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WebSphere ® Commerce V6.0 Feature Pack 3
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Welcome to the WebSphere Commerce V6 presentation. This presentation describes the
new Promotion tool in WebSphere Commerce Feature Pack 3.
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Agenda
= Feature overview

= New features and enhancements not in
Accelerator

= Promotion type changes

= New Promotion tool Ul introduction

Promotion tool © 2008 IBM Corporation

This presentation first talks about the features provided by the Promotion tool. It then
highlights the new features in the Promotion tool and changes to the promotion types.
Finally, it introduces the Promotion tool’s Ul.
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Features provided in Promotion tool

= Browsing promotions in two ways
» Promotion list
» Promotion calendar

= Creating and editing promotions

= Creating a new promotion from an existing one
= Activating or deactivating a promotion

= Deleting promotions

= Searching promotions

Promotion tool © 2008 IBM Corporation

The new Promotion tool allows you to view store level promotions in two different ways:
Promotion list and Promotion calendar. In the Promotion list view, you can limit display
results to certain types of promotions by using the filters. Using the Promotion calendar
view, you can list promotions across a selected period of time.

The new promotion tool allows you to create new promotions and edit existing promotions.
You can create a promotion based on a promotion type template, or create a promotion
from an existing promotion by using the Copy and Paste feature.

You can activate, deactivate, delete and search promotions using this tool.
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New features and enhancements

= Product level promotion with exclusion support

= Promotion simple search function

= Promotion calendar view for displaying
promotions

= New promotion type "buy product X, get
percentage discount off product Y "

Promotion tool © 2008 IBM Corporation

The new Promotion tool has added or enhanced these features which are not included in
the Accelerator:

Promotion tool now supports product level promotion with exclusion. You can exclude
some items from a product for particular promotions. For example, give 20% off on all T-
shirts excluding the red T-shirt.

Simple search function allows you to search promotions by promotion names.

Promotion calendar view can be used for displaying promotion start and end dates,
overlapping promotions and periods in which promotion opportunities exist. This feature
makes it easy to manage a large number of promotions.

The eight existing promotion types in the Accelerator have been rearranged into 14 types
in the new promotion tool. A new promotion type Buy product X, get percentage

discount off product Y has been added. Now in the new promotion tool you can create a
total of 15 different promotions types.
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Promotion types

Promotion Version 6.0 Feature Pack 3
Group Promotion types Promotion types
Product promotion Percentage off per item Percentage off product X
group Fixed amount off for per item Fixed amount off each SKU of product X

Fixed amount off for all Buy product X, get additional X at a discount

SKU‘based
Buy X, get additional items at a promotion Buy product X, get SKU Y free
discount

Free gift with purchase ) Fixed amount off subtotal of product X

Buy product X, get percentage discount off product Y

Rercentage off SKUs from category X

Fixed amount off on subtotal of SKUs from category X

Fixed amount off per SKU from category X
Category
based Buy SKU from category X, get SKU Y free
promotion

Buy SKU from category X get additional SKUs from category X
at a discount

Order promotion Percentage off Percentage off on order

group Fixed amount off Fixed amount off on order
Free gift with purchase Free gift on order

Shipping Discounted shipping Fixed cost shipping

promotion group

Promotion tool © 2008 IBM Corporation

One of the important changes of the new promotion tool is that the promotion types have
been re-arranged.

In Accelerator, promotion types are divided into three groups: Product promotion group
Order promotion group  and Shipping promotion group . In the new promotion tool,
promotion groups are not explicitly displayed, but the concept of three promotion groups
still exists.

You can easily find out which group a promotion type belongs to by looking at the
promotion type’s name. For example, “Percentage off on order” belongs to Order
promotion group . “Fixed cost shipping” belongs to Shipping promotion group

In Accelerator, there are five product level promotion types. In the new tool, these five
types are rearranged into 10 types. For example, the “item” in Accelerator promotion type
“Percentage off per item” can be SKU or category code. In promotion tool, this promotion
type is split into two types: Percentage off product X and Percentage off from category
X.

In addition to the 10 rearranged promotion types in the Promotion tool, a new SKU based
promotion type Buy product X, get percentage discount off product Y has been
added.

The three order level promotion types and one shipping level promotion type in
Accelerator have been renamed; the new names are more clear and precise.
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Promotion list

= Two ways to display the
promotions:

» Promotions list

» Promotions Calendar

= Two type filters provided
» Promotion group
» Status

= Using pop-up menu to
open, copy, paste, delete
activate, deactivate

= Sortable and resizable
columns

Promotion tool © 2008 IBM Corporation

Promotion tool provides two ways to display the promotions, Promotion list and
Promotions calendar . Promotion list, as shown in the slide, is the default way for display
promotions when you click on the All Promotion folder in the left explorer view.

Filters are provided for promotions on the top of the promotion list table. Four options are
provided in the filter drop down list Show All, Order Level Promotion, Product Level
Promotion and Shipping Promotion. These filters allow you to display promotions based on
promotion groups.

Status filters are also provided. This filter button is located in the header of the column
Status . There are three options: Show All, Active and Inactive.

In the work area, a pop-up menu allows you to open, copy, paste, delete, activate and de-
activate promotions. Keep in mind that you can not delete an active promotion. You can
not see the “Delete” menu if the selected promotion is still active.

You can click column headers in the table header to sort the promotions.
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Promotion calendar

" A Calendar view Of promOtlons Promotions - Promotions Calendar Duration

= Launch promotion calendar § bar
from e
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menu s T

= Promotions listed are ones )
running within Viewable area % | e cround shbena

Free gift with selected orders

= Viewable area ® | rurniture Cotegory Discount

» Focused time period for 5
prOmOtIOnS i Utensils Gift with Purchase

» Changed by selecting scale or
range, dragging the edge or /
scroll bar 5 e N

« Use promotion calendar to view Sanee & o momsmm Ses 2007 [0ui2007 _[Now 2007 FLEETW o200 |Apr2008[Way2008 .
P e (LN R\HIHHIHHIHHIHHIHHIHHIHHI\IHHIHHIHHIHHIHHIHHIHHI\IHWW

» Promotion’s start and end o o o =
dates

» Overlapping promotions Viewable

» Periods in which promotion alea
opportunities exist

Register and Save

promotion demo E——

Scroll bar

Promotion tool © 2008 IBM Corporation

Promotion calendar is a bar chart that allows you to visualize and analyze promotion
data. Promotion calendar allows you to easily find promotion start date, end date and
number of promotions running during a time period.

Promotion calendar can be launched from View menu in the menu bar or from Promotions
folder’s pop-up menu in the left explorer view.

Viewable area contains the time period that you want to focus on. It can be changed by
modifying the data in the Range fields, dragging the edge of the viewable area, or moving
the scroll bar.

The number of promotions in calendar view changes when you move the scroll bar, only
the ones whose active durations fall in the viewable area show in the list.

You can use the calendar view to find out a promotion’s start and end date, overlapping
promotions and periods in which promotion opportunities exist.
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The place to view,
update existing
promotion’s
properties or to e
create a new
promotion

§
Fil So0eu =]
¢ e RS BEEDR Y

=}

i @ Buy One Get One Free (Read Only) ave and | Close.

= Launched by opening
an existing promotion
or creating a new
promotion

= An active promotion’s
properties are read
only

] oone 3 © wtemet

Promotion tool © 2008 IBM Corporation

Promotion property view is the place to view and update an existing promotion or to create
a new promotion. This view is opened when you open an existing promotion from
Promotion list view, a promotion from calendar view or when you create a new promotion.

You can only view an active promotion’s properties, you can not change them. In order to
update an active promotion’s properties, you need to deactivate the promotion first, and
then change the properties.
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Promotion property view

" TWO tabs . @ Buy One Get One Free (Read Only)
» Manage Promotion em——
» Descriptions e —

“Name [Buy One

= Properties grouped into six sections
» Promotion properties
» Purchase Condition and Reward
» Redemption Limits B ﬂ
» Schedule  CoiomImis
» Target Customer Segment
» Miscellaneous

=Promotion type

= Properties under “Purchase
Conditions and Reward” are
different for different promotion types

= Promotion names are not re-usable

Promotion tool

© 2008 IBM Corporation

Promotion property view has two tabs: Manage Promotion and Descriptions. Each tab

page contains several properties.

Properties in Manage Promotion tab page are divided into six sections: Promotion
properties, Purchase Condition and Reward, Redemption Limits, Schedule, Target

Customer Segment and Miscellaneous.

Properties under Promotion Properties are required to create a new promotion. Keep in

mind that promotion names can not be re-used.
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Promotion property view

*my promotion Save and Close

= Promotion O ot e
properties I

» Promotion types

» Redemption method T

» Priority value

V6.0 Priority Feature Pack 3
Highest 300
High 250
Moderate 200
Low 150
Lowest 100
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The properties shown in the screen capture are under the Promotion Properties section.
Promotion type lists the 15 newly defined types previously described.

Redemption methods supports three options: Qualifying purchase, Require promotion
codes and Coupon promotion.

Quialifying Purchase means that the shopper will automatically qualify for this promotion if
they have met the purchase requirements.

Require promotion codes method allows shopper to receive promotion after they enter the
promotion code. One promotion can have multiple promotion codes. Space in promotion
code is not supported and the promotion code must be unique.

Coupon promotion allows shopper to receive the promotion only when they possess a
virtual coupon.

Priority is one of the input parameters to the promotion sequence builder in the promotion
engine. If there are several promotions target on the same order item, the priority is used
to decide which promotion will be applied.

In Accelerator you can only select one of five priorities: Highest, High, Moderate, Low and
Lowest.

In the new promotion tool, priority can be any integer between 0 to 400; the higher the
number, the higher the priority.
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Promotion property view
= Purchase condition and / i
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Properties under Purchase condition and reward  section are built dynamically based on
the promotion type you selected.

To add the information into this section you can enter the SKU directly into the Select
SKU field and click the Search and Add button (The button with binoculars and plus) . You
can also use the Utilities view to search and browse the objects, then drag the items from
Utility view and drop them into the table for SKU.

For some particular product level promotions, you can exclude some items from products.
For the promotion type shown in the bottom screen, the first SKU is Excluded , this means
that in order to receive this promotion, a shopper’s shopping cart must have product
FUCO-0201, but not product FUCO-0101.

For some promotion types such as Buy X, get Y, you can enter multiple X or multiple Y. All
items you entered are "OR" relationship.
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Promotion property view

= Redemption Limits

Maximum redemptions for (@ Unlimited
this premotion ) et maximum redempticn

Maximum redemptions on a (® Unlimited
single order ™ cot mayimum redempticn

Maximum redemptions by a (® Unlimited
single customer ( set maximum redemption

= Redemption limits
» Maximum redemptions for this promotion
» Maximum redemptions on a single order

» Maximum redemptions by a single customer
= Only affect registered customers
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The properties under this section specify the maximum redemptions shoppers can receive
per promotion, per single order and per single shopper.

Maximum redemptions for this promotion are the maximum number of times a
promotion can be redeemed overall. Sometimes you need to set this limit based on
product inventory. For example if there are only 500 products in stock, the maximum
redemption number should not exceed 500.

Maximum redemptions on a single order  are the maximum number of times a
promotion can be redeemed within any given order.

Maximum redemptions by a single customer  are the maximum number of times a
promotion can be redeemed by a registered customer. Due to the nature of guest
customers, this limit does not apply to any guest customers.
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Promotion property view

= Schedule
= Schedule R s eniiis
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Promotion's schedule section allows you to define availability dates, days of the week and
time period during a day.

Values for time and date are related to the WebSphere Commerce server.
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Promotion property view

= Target Customer Segment

|QQ!=|'J &1

Description

Customer Segments |

* Name
Female Customers Registered customers who have
identified themselves as females

ltolofl

= Miscellaneous

Target sales volume (for |10,000.00
reporting purposes only)

= Target customer segment
» Multiple customer segments supported

= Miscellaneous
» Only Target sales volume property defined,

» Reporting purpose only
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Promotion tool

Target customer segment section allows you to specify one or more customer segments
who can receive the promotion. If a customer is not a member of the target segment then

the promotion is not applicable.

Miscellaneous section only has one property Target sales volume defined. This property
does not affect shopping behavior on the store front. It is used for reporting purposes only
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Promotion property view
Manage Promotion [m
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» Rich text editor
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A rich text editor is available to create Customer viewable long description.
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References

= WebSphere Commerce Enhancements for version 6
http://www-1.ibm.com/support/docview.wss?uid=swg24013534

= IBM Management Center for WebSphere Commerce

http://ecdid.torolab.ibm.com:8088/help/topic/com.ibm.commerce.management-center.doc/concepts/ctfcmc.htm
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For more information regarding WebSphere Commerce Promotion tool, visit the sites
indicated in the presentation.
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Feedback

Your feedback is valuable

You can help improve the quality of IBM Education Assistant content to better
meet your needs by providing feedback.

= Did you find this module useful?
= Did it help you solve a problem or answer a question?

= Do you have suggestions for improvements?

Click to send e-mail feedback:

mailto:iea@us.ibm.com?subject=Feedback about WCS6003 Promotion.ppt

This module is also available in PDF format at: ../WCS6003 _Promotion.pdf

Promotion tool © 2008 IBM Corporation

You can help improve the quality of IBM Education Assistant content by providing
feedback.
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Trademarks, copyrights, and disclaimers

The following terms are trademarks or registered trademarks of International Business Machines Corporation in the United States, other countries, or both:
IBM WebSphere
A current list of other IBM trademarks is available on the Web at http://www.ibm.com/legal/copytrade.shtml

Product data has been reviewed for accuracy as of the date of initial publication. Product data is subject to change without notice. This document could include
technical inaccuracies or typographical errors. IBM may make improvements or changes in the products or programs described herein at any time without notice. Any
statements regarding IBM's future direction and intent are subject to change or withdrawal without notice, and represent goals and objectives only. References in this
document to IBM products, programs, or services does not imply that IBM intends to make such producls programs or services available in all countries in which IBM
operates or does business. Any reference to an IBM Program Product in this document is not intended to state or imply that only that program product may be used.
Any functionally equivalent program, that does not infringe IBM's intellectual property rights, may be used instead.

Information is provided "AS IS" without warranty of any kind. THE INFORMATION PROVIDED IN THIS DOCUMENT IS DISTRIBUTED "AS IS" WITHOUT ANY
WARRANTY, EITHER EXPRESS OR IMPLIED. IBMEXPRESSLY DISCLAIMS ANY WARRANTIES OF MERCHANTABILITY, FITNESS FOR A PARTICULAR
PURPOSE OR NONINFRINGEMENT. IBM shail have no responsibility to update this information. IBM products are warranted, if at all, according to the terms and
conditions of the agreements (for example, IBM Customer Agreement, Statement of Limited Warranty, International Pro%ram License Agreement etc.) under which
they are provided. Information concerning non-IBM products was obtained from the suppliers of those products, their published announcements or other publicly
available sources. IBM has not tested those products in connection with this publication and cannot confirm the accuracy of performance, compatibility or any other
claims related to non-IBM products.

IBM makes no representations or warranties, express or implied, regarding non-IBM products and services.

The provision of the information contained herein is not intended to, and does not, grant any right or license under any IBM patents or copyrights. Inquiries regarding
patent or copyright licenses should be made, in writing, to:

IBM Director of Licensing

IBM Corporation

North Castle Drive

Armonk, NY 10504-1785
WA,

Performance is based on measurements and projections using standard IBM benchmarks in a controlled environment. All customer examples described are presented
as illustrations of how those customers have used IBM products and the results they may have achieved. The actual throughput or performance that any user will
experience will vary depending upon considerations such as the amount of multiprogramming in the user's job stream, the 1/O configuration, the storage configuration,
and the wo:jkllgad processed. Therefore, no assurance can be given that an individual user will achieve throughput or performance improvements equivalent to the
ratios stated here.

© Copyright International Business Machines Corporation 2008. All rights reserved.

Note to U.S. Government Users - Documentation related to restricted rights-Use, duplication or disclosure is subject to restrictions set forth in GSA ADP Schedule
Contract and IBM Corp.
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