
17 Data Deep Cuts
How to use your brand’s data to keep a pulse on your 

business, make smarter business decisions, and 
increase conversions, retention, and revenue.
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A Look Ahead

Introduction

You’ve probably heard the saying: Work smarter, not harder. 



So, how do you work smarter? Harness your brand's data. By leveraging your 
analytics, you can make better, more informed decisions about your business and 
directly increase conversions, improve retention, and drive revenue.



Stick with us. We’re breaking down how to do just that. 


We asked for deep cuts, and we got them. 


Tydo’s platform combines your Shopify store data with the most important tools and 
channels into a single home for your store’s analytics. 



We chatted with 20 of our tech and agency partners to find the most critical (and 
most neglected) data points in their verticals. Read on for advanced analytics 
around customer experience, conversions, engagement, fulfillment, retention, and 
more.  


Before we go deep, let’s hit the basics.



When we say basics, we mean the essentials. At Tydo, we’re focused on providing 
data reports, visualizations, and insights to help you optimize your store (all for free).

http://tydo.com


Successful brands keep a constant pulse on 
these metrics. 

You can access the following mission-critical metrics 
using Tydo.



Key performance metrics:�
� Total sale�
� Total spen�
� User�
� Conversion rat�
� AOV



Sales data: Know where your dollars come from�
� Compare your sales over any time frame�
� Map your highest-performing products to your 

sales—by units or by dollar�
� Understand the percentage of first-time and 

repeat orders driving sales 



Site performance: Discover who is coming to your 
site and if they are converting. You can see whether 
there are big dips in performance, possibly flagging 
an issue like a broken app in your tech store.�
� User�
� Order�
� Conversion rate 

Channel Efficiency: Confirm that your ad spend is 
moving the needle. See which channels drive 
conversions, and which platform gives you the 
biggest bang for your buck.�
� Ad spend (total and per-channel�
� Conversion by mediu�
� Channel performance: ROAS, CPA, and attributed 

sales  


Master the essentials, then go deeper.

As you keep a pulse on your essential metrics, use 
the expert advice throughout this book to glean 
deeper insights and fine tune your efforts. 



Cheers to better, data-backed decisions!






Kate Cassidy

Partner Marketing Manager
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Top metric for cart-less checkout:

Channel 
conversion rate
Your content is your commerce. Understand what channels 
drive engagement and impressions. Study top of funnel 
channels driving traffic, and more importantly, how those 
channels result in actual sales conversions.

Customer Experience
Keep an eye on:


Online/offline crossover

Most merchants treat online and offline sales as different worlds. Identify where 
overlaps occur. That will illuminate your most loyal customers. A customer who 
shops online and also visits your retail store or popup, or scans your QR codes, is 
more than a customer. They're likely an untapped brand influencer in the making.



The data take:


Great data tells you about the future, not only the past.

Data has historically helped merchants understand the where, when and how—but 
we're entering an era where data shows us the why. Understanding why people buy 
will give merchants a competitive edge as content, technology and privacy laws 
continue to evolve.  


Your action plan:


Empower your customers.

Customers are the lifeblood of your business. The more you make them a part of 
your brand journey, the more they’ll stand by your side. Allowing your customers to 
participate in product decisions or take equity in your brand as ambassadors can 
result in an enormous ROI. 



Boost Inc.

Boost is infrastructure for distributed commerce. Boost generates transactional tags 
that turn your media, products, customers, and conversations into instant and cart-
less checkouts. Turn the world into your store, instead of trying to get the world to 
your store.



withboost.com
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https://www.tydo.com/product-overview/glossary#content_8_detail
http://withboost.com


“TikTok presents a massive opportunity to find 
new customers and scale—but it’s not a set and 
forget it platform.  
We found success expanding beyond our historic top performing 
products (on platforms like Meta). Activating an entirely new persona on 
TikTok allowed us to decrease CPA by 111% and increase ROI. Our 
lesson? Test a variety of personas, creative, and audiences. Doing this 
took us from spending $0 to 6 figures a month on TikTok.”


Jeremy Fenderson 
Director of Client Strategy

Expert Advice
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Keep an eye on:


Customer lifetime value 

Consumers want to know that brands are thinking about sustainability and taking 
action. By meeting consumer needs, merchants can show that they're actively 
taking a stance, resulting in loyalty and growth.



The data take:


It’s not just good for the planet, it’s good for business.

Keep a pulse on the metrics above to better understand your carbon footprint and 
make a difference—in the world and for your business. Make optimizations (or offset 
purchases) to counteract your footprint. Then, share your actions with customers to 
build loyalty. 


Your action plan:


Show you care.

Leverage sustainability as a way to drive engagement, increase cart conversion, and 
foster loyalty. Show consumers that you care and capture new audiences and 
improve loyalty among existing customers. 



EcoCart

EcoCart is a sustainability solution that calculates ecommerce brands' ecological 
footprints through machine-learning and then enables them or their customers to 
offset the emissions of their orders through front-end experiences.



Top brands using EcoCart: 




Ecocart.io 


Carbon offset
Top metric for sustainability:

Merchants with a sustainability strategy should focus on 
their carbon offset. Reducing their ecological footprint is the 
clearest measure of their sustainability strategy's success.

Customer Experience
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https://www.google.com/url?q=https://ecocart.io/?utm_source%3Dtydo%26utm_medium%3Dpartner%26utm_term%3D%26utm_content%3D%26utm_campaign%3Ddatadeepcuts&sa=D&source=docs&ust=1657216811356378&usg=AOvVaw1REP7annCXipCQH-bwT1Xc
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Cart spend and 
AOV
When it comes to gift card orders and gift card recipients, 
monitor cart spend and AOV. Recipients often spend more 
than the gift card value.


Top metric for digital gifting:

Keep an eye on:


Retention rates with gift card purchases over key sales periods

Look at retention rates, especially as it relates to gift cards and gift subscriptions. 
83% of consumers reported previously trying a brand before receiving a gift card for 
that store, per a recent survey. That’s a readymade retention opportunity. 



The data take: 


If you plan beyond the point of purchase, you’ll see great long-term 

returns. 

Improve the gifting experience with enhanced gift cards that go beyond the basics. 
Try gifting subscriptions, and look at what options you can give customers. Do you 
cater to different budgets and different levels of product knowledge? How are you 
promoting gifting options?



Once you nail down your digital gifting experience, ask yourself�
� What's the AOV for gift card orders? Try testing gifting add-ons and different 

budget options to see if there's improvement.�
� What's your cart spend from gift card recipients?�
� Are there patterns related to the gift card value redeemed, or in the products 

typically purchased?�
� Look at your retention plan for gift orders. It shouldn’t be the same as a regular 

customer since their path to purchase is different. Look at how you can lift 
retention rates for gift buyers and recipients. 

Customer Experience
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https://govalo.com/blogs/govalo-blog/are-gift-cards-good-for-my-business-facts-benefits-and-faqs
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Your action plan:


Evaluate your current gift strategy.

Try different strategies to recommend products to gift card recipients who might be 
familiar with your store already. See if you can boost cart spend when they redeem 
their gift card. Or, test post-purchase engagement and incentives with gift buyers 
and recipients to see what brings each audience back for their  next purchase.  



Govalo

Govalo is a digital gifting solution for Shopify that empowers merchants to offer the 
features and products their customers want when shopping for gifts. Merchants can 
design enhanced gift cards, create real gift subscription experiences with Govalo’s 
integration partners, add giftable products, and manage a store credit program—all 
in one easy-to-use app.



Important note: There are two customers involved in the gifting process—double 
the retention opportunities and double the data to collect! 
 


Top brands using Govalo: 


govalo.com
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http://govalo.com


Conversion and Optimization
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Keep an eye on:


Customer experience

Many brands fail to focus on the metrics that help drive retention and customer 
experience. Shipping time or customer support response times can help improve 
retention and lead to stronger customer advocacy. Automation helps to surface 
priority tickets or flag shipping and fraud issues faster.



The data take:


Iterate. Then iterate again.

Find ways to be more efficient with your team’s time. Do more with less. Automation 
is one way to maintain customer experience and team productivity without having to 
hire extra hands. This is especially critical during the holiday season. 


Your action plan:


Streamline operations.

Use automation to sync data, surface customer needs, or help speed up shipping 
and logistics. The possibilities are endless.



Alloy Automation

Alloy Automation is the integration & automation platform for ecommerce. Connect 
data & actions across 180+ ecommerce platforms, ERP, marketing, & fulfillment 
apps. Brands use Alloy to connect and empower their tech stack. SaaS companies 
use Alloy to add dozens of integrations to their platform automatically.



Top brands using Alloy Automation: 


Integrations and 
automation
Integrating technologies and automating manual tasks saves 
time—giving your team more time to focus on revenue-
driving activities. 

Top tip for efficiency:

runalloy.com
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http://runalloy.com


Conversion and Optimization
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Keep an eye on:


Impact-focused emails

Whether it’s through your welcome, announcement, cart abandonment, or re-
engagement emails, brands can and should highlight their social impact efforts in 
email campaigns to create a more engaging customer experience that will drive more 
conversions.



The data take:


Impact-focused emails have higher conversions.

Align your values with your customers to create high-performing campaigns that 
increase conversions and boost revenue. Understand what causes matter most to your 
customers and refine targets for cause-affinity to create more engaging customer 
experiences. 


Your action plan:


Re-engage customers with personalized data.

Send customers emails that remind them to support their favorite cause—by making a 
repeat purchase—with ShoppingGives.



Use a personalized parameter, linked to a pre-selected URL promoting the specific 
cause. The customer can shop your website as usual, with their favorite cause pre-set. 



Email  
conversion rate
Email campaigns generate $38 for every $1 spent.  
When it comes to conversions, your email marketing ROI is 
hard to beat. 

Top metric for social impact marketing:
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ShoppingGives

ShoppingGives is the all-in-one social impact solution for ecommerce, omnichannel retailers, and 
direct-to-consumer brands to help them enable purchases with impact while doing well for their 
business. Through native integrations and customizable giving solutions, ShoppingGives helps 
brands of all sizes create more engaging and authentic customer experiences while boosting 
business metrics like average order value, conversion rate, customer loyalty, and lifetime value.



Top brands using ShoppingGives: 





shoppinggives.com

It’s never too late to get started on your social impact journey! 
Socially conscious consumers are increasingly making purchasing 
decisions based on their values and are even willing to spend 
more if they know that their purchase will benefit a good cause. 
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Keep an eye on:


Key performance metrics

Take a look at: Source traffic, conversion and traffic volume, cart abandonment 
metrics, AOV per segment and channel, pages traveled per visitor session, and 
average time on site. 



The data take:


Know your numbers, optimize your site experience.

Keep a pulse on key metrics to make more impactful A/B testing decisions and 
optimize your site experience for each visitor group. For example, knowing the AOV 
of your email visitors can help you decide if you want to set an order minimum in 
order to receive an offer. 


Your action plan:

Use banners to target order amounts in order to get visitors to the next cart 
threshold. Look at how many pages your average visitor travels to onsite (look at 
mobile and desktop separately) and set up an exit offer to fire after (or while) those 
pages are visited. 

Conversion and Optimization

Onsite 
conversions
Looking to improve site experience. Watch these data points�
� Sessions to conversions: To understand what type of 

pop-up flows to implemen�
� Time on site: To create more effective timer�
� AOV per segment: To see where coupon codes are used 

and to understand where different segments stack u�
� Desktop vs. mobile behavior: To see where most of your 

sales come from

Top metric for better site experiences:

11
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Justuno

Justuno is the premiere onsite conversion optimization platform with personalized 
messaging, AI-powered product recommendations, and advanced visitor intelligence 
technology to help businesses turn visitors into customers. With over 11 years of 
experience serving more than 20,000 customers, Justuno empowers brands and 
agencies alike to create better website experiences through personalized touchpoints, 
comprehensive analytics, robust traffic segmentation, and more.



Top brands using Justuno: 

justuno.com
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http://justuno.com


Expert Advice
“To improve engagement, optimize for the 
challenges of your site’s specific visitors.  
Brands seeing the most success constantly talk to their ideal 
customers and turn those learnings into optimizations that iterate 
their way to higher conversions and revenue.”


Jon MacDonald 
Founder, President 
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http://carthook.com


http://tapcart.com






https://www.google.com/url?q=https://glood.ai/?utm_source%3Dpartner%26utm_medium%3Debook%26utm_campaign%3Dtydo&sa=D&source=docs&ust=1657216811343281&usg=AOvVaw0juHoe9kETkoffI8GDh7tZ






http://junip.co




http://brij.it




http://ShipBob.com




http://wonderment.com


http://socialsnowball.io






http://getrepeat.io






http://smartrr.com






http://smile.io
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