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Device Effectiveness (Average Order Value)
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Which device is 
generating your revenue 
and a higher Average 
order value?  

Where the green bar is 
higher than the blue bar!

Start here if you see this 
shape OR a larger gap over 
time
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Device -Average Order Value
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Device – Average Order Value & Items per Transaction

Device - Items per Transaction
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What can Average 
order value tell 
you? What your 
free shipping 
threshold be.

Determine which 
device can you use 
bundles on to increase 
basket value.
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Calculating your Average Order Value (AoV) in Google Analytics

Take the revenue and 
divide this by the 
number of transactions

TOP TIP: Always look 
at average order value 
by device to 
understand behaviour.
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Finding your overall Average Order Value (AoV) in Google Analytics

If you have Ecommerce in 
Google Analytics this 
information is automatically 
calculated for you
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Average order value (AoV) must be higher 
than your cost per acquisition (CPA)


Average 
order value 
mistakes
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4
Top tips to

to analysing your
Average Order 
Value (AoV)
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What is Average Order Value vs Product mix?
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To analyse your 
Average Order Value 
and reach the right 
audience and price 
point, map your items 
per basket against 
average order value
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Mega spenders due to lots of items
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Identify your "Mega 
spenders" who spend a 
lot and also purchase a 
large number of items. 
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High value item buyers

D
es

kt
o

p

0%

100%

200%

300%

400%

Low Average Order Value

-100% -50% 0% 50% 100%

High spend with few items

Lo
w

 it
em

s 
p

er
 b

as
ke

t

High Average Order Value
H

ig
h

 it
em

s 
p

er
 b

as
ke

t

10 7.5 5 2.5 1
£10

£30

£50

£70

£90

Find your "High value 
buyers" who spend a 
lot on very few items.
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Discount people looking for a deal
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Reveal your "Discount 
people" looking for a 
deal, who purchase low 
priced and few items.
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People looking for samples and giveaways
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Discover your "People 
looking for samples 
and giveaways" who 
spend very little on a 
lot of items.
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What channel should I reach by audience based on purchase behaviour?
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Add in channel by 
device to understand 
acquisition behaviour 
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Too much 

Just want to know where 
to focus next?

DATA?

Get in touch 

To see how we can help you 
translate your data into 
marketing friendly actions
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▸ ben@wearecrank.com 

▸ peter@wearecrank.com  

▸ wearecrank.com 

▸ @wearecrank
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