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Trend: Marketer’s Priority = Customer Retention

Customer Retention — 52%
Customer Acquisition — 38%
Customer Profitability — 29%

Source: Forbes, “Brining 20/20 Foresight to Marketing,” June 2011
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Focus on retention requires tools that “make marketing feel like a service”

Email Targeting Display Ad Targeting

Corematrics Demo Site I¥3 Admin | 2 Help | B Fesdback | B Suppeet | qp ] Logout
Welcome, blompgEicoremelnics.com

Coremetrics AdTarget™

LIVEmail™

Select Transaction Events to Syndicate 8 Select Segments to Syndicate @

Report :ﬁ: Experian [] Fage vews Segment Category | Standard Segments [l
Integrate T ChestshMall [ Product Vews [ 3 | Selectod Seqments ]
ESP Part e . Direct Load Visitors High Engagement Visitors
- ot Carted Events
ners Partner Integration R T Referring Sibe Visitors Watursl Search Visltors
[¥] Preduct Purchasad Evens Hisreatien ¥
— g Pragram Visitors
’
E)\aCt d Fget @ L [#] Order Maced Events Hew Session Vistors
R T Y
FREE SHIPPING ON ORDERS OF $40 OR MORE! - SHOP NOW > uF ts rt-
- " steelhousermediz 4 oodma
‘ StmngMall, + 10 LEWER $O0Y HEALTH + COMPONT SHOES & 5063 FOOTCARS  YISHOPPING CART | MY ACCOUNT | ORDER STATUS | dliCANADIAN PRICING |EIHELF | B1-800-707-8928
SHOP GIFTS FOR MOM >
@mr 9 New Arrivals hop by Shop by artBuys Clearance Catalog Customer
R M TR rand Condition Request Service
. = 4
esponsys’ |« & < ™ T .
" E Write a Shoe Review for a Chance ta
Sparkling & Vibrant datalogix Search
Sl s [81) Win a $100 FootSmart Gift Certificate! S
G Sil'\fer o {§72 valup) acerno A Shoes FootSmart Bunion Regulator, Each
) p p * 1 % ra Women's Shoes Item # 40057
e
(4 -f| Women's Boots $15.99 /ea.
. P E R M UTO Men's Shoes
dialog‘ & CF.IIG"O A stiopers Add to Cart B
b 3 Shoe Aids / Accessories =
The Perfect Mom \ e — ) ] ]
. | Vero Chaery Blossom A ) Corumetiicn Comnect= Corsied canaf] SOCKS [Hosiery =
sat, AdTarge ply drag and dree & parsell |0y .
+ L L Sastin ks mn mumilabls sonksine: omen's Socks
eC I rC e 15100 value} 3 Women's Hosiery Phivi Mt
= ) : Busy & On the Go Wen's Socks
Best Practice C i ) ‘% B""m FootHealth & Viewlargerim|
= ice Campaigns "\ 7 Yo g 3 Foot Supports / Insoles [ P P | =1 T e Py PR -
Custom Format = Heel Pain/ Plantar Fasciltis  You can say good nf§ '™ ™
OUR EXCLUSIVE GIFT! NEW! i
Comments i Rt b L8 A Bunions / Toes Slip nln nurtmﬁ?tmmdh Hikm Porsorabiimd Shees |l Sk i g B e
or mare Interactive Coms / Calluses / Forefoot  YOU Sleep, lahttendg o, o Fa AT er L =mw o —ma
Gift Finder! W Al b

Cherry Blossom Travel Set

v g Enter code CHERRYB
i

choose recipient and
ingredient and we'l show
you the perfect gift

SHOP NOW >

2 Your Ow

ot Bmart - Frow Bhippayg
il Dy

PO L el e L

a8 _-r_—_
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Customers at different lifecycle stages require different communications

Purchase Lifecycle (fjalpsta | - Report ¥ [ Report Settings
[ January 2011 12/26/2010 - 1/22/2011 “@ (A) ] ]
RE\ Segment: All Visitors @ | O =
| he visitor population has reached the rollowing milestones ovear the |last 4Ul days:
Product Viewers .\ Shoppers v\\ 1% Buyers i 2x Buyers .;. 3-5x Buyers .\ Gx+ Buyers .\ I
Unigue Visitors Unigue Visitors Unigue Visitors Unigue Visitors Unigue Visitors Unigue Visitors
1,080,039 205,781 99,824 24,260 9,032 1,286
(74.4%) (14.2%) (6.9%) (1.7%) (0.6%) (0.1%)
Days to Reach Days to Reach Days to Reach Days to Reach Days to Reach Days to Reach
9.0 57.9 76.4 138.9 172.5 2114
Sessions to Reach Sessions to Reach Sessions to Reach Sessions to Reach Sessions to Reach Sessions to Reach
1.3 54 8.4 19.7 304 56.6
# More Metrics # More Metrics # More Metrics # More Metrics # More Metrics # More Metrics
= Migrators
Migrated Visitors moved to the following milestones during January 2011 12/26/2010 - 1,
%‘ xJ
Migrated to - Migrated to . Migrated to 1x @
Product Viewers e Shoppers = Buyers ®
Unique Visitors Unique Visitors Unique Visitors
654’8_89 85!793 38’88,7 Select Al Deselect All
(60 6%) (42.1%) (39.0%)
Days Between Days Between Days Between [] visiter Population
? 1 40 B ,.12 4 I:‘ Shoppers |:| Migrated to Shoppers
- - - I:‘ 1 Buyers lz‘ Migrated to 1x Buyers
Sessions Between Sessions Between Sessions Between [] 2 Buyers [] Migrated to 2x Buyers
1_2 2_6 1_8 I:‘ Zx+ Buyers |:| Migrated to 3x+ Buyers
# More Metrics # Maore Metrics # More Metrics

What type of feed would you like to distribute?

LIVEmail Feed Type: Customer Record Feed | v} @
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Trend: Spend Shifting Online

Branding _
5 6 % Direct Mail ‘ Online

o . Print/Broadcast
Will increase online

marketing budgets

Trend: And to Cheaper Online Mediums

0 : Social Media
Paid
54 /O ‘ Display Retargeting

Search _
Emaill

Will increase social
media spend

Source: Forbes, “Brining 20/20 Foresight to Marketing,” June 2011
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Despite the investment, 84% of companies don’t measure Social ROI

Social Analytics

@ Coremetrics Social

2 Help| ® Feedback | ® Support | e Logout

Welcome, biomz@coremetrics.com
Business Unit:
Social Products |~ Report Options
Social Metrics
Facebook Period | 11/28/2010-1/1/2011 n@
Twitter O = @
Social Site Referrals » Chart
Social Conversions ~ Table
Social Events Find in Table Q @ “41 of100 Go b W Total = 10000 Rows Rows per page | 100 [ogy)
Social Engagement v v v v v X -
Social Site Product Name Product Id ltems Sold Item Sales
| Social Products
Social Geos . Facebook 14K WHITE GOLD RING AQUAMARINE {(1-1/3 CT. T.W.) AND DIAMOND ACCENT 367785 T 3151710
Social Mobile Devices [+ Facebook MICHAEL MICHAEL KORS HAI 410394 5 51.43000 J L
Shepstie HERNETH GO REACTION %
|z| Facebook LE VIAN 14K GOLD RING CHJ Feed Details
i Facebook KENNETH COLE REACTION C§ Feed Name* Feed Type
D Facebook STYLE&AMP,CO. COAT DOU . h
TW - Lounge Chairs £ =
D Facebook 14K WHITE GOLD RING LONOY
O MySpace MOVADD WATCH WOMENA] Description Twitter Search Terms™* Search Operators e
] ZizrEiz e Fositive and negative sentiment posts, Lounge Chairs, Otteman :), Ottemman :{, lounge chair i,
O Facebook BURBERRY WATCH MEN&#=0] Posts from SF Bay Arez, "lounge chair' near:"san francisce", "lounge chair'" near:
Posts with "chair" that contain links austin, chair filtertlinks, sofficefurniture, @skof
O Facebook ALFANI RED JACKET GREY S) Fosts with #officefurniture
O Facebook 141 WHITE GOLD RING BLUE] Fosts from/te @skof
[l Facebook BULOVA WATCH WOMENE#D Associate Business Units to Feed
O Blogspot ANCLON® ADVANCED 10-FIE Drag and drop 2 Business Unit from the list on the left to asscciate it to this Feed. New Business Unit
F book KITCHENAID KSM150F3 STAN . . . .
| scel Available Business Units Selected Business Units
D Facebook CALVIN KLEIN COAT WOOL H
- Coremetrics Apps -
D ShopStyle ‘THE NORTH FACE COAT TRI

Social Impressions Impact

==

| Save | Cancel
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Trend: Quantifying multichannel influence

Online E @Q

O Offline

< ¢ =
= =
S L -
;{I S5 Billion of in-store sales are influenced by our web
\ site...Every S1 spent on macys.com influences another $5.77

spent in-store.”
- Terry Lundgren | Macys at Shop.org
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Understanding online impact on offline will change your online media buying math

[

Online Impact on Offline Shoe Sales y [ JallDsta .. Report v | ReportSettings %
| June 2011 5/29/2011-7/2/2011 [LBFE (n) | [
I:I E\ Segment: All Visitors @ (P, | E 0 =~
* Chart
Legend
h® &~ Offine: Sales  [dl)
£2.4M Segment: Email Clickers L . Paid Searchers
Offline: Sales: $1,900,792.94 J X |_| Email Clickers
$2M DU —
| i x| | Facebook Clickers
- -
$1.6M
%; x [::] Affiliate Clickers
[43]
o $1.2M b ox i Display Clickers
% $800K x g Channel Clickers
£400K i
. { ]
Paid Searchers Email Clickers Facebook Clickers  Affiliate Clickers Display Clickers  Channel Clickers
Segment
¥ Table
Find in Table Q e
e ¥ Offline: x Multi-Channel: '™ Offline: Unique ¥ Multi-Channek: Uniqgue '™  Offline ltem Sales / Multi-Channel ltem ¥
Sales Sales Buyers Buyers Sales
. Faid Searchers 52,308 59792 $2,989,393.72 4 828 10,854 50.78
E Email Cligkers 51,900,792.94 5224712819 4,131 8,990 30.85
E Facebook Cligers 5283,324.72 $388,084.21 594 1,439 30.77
EAﬁiliEtE Clickers 371.078.19 578,704,385 145 200 50.20
i Display Cliders 51544917 519,121.08 23 55 30.81
iChEnnEl Clickers 30.00 20.00 a a 30.00
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Trend: Mobile & Digital Marketing Change In-Store Experiences

Kiosks Mobile Apps

HISTORY
MADE _
-

U.S. mobile commerce
reaches $1.2 billion

Global mobile commerce sales
expected to reach $163 billion
by 2015
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Product Recommendations across touch points

. AT&T < 2:17 PM

m Dr. Martens Boots,...

Buy More, Save MOre Details below

SPECIAL SAVINGS!
Nike Basic Swoosh 1-Shirt

N

Dr. Martens Boots,
1460 W Boot

Yook (2)

Read Reviews
i 2 $120.00
- e I In-Store 7 % in stock

Device

ke 4.7 out of § (42 reviews) B

Runs Small - Runs Large

+Rand all reviews  ®Write  reviey  Share: A B

Write a review far a chanes
Win 2 %1,000 gift card! zee detaily

News & Reviews ~
# CART | My Account | Wishlist | Hak

Number is: 48161299

:
ESTIMATED SHIPPING UNIT ITEM.
e T OWE SR Take $10 OFF
Usealy shis your order of $50 or more
207993598 5 FIPTOT 1 (it ;,,‘f:s",fw $179.99 $179.99
4 DAYS LEFTI
Apilca Tradition
Eiurabad Cilos
o O cLicK To SAVE
Sublotal: §179.99 Ewnyiiany Val
$69.98
Shipping & Handling:  §0.00
Taw:  $0.00
TOTAL: §175.55 |
|
once or placing your order with ABG.com.

resso, Whole

Espress
CEONAME I Bean
CEO and Prasident $19.95
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Coremetrics for WebSphere Commerce
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IBM and Coremetrics Provide Tailored Best-in-Class Analytics for

WebSphere Commerce

= Analytics solutions specifically
designed for WebSphere
Commerce

= Enhanced productivity as result
of deep integration

= Jointly developed & tested
technology

= Continuous enhancements

= Rapid implementation

oremetrics.com v | @ Coremetrics Analytics v

& wmﬁe|@mm| 7 Help| 8 Feedback | @ Support | g= ] Logout
Welcome, mniemanng@coremetrics.com

a Workbook: Default

||||||||

Marketing Overview |

Top Line Metrics* % |

Top Line Metrics 7 HeatMap v @ Commenis | ReportOptions
4Weck Average [ud) Ending Week of Aug 15, 2010 - Aug 21, 2010 [ |
&=
B ~A~ Select Metric | New Visitors [~]

AM

PM

e e . «
T T ST P :

o @®
2

g g

¢

g

New Visitors - 4 Week Average
Scale @

)

B

=
foua B
2
H
B
H

]
=

& ) |
® Iiiiiii,um_u—om

T

H
]

New Visitors - 4 Week Average

Saturday

=
a3
Bl a3

2 24 2



演示者
演示文稿备注
Support all WebSphere Commerce enabled touch points for cross-channel insights
Extensive out-of-the box reports designed specifically for WebSphere Commerce 
Rapid solution implementation
Jointly developed & tested technology
Rich business capabilities for query, drill-down, analysis, segmentation, custom reports and more
In-synch enhancements to support future WebSphere Commerce capabilities
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Coremetrics — WebSphere Commerce
Integrations
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Since 2006 IBM and Coremetrics Have Been Delivering Value Through Out-of-

the-Box Integrations

2006 2007

2008 2009

), O

= WC V6 Integration
= Tag Library Integration

= WC V5.6 and V5.6.1 Integration
= Customer Segment Import

= WC Extended Sites Support

= Auto Tagging Tool

= WC Custom Reports

O O >
= WC v7 Support

= Web 2.0 Store Support
= Mobile Commerce

= Sales Center Reports

= Multi-currency Support

= Multi-language Support

= Enhanced E-Site Support

2010 2011
O O >

= Deep Coremetrics Intelligent Offer integration to
WC Management Center

= Real-time Coremetrics 10 info to WC
=  Coremetrics IO icon in Mgmt Center
=  Coremetrics IO delivered to WC eSpots

= Access to Coremetrics dashboards &
reports from Mgmt Center

= Coremetrics impression tag for WC
remote widgets

» Improved tagging
* Integrated store samples
= Enterprise Product Reports



TR W @ B 314 S5

2012 IBM €8 & S Hi&itis

Coremetrics for WebSphere Commerce

ement Center for WebSphere® Commerce - Windows Internet Explorer

File Edit View Help
EEo -2 H @ ® 6 [
=2

Customer Benefits

Dashioards

= Single Sign-On authentication e S
between applications :

Coment

wwwwwwww

= Qut of the box WebSphere g B = =

Commerce specific analytics i
»
= Auto-configured tag library to ® g flebSphere Commerce
® [ e e + Campaigns
speed implementation & — | +  Campaigns Full List
ma | ntenance L 5 Wi * Promotions
n X E ':-.- I:tt - E-Marketing Spots
s T - ALLL E-Marketing Spots Full List
= |ntelligent Offer st TR Gty -l s Marketing Experiments
recommendat'ons Served : ::ﬁ e S bra > * Marketing Experiments Full List
[ 1 et | EE=a [ "Rl e tart | S + B2B Contracts
through eSpots CSR & Team Summary
\ CS5R Quotes to Orders

= Export segment to WebSphere
Commerce for personalized J—
ta rgeting TOTAL: 1 Segments Create New Segment

Profile Segment Status Created By Report Range Segment Range Actions [ Export to WebSphere Comme

| Segment Export  Active msmith Aug 14, 2010 - Aug 23, 2010 Aug 14, 2010 - Aug 23, 2010 [< ¢ W [}

Refresh Close



演示者
演示文稿备注
Support all WebSphere Commerce enabled touch points for cross-channel insights
Extensive out-of-the box reports designed specifically for WebSphere Commerce 
Rapid solution implementation
Jointly developed & tested technology
Rich business capabilities for query, drill-down, analysis, segmentation, custom reports and more
In-synch enhancements to support future WebSphere Commerce capabilities
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IBM Tag Library

WebSphere
Commerce

1
e .

LLE 2Rl 51990 S5 B 4t
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Coremetrics for
WebSphere Commerce

Shopping Cart Tag

JAMES & CO hopping Cart Order Status My Account Contact Us Help Log Out Live Help
.
Browse by category 1 [0
T lemis)inCart l
:§127.99
R Shopping cart
United States English | [T
§159.99 51509 Remove

US Dollar ~| [l
Q Orde gy 52 0% on frniture
Enter SKU
Ent, lems

DataBean

odernfDccasional Table
KU @ FUCO-0201

.
#X Totsl discounts on products:
[% Subtotal:

-$32.00
$127.99

Update totals

We also suggest:

N

White Wing Chair

Classic Fabric Sofa Brown

[

Linen Table Lamp

549999

.
#* Save 20% on Furniture!

§1,099.95 $79.99

. .
#* Sgve 20% on Furniturel ** Zave 20% on Furniture!



演示者
演示文稿备注
Because this integration is jointly developed by IBM and Coremetrics it benefits from knowing both the source and destination systems.  In WebSphere Commerce implementations much of that data that populates the web pages comes from various data beans which are embedded in WebSphere Commerce driven pages.  The Coremetrics for WebSphere commerce tags go directly to the data bean and are pre built to automatically collect all of the data required.  As you can see this design removes many of the manual steps required in a standard implementation.   In addition to the shopping cart this same design applies to order pages, registration pages, pages showing WebSphere Commerce campaigns, Marketing Experiments, discount promotions and business contract data.  This is part of what we mean by intelligent auto tagging.  Next let’s discuss the auto tagging tool. 

The Coremetrics for WebSphere Commerce Tag Library automatically generates and collects: 
The name of the Campaign
As given by the business user in WC
Name of the Web Activity
As given by the business user in WC
Name of the E-Spot(s) the Web Activity is assigned to 
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Industry Leading Targeting & Personalization

‘One Click’ Segment Export to WebSphere Commerce

* | can define customer segment as: Visitors who have browsed “jeans” and
have been referred from Facebook

« To serve them custom eSpot: | pass customer segment from Coremetrics to

WSC for targeting
T L L — — X
face| @,  Segment Name Ry
TOTAL: <4 Segments Create New Segment
Profile Segment £ Status Created By Report Range Segment Range Actions
[[] EacebookRefered Jeans Shoppers  Active btomz@c.. frics.com  Aug 20, 2011 - Aug 28, 2011 Aug 20, 2011 - Aug 29, 2011 & 2 Y @ -
Export to WebSphere Commerce

“ You may also like:

I Patch pocket jeans

$19.99



演示者
演示文稿备注
“The member ID’s in Coremetrics are mapped to the Member IDs of WebSphere Commerce.  When pressing the IBM Export button the WC member ID’s are loaded into WebSphere Commerce.  That segment then shows up in the WC segmentation tool with the segment name as defined by the business user in Coremetrics.  (WC also has a segmentation tool).  Business users can then use the segment tool in WebSphere Commerce to further refine that segment or immediately use the targeting capabilities of WC to target that segment with e-mail campaigns, targeted content and targeted product recommendations.”  
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Dynamic Recommendations — eMarketing Spot Integration

* | can maximize cross-sell opportunities by delivering product recommendations through
an eSpot, to further personalize shopping experience

In
E-Marketing Spot Branch designers Customer Segment Recommend Catalog Entry
Customer views e- First path for , group? Customers in any of Macha Linen Table Lamp,
Marketing Spot: which the [ Interior Designers Wing Tip Leather Sofa
HomePageFeature customer ‘
dProducts ualifies \
aq I N E— o E
Others —d
Display Intelligent Offer
Display Intelligent Offer Recommendation
Recommendations
[ Silvervare TTECR STOTE SV AT 0T -
Table Glass=s Online Availability: zﬂeffn”;’?::';‘:a‘izns
B in sieci S
“fea Boks In-Store Availahilitv: H' Ir iE;E:jBtBD ot
Kitchenware Select Store ‘I |
Cooking Oils
:;‘g Fene Description Attachmants Evacutive
. Six-Drawer Desk
pemmmaries P — | o B
To automatically re-order this item before you run out, select the recurring order option
Apparel during checkout.
Girls Dresses and Skirts
( Eedier— SKU: FUOD-05-BOY-OFF432000-FBOY-RSN-QOH10 Subscribe E:’
. Green wrought iron patio sst.
eMarketing Spot

Sleepers and Pyjamas Green wrought iron patio set. Heavy duty furniture made to stand up to the wind and to the

displays dynamic elements. Perfect for the backyard patio.
recommendations

from Coremetrics 1] bt A
\Intelligent Offer T = i Wik

Coffes Maker

$210.00 $499.99 $14.99 $24.99
$199.99
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Access Coremetrics Analytics Reports from Management Center

Management Center for WebSphere® Commerce - Windows Internet Explorer

@ Management Center Tools ~

% Promations 33
File Edit Wiew Help

& | P

EH &8 ® h@E AE @ E S

Welcome wecsadmin Log Out

| MadiscnsFEP

=101

Sl

©

Q [+

Ol Search Results Promotions - List

Compare View
[> Oy Active Work

1=

* Type

| Status

New Promotion Analytics™

Shiow Promations List
About Adobe Flash Player 10.2,152.32... o ] el

Insights
@ =] q Marketing

Products
=3 o] A Content
@ o i Paths

H Demographics

@ o System

WebSphere Commerce
=3 o H Campaigns

Campaigns Full List
© o 4 = Promotions
Call Center
[ e} 4 Call Center Full List
‘ Cross Channel
© o j Cross Ch..l Full List
1 = Web
e | Detaut View
Web Full List

E-Marketing Spots

E-Marketing...ts Full List

Marketina Experiments
Workbooks Actions

!'_(__ https:/ /welcome.coremetrics.com/ ?Itok=sd7ykw&uri=report:/websphere [promotions_web.ftl - Coremet - Windows Internet Explorer

IBM Websphere Integration Test »

Workbook: Default Workbook *

¥ | On-Site Search ) yoard: C

@ Coremetrics Analytics »

=

Actions

Promotions | Web

Manage

Web Sales

1

Legend

Metric:| Web Sales

* [l FREE GIFT WITH ORDERS
* [ ] FURNITURE CATEGORY D
x[ | FLATSHIPPING / -

x Q MY PROMO-10000601 / -

% ﬁ MY_PROMO01-1

FLAT 5...BPING
FURMNITURE CA...ORY DISCOUNT

MY_PROM...0000602
MY PROMO-10000601

Promotion Name
3] [
* Table
. Find in Table q e
¥, Promoton Rane | Promotion Code ¥ web 2 Y. Web '¥! Vieb Cos.t Of'¥| Wweb Average'¥' Web Aver,
Sales Orders Promotion Order Value Of pror|
1 Total $28,520.74 29 -$5,812.35 $983.47
- + FREE GIFT WITH CRDERS OVER $100 816,7687.72 156 -8321.82 §1,061.18
EI + FURNITURE CATEGORY DISCOUNT S15787.72 15 -53,978.25 $1.051.18
EI + FLAT SHIPFING 515,232.89 13 -327.84 51,171.76
E + MY PROMO-10000801 38,788.67 3 -3748.87 53,266.56
— =
I

a

[T .
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