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Which products deserve our attention?
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From data to decisions - still a gap

Views

Etc..
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“What should we
actually do?”
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Data is mostly useful if it drives a clear next step

A framework for action

v’ Select metrics that make
an impact

v" Align to business goals
(eg. growth, retention,
efficiency)

v What would action look
like?

Adobe

Drawing inspiration from the Growth Share Matrix
Developed in the early 70s — prior to "big data”
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Bringing data to life in Adobe Analytics

Let’s see which products to grow, maintain, or phase out
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Let’s measure business impact with a framework

®  Which products drive revenue efficiently?
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Create a table with the metrics needed

a Online Revenue a Online Orders € Cart Additions / Product Views

Day T $269 457 868 51,4%

Page:1/1 Rows: 400 1-30 of 30 Jun30 outof $269457  jyn 1y Jun30 outof868  jung Jun 30 out of 51.4%

1. Jun1,2025 $11904 4,4% 43 50% 49,5%

2. Jun2,2025 $17677 6,6% 42 48% 52)%

3. Jun 3,2025 $10 444 39% 36 41% 55,5%

4. Jun 4,2025 $12814 48% 42 48% 512%

5. Jun5,2025 $14852 55% 57 6,6% 49,6%

6. Jun 6,2025 514762 55% 45 52% 471%

7. Jun7,2025 $9100 34% 33 38% 53,4%

8. Jun 8,2025 SN721 43% 38 44% 50,4%

9. Jun9,2025 $9373 3,5% 31 36% 56,3%

10. Jun10,2025 $8290 31% 31 36% 49,4%
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Add the product dimension
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Throw the scatter plot above the table
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You'll get this

Adobe

@ Which products drive revenue efficiently?
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Create the framework...

7% Volume Drivers: Low Revenue, High

©  Which products drive revenue efficiently?
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...and turn it into action
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Why it’s powerful
o Tells a clear, visual story
Product performance map

9 Easy to reuse, scale, and adapt
e Increase revenue with smarter decisions
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