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ABOUT THE 

2MARKET PROJECT

The analysis project aimed to 
understand customer demographics,  
purchase behaviour ,  product popularity 
and marketing channel effectiveness to 
enhance marketing strategies and 
increase sales.



PROJECT TIMELINE

Presentation and 
Sharing

Statistical Analysis 
MsExcel and SQL 

Dashboard design

Data cleaning

Project Initiation



DATA CLEANING

Ensure data accuracy,  completeness,  
consistency,  and readiness for 
analysis .

Purpuse

Steps

Details in the PDF Report Appendix 3 and 4.

• Missing Values Check
• Duplicate Data Check
• Standardization of Formats and name labels
• Outlier Detection and Treatment
• Data Accuracy and Validity

Assumptions

• All  customers have unique IDs.
• Potential  duplicates assumed to be system -generated 

rather than manual entry errors .
• Salary entries below $20,000 assumed to be annual salary
• Customer ages displayed as of 2024





Outlier values

Excluded in Tableau

Sales and Product type outliers 
are included in Tableau



1 Intended Audience:

DASHBOARD DESIGN

2

• Marketing executives
• Product managers
• Senior management.

• Customer demographics 
     (age,  income, marital  status,  education)
• Product categories and sales volumes
• Marketing channel effectiveness 

(Twitter,  Instagram, etc.)

Metrics chosen:



DASHBOARD LAYOUT

• Control Panel: 
⚬ Located on the left side it  includes accessibil ity 

info,  a summary,  f i lters,  export options and an 
information button 

• Navigation Panel: 
⚬ Located on the top right side for switching 

between demographics,  sales,  and marketing 
insights.

• Key Metrics Displayed: 
⚬ Sales trends, product popularity ,  demographic 

distributions,  and marketing channel 
performance.





• Filters and highlights: 
⚬ Located on the control panel
⚬ Changes the visualisation views by selecting 

different periods,  product categories,  and 
geographic locations and more. 

• Drill-down Capabilities: 
⚬ The map functions as a location dri l l  of  the other 

visualisations on the dashboard.
• Tooltips: 

⚬ Hover over data points for additional context 
and details .

DASHBOARD INTERACTIVITY



• High-Contrast Colors: 
⚬  Ensures readabil ity and accessibil ity for users 

          with visual impairments.
• Visualisation description:

⚬ Activate using ctrl+E
• Text Alternatives: 

⚬ Descriptions and alt  text for visual elements.
• Keyboard Navigation: 

⚬ Supports users who navigate via keyboard.
• Screen Reader Compatibility: 

⚬ Ensures the dashboard can be used effectively by individuals 
with disabil it ies.  Activate using ctrl+window sign+enter

DASHBOARD ACCESSIBILITY
WEB CONTENT ACCESSIBILITY GUIDELINES (WCAG) 2.1. 





39% of customers are married

50%

DEMOGRAPHICS

of customers have 
undergraduate level of 
education

Spain has the highest 
customer volume

PATTERNS, TRENDS, INSIGHTS





Sales and customer numbers per geographic location



Focus on Spain



38% Sales come from married 
customers

51% Sales come from customers 
with undergraduate level of 
education

Sales trends are declining

SALES

PATTERNS, TRENDS, INSIGHTS





Alcohol

Meat

Focus on 2014



Focus on Spain





Alcohol

Meat



MARKETING

Twitter has the highest number of conversions

Every advert channel leads to increased 
average sales

On average, returning customers show higher 
average sales both in-store and online

PATTERNS, TRENDS, INSIGHTS





Focus on Discount above 10



Summary of Key Insights



RECOMMENDATIONS

Targeted 
Marketing 
Campaigns

01
Enhanced 

Advertising 
Strategy

02

Product Line 
Optimization

03
Customer 
Retention 
Programs

04
Data-Driven 

Decision 
Making

05

Appendix 10 in PDF report



THANK'S FOR 

WATCHING
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