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As an individual faces an overwhelming abundance of 
gift options, there is no structured gift-selection guide 

which increases time consumption and 
inefficiency.






Choose the gift you really 
want, stress-free





Gift Idea

Generation

Algorithm



Filtering off

Consumer

Peferences



Personalized

Gift Ideas.

One at a time.
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Autographed 
Guy Lafleur...
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Sony 
WH-1000XM5
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AROME Large 
Travel Duffel...
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Squeeze Water 
Sports...
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Multiple Profiles Collections



UI/UX

Introducing

Alex Lian









Market Analysis
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2.14 billion shoppers
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Market Analysis

Canadian Online Gift Purchasing Users: 27 millio�
� Millennials: 7.56 million (28%�
� Gen X: 6.75 million (25%)

Serviceable Available Market



Market Analysis

Canadian University Online Gift Purchasing User�
� Students: 1.12 million 

Serviceable Obtainable Market



Initial Target Market



Canadian High School

&


University Students



6.8M 1.35M
Students across Canada Online Gen-Z Shoppers





High Option Variety

High Personalized 
Search Engine


Low Personalized 
Search Engine
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Low Option Variety
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Go-To-Market Strategy
Engagement





Sr. BA

Introducing

Jegor Petrov





Monetization



Affiliate Links
1%-20% of purchase price 

depending on product category


Barrier-less revenue from 
consumer

Facilitated by Amazon’s 
infrastructure





Marketing Initiatives







4 Cities
In-person Marketing Campaigns

150 Sign ups
From 3 day “SiftBox” Campaign

900+
Followers Reached Organically (Past 90 Days)







Results



Results

556
Sign-ups



Results



Results

51
Beta Users



Results



Results

58
Sessions



Results



Results

$1.80
Revenue





Sr. Dev

Introducing

Grady Palfrey



Backend

Scikit

Frontend

User


Authentication



Backend

Scikit

Frontend

User


Authentication



Next Steps

Product

Suggestions: More options, more 
personal


UI/UX: Overhaul to make it more 
polished

Algorithm: optimize, increase 
smoothness between transitions 

and different pages

Business

Userbase: Acquire at least 100 users in 3 
other university campuses by Sept. 2023

Platform: Move to either Etsy or Ebay in 
addition to Amazon by July 2023

Profitability: Increase monetization 
possibilities through covert ad 

placements





Introducing

Team Sift





Aaron Chen
PM

Alex Lian
UI/UX

Jegor Petrov
Sr. BA

Thomas Huang
BA

Beatrice Setiawan
BA

Cynthia Choi
BA

Grady Palfrey
Sr. Dev

Matthew MacEachern
Dev

David Courtis
Dev

Yves Alikalfic
Dev
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Appendix
Cost Breakdown

Total Budget: $1250

Experiment: $500

Giveaways: $200

Scavenger Hunt: $100

Paid Ads: $200

Ambassador Program: $100

Development & Testing: $150



Appendix
Experiment Results



Appendix
Affiliate Link Dashboard (Proof of Concept)



Appendix
Key Details

Recommendation System

User Based Filterin�
� Clusters similar recipient profile�
� K-Means and K-Modes

Collaborative Filterin�
� Product-User matrix to find similar swipe 

historie�
� K-Nearest-Neighbours

User 1

P
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P
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User 2

User 3

User 4

User 5

?



Appendix
Evaluating Threats Rationale

Medium

High Low

Low

Low

Elfster focuses more on wishlists in which consumers are able 
to share their lists to other people. They partnered with 
Amazon, Nordstrom, and Fanatics. However, their business 
model is completely different as our idea highlights one 
product at a time (swipe-based) with very limited filters 
catered to the customer


Giftgen has filters (age, gender, and interests) and provides a 
long list of gift ideas alongside where to find them. However, 
their low quality website and filters have hindered traffic, 
making it easier for Sift to transition users


Gifty has a gallery-based function that displays 
their gift options. However, their filters and options 
are extremely limited and most products are 
generic and low-quality They also have captured 
limited market share.


DrawNames.Ca has the same business model as 
Elfster (Secret-Santa specific). However, our main 
concern is the amount of traffic and traction they 
have. Nevertheless, we are basing our app off idea 
generation rather than wishlists


Amazon has a gift list section in their website with 
an overwhelming selection of products. However, 
they have significant brand awareness which 
poses a threat upon transitioning users into using 
Sift




Appendix
Marketing Funnel

Total Reach: 3000

Downloads: 400

Purchase through affiliate 
link: 20

13.3%

5%



Appendix
Key Details

Generating Affiliate Codes

https://amazon.ca/dp/ ?tag=<ASIN> <STOREID>



Appendix
Marketing Timeline

Marketing

Social Media

Marketing

NOV 2022 JAN 2023DEC 2022 FEB 2023 MAR 2023

QR Code

Campaign

User Testimonials

Collection

Ambassador Program

Launch

Giveaway 1

Product


Showcase

Quality

Engagement


Content

Giveaway 2

Social Media


Ads

Planning Execution

User

Testimonials


Collection

User

Feedback


Survey

Planning Program Intro Program

Continuation



Page-Wide Product 
Focused Visual 
(25%)

Guidance-Designed 
UI (25%)

Wide Selection of 
Gifts (25%)

Filter (Occasions, 
Object, Price ) 
(25%)

Total

5

5

4

4

4.5
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3

5

4
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1

3

5

4

3.25

1
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4

5

3.75

1

1
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1

2

1

1

5

1

2


