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Overall Performance
187439

Ads Reach

3712
Website Clicks

2.07%
Click Through Rate

$0.37
Cost Per Click

$71
Cost Per Sale

$10
Cost Per 1000 Reach

198
Add To Cart

76
Checkout Initiated

20
Total Purchases

$2166
Revenue from Ads

$1608
Ads Spent
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Clicks to Purchase Performance
From total clicks 5% users add products into cart which
are 198 users.
From total clicks 2% filled details and intitated checkout
which are 76 users.
From total clicks  0.54% users only made purchase from
our store which are 20 orders.

Insight
Performance

Cart to Purchase Performance
From total cart users, 38% have filled the details and intiated checkout of products.
From total checkout page users, 26% users only purchase our products.
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FB/Insta Posts Performance

9
Total Posts

9791
FB Posts Reach

105
Likes Reactions

419
Posts Clicks

7150
Insta Posts Reach
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Ads Campaign Details

FB - BOTW

Campaign Name

Google - Shopping

Ads Reach Clicks Conversions Ads Spent

12,657

160040

14,742

FB - Catalogue ads

172

3109

331

1

16

3

$139

$1283

$174

Campaign Performance
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Ads Campaign Details

Facebook Ads

Campaign Name Add to Cart Checkout
Intiated Purchase Cost Per

Sale

163

35Google Ads

62

14

17

3

$84

$58

User Engagement Performance



This month, Let's focus on users who are doing add-to-cart and
checkout initiated but didn't make any online orders. We have a

total of 178 users who left from add to cart without buying products.
  

  To increase cart to conversion percentage, I feel we should
implement the below features and changes to our online store.

Changes
Online Store
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Cart Recovery App
As per our insights, we have only 23% of users who bought a product after filling in

all the details on the checkout page. To increase the checkout to purchase ratio, we

have to install a cart recovery app and setup a dynamic email template to send

users automatically. If we add a 5%-10% discount coupon code, that will be great.

Pls, let me know.  



Online Store Changes
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Product Page changes

As per insights we have 178 users who have not purchased after doing add-to-cart

product. I feel we should clarify our terms & condition on the product page itself.

Like, our delivery options, delivery charges, payment methods, discount if any

(BOTW), Return policy, refund policy, etc... I have attached a few product page

screenshots for reference. We shall discuss this in further detail.
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FB/Insta -
Remarketing

From existing ads users on
our website, I will retarget
them through pixel code
and show our 20% extra

BOTW offer ads.

FB/Insta - Brand
Audience

Planning to run ads for
specific brand audience. I
will do audience research
and find out which brand

has more reach in
FB/Insta ads.

Current Strategy
The current ads campaign will remain the same

and planning to start below 3 ad campaigns

this month. I will reduce the current campaign

budget and divide it into a new campaign.

Google - Brand
Search

I will do keyword research
and find out which brand has
more potential in search ads.

Planning to run ads for
specific brand search terms. 

Ads Strategies
Next Month
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Thank you!


