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● Bart van de Casteel
● Over 10 year online marketing experience
● SEA Marketeer @ Bax Music since 2015
● Happy father of 2 daughters

Intro



● Founded in 2003
● Over 450 employees
● 5 stores
● 8 countries
● Revenue > 120 million euros

Bax Music 



“Achieving sales is not difficult, improving profitability is the challenge”



1. EMPOMK - > POAS
2. Conversion value
3. Loyal customers

Challenges



Analysis



Analysis



Steps



1: Connect data



Total Revenue from order

2: Calculate Margins

- VAT
- Total purchasing cost order
- Shipping Costs
- Payment Costs
- Returns
+ Kickbacks

Gross Margin
- Advertising Costs

EMPOMK -> POAS



3: Group Products



4: Optimize targets



4: Optimize targets



● Increase in profitable orders
● Insights how to increase margin and revenue
● Insights in Cross-sell and Upsell

Results



Optimize Pricing

What’s next?

Benchmark  Product Price

group 1: -15 tot -7.5%
group 2: -7.5 tot -1%
group 3: -1 tm 1%
group 4: 1 tm 7.5%
group 5: 7.5 tm 15%



Optimize Pricing

What’s next?



Optimize Pricing

What’s next?



Customer Match API

What’s next?



Optimize for Customer Lifetime Value

What’s next?



• Set the right KPI’s
• Connect data you need
• Create a Single Source of Truth
• Test and Learn, trial and error mindset

Key Takeaways



Want to know more?

linkedin.com/in/bartvandecasteel


