ensure mobile optimization.
3.Add Exit-Intent Offers:Use exit-intent popups with discount codes to 
reduce dropout during checkout.Trigger a popup offering 10% off when 
users attempt to leave the cart or payment page.
4. Personalize Homepage Content: Use dynamic content based on user 
behavior (e.g., show products based on past views or geographic 
preferences).



AUDIENCE INSIGHTS (DEMOGRAPHICS AND INTEREST)



Demographic:Gender



Demographic:Country



Demographic:Town/City



Demographic:Language



Demographic:Interests



Demographics:
● Age: A largest known group is 18-24 then followed by 

25-34,then 35-44,45-54,55-64 and 65+
● Gender: Male users are slightly more than female users.
● Country: The major users come from United 

States,India,Canada and China
● Town/City: Major users are from Aspen,New York,Mountain 

View,San francisco.
● Language:Major Audience speaks English, Chinese and 

Spanish.
Interests:
 Users are interested in many of things like 
Technology/Technophiles, Banking & Finance/Avid Investors, 
Lifestyles & Hobbies/Shutterbugs,News & Politics/Avid News 
Readers/Avid Business News Readers,Travel/Travel Buffs.



 Task 2: Sales Analysis 



ANALYZE SALES PATTERNS (JAN 1 2025 TO MARCH 
31 2025) 



 Total item purchased-36,399          Average Order Value = Total Revenue/Items 
                                                            Purchased= $444,145.03/36399= $12.202
Total revenue- $444,145.03          



E-Commerce Purchases Visualization



TOP 3 BEST PERFORMING PRODUCT (JAN 1 2025 TO 
MARCH 31 2025)

 Top performing product according to revenue generated in the said time period:
1. Google cloud brick puzzle set
2. Super G Timbuk2 Spire Jet Backpack
3. Super G Marine Layer Banks Hoodie



Three Worst Performing Products(JAN 1 2025 TO MARCH 
31 2025)

Worst performing product according to revenue generated in the said time period:
1. AGN Carry-All Tote
2. AGN Classic Tee
3. AGN Classic Zip Hoodie



STRATEGY TO IMPROVE THE SALES OF 
POOR-PERFORMING  PRODUCT 
AGN Carry-All Tote:

● Update product photography with lifestyle shots (e.g., people using the tote in travel, 
office, gym scenarios).

● Emphasize versatility and capacity in product description.
● Add short customer testimonial clips or quotes.
● Use comparisons: “Lighter than traditional totes” or “Holds 30% more.”
● On the product page, add a short video showing someone packing for a weekend 

using the tote. Highlight its capacity, compartments, and portability.
AGN Classic Tee & AGN Zip Hoodie:
● Offer as part of a “Google Basics Pack” bundle with a slight discount.
● Introduce Buy 2 Get 1 Free or tiered discounts to increase volume.
● Launch limited-time bundles with best-sellers like the Hoodie + Puzzle Set.
● Bundle AGN Classic Tee + Super G Hoodie + Cap at 15% off. Market it as 

“Weekend Ready Pack – Save on Style.”



Improve Visibility Through Cross-Selling and Recommendations:
● Add these items in “You Might Also Like” carousels on high-traffic product 

pages (e.g., the Backpack or Puzzle Set).
● Use post-purchase email flows to promote underperformers to buyers of 

related products.
● Example: A customer who buys the Timbuk2 Backpack receives an email:

“Looking for more gear? Our AGN Tote fits right in – carry everything in style. 
10% off for the next 24 hours!

Refine Product Page SEO & On-site Search:
● Optimize product titles and meta descriptions with high-volume keywords 

like “durable tote bag,” “tech travel hoodie,” or “everyday essentials tee.”
● Improve internal site search tagging (ensure tags like “casual,” “travel,” and 

“Google merch” are linked to these items).



 Task 3: Identification of 
Underperforming Products



UNDERPERFORMING PRODUCT (JAN 1 2025 TO 
MARCH 31 2025) 



WEEK BY WEEK BREAKDOWN OF UNDERPERFORMING 
PRODUCT (FEB 24 2025 TO MARCH 2 2025)

 These 5 products have high number of add to cart items but the purchase are very 
low in between 24 Feb to 2 March.  



MARCH 3 2025 TO MARCH 9 2025

These 5 products have high number of add to cart items but the purchase are very 
low in between 3 March to 9 March. 



MARCH 10 2025 TO MARCH 16 2025

 These 5 products have high number of add to cart items but the purchase are very 
low in between 10 March to 16 March. 



17 MARCH 2025 TO 23 MARCH 2025

These 5 products have high number of add to cart items but the purchase are very low 
in between 17 March to 23 March. 



24 MARCH 2025 TO 30 MARCH 2025

 These 5 products have high number of add to cart items but the purchase are very 
low in between 24  March to 30 March



SUGGESTIONS TO IMPROVE UNDERPERFORMING 
PRODUCT
1. Optimize Product Pages for Conversion

● Improve Trust Elements: Add customer reviews and ratings,Include “Trusted by” 
badges (e.g., “Used by 1,000+ customers”),Offer a clear return and refund policy near 
the “Buy Now” button.

● Enhance Visual Appeal: Use high-quality lifestyle images showing the product in 
real-use scenarios.Add video demonstrations highlighting features, use cases, and 
quality.

● Clarify Product Value: Use bold bullet points to show unique features. Show a 
comparison chart (e.g., “Better than competitors in X, Y, Z”).

2. Incentivize Final Purchase
● Cart Abandonment Emails: Set up automated emails for users who added the product 

but didn’t buy within 24 hours. Include a personalized discount (e.g., 10%) or free 
shipping in the email.

● Exit-Intent Popups:If users attempt to leave the checkout page, trigger a popup 
like:“Still thinking it over? Get 10% off – today only!”



3. Bundle and Cross-Sell
● Product Bundling: Combine underperformers with top-sellers.

Example: “Weekend Essentials Pack” — includes AGN Tee, Hoodie, and Puzzle Set 
with 15% off.

● Complete the Look” Recommendations:Show underperforming items as 
complementary to best-sellers (e.g., below the Backpack page, recommend the 
AGN Tote as a matching add-on).

4. Streamline Checkout Experience

● Reduce Checkout Steps: Offer guest checkout, one-click payment options, and 
mobile-friendly forms.

● Display Delivery Dates Clearly: Add “Estimated Delivery Date” and shipping 
options early in checkout to build confidence.

5.  Engagement and Feedback Collection

● Customer Surveys: Use post-purchase surveys or website pop-ups to gather 
feedback about why a product may not be appealing.

●  Regular Reviews: Establish a routine weekly review of underperforming product 
performance. 



THANK YOU


