
The Home Goods
E-Commerce Checklist



Overview

Built for the ecommerce home goods industry, these checklists will walk 
you through expert tips on how to take action on your analytics to 

maximize profitability.



Personas

GOAL
Grow the value of the 
brand’s top persona

Identify the top personas for 
your brand, and how their 
purchasing behaviors differ

Discover key attributes, 
lifetime revenue, average order 
value, and core demographics 
of your top personas

See which products each 
persona is most likely, and 
least likely, to purchase



Analysis  

Personas Summary x Product Affinity
Use Decile’s Personas Summary to 
identify your brand’s unique 
personas in minutes and understand 
which products they favor.



Personas
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Tailor product categories and 
PDPs based on the persona 
preferences

Enhance content and creative 
align with the unique needs and 
behaviors of the persona 
attributes within the bounds of the 
brand’s overall messaging



Hero Products

GOAL
Increase cohort value

Determine which acquisition 
product(s) have the highest 
retention & lifetime value

Identify products that drive 
valuable, long-term  customers



Analysis  

First Purchase Report

Use Decile’s First Purchase reports to explore 
post- acquisition purchase behaviors and  how 
your product mix changes over time. Discover 
products generating the highest value customers, 
understand which products are driving repeat 
business, and examine incremental revenue. 



Leverage Product Badges on your 
site where hero products are most 
visible, eg. “Best Seller,” “Most 
Popular,” etc.

Feature hero product(s) with 
strong LTV & repurchase rates in 
prospecting campaigns. 

Personalize your drip campaigns 
for hero products to drive 
subscribers that have not 
converted.
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Product Analysis

GOAL
Increase units sold by 
customer and category

Identify products that are not 
leading to repurchase or have 
declined in sales over time

Discover which products have 
been the most consistent in 
profitability since launch



Analysis  

Product Metrics

Use Decile’s Comparative Analytics report to 
uncover the categories associated with each 
persona, and the length of time to purchase 
between large items vs. everyday items.



Adjust products featured across 
campaigns by purchase funnel 
(prospecting vs retention)

Sunset products that no longer lead 
to profitability or customer retention 
by offering them at discounts

Product Analysis
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Seasonality

GOAL
Increase seasonal revenue

Uncover when the influx of 
seasonal purchases begin

Identify SKU’s that convert 
higher LTV customers



Analysis  

Product Sales 

Use Decile’s Sales - Product reports to 
understand how share of revenue changes 
seasonally for varying products or product 
categories.



Align product inventory with 
expected customer behaviors

Leverage product affinity by persona 
to identify products to highlight in 
your promo calendar, paying 
attention to AOV’s that align with 
each persona’s seasonal purchases

Onboard personas as custom seed 
lists to create lookalikes. Feed to 
platforms and personalize discovery 
campaigns

Seasonality
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Benchmarking

Wondering how you stack up against your peers? We’ve compiled some 
metrics to help you benchmark against.

These are averages and thresholds based on a sampling of Decile clients in the home goods 
industry. Thresholds represent high and low ends of the spectrum.



Repurchase Rate

Average
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Retention Rate

Average
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LTV:CAC Ratio

Average
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Frequency

Average
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First Order Payback Rate

Average
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New v. Repeat Customers

Average Thresholds
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54% New v. 46% Repeat



Case Study

Porcelanosa increased the average LTV using Decile’s AI-generated 
personas



?

Business Question

With homeowners returning back to the new norm post-covid, Porcelanosa saw a 
decline in average LTV. There was desire for a better understanding of current 

customers and how to market to them. With increasing acquisition costs, it was 
especially important to narrow in on a qualified audience to optimize spend.



The ResultThe Solution

Decile created four AI-generated 
personas using traits from top 
customers. Personas were 
utilized during their semi-annual 
sales, and during evergreen 
marketing efforts to improve the 
quality of leads.

22%
Increase in LTV compared to 
the year prior



To learn more about Decile, visit us at decile.com

Book a Demo

https://decile.com/contact-us/
https://decile.com/contact-us/

