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EXECUTIVE SUMMARY

Business Problem

The GMV YoY dropped 15,6%
The AOV YoY dropped -13,1%
The Transactiions YoY dropped -2,6%
The ABS YoY dropped -7,32%

Business Objective Recommendation

Create bundling and cross
selling scheme that combined
with vouchers

Re-evaluate again about
product sales based on
products items to improve our
GMV at least can reach the
same revenue as 2021



E-COMMERCEU BUSINESS PERFORMANCE TREND

Sales trend over time

Starting from 2019-2021, the sales
are highly increase. But, in 2022
the sales have dropped.

The Sales increased by 92,5% in
2021 and decreased to -15,6% in
2022



CUSTOMER CLUSTER OVERVIEW

Cluster GMV Pareto
Champions

Potential Loyalist

Highly valuable and loyal
customers with high purchase
frequency and monetary

Moderate purchase frequency
and monetary value that
potential for becoming loyal
customers

1650 Users (28,04% of user base) 

Recency    : 188 days
Frequency: 4 times
Monetary  : 42,85 B

2413 Users (41,6% of user base) 

Recency    : 305 days
Frequency: 2 times
Monetary  : 10,36 B

Most are male
Most live in South Jakarta
used a virtual account for payment
Most didn't used any vouchers

Most are female
Most live in Tangerang
used a virtual account for payment
Most used delivery fee discounts

We focus on Champions and Potential Loyalists
Customer Segments that give the top 2 huge

GMV contributor



ROOT CAUSE ANALYSIS

Why does the 
E-commerceU
GMV decrease

by 15,6% in
2022?

 Lower Customer
Spending

Decreasing
Average Order

Value
Customers choose the

low price product

Decreasing average
basket size

Slight decreasing of
total transaction 

Decreasing the
conversion rate

Only 59% of user registered
that loyal and active

transaction

-3,7%  -->  -13,1%

-0,02%  -->  -7,32%

There aren't sales
strategy like

bundling products
and cross-selling 

Conduct
Market Basket

Analysis 

8,14%  -->  4,64%

100,6%  -->  -2,6%

Decreasing User
Registered

-0,65%  -->  -44%



E-COMMERCEU BUSINESS PERFORMANCE TREND

Product GMV Pareto

There are 22 products
that give 80% GMV in
2022

*This pareto was create based on top 2 customer cluster



E-COMMERCEU BUSINESS PERFORMANCE TREND

Sales Growth per Product Based on The Pareto

2021 to 2022 products growth,
only 4 of 22 products in
Pareto that have positive
growth

*This chart was create based on product GMV pareto and top 2 customer cluster



Apriori Model

Product Categories
Same Categories (Bundling)

Different Categories (Cross Selling)

Pareto

VV
No Discount

VX
Discount

XV
Free Shipping

XX
Cashback

CONSIDERATIONS AND
RECOMMENDATION REASONS



THANK YOU!



Pareto Product
That has been 
increased in GMV
(2022 - 2023)

Pareto Product
That has been 
decreased in GMV
(2022 - 2023)

Does not included 
in Pareto ProductLink Spreadsheets

Appendix

Link Colab

https://docs.google.com/spreadsheets/d/10J4SiiQGLbVOGoGFa7x0CD2dEGBKnesV/edit?usp=sharing&ouid=104314095751244271352&rtpof=true&sd=true
https://colab.research.google.com/drive/1Ly7Y24fWkUrW-voGMCi4KYEaWFRFOuEt?usp=drive_link


MARKET BASKET ANALYSIS

Product 1 Product 2 Support Confidence Lift Product 1 Product 2 Support Confidence Lift
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Electronics B Hobbies B Cross Selling Pareto Pareto Free Shipping

Electronics B Hobbies C Cross Selling Pareto Pareto Free Shipping

Electronics B Hobbies A Cross Selling Pareto Pareto No Discount

Shoes F Sport Equipment E Cross Selling Pareto No Pareto Free Shipping

Shoes F Sport Equipment F Cross Selling Pareto No Pareto Cashback

Groceries G Hobbies A Cross Selling No Pareto Pareto Cashback

Groceries B Shoes F Cross Selling No Pareto Pareto Cashback

Health & Beauty A Hobbies A Cross Selling No Pareto Pareto Free Shipping

Shoes B Hobbies B Bundling No Pareto Pareto No Discount

Groceries I Health&Beauty B Cross Selling No Pareto No Pareto Cashback

Clothing I Stationery F Cross Selling No Pareto No Pareto Discount

Electronics F Sport Equipment D Cross Selling No Pareto No Pareto Cashback

RECOMMENDATION OUTPUT

*12 examples of 31 bundling/cross selling products

Product X Product V Type Sales Pareto X Pareto V Voucher Recommendation
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