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Overview

What is the quick formula for calculating average order valu

Average order value measures the average amount of money each customer spends per transaction. It applies to e-commerce stores, brick-and-mortar retail,
SaaS (average deal size), and any business that processes orders. Formula: AOV = Total Revenue / Total Number of Orders Example: E-commerce store (
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STEPS 1- 2

What is the average order value, and why measure
i

Average order value reveals how much revenue you extract from each
transaction. It complements conversion rate and customer count as a lever for
revenue growth. Revenue Formula: Revenue = (Customers x Conversion

Rate) x AOV Increasing AOV is often more efficient than acquiring new
customers.

How do you calculate average order value step by
s

Step 1: Define the time period Choose a consistent measurement window:
Daily: Useful for flash sales and promotional events (reveals spikes) Weekly:
Spot short-term trends and day-of-week patterns Monthly: Standard for most

businesses; easiest to compare month-over-month Quarterly/Annual: Best for
s
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STEPS 3 - 4

How to count orders and segment AOV
effectively?

Which tools help calculate average order value?

Defining an order An order is a completed transaction. It includes: A single
product purchase Multiple products in one checkout Partial refunds (still count
as 1order, use net value) An order does not include: Abandoned carts Failed
transactions Cancelled orders before fulfilment Segmentation exam

Shopify Analytics: Built-in AOV reporting by channel, product, and time period.
Google Analytics 4: E-commerce reports show AOV (Revenue / Transactions).

WooCommerce + Google Analytics: Requires enhanced e-commerce tracking
setup.
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STEPS 5 -6

What are common mistakes in calculating AOV?

Mistake 1: Counting items instead of orders AQV is revenue divided by orders,
not by items. An order containing 3 products at Rs 500 each is 1 order worth
Rs 1,500, not 3 orders of Rs 500. Incorrect: 5 items sold for Rs 2,500 = 5
orders x Rs 500 = Rs 500 AOV Correct: 1order with 5 items = Rs 2,500

How can you increase AOV without hurting
conversio

Strategy 1: Bundling for upsell Create product bundles offering a small
discount compared to buying individually. Indian brands like Mamaearth and
mCaffeine use bundling to push AOV from Rs 500 to Rs 800+. Example: "Hair

Shampoo (Rs 300) + Conditioner (Rs 300) = Rs 550 as a bundle (8%
discount).
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STEPS 7 - 8

What are the average order value benchmarks for

Conclusion
In

These benchmarks reflect typical AOV ranges for Indian D2C and e-commerce
businesses as of March 2026: Industry / Category Typical AOV Range (INR) number of orders. Segment AOV by traffic source, device, and customer type
Notes Fashion and Apparel Rs 1,200-2,500 Lower for fast-fashion, higher for

to identify high-value segments. Increase AOV through bundling (37%
ethnic/premium wear Electronics Rs 5,000-15,000 Accessories lower (Rs 500- improvement), free shipping thresholds above current AOV (38%
2,0

improvement), tiered d

Average order value (AOV) is calculated by dividing total revenue by the

upGrowth Digital



Ready to Take Action?

Get expert guidance tailored to your business goals.

upgrowth.in/lead-generation-services/
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