
ChatinFlow F R E E  G U I D E

DM SALES ATTRIBUTION: WHICH MESSAGE
MADE THE SALE
See which flow or broadcast made each sale, from Buy buttons, store orders and won deals, add what

you spent, and send every sale back to your ads.
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Most businesses that sell through chat cannot answer a simple question: which message made the sale? The

customer commented on a Reel, got a DM with a link, came back three days later after a broadcast and paid.

The sale shows up in Shopify or Stripe; the conversation lives somewhere else; nobody connects the two.

Attribution in ChatinFlow does that connection for you. Every message your flows, AI and broadcasts send is

written down against the contact who received it, every sale is matched to that contact, and the last

message before the sale gets the credit. This guide explains how the matching works, how to connect your

sales sources, how to add what you spend to see the return, and how to send each sale back to Meta, TikTok

and Google Ads.

Key points

Every flow message, AI reply and delivered broadcast is recorded as a touch on the contact who

received it.

Sales come from paid buy buttons, paid orders of a connected Shopify or WooCommerce store, won

deals, the Record a conversion step and the conversions API.

The last touch in the 30 days before a sale gets the credit, and up to 25 earlier touches are saved with it.

Sales with no touch stay visible as unattributed.

Add what you spend per month, for a flow or a broadcast, and Analytics shows the return next to the

sales credited to it.

Each sale can go back to your ads: to a Meta dataset through the Conversions API, to TikTok through the

Events API, and to Google Ads as a file you upload.

HOW ATTRIBUTION WORKS IN CHATINFLOW

Attribution rests on two records and one rule.

Touches. Each flow message, AI reply and delivered broadcast is recorded against the contact who

received it, with the time and the source.

Sales. Each sale is recorded against a contact, found by the buyer's email, phone or channel id. The buyer is

looked up in your workspace only, never anywhere else.

T he rule. The most recent touch in the 30 days before the sale gets the credit. That is last-touch attribution:

one sale points to one message you can repeat. Up to 25 earlier touches are saved with the sale, so you can
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see what else reached the buyer before they paid.

Ques t ion Ans wer in Chat inF low

Which model? Las t touch, within 30 days

What counts  as  a touch? A flow mes s age, an AI reply or a delivered broadcas t

What counts  as  a s ale? A paid buy button, a paid s tore order, a won deal, a Record a convers ion s tep, a
convers ions  API call

How is  the buyer found? By email, phone or channel id, in your own works pace

What if no touch is  found? The s ale is  kept and s hown as  unattributed

What if the s ame order arrives
twice?

Nothing is  added; the order id is  the duplicate key

The last-touch rule is deliberately simple. It tells you which message to send more of, and it is easy to check

by hand: open the contact, look at the last message before the order. If you need a different model, the earlier

touches saved on each sale and the API give you the raw material.

STEP 1: CONNECT WHERE YOUR SALES HAPPEN

A sale has to reach ChatinFlow before it can be credited. There are five ways in.

A connect ed st ore. In Set t ings, Int egrat ions, St ores, connect Shopify or WooCommerce. Each order

files the buyer as a contact, counts as a sale when it is paid and can start a Store order flow. "Paid" means what

your store calls paid: Paid in Shopify, Processing or Completed in WooCommerce. Refunded or canceled

orders stop counting, and test orders start flows but never count as sales.

Co nnect Sho pify o r Wo o Co m m erce under Settings, Integratio ns, Sto res.

chatinflow.com 2 / 9



The same card explains cart recovery: Shopify's Checkout creation and Checkout update webhooks let a cart

left for an hour, by a shopper who typed an email or phone, start a Cart abandoned flow, and an order stops it.

A Buy but t on in t he chat . The Buy button step opens a Stripe or PayPal checkout at your price, and the

money goes straight to your own account. A paid checkout is recorded as a sale and credited like any other.

A won deal. In Sales, every deal starts in a conversation and moves stage by stage on a board. When you

mark a deal won, it is recorded as a Purchase conversion with its value, and the report and goals update with

it.

A wo n deal co unts as a sale with its value. Deals and am o unts fro m  a dem o  wo rkspace.

T he Record a conversion st ep. Put it in a flow to count a sale or a signup with its value, for example after a

booking is confirmed.

T he conversions API. Any other store, or a script of your own, posts each order to the conversions endpoint

with a personal access token. Reporting sales through the API needs a token with write access, on the

Growth plan or higher. Every amount sent this way is marked as reported by your workspace.

STEP 2: MAKE SURE BUYERS CAN BE MATCHED

A sale is credited only when ChatinFlow can find the buyer among your contacts. That depends on the

buyer's email, phone or channel id already being on a contact. Three habits raise the match rate:
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Collect  t he email in t he chat . An Ask a question step that asks for the email before sending a discount
code or a link puts the key on the contact, and a Reply check step confirms it really is an email.

Use t he same email at  checkout . When the chat sends a checkout link, the shopper usually types the

same address they just gave you.

Connect  t he st ore bef ore t he campaign. A store connected after the sale cannot credit it.

A buyer who never messaged you is still recorded as a sale, as unattributed. That is useful too: the share of

unattributed sales tells you how much of your revenue the chats do not touch yet.

STEP 3: ADD WHAT YOU SPEND

Sales alone do not tell you whether marketing paid off. Open Analyt ics, the Result s tab, and find the chapter

Did your market ing pay off?. It shows sales and spend for this month or the last 3, 6 or 12 months.
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Sales, what yo u spent and the G o o gle Ads file, in o ne chapter o f the R esults tab.

Press Add spend  and enter what you paid in a month: ads, an influencer, message fees. Name what it was for,

the amount and the currency, and pick the flow or broadcast it paid for. With the spend linked to a source, the

chapter shows that source's return: the sales credited to it next to what it cost.
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Spend fo r o ne m o nth, linked to  the bro adcast it paid fo r.

Enter spend per month, even rough numbers. A return that is wrong by 10% still tells you which of two

campaigns to repeat.

STEP 4: SEND EACH SALE BACK TO YOUR ADS

Ad platforms bid better when they know which clicks turned into sales. ChatinFlow sends each sale it records

to the platforms you connect in Set t ings, Int egrat ions.

Met a Conversions API. Connect a Meta dataset and the conversions your flows record go to it, so your ads

can optimize for them. Buy button payments go as purchases. Contacts from Messenger and Instagram are

matched by their chat, everyone else by email or phone; a conversion with neither is not sent.

Co nnect a Meta dataset to  send each co nversio n to  Meta.

T ikTok Event s API. Connect your own pixel or offline event set, and each sale is sent as ChatinFlow records it.
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St ore orders are t he except ion. Sales from a connected store are not sent to the Meta Conversions API,

because your store's own Meta app already sends them. Sending them twice would count each order twice

in your ads.

Google Ads. In the same Results chapter, Google Ads offline conversions makes a file of the sales and

leads that came from a Google ad click, from a Google Ads lead form or from a site chat visitor who arrived by

an ad. Enter the conversion action name, pick a period of 30, 60 or 90 days, download the file and upload it in

Google Ads under Goals, Conversions, Uploads, to a conversion action whose source is Import from clicks.

Times in the file are in UTC.

STEP 5: READ THE RESULTS AND ACT ON THEM

With sales flowing in and spend entered, three questions become easy to answer.

Which flow sells? Compare your sources by credited sales. The flow with the most credited sales is the one

to put more posts, ads and keywords behind.

Which broadcast  paid f or it self ? A broadcast with spend linked to it shows its return directly. One that sold

nothing twice in a row is a message to rewrite, or an audience to rethink.

How much is unat t ribut ed? A large unattributed share means many buyers never talk to you before they

buy, or that their email is not on a contact. Collect emails earlier in your flows, or add a post-purchase flow

that starts a conversation.

For your own reports, the summary endpoint of the ChatinFlow API returns sales for any range up to 365 days,

attributed and unattributed, grouped by flow, AI reply and broadcast.

WHAT ATTRIBUTION DOES NOT DO

Clear limits make the numbers trustworthy.

One model only. Credit goes to the last touch; there are no multi-touch models to switch between.

Your workspace only. A buyer is matched only against your own contacts.

Report ed amount s. Amounts come from your store, your payment provider or your own API calls, and

are marked as reported by your workspace.

No shipping or ret urns workflow. Refunds and cancellations stop a store order from counting, but
ChatinFlow does not process returns or track shipments.

No cart  recovery f or WooCommerce. WooCommerce sends no cart events, so cart abandoned flows
work with Shopify only.

TERMS IN THIS GUIDE

Touch. A flow message, AI reply or delivered broadcast, recorded on the contact who received it.

Last  t ouch. The most recent touch in the 30 days before a sale, which gets the credit for it.
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Unat t ribut ed sale. A sale with no touch in those 30 days, kept visible on its own instead of hidden.

Spend. What you enter per month for a flow or a broadcast, so Analytics can show the return next to its
sales.

COMMON MISTAKES

Connect ing t he st ore af t er t he campaign. Sales before the connection cannot be credited.

Never asking f or an email. Without a key on the contact, a website sale cannot be matched to the chat.

Spend wit hout  a source. Spend not linked to a flow or broadcast shows the total return, not which

campaign earned it.

Sending st ore sales t o Met a t wice. Let your store's own Meta app send store orders; ChatinFlow leaves

them out on purpose.

Expect ing credit  f or chat s older t han 30 days. A touch more than 30 days before the sale does not
get the credit.

QUICK ANSWERS

Does an AI reply get credit for a sale?

Yes. An AI reply is a touch like a flow message or a delivered broadcast. If it was the last one in the 30 days

before the sale, it gets the credit.

What happens when an order is refunded?

A refunded or canceled store order stops counting as a sale, so your totals keep matching your store.

Can I see the earlier messages that reached a buyer?

Yes. Up to 25 earlier touches are saved on each sale, and the API returns them with it.

Do I need the API to track sales?

No. A connected Shopify or WooCommerce store, a Buy button, won deals and the Record a conversion step

all work without it. The API is for any other store or your own scripts.

SOURCES

Conversions API, Meta for Developers.

About  offline conversion import s, Google Ads Help.

About  Event s API, TikTok For Business.
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DO IT IN SECONDS, FREE
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