


PRODUCT ANALYTICS AND REPORTING

What we’ll cover:

● Syncing your COGS in Glew for product costs and profitability analysis

● Product KPIs in Glew by SKU, category, vendor and more - what should you be 

tracking?

● Product segments - pre-built and creating your own

● How to use product tags to get more granular insights on product 

performance

● Finding the products that help you acquire and retain high-value customers



THE IMPORTANCE OF PRODUCT ANALYTICS

What product data can tell you:

● Identify customer behavior trends - what products drive high conversion rates, 

repeat purchases, LTV, AOV, bundling?

● Identify customer characteristics - what products do high-spending customers 

buy vs. discount shoppers?

● Track hot and cold products to better manage inventory and cash flow

● Use data to develop product strategy that drives customers to take specific 

actions - buy more frequently, spend more, etc.



COST MANAGER

● COGS sync automatically 

from most ecommerce 

platforms

● You can also update COGS 

via CSV import or manual 

update on the SKU level

● Allows us to calculate 

product profit, margin



PRODUCT KPIs

● KPIs on SKU level: revenue, 

orders, refunds, profit, margin, 

LTV and more

● Data sorting and filtering

● Create and save custom product 

segments



PRODUCT KPIs



INVENTORY KPIs

● KPIs on SKU level: revenue, 

orders, refunds, profit, margin, 

LTV and more

● Data sorting and filtering

● Create and save custom product 

segments



PRODUCT TAGS

● KPIs by product tag

● Useful for reporting on a

product 

collection/category level

● Example: tees, pants, 

accessories, new arrivals, 

Spring/Summer 2020

● See purchasing customers 

by product tags



PRODUCT SEGMENTS

● Pre-built product segments

● Performance-based (high 

volume, high margin, most 

profitable)

● Behavior-based (most 

bundled, most reordered, 

most refunded, most 

abandoned)

● Top sellers by channel



FINDING YOUR HIGH-VALUE PRODUCTS

● Finding the products that 

help you drive acquisition 

and retention

● Acquisition > 

high-converting products

● Retention > high-LTV 

products



Products via Customer Segments

● Answering questions such 

as: “What products are my 

Most Profitable Customers 

buying”? 

● “What products are my 

one time customers 

purchasing?” 



Using Customer Tags to Highlight Products

● Using customer 

tags/groups to isolate first 

time buyers of specific 

products to see LTV, and 

additional KPIS around that 

cohort.



Using Campaigns to Identify Product Sales

● Using this filter you can 

isolate customer on the 

last click campaign level, 

this allows you to see if 

they are indeed buying the 

product you are 

advertising or not.



FAQS AND RESOURCES

Where to find them:

✅ FAQs: https://glew.io/faqs

✅ Webinars: https://glew.io/webinars

✅ Videos: https://glew.io/videos/

✅ In-app documentation: Hover over tooltips in 
the app for more information

✅ Look out for ongoing communication: 
Monthly newsletters and webinars, bi-weekly 
training

Have a question? Here are your options:

1) In-app documentation

2) FAQs

3) support@glew.io

https://glew.io/faqs
https://glew.io/webinars
https://glew.io/videos/


FAQS AND RESOURCES

QUESTIONS?


