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Value-Added Reseller (VAR) Language
Oracle Retail VAR Applications

The following restrictions and provisions only apply to the programs referred to in this section
and licensed to you. You acknowledge that the programs may contain third party software (VAR
applications) licensed to Oracle. Depending upon your product and its version number, the VAR
applications may include:

(i) the MicroStrategy Components developed and licensed by MicroStrategy Services Corporation
(MicroStrategy) of McLean, Virginia to Oracle and imbedded in the MicroStrategy for Oracle
Retail Data Warehouse and MicroStrategy for Oracle Retail Planning & Optimization applications.

(ii) the Wavelink component developed and licensed by Wavelink Corporation (Wavelink) of
Kirkland, Washington, to Oracle and imbedded in Oracle Retail Mobile Store Inventory
Management.

(iii) the software component known as Access Via™ licensed by Access Via of Seattle, Washington,
and imbedded in Oracle Retail Signs and Oracle Retail Labels and Tags.

(iv) the software component known as Adobe Flex™ licensed by Adobe Systems Incorporated of
San Jose, California, and imbedded in Oracle Retail Promotion Planning & Optimization
application.

You acknowledge and confirm that Oracle grants you use of only the object code of the VAR
Applications. Oracle will not deliver source code to the VAR Applications to you.
Notwithstanding any other term or condition of the agreement and this ordering document, you
shall not cause or permit alteration of any VAR Applications. For purposes of this section,
“alteration” refers to all alterations, translations, upgrades, enhancements, customizations or
modifications of all or any portion of the VAR Applications including all reconfigurations,
reassembly or reverse assembly, re-engineering or reverse engineering and recompilations or
reverse compilations of the VAR Applications or any derivatives of the VAR Applications. You
acknowledge that it shall be a breach of the agreement to utilize the relationship, and/or
confidential information of the VAR Applications for purposes of competitive discovery.

The VAR Applications contain trade secrets of Oracle and Oracle's licensors and Customer shall
not attempt, cause, or permit the alteration, decompilation, reverse engineering, disassembly or
other reduction of the VAR Applications to a human perceivable form. Oracle reserves the right to
replace, with functional equivalent software, any of the VAR Applications in future releases of the
applicable program.
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Send Us Your Comments

Oracle Retail Customer Engagement Cloud Services User Guide, Release 17.0

Oracle welcomes customers' comments and suggestions on the quality and usefulness
of this document.

Your feedback is important, and helps us to best meet your needs as a user of our
products. For example:

* Are the implementation steps correct and complete?

¢ Did you understand the context of the procedures?

¢ Did you find any errors in the information?

*  Does the structure of the information help you with your tasks?

* Do you need different information or graphics? If so, where, and in what format?
* Are the examples correct? Do you need more examples?

If you find any errors or have any other suggestions for improvement, then please tell
us your name, the name of the company who has licensed our products, the title and
part number of the documentation and the chapter, section, and page number (if
available).

Note: Before sending us your comments, you might
like to check that you have the latest version of the
document and if any concerns are already addressed.
To do this, access the Online Documentation available
on the Oracle Technology Network Web site. It contains
the most current Documentation Library plus all
documents revised or released recently.

Send your comments to us using the electronic mail address: retail-doc_us@oracle.com

Please give your name, address, electronic mail address, and telephone number
(optional).

If you need assistance with Oracle software, then please contact your support
representative or Oracle Support Services.

If you require training or instruction in using Oracle software, then please contact your
Oracle local office and inquire about our Oracle University offerings. A list of Oracle
offices is available on our Web site at http://www.oracle.com.
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Preface

The Oracle Retail Customer Engagement Cloud Services User Guide provides guidance
on the screens available for use within the application.

Audience

This User Guide is for the following audiences:
¢ Implementation staff for the retailer

* Business analysts who need information about product processes and interfaces

Documentation Accessibility

For information about Oracle’s commitment to accessibility, visit the Oracle
Accessibility Program website at

http://www.oracle.com/us/corporate/accessibility/index.html.

Access to Oracle Support

Customers that have purchased support have access to electronic support at My Oracle
Support. For information, visit
http://www.oracle.com/pls/topic/lookup?ctx=acc&id=info or visit

http://www.oracle.com/pls/topic/lookup?ctx=acc&id=trs if you are hearing impaired.

Related Documents

For more information, see the following documents in the Oracle Retail Customer
Engagement Cloud Services Release 17.0 documentation set:

®  Oracle Retail Customer Engagement Cloud Services Release Notes

*  Oracle Retail Customer Engagement Cloud Services Batch Processing and Web Services
Guide

*  Oracle Retail Customer Engagement Cloud Services Implementation Guide
*  Oracle Retail Customer Engagement Cloud Services Administration Guide

See the Oracle Retail Customer Engagement Cloud Services 17.0 documentation library at
the following URL.:

http://www.oracle.com/technetwork/documentation/oracle-retail-100266.html

Customer Support
To contact Oracle Customer Support, access My Oracle Support at the following URL:
https://support.oracle.com
When contacting Customer Support, please provide the following;:
¢ Product version and program/module name
e Functional and technical description of the problem (include business impact)

® Detailed step-by-step instructions to re-create

Oracle Retail Customer Engagement Cloud Services User Guide xxxii


http://www.oracle.com/us/corporate/accessibility/index.html
http://www.oracle.com/pls/topic/lookup?ctx=acc&id=info
http://www.oracle.com/pls/topic/lookup?ctx=acc&id=info
http://www.oracle.com/pls/topic/lookup?ctx=acc&id=trs
http://www.oracle.com/technetwork/documentation/oracle-retail-100266.html

Preface

¢ Exact error message received

® Screen shots of each step you take

Improved Process for Oracle Retail Documentation Corrections

To more quickly address critical corrections to Oracle Retail documentation content,
Oracle Retail documentation may be republished whenever a critical correction is
needed. For critical corrections, the republication of an Oracle Retail document may at
times not be attached to a numbered software release; instead, the Oracle Retail
document will simply be replaced on the Oracle Technology Network Web site.

An updated version of the applicable Oracle Retail document is indicated by Oracle
part number, as well as print date (month and year). An updated version uses the same
part number, with a higher-numbered suffix. For example, part number E123456-02 is
an updated version of a document with part number E123456-01.

If a more recent version of a document is available, that version supersedes all previous
versions.

Oracle Retail Documentation on the Oracle Technology Network

Oracle Retail product documentation is available on the following web site:

http://www.oracle.com/technetwork/documentation/oracle-retail-100266.html

Conventions

The following text conventions are used in this document:

Convention Meaning

boldface Boldface type indicates graphical user interface elements associated
with an action, emphasis, or terms defined in text or the glossary.

italic Italic type indicates book titles, or placeholder variables for which
you supply particular values.

monospace  Monospace type indicates commands within a paragraph, URLs,
code in examples, text that appears on the screen, or text that you
enter.
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Introduction

Overview

Oracle Retail Customer Engagement Cloud Services™ is a comprehensive, web-based,
direct-marketing application designed for today’s fast-paced retail environment.

Because Customer Engagement is a web-based application that runs through web
browsers, it uses conventions familiar to both traditional desktop applications and web-
based applications.

About This Guide

This document provides you with detailed instructions for using Customer Engagement
through its web interface. This interface is accessed through a web browser connecting to
the Customer Engagement server.

About This Chapter

This chapter contains the following information:

¢ Conventions - Describes the conventions used in this guide.
* Login - Describes how to log into Customer Engagement.

* Logout - Describes how to log out of Customer Engagement.

* My Account - Describes the options available to update your account. Options
include:

- Change Name
e User Interface - Describes common elements of the user interface. Elements include:
- Accessing Pages
- Tabs
- Data Elements
- Actions Menu
- List
- Layer List
- File Upload

- Window

- Wizard
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Conventions

Eligibility Rules - Describes the rules used to determine eligibility to certain types of

groups. Eligibility rules include:

Conventions

Login

Location Eligibility
Segment/Target Eligibility
Item Eligibility

Time Eligibility

Tender Eligibility

The following conventions are used throughout this document to denote information for
special emphasis or to bring your attention to an important point.

Note: Information that can improve your understanding, simplify a
task, or point out special circumstances.

Important: Information that is important for the user to be aware of,
such as information that can help ensure procedures are completed
properly, or prevent the loss of, corruption of, or recording of incorrect
data.

Tip: Information that is related to the task at hand, but not required
to perform the task. This would include best practices or practical
information that would help the user in the performance of the task.

[REQUIRED] - This marks a field on a form that must be completed. You will not be
allowed to continue until the field is completed.

[OPTIONAL] - This marks a field or step that is not required and you may complete at
your discretion.

[DEFAULT] - This marks the system default option for a particular field. You have the
choice of accepting the default by doing nothing or selecting another option.

User must have a login name and password to access Customer Engagement. Use the
following procedure to log into the Customer Engagement application:

Use a web browser to navigate to the URL provided at the time of implementation
(similar to: <a target="_blank" href="https://"shttps://</
a><hostnames>:<port numbers>/<ORG ID>/OrceUI/relate.html).
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Login

The Customer Engagement login page is displayed.

ORACLE"

Figure 1-1: Customer Engagement Login

2. Enter your username in the Username field.
3. Enter your password in the Password field.
4. Click the Login button, or press the [Enter] key.
If the username and password are correct, the main page opens.

The Customer Engagement pages are displayed in the language defined for your user
profile.
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Logout

Logout

To log out of Customer Engagement:

1. Click your username in the upper-right corner of the screen.

A menu of user options opens.

2. Click LOGOUT.

ameiame) @

My Account
Logout

Figure 1-2: User Options Menu

You are logged out of Customer Engagement and the interface returns to the
Customer Engagement Login page.

My Account

In Customer Engagement, you can view information about your account, and make

changes to some of your account settings.

To view your account information:

1. Click your username in the upper-right corner of the screen.

A menu of user options opens.

amelame)

My Account
Logout

Figure 1-3: User Options Menu

2. Click MY ACCOUNT.

The My Account page opens, displaying information about your account.

My Account ®

User Information

Effective Roles

User ID Tester1
MName Testerl
Email Testerl@email.com

Password Change Password

Submit  Update

Relate_Custom:

Rela mof
Relate_PromotionA

Rela

Figure 1-4: My Account Page
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My Account

This page displays the following:

- User ID - Unique ID for your user account.

- Name - Name associated with your account.

- E-mail - Email address associated with your account.

- Effective Roles - Displays all of the Roles currently assigned to your user
account.

Note: Your assigned roles cannot be changed through the My
Account page. For more information about assigning Roles, see the
Oracle Retail Customer Engagement Cloud Services Implementation Guide.

Change Name

To change the name associated with your account:

Note: This procedure does not change the login name used by the
Login procedure. The name is only a display name for the account.

1. Inthe Name Text Field, replace the current value with the new Name.

2. Click Update.

The new Name is saved and displayed in the upper-right corner of the screen.
Figure 1-5: Updated Name

5]
[
(4]
o]
(V7]
D
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My Account

Change E-mail

To change the e-mail address associated with your account:

1. Inthe E-mail Text Field, replace the current value with the new e-mail address.
2. Click Update.

The e-mail address for your account is changed to the entered address. All messages
sent from the system will be sent to the new address.
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User Interface

User Interface

All User actions in Customer Engagement are performed through the user interface. This
interface is accessed and used in a web browser.

The Customer Engagement pages are displayed in the language defined for your user
profile.

Accessing Pages

To access the various functions of Customer Engagement, you must open the proper
page(s). While many pages can be accessed through both a Menu and the Main Page,
some pages can only be accessed through a Menu.

Many pages can also be accessed by clicking a link in another page. These links are
described in the sections dedicated to the screens and windows where the links can be
found.

Menu

You can use the menu at the top of the Customer Engagement screen to access most of
the pages in Customer Engagement. This menu is available from every page in Customer
Engagement, allowing instant access to most of Customer Engagement’s functionality.

To access a page through the Customer Engagement menu, open the proper menu, then
select the page within that menu. In this manual, this is described in the following way:

<Menu>-><Menu Item>

where <Menu> is the name of the menu and <Menu Item> is the item in the menu to
select.

For example, to open the Customer Lookup/Edit page, use the Customer->Customer
Lookup/Edit option. To select this option, click Customer in the Menu bar, then click
Customer Lookup/Edit in the Customer Menu.

Customer

Customer Lookup / Edit

Customer Merge Review

Figure 1-6: Customer Lookup/Edit Menu Option

Oracle Retail Customer Engagement Cloud Services User Guide 1-7



User Interface

Main Page

Some pages can also be accessed through the Customer Engagement Main Page, though
many of them can only be accessed through the Customer Engagement Menu (e.g. pages
in the Analytics and System Menus).

-
ORACLE customer Engagement Cloud Services

Monetary Values are in USD

Customer  Segment Campaign  Account Admin  Job Management  Analytics System 12345 (Example User) @

Create new customer records, lookup or edit Define and manage key segments. Analyze your Define, execute and analyze promotion events.

existing

data, or customer base to uncover opportunity.

customer records.
Q © Promotion Definition

. . © Unstratified Segment © Product Deal Definition
© customer Lookup / Edit © stratified Segment
© cClienteling Customer Lookup / Edit © Manual Segment
© customer Merge Review
© Customer Item Registry

TR TR TN

Manage Card setup including new cards and Manage key system objects. Define and monitor processes running on the
programs. Administer customer Loyalty, Award, database server.
and Gift Card accounts.

! © card Definition

© Location Definition
0 attribute Definition © Process Queus

© My Tasks © Job Scheduling

© card / Account Admin ) ST

Figure 1-7: Main Page

The Customer Engagement Main Page displays separate sections containing links to
Customer Engagement pages. The Main Page does not link to every page in Customer
Engagement. However, the Main Page can be used to access many of the most
commonly-used pages.

Monetary Values
The currency used for all monetary values is indicated in the upper right corner of each
page of Customer Engagement, above the user ID.

The currency code is from the Base System Currency configuration property. See the
Oracle Retail Customer Engagement Cloud Services Implementation Guide for more
information on configuration options.

Link

A Link is an HTML hypertext link that can be used to open another page or menu in
Customer Engagement. Link text will usually be a blue color to differentiate them from
normal text, and they will frequently (but not necessarily) be underlined.

2 Click here next MNewSet |mport Existing Deal |mport Csv

Figure 1-8: Links
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User Interface

Tabs

When opening Pages within the Customer Engagement application, the pages are
organized into Tabs at the top of the screen.

Customer Lookup / Edit & || Promotion List & || Card Definitions & || Customer Edit: 126789 ®
Figure 1-9: Tabs

- To switch to a different page within Customer Engagement, click on the Tab for
that page.

- To close a page in Customer Engagement, click the Red X ( [::E:j) at the top right of
the Tab.

- If there are so many Tabs open that they are being pushed off the screen, click

the more Link (more (%)) in the top-right corner of the page to open a list of
currently open Tabs.

Customer Lookup / Edit
Promotion List

Card Definitions
Customer Edit: 126789
Process Queue
Unstratified Segment

Figure 1-10: Tab List

In the list of open Tabs, click a Tab name to select and display that Tab.

Data Elements

When entering information into Customer Engagement, there are several standard types
of entry fields used to provide information to Customer Engagement or display
retrieved information.

Text Field

Information is entered into a Text Field by typing the information into the field. There
are no limits on the information that can be entered into a Text Field, unless they are set
for a specific instance of a text entry field.

UeerLateII

Email Ihj@xyx.n:um

Figure 1-11: Text Fields

Searches

When using a Text Field in a search, Customer Engagement searches for data that
matches the entered information. If the Text Field is blank, the field will be ignored by
Customer Engagement.

- If there is no Matching Rule Menu, Customer Engagement will only return data
that matches the field text exactly.

- If there is a Matching Rule Menu, Customer Engagement will match the field
text by the selected matching rule.

Oracle Retail Customer Engagement Cloud Services User Guide 1-9



User Interface

Text Area Field

Similar to a Text Field, information is entered into a Text Area Field by typing the
information into the field. Unlike a Text Field, a Text Area Field allows carriage returns
and multiple lines of information, rather than a single line of text. There are no limits on
the information that can be entered into a Text Area Field, unless they are set for a
specific instance of the field.

Welcome, Customer &
Customer Display -
Would vou like to receive our sales circular? Inform the

Figure 1-12: Text Area Field

Selection Menu
A Selection Menu is a drop-down menu with a limited number of possible options.

To use a Selection Menu, click the menu to open a drop-down menu that displays a list
of possible choices, then click an item in the list to select it.

Address Type IHGME j

Contact PermissionCpt In | promaoinfo -

(Flease select)
FIRSTCONTACT
M

none
crderinfo

Figure 1-13: Selection Menus

Matching Rule Menu

In Customer Engagement, a Text Field can be associated with a
Selection Menu that is used as a Matching Rule Menu. These
Matching Rule Menus determine the rules that Customer
Engagement uses when comparing the information in a text field
with the data in the system.

Starts With
Ends With
Contains

Customer Engagement provides the following matching rules:

- Equals - The data must match the information in the Text
Field exactly.

- Starts With - The data must begin with the information in the Text Field.
- Ends With - The data must end with the information in the Text Field.
- Contains - The data can have the information in the Text Field anywhere within
it.
If the associated text field is blank, the Matching Rule Menu will be ignored by Customer
Engagement.
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User Interface

Numeric Comparison Menu

In Customer Engagement, a Text Field can be associated with a Selection
Menu that is used as a Comparison Menu, to compare numeric values in the
Text Field with numeric values in the system. Whereas a Matching Rule
Menu sets rules for matching text, a Numeric Comparison Menu sets rules 5
for comparing relative values of numbers.

Customer Engagement provides the following numeric comparison rules: <

- >=-The value must be greater than or equal to the value in the Text
Field.

- >-The value must be greater than the value in the Text Field.
- <=-The value must be less than or equal to the value in the Text Field.

- < -The value must be less than the value in the Text Field.

Time Menus

In Customer Engagement, time configurations can
be performed through Time Menus. This is a set of ~ Start Time I 12 j I 00 j IAM j

Selection Menus that contain hour, minute, and _ -
AM/PM information. End Time I 1 j I 59 j I FM j

To use Time Menus, select the hour of the time in the first menu, the minute of the time
in the second menu and select either AM or PM in the third menu.

Multi-Select Menu

In Customer Engagement, a Multi-Select Menu is a Selection
Menu that allows users to select one or multiple options in the
menu. Beige L4
Black -

To select one option in a Multi-Select Menu, click that option;
any other option(s) that are currently selected are unselected.

To select multiple options in a Multi-Select Menu, hold the [CTRL] button while clicking
each option; all of the selected menu options are selected.

Check Box

A Check Box is used to configure true/false or yes/no values.
Relate_CustomerMaintenance W
Relate_Customeryiew ¥
Relate_SegmentManagement ¥
Relate_CampaignAdmin i

Relate_CampaignManagement v

Figure 1-14: Check Boxes

- When a Check Box has a check mark (I¥) in it, the value is set to true or yes.

- When a Check Box is unchecked (™), the value is set to false or no.
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Radio Buttons

Radio Buttons define sets of mutually exclusive options in which only one option can be
selected.

A T =

Coupon

—_—

i

L  Product

T o meibe i i

Figure 1-15: Radio Buttons

- When a Radio Button has been selected (* ), that option has been chosen.

- If another option is chosen in the set of Radio Buttons, the new option will be
selected and the previously selected option will be unselected (™).

Calendar Menu

When a date must be entered in a search field, Customer Engagement provides a
Calendar Menu that is used to select dates.

To use a calendar search field:
1. Click in the field.

The Calendar Menu opens.

Start Date

W ¢ 20011 Aug > 3 30
M T W T F 5 5

1.2 3 4 5 & T
8 8 10 11 12 13 14
15 18 17 13 18 20 24

22 23 24 26 28 27 2B

28| 30 3 1 2 3 4

Figure 1-16: Calendar Menu

2. Todisplay a different month for date selection in the calendar, use the navigation
buttons along the top of the calendar:

- Click < to move the calendar back one month.

- Click > to move the calendar forward one month.

- Click << to move the calendar back one year.

- Click >> to move the calendar forward one year.

- Click <<< to move the calendar back 10 years.

- Click >>> to move the calendar forward 10 years.
3. Click the proper date to select it.

The date is entered into the date field and the Calendar Menu closes.
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Actions Menu

List

Create Mew Card Definition

Many pages in Customer Engagement include an Actions Menu that contains a
collection of commands that can be performed on that page. The commands will be
specific to that page and will vary depending upon the page on which the menu appears.

The Actions Menu may have any number of names, depending upon the page on which
it is located. For example, the name may be “More Actions” or “Customer Actions”.

Open the Actions Menu by clicking on the page’s Actions button. The menu will then
open and display the options available on that page.

More Actlons LI

Customer

Actlons

Customer Actlons

Dashboard

Refresh Customer Card Association
Agddress

Figure 1-17: Actions Menu Fhans Figure 1-19: More Actions
Email Menu
Adtributes

Promotion Id = Promotion Name *

4224
1223
[Fl1222
1221
1220
[Tl1219
1218
01217
11218

Transaction History

Card Association

Alternate Key

MNotes

Promaotion History

Merge

Security Group

Associate Assignment
bt dc P e g

Figure 1-18: Customer Actions
Menu

In Customer Engagement, many pages display its entities, such as Promotions or
Customers, in a List. The interface provides methods for sorting and filtering these Lists.

Start Date . End Date -  Generated . Status - Exported -

Campalgn Name -

DynamicProma DynamicProma Product 2014 Dec 27 2015 Jan 4 Yes Saved No
testDynamicPromao testDynamicPromao Product 2014 Dec25 2015Jand4  Yes Saved NG
Holiday Closecut Promaotion Holiday Closecut Promaotion Product 2074 Nov 19 2015 Nov 13 Yes Saved No
Holiday Closeout Promation Holiday Closeout Promation Product 2014 Nov 19 2016 Nov 27 Yes Sawved No
Holiday Closecut Promotion Holiday Closecut Promotion Product 2014 Nov 19 2015 Now 28  Yes Clear Mo
Promo 54444 ETL-new Promo 54444 ETL-new Entitlement 2074 Aug 1 2074 Nov 21 NiA Conflict Mo
test-random test-random Product 2014 Jul 29 2014 Jul 31 Yes Saved No
test test Product 2014 Jul 15 2074 Jul 31 Yes Saved Mo
NewEntitlement NewEntitlement Entitlement 2074 Jul 15 2014 Jul 31 NIA Approved Yes

Figure 1-20: List
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Filter

List pages in Customer Engagement commonly include one or more Filters that allow
you to narrow a List of items to those meeting certain criteria. A Filter will take the form

of a Selection Menu, Calendar Menu, or Text Field.

Start Date
M T W
Figure 1-21: Selection o2 3
Menu Filter a8 5 10
15 18 17
23 323 24
2o | a0 34

T

11

18

25

4 4 4 2011 Awg

F

r

13

20

a7

oy

14

21

28

Figure 1-22: Calendar Menu Filter

Max. Deal Id I

Figure 1-23: Text Field
Filter

After selecting an option in a Filter, the List will display only those List items that match

the selected Filter criteria.

Sorting

The sort order for a List is selected by clicking on the name of the column that you are

using to sort the List. The double arrow (E) next to the column name will change to

show the sort order.

- Anup arrow (E) indicates that the column is sorted in ascending order.

- A down arrow (E) indicates that the column is sorted in descending order.

Tip: Some Lists in Customer Engagement may not have sorting
arrows displayed. However, the Lists can still be sorted in ascending
and descending order by clicking on the name of the column.
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Page Navigation

A List is often limited to display only a certain number of records. If a user wants to view
a record outside of the first set of records, that user will use the Page Nav1gat10r1 options.

Displaying: 1-50 of 273

e S S T L S L A P S T et T e [t T e et Nt e 0T e e e T L e et i

1 of 6 Pages [ Go To Page: (GO | Page Size: 50 ~ items

o B e o R e S S R g P A M Al B e A5 N i R B e Pt A R ol S e M T B Al

Figure 1-24: Page Navigation

Page Navigation has the following elements:

i e ST

Dlsplaylng 15Duf2?3 ;

TR S

Record Numbers - Indicates the range of records displayed on the current List page.

T T e T S e e — e

1ufﬁF"ages ) »H
L W T R R P N A NEE

Page Movement - Indicates the current List page, the number of List pages, and
provides buttons to navigate through the pages:

-} - Move to the next List page.

- 4 -Move to the previous List page.

- M - Move forward several List pages.

- 4 - Move backward several List pages.
- M - Move to the last List page.

- M - Move to the first List page.
Gl:l To Page [ﬁﬂ

" oot mffo st s os. il o dm

/'\'\.-"

Go To Page - Used to select a specific List page.

To use this element, enter the number of the List page in the Text Field, then click the
GO button.

Ll L L L

% Page Size: 50 ~ jtems
© Baddte B il 5 et Bt

Page Size - Used to select the number of records on each List page.

Select the number of records in the Selection Menu to change the number of records
in each List page. Note that this will change the number of List pages.
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Layer List
Layer Lists organize data into navigable layers of information. By clicking on an item in
a Layer List, a child page is opened, displaying information for the related item. This
child page can then contain more Layer Lists, which are navigated in the same way.
Award - Edit Programs Status
Award - Edit ¥ Award: Award - Edit Series Defined O Card Prefix 03549
Generated Series 0 User Org Count 0
Total Cards O Active Yes
ALW Gift Card0411-1 Programs Status
ALW Gift Card 04111 * Tender: ALW 0411-1 Series Defined 1 Card Prefix 04111
Generated Series 1 User Org Count 0
Total Cards 30 Aclive Yes
ALWCard-3 Programs Status
ALW Gift Card 3 * Loyalty: Loyalty 0414-2 Series Defined 0 Card Prefix 04113
* Tender: ALW Program 3 Generated Series 0 User Org Count 0
Total Cards O Active Yes

Figure 1-25: Layer List

Layer List Hierarchy
While moving through Layer Lists, Customer Engagement displays the hierarchy
navigated to open the current page. During navigation through the Layer Lists, each

child layer is added to the List to the right of the parent layer with an arrow pointing to
the child layer (»).

Card Def: ALWCard-3 » Lovalty Proaram: Lovalty 0414-2 » Level: Lovalty 0414-2

Figure 1-26: Layer List Hierarchy

To return to a page in the hierarchy, click the page name in the layer navigation display.
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File Upload

When a file must be uploaded to the system, a File Upload field is displayed.

Browse... |

Figure 1-27: File Upload Field

Updated File |

To use a File Upload field:
1. Click the Browse... button.

A Choose File to Upload window opens.

Look in: I 125 conflate

Ho2E

2|

images
m category-order . properties

% | conflate, bat

ﬂ conflate, jar

ﬂ conflate. properties

conflate.sh

@ conflate_templates.jar

m conflate-metadata, properties

% |delcrnd. bat

ﬂ example_conflate_repo.properties
ﬂ freemarker . jar

ﬂ nirmrodIf, jar

File name: I j
=l

Files of type: | & Fites ()

Open I
Cancel |
7

Figure 1-28: Choose File to Upload

2. Navigate to the directory in which the file is located.

3. Click the file to select it. Only files with the file extensions of jpg, jpeg, png, pdf, doc,

docx, xls, and xIsx can be uploaded.

4. Click Open.

The Choose File to Upload window closes and the filename is entered into the file
upload field. The file will be uploaded by the system when the changes entered are

submitted.
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Window

In some areas of Customer Engagement, information may be accessed or edited through
a pop-up Window within the Customer Engagement interface.

= |

Customer Detail

Customer Id 523 Address 257 SAMPLE STREET
First Name James City WORCESTER
Middle Name State MA
Last Name Madison Postal Code 01602
Second First Name Fhone
Second Last Name Email jmadison@example.com
Signup Date 2015-11-17
Signup Location 99999

Contact Permissions

Mail Yes Email Yes Phone Yes Fax Yes

Purchase Activity

¥TD Sales Amt 0.00  YTD Retuns Amt 0.00  YTD Transaction Count 0
Total Sales Amt 0.00  Total Returns Amt 0.00  Total Transaction Count 0

Cards

EZKCard 1286953953736008 Q@
EZKCard 1225074012124058 Q@
EZKSample2 6801573366 Q@

Figure 1-29: Window

Note: The pop-up Window is displayed within Customer
Engagement, and is not a browser pop-up window. Therefore, it will
not be affected by pop-up blockers.

To close a pop-up Window in Customer Engagement, do one of the following;:

- Click the X (E) in the upper-right corner of the Window.

- Click the Customer Engagement interface outside of the Window.

If the Window displays a record from within a List, the records in the List can sometimes
be navigated by clicking the arrows in the Window.

- Click the up arrow (E]) to open the previous record in the List.

- Click the down arrow (["’]) to open the next record in the List.
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Search User Window

In some areas of Customer Engagement, searching for a User is performed through a
Search User Window.

Search User

Field | Name IZ| Operations | Equals IZ| Value

Search | Cancel J

Figure 1-30: Search User Window

Use the Field Selection Menu to select the criteria on which to search.

Use the Operations Matching Rule Menu to select the matching rule.

Enter the Value to search for.

=ow bR

If necessary, add or delete search criteria:

- To delete an unneeded set of search criteria fields click the Delete button for the
search criteria.

- Toadd another search criteria, click the Add button, then repeat steps 1-3 in the
new search criteria fields.

Search User

Field Email = Operations  Equals - Valug mail Add

Field Mame =~ Operations  Equals - Value Add Delete

Search | Cancel | 0K |

Figure 1-31: Search User - Added Criteria

Note: When entering search criteria:

e  When two or more search criteria are included for one Field, the search
results will include Customers that match ANY ONE of the entered criteria
(alogical OR).

e  When search criteria is included for different Fields, the search results will
include Customers that match ALL of the entered criteria (a logical AND).

5. Click the Search button to perform the search.
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The search results are displayed in a List.

Search User

Field Name ¥ Operations  Starls With value ja Add

Search | Cancel | OK

jmadison James Madison james madiscni@example.com

Figure 1-32: Search User - Search Results

Search Customer Window

In some areas of Customer Engagement, searching for a Customer is performed through
a Search Customer Window.

Search Customer

Field |[FirstName  [+|  Operations | Startswith [=]  value Add

Search | Cancel J

Figure 1-33: Search Customer Window

To use the Search Customer Window:
1. Select the Field to search. This Selection Menu has the following options:
- First Name - Customer first name.
- Last Name - Customer last name.
- Email - Customer email address.
- Phone Number - Customer phone number.
- Customer Id - ID of the Customer.
- Alternate Key - Alternate Key associated with the Customer.

2. Use the Operations menu to select the matching rule used in the search. This
Matching Rule Menu has the following options:

- Starts With - The data must begin with the information in the text field.
- Ends With - The data must end with the information in the text field.

- Contains - The data can have the information in the text field anywhere within
it.

- Equals - The data must match the information in the text field exactly.
3. Enter the Value to use in the search.
4. If necessary, add or delete search criteria:

- Toremove a set of search criteria, click the Delete button next to the line.
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- To add another search criteria to the search, click the Add button, then repeat
step 1-3 in the new search criteria fields.

Search Customer

Field | First Name IZ| Operations | Equals IZ| Value Veronica

Field |First Name  [x|  Operations |Startswith [»]  Value Add Delete

Search | Cancel J

Figure 1-34: Search Customer - Added Criteria

e  When two or more search criteria are included for one Field, the search
results will include Customers that match ANY ONE of the entered criteria
(alogical OR).

e  When search criteria is included for different Fields, the search results will
include Customers that match ALL of the entered criteria (a logical AND).

5. Click the Search button when the search criteria is complete.

A List of search results is displayed.

Search Customer

Figld First Name Cperations  Equals - Valug Veronica Add Criteria

Figld Last Name Operations  Starts With - Valug Add Criteria

| Cancel | 0K |

Customer Id - First Name - Last Name Home Locatlon -

Veronica Hardman SHELBY
Veronica Held PHILADELPHIA
Veronica Huston LINCOLN
Veronica Holbroo CHARLESTON

Figure 1-35: Customer Search Results

This List displays the following information:
- Customer Id - ID of the Customer.

- First Name - Customer first name.

- Last Name - Customer last name.

- City - Customer city.

- State - Customer state.

- Home Location - Home Location assigned to the Customer.
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Wizard

Many of the elements within Customer Engagement are created and/or updated through
a Wizard. These Wizards provide a step-by-step configuration process for all the fields
that define an element in Customer Engagement.

= Segment Name -
9 44 previous save cancel next r
Enter segment name and information

Enter segment name and information

) R s— ® ©®

Public [

e

Trend R -
-

Trend Value Increase
Permanent 7 4

Figure 1-36: Sample Wizard

Review

Review

Table 1-1: Sample Wizard Key

Description

Wizard Navigation Panel - Allows navigation to a specific step in the
Wizard. See Wizard Navigation for more information.

Data Entry Panel - Used for data entry and configuration fields.

Progress Panel - Lists the steps in the configuration process, and shows the
current progress through that process.

Navigation Links - Moves to the next or previous step in the Wizard. See
Wizard Navigation for more information.

Save Link - Saves the current settings entered into the creation or update
and closes the Wizard. See Save Current Settings for more information.

Cancel Link - Cancels the creation or update and closes the Wizard without
saving changes. See Cancel Wizard for more information.

© e ® 66 Qf

Wizard Navigation
To navigate through a Wizard, do one of the following:

- Use the previous and next buttons to navigate through the steps in the Wizard.

- Click a step name in the Wizard Navigation panel to navigate directly to that
step.

When you have navigated to a step in the Wizard you can, if necessary, make changes to
any enabled field in that step.

Data Validation

In the Wizard, data is validated whenever the user moves from one step to another.
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- If the user clicks the next Link in a page with invalid information, the Wizard
will not move to the next step while invalid data remains in the step.

- Anerror message or error icon () is displayed for each validation error in a
Wizard step.

- Inthe Wizard Navigation panel, an error icon () is shown next to each step
with one or more validation errors.

Save Current Settings
To save in a Wizard, click the save Link.

- When creating an element in a Wizard, the data cannot be saved until every step
in the creation process has been performed, all required data entered, and Data
Validation performed on all entered information.

- When performing updates in a Wizard, changes can be saved at any time.

Cancel Wizard
To close a Wizard while canceling all unsaved changes:

1. Click the cancel Link.

A confirmation prompt opens.

& Discard all current changes?

Cancel M

Figure 1-37: Confirmation Prompt

2. Click OK to exit the Wizard.

- When creating an element in a Wizard, the data will not be saved and the
element will not be created.

- When editing an element in a Wizard, the element will keep its existing values.
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Eligibility Rules
Customer Engagement uses Eligibility Rules to set limits on how and when elements are
applied and used. Customer Engagement has the following Eligibility Rule types:

Location Eligibility - These Eligibility Rules determine the Locations that will be
eligible for a Customer Engagement element.

Segment/Target Eligibility - These Eligibility Rules define Segments and determine
which Customers belong to those Segments.

Item Eligibility - These Eligibility Rules determine which items are eligible for a
Customer Engagement element.

Time Eligibility - These Eligibility Rules determine the days, times, and date range in
which a Customer Engagement element is valid.

Tender Eligibility - These Eligibility Rules determine the tenders that can be used in
a Transaction for it to be eligible for some Customer Engagement element.

Location Eligibility

The Locations eligible for each Location Eligibility Rule are determined as follows:

Locations must meet the inclusion and exclusion parameters of the Location
Eligibility Rule:

- If no Locations are configured in either Included Locations or Excluded
Locations, all Locations are eligible.

- If Locations are configured in the Included Locations and none are configured in
the Excluded Locations, then only those Locations in the Included Locations are
eligible.

- If Locations are configured in both Included Locations and Excluded Locations,
only those Locations that are in the Included Locations and not in the Excluded
Locations are eligible.

- If Locations are configured in the Excluded Locations and none are configured
in the Included Locations, then all Locations except those in the Excluded
Locations are eligible.

For a Location to be an Included or Excluded Location, it must be part of a Group.

Location Aftributes Valuve Enabled
STORE_ID 0022 v
And

High Volume YES v

Add

ar

Location Aftributes Valuve Enabled
STORE_ID 0024 v

Add

Add Groupis)

Figure 1-38: Location Groups

- For a Location to be part of a Group, it must meet all the criteria of the Group.

- ALocation that meets the criteria of any one Group within either the Included or
Excluded Locations will be Included or Excluded.

- Each Group displays a List containing the following information:
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*  Location Attribute - The name of the criteria.
*  Value - The criteria value that a Location must have to belong to the Group.

*  Enabled - Whether the attribute and value constraint is currently enabled. If
the Check Box has a check mark, the constraint is active and a location must
meet the criteria to belong to the Group.

Define Location Eligibility
Use the following procedures to define Location Eligibility for a Customer Engagement
element:

- Add Location Eligibility Rule to add a Location Eligibility Rule to an element.
- Delete Location Eligibility Rule to delete an existing Location Eligibility Rule

from an element.

Add Location Eligibility Rule
To add a Location Eligibility Rule:

1. Click the proper option to create a Location Eligibility Rule (see Location Eligibility
for a description of Inclusion, Exclusion, and Group rules):

- If no Rule has been configured for the proper set of Groups, click the Click Here
Link to add a Rule.

- Toadd a Location to an existing Group, click the Add Location to Group Link.
- Toadd anew Group, click the Add Include Group or Add Exclude Group Link.

A Location Selection Window opens.

Filter Type IStore Id 'l Filter Criteria I Search

Cancel | OK

Figure 1-39: Location Selection Window

2. In the Filter Type Selection Menu, select the type of criteria to add to the Rule.

3. In the Search Criteria Text Field, enter the value to search for.

4. Click the Search button.
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A List of search results is displayed.

Locatlon Id Name - -

2202 2202 new on 10.

44139 44139

AAT1 asdfasdf 3
519 Beachwood

110 Carson City

100 Corporate Office I
701 Crocker Park

188 Crystal Run -

Figure 1-40: Location Results List

Note: If Franchisee support is enabled and the element using the
Location Eligibility Rule is associated with one or more Franchisees,
the search results will only show the Locations associated with the
selected Franchisee(s).

If no Locations match the search criteria, Customer Engagement will display the
message “No results found.”

5. Click a search result item to select it.

Tip: Press and hold the [CTRL] button to select multiple list items.

6. Click the OK button to add the Location(s) to the Rule, or click the Cancel button to
discard the changes.

The Location Selection Window closes and the selected row(s) are added to the Rule.
Delete Location Eligibility Rule
To delete a Location Eligibility Rule:
1. Click the Location Eligibility Rule.
A menu opens displaying a list of options.
2. Click Delete Attribute.
The rule is deleted.
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Segment/Target Eligibility

The Segments eligible for each Segment Eligibility Rule are determined as follows:

* Segments or Strata must meet the inclusion and exclusion parameters of the
Segment Eligibility Rule:

If no Segments or Strata are configured in either Included Segments or Excluded
Segments, all Segments and Strata are eligible.

If Segments are configured in the Included Segments and none are configured in
the Excluded Segments, then only those Segments and Strata in the Included
Segments are eligible.

If Segments are configured in both Included Segments and Excluded Segments,
only those Segments and Strata that are in the Included Segments and not in the
Excluded Segments are eligible.

If Segments are configured in the Excluded Segments and none are configured
in the Included Segments, then all Segments and Strata except those in the
Excluded Segments are eligible.

¢ For a Segment or Strata to be an Included or Excluded Segment, it must be part of a

Group.
Target Name Segment Name Customer Count
ILG New customers 34
LG New customers 34
Add
Target Name Segment Name Customer Count
Purch last 21 days 191
Purch last 21 days 191
Add

Figure 1-41: Target Groups

For a Segment or Strata to be part of a Group, it must be listed in a Group.

Each Group contains a List displaying the following information for each
Segment or Strata in the Rule:

*  Name - Name of the Segment or Strata.
*  Description - Description of the Segment or Strata.

*  Customer Count - The number of Customers that are currently included in
the Segment or Strata.

Each Group displays a Customer Count for the entire Group. This Count is the
total number of unique Customers that are actually a part of the Group, not a
simple total of the Customer Counts within the Group.

*  If a Customer is a member of two separate Strata or Segments in a Group,
the Customer will only be counted as one Customer.

*  If a Customer is a member of a previously defined Group, the Customer will
not be included as a member of the latter Group, lowering its count.
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Define Segment Eligibility

Use the following procedures to define Segment Eligibility for a Customer Engagement
element:

- Add Segment Eligibility Rule to add a Segment Eligibility Rule to an element.
- Delete Segment Eligibility Rule to delete an existing Segment Eligibility Rule

from an element.

Add Segment Eligibility Rule
1. Click the Add Rule button, or the Click Here Link to add a Segment Eligibility rule.

An Add Segment Eligibility Window opens.

Segment Type  Unstratified Segment -

Name - Description - Customer Coun |;|

March 29 riley-2 March 29 riley-2 1
March 29 riley-1 March 29 riley-1 ]
CA Customers CA Customers

same customer admin same customer admin

same customer same customer

test email test email

Read Only MS Read Only MS

MS | imited Read MS | imited Read

Figure 1-42: Segment Eligibility Window

2. Select the type of Segment to add:

- Unstratified Segment - [DEFAULT] Add the Customers in an Unstratified
Segment.

A List of Unstratified Segments is displayed. Select the Segment(s) to include in
the Eligibility Rule:

1) Click a Segment to select it for inclusion.
Hold the [CTRL] button to click and select multiple Segments.
2) Continue with step 3.

- Stratified Segment - Add the Customers in a Strata belonging to a Stratified
Segment.
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A List of Stratified Segments is displayed. Select the Strata(s) to include in the
Eligibility Rule:

Segment Type atified Segmel

Name Description Customer Count
test strata segment test strata segment 37
segment segment
test strata segment test strata segment
segment segment

test test

test strata segment test strata segment

Figure 1-43: Stratified Segments

1) Click the expand (®) button for each Segment whose Strata(s) are being
included in the Segment Eligibility rule.

2 Open Strata 44055
I” Strata 1 (1) Open Strata 44055 2
I” Strata 2 (1)

Figure 1-44: Open Stratified Segment

2) Click to enter a check mark ([+ ) in the Check Box for each Strata to include
in the Segment Eligibility rule.

3) Continue with step 3.

- Manual Segment - Add the Customers in a Manual Segment.

Segment Type  Manual Segment -

- S r— -
Name . Description - Customer Counijil

March 29 riley-2 March 29 riley-2 -
March 29 riley-1 March 29 riley-1

same customer

: same customer admin
admin

same customer same customer

test email test email
Read Cnly MS Read Cnly MS
MS Limited Read MS Limited Read

Figure 1-45: Manual Segments

A List of Manual Segments opens. Select the Segment(s) to include in the
Eligibility Rule:

1) Click a Segment to select it for inclusion.
Hold the [CTRL] button to click and select multiple Segments.
2) Continue with step 3.
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3. Click the OK button to add the selected Segments or Strata to the List and close the
Window.

Click Cancel to discard the changes and close the Window.

Delete Segment Eligibility Rule
1. Click the rule in the Segment Eligibility List.

A menu opens displaying a List of options.
2. Click Delete Rule.
The rule is deleted.

Item Eligibility

The Items eligible for each Item Eligibility Rule are determined as follows:

* Items must meet the inclusion and exclusion parameters of the Item Eligibility
configuration:

If no Items are configured in either Included Items or Excluded Items, all Items
are eligible.

If Items are configured in the Included Items and none are configured in the
Excluded Items, then only those Items in the Included Items are eligible.

If Items are configured in both Included Items and Excluded Items, only those
Items that are in the Included Items and not in the Excluded Items are eligible.

If Items are configured in the Excluded Items and none are configured in the
Included Items, then all Items except those in the Excluded Items are eligible.

e Each List contains the following information:

Filter - The criteria used for the Item Eligibility Rule.

Value - The criteria value that an Item must have to belong to the Item Eligibility
Rule.

Description - A description of the Item(s) belonging to the criteria value.

Define Item Eligibility

Use the following procedures to define Item Eligibility for a Customer Engagement
element:

Add Item FEligibility Rule (Simple), Add Item Eligibility Rule (Advanced), or
Add Item Eligibility Rule (Culinary)to add an Item Eligibility Rule to a

Customer Engagement element.

Delete Item Eligibility Rule to delete an existing Item Eligibility Rule from a
Customer Engagement element.

Import Item Eligibility Rules to import a set of Items into the Item Eligibility
Rule through a comma-separated values (CSV) file.

Import Existing Deal to import the Item Eligibility Rules from an existing Deal.

Add Item Eligibility Rule (Simple)
To add a simple Item Eligibility Rule to a Customer Engagement element:

1. Click the proper option to create an Item Eligibility Rule (see Item Eligibility for a
description of Inclusion and Exclusion rules):
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- If no Rule has been configured for the proper set of Groups, click the Click Here
Link to add a Rule.

- Toadd new criteria to an existing set of Included or Excluded Items, click the
Add button for the appropriate list.

An Item Hierarchy Search Window opens.

Filter Type DEPT - Filter Criteria Search

Figure 1-46: Item Selection Window (Simple)

2. In the Item Filter Selection Menu, select the type of Item Filter to add to the Rule.

3. Inthe Search Criteria Text Field, enter the value to search for in the Hierarchy Level.

4. Click the Search button.

A List displays the items matching the entered Search Criteria.

Filter Type DEPT - Filter Criteria 5

Description -

Accessory Department Accessory Department

Shoe Department Shoe Department

Raoantw/Eranranra Nanartmant Raoantw/Eranranra Nanartmant

Figure 1-47: ltem Selection Window - Search Results

Note: If Franchisee support is enabled and the element using the Item
Eligibility Rule is associated with one or more Franchisees, the search
results will only show the items associated with the selected
Franchisee(s).

5. Click an item in the search result List to select it.

Tip: Press and hold the [CTRL] button to click and select multiple
items.

6. Click the OK button to add the selected items to the Item Eligibility Rule and close
the Item Selection Window.

Click the Cancel button to close the Item Selection Window without adding items.
Determining Included Items

When creating an Item Eligibility Rule using the Simple method, Items will be included
in the Rule according to the following rules:

e If Attribute values are configured, ALL Attribute values in the Rule must be
matched.
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¢ If any other non-Attribute condition is configured, at least one non-Attribute
condition must be matched.

For example, if a rule were set up with the following criteria:
* Department =24

¢ Department =26

* Season = Fall

e Attribute Size =8.5

e Attribute Width =EE

And the following Items were configured in the system:

Item A (Included) Item B (Not Included) Item C (Not Included)

¢ Department =24 * Department =24 ¢ Department =70

¢ Season = Spring * Season = Spring ¢ Season = Spring

e Attribute Size =8.5 e Attribute Size =8.5 e Attribute Size =8.5

e Attribute Width = EE e Attribute Width=C e Attribute Width = EE

Item A would be included in the Item Eligibility Rule, because all the Attributes match,
and the Department matches the Rule configuration, even though the Season does not.

Item B is not included because the Width attribute does not match.

Item C is not included because neither the Department nor Season match.

Add Item Eligibility Rule (Advanced)
To add an advanced Item Eligibility Rule to a Customer Engagement element:

1. Click the proper option to create an Item Eligibility Rule (see Item Eligibility for a
description of Inclusion and Exclusion rules):

- If no Rule has been configured for the proper set of Groups, click the Click Here
Link to add a Rule.

- Toadd new criteria to an existing set of Included or Excluded Items, click the
Add button for the appropriate list.

An Item Hierarchy Search Window opens.

Search for and select qualifying items or enter ID and press the <Enter> key to accept.

Item Hierarchy Search

Hierarchy Level (Please select) -

Cancel

Figure 1-48: Item Selection Window

2. In the Hierarchy Level Selection Menu, select the type of Item Hierarchy Level to
add to the Rule.

- If you select All Items, a search area and Filter fields open.
Continue with step 6.

- If you select Item ID, Filter fields open.
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Continue with step 11.
- For any other selected value, continue with the next step.

3. Inthe Search Criteria Text Field, enter the value to search for in the Hierarchy Level.

Search for and select qualifying items or enter ID and press the <Enter> key to accept.

Item Hierarchy Search

Hierarchy Level : DEPT L Search Criteria Search

Filters

Erand None

Season  None

Item Min Price Item Max Price

ltem Aftributes: Add Groupis)

Attribute Code

Figure 1-49: Item Selection Window - Hierarchy Level

4. Click the Search button or press the [Enter] key.

- If the Search Criteria equals an ID for the Hierarchy Level, the ID is added to the
Eligibility Rule. Return to step 2 to add more items to the rule.

- If the Search Criteria does not equal an ID for the Hierarchy Level, a List
displays the levels matching the entered Search Criteria. Continue with the next
step.

5. Click an item in the search result List to select it.

Tip: Press and hold the [CTRL] button to click and select multiple
items.
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6. Use the Filters fields to set additional rules on the eligible items.

Erand None =~ Color
Season  None -
[item Min Price Item Max Price
ltem Aftributes: Add Group(s)
Aftribute Code Vale Remove

Figure 1-50: Iltem Hierarchy Search - Filters
Brand - Use this Selection Menu to indicate whether the item should have a
brand name attached to it. Select None [DEFAULT] to not filter by brand.

Season - Use this Selection Menu to indicate the season of the item. Select None
[DEFAULT] to not filter by season.

Color - Use this Multi-Select Menu to indicate the color(s) of the item. Select
None [DEFAULT] to not filter by color.

Item Min Price - Use this Text Field to define the minimum price of the item.
Leave blank [DEFAULT] to have no minimum item price.

Item Max Price - Use this Text Field to define the maximum price of the item.
Leave blank [DEFAULT] to have no maximum item price.

7. If necessary, define the Item Attribute filters for a Group (see ltem Attribute Filter
Groups for a description of the rules used for Item Attribute Filters).

a.

Click the Add Link in an Item Attribute Group.
A new Item Attribute filter is added to the Group.

Aftribute Code Valve Remove

None - - Remove

d.

e.

Figure 1-51: New Item Attribute Filter

In the Attribute Code Selection Menu, select the Item Attribute to add.

In the Value field, select or enter the Attribute value to use for the filter.

Note: The method used to enter the filter value will depend on the
Attribute Type.

If necessary, click the Remove Link to remove an Attribute from a Group.

If necessary, repeat steps a-c for each Attribute to include in the Group.

8. Ifnecessary, click the Add Group(s) Link to add another Group, then repeat step 7 to
add Attributes to the Group.

9. Click the Add button to add the selected Item(s) to the Rule.

10. Do one of the following:
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Return to step 2 to add more Item(s) to the Eligibility Rule.

Click the Cancel button to close the Item Selection Window.

11. If you selected Item ID in the Hierarchy Level Selection Menu, enter the value to
search for in the Search Criteria Text Field.

Search for and select qualifying items or enter ID and press the <Enter> key to accept.

Item Hierarchy Search

Hierarchy Level Item 1D Search Criteria Search

Close | Add

Figure 1-52: Item Hierarchy Search - Iltem ID

12. Click the Search button or press the [Enter] key.

If the Search Criteria equals an Item ID, the Item is added to the Eligibility Rule.
Return to step 2 to add more Items.

If the Search Criteria does not equal an Item ID, a List displays the Items
matching the entered Search Criteria. Click an Item in the search result List to
select it.

Tip: Press and hold the [CTRL] button to click and select multiple
items.

13. Click the Add button to add the selected Item(s) to the Rule.

14. Do one of the following:

Return to step 2 to add more Item(s) to the Eligibility Rule.

Click the Close button to close the Item Selection Window.

Item Attribute Filter Groups

When using Item Attributes to filter the items that are included in the Eligibility Rule,
Customer Engagement uses the following rules for determining eligibility:

If no Attribute Filter Groups are included, Customer Engagement will not use
Item Attributes as a filter.

For an Item to be included in the rule, it must be included in at least one Group
(i.e. there is a logical OR relationship between separate Groups).

For an Item to be part of a Group, it must be assigned each Attribute Code and
Attribute Value listed in the Group (i.e. there is a logical AND relationship
between Attributes in a Group).

Each Group contains a List displaying the following information for each
Segment or Strata in the Rule:

*  Attribute Code - Name of the Attribute.
*  Value - Value of the Attribute.

Add Item Eligibility Rule (Culinary)
To add an Item Eligibility Rule for culinary items:
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1. Click the proper option to create an Item Eligibility Rule (see Item Eligibility for a
description of Inclusion and Exclusion rules):

- If no Rule has been configured for the proper set of Groups, click the Click Here
Link to add a Rule.

- Toadd new criteria to an existing set of Included or Excluded Items, click the
Add button for the appropriate list.

An Item Selection Window opens.

Search for and select quallfylng Items or enter ID and press the <Enter> key to accept.
Category Rule Definition

Aftribute Code Remove

ltem Hierarchy Search

Higrarchy Level | Item 1D Search Criteria Search

Close | Add

Figure 1-53: Item Selection Window

2. Culinary items can be added either by Item Hierarchy, or by Item ID search.
- Add Items by Attribute:
1) Click the Add Link in the Category Rule Definition area.
2) An Attribute Code entry line opens.
3) Select the Attribute Code for the Item in the Selection Menu.
4) The Value Selection Menu opens.
5) Select the Value for the Item Attribute in the Selection Menu.

6) If necessary, repeat steps 1-5 for each Item Attribute to add to the Item
search.

7) If necessary, click the Remove Link for each Attribute to remove.

8) Continue with step 3 on page 37.

- Add Items by Item ID search:
1) In the Search Criteria Text Field, enter the value to search for in the Item ID.

2) Click the Search button.
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A List displays the items matching the entered Search Criteria.

- R nt e, e - P P R s
g e pTegennd e e R - e ST

ltem Hierarchy Search

Hierarchy Level | ltem 1D Search Criteria 6

Item Id Description - i
66001 Faper Plates =
66002 Faper Bowls

66003 Paper Cups 0
66004 Faper Napkins i
- ..nnhn..“‘..-s\\w-“\.w-w‘m,ﬂ_\”~*#ﬂ“\__._.....na-m-«_.~ —

3) Click an item in the search result List to select it.

4) If necessary, repeat steps 1-3 for each Item to add to the Item search.

Tip: Press and hold the [CTRL] button to click and select multiple
items.

5) Continue with step 3 (below).
3. Click the Add button to add the selected Item(s) to the Rule.
4. Repeat step 2 on page 36 to add additional Item(s) to the Rule.

5. When you are done adding Items, click the Close button to close the Item Selection
Window.

Delete Item Eligibility Rule
To delete an Item Eligibility Rule:

1. Click the Item Eligibility Rule to select it.

Tip: Press and hold the [CTRL] button to click and select multiple
items.

2. Click Remove.

A confirmation prompt opens.

&y You are about to delete items. Do you wish to

proceed?

Cancel M

Figure 1-54: Delete Item Eligibility Rule Confirmation

3. Click the OK button to delete the Rule, or click the Cancel button to keep the Rule in
place.

Delete All Item Eligibility Rules

To delete all Item Eligibility Rules from either the Included Items or Excluded Items List,
click the Remove All Link for that List. All the Rules are removed.
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Import Item Eligibility Rules

A set of Item Eligibility Rules can be imported into Customer Engagement using a
comma-separated values (CSV) file. To import a set of Item Eligibility Rules:

1. Open the Import CSV Window by doing one of the following:
- If there are items in the Item Eligibility Rule, click the Import Csv Link.
- If no items have been added, click the click here Link for importing CSV files.
The Import CSV Window opens.

Browse...

Import | Cancel

Figure 1-55: Import CSV Window

2. Use the File Upload (Browse) field to select the CSV file to import.

3. Click the Import button.

4. The Import CSV Window closes and the items are added as Item Eligibility Rules.
CSV File Format

When importing Items into an Item Eligibility Rule, the CSV file listing the items must
have the following fields for each line:

e HIERARCHY LEVEL [REQUIRED]
- If the Hierarchy Level is Item, use the value ITEM ID for this field.

- For anon-Item Hierarchy Level, use the value configured in System
Configuration.

For information about System Configuration and configuring the names of
Hierarchy Levels, see the Oracle Retail Customer Engagement Cloud Services
Implementation Guide.

e HIERARCHY VALUE [REQUIRED]

e BRAND [OPTIONAL]

e SEASON [OPTIONAL]

e COLOR [OPTIONAL]

e MIN PRICE [OPTIONAL]

e MAXPRICE [OPTIONAL]

Each line in the CSV file corresponds to one Hierarchy Level being imported.

A placeholder must be used for all fields. For example, to include an item with an ID of
343, from the Acme brand, colored brown, with a minimum price of 13.50, with no
season, and with no maximum price, the following line would be included in the CSV
file:

_ITEM ID ,343,Acme,,brown,13.50,
Note the empty SEASON and MAX PRICE fields in the example.

Import Existing Deal

In some areas of Customer Engagement, the Item Eligibility Rules in an existing Deal can
be imported as a whole. To import the Item Eligibility Rules from an existing Deal:
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1. Click the Import Existing Deal Link.
The Import Existing Deal Window opens.

Import Existing Deal

Search

Cancel

Figure 1-56: Import Existing Deal Window

2. Enter the search terms for the Deal in the Text Field.

Note: Keep the Text Field empty to return all Deals.

3. Click the Search button.
A List of Deals matching the search criteria is displayed.

Import Existing Deal
|Elqu] | Search |

Deal ID - Deal Name - Deal Type -

210 Ig test buy x get x Buy X Get X

X5T Buy X Get X Buy X Get X

WOT Dine W r2ak W Dhne W 2nd W

Figure 1-57: Search Results Returned

4. Click a Deal to select it. Press and hold the [CTRL] button to select multiple items.

5. Click the OK button to import the Item Eligibility Rules for the selected Deal(s) and
close the Window, or click Cancel to close the Window without performing the
import.

Time Eligibility
Time rules constrain Customer Engagement elements to certain days or times, or to

certain time-related events (such as sign-up anniversaries or birthdays).

If one or more Time Rules are defined for a Customer Engagement element, the Time
Rule List displays the following information for each Time Rule:

¢ Name - Name of the Time Rule.
¢ Description - Description of the Time Rule.
¢ Type - The type of Time Rule. This can be one of the following:

- Birthday Anniversary - Rule that is active during the time around the
Customer’s birthday.

- Signup Anniversary - Rule that is active during the time around the date when
the Customer signed up for the Loyalty Program.
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- Bonus Period - Rule that causes the Customer Engagement element to be active
during a defined period of time.

- Blackout Period - Rule that prevents the Customer Engagement element from
being active during a defined period of time.

Define Time Eligibility

The following procedures can be used to configure Time Eligibility Rules:

- Add Time Eligibility Rule to add a Time Eligibility Rule to a Customer
Engagement element.

- Edit Time Eligibility Rule to edit an existing Time Eligibility Rule.

- Delete Time Eligibility Rule to delete an existing Time Eligibility Rule.
Add Time Eligibility Rule
To add a Time Eligibility Rule to an element:
1. Click the Add Rule button, or the Click Here Link to add a Time Rule.

A Time Rule Definition Window opens.

Time Rule definition.

Name I Please select a time rule type.

Description I

Rule Type I(Please select) 'l

Cancel | OK

Figure 1-58: Time Rule Definition Window

2. Enter the name of the Time Rule in the Name field.
3. Enter a description of the Time Rule in the Description field.

4. In the Rule Type Selection Menu, select the type of Time Rule to add:

- Birthday Anniversary - Rule that is active during the time around the
Customer’s birthday. Continue with step 6.

- Signup Anniversary - Rule that is active during the time around the date when
the Customer signed up for the Loyalty Program. Continue with step 6.

- Bonus Period - Rule that causes the Customer Engagement element to be active
during a defined period of time.

- Blackout Period - Rule that prevents the Customer Engagement element from
being active during a defined period of time.
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5.

If you selected Bonus Period or Blackout Period for the Rule Type, select the time

for the Rule:
£ R ...\_'_‘._./____.,,__\__,____,___,__,,______J___ s,
é[:a_-‘e of Week Sun Mon Tue Wed Thu Fri Sat ]
i VF F F F ¥ F ¥
; Start Time |12jluuj|AMj
EE End Time I‘I‘Ijlsgjlpmj
2
Y startDate [
% End Date |
ol sl ol .. --A-'--““-A«"""‘"‘“*.v-\g

Figure 1-59: Time Configuration
a. Inthe Days of Week Check Box set, select the days of the week on which the

Time Rule will be effective.

In the Start Time Time Menus, select the time of day at which the Time Rule will
become effective.

In the End Time Time Menus, select the last time of day at which the Time Rule
will remain in effect.

In the Start Date Calendar Menu, select the date on which the Time Rule will
become effective.

In the End Date Calendar Menu, select the last date on which the Time Rule will
still be effective.

Click the OK button to add the selected Times to the List and close the Window, or
click Cancel to discard the changes and close the Window.

Edit Time Eligibility Rule
To edit an existing Time Eligibility Rule:

1.

In the Time Rule Definition List, click the Rule to edit.

The Time Rule is opened in a Time Rule Definition Window.

Make the necessary changes to the current configuration:

Name - Name of the Time Rule.
Description - Description of the Time Rule.
Rule Type - The type of Time Rule:

*  Birthday Anniversary - Rule that is active during the time around the
Customer’s birthday.

*  Signup Anniversary - Rule that is active during the time around the date
when the Customer signed up for the Loyalty Program.

*  Bonus Period - Rule that causes the Customer Engagement element to be
active during a defined period of time.

*  Blackout Period - Rule that prevents the Customer Engagement element
from being active during a defined period of time.

If the Rule Type is Bonus Period or Blackout Period, the following
configurations are displayed:

*  Days of Week - Days of the week on which the Time Rule will be effective.

*  Start Time - Time of day at which the Time Rule will become effective.
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*  End Time - Last time of day at which the Time Rule will remain in effect.
*  Start Date - Date on which the Time Rule will become effective.
*  End Date - Last date on which the Time Rule will still be effective.

3. Click the OK button to add the selected Times to the List and close the Window, or
click Cancel to discard the changes and close the Window.

Delete Time Eligibility Rule
To delete a Time Eligibility Rule:

1. Click the rule in the Time Eligibility List.
A Time Rule Definition Window opens.

2. Click the Delete Rule button.

3. A confirmation Window opens.

4. Click OK to delete the Rule and close the Time Rule Definition Window, or click
Cancel to return to the Time Rule Definition Window.

Tender Eligibility

Tender eligibility rules determine whether a Customer Engagement element is enabled
for a transaction, depending upon the tender used in a transaction.

Define Tender Eligibility
Tenders are selected for eligibility or ineligibility through Check Box configurations. To
define Tender Eligibility for a Customer Engagement element:

¢ The Enable all tender types Check Box is checked (]« ), all tenders are eligible for
the Issue Rule.

[ R A .- T T i T N

kl__ ﬁéble all tenders ty;ies (No restrlmlons will be placed Dﬂ the E|IQIbI|It‘f rule )_'
= e 1t i 2= Wl ks i i el

e s L Som o, S fron PO Y e Ry

Figure 1-60: Enable All Tender Types Check Box

e If the Enable all tender types Check Box is unchecked (I"™), tenders must be
individually selected as being eligible for the Issue Rule.

" Enable all tenders types. (No restrictions will be placed on the eligibility rule.)

Tender Types 1D
i Account Credit ACCOUNT_CREDIT
[ Accounts Receivable ACCOUNT_RECENABLE
i American Express cards AMERICAN EXFRESS
[ American Express Credit Card AMERICAN_EXFRESS
- Canada Cash CAD_CURREMCY
I Canadian Traveler Chegye CAD TRAVELERS CHECHK

Figure 1-61: Select Individual Tender Types

- Click to place a check mark (Jv ) in the Check Box for each tender that is eligible
for the Issue Rule.

- If a Customer uses a tender that is unchecked (™), that transaction will not
qualify for points issued by the Issue Rule.
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Overview

Customers

Customer records store basic information about each Customer. These records can be
associated with a Card or account used to track transactions and provide incentives to
customers.

Customer records can be used to track individual Customers and their shopping
preferences, habits, and tendencies. This allows locations and chains to target
promotions to Customers most likely to take advantage of purchase incentives given by
the location or chain.

About This Chapter

This chapter contains the following information:

Customer Lookup/Edit - Describes the Customer Lookup/Edit page and the
procedure for looking up Customers. Options include:

- Customer Lookup

Customer List - Describes the information displayed and options available on the
Customer List page. Options include:

- Actions Menu

- Open a Customer Record

Customer Summary Window - Describes the information displayed and options
available at the Customer Summary window. Options include:

- More Actions Menu

- Open Customer Dashboard

Customer Dashboard - Describes the Customer Dashboard and the information
displayed on it. Options include:

- Customer Actions Menu

- Customer Basics

- Customer Data

- Purchase Activity

- Associate Assignments

- Addresses

- Email

- Telephone Numbers
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- Customer Attributes

- Alternate Key
- Cards/Accounts

- Customer Notes

- Segment Association

- Top 3 Depts - Current Calendar Year

- Promotion Events/Responses

- Preference Centers

- Social Profile

- Franchisee Assignments

¢ [Edit/View Customer Record - Describes the pages used to edit Customer records
and view Customer data. Options include:

- Customer Information

- Address

- Telephone Number

- Email
- Attributes

- Transaction History

- Card Association

- Alternate Keys

- Customer Notes

- Promotion History

- Customer Merge

- Household

- Security Groups

- Associate Assignments

- Segment Association

- Tasks

- Item Visualizer

- Update Customer Image

- Item Registry
- Item Registry Visualizer

- Preference Centers

- Social Profile

- Social Activity

- Franchisee Assignment

e  Customer Validation - Describes Customer validation rules in Customer
Engagement. Options include:
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- Names
- Prefix (Salutation)

- Suffix

- Gender

- Address

- DPostal Code

- Email Address

- Phone

Customer Lookup/Edit

Use the Customer Lookup/Edit page to search for and modify Customer information
stored in Customer Engagement.

Note: This is different from a Clienteling Search, which searches for a
set of Customers that meet certain, specified criteria.

Customer Lookup

To look up a Customer in Customer Engagement:

1. Open the Customer Lookup/Edit page with the Customer->Customer Lookup/Edit
menu option, or by clicking the Customer Lookup/Edit Link on the Main Page.
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The Customer Lookup/Edit page opens.

Customer Lookup / Edit ®

CUSTOMER SEARCH
Last Mame Equals -
First Mame Equals -
Eusinzss Mame Equals -
Address Equals -
City Equals -
State  Equals -
Fostal Code  Equals -
Email Equals -
Fhone Equals -
Second First Name  Equals -
Second Last Name  Equals -
Customer Id
Alternate Key
Card Number

Card Serial Number

Associate Id
Segmentid Al -
Franchisee All -

Search

g r—-—‘,msﬁhﬂk-uA .y r._,_\'n-—-_""“‘--.um_.....\* !

Figure 2-1: Customer Lookup/Edit Page

2. Enter the search information for the Customer.

Tip: Be as specific as possible when entering search information. The
more specific the information, the fewer Customer records will be
returned.

The Customer Lookup/Edit page uses the following Data Elements for search entry:

2-4 Oracle Retail Customer

Last Name - Customer last name (uses a Matching Rule Menu).

First Name - Customer first name (uses a Matching Rule Menu).

Business Name - Name of the Customer’s business (uses a Matching Rule
Menu).

Address - Address line for the Customer —searches Address Line 1 in the record
(uses a Matching Rule Menu).

City - Customer city (uses a Matching Rule Menu).

State - Customer state or province (uses a Matching Rule Menu).

Postal Code - Customer Postal Code or ZIP Code (uses a Matching Rule Menu).

Email - Customer email address (uses a Matching Rule Menu).

Phone - Customer telephone number (uses a Matching Rule Menu).

Second First Name - Customer’s second first name (uses a Matching Rule
Menu).
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This field only appears if the system is configured to display additional customer names.
See the Oracle Retail Customer Engagement Cloud Services Implementation
Guide for more information.

- Second Last Name - Customer’s second last name (uses a Matching Rule Menu).

This field only appears if the system is configured to display additional customer names.
See the Oracle Retail Customer Engagement Cloud Services Implementation
Guide for more information.

- Customer Id - Customer ID.
- Alternate Key - Customer Alternate Key.
- Card Number - Card Number associated with the Customer.
- Card Serial Number - Serial Number of the Card associated with the Customer.
- Associate Id - ID of an Associate assigned to the Customer.
- Segment Id - ID for a Customer segment.
- Franchisee - Name of the Franchisee.
3. Click Search to perform the search.

Customer Engagement returns a List of all the Customer records that match the
entered search criteria.

| |
Search Criteria =
First Name Starts With [J]  Last Name Starts With [M]
Search Results
Displaying: 1-2 of 2 M4 1 of 1 Pages P M Go To Page: @ Items per page: 50

523 James Madison 257 SAMPLE STREET WORCESTER MA

529 John Marshall 1234 SAMPLE AVENUE BOSTON MA

Figure 2-2: Customer Search Results List
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Customer List
The Customer List is accessed through the Customer Lookup process.

Customer Lookup / Edit ®

Search Criteria =
First Name Starts With [a]

Search Resulis
Displaying: 1-35 of 35

Customer Id -

10709

10739

11746

13167

13687

14209

14803

16363

18910

20672

20846

Last Name Equals Uona]b ‘ 1 ' ‘ ’
[ ] O‘Gu To Page:

First Name
Augustine
Annette
Ann
Anthony
Asa

Alicia
Anita
Alfred
Alvin
Ashley

Anita

( )—ym\

H# 4 1 of 1 Pages (GO Page Size: 50 ~ items

Last Name _ I'
Jones 1234 SAMPLE STREET ANSONIA OH |
Jones 123 SAMPLE AVENUE FT LAUDERDALE FL |E
Jones 5678 SAMPLE STREET CHARLESTON WV |_
Jones 910 SAMPLE COURT : KODIAK AK

Jones 456 SAMPLE AVENUE 5 GREENBUSH MN

Jones 789 SAMPLE COURT CHESTERFIELD MO

Jones 3456 SAMPLE STREET SPRINGFIELD MA

Jones 123 SAMPLE BOULEVARD SAVANNAH GA

Jones 7890 SAMPLE STREET DURHAM NG

Jones 123 SAMPLE BOULEVARD HONOLULU HI

Jones 1234 SAMPLE LANE SAN FRANCISCO CA -

Figure 2-3: Customer List

Table 2-1: Customer List Page Key

Description

©® e 0!

Search Criteria - Displays the search criteria used for the search results
displayed in the List.

Search Button - Click to return to the Customer Lookup/Edit page and
perform another search.

Actions Menu - Click to open a menu of actions that can be performed in the
Customer List page. See Actions Menu for more information.

Page Navigation - Page Navigation for the List.

Customer List - A List of Customers currently in the system that match the
search criteria.

This List includes the following information for each Customer:
¢ Customer Id - Unique identifier for the Customer.

¢ First Name - Customer’s first name.

¢ Last Name - Customer’s last name.

o Address - Street address for the Customer.

¢ City - Customer’s city.

e State - State or province for the Customer.
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Actions Menu
The Actions Menu for the Customer List page includes the

following option: Actlons L\.I

- Add Customer - Create a new Customer. See Create a Add Customer
Customer.

Open a Customer Record

To open a Customer Record in the Customer List, click the Customer in the List. The
Customer record is opened in a Customer Summary Window.

Customer Summary Window

The Customer Summary Window displays summary information for a Customer.

= |

Customer Detail

Customer Id 523 Address 257 SAMPLE STREET
First Name James City WORCESTER
Middle Name State MA
Last Name Madison Postal Code 01602
Second First Name Fhone
Second Last Name Email jmadison@example.com
Signup Date 2015-11-17
Signup Location 99999

Contact Permissions

Mail Yes Email Yes Phone Yes Fax Yes

Purchase Activity

YTD Sales Amt 0.00 YTD Returns Amt 0.00 ¥TD Transaction Count 0
Total Sales Amt 0.00  Total Returns Amt 0.00  Total Transaction Count 0

Cards

EZKCard 1286953953736008 Q@
EZKCard 1225074012124058 Q@
EZKSample2 6801573366 Q@

Figure 2-4: Customer Summary Window

This Window displays the following information:

* Customer Detail - Details about the Customer. This area displays the following
information:

- Customer Id - Customer ID.
- First Name - Customer first name.
- Second First Name - Customer’s second first name.

This field appears only if the system is configured to display additional customer names.
See the Oracle Retail Customer Engagement Cloud Services Implementation
Guide for more information.

- Middle Name - Customer middle name.

- Last Name - Customer last name.
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Second Last Name - Customer’s second last name.

This field appears only if the system is configured to display additional customer names.
See the Oracle Retail Customer Engagement Cloud Services Implementation
Guide for more information.

Signup Date - Date the Customer was signed up.

Signup Location - Location ID of the Location where the Customer signed up.
Address - Address line 1 for the Customer.

City - Customer city.

State - Customer state or province.

Postal Code - Customer Postal Code or ZIP Code.

Phone - Customer telephone number.

Email - Customer email address.

* Contact Permissions - Indicates the methods through which the Customer may be
contacted. This area displays the following information:

Mail - Indicates whether the Customer can be contacted by mail.
Email - Indicates whether the Customer can be contacted by email.
Phone - Indicates whether the Customer can be contacted by phone.

Fax - Indicates whether the Customer can be contacted by fax.

* Purchase Activity - Displays the purchase activity recorded for the Customer. This
area displays the following information:

YTD Sales Amt - Amount of all sales associated with the Customer during the
year to date.

YTD Returns Amt - Amount of all returns associated with the Customer during
the year to date.

YTD Transaction Count - Number of transactions, during the year to date,
associated with the Customer

Total Sales Amt - Total amount of all sales associated with the Customer.
Total Returns Amt - Total amount of all returns associated with the Customer.

Total Transaction Count - Total number of transactions associated with the
Customer.

* Cards - Lists the Cards associated with the Customer. This area displays the
following information:

The type of Card.

The Card Number Link and an icon () that can be
clicked to open a menu with the following option:
*  Card Administration - Open the Card in the Card Administration

Card/Account Administration page. See page 1
in Chapter 15, “Card/Account Administration”.

9444888095002532 O F)

If the Customer is the primary holder of the Card, the primary holder icon ({))
will be shown.
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More Actions Menu

More Actlons
The More Actions Menu displayed in the Customer Summary

Window (see Figure 2-4 on page 7) provides access to some Customer
Customer functions without going through the Customer
Dashboard. These functions are:

Card Association

- Customer - Edit Customer Information found in the
Customer Basics and Customer Data sections (see Customer Information).

- Card Association - Add, edit, or delete Cards associated with the Customer (see
Card Association).

Open Customer Dashboard

To open a Customer in the Customer Dashboard, click the Dashboard button in the
Customer Summary Window.

Customer Dashboard

The Customer Dashboard displays all the information available for a Customer and
provides access to pages for editing Customer Information. The Customer Dashboard
can be accessed through one of the following procedures:

e Customer Lookup

e (lienteling Search

¢ Item Registry Lookup

Customer Lookup / Edit ® || Customer Edit 2 @

| Print | Customer Actions %/

A, Ms Gloria Mundi Customer Detail Card Detail
i i
‘j E) Customer Id 2 Create Date 2015-12.03 clise_test_card 1236546260637751 OO
| J Create rid bsample Update Date 2016-03-16
rsf . Updste User Id bsample Source walkin
Phone Email
-
Customer edit 3
me Sample Business Gender Met Worth 0.00 Signup Location ]

Rent No Signup Date 2015-12-03
Class SYSTEM CLASS Home Location

Language EN Prospect Mo

Birth Month Annual Income 0.00 Scurce walkin Owner ID

Purchase Activity
First Transaction Date 2016-01-22 Tok < Amount 562 92 ¥TD Sales Amount
Last Transaction Date 2046-01-22 Total Sales ltem Caunt 6 ¥TD S

Total Profit Percent 27.63% Totzl Ret

¥TD Profit Percent 27.63% Totzl Returns

Amount 0.00

m Count 0 YTD Retums ftem Count 0

Amount 0.00 ¥TD Ret

Total Tra nn Coont B
Figure 2-5: Customer Dashboard

The information displayed in the Customer Dashboard is divided into several sections:

- Customer Basics - Basic information about the Customer, such as Name,
Primary Address, Customer ID, etc. See Customer Basics.

- Customer Data - Data collected for the Customer, such as Business Name, Birth
Date, Gender, Marital Status, etc. See Customer Data.

- Purchase Activity - Sales statistics for the Customer. See Purchase Activity.
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- Associate Assignments - Associates assigned to the Customer. See Associate
Assignments.

- Addresses - Physical addresses for the Customer, such as home and business
addresses. See Addresses.

- Email Addresses - Email addresses for the Customer. See Email.

- Telephone Numbers - Phone numbers for the Customer. See Telephone
Numbers.

- Customer Attributes - Attributes assigned to the Customer. See Customer
Attributes.

- Alternate Keys - Alternate keys assigned to the Customer. See Alternate Key.

- Cards/Accounts - Cards and accounts associated with the Customer. See Cards/
Accounts.

- Customer Notes - Notes written about the Customer. See Customer Notes.

- Segment Association - Segments to which the Customer belongs. See Segment
Association.

- Top 3 Depts - Current Calendar Year - Statistics and charts displaying the top
purchases by the Customer. See Top 3 Depts - Current Calendar Year.

- Promotion Events/Responses - Statistics and charts showing the rate at which
the Customer responds to Promotions. See Promotion Events/Responses.

- Preference Centers - Preference Centers to which the Customer is assigned. See
Preference Centers.

- Social Profile - Social networks associated with the Customer. See Social Profile.

- Franchisee Assignments - Franchisees to whom the Customer has been
assigned. See Franchisee Assignments.

Many of the sections have an edit Link next to the section name. Click the edit Link to
edit the information/data in that section.
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Customer Actions Menu

The Customer Actions menu is the Actions Menu for the
Customer Dashboard. It provides the ability to view and edit
information/data associated with the Customer.

The Customer Actions menu has the following options:

Dashboard - Return to the Customer Dashboard.

Customer - Edit basic Customer information (see
Customer Information).

Address - Add, edit, or delete Customer Addresses
(see Address).

Phone - Add, edit, or delete Customer Telephone
Numbers (see Telephone Number).

Email - Add, edit, or delete Customer Email
Addresses (see Email).

Attributes - Add, edit, or delete Customer Attributes
(see Attributes).

Transaction History - View the Transaction History
for the Customer (see Transaction History).

Card Association - Add, edit, or delete Cards

associated with the Customer (see Card Association).

Alternate Key - Add, view, or delete Alternate Keys
assigned to the Customer (see Alternate Keys).

Notes - View or add Customer Notes (see Customer
Notes).

Customer Actions )
Dashboard
Customer
Address
Phone
Email

i Aftributes

Transaction History
Card Association
Alternate Key

Notes

Promotion History
Merge

Security Group
Associate Assignment
Segment Association
Tasks

Item Visualizer

Update Customer Image
Item Registry

Item Registry Visualizer
Preference Center
Social Profile

Social Activity
Franchisee Assignment
Household

Promotion History - View the Promotion History for the Customer (see

Promotion History).

Merge - Merge Customer records (see Customer Merge).

Household - View all customers in the same Household (see Household).

Security Group - Add, view, or delete the Security Groups assigned to the

Customer (see Security Groups).

Associate Assignment - Add, view, or delete Associate assignments (see

Associate Assignments).

Segment Association - View the Segments to which the Customer belongs, or
add the Customer to one or more Segments (see Segment Association).

Tasks - Add, view, or delete Tasks attached to the Customer (see Tasks).

Item Visualizer - Displays recently purchased items and items on the

Customer’s Wish List (see [tem Visualizer).

Update Customer Image - Upload a new image for the Customer (see Update

Customer Image).

Item Registry - View the Customer Item Registries associated with the

Customer (see [tem Registry).

Item Registry Visualizer - View the Items in an existing Customer Item Registry

(see Item Registry Visualizer).
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- Preference Center - View the Preference Center settings for the Customer (see
Preference Centers).

- Social Profile - View the Social Profiles associated with the Customer (see Social

Profile).

- Social Activity - View the social media posts made by the Customer (see Social

Activity).

- Franchisee Assignment - View or edit the Franchisees to whom the Customer
has been assigned (see Franchisee Assignment).

Customer Basics

The Customer Basics area is displayed in all areas of Customer editing and the Customer
Dashboard. The Customer Basics provides basic information about the Customer.

[ Print | Customer Actions 3

Ms Gloria Mundi Customer Detail Card Detail

1234 SAMPLE STREET
WORCESTER, MA

d 2
er ld bsample

d bsample

tost_card_0012 1235546260637751 @

ne 5085550100 Email gmundi@example.com

Figure 2-6: Customer Basics Area

The Customer Basics area contains the following information:

¢ Customer Picture (if available)
e Customer Name
¢ Primary Address

e Customer Id used by Customer
Engagement

¢ Create User Id of user who created
the Customer record

¢ Update User Id of user who last
updated the Customer record

Open Card

Primary Phone Number
Create Date for the Customer record
Last Update Date for the Customer record

Source of the Customer record

Primary Email address

Card Detail of the Card(s) associated with the Customer; the
Card(s) can be opened in the Card Administration page (see Open
Card)

Note: If the primary cardholder icon ({F}) is displayed next to
the Card Number, the current Customer is the primary holder
of the Card

To open a Card listed in the Card Detail in the Card/Account Administration page:
1. In the Card Detail area, click the Card Number Link.

A menu opens.

Card 10011 3508251845957

Card Administration

2. C(Click Card Administration in the menu.

The Card is opened in the Card/Account
Administration page.

2-12 Oracle Retail Customer Engagement Cloud Services User Guide



Customer Dashboard

Customer Data

For more information about the Card/Account Administration page and the actions
that can be performed within it, see page 1 in Chapter 15, “Card/Account
Administration”.

The Customer Data section of the Customer Dashboard displays basic data about the
Customer.

Customer edit

Business Name ConferenceCrasher.com Gender Female MNet Worth 110,000.00 Signup Location 99002

Organization Name ConferenceCrasher.com Education el PHD Rent No Signup Date 2010-03-12
Organization Type Wholesaler Marital Status SINGLE Class WHOLESALER Home Location 77777
Birth Date 1973-08-20 Ethnicity WHITE Language EN Prospect Yes

Birth Month
Anniversary

Annual Income 165,000.00 Source Walkin Qwner ID

Figure 2-7: Customer Data Section

The Customer Data section contains the following information:

Business Name - Name of the business associated with the Customer.
Organization Name - Name of the organization associated with the Customer.
Organization Type - Type of organization associated with the Customer.
Birth Date - Date of birth for the Customer.

Birth Month - Month of the Customer’s birthday.

Anniversary - Customer anniversary.

Gender - Gender of the Customer.

Education Level - Highest level of education completed by the Customer.
Marital Status - Current marital status of the Customer.

Ethnicity - Ethnicity of the Customer.

Annual Income - Annual income of the Customer.

Net Worth - Net worth of the Customer.

Rent - Indicates whether the Customer name can be rented to other companies for
prospecting efforts.

Class - The class to which the Customer belongs.

Language - The Customer’s preferred language.

Source - The source for the Customer.

Signup Location - Location where the Customer signed up.
Signup Date - Date the Customer signed up.

Home Location - Home location for the Customer.
Prospect - Indicates whether the Customer is a prospect.

Owner ID - ID for the Associate who owns the Customer record.
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Purchase Activity

The Purchase Activity section of the Customer Dashboard provides summary
information about the purchases made by the Customer.

Purchase Activity

First Transaction Date 2011-03-15 Total Sales Amount 70.99 YTD Sales Amount 0.00

Last Transaction Date 2011-03-15 Total Sales ltem Count 2 YTD Sales ltem Count 0
Total Profit Percent 45.09% Total Returns Amount 0.00 ¥TD Returns Amount 0.00
YTD Profit Percent 0.00% Total Returns ltem Count 0 YTD Returns ltem Count O

Total Transaction Count 1

Figure 2-8: Purchase Activity Section

The Purchase Activity section contains the following information:

First Transaction Date - Date of the Customer’s first transaction.
Last Transaction Date - Date of the Customer’s most recent transaction.

Total Profit Percent - The percentage of profit made from all of the Customer’s
transactions.

YTD Profit Percent - The percentage of profit made from all of the Customer’s
transactions so far this year.

Total Sales Amount - The total amount of all sales made to the Customer.

Total Sales Item Count - The total number of all items sold to the Customer.

Total Returns Amount - The total amount of all returns made by the Customer.
Total Returns Item Count - The total number of all items returned by the Customer.

Total Transaction Count - The total number of transactions performed by the
Customer.

YTD Sales Amount - The total amount of the sales made to the Customer during the
year-to-date.

YTD Sales Item Count - The total number of items sold to the Customer during the
year-to-date.

YTD Returns Amount - The total amount of the returns made by the Customer
during the year-to-date.

YTD Returns Item Count - The total number of all items returned by the Customer
during the year-to-date.

Associate Assignments

The Associate Assignments section of the Customer Dashboard provides a summary

List of all the Associates assigned to the Customer.

Associate Assignments dit

Primary
Yes
No

No

Role Locatlon Assoclate Locked
Fine Jewelry 100 Alex No
Accessories

Sportwear & Summer Gear

Figure 2-9: Associate Assignments
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The Associate Assignments section contains the following information for each
Associate assignment.

® Primary - Indicates whether the Associate is the primary Associate for the Customer.
- Yes - The Associate is the primary Associate.
- No - The Associate is not the primary Associate.

* Role - The role served by the Associate.

* Location - The location to which the Associate belongs.

* Associate - Name of the Associate.

* Locked - Indicates whether the Associate assignment is locked.

Addresses

The Addresses section of the Customer Dashboard provides a summary List of all the
addresses associated with the Customer.

Addresses edit

Adddress Type Primary User Label ‘Coniact Permission/Opt In
1234 SAMPLE STREET

HOME Yes
WORCESTER, MA 01602

Figure 2-10: Addresses Section

The Addresses section contains the following information for each address.

* Address - The address for the Customer.

* Type - The Type of address.

* Primary - Indicates whether the address is the primary address for the Customer.
- Yes - The address is the primary address.
- No - The address is not the primary address.

e User Label - User Label for the address.

¢ Contact Permission/Opt In - The contact permission rule for the address.

Email

The Email section of the Customer Dashboard provides a summary List of all the email
addresses associated with the Customer.

Email Addresses edit

Email Type Primary User Label Contact Permission/Opt In Format Preference

bbarker@email.com HOME Yes HTML

Figure 2-11: Email Section

The Email section contains the following information for each email:
* Email - The Email address.
e Type - The Type of email address.

e Primary - Indicates whether the email is the primary email for the Customer.
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- Yes - The email is the primary email address.
- No - The email is not the primary email address.
e User Label - User Label for the email address.
¢ Contact Permission/Opt In - The contact permission rule for the email address.

¢ Format Preference - The preferred format of the emails.

Telephone Numbers

The Telephone Numbers section of the Customer Dashboard provides a summary List of
all the telephone numbers associated with the Customer.

Telephone Numbers edit

Phone Number Type Primary User Label Contact Permission/Opt In

5086550100 HOME Yes home orderinfo

Figure 2-12: Telephone Numbers Section

The Telephone Numbers section contains the following information for each telephone
number:

e Phone Number - The telephone number, including the extension (if any).
¢ Type - The Type of telephone number.

® Primary - Indicates whether the email is the primary telephone number for the
Customer.

- Yes - The phone is the primary telephone number.
- No - The phone is not the primary telephone number.
¢ User Label - User Label for the telephone number.

¢ Contact Permission/Opt In - The contact permission rule for the telephone number.

Customer Attributes

The Customer Attributes section of the Customer Dashboard provides a List of all the
attributes and attribute values associated with the Customer.

Customer Attributes  edit

Group Name Value Description
Counts for Customer Number of Pets 3 MNumber of Pets
CUSTOMER_GROUPS 26 CUSTOMER GROUPS

Figure 2-13: Customer Attributes Section

The Customer Attribute section contains the following information for each customer
attribute:

*  Group - The group associated with the attribute.
e Name - The name of the attribute.
e Value - The value set for the attribute.

* Description - Description of the information provided by the attribute.
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Alternate Key

The Alternate Key section of the Customer Dashboard displays all of the Alternate Key
types and Alternate Key values associated with the Customer.

Altermnate Keys edit
WR_SHOPPER_ID 1002878
WR_CUST_ID 110223
XSTORE_CUST_ID 110223
XSTORE_ID 110223

Figure 2-14: Alternate Key Section

Cards/Accounts

The Cards/Accounts section of the Customer Dashboard provides information about all
the Cards and Accounts associated with the Customer.

Cards / Accounis

Card x0000000000x8995 (Active)

Program Type Account Number Program Level Balance ¥YTD Poinis LTD Poinis
2011 Loyalty LOY2 loyalty 1669 2011 LOY2 - Test Level 1 336.96 33696 336.96
2011 Loyalty Test LOY3 loyalty 1570 2011 Test LOY3 level 1 337.00 337.00 337.00

Figure 2-15: Cards/Accounts Section

The following information is displayed for each Card:
e Card - The Card Number and current status of the Card.

* A List of Accounts associated with the Card. This List contains the following
information for each Account:

- Program - The Program to which the Account belongs.
- Type - Type of Account.
- Account Number - The Account Number for the Account.

- Program Level - The Program Level for the Account (only used for Loyalty
Accounts).

- Balance - The current Points balance, Tender balance, or Award balance of the
Account.

- YTD Points - The year-to-date Loyalty Points balance of the Account (only used
for Loyalty Accounts).

- LTD Points - The lifetime-to-date Loyalty Points balance of the Account (only
used for Loyalty Accounts).
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Customer Notes

The Customer Notes section of the Customer Dashboard provides information about all
of the Notes written about the Customer.

Customer Notes dit

Note Type Create User Create Date

Flowers for wedding - pink orchids - yel COMMENT Tester 2010 Jan 15 03:00:00
Activated customer card (887096628474863... EVT_ACTIVATE_CARD Tester 2014 Jun 30 11:04:42
Associated customer card (88799662847485... EVT_ASSOCIATE_CARD Tester 20174 Jun 30 11:04:42
Set as primary account holder: customer ___ EVT_SET_AS_PRIMARY Tester 2014 Jun 30 11:04:42

Figure 2-16: Customer Notes Section

The following information is displayed for each Customer Note:
¢ Note - The content of the note.

¢ Type - The type of note.

* Create User - The ID of the user who created the record.

e Create Date - The date when the note was created.

Customer notes can be created through the Promotion Response Data Import. These
note Types are EMAIL_SENT, EMAIL_FAILED, EMAIL_CLICKED, and
EMAIL_OPENED. Each of these notes indicate the CAMPAIGN_ID, PROMOTION_ID,
and EVENT_TYPE_ID. For an EVENT_CLICKED Note, the OFFER_NAME,
OFFER_NUMBER, OFFER_CATEGORY, and OFFER_URL are also indicated.

Click Edit to work with Customer Notes, or select Notes from the Action Menu. See
Customer Notes for more information.

Segment Association

The Segment Association section of the Customer Dashboard provides information
about all the Segments to which the Customer belongs.

Segment Association edit

Segment Id Segment Name Description Type Create User Added On
32381 WSDL-TestCase3-SegmentServices WSDL-TestCase3-SegmentServices Stratified Tester 2014-09-04
2817 WSDL-TesiCase3-SegmentServices WSDL-TestCase3-SegmentServices Stratified Tester 2014-09-05
2815 WSDL-TestCase1-SegmentServices WSDL-TestCase1-SegmentServices Non-Stratified Tester 2014-09-04
1793 PromoteExport PromoteExport Nen-Stratified Tester 2014-09-05
61 AllCustomers AllCustomers Non-Stratified Tester 2012-03-07
60 AllCustomers AllCustomers MNon-Stratified Tester 2012-03-23
40 Strata-OpenAccess-List-Perm Strata-OpenAccess-List-Perm Stratified Tester 2012-09-29
a7 Strata-Public-List-NotParm Strata-Public-List-NotParm Stratified Tester 2012-02-01
32 Strata-Private-List-Perm Strata-Private-List-Perm Stratified Tester 2012-02-01

Figure 2-17: Segment Association Section

The following information is displayed for each Segment associated with the Customer:
¢ Segment Id - ID of the Segment.

¢ Segment Name - Name of the Segment.

¢ Description - Description of the Segment.

* Type - Type of Segment.

* Create User - The User who created the Segment.
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¢ Added On - The date on which the Customer was added to the Segment.

Top 3 Depts - Current Calendar Year

The Top 3 Depts - Current Calendar Year section displays the three Departments (by
revenue) from which the Customer made purchases during the current year. It displays a
bar graph displaying the relative revenue amounts received from the three Departments.

Ty T i

Top 3 Depts - Current Calendar Year

Department 800 1,457.35
Department 825 449 62

1,500

P e

3 2
< Department .. 0.00 o 1,250
i S 1,000
L 750
¢ [

< % 500

i 250
; )

900 925

‘| Department ID
N "4-\_M-ﬂ\:m.m\w‘-h.“ﬂx-w\_

{

Figure 2-18: Top 3 Depts - Current Calendar Year

Promotion Events/Responses

The Promotion Events/Responses section displays the Promotions to which the
Customer has responded. For each Promotion responded to, it displays the name of the
Promotion, the Promotion ID, and the total amount of the purchases made for that
Promotion.

T T e e T T i T e TR TN T S Tt et

.

g Promotion Events / Responses !'

“2 WSDL-TestCase-Customer-3 (285) 101.19

! 2013-03-01 1,500 !
“ WSDL-TestCase-Customer-2 (284) 117.96 v 1,250 1
é 2013-02-01 % ,000 k
{ WSDL-TestCase-Customer-1 (283) 1,538.27 % 750 {
3 2013-01-01 &£ s0p
250
:P 0
? 285 284 283 4
i Promotion Id F

?“\ S R S—— S S pp— e Epraer LTt e e SRS w-—..’
Figure 2-19: Promotion Events/Responses

Preference Centers

The Preference Centers section displays information about all the Preference Centers to
which the Customer is assigned.

Preference Centers  edit

Preference Center Channels Opt In  Frequency Customer Authorization Comm Last Sent Date Updated Date/Time Updated By
NEWSLETTER Email v MONTHLY 2013 Jul 23 13:22:31 am

Mail 5 g MONTHLY approve fxt 2013 Jul 23 13:22:31 am

Phone MONTHLY 2013 Jul 23 13:22:31 am

Figure 2-20: Preference Centers Section

The following information is displayed for each Preference Center:

Oracle Retail Customer Engagement Cloud Services User Guide 2-19



Customer Dashboard

* Preference Center - Name of the Preference Center. This is displayed only for the
first channel in a Preference Center.

e Channels - The communication channel.

* OptIn-Indicates whether the Customer has opted to be contacted through the

channel. If there is a check mark (4#) in the field, the Customer will be contacted
through the channel.

¢ Frequency - The frequency at which the Customer will be contacted through the
channel.

e  Customer Authorization - Name of the file in which the Customer authorized
communication.

e Comm Last Sent Date - Last date on which the Customer was sent a communication
via the channel.

* Updated Date/Time - Date and time the channel was last updated.
e Updated By - ID of the User who last updated the channel.

Social Profile

The Social Profile section displays information about the social networks associated with
the Customer.

Social Profile dit

Social Media Type Profile Name Profile Exp. Date

n Susan Relate 2014-01-02
[] susanrelate u

Figure 2-21: Social Profile Section

The following information is displayed for each Social Network:

* Social Media Type - An icon indicating the social media network associated with
the Social Profile.

* Profile Name - Name of the social profile.
* Profile - Image representing the customer on the social network.

¢ Exp. Date - Date the token associated with the network expires.

Franchisee Assignments

The Franchisee Assignments Section displays information about the Franchisees to
whom the Customer has been assigned.

Franchisee Assignments edit

Franchisee ID Name Description

1 Rico’s Garden Club Rico’s Garden Club
Figure 2-22: Franchisee Assignment Section

The following information is displayed for each Franchisee Assignment:
e Franchisee ID - ID of the Franchisee.

e Name - Name of the Franchisee.
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Description - A description of the Franchisee.

Edit/View Customer Record

The process for editing or viewing information in a Customer record depends upon the
information that is being edited or viewed.

Customer Information

The Customer Information page enables users to view or edit Customer information in
the Customer Basics and Customer Data sections of the Customer Dashboard.
Customer
Language JA - Japanese ~  Class FOODSERVICE ~  Prospect ¥ Signup Location / Home Location
Prefic Ms Signup Location 99901
FirstName Mary B Home Location 77777
Middle Name B
LastName Smith Contact Permissions
Sufiix IV Mail @ Email @
Phone [ Fax @
Organization Type Rent
Birth Date 1972-10-16 Rent [¥
Anniversary
r Female -
Education Level GRADUATE
Warital Status UNKNOWN
Ethnicity ASIAN

Annual Income

140000
n 95000

Owner 1D

Search Owner Remove Owner

Figure 2-23: Edit Customer Information Page

This page contains the following fields:

Language - [REQUIRED] The Customer’s preferred language.

Class - [REQUIRED] The class to which the Customer belongs.

Prospect - [OPTIONAL] Indicates whether the Customer is a prospect.

Prefix - [OPTIONAL] Prefix to the Customer name.

First Name - [OPTIONAL] First name for the Customer.

Middle Name - [OPTIONAL] Middle name or middle initial for the Customer.

Last Name - [OPTIONAL] Last name for the Customer.

Suffix - [OPTIONAL] Suffix to the Customer name.

Business Name - [OPTIONAL] Name of the business associated with the Customer.

Organization Name - [OPTIONAL] Name of the organization associated with the
Customer.

Organization Type - [OPTIONAL] Type of organization associated with the Customer.
Second First Name - [OPTIONAL] Second first name for the Customer.

This field only appears if the system is configured to display additional customer names. See
the Oracle Retail Customer Engagement Cloud Services Implementation Guide for
more information.
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e Second Last Name - [OPTIONAL] Second last name for the Customer.

This field only appears if the system is configured to display additional customer names. See
the Oracle Retail Customer Engagement Cloud Services Implementation Guide for
more information.

¢ Birth Date - [OPTIONAL] Customer birth date.

* Anniversary - [OPTIONAL] Customer anniversary.

* Gender - [OPTIONAL] Customer gender.

¢ Education Level - [OPTIONAL] Education level of the Customer.

e  Marital Status - [OPTIONAL] Marital status of the Customer.

¢ Ethnicity - [OPTIONAL] Customer ethnicity.

¢ Annual Income - [OPTIONAL] Customer’s annual income.

¢ Net Worth - [OPTIONAL] Net worth of the Customer.

e  Owner ID - [OPTIONAL] ID of the associate who owns the Customer record.
* Signup Location - [OPTIONAL] Location where the Customer signed up.
¢ Home Location - [OPTIONAL] Home location for the Customer.

e Contact Permissions - This Check Box set determines the methods that can be used
to contact the Customer: Mail, Email, Telephone, and/or Fax.

e Rent - This Check Box Indicates whether the Customer name can be rented to other
companies for prospecting efforts.

Edit Customer Information
To edit the information in the Customer Basics and/or Customer Data sections:

1. Access the Customer Information page by doing one of the following:

- Click Customer in the Actions Menu of the Customer summary pop-up
Window in the Customer Lookup/Edit page.

- Click the edit Link in the Customer Data section of the Customer Dashboard.

The Customer Information page opens.

2. Make the necessary changes to the fields. See Customer Information for more
information about the fields.

Tip: To change the Owner for the Customer, perform the procedure
Search for New Owner.

3. After updating the record, click Save to save the changes.

To discard the changes, use the Customer Actions Menu to navigate away from the
Customer Information page, or close the tab.

Search for New Owner
To add or change the Owner for a Customer:

Important: The owner of a Customer record will always have full
read and write access to the Customer, regardless of Security Group
configuration.
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1. In the Customer Information page, click the Search Owner Link.

A Search User Window opens.

Search User

Field | Name IZ| Operations | Equals IZ| Value

Search | Cancel J

Figure 2-24: Search User Window

Use the Field Selection Menu to select the criteria on which to search.

Use the Operations Matching Rule Menu to select the matching rule.

Enter the Value to search for.

AN

If necessary, add or delete search criteria:

- Toadd another search criterion, click the Add button, then repeat steps 2-4 in the
new search criteria fields.

- To delete an unneeded set of search criteria fields click the Delete button for the
search criteria.

6. Click the Search button to perform the search.

The search results are displayed in a List.

Search User

Field | Email IZ| Operations | Contains IZ| Value mail

Search | Cancel J

User D . Name Email .

sammy206 sammy206 sammy206@mail.com
Siermra Sierra sierra@email.com

tester tester tester@email.com

userdol user3ol user301@email.com

Figure 2-25: Search User - Search Results

7. Do one of the following;:

- Toadd an Owner ID, click to select a User, then click the OK button. Customer
Engagement returns to the Customer Information page and the User ID is
inserted into the Owner ID field.

- Tosearch for a different User, return to step 2 to change the search criteria.

- Toreturn to the Customer Information page without adding an Owner ID, click
the Cancel button.

Remove an Owner

To remove an Owner from a Customer record, click the Remove Owner Link in the
Customer Information page. The ID for the owner is removed from the Owner ID field.

Create a Customer
To create a new Customer in Customer Engagement:
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1. Do one of the following:

- In the Customer Lookup/Edit page, click the Add button.

- In the Customer List, click Add Customer in the Actions Menu.

The Customer Information page opens with the fields blank.

2. Enter the necessary information into the fields. See Customer Information for more
information.

3. After updating the record, click Save to save the changes.

To discard the changes, use the Customer Actions Menu to navigate away from the
Customer Information page, or close the tab.

Address

The Address page enables users to add, update, or delete addresses associated with a
Customer. To access the Address page, do one of the following:

- Click Address in the Customer Actions Menu.

- Click the edit Link in the Addresses section of the Customer Dashboard.

The Address page opens.

r“'? Ms Gloria Mundi Customer Detail Card Detail
)

1234 SAMPLE STREET reste Date 2015-12-03 sise test card 1236546260637751 O

¥ WORCESTER, MA Create User a ekaplan Updaie Date 2016-03-16
S Update User 14 ekaplan Source walkin
Phane 5085550100 Email gmundi@exsmple.com
Primary Address Seq  Address Type Address Line 1 city State Postal Code Contact Permigsion/Opt In
Yes 1 HOME 1234 SAMPLE STREET ~ WORCESTER MA 01602 orderinio

Figure 2-26: Address Page

Address Page

The Address page contains the following information:

e The Customer Basics area.

* An Address List displaying the following information for each address:

- Primary - Indicates whether the address is the primary address for the
Customer.

*  Yes - The address is the primary address.
*  No - The address is not the primary address.

- Address Seq - The order in which the address was added to the Customer
record.

- Address Type - The Type of address.

- Address Line 1 - The first line of the Customer address.

- City - The address city.

- State - The address state or province.

- Postal Code - The Postal Code or ZIP Code for the address.

- Contact Permission/Opt In - The contact permission set for the address.
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Address Detail Window

The Address Detail Window is used to enter or update information for a Customer
address.

Address Detail

Create User Id tester Update User |d ekaplan
Create Date 2015-12-03 Update Date 2016-03-16
User Label city WORCESTER
Address Line 1 1234 SAMPLE STREET State MA
Address Line 2 Fostal Code 01602
Address Line 3 county VWORCESTER
Address Line 4 Country US - UNITED STATES
Aparment APT 1234 Address Type HOME hd

Contact Permission/Opt In | orderinfo Primary Yes

Save | Delete

Figure 2-27: Address Detail Window

The Address Detail Window contains the following fields:
* Create User Id - ID of the User who created the address. This field cannot be edited.
* Create Date - Date on which the address was created. This field cannot be edited.

e Update User Id - Employee ID of the last user to update the address. This field cannot
be edited.

e Update Date - Last date on which the address was updated. This field cannot be edited.
e User Label - [OPTIONAL] User Label for the Customer.

e Address Line 1 - [OPTIONAL] First line of the Customer’s address.

e Address Line 2 - [OPTIONAL] Second line of the Customer’s address.

e Address Line 3 - [OPTIONAL] Third line of the Customer’s address.

e Address Line 4 - [OPTIONAL] Fourth line of the Customer’s address.

* Apartment - [OPTIONAL] Apartment number.

* Contact Permission/Opt In - [OPTIONAL] Indicates the contact permissions for this
address.

e City - [OPTIONAL] Customer city.

e County - [OPTIONAL] County of the Customer.

® State - [OPTIONAL] State or province code for the Customer.

e Country - [OPTIONAL] Country code for the Customer.

e Postal Code - [OPTIONAL] Postal Code (ZIP Code) for the Customer.
e Address Type - [REQUIRED] The type of address.

* Primary - Indicates whether the address is the primary address. This field is edited
through the Set Primary Check Box (see below).

® Set Primary - Select this option to make the address the primary address for the
Customer; this option is only available if the address is not the primary address.
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Edit an Address

To edit an existing address in a Customer record:

1. Inthe Address page, click the Address to edit.

The Address opens in an Address Detail Window.

2. Modify the Address (see Address Detail Window for more information).

3. Click Save to save the changes and close the Address Detail Window.

To close the Window without saving the changes, click the X ([):(]) in the top-right
corner of the Window.

Add an Address

To add a new address into a Customer record:
1. Inthe Address page, click the Add Address button.
An Address Detail Window opens with all of the fields blank.

2. Enter the Address information (see Address Detail Window for more information).

3. Click Save to save the changes and close the Address Detail Window.

To close the Address Detail Window without saving the changes, click the X ([):(]) in
the top-right corner of the Window.

Delete an Address
To delete an address from a Customer record:

1. Inthe Address page, click the Address to delete.
The Address displays in an Address Detail Window.
2. C(lick Delete to delete the address and close the Address Detail Window.

Important: Customer Engagement does not ask you to confirm that
you want to delete the address. Once you click the Delete button, the
address will be gone!

To close the Window without deleting, click the X ([}:{]) in the top-right corner of the
Window.

Telephone Number

The Telephone Number page enables users to add, update, or delete telephone numbers
associated with a Customer.

To access the Telephone Number page, do one of the following:

- Click Phone in the Customer Actions Menu.

- Click the edit Link in the Phones section of the Customer Dashboard.
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The Telephone Number page opens.

|

Ms Gloria Mundi Customer Detail Card Detail

1238 SAMBLE STREET, Customer 1d 2 Craste Date 2015-12-03 slise_test_card 1235546260637751 O @)

WORCESTER, MA Create User Id ekaplan Update Date 2016-03-16

Updzte User Id ekaplan Source walkin
Phone 5085550100 Email gmundii@example.com

Primary Phone Seq Phone Type Phone Number Extension - Contact Permission/Opt In
Yes 1 HOME 5085550100 orderinfo

Figure 2-28: Telephone Numbers Page

Telephone Number Page
The Telephone Number page contains the following information:

e The Customer Basics area.

e A List of telephone numbers containing the following information for each
telephone number:

- Primary - Indicates whether it is the primary telephone number for the
Customer.

*  Yes - The phone is the primary telephone number.

*  No - The phone is not the primary telephone number.

- Phone Seq - Indicates the order in which the telephone number was entered into
the system.

- Phone Type - The type of telephone number.
- Phone Number - The telephone number.
- Extension - The extension at the telephone number.

- Contact Permission/Opt In - The contact permission set for the telephone
number.

Phone Detail Window

The Phone Detail Window is used to enter or update information for a Customer phone.

Phone Detail
Create User |d Relate Update User Id
Create Date 2009-03-25 Update Date

Uzer Label I Fhone Type IBUSINESS 'l
Phone Number ISDSSSSDIDD Contact PermissiomOpt In Ipromoinfo 'l

Extension I Frimary No

Set Primary [

Save | Delete

Figure 2-29: Phone Detail Window

The Phone Detail Window displays the following information:

* Create User Id - Employee ID of the user who created the telephone number. This
field cannot be edited.
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Create Date - Date on which the telephone number was created. This field cannot be
edited.

Update User Id - Employee ID of the last user to update the telephone number. This
field cannot be edited.

Update Date - Last date on which the telephone number was created. This field
cannot be edited.

User Label - [OPTIONAL] User Label for the telephone number.
Phone Number - [REQUIRED] The Customer’s telephone number.
Extension - [OPTIONAL] The Customer’s extension at the given telephone number.

Phone Type - [REQUIRED] The type of phone. Customer Engagement includes the
following basic types:

- Business - Business telephone number for the Customer.
- Cell - Cell telephone number for the Customer.
- Fax - Fax number for the Customer.

- Home - Home telephone number for the Customer.

Note: Depending upon the configuration of your system, you may
have different or additional options.

Contact Permission/Opt In - [OPTIONAL] Determines the contact permission for the
telephone number.

Primary - Indicates whether the telephone number is the primary telephone number.
This field is edited through the Set Primary Check Box (see below).

Set Primary - Select this option to make the telephone number the primary
telephone number for the Customer; this option is only available if the phone is not
the primary telephone number.

Edit a Telephone Number

To edit an existing Telephone Number in a Customer record:

1.

In the Telephone Number page, click the Telephone Number to edit.

The Telephone Number opens in a Phone Detail Window.
Modify the Telephone Number.

Click Save to save the changes and close the Phone Detail Window.

To close the Phone Detail Window without saving the changes, click the X ([):(]) in
the top-right corner of the Window.

Delete a Telephone Number
To delete a Telephone Number from a Customer record:

1.

In the Telephone Number page, click the Telephone Number to edit.

The Telephone Number opens in a Phone Detail Window.
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2. Click Delete to delete the Telephone Number and close the Phone Detail Window.

Important: Customer Engagement does not ask you to confirm that
you want to delete the phone. Once you click the Delete button, the
Telephone Number will be gone!

To close the Window without deleting, click the X ([}:(]) in the top-right corner of the
Window.

Email

The Email page enables users to add, update, or delete email addresses associated with a
Customer.

To access the Email page, do one of the following;:

- Click Email in the Customer Actions Menu.

- Click the edit Link in the Email section of the Customer Dashboard.

The Email page opens.
|
Ms Gloria Mundi Customer Detail Card Detail
A28 SANPLE STREES: Customer Id 2 Create Date 2015-12.03 slise test card 1235646260637751 O
WORCESTER, MA Create User Id tester Update Date 2016-03-16
Updste User Id tester Source walkin
FPhone 5085550100 Email gmundi@example.com
Primary Email Seq Email Type Email Contact Permission/Opt In Format Preference
Yes 1 HOME gmundif@example.com TEXT
Figure 2-30: Email Page
Email Page

The Email page contains the following information:

e The Customer Basics area.

e A List of email addresses containing the following information for each email
address:

- Primary - Indicates whether the email is the primary email address.

*  Yes - The email is the primary email address.

*  No - The email is not the primary email address.

- Email Seq - The order in which the email was entered into the system.

- Email Type - The type of email.

- Email - The email address.

- Contact Permission/Opt In - The contact permission set for the address.

- Format Preference - The formatting used for the emails sent to the address.
*  HTML - HTML formatting

*  Text - Plain-text formatting
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Email Detail Window
The Email Detail Window is used to enter or update information for a Customer email.

Email Detail

Create Userld am Update User Id
Create Date 2013-08-01 Update Date
User Label Alternate Email Type BUSINESS =

Email gmundi@example.com Contact Fermission/OptIn - ORDER ACKNOWLEDGEMENTS ONLY -

Primary No Format Preference TEXT -

Set Primary [

Save | Delete |

Figure 2-31: Email Detail Window

The Email Detail Window displays the following information:

Create User Id - Employee ID of the user who created the email. This field cannot be
edited.

Create Date - Date on which the email was created. This field cannot be edited.

Update User Id - Employee ID of the last user to update the email. This field cannot be
edited.

Update Date - Last date on which the email was updated. This field cannot be edited.
User Label - [OPTIONAL] User Label for the email address.
Email - [REQUIRED] The email address for the Customer.

Email Type - [REQUIRED] The type of email. Customer Engagement includes the
following basic types:

- BUSINESS - Business email for the Customer.
- HOME - Home email for the Customer.

Note: Depending upon the configuration of your system, you may
have different or additional options.

Contact Permission/Opt In - [OPTIONAL] Determines the contact permission for the
email.

Format Preference - Determines the formatting used for the emails sent to the
address. This Selection Menu has the following options:

- HTML - Use HTML formatting.
- Text - Use plain-text formatting.

Primary - Indicates whether the email is the primary email. This field is edited through
the Set Primary Check Box (see below).

Set Primary - Select this option to make the email the primary email for the
Customer; this option is only available if the email is not the primary email.

Edit an Email Address

To edit an existing Email in a Customer record:

1.

In the Email page, click the Email to edit.
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The Email opens in an Email Detail Window.
2. Make changes to the Email.

3. Click Save to save the changes and close the Email Detail Window.

To close the Email Detail Window without saving the changes, click the X (E) in
the top-right corner of the Window.

Delete an Email Address
To delete an email from a Customer record:

1. In the Email page, click the Email to edit.

The Email opens in an Email Detail Window.

2. Click the Delete button to delete the email and close the Email Detail Window.

Important: Customer Engagement does not ask you to confirm that
you want to delete the email. Once you click the Delete button, the
email will be gone!

To close the Window without deleting, click the X (E) in the top-right corner of the
Window.

Attributes

The Attributes page enables users to add, update, or delete attributes associated with a
Customer.

To access the Attributes page, do one of the following;:

- Click Attributes in the Customer Actions Menu.

- Click the edit Link in the Customer Attributes section of the Customer
Dashboard.

The Attributes page opens.

| |
Ms Gloria Mundi Customer Detail Card Detail
1234 SAMPLE STREET

Customer Id 2 Create Date 2015-12-03 elise_test card 1235846360637761 o@
WICHECESTER, MU Create User Id Tester Update Date 2016-03-16
Update User Id Tester Source walkin
Phone 5085550100 Email gmundi@example.com

Customer Atinbutes

birthdate customer birth date 1986-06-28 Date No Yes Mo

Social Media SCHOOL_NAME SCHOOL_NAME Riverdale High Character Yes No Yes
Figure 2-32: Attributes Page

Attributes Page

The Attributes Page contains the following information:

e The Customer Basics area.

¢ A List of attributes containing the following information for each Attribute:
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Group - The group associated with the Attribute.

Name - The name of the Attribute.

Description - A description of the Attribute.

Value - The value of the Attribute.

Data Type - The type of data contained in the Attribute value.

Unique - Indicates whether this Attribute can only be set once for each
Customer.

*  Yes - This Attribute can only be set once for each Customer.
*  No - This Attribute can be set multiple times for each Customer.

Editable - Indicates the permissions required for a User to edit this Attribute
value in a Customer record.

*  Yes - This Attribute can edited by any User with permission to edit
Customer records.

*  No - This Attribute can only be edited by a User with system administration
permissions.

OpenAccess - Indicates whether there is Open Access to this Attribute.
*  Yes - This Attribute has Open Access.
*  No - This Attribute does not have Open Access.

Attribute Detail Window

The Attribute Detail Window is used to enter or update information for a Customer
attribute.

Adtribute Detail

Name PARTY_TYPE_CODE
Description Party Type Code

Data Type Character

Unigque

Value

[cusTOMER

Save | Delete

Figure 2-33: Attribute Detail Window

The Attribute Detail Window displays the following information:

Name - The name of the Attribute.
Description - A description of the Attribute.
Data Type - The type of data stored in the Attribute.

Unique - Indicates whether this Attribute can only be set once for each Customer.

Yes - This Attribute can only be set once for each Customer.

No - This Attribute can be set multiple times for each Customer.

The Attribute Detail Window contains the following field for editing:

Value - [REQUIRED] The value for the attribute.

Edit an Attribute

To edit an existing Attribute in a Customer record:

2-32 Oracle Retail Customer Engagement Cloud Services User Guide



Edit/View Customer Record

1. Click the Attribute to edit.

The Attribute is opened in an Attribute Detail Window.

2. Make changes to the Attribute.
3. Click Save to save the changes and close the Attribute Detail Window.

To close the Window without saving the changes, click the X (E(]) in the top-right
corner of the Window.

Delete an Attribute

To delete an attribute from a Customer record:
1. Inthe Attributes page, click the Attribute to edit.
The Attribute opens in an Attribute Detail Window.

2. Click Delete to delete the Attribute and close the Attribute Detail Window.

Important: Customer Engagement does not ask you to confirm that
you want to delete the attribute. Once you click the Delete button, the
Attribute will be gone!

To close the Window without deleting, click the X (E(]) in the top-right corner of the
Window.

Transaction History

To view the Transaction History for Customer, users must open the Transaction History
page. Transaction History cannot be viewed on the Customer Dashboard.

To View a Customer’s Transaction History, click Transaction History in the Customer
Actions Menu.

The Transaction History page opens.

2T Ms Gloria Mundi Customer Detail Card Detail
i
|l 124 SAMELE STHEED Customer id 2 Create Date 2015-12-03 slise_test_card 1236546260637751 Q@

ate 2016-03-16
Update User Id Tester Source walkin

\ WORCESTER, MA & T s O

hone 5055550100 Email gmundii@example.com

Transaction History Search
Start Date | 2016-02-16
End Date 2016-03-16

Clear | Search

Figure 2-34: Transaction History Page

Transaction History Page
The Transaction History Page contains the following information:

e The Customer Basics area.

* Date range search criteria entry fields.
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After performing a Transaction History Lookup, a Transaction History Result List opens,
displaying the following information for each transaction:

Transaction History Result. Displaying latest 26 of 26 transactions

2015-09-17 36820003 100 DELIVERED 465.78 200

2015-09-17 36820002 100 DELIVERED 660.58 300
Figure 2-35: Transaction History Result List

- Location - The location where the transaction was performed.

- Register - The register on which the transaction was performed.

- Business Date - The business date of the transaction.

- Transaction - The transaction number.

- Cashier - The Employee ID of the cashier who performed the transaction.
- Status - The status of the transaction.

- Total - The total amount of the transaction.

- Void - Set to Yes if the transaction has been voided.

- Points Earned - The total points earned, for all items on the transaction, through
the associated Loyalty program.

Includes a decimal based on the Points Decimal Precision defined for the Loyalty
Program; for example, if the Points Decimal Precision is 2, the points earned
might be 12.34, while if the Points Decimal Precision is 0, the points earned
might be 12. A negative number indicates that points were lost, such as when a
return was processed.

Transaction History Lookup
To look up the transaction history for a Customer:

1.

Using the Calendar Menu for the Start Date field, select the beginning date of the
date range to use for the transaction lookup.

Using the Calendar Menu for the End Date field, select the ending date of the date
range to use for the transaction lookup.

Click the Search button.

The Transaction History Result List displays all the transactions performed between
the Start Date and End Date.

To view the Transaction Details for a transaction, click the transaction in the
Transaction History Search.

The transaction is opened in a Transaction Detail Window.

Click the Clear button to clear the Start Date field, the End Date field, and the
Transaction History Result List. See above for an illustration.
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Transaction Detail Window

The Transaction Detail Window displays detailed information about a transaction
associated with a Customer record.

General -

16778000 ency LSD
il 148114 " wcy LISD
a0 Farhangs Rute 1

15-01-15T17:33:35.000-05:00
e 2015-01-15T17:38:53.000-05:00
96.90

Dase 2015-01-14 Mot fere 1,354, 24 cshir 100

Flasy false ) (. s Eamed 1,.730.31

i | Sestus DELIVERED  Show Tender and Tax

o0

Transaction Aliributes

Soaplll Test Plan TestSuie-PosLogSenvice TestCasel.1

Sales Line Hems

Commission Line ltem Modiflers
Vickd Flag Line em Seq.

Figure 2-36: Transaction Detail Window

The Transaction Detail Window is divided into separate sections containing certain
types of information. Each section of the Window is described below.

General
The general section contains the following information:

e Transaction - ID of the transaction.
e Grand Total - The total amount of the transaction.
e Location - ID of the location.
e Business Date - Business date of the transaction.
* Void Flag - Indicates whether the transaction was voided.
- true - The transaction was voided.
- false - The transaction was not voided.
* Register - ID of the register, within the location, used in the transaction.
® Currency - Currency Code of the currency in which the transaction is stored.
® Original Currency - Currency Code of the currency used in the transaction.

e Exchange Rate - Exchange rate used between the Currency and the Original
Currency.

e Net Amt - The net amount of the transaction.

* Linked Transaction - Transaction ID of the transaction to which the current
transaction is linked. For example, it may be the original transaction for the sale of an
item returned in a return transaction, or the layaway setup transaction associated
with a subsequent layaway payment transaction.

e Status - Current status of the transaction.
e Start Time - Time at which the transaction started.

e End Time - Time at which the transaction ended.
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¢ Tax Amt - The amount of the tax applied to the transaction.
¢ Cashier - Employee ID for the cashier who performed the transaction.

¢ Points Earned - The total points earned, for all items on the transaction, through the
associated Loyalty program.

Includes a decimal based on the Points Decimal Precision defined for the Loyalty
Program; for example, if the Points Decimal Precision is 2, the points earned might
be 12.34, while if the Points Decimal Precision is 0, the points earned might be 12. A
negative number indicates that points were lost, such as when a return was
processed.

* Show Tender and Tax - Check this item to display the Tax Line Items and Tender
Line Items sections.

Tax Line ltems

Exempt Exempt Override Override Override Override

EIrCEniag Reason

Adjudication Exp. Face Issue Issue Serial Remail
Code Date Value Date Type #

No 3 MASTERCARD 145.35 5556
Figure 2-37: Tender Line ltems and Tax Line ltems

Transaction Attributes

The Transaction Attributes section contains a List of Attributes assigned to the
transaction. The following information is displayed for each Attribute:

¢ Code - The name/code of the Attribute.
e Value - The value for the Attribute.

Sales Line Items

The Sales Line Items section contains a List of line items processed in the transaction.
The following information is displayed for each line item:

e Void Flag - Indicates whether the line item was voided.

- Yes - The line item was voided.

- No - The line item was not voided.
e Seq. - The order in which the line item was added to the transaction.
e Item Id - Item ID for the item in the transaction.

The Item ID also acts as a Link to more information about the Item. Click the Item ID
to open an Item Details Window containing more information about the item.

® Actual Price - The actual price for the item.

¢ Qty - The number of this item sold/returned.
e Ext. Amt - The extended amount of the item.
* Regular Price - The regular price of the item.
®  Unit Cost - The unit cost of the item.

e Item Type - The type of item.

® Scan Id - The Scan ID for the item.
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* Dept. - The Department ID to which the item belongs.

* Sub Dept. - The Subdepartment ID to which the item belongs.

* C(lass - The Class ID to which the item belongs.

* Style - The Style ID to which the item belongs.

¢ Points Earned - The points earned through the associated Loyalty program.

Includes a decimal based on the Points Decimal Precision defined for the Loyalty
Program; for example, if the Points Decimal Precision is 2, the points earned might
be 12.34, while if the Points Decimal Precision is 0, the points earned might be 12. A
negative number indicates that points were lost, such as when a return was
processed.

Item Details Window
Click an Item Code in the Transaction Detail Window to open this window. The Item
Details Window displays the following information for an Item:

Item Details
ltem Id 111100061 DEPT Clothing Department
Description Womens Dress Gucci - Red SUB_DEFT Womens Clothing
Erand Gucci CLASS Blouses - Womens
Season Spring-Summer SUB_CLASS Dresses - Womens
Color Red STYLE_ID Womens Dresses

Aftribute Code Attribute Value
Iltem 1 Test - Clearance Test7

Item 2 Test - Collection Summer Collection

Item 3 Test - Special Test1

Iltem 4 Test - New ltems Test2
Item 5 Test - Saturday Test3

Iltem & Test - Fall ltems Testd

Figure 2-38: Item Details Window

e Item Id - Item ID for the Item.

* Description - Description of the Item.
¢ Brand - Brand of the Item.

® Season - Season for the Item.

* Color - Color of the Item.

¢ Item Hierarchy - Names of the Item Hierarchy levels and the levels to which the
Item belongs.

¢ Item Attributes - The Attributes associated with the Item. The following information
is displayed for each Attribute:

- Attribute Code - Name of the Attribute.
- Attribute Value - Value set for the Attribute.
Commission Line Item Modifiers

The Commission Line Item Modifiers section contains a List of commissions for each
item in the transaction. The following information is displayed for each commission:
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Void Flag - Indicates whether the line item was voided.

- Yes - The line item was voided.

- No - The line item was not voided.

Line Item Seq. - The order in which the line item was added to the transaction.
Commission Amt - The amount of the commission.

Commission Percent - The percentage of the total amount of commission paid for
the transaction.

Commission Percent Of Item - The percent of the item amount that is paid in
commission.

Commissioned Employee Id - Unique ID for the employee receiving the
commission.

Price Line Item Modifiers

The Price Line Item Modifiers section contains a List of price modifications that were
made to any line items (listed in the Sales Line Items section) in the transaction. The
following information is displayed for each line item modifier:

Void Flag - Indicates whether the line item modification was voided.

- Yes - The modification was voided.

- No - The modification was not voided.

Line Item Seq. - Sequence number of the line item that is being modified.

Price Change Amt - If the modification is an amount off of the price, the amount
taken off of the price.

PriceModifier Type - Type code for the price modifier.
Price Change Reason - Reason code for the price change.

Promotion ID - Unique ID for the Promotion applied to the line item.

Tax Line Items

The Tax Line Items section contains a List of taxes associated with the transaction. The
following information is displayed for each tax line item:

Note: This section is displayed only if the Show Tender and Tax
Check Box is checked.

Void Flag - Indicates whether the line item was voided.

- Yes - The line item was voided.

- No - The line item was not voided.

Seq. - The order in which the line item was added to the transaction.

Tax Amt - The amount of the tax.

Taxable Amt - The amount to which the tax was applied.

Exempt Amt - The amount of the transaction that was exempted from tax.
Exempt Id - The ID of the tax exemption certificate.

Override Amt - The amount of the tax override, if the Override Flag is “Yes”.
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* Override Flag - Indicates whether the tax was overridden.
- Yes - The tax was overridden.
- No - The tax was not overridden.
* Override Percentage - The percentage of the tax that was overridden.

* Override Reason - The reason given for the tax override.

Tender Line Items

The Tender Line Items section displays a List of tenders used in the transaction. The
following information is displayed for each tender line item:

Note: This section is displayed only if the Show Tender and Tax
Check Box is checked.

* Void Flag - Indicates whether the line item was voided.
- Yes - The line item was voided.
- No - The line item was not voided.
® Seq. - The order in which the line item was added to the transaction.
e Tender Id - Tender ID of the tender used.
¢ Tender Amt - Amount applied to the tender.
e Auth. Code - The authorization code for the tender.
* Account # - The account number of the tender.
*  Activity - The activity for the tender.
* Adjudication Code - The adjudication code for the tender.
e Exp. Date - The expiration date of the tender.
¢ Face Value - The face value of the tender (e.g. gift cards).
¢ Issue Date - The issue date of the tender.
¢ Issue Type - The issue type of the tender.
e Serial # - The serial number for the tender.

* Remaining Amt - The remaining amount of the tender (e.g. gift cards).

Card Association

The Card Association page enables users to associate Cards to, or disassociate Cards
from a Customer, as well as determine which Customer is the primary holder of a Card.
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To access the Card Association page, click Card Association in the Customer Actions
Menu. The Card Association page opens.

mm'ﬂ

Ms Gloria Mundi Customer Detail Card Detail

1234 SAMPLE STREED Customer Id 2 Create Date 2015-12-03 slise_test_card 1235546260637751 @
WORCESTER, MA Create User Id Tester Update Date 2016-03-16
Update User d Tester Source walkin
Phone 5085550100 Email gmundi@example.com
Add Card Association
Card Number
Serial Number
Account id
Search
Card Association
Serial Number © Card Number _ Card Type - Number of Card Holders Status ©
4567504001000004 12356546260637751 test_card 1 @ Active

Figure 2-39: Card Association Page

Card Association Page
The Card Association Page contains the following information:

e The Customer Basics area.

¢ Card Search criteria, containing the following fields:
- Card Number - Card Number for the Card.
- Serial Number - Serial Number for the Card.
- Account Id - ID of the account associated with the Card.

e A List of Cards associated with the Customer, containing the following information
for each Card:

- Serial Number - The Serial Number for the Card.
- Card Number - The Card Number for the Card.
- Card Type - The type of Card.

- Number of Card Holders - The number of Customers assigned to the Card. If

the primary cardholder icon ({F}) is displayed in this column, the current
Customer is the primary cardholder.

- Status - The current status of the Card.

Card Detail Window

The Card Detail Window displays information about a Card and allows users to
Associate a Card With a Customer or Disassociate a Card From a Customer.
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To open a Card in a Card Detail Window, perform the procedure Card Search.

Card Detail F
Card Number 4235741786956503  Card Status Active Cwner CustID 38690

Serial Number 0112201001000002 Card Type RM Sample Crwmer Name Smith, Aaron

Accounts

Account Number Account Type Program Name Balance YTD Poinis LTD Poinis Status

6178 tender RM Tender 50.00 Active

6177 loyalty RM Loyalty 20.00 20.00 20,00 Active

6176 award RM Award 30.00 Active

Associate card number 4235741786956503 (serial number 0112201001000002) with Aaron Associate T
Smith?

Card account holders
Customer Id First Name Last Name Primary holder Disassociate

38690 Aaron Smith @ ]

Figure 2-40: Card Detail Window

The Card Detail Window displays the following information:

¢ Card Number - Card number for the Card.

e Serial Number - Serial number for the Card.

¢ Card Status - Current status of the Card.

¢ Card Type - Type of Card.

¢  Owner Cust ID - Customer ID of the Customer with whom the Card is associated.
¢ Owner Name - Name of the Customer with whom the Card is associated.

* Accounts List - Displays a List of accounts attached to the Card. The following
information is displayed for each account in the List:

- Account Number - Account Number identifying the account.

- Account Type - Type of account.

- Program Name - The name of the program to which the account belongs.

- Balance - The balance on the account.

- YTD Points - The year-to-date number of points for the loyalty account.

- LTD Points - The lifetime-to-date number of points for the loyalty account.
- Status - The current status of the account.

* Card account holders - Displays a List of Customers associated with the Card. The
following information is displayed for each Customer in the List:

- Customer Id - ID of the Customer.
- First Name - Customer first name.
- Last Name - Customer last name.

- Primary holder - Radio Buttons indicating which Customer is the primary
Customer for the Card.
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- Disassociate - Used to disassociate the Customer from a Card (see Disassociate a
Card From a Customer).

The Card Detail Window will also have the following button:

e Associate - If the Associate button is clicked, the Card will be associated with the
current Customer (see Associate a Card With a Customer).

Card Search
To search for a Card through the Card Association page:

1. Enter search criteria into one of the following fields:
- Card Number - The Card Number for the Card.
- Serial Number - The Serial Number for the Card.

- Account ID - The Account ID of an account associated with the Card.

Note: If information is entered in more than one field, the data in each
field must be for the same Card. If the data is associated with different
Cards, no Cards will be returned by the search.

2. Click Search.

- If a Card matching the search criteria is found, the Card will be opened in the
Card Detail Window.

»

Card Detail

Card Mumber 1234567890123456 Card Status Inactive Cwner Cust D
Serial Number 4443010001000010 Card Type WSDL-TestCase-Card Services Cwner Name

Program Name Balance _ _ Status
12262 tender WSDL-TestCas 0.00 Inactive
CardServices
WSDL-TestCase- .
12263 loyalty CardServices 0.00 0.00 0.00 Inactive E
12264 award WSDL-TestCas 0.00 Inactive
CardServices

Associate card number 1234567890123456  |(serial number 4443010001000010) with
Michael Smith?

Associate

Card account holders

1

Customer Id First Name Last Name Primary holder Disassociate Save

Figure 2-41: Card Detail Window

- If no Card is found that matches the search criteria, an error message will be
displayed at the top of the page.

() The requested card was not found. =

Figure 2-42: Requested Card Not Found Error
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Associate a Card With a Customer
To associate a Card with a Customer:

1. Perform a Card Search for the Card you are associating with the Customer.

The Card opens in a Card Detail Window.

Card Detail

»

Card Mumber 1234567890123456 Card Status Inactive Cwner Cust D
Serial Number 4443010001000010 Card Type WSDL-TestCase-Card Services Cwner Name

Associate card number 1234567890123456  |(serial number 4443010001000010) with
Michael Smith?

Card account holders

Customer Id First Name Last Name Primary holder Disassociate Save

Program Name Balance _ _ Status

tender WSDL-Test 0.00 Inactive

CardServices

WSDL TestCase-
loyalty estbase 0.00 0.00 0.00 Inactive

CardServices

m

award WSDL-Test 0.00 Inactive

CardServices

Associate

1

Figure 2-43: Card Detail Window

Click the Associate button.
The Card appears in the Card account holders List.

Use the Primary Holder Radio Buttons to select the Customer to assign as the
primary cardholder.

Note: If no other Customer is assigned to the Card, the newly
assigned Customer will be the primary cardholder.

Click the Save button to save the changes and close the Window.

A confirmation prompt opens. Continue with the next step.

&y Do you want to proceed with the following
changes?

- Associate Aaron Smith to card

Cancel M

Figure 2-44: Associate Card Confirmation Prompt

To close the Window without saving changes, click the X (E) in the top-right
corner; the procedure is complete.

In the confirmation prompt, click OK to confirm the change(s) and close the
Window, or click Cancel to return to the Window.
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Disassociate a Card From a Customer
To disassociate a Card from a Customer:

1. In the Card Association page for a Customer currently associated with the Card,
click the Card to be disassociated from the Customer.

The Card is opened in a Card Detail Window.

Card Detail

Card Number 1234567890123456  Card Status Active Owner CustID 38690

Serial Number 1101101001000001 Card Type 1101 Tender Owner Name Smith, Aaron
Accounts

Account Number  Account Type Program Name  Balance YTD Points LTD Points Status

5100 tender 1101 Tender 100.00 Active
13475 award 1 0.00 Active
513902 loyalty Loyalty-Currency 0.00 0.00 0.00 Active

Card account holders
Customer Id First Name Last Name Primary holder Disassociate Save

38690 Aaron Smith L

Figure 2-45: Card Detail Window

2. For the Customer to dissociate from the Card, click the Disassociate Check Box to
enter a check mark () in it.
3. Click the Save button.

A confirmation prompt opens.

&y Do you want to proceed with the following

changes?

- Disassociate [Aaron Smith] from card?

Cancel M

Figure 2-46: Disassociate Card Confirmation Prompt

To return to the Card Detail Window without saving the change, click Cancel.

4. Inthe confirmation prompt, click OK to confirm the Card disassociation and close
the Window. The Card is disassociated from the Customer and the Card Detail
Window closes. The Card is removed from the Customer’s Cards/Accounts List.

Change Primary Cardholder
To change the primary cardholder for a Card:

1. Inthe Card Association page for a Customer currently associated with the Card,
click the Card that is being changed.

2-44 Oracle Retail Customer Engagement Cloud Services User Guide



Edit/View Customer Record

The Card opens in a Card Detail Window.

Card Detail
Card Mumber 1234567890123456  Card Status Active Owner Cust 1D 133
Serial Number 5555101025000006 Card Type LOY Test 1 No Pin Cwner Name Mundi, Gloria

Program Name Balance _ _ Status
1489 loyalty 2011 Loyalty - LOY 0.00 0.00 0.00 Active

2011 Loyalty Program - ;
1490 award AWD 0.00 Active

Card account holders

Customer Id First Name Last Name Primary holder Disassociate Save
28690 Aaron Smith (3] ]
133 Bonnie Barker @ ]

Figure 2-47: Card Detail Window

2. Use the Primary holder Radio Buttons to select the Customer to set as the primary
cardholder.

3. Click the Save button.

A confirmation prompt opens.

&y Do you want to proceed with the following changes?

- Change primary card holder from Aaron Smith to Bonnie Barker?

Cancel M

Figure 2-48: Change Primary Cardholder Confirmation Prompt

To return to the Card Detail Window without saving the change, click Cancel.

4. In the confirmation prompt, click OK to confirm the primary cardholder change and
close the Window. The primary cardholder changes and the Card Detail Window
closes.

Alternate Keys

The Alternate Key page enables users to add, update, or delete Alternate Keys associated
with a Customer.

To access the Alternate Key page, do one of the following:
- Click Alternate Key in the Customer Actions Menu.

- Click the edit Link in the Alternate Key section of the Customer Dashboard.
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The Alternate Keys page opens.

James Madison Customer Detail Card Detail
12346 EXAMPLE STREET Customer Id 4 Creste Date 20151221 Test 4444439337404313 0@
WORCESTER, MA Create User id Tester Update Date elise_test_card 1235531550195931 OF
Update User Id Source Relate
Phone Email
Alt Key Type Alternate Key
SERENADE_ID 12345
PREVIOUS_RELATE_ID 87890

Figure 2-49: Alternate Key Page

Alternate Keys Page

The Alternate Keys Page contains the following information:

e The Customer Basics area.

e A List of Alternate Keys containing the following information for each Alternate
Key:

- Alt Key Type - The type of Alternate Key.
- Alternate Key - The value of the Alternate Key.

Alt Key Detail Window
The Alt Key Detail Window is used to view details about a Customer Alternate Key.

To open an Alternate Key in an Alt Key Detail Window, click the Alternate Key in the
Alternate Keys List.

Alt Key Detail
Create User|d 100
Create Date 2009-03-27
Update User|d 100
Update Date
Alternate Key C01010001000757
Alt Key Type XSTORE_CUST_ID

Delete

Figure 2-50: Alt Key Detail Window

The Alt Key Detail Window displays the following information:

e Create User Id - Employee ID of the user who created the Alternate Key.

e Create Date - Date on which the Alternate Key was created.

e Update User Id - Employee ID of the last user to update the Alternate Key.
e Update Date - Last date on which the Alternate Key was updated.

e Alternate Key - The value of the Alternate Key.

e Alt Key Type - The type of Alternate Key.

Add an Alt Key

To add an Alternate Key to a Customer record:
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1. Inthe Alternate Keys page, click the Add Alt Key button in the top-right corner of
the page.

2. An Alt Key Detail Window opens.

Alt Key Detail

Create User Id
Create Date

Update User Id
Update Date

Alternate Key I

Alt Key Type I(F'Iease select) j

Figure 2-51: Alternate Key Detail Window

3. Enter the Alternate Key value in the Alternate Key field.
4. Select the Alternate Key type in the Alt Key Type Selection Menu.
5. Click the Save button.

The Alternate Key is added to the Alternate Key List and the Alt Key Detail Window
closes.

Delete an Alt Key

To delete an Alternate Key from a Customer record:
1. Inthe Alternate Keys page, click the Alternate Key to delete.
The Alternate Key is opened in an Alt Key Detail Window.

2. Click the Delete button to delete the Alternate Key and close the Alt Key Detail
Window.

Important: Customer Engagement does not ask you to confirm that
you want to delete the Alternate Key. Once you click the Delete
button, the Alternate Key will be gone!

To close the Window without deleting, click the X (E(]) in the top-right corner of the
Window.
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Customer Notes

The Customer Notes page allows Users to view, edit, add, or delete Customer Notes.

Selecting the Private Flag for a Note prevents anyone from viewing, changing, or
deleting the note except for the User who created the Note, or a System Administrator.

Notes that are created automatically by the system cannot be edited or deleted. These
Notes are identifiable by a Note Type beginning with EVT, such as
EVT_ACTIVATE_CARD. Also, you cannot assign one of these Note Types to a Note
created by a User.

To access the Customer Notes page, click Notes in the Customer Actions Menu, or select
Edit above Customer Notes at the Customer Dashboard. The Customer Notes page

opens.
|
A Gsomor e |
Eleanor Q Roosevelt Customer Detail Card Detail
Customer Id 57616  Create Date 2016-12-14 N/A
Create User Id Elise Update Date 2017-08-07
Update User Id 12345 Source Relate
Phone Email eleanor.roosevelt@example.com
Customer Notes
Note Type Filter | All ¥ Notes by Create Date |Last 10 Notes ¥

2017 Aug 7 15:49:02 12345 99999 TEST-COMMENT ===

2017 Aug 7 15:48:35 12345 99999 COMMENT Example of note comments

2017 Aug 7 15:48:05 12345 99999 EMAIL_OPENED Sample note data

2016 Dec 14 10:39:57 DuplicateMerge 99999 EVT_CUSTOMER_MERGE Customer record merged from duplicate so...

Figure 2-52: Customer Notes Page

Customer Notes Page
The Customer Notes Page includes the following information:

e The Customer Basics area.

e Customer Notes Filter menus:
- Note Type Filter - The type of Note.

The values in this Selection Menu are determined by configuration. See the
Oracle Retail Customer Engagement Cloud Services Implementation Guide for more
information.

- Notes by Create Date - The time within which the Note was created.
This Selection Menu has the following values:
*  Last 10 Notes - [DEFAULT] Display the last 10 Notes created.
*  Last 30 Days - Display the Notes created within the last 30 days.
*  Last 60 Days - Display the Notes created within the last 60 days.
*  Last 120 Days - Display the Notes created within the last 120 days.

*

Last Year - Display the Notes created within the last year.
%

All - Display all Notes for the Customer.

e A List of Customer Notes containing the following information for each Customer
note:
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- Date - The date on which the Note was created.

- User - The ID of the User who created the record. The ID can also identify a
process that created the record, such as DuplicateMerge, or the User may be

blank for a Note created through a system event, such as
EVT_ACTIVATE_CARD.

- Location - The ID of the location where the Note was created.
- Note Type - The type of Note.

Customer Notes can be created through the Promotion Response Data Import.
These Note Types are EMAIL_SENT, EMAIL_FAILED, EMAIL_CLICKED, and
EMAIL_OPENED. Each of these notes indicate the CAMPAIGN_ID,
PROMOTION_ID, and EVENT_TYPE_ID. For an EVENT_CLICKED Note, the
OFFER_NAME, OFFER_NUMBER, OFFER_CATEGORY, and OFFER_URL are
also indicated.

Notes can also be created automatically by the system. These Notes are
identifiable by a Note Type beginning with EVT, such as
EVT_ACTIVATE_CARD. Also, you cannot assign one of these Note Types to a
Note created by a User.

Users can also create Notes for a Customer. Users have the option to edit or
delete these Notes, as well as flagging Notes as private.

- Note - The content of the note, or the initial characters in the contents, if they
exceed the alloted space.

Contents of the Note are masked (displayed as a series of asterisks (*****)) and
options are disabled if:

*  The User does not have sufficient role-based authority and is not an
Associate assigned to the Customer.

*  The Note is flagged as Private and the User is not the creator of the Note or a
System Administrator.

See the Oracle Retail Customer Engagement Cloud Services Implementation Guide for
more information on authority rules and hierarchy.

Add a Customer Note

To add a Customer Note to a Customer record:
1. Click the Add Customer Note button in the top-right corner.
The Add Customer Note Window opens.

Add Customer Note

Private Flag

Note Type | Select a type

Figure 2-53: Add Customer Note Window

2. Optionally, select the Private Flag to prevent other Users without sufficient authority
from reading the contents of the Note. Other Users will still be able to read the
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creation Date, the User who created the Note, the Location where the Note was
created, and the Note Type.

3. Select the Note Type in the Selection Menu.
4. In the Note Text Field, enter the text of the note.
5. Click the Add button.

The Add Customer Note Window closes and the Note is added to the Customer
Notes List.

Edit, View, or Delete a Customer Note
To edit, view, or delete a Customer Note for a Customer record:

1. Click the Note.
The Edit Customer Note Window opens.

Edit Customer Note
Private Flag

Note Type | COMMENT v
Example of note comments

Note

P

Save | Delete

Figure 2-54: Edit Customer Note Window (Edit Authority)

- To edit the Note, change the setting of the Private Flag or the Note Type, or edit
the Note contents, and click Save. See Add a Customer Note, above, for more
information on these fields.

- To delete the Note, click Delete.
2. The Edit Customer Note Window closes and the Note is updated or deleted.

Contents of the Note are masked (displayed as a series of asterisks (*****)) and options
are disabled if:

e The User does not have sufficient role-based authority and is not an Associate
assigned to the Customer.

e The Note is flagged as Private and the User is not the creator of the Note or a System
Administrator.

Edit Customer Note

Private Flag
Note Type | TEST-COMMENT ¥

EREEE

Note

Save | Delete

Figure 2-55: Edit Customer Note Window (Masked)
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Also, options are disabled if the Note was created through a System event. In this case,
the Note comments are not masked.

Edit Customer Note
Private Flag

Note Type | EVT_SET_AS_PRIMARY ¥

Set as primary account holder: customer card (123453937012)

Note

Save | Delete

Figure 2-56: Edit Customer Note Window (System Event)

See the Oracle Retail Customer Engagement Cloud Services Implementation Guide for more
information on authority rules and hierarchy.

Promotion History

A Customer’s Promotion History shows all of the Promotions that have been available to
a Customer, and whether the Customer responded to the Promotion by making
purchases. To view the Promotion History for Customer, users must open the Promotion
History page. Promotion History cannot be viewed on the Customer Dashboard.

To open the Promotion History page, click Promotion History in the Customer Actions
Menu. The Promotion History Page opens, providing access to the Promotion History
Search functionality.

Customer Actlons ‘

T James Madison Customer Detail Card Detail
12345 EXAMPLE STREET
WORCESTER, MA Customer Id 37538 Create Date 2011-12-06 WSDL-SoaplUl-TestCase-Cust 4031688247,
Create User ld SoapUlUser Update Date 2010-05-10 WSDL-SeapUI-TestCa: 178438312¢
Update User Id SoapUlUser Source Walkin WSDL-SoapUl-TestCase-Cust 93406954127
Phone 5085550100 Email jmadison@example.com < n

Promotion History Search

Promotion Start Date 2014-01-01
Promotion End Date 2014-09-05

Clear | Search
Figure 2-57: Promotion History Page

Promotion History Search
To search for a Customer’s Promotion History:

1. In the Promotion Start Date Calendar Menu, select the first date of the date range
for the Promotion History.

2. Inthe Promotion End Date Calendar Menu, select the final date of the date range for
the Promotion History.

3. Click the Search button.

The Promotion History search is performed and the results displayed in the
Promotion History Page.

Promotion History Result

Number of Events: 17 Number of Responses. 4 Response Rate: 0.23  Tolal Promotion Revenue: 6,120.03

Campalgn ID/Name Promotlion ID/Name - Start Date - End Date -  Control Group? - Response Amount
458/cmp330 Promo 2 661/cmp930 Promo 2 2014-08-01 2015-07-11 No 0.00
457/Promo CRM-920 560/Promo CRM-920 2014-07-31 2015-07-11 No 0.00

Figure 2-58: Promotion History Search Results
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Promotion History Page
The Promotion History Page includes the following fields:

Customer Actions N

James Madison Customer Detail Card Detail
12345 EXAMPLE STREET .
WORCESTER, MA

30280 Date 2011-12-13
SecapUlUpdatelser Date 2013-11-12
SoapUlUpdateUser Source Internet

Fhone 5085550100 Email jmadison@example.com

4708904960740¢
6942672453402¢
1628823575095;
g 01879022538047

Promotion History Search

rtDate 2013-01-01
e 2014-09-05

Clear | Search

Promotion History Result

Promoti

Promoti

Number of 4 Number of Responses: 1 Response Rate: 0.07  Total Promotion Revenue: 13.19

Campalgn ID/Name Promotion ID/Nam End Date ° Control Group? = Response Amount - [i8
413/0OH Customers Promo 480/CH Customers Promo 2014-04-09 2014-08-09 No 0.00
273/test 301/test 2013-04-27 2013-04-30 No 000
276/test 304/test 2013-04-12 2013-04-27 No 0.00
274 /test 302/test 2013-04-12 2013-04-27 No 0.00 =
267/TestDynamic 295/TestDynamic 2013-03-28 2013-03-30 No 0.00
265/NewETTesl 293/NewET Test 2013-03-28 2013-03-30 No 0.00
266/TestDynamic 294/TestDynamic 2013-03-27 2013-03-30 No 0.00
201/ScorecardTest 209/ScorecardTest 2013-01-17 2013-03-27 No 13.19
97/LS-DynamicTest2 97/LS-DynamicTest2 2012-08-27 2013-07-27 No 0.00
112/DynamicPromo 116/DynamicPromo 2012-08-09 2013-08-09 No 0.00
javaseript;; nicPromo 115/DynamicPromo 2012-08-09 2013-08-09 No 0.00 ~

Figure 2-59: Promotion History Page With Search Results

e The Customer Basics area.

* A Promotion History Search area containing the following fields:

Note: The search results will display any Promotion that has an active
date anytime within the date range entered.

- Promotion Start Date - A Calendar Menu defining the beginning date of a
Promotion History Search’s date range.

- Promotion End Date - A Calendar Menu defining the ending date of a
Promotion History Search’s date range.

After performing a Promotion History Search, the Promotion History Page includes the
following information:

e A Promotion History Result List containing the following fields:

- Number of Events - The number of Promotion events that have been available
to the Customer within the date range of the search.

- Number of Responses - The number of Promotions to which the Customer has
responded within the data range of the search.

- Response Rate - The percentage of available Promotions to which the Customer
responded.

- Total Promotion Revenue - The total revenue received from Customer
responses to Promotions.
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- A List of the Promotions that have been available to the Customer within the
date range. The following information is displayed for each Promotion:

Note: The number of Promotions displayed in the List depends upon
a Customer Engagement configuration. For more information see the
Oracle Retail Customer Engagement Cloud Services Implementation Guide.

Campaign ID/Name - ID of the Campaign to which the Promotion belongs.
Promotion ID/Name - ID of the Promotion.

*  Start Date - Start Date of the Promotion.

*  End Date - End Date of the Promotion.

Control Group? - Indicates whether the Customer was part of a Control
Group.

Response Amount - Indicates how much revenue was received from the
Customer’s response to the Promotion.

Customer Merge

o

i

i

B

Duplicates

Make Source

@

Customer Merges combine multiple Customer records into one, new Customer record.
This new Customer record includes the Transaction, Card, and Account information
from all the merged Customer records. Other Customer data—addresses, email
addresses, phone numbers, etc. —are taken from a single source record selected during
the Customer Merge process.

Customer Merges can be performed directly through Customer records. This allows
users to search for and merge Customer records directly, rather than through Duplicate
Search and Duplicate Merge jobs. This not only allows Customer records to be merged
immediately, but also allows users to merge Customer duplicates that may not be found
by a Duplicate Search job.

To open the Customer Merge page, click Merge in the Customer Actions Menu. The
Customer Merge Page opens.

. =
Add Duplicate || Customer Actions N |

Aen Metmon Customer Detail Card Detail

12345 EXAMPLE STREET

WORCESTER, MA Customer Id 18816 Create Date 2013-06-27 WSDL-TestCase-Card Services 1234567890123456 D@
Creale User Id SoapUlUser Update Date 2010-05-01
Update Userid SoapUlUser Source Walkin

Fhone 5085550100 Email jmadison@example.com
D Name Address City State  Postal Code Phone Email
4 James Madison 12345 EXAMPLE STREET WORCESTER  MA 01605 5085550100  jmadison@example.com

Figure 2-60: Customer Merge Page

Customer Merge Page
The Customer Merge page contains the following information:

e The Customer Basics area.

* A Duplicates List of Customer records to be merged. The following information is
displayed for each Customer:

- Make Source - These Radio Buttons determine the Customer record into which
all the Customers in the List will be merged.
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- ID - Unique ID of the Customer.

- Name - Name of the Customer.

- Address - Address Line 1 of the Customer’s Primary Address.

- City - City of the Customer’s Primary Address.

- State - State for the Customer’s Primary Address.

- Postal Code - Postal Code/ZIP Code for the Customer’s Primary Address.
- Phone - Primary telephone number for the Customer.

- Email - Primary email address for the Customer.

Add Customer to Merge List
To add a Customer to the Merge List:

1. Click the Add Duplicate button on the top right of the Customer Merge Page.

A Build Duplicate Customer List Window opens.

Build Duplicate Customer List
& Customer Id ” Alternate Key

Customer Id Add to Duplicate List

Cancel | Clear | OK

Figure 2-61: Build Duplicate Customer List

2. Use the Radio Buttons to select the method to use when searching for Customers.
- If Customer Id is selected, continue with step 3.
- If Alternate Key is selected, continue with step 4.

3. Enter the Customer Id for the Customer to add to the List.
Continue with step 6.

4. Inthe Alt Key Type Selection Menu, select the Alternate Key to use for the search.

Build Duplicate Customer List

Alt Key Type I(F'Iease select) j Alternate Key Add to Duplicate List

Cancel | Clear | OK

Figure 2-62: Alternate Key Search

5. In the Alternate Key field, enter the value to search for in the Alternate Key.
6. Click Add to Duplicate List.
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A Duplicate Customer List opens, displaying all the Customers matching the search

criteria.

Build Duplicate Customer List
& Customer Id © Alternate Key

Customer Id I Add to Duplicate List

Duplicate Customer list

D2 NAME - ADDRESS - CITY - STATE =
355609 James Madison 12345 EXAMPLE STREET WORCESTER MA

Cancel | Clear | OK

Figure 2-63: Duplicate Customer List

The following information is displayed for each Customer:
- ID - Unique ID of the Customer.
- Name - Name of the Customer.
- Address - Address Line 1 of the Customer’s Primary Address.
- City - City of the Customer’s Primary Address.
- State - State for the Customer’s Primary Address.
7. Click the Customer to be added to the Duplicates List.

If the Customer to be merged was not found by the search, click Clear to clear the

Duplicate Customer List and return to step 2.

8. Click OK to close the Build Duplicate Customer List Window and add the selected
Customer to the Duplicates List, or click Cancel to close the Window without

making any changes.

Delete Customer from Merge List
To delete a Customer from a Merge List:

1. In the Duplicates List, click the Customer to delete.

Note: The first Customer in the List cannot be removed.

A Delete Link opens. Lelete

2. Click Delete.

The Customer is removed from the Duplicates List.
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Merge Customers
After the Customer Merge List has been completed through the Add Customer to Merge

List and Delete Customer from Merge List procedures, the Customers can be merged.

Duplicates

Make Source ID Name Address City State Postal Code Phone Email

Lo 310751 Gloria Mundi 1234 SAMPLE STREET WORCESTER MA 01602 5085660100  gmundi@example.com
i 355609 James Madison 12345 EXAMPLE STREET WORCESTER  MA 01805 5085550100  jmadison@example.com

Figure 2-64: Duplicates to Be Merged

To merge the Customers entered into the Duplicates List:

1. Using the Make Source Radio Buttons, select the Customer record to use as the
source for all Customer data.

2. Click the Merge Duplicates button in the upper right of the Customer Merge Page.

A confirmation prompt opens.

& You are about to merge customer records. Do you really want to do
this?

Cancel M

Figure 2-65: Merge Customers Confirmation Prompt

To return to the Customer Merge Page without performing the merge, click the
Cancel button.

3. Click OK to perform the merge.

Customer Engagement displays a confirmation message and the new Customer
record opens in the Customer Dashboard.

(@) Successfully merged customer records. Mew customer id: 3586158

Figure 2-66: Successful Customer Merge Message
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Household

Households identify Customers who share the same primary home address. The
Household Identification job creates the Household association between two or more
Customers. This job provides the option to create a Household association based only on
matching primary home address, or based on both matching primary home address plus
matching last name. The Household Identification job assigns a Household key to
customers who match based on the selected criteria.

To open the Household page, click Household in the Customer Actions Menu. The
Security Groups Page opens.

| R
! Customer Adiions |
Pt Lincol Customer Detail Card Detail
1600 PENNSYLVANIA AVENUE
WASHINGTON, DC Customer Id 327236 Create Date 2016-09-02 NIA
Create User Id Ekaplan Update Date 2016-09-02
Update User Id Ekaplan Source Relste
Phone Email
Household
Displaying: 1-3 of 3 M« 4 10f 1 Pages P H GDTuPage::l(D rlemsperpage:

327234 Theodare Roosevelt o.o0 o .00 o
327235 James Roosevelt 0.00 ] 0.00 o
327236 Abraham Lincoln 0.00 0 0.00 (1]

Figure 2-67: Household Page

Household Page

The Household Page contains the following information:

e The Customer Basics area.

e A List of Customers, including the displayed Customer, assigned to the same
Household, containing the following information for each Customer in the
Household:

- Customer Id - ID of the Customer.

- First Name - First Name of the Customer.

- Last Name - Last Name of the Customer.

- Total Sales Amt - Total amount of all sales associated with the Customer.

- Total Transaction Count - Total number of transactions associated with the
Customer.

- YTD Sales Amt - Amount of all sales associated with the Customer during the
year to date.

- YTD Transaction Count - Number of transactions, during the year to date,
associated with the Customer

Click any Customer for the Household to open the Customer Summary Window for that
Customer.
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Security Groups

Security Groups determine whether Users can access and/or modify Customer
information in that Security Group. Each Security Group is assigned a certain
permission level for the Customers in that group. Each User assigned to a Security
Group is assigned the permissions for that Security Group.

To open the Security Groups page, click Security Group in the Customer Actions Menu.
The Security Groups Page opens.

[ Add Group || Customer Actions > ||

Y James Madison Customer Detail Card Detail

[

L X 12345 EXAMPLE STREET Customer 1d 4 Create Date 2015-12-21 Test 1234567890444440@
N

j: ! WORCESTER, MA Creal rid tester Update Date 2016-03-16 test_ card 123456789033333 06

']r!'. . . ) Updai rld tester Source Relate
Phone 5085550100 Email jmadisoni@example.com
Security Groups
pup ID = Group Name - Read/Write Read Only Limited Read Mo Access

1 sample group

Figure 2-68: Security Groups Page

Security Group Rules

Security Groups are used to determine the information that Users can access for specific
Customers. The Default View Where No Security Group is Assigned property and the
Default View Where User is Not Assigned to a Security Group property control the
Security Group logic. See the Oracle Retail Customer Engagement Cloud Services
Implementation Guide for more information and procedures for managing Users in
Security Groups.

Table 0-1 Security Group Rules

If... Then...
No Security Group has been applied to a The setting of the Default View Where No
Customer. Security Group is Assigned property applies,

regardless of whether the User is assigned to a
Security Group.

For example, if the Default View Where No
Security Group is Assigned property is set to
Read/Write, and no Security Group has been
applied to the Customer, all users have Read/
Write access.

* A Security Group has been applied to a The User can access the Customer information
Customer. that is permitted by the Security Group’s
privilege level; otherwise, the Default View

-and- Where User is Not Assigned to a Security
* The current User is a member of that Group setting applies.
Security Group. For example, a Read Only Security Group is

applied to a Customer, and the Default View
Where User is Not Assigned to a Security
Group is set to Limited Read. If the User is
also assigned to a Read Only Security Group,
the User has Read Only Access to the
Customer; otherwise, the Default View Where
User is Not Assigned to a Security Group
setting of Limited Read applies.
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Table 0-1 Security Group Rules (continued)

If...

Then...

* More than one Security Group has been
applied to a Customer.

-and-

® The current User belongs to any of those
Security Groups.

* One or more Security Groups are applied
to a Customer.

-and-

® The current User is not a member any
Security Group applied to the Customer.

The User will have the highest level of
permissions given by those Security Groups.

For example, a Read/Write Security Group
and a Read Only Security Group are applied
to a Customer. A User is assigned to a Read
Only Security Group and a Limited Access
Security Group. The Read Only Security
Group setting applies.

the Default View Where User is Not Assigned
to a Security Group setting of Limited Read
applies.

For example, a Read Only Security Group is
applied to the Customer, and the User is not
assigned to that Security Group. The Default
View Where User is Not Assigned to a
Security Group property is set to Limited
Read. The Limited Read setting applies.

Regardless of the Security Group assignments for the Customer or the User, the following rules

apply:

The owner or creator of a Customer record will always have full Read/Write access to that
Customer’s information. See Customer Information for more information about Customer

record owners.

* A User with an Associate Assignment Role for a customer will have full read/write access to

that Customer’s information.

* A User with the SystemAdmin Roles will always have full read/write access to any and all

Customers.

* A franchise User with the FranchiseeAdmin Role will always have full read/write access to

a Customer assigned to that franchise.

Security Group Privilege Types

Security Groups have the following privilege types available, listed in order from most

permissible to least:

- Read/Write - Users in the Security Group can read and update all data for
Customers who have had the Security Group applied.

- Read Only - Users in the Security Group can read all data for Customers who
have had the Security Group applied, but cannot make updates.

- Limited Read - Users in the Security Group can read some data for Customers
who have had the Security Group applied, but cannot read sensitive Customer
information (such as Address, Telephone Numbers, and Email Addresses) and

cannot make updates.

- No Access - A User in the Security Group will not even see that the Customer

exists in the system.

Security Groups Page

The Security Groups Page contains the following information:

e The Customer Basics area.
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e A List of Security Groups assigned to the Customer, containing the following
information for each Security Group:

- Group ID - ID of the Security Group.
- Group Name - Name of the Security Group.

- Read/Write - Indicates whether the Users in the Security Group are assigned the
Read/Write privilege level for this Customer.

- Read Only - Indicates whether the Users in the Security Group are assigned the
Read Only privilege level for this Customer.

- Limited Read - Indicates whether the Users in the Security Group are assigned
the Limited Read privilege level for this Customer.

- No Access - Indicates whether the Users in the Security Group are assigned the
No Access privilege level for this Customer.

Security Group Detail Window

To open a Security Group assignment in a Security Group Detail Window, click the
Security Group in the Security Groups Page. The Security Group Detail Window opens.

Security Group Detail
Group 1D:
Group Name: Group2
Privilege Type:  © Read/Write
@ Read Only
@ Limited Read

) No Access

Save | Delete

Figure 2-69: Security Group Detail Window

The following information is displayed:
*  Group ID - ID of the Security Group.
*  Group Name - Name of the Security Group.

® Privilege Type - Radio Buttons that determine the access privileges given to Users in
the Security Group. These access privileges are specific to the Customer. For a
description of the Radio Buttons, see Security Group Privilege Types.

Assign a Security Group to a Customer
To assign a Security Group to a Customer:

1. Click the Add Group button in the Security Groups Page.
A Security Group Detail Window opens.

Security Group Detail

Select Group:  (Please select) -

Figure 2-70: Security Group Detail

2. In the Select Group Selection Menu, select the Security Group to assign to the
Customer.
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3. The Group ID field, Group Name field, and Privilege Type Radio Buttons are
displayed.

4. If necessary, select a new Security Group Privilege for the Customer.
The [DEFAULT] value is the default privilege level for that Security Group.

5. Click Save to save the Security Group assignment and close the Security Group
Detail Window.

To close the Window without saving the changes, click the X (E(]) in the top-right
corner of the Window.

Change a Security Group Privilege
To change the privilege type provided to Users belonging to a Security Group that is
assigned to a Customer:

1. Open the Security Group assignment in a Security Group Detail Window.

2. Use the Privilege Type Radio Buttons to select the new privilege level.

3. Click Save to save the changes and close the Security Group Detail Window.

To close the Window without saving the changes, click the X (E(]) in the top-right
corner of the Window.

Delete a Security Group Assignment
To delete a Security Group that has been assigned to a Customer:

1. Open the Security Group assignment in a Security Group Detail Window.

2. Click the Delete button.

The Window closes and the Security Group is removed from the Customer.

Associate Assignments

The Associate Assignments page enables users to add, update, or delete associate
assignments for a customer. To access the Associate Assignments page, do one of the
following:

- Click Associate Assignment in the Customer Actions Menu.

- Click the edit Link in the Associate Assignments section of the Customer
Dashboard.

The Associate Assignments page opens:

James Madison Customer Detail Card Detail
12345 EXAMPLE STREET Customer Id 4 Create Date 2015-12-21 Test 123456789044444 D@
WORCESTER, MA Create User Id tester Update Date 2016-03-16 elise_test card 123456789033333 06
Update User Id tester Source Relate
Phone 5085550100 Email jmadisoni@example.com

Associate Assignments

Yes test_associate

Figure 2-71: Associate Assignments Page
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Associate Assignments Page
The Associate Assignments page contains the following information:

The Customer Basics area.

An Associate Assignments List displaying the following information for each
Associate Assignment:

- Primary - Indicates whether the Associate is the primary Associate for the
Customer.

*  Yes - The Associate is the primary Associate.

*  No - The Associate is not the primary Associate.

- Role - Associate Role. See the Oracle Retail Customer Engagement Cloud Services
Implementation Guide for more information about Associate Roles.

- Location - ID of the location where the Associate is located.
- Associate - Name of the Associate.

- Locked - Indicates whether the Associate is locked. For a description of this
value, see Lock/Unlock an Associate Assignment.

- Updated By - ID of the User who most recently updated the Associate
Assignment.

- Updated Date/Time - Date and time of the most recent update.

Associate Assignment Detail Window

The Associate Assignment Detail Window is used to enter or update information for an
Associate Assignment.

Associate Assignment Detail

Role

Associate W

Search Associate Update User |d WSDL-User300

WSDL2-Reception Coor Create Userld 100

SDL-Users00 Create Date 2012-01-30

Update Date 2012-01-30

Save | Delete

Figure 2-72: Associate Assignment Detail Window

The Associate Assignment Detail Window displays the following information:

Role - Associate Role. See the Customer Engagement Implementation Guide for more
information about Associate Roles.

Associate - Name of the Associate.

Locked - Determines whether the Associate is locked. For a description of this value,
see Lock/Unlock an Associate Assignment.

Create User Id - ID of user who originally assigned an Associate to the Customer.
Create Date - Date on which an Associate was originally assigned to the Customer.

Update User Id - ID of the user who most recently updated the Associate
Assignment.

Update Date - Date on which the Associate Assignment was most recently updated.

2-62 Oracle Retail Customer Engagement Cloud Services User Guide



Edit/View Customer Record

Change/Add Assigned Associate

To change the Associate assigned to a Customer:

1. In the Associate Assignments Page, click the Associate Assignment to edit.

The Associate Assignment is opened in an Associate Assignment Detail Window.

2. Click the Search Associate Link.

A Search Associate Window opens.
Search Associate
Location 99902-Portland-OR - 99902 hg
GMundi Gloria Mundi gmundi@example.com
Cancel | OK
Figure 2-73: Search Associate Window

3. Use the Location Selection Menu to select the Location where the new Associate is
located.

The List is populated with Associates for the location. The following information is
displayed for each Associate:

- UserID - ID of the User.

- Name - Name of the User.

- Email - Email address for the User.

4. Click to select the User to assign as an Associate for the Customer.

5. Click OK to save the changes, or click Cancel to exit the Window without saving.
The Search Associate Window closes and Customer Engagement returns to the
Associate Assignment Detail Window.

6. Click Save to save the changes and close the Associate Assignment Detail Window.

To close the Window without saving the changes, click the X (E(]) in the top-right
corner of the Window.

Lock/Unlock an Associate Assignment

A locked Associate is an Associate that cannot be changed by an automatic mass
assignment. If a mass assignment is performed, the locked Associate will remain
assigned to the Customer.

For example, if a Customer wishes to keep a particular personal shopper at a location

that is transferring most of their customer base to another personal shopper, locking the
Associate Assignment will allow that Customer to keep that personal shopper when the
mass assignment is performed.

To lock an Associate Assignment for a Customer:

1.

In the Associate Assignments Page, click the Associate Assignment to edit.
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The Associate Assignment is opened in an Associate Assignment Detail Window.

2. Click the Locked Check Box to change the value.

- Checked ([¢) - The Associate Assignment is locked.
- Unchecked ([7) - The Associate Assignment is not locked.

3. Click Save to save the changes and close the Associate Assignment Detail Window.

To close the Window without saving the changes, click the X (E(]) in the top-right
corner of the Window.

Delete Assigned Associate
To delete an Associate Assignment from a Customer:

1. In the Associate Assignments Page, click the Associate Assignment to edit.

The Associate Assignment is opened in an Associate Assignment Detail Window.
2. Click the Delete Button.

The Associate Assignment Detail Window closes and the Associate is removed from
the Associate Assignment.
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Segment Association

Segment Association page allows Users to see all of the Segments to which a Customer
belongs, and add the Customer to additional Manual Segments.

To open the Segment Association page, do one of the following;:

- Click Segment Association in the Customer Actions Menu.

- Click the edit Link in the Segment section of the Customer Dashboard.

The Segment Association Page opens.

[ Seprent | customer rcions < ]

James Madison Customer Detail Card Detail
Zoh SAWELE STREET. Customer Id 523 Create Date 2015-11-17 EZKCard 123456789044444 Q@
WORCESTER, MA Create User Id tester Update Date 2016-01-14 EZKCard 123456789033333 Q)
Update User Id tester Source Relate )
Phone Email jmadison@example.com

Segment Association

25 custs23 custb23 Non-Stratified bo 2016-02-11
22 Segment unstratified Non-Stratified tester 2015-11-19
21 Segment test segment Manual tester 2015-11-18

Figure 2-74: Segment Association Page

Segment Association Page
The Segment Association Page contains the following information:

e The Customer Basics area.

* A List of Segments to which the Customer belongs. This List contains the following
information for each Segment Association:

- Segment Id - ID of the Segment.

- Segment Name - Name of the Segment.

- Description - Description of the Segment.

- Type - Type of Segment.

- Create User - ID of the user who created the Segment.

- Added On - Date on which the Customer was added to a Manual Segment.

Segment Detail Window
To open a Segment in the Segment Detail Window, click the Segment in the Segment
Association Page.
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The Segment Detail Window displays the following information:

Segment Detail

MNams WSDL-TestCase1-SegmentServices
Description WSDL-TestCase1-SegmentServices
Segment Type Regular
Segment Owner Tester
Added On

Current Customer Count 4507

Figure 2-75: Segment Detail Window - Unstratified Segment

Segment Detail

MNams WSDL-TestCased-SegmentServices
Description WSDL-TestCased-SegmentServices
Segment Type Regular
Segment Owner Tester
Added On
Current Customer Count 1536
Strata Type

Strata Type Customer Average Strata Value 323171
Strata Format Range Strata MNumber Of Strata 3
Eased On Value Customer Customer Strata 3

Strata Field Annual Income Customer Value 190000

Figure 2-76: Segment Detail Window - Stratified Segment

Segment Detail

MNams PROM21650-PromotionEventServices
Description Target Customers For Promotion Event Test Case 1
Segment Type Manual
Segment Owner Tester
Added On 2014-09-04
Current Customer Count 26

Delete

Figure 2-77: Segment Detail Window - Manual Segment

The Segment Detail Window displays the following information for all Segments:
¢ Name - Name of the Segment.

* Description - Description of the Segment.

* Segment Type - Type of Segment.

¢ Segment Owner - ID of the user who owns the Segment.

* Added On - Date on which the Customer was added to a Manual Segment.

¢ Current Customer Count - Number of Customers currently belonging to the
Segment.

The Segment Detail Window displays the following information for Stratified Segments:
® Strata Type - Describes how Customers are divided into Strata.

e Strata Format - Format used to create the Strata.
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* Based On Value - Basis used for determining the Strata Field.

* Strata Field - Field used to create the Strata.

* Average Strata Value - Mean value of the Strata Field for all Customers in the Strata.
* Number Of Strata - Number of Strata into which the Segment is divided.

¢ Customer Strata - Strata to which the Customer belongs.

e Customer Value - Value of the Strata Field for the Customer.

Add Customer to a Manual Segment
To add the Customer to a Manual Segment:

1. Click the Add Segment button in the Segment Association Page.

A Segment Detail Window opens.

Segment Detail

Associate To Existing Manual Segment  Create New Manual Segment

Create New Manual Segment
Segment Name

Description

Figure 2-78: Create Segment Detail Window

2. Do one of the following:

- Use the Associate To Existing Manual Segment Selection Menu to select the
Segment to which the Customer will be added.

- Use the Segment Name and Description Text Field to define a new Manual
Segment to which the Customer will be added.

3. Click Save to save the changes and close the Segment Detail Window.

To close the Window without saving the changes, click the X (E(]) in the top-right
corner of the Window.

Remove a Customer From a Manual Segment
To remove a Customer from a Manual Segment:

1. In the Segment Association Page, click the Segment to open it in a Segment Detail
Window.

2. Click the Delete button in the Segment Detail Window.

The Customer is removed from the Segment and the Segment is removed from the

Segment Association Page for the Customer.
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Tasks

The Tasks page displays the Tasks that are associated with the Customer.

To open the Tasks page, click Tasks in the Customer Actions Menu. The Tasks Page

opens.

| |
James Madison Customer Detail Card Detail
257 SAMPLE STREET Customer Id 523 Create Date 2015-11-17 EZKCard 123456785044444 Q@
WORCESTER, MA Create User Id tester Update Date 2016-01-14 EZKCard 123456789033333 Q@)
Update User Id tester Source Relate EZKSample? 6801573366 Q)
Phone Emall jmadison@example.com
Task Type AH. - Task Siatus Al - Task Start Date  Last 10 Taéks s

Taskld . Task Name
™~
1009 ezkTask1 2016-02-19 2016-02-19 TODO tester OPEN hd Tast User =y
-~
1010 Promotion Id:32:ezkProductPromo 2016-02-19 2016-03-31 EVENT Relate OFEN v Test User =

Figure 2-79: Tasks Page

Tasks Page
The Tasks page displays the following information:

e The Customer Basics area.

e  Task Filter menus:

- Task Type - The type of Task. The values in this Selection Menu depend upon
configuration. See the Oracle Retail Customer Engagement Cloud Services
Implementation Guide for information about configuring custom Task types.

- Task Status - Current status of the task.
This Selection Menu has the following possible values:
*  All - [DEFAULT] Include all Tasks.
*  OPEN - Include only open Tasks.
*  IN_PROGRESS - Include only Tasks in progress.
*  CANCELLED - Include only cancelled Tasks.
*  CLOSED - Include only closed Tasks.
- Task Start Date - Start date for the Task.
This Selection Menu has the following possible values:
*  Last 10 Tasks - [DEFAULT] The last 10 Tasks started.
*  Last 30 Days - Tasks started in the last 30 days.
*  Last 60 Days - Tasks started in the last 60 days.
*  Last 120 Days - Tasks started in the last 120 days.
*  Last Year - Tasks started in the last year.
*  All - All Tasks.
e A List of Tasks, containing the following information for each Task:

- Task Id - ID of the Task.
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- Task Name - Name of the Task.

- Start Date - Date on which the Task starts.

- End Date - Date on which the Task ends.

- Task Type - Type of Task.

- Creator - ID of the User who created the Task.

- Status - Status of the Task.

- Assigned To - ID of the User assigned to the Task.

- Customer - An icon (:) indicates whether the Task is assigned to a Customer.
On this page, the icon will always appear.

Change Task Status
To change the status of a Task, select the new status in the Status Selection Menu in the
Tasks Page List.

Open a Task
To open a Task, click the Task in the Tasks Page List. The Task opens in an Edit Task
Window.

For more information about this Window and the functions that can be performed in it,
see Edit Task Window.

Add a Task

To add a Task, click the Add Task button in the upper right of the Tasks Page to open the
Create a Task Window.

See Create a Task for the full procedure.

Item Visualizer

The Item Visualizer page displays the Items purchased by the Customer, and the Items
that the Customer wishes to own.

Note: This page does not display items added to a Wish List or
Registry through the Customer Item Registry option. to display these

items, use the [tem Registry Visualizer page.
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To open the Item Visualizer page, click Item Visualizer in the Customer Actions Menu.
The Item Visualizer Page opens.

‘ Add Item [ Customer Actlons N |

James Madison Customer Detail Card Detail
12345 EXAMPLE STREET
Customer|d 133 Create Date 2011-03-14 LOY Test 1 No Pin 123456789044444 Q@)
WORCESTER, MA
Greate Userid 1 Update Date 2012-09-14 LOY Test 1 No Pin 123456789033333 (&)
Update User |d Household job Source
Phone 5085550100 Emall jmadison@example.com
Item Visualizer
ltems added within: Last 10 Transactions » Purchased and Wish list items Switch to tile view
DEPT . SUB_DEPT . CLASS ;[ SUB_CLASS _ STYLE_ID - ltem Id Description Publish? Wish List? Delete View Image
2013 Jul 18 16:31:41  DB7 ciz1 S78 718771 410000030768 Metal Tissue St...  Yes Remove [Tl
2011 Mar 156 Retro Radar
14-04-08 De7 c121 577 718640 410000030738 Sho Yes ]
2011 Mar 16 Houndstooth
14-02°58 Da7 C122 579 721115 410000030806 Thr Yes = ()

Figure 2-80: Item Visualizer Page

Item Visualizer Page
The Item Visualizer page has two formats: List View [DEFAULT] and Tile View.

e (Click Switch to list view to view the items in List View.

e (lick Switch to tile view to view the items in Tile View.

List View
The Item Visualizer Page displays the following information in List View:

‘ Add Item Jf Customer Actions N |

James Madison Customer Detail Card Detail
12345 EXAMPLE STREET
Customer Id 133 Create Date 2011-03-14 LOY Test 1 No Pin 123456789044444 &)
WORCESTER, MA
Create Userid 1 Update Date 2012-09-14 LOY Test 1 No Pin 123456789033333 (&)
Update User |[d Household job Source
Phone 5085550100 Emall jmadison@example.com
Item Visualizer
Items addzd within:  Last 10 Transactions = Purchased and Wish list items ~ Switch to tile view

DEPT - SUB_DEPT - CLASS . SUB_CLASS _ STYLE_ID _ ltem Id Description Publish? Wish List? Delete View Image
2013 Jul 12 16:31:41 D87 ci21 s/ 718771 410000030769 Metal Tissue St..  Yes Remove [
fij;tMD;r 15 par c121 ST 718640 410000030738 :::imdar Yes =]
fij;g?g‘;”s D87 c122  s79 721115 410000030806 ::ﬁﬁdm‘}th Yes --- ]

Figure 2-81: List View

The Customer Basics area.

Item Filter menus:

- Date the Item was added to the Item Visualizer.
This Selection Menu has the following possible values:
*  Last 10 Transactions - [DEFAULT] Items added in the last 10 transactions.

*  Last 30 Days - Items added in the last 30 days.

*  Last 60 Days - Items added in the last 60 days.

*  Last 120 Days - Items added in the last 120 days.

Last Year - Items added in the last year.

*  All - All Items added.

2-70 Oracle Retail Customer Engagement Cloud Services User Guide



Edit/View Customer Record

How the Item was added to the List.

This Selection Menu has the following possible values:

*  Purchased items only - Include only purchased Items.

*

Wish list items only - Include only Wish List Items.

*  Purchased and Wish list items - [DEFAULT] Include both purchased and
Wish List Items.

Note: The term “Wish List” here does not refer to an Item Registry
Wish List. The term here refers only to Items that the Customer has
expressed an interest in, but does not indicate that the Item has been
added to a Registry.

e A List of Items, containing the following information for each Item:

Date - Date the Item was added to the Item Visualizer.

Item Hierarchy - A set of fields defining the Item Hierarchy to which the item
belongs. The number and names of these fields depend upon configuration. See
the Oracle Retail Customer Engagement Cloud Services Implementation Guide for
more information about configuring the Item Hierarchy.

Item Id - ID of the Item.
Description - Description of the Item.

Publish? - Indicates whether the Item is available to be viewed within a virtual
closet. Includes a Link to change the value.

Wish List? - Indicates whether the Item is in the Wish List. If the Item has a star
(1) in this field, the Item is in the Wish List.

Delete - For Items in the Wish List, includes a Link to remove the Item from the
Wish List.

Note: The term “Wish List” here does not refer to an Item Registry
Wish List. The term here refers only to Items that the Customer has
expressed an interest in, but does not indicate that the Item has been
added to a Registry.

View Image - Indicates whether the Item will be shown in the Tile View.
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Tile View
The Item Visualizer page displays the following information in Tile View:

m Customer Actlons
James Madison Customer Detail Card Detail
12345 EXAMPLE STREET LOY T Mo Pin 123456789044444 )@
WORCESTER, MA LOY Test 1 No Pin 123456789033333, ©®
Phone 5085550100 Email jmadison@example.com
Item Visualizer
Switch to list view

Date added: 2014-09-04
tem ID: 111100017

Description: Mens Casual Jeans

Color. Blue

Date purchased: 2013-02-26
Item ID: 111100003
Descriplion: Mens Casual Jacket
Color: Beige

Figure 2-82: Tile View

e The Customer Basics area.

* Selected Items in the Item Visualizer, with the following information for each Item:

Image for the Item.

Date Purchased - Date on which the Item was purchased. This field is only shown
for purchased items.

Date Added - Date on which the Item was added to the Wish List. This field is
only shown for Wish List Items.

Note: The term “Wish List” here does not refer to an Item Registry
Wish List. The term here refers only to Items that the Customer has
expressed an interest in, but does not indicate that the Item has been
added to a Registry.

Item ID - ID of the Item.
Description - Description of the Item.

Color - Color of the item.

Note: You cannot delete items from the Item Visualizer in Tile View.
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Add Item to Wish List
To add an Item to the Wish List:

Tip: Prior to performing this procedure, select Wish list items only
or Purchased and Wish list items in the Selection Menu for type of
Item. The newly added Wish List Item will not appear if only
Purchased Items are displayed.

1. Click the Add Item button in the Item Visualizer Page.
A Window opens for adding a Wish List Item.

Filter Type | ltem Id Filter Criteria

Figure 2-83: Add Wish List Item Window

2. Use the Filter Criteria Text Field to enter the Item ID search criteria.
3. Click the Search button.

A List of Items with an Item ID containing the search criteria is displayed.

Filter Type | Item Id Filter Criteria 14

Item Id Description - i

|
410000030141 Laptop Sling Bag [

410000030714 Sonic Wave Silicone Case

410000031148 400 thread count sateen sheet set

410000031407 Lena Bootie
410000031414 Lena Bootie

410000031421 Lena Bootie

Cancel | OK

Figure 2-84: Search Results

4. Click an Item to select it.

5. Click the OK button to add the Item to the Wish List and return to the Item
Visualizer Page.

Note: The term “Wish List” here does not refer to an Item Registry
Wish List. The term here refers only to Items that the Customer has
expressed an interest in, but does not indicate that the Item has been
added to a Registry.

Click the Cancel button to close the Window and return to the Item Visualizer Page.
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Remove Wish List Item
To remove an Item from a Wish List, click the Remove Link for the Item in the Item
Visualizer Page. The Item is removed from the Wish List.

Important: Customer Engagement does not ask for confirmation
prior to deleting an Item from the Wish List. Be careful to remove the
correct Item.

Note: The term “Wish List” here does not refer to an Item Registry
Wish List. The term here refers only to Items that the Customer has
expressed an interest in, but does not indicate that the Item has been
added to a Registry.

Update Customer Image

In Customer Engagement, an image of a Customer can be displayed in the Customer
page.

To upload a new image for a Customer:

1. Click Update Customer Image in the Customer Actions Menu.

2. The Update Customer Image Window opens.

Update Customer Image
Action: @ |ink Image:

) Import Image:

) Reset Image:

Link Address: Testlmage
Save

Figure 2-85: Update Customer Image Window

3. Use the Action Radio Buttons to select the method for updating the image:
- Link Image - Link to an image through the internet. Continue with step 4.
- Import Image - Import a file from a local directory. Continue with step 7.

- Reset Image - Remove the current image. The image changes to the default
“silhouette” image. Continue with step 9.

4. Inthe Link Address field, enter the URL of the image.
5. Click the Test Image button.
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The image should appear in the left side of the Window.

Update Customer Image
Action: @ |ink Image:

) Import Image:

) Reset Image:

Link Address: r/axample.com/commans/d/Headshot-Sally.jpg Testlmage

Save

Figure 2-86: Test Image Displayed

If the image cannot be found or accessed, the Window displays an error. Return to
step 4 and enter a correct, accessible URL.

@ Update Customer Image

Action: @ |ink Image:

) Import Image:
) Reset Image:
Link Address: fexample.com/commons/d/Headshot-Sally.jpg | Testlmage

There was an error displaying the image. Please select another image.

Save

Figure 2-87: Error Displaying Image

6. Continue with step 9.
7. Use the File to Import File Upload field to select the file to upload.

Upon selecting a file, the image appears in the left side of the Window.

Update Customer Image

Action: @) Link Image:
@ |mport Image:
) Reset Image:

File to Import/example.com/commons/d/Headshot-Sally.jpg

Save

Figure 2-88: Import Image Displayed

If the image type is unsupported, the Window displays an error.

Update Customer Image

Action: @) Link Image:
@ |mport Image:
) Reset Image:

File to Import: example.com/commons/d/Headshot-Sally.psd  owse_

Unsupported image type. Valid image types are: jpeg, jpg. png, gif and bmp.
Please select another image. o

Figure 2-89: Image Type Unsupported
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@ Update Customer Image
Action: @) Link Image:
@ |mport Image:
) Reset Image:

File to Import:example.com/commons/d/Headshot-Sally.xyz  Browse_

There was an error displaying the image. Please select another image.

Figure 2-90: Image Display Error

8. Continue with step 9.

9. Click the Save button to save the changes and close the Window.

Click the X (E) in the upper-right corner of the Window to close the Window
without saving the changes.
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Item Registry

The Item Registry page displays information about the Customer Item Registries owned

by the Customer.
This page is opened by clicking Item Registry in the Customer Actions Menu. The Item
Registry Page opens.
| ===
Elcamar Hocaewct Customer Detail Card Detail
Customer Id 327227 Create Date 2016-09-02 ezkAwardCard 1234592069 O (@
Create UserId Ekaplan Update Date 2016-11-11
Update User Id Ekaplan Source Relate
Phone 5085560100 Email
ltem Registries
Display
Displaying: 1-2 of 2 M« 10f 1 Pages P M GnTnPage::I(D :tempapage:

Wish List

Figure 2-91: Item Registry Page

The Item Registry Page displays the following information:

e The Customer Basics area.

¢ Item Registry Filter menus:

Display past or future events. This Selection Menu has the following options:
*  All Events - All events, both past and future, and all Wish Lists.

*  Future Events - [DEFAULT] Only display events that are happening in the
future. Wish Lists are also displayed.

*  Past Events - Only display events that have already occurred. Wish Lists are
not displayed.

e A List of Item Registries, containing the following information for each Registry:

Registry Id - ID of the Registry.

Registry Name - Name of the Registry.

Event Type - Type of event, or indicates if the Registry is a Wish List.
Event Date - Date of the event. Blank for a Wish List.

Venue Name - Name of the venue. Blank for a Wish List.

Primary Owner - If there is a check mark (4#) in this column, the Customer is
the primary owner of the Registry.
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Registry Information Window
The Registry Information Window displays the following information:

En
Registry Information Registry Image
Registry |d 5891 Create Date 2014-08-08 16:41-37 -
MName Test Case 1.0 - Housekeeping Test Crea Id Tester
Event Type WEDDING_SHOWER Up: 2014-09-04 15:15:59 ?
Event Date 2014 Sep 22 03:00:00 Upda d * R
Expiration Date 2014 Nov 6 23:69:00 Published Status Published L

Comments WSDL Test Case

Registry Attributes

Name Values

FLOWER-STYLE Orchids

GUEST-COUNT 450

Registry Addresses

Address Type Name Address

After Event Shipping Address Mary Baker New 1234 Example Boulevard, Westbhorough, MA -01581 US
Before Event Shipping Address  Betty Smith New 5678 Example Road West, Worcester, MA -0160% US
Venue Wedding Song Banquet Hall-2 9012 Example Path East, Boston, MA-02134US

Registry Owners and Contact Info

Name Nickname Primary Address Emall Phone

Jackie Smith Yes

Registry Items
Item Id Description Deslred Quantity Purchased Quantity

111100004 Mens Casual Jacket 1.00 1.00

Figure 2-92: Registry Information Window

* Registry Id - ID for the Registry.
e Name - Name of the Registry.

e Event Type - Type of event for which the Registry was created, or indicates if the
Registry is a Wish List.

e Event Date - Date of the event. Included only for a Gift Registry.

e Expiration Date - Date on which the Registry expires. Included only for a Gift
Registry.

¢ Comments - Additional comments.

* Create Date - Date the Registry was created.

* Create User Id - ID of the User who created the Registry.

¢ Update Date - Most recent date on which the Registry was updated.

¢ Update User Id - ID of the User who most recently updated the Registry.
* Published Status - Indicates whether the Registry is publicly available.

* Registry Image - Image associated with the Registry.

* Registry Attributes - This List displays information about the Attributes assigned to
the Registry. The following information is displayed for each Attribute:

- Name - The name of the Attribute.

- Values - The value(s) assigned to the Attribute.
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Registry Addresses - This List displays information about the address associated
with the Registry. Included only for a Gift Registry. The following information is
displayed for each address:

- Address Type - The type of address.
- Name - Name of the location.
- Address - The address of the location.

Registry Owners and Contact Info - This List displays information about the
Customers who own the Registry. The following information is displayed for each
Registry owner:

- Name - Customer name.

- Nickname - Nickname for the owner.

- Primary - Indicates whether this Customer is the primary owner of the Registry.
- Address - Customer address.

- Email - Customer email address.

- Phone - Customer phone number.

Registry Items - This List displays information about the Items in the Registry. Click
on an Item to view it in an Item Details Window. The following information is
displayed for each Item:

- Ttem Id - ID of the Item.

- Description - A description of the item.
- Desired Quantity - Requested quantity.
- Purchased Quantity - Quantity purchased.

More Actions Menu
The More Actions Menu is the Actions Menu for the Registry

Information Window. This menu has the following options: More Actlons 1‘]
¢ Print Registry - Open the Registry in the [tem Registry Print Print Registry
page. Visualize
* Visualize - Go to the Item Registry Visualizer for the
Customer.

Create a New Item Registry
To create a new Item Registry with the Customer as an owner:

1.
2.

Click the Add New Item Registry button.
Update the Item Registry.

Note: The Customer will be automatically entered as an owner in the
Wizard.

- Use Wizard Navigation to move through the Item Registry and make any
necessary changes.

- Click save when you are finished making changes. The Item Registry will be
saved and Customer Engagement will return to the Item Registry page.
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- Click cancel to discard the changes and return to the Item Registry page.

Item Registry Visualizer

The Item Registry Visualizer displays the Items included in each Item Registry owned by
the Customer.

This page is opened by clicking Item Registry Visualizer in the Customer Actions
Menu, or by clicking Visualize in the More Actions Menu for the Registry Information
Window. The Item Registry Visualizer page opens.

|
James Madison Customer Detail Card Detail
12345 EXAMPLE STREET
Customer Id 4 Create Date 2015-12-21 Test 4444555566667777 W)
WORCESTER, MA Create User Id tester wate Date 2016-03-16 test card 1234567890123456| 0@
Update User Id tester Source Relate
Fhone 5085550100 Email jmadison@example.com

ltem Visualizer

Registry  (Please select) Switch to tile view

Figure 2-93: Item Registry Visualizer Page

View Registry Items

Use the Registry Selection Menu to select a Registry. A List containing the Items in the
Registry opens. The following information is displayed for each Item:

James Madison Customer Detail Card Detail
12345 EXAMPLE STREET
Customer Id 4 Create Date 2015-12-21 Test 4444555566667777 )@
WORCESTER, MA Create User Id tester wate Date 2016-03-16 test card 1234567890123456. Q@
Update User Id tester Source Relate
Phone 5085550100 Email jmadison@example.com

Item Visualizer
Registry 532 | WSDL-TestCase6.0 «~ Switch to tile view
Date - Item Id 2 Desired Quantity Purchased Quantity - Description - View Delete
2012-12-31 888800001 1.00 Update ltem 0.00 Toaster O Remove Item
2012-12-31 888800009 3.00 Update ltem 0.00 Meat Grinder Remove ltem

Figure 2-94: ltem Registry Visualizer - Registry Selected

Item Registry Visualizer Page
The Item Registry Visualizer page has two formats: List View [DEFAULT] and Tile View.

* C(lick Switch to list view to view the Item Registry in List View.

* C(lick Switch to tile view to view the Item Registry in Tile View. Only Items that
have the View option selected are displayed.

2-80 Oracle Retail Customer Engagement Cloud Services User Guide



Edit/View Customer Record

List View
The Item Visualizer displays the following information in List View:

James Madison Customer Detail Card Detail
12345 EXAMPLE STREET
Customer Id 4 Create Date 2015-12-21 Test 4444555566667777 |®
WORCESTER, MA Create User Id tester «date Date 2016-03-16 test_card 1234567890123456. O®
Update User Id tester Source Relate
Phone 50856650100 Emaill jmadison@example.com

Item Visualizer
Regisiry 532 | WSDL-TestCase6.0 ~ Switch to tile view
Date - Item Id 2 Deslred Quantity Purchased Quantity - Description - View Delete
2012-12-31 888800001 1.00 Update ltem 0.00 Toaster ] Remove Item
2012-12-31 888800009 3.00 Update Item 0.00 Meat Grinder [l Remaove ltem

Figure 2-95: Item Registry Visualizer Page - List View

¢ Date - Date and time the Item was added to the Registry.
¢ Item Id - ID of the Item.

¢ Desired Quantity - A Text Field containing the requested quantity of the Item, along
with an Update Item Link used to Change the Desired Quantity of an Item.

¢ Purchased Quantity - Number of this Item that was purchased for the Registry.
¢ Description - Description of the Item.

* View - A Check Box indicating whether to display an image for the Item in the Tile
View.

¢ Delete - Provides a Link for deleting the Item from the Registry.

Change the Desired Quantity of an Item
To change the requested quantity of an Item in a Registry:

1. Enter the new quantity in the Desired Quantity Text Field.
2. Click the Update Item Link.
The Desired Quantity of the Item is updated.

Note: You cannot change item quantities from the Registry while in
Tile View.

Remove an Item from the Registry
Click the Remove Item Link for an Item to remove it from the Registry. The Item will be
removed immediately —no confirmation prompt is displayed.

Note: You cannot delete items from the Registry while in Tile View.
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Tile View
The Item Visualizer Page displays the following information in Tile View:

James Madison Customer Detail Card Detail
12345 EXAMPLE STREET
Customer Id 4 Create Dale 2015-12-21 Tesl 4444555566667777 )@
WORCESTER, MA Create User Id tester wiate Date 2016-03-16 test_card 1234567890123456. 0@
Update User Id tester Source Relate
Phone 5085650100 Email jmadison@exampie.com

litem Visualizer
Registry 10241 | WSDL-TestCase 50 « Switch to list view

Item ID: 111100003 Item 1D: 111100017
Description: Mens Casual Jacket Description. Mens Casual Jeans
Color: Beige Caolor: Blue

Figure 2-96: Item Registry Visualizer - Tile View

e The Customer Basics area.

* Selected Items in the Item Registry Visualizer page, with the following information
for each Item:

- Image for the Item.
- Item ID - ID of the Item.
- Description - Description of the Item.

- Color - Color of the item.

Add an Item
To add an Item to a Registry:

1. Click the Add Item button in the Item Registry Visualizer.

An Item Search Window opens.

Filter Type | Item Id Filter Criteria Search

Cancel | OK

Figure 2-97: Item Search Window

2. Enter the Item ID search criteria in the Filter Criteria Text Field, or leave the Filter
Criteria field empty to return a list of all Items.

3. Click the Search button.
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A List of Items matching the search criteria is displayed.

Filter Type | Item Id Filter Criteria 12 Search

Item Id Description - i

111100012 Mens Formal Jacket White ‘ E ‘

222200012 Womens Handbag White

204224172 Frickiac Mat Frnd S

Cancel | OK

Figure 2-98: Iltem Search Results

4. Click an Item to select it.
5. Click the OK button.
An Item Quantity Window opens.

Item Id Description Desired Quantity
111100012 Mens Formal Jacket White 1

Cancel | Save

Figure 2-99: Item Quantity Window

6. Enter the requested quantity in the Desired Quantity Text Field.
7. Click Save to add the Item to the Registry with the entered quantity.
The Item Search Window closes and the Item is added to the Registry.
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Preference Centers

The Preference Centers page displays the contact preferences for a Customers.
Access the Preference Centers page by doing one of the following;:

- Click Preference Center in the Customer Actions Menu.

- Click the edit Link in the Preference Centers section of the Customer Dashboard.

The Preference Centers Page opens.

| Add Preference [ Customer Actlons N ‘

James Madison Customer Detail Card Detail
257 SAMPLE STREET Customer Id 523 Create Dale 2015-11-17 WSDL-SoapUl-TesiCase-Cust 4031688247,
WORCESTER, MA Create User Id tester Update Date 2016-01-14 WSDL-SoapUl-TesiCase-Cust 11784383198
Update User Id tester Source Relate WSDL-SoapUl-TestCase-Cust 9340695412:
Phone Emall jmadison@example.com s il
Preference Center
Preference Center Channels Opt In Frequency Customer Authorlzation Comm Last Sent Date Updated Date/Time Updated By
WEEKLY_SALES_FLYER Email WEEKLY C\Users\Testen\Documentst....... 2013 Jul 20 08:00:00 2013 Jul 25 08:00:00 Emily
Mail v MONTHLY
Phone L2 YEARLY

Figure 2-100: Preference Centers Page

Preference Centers Page
The Preference Centers page displays the following information:

e The Customer Basics area.

* A List of Preference Centers, displaying the following information for each
Preference Center:

- Preference Center - Name of the Preference Center. This is displayed only for
the first channel in a Preference Center.

- Channels - The communication channel.

- Opt In - Indicates whether the Customer has opted to be contacted through the
channel. If there is a check mark (%) in the field, the Customer will be contacted
through the channel.

- Frequency - The frequency at which the Customer will be contacted through the
channel.

- Customer Authorization - Name of the file in which the Customer authorized
communication.

- Comm Last Sent Date - Last date on which the Customer was sent a
communication via the channel.

- Updated Date/Time - Date and time the channel was last updated.
- Updated By - ID of the User who last updated the channel.
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Preference Center Detail Window

To open a Preference Center in a Preference Center Detail Window, click the Preference
Center in the Preference Centers List.

Preference Center Detail

Freference Type ID: 3

Freference Type: WEEKLY_SALES_FLYER
Customer Comm Last Sent Updated Updated
Authorlzatlon Date Date/TIme By

. ChlUsers 2013 Jul 25 .
Ernail [ weekLY e— Remove 2013-07-20 T Ernily

o
Channels In Frequency

Aftach a
Mail MONTHLY
document

Aftach a

Phong YEARLY
document

Save | Delete

The Preference Center Detail Window displays the following information:

* Preference Type ID - ID of the Preference Center type.
* Preference Type - Name of the Preference Center type.

* A List of Preference Center channels, displaying the following information for each
Preference Center:

- Channels - The communication channel.

- OptIn- A Check Box determining whether the Customer has opted to be

contacted through the channel. If there is a check mark (Jv) in the field, the
Customer will be contacted through the channel.

- Frequency - A Selection Menu determining frequency at which the Customer
will be contacted through the channel.

- Customer Authorization - A Link to attach an authorization document and, if
an authorization document has been uploaded, the name of the file in which the
Customer authorized communication and a Link to remove the document.

- Comm Last Sent Date - A Calendar Menu indicating the last date on which the
Customer was sent a communication via the channel.

- Updated Date/Time - Date and time the channel was last updated.
- Updated By - ID of the User who last updated the channel.
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Create a Preference Center

To create a Preference Center for a Customer, do the following:

1. Click the Add Preference button on the Preference Centers page.

2. A blank Preference Center Detail Window opens.

Preference Center Detail

Freference Type (Please select) -

Comm Last Sent
Date

Opt Frequenc Customer
In q Y Authorization

Email ]
Mail ]
Phone ]

Updated
Date/Time

Channels
By

(Please select) »  Attach a document

(Please select) »  Attach a document

(Please select) »  Attach a document

Updated

Save

Figure 2-101: Blank Preference Center Detail Window
Use the Preference Type Selection Menu to select the type of preference. The options
in this menu are determined by confiquration.

The Frequency Selection Menu for each channel is populated. See the Oracle Retail
Customer Engagement Cloud Services Implementation Guide for more information about
configuring Preference Types.

Configure the Preference Center:

- Use the Opt In Check Box to define whether the Customer will be contacted
through the channel. If there is a check mark ([+) in the field, the Customer will
be contacted through the channel.

- Use the Frequency Selection Menu to define the frequency at which the
Customer will be contacted through the channel.

- If necessary, Add or Update a Customer Authorization Document.

- If necessary, use the Comm Last Sent Date Calendar Menu to change the most
recent communication date for the channel.

Click the Save button.

The Preference Center Detail Window closes and the new Preference Center is
added to the Preference Centers List.

Delete a Preference Center
To delete an entire Preference Center for a Customer:

1. Click the Preference Center in the Preference Centers List.
The Preference Center opens in a Preference Center Detail Window.
2. Click the Delete button.
A confirmation Window opens.
3. Click OK to delete the Preference Center and return to the Preference Centers List.

Click Cancel to return to the Preference Center Detail Window without deleting the
Preference Center.
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Edit a Preference Center
To edit a Preference Center for a Customer:

1. Open the Preference Center in a Preference Center Detail Window.
2. Make the necessary changes to the Preference Center:

- Use the Opt In Check Box to define whether the Customer will be contacted

through the channel. If there is a check mark ([+) in the field, the Customer will
be contacted through the channel.

- Use the Frequency Selection Menu to define the frequency at which the
Customer will be contacted through the channel.

- If necessary, Add or Update a Customer Authorization Document.

- If necessary, Remove a Customer Authorization Document.

- Use the Comm Last Sent Date Calendar Menu to change the most recent
communication date for the channel.

3. Click the Save button to save the changes and close the Preference Center Detail

Window, or click the E[] in the upper right corner to close the Preference Center
Detail Window without saving.

Add or Update a Customer Authorization Document
To add or update the customer authorization document for a Preference Center channel:

1. In the Preference Center Detail Window, click the Link in the Customer
Authorization column (either Attach a document, or the name of the authorization
file).

A Choose a document file to import Window opens.

Choose a document file to import

No file selected.

Cancel

Figure 2-102: Choose a Document File to Import Window

2. Click the Browse... button.

The file upload procedure depends upon the operating system and browser being
used. See the appropriate documentation for assistance.

3. Once the file is selected, click the Import button to import the document

The Window closes and the filename is displayed in the Customer Authorization
Link.

Note: The Customer Authorization file is not actually saved until the
Save button is clicked in the Preference Center Detail Window.
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Remove a Customer Authorization Document

To remove a customer authorization document for a Preference Center channel, click the
Remove Link in the Preference Center Detail Window. The file is removed from the
channel.

Note: The Customer Authorization file is not actually removed until
the Save button is clicked in the Preference Center Detail Window.

Social Profile

The Social Profile page displays the social profiles associated with the Customer.
Access the Social Profile page by doing one of the following:

e (lick Social Profile in the Customer Actions Menu.

e (lick the edit Link in the Social Profile section of the Customer Dashboard.

The Social Profile Page opens.

Customer Actlons ‘

James Madison Customer Detail Card Detail
257 SAMPLE STREET

N/A

Customer id 523 Create Date 2015-11-17
WORCESTER, MA Create User Idtester Update Date 2016-01-14
Update User Idtester Source Relate
Phone Emall jmadison@example.com
Social Profile
Soclal Medla Type Name = 1 Proflle Exp. Date
n Susan Relate 1000072230674574 2014-01-02

= susanrelate 2220368555 n
=

Figure 2-103: Social Profile Page

Social Profile Page
The Social Profile page displays the following information:

e The Customer Basics area.

e A List of Social Profiles, displaying the following information for each Social Profile:

- Social Media Type - An icon indicating the social media network associated
with the Social Profile.

- Name - Name of the social profile.
- ID-ID of the account on the social network.
- Profile - Image representing the customer on the social network.

- Exp. Date - Date the token associated with the network expires.
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Social Profile Detail Window
To open a Social Profile in a Social Profile Detail Window, click the Social Profile in the
Social Profile List.

Social Profile Detail

Create User |d testlUpdateUser Update User|d Relate
Create Date 2013-12-04 Update Date 2013-12-20
D 2228368555 Exp. Date
Frofile Mame susanrelate Social Media Type TWITTER

Delete

Figure 2-104: Social Profile Detail Window

The Social Profile Detail Window displays the following information:

Image associated with the account on the social network.

Create User Id - ID of the User who created the Social Profile.

Create Date - Date the Social Profile was created.

ID - ID of the account on the social network.

Profile Name - Name of the Customer on the social network.

Update User Id - ID of the User who most recently updated the Social Profile.
Update Date - Most recent date on which the Social Profile was updated.
Exp. Date - Date the token allowing access to the social network expires.

Social Media Type - The social network associated with the Social Profile.

Delete a Social Profile
To delete a Social Profile from a Customer account, do the following:

1.

Important:  You cannot recreate a Social Profile after deleting it. Only
the Customer can reassociate their social network account with their
Customer record.

Click the Social Profile in the Social Profile List.

The Social Profile opens in a Social Profile Detail Window.

Click the Delete button.

A confirmation Window opens.

Click OK to delete the Social Profile and return to the Social Profile List.

Click Cancel to return to the Social Profile Detail Window without deleting the
Social Profile.
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Social Activity

The Social Activity Page displays the posts by a Customer on their social media
account(s). This includes all posts from all of the Customer’s Social Profiles.

To access the Social Activity page, click Social Activity in the Customer Actions Menu.

The Social Activity Page opens.

‘ —
Customer Actions N |

!f‘t‘nhh James Madison Customer Detail — Card Detail
s E 257 SAMPLE STREET Customer Id 523 Create Dale 2015-11-17 N/A
ﬁ | 'WORCESTER, MA Create User Id tester Update Date 2016-01-14
n:q“ Qz“ Update User Id tester Source Relate
7 Phone Email jmadison@example.com

Social Activities

Social Network  All - Activities by Activity Date  Last 30 Days Total Post Activity 3

Date - Social Network Profile Name - Activity Type - Message |
2013-12-04 I I MaryRelate TWEET My neighbor has my horse Crystal

2013-12-04 I | MaryRelate TWEET Love to ride my horse crystal :
2013-12-04 ll MaryRelate TWEET Where's my horse crystal |

Figure 2-105: Social Activity Page

Social Activity Page
The Social Activity page displays the following information:

e The Customer Basics area.

e Social Activities Filter menus:

- Social Network - Filters the List by the social network on which the post was
made. This Selection Menu contains the names of the social networks configured
for Customer Engagement. See the Oracle Retail Customer Engagement Cloud
Services Implementation Guide for information about configuring social networks.

- Activities by Activity Date - The time within which the post was made. This
Selection Menu has the following values:

*

Last 30 Days - Display the posts from within the last 30 days.
*  Last 60 Days - Display the posts from within the last 60 days.
*  Last 120 Days - Display the posts from within the last 120 days.

*

Last Year - Display the posts from within the last year.

*  All - Display all posts for the Customer.

¢ A List of social media posts, displaying the following information for each post:
- Date - Date of the post.

- Social Network - Image representing the social network on which the post was
made.

- Profile Name - Name of the Social Profile associated with the post.
- Activity Type - Type of posting.
- Message - Text of the post.
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Franchisee Assignment

The Franchisee Assignment page allows the user to view or change the Franchisees to
which a Customer is assigned.

Access the Franchisee Assignment page by doing one of the following:

- Click Franchisee Assignment in the Customer Actions Menu.

- Click the edit Link in the Franchisee Assignment section of the Customer
Dashboard.

The Franchisee Assignment Page opens.

Save Franchisee(s) Jl Customer Actions

Card Detail

WSDL60342-TastCasa1 0-Franchisee TestCase1 0 WSDL60242 Fral
<User & Org "Test", 'Special> <User & Org "Test", "Special>
12118

210 - Red River manl Rea River Mall

233

a8

76

a1

abc2a Franchisee

CrazyCatzDesigns Designs for Cat Lovers
CrazycatzShoppe Shoppe Cat Lovers

Figure 2-106: Franchisee Assignment Page

Franchisee Assignment Page
The Franchisee Assignment page displays the following information:

e The Customer Basics area.

e A List of Franchisees, displaying the following information for each Franchisee:

- Select - A Check Box indicating whether the Customer is assigned to the
Franchisee. If there is a check mark ([) in the field, the Customer is assigned to
the Franchisee.

- Franchisee ID - ID of the Franchisee.
- Name - Name of the Franchisee.

- Description - A description of the Franchisee.

Change Customer Franchisee Assignments
To change the Franchisees to which the Customer is assigned:

1. Use the Select Check Box for each Franchisee to determine whether the Customer is
assigned to the Franchisee.

- Click the Check All Link to include all Franchisees.
- Click the Uncheck All Link to remove all Franchisees.

2. Click the Save Franchisee(s) button to saves the changes.
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Customer Validation

Names

Note: The Customer Validation process is determined by
configuration, including whether or not validation is performed. Refer
to the Customer Engagement Implementation Guide for more information,
or contact your Project Manager.

Whenever a new Customer is added or updated, the Customer information (first name,
last name, prefix, suffix, gender, address, postal code, phone number, and email address)
is validated. If any of the information provided does not meet the criteria of the
Customer Engagement application, the Customer, address, phone, or email address is
marked as “invalid” and a validation error is recorded. This does not affect how the
information is saved or used, it just means the information did not meet the criteria.

All numbers, punctuation, any repeating spaces, and special characters except (, -, *, or
) are removed from the first, middle, and last names. The first letter of each name, if
applicable, is capitalized. If the middle initial is included as part of the first or last name,
it is stripped out and saved into the data object.

If the first or last name is missing, the Customer is marked as invalid and the appropriate
validation errors are generated.

Prefix (Salutation)

MR

Rev.

Suffix

Esq.
v

Gender

Address

The prefix is checked to see if it matches or is very close to one of the following;:

Miss MRS MS DR Imam
Sir Sister Father Hon. HRH

If the prefix does not match or is not close, the Customer is marked as invalid and a
validation error is generated.

The suffix is checked to see if it matches or is very close to one of the following:

Sr. Jr. II I
\% 2nd 3rd 4th

If the suffix does not match or is not close, the Customer is marked as invalid and a
validation error is generated.

Any value can be entered for gender as long as the value starts with M, m, or 1 for male, or
F, £, W w, or 0 for female. If one of these values is found, the value is replaced with M or F
and saved. If one of these values is not found; the original value is saved, the Customer is
marked as invalid, and a validation error is generated.

If all address lines are blank or there is no city or postal code, the address is marked as
invalid and a validation error is generated.
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Postal Code

Any non-numerical or non-alphabetic characters —except for a hyphen (-), comma (, ),
or period (.)—are removed from the postal code. If the results do not match 99999,
99999-9999, or A1A1A1, then the address is marked as invalid and a validation error is
generated.

Email Address

Phone

The system looks for a @ symbol in the email address. If found, the system verifies that
the email address is in the proper format: accountname@sub-domain.domain. If
there is no @ symbol, the system looks for a # symbol. If one is found, it is replaced with
an @ symbol and the system verifies that the email address is in the proper format. If the
email address is in the wrong format, the email address is marked as invalid and a
validation error is generated.

The application looks for and removes any non-numeric character except for E, e, X, x, T,
or t. Any leading 1 (one) characters are removed. If the phone number starts with a 0,
the phone number is marked as invalid and a validation error is generated.

The extension, if any, is identified, removed, and saved in the extension field.
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Clienteling

Overview

The Clienteling module in Customer Engagement allows Users to search for sets of
Customers that meet certain, specified criteria.

Important: The “ClientelingCustomerSearch” role is required to
access this area of Customer Engagement and perform the functions
available in it. See the Customer Engagement Implementation Guide for
more information about Roles.

About This Chapter

This chapter contains the following information:

e (lienteling Customer Lookup/Edit describes the page used to search for Customers,
as well as the search procedure. Options include:

- Clienteling Search

e (lienteling Customer List describes the page showing a list of Customers found by a
Clienteling Customer search. Options include:

- Actions Menu

- Open a Customer Record
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Clienteling Customer Lookup/Edit

Open the Clienteling Customer Lookup/Edit page by clicking the Customer-
>Clienteling Customer Lookup/Edit menu option, or by clicking the Clienteling
Customer Lookup/Edit Link on the Main Page

Clienteling Customer Lookup / Edit ®

Clienteling Search

4

STE Attribute Group  All Altribute Code | All Alfribute Value | Al

Segmentid (Please select) - Strata Level | All ~

i =l Manager Override - Bypass location assignment filters

- =] Primary Associate Role

City Equals

&
&

STEP 2 State Equals

Apply aptional filters Postal Code  Equals
LT Sales >=

Purchase In LastX Days All -

Not Contacted Inthe LastX Days All =

Figure 3-1: Clienteling Customer Lookup/Edit Page

Use the Clienteling Customer Lookup/Edit page to perform a Clienteling Search.

Clienteling Search

A Clienteling search is a search for a set of Customers that meet certain, specified
criteria.

Note: This is different from a Customer Lookup, which uses
Customer profile information to help a User look up a specific
Customer.

To perform a Clienteling search, do the following:

1. Open the Clienteling Customer Lookup/Edit page.

2. Inthe STEP 1 section, use the Selection Menus to filter the Segments contained in the
Segment Id Selection Menu.

Tip: It is not required to select a value in all (or any) of the three
following menus. However, it is recommended that you narrow down
the Segment Id Selection Menu as much as possible by selecting
values in all three of the following menus.

a. Select an Attribute Group in the Selection Menu.

After selecting an Attribute Group:

*

The Segment Id Selection Menu only displays the Segments assigned the
selected Attribute Group. Also, a Segment is displayed only if the Publish to
Clienteling flag was selected.

*  The Attribute Code Selection Menu is activated and populated with the
Attributes in the selected Attribute Group.
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b. Select an Attribute Code in the Selection Menu. This Selection Menu is only

activated after an Attribute Group has been selected (see above).
After selecting an Attribute Code:

*  The Segment Id Selection Menu only displays the Segments assigned the
selected Attribute Group and Attribute.

*  The Attribute Value Selection Menu is activated and populated with the
values that have been assigned to the Attribute.

Select an Attribute Value for selected Attribute (see step b) in the Selection
Menu. This Selection Menu is only activated after an Attribute Group and an
Attribute Code have been selected (see above).

After selecting an Attribute Value, the Segment Id Selection Menu only displays
the Segments assigned the selected Attribute Group, Attribute, and Attribute
Value.

Select a Segment Id in the Selection Menu in the STEP 1 section.

If necessary, enter STEP 2 search criteria:

Associate Id - ID of the Associate assigned to the Customer(s). Uses a Selection
Menu.

Role Id - Role for an Associate assigned to the Customer(s). Uses a Selection
Menu.

This Selection Menu is populated with the Roles to which the User is assigned.

Note: If the User is not associated with any Role, or if the User is
assigned to only one Role, this Selection Menu will be inactive.

City - Customer city. Uses a Text Field with a Matching Rule Menu.

State - Customer state. Uses a Text Field with a Matching Rule Menu.

Postal Code - Customer Postal or ZIP code. Uses a Text Field with a Matching
Rule Menu.

LT Sales - Total amount of lifetime sales for the Customer(s). Uses a Text Field
with a Numeric Comparison Menu.

Purchase In Last X Days - Range of recent days in which the Customer(s) made
a purchase. Uses a Selection Menu.

Not Contacted In the Last X Days - Range of recent days during which the
Customer(s) have not been contacted. Uses a Selection Menu.

Manager Override - Bypass location assignment filters - Select this Check Box
to search for Customers associated with at least one Transaction in which the
User’s Location is not the Customer’s home location, and the Customer is
associated with a Transaction at the User’s Location.

Primary Associate Role - Select to search for Customers associated with an
Associate with the primary Associate Role.

Note: If the User is not associated with any Role, or if the User is
assigned to only one Role, this Selection Menu will be inactive.
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5. Click the Search button in STEP 3.

The search results are displayed in a Clienteling Customer List.

Clienteling Customer List

After performing a Clienteling Search, the Customers found by the search are displayed
in a Clienteling Customer List page.

@ » D=
Sevrch Chileria . l‘\l)
Search Ry l\.3.‘}
Uaplaye H100T Ho# o 190 1 Fages ek *—@—h Ga Ta Page (¥ Do perpagn: (28 ¥

Figure 3-2: Clienteling Customer List

Table 3-1: Clienteling Customer List Page Key

Item Description

Search Criteria - Displays the search criteria used for the search results
displayed in the List.

Search Button - Click to return to the Clienteling Customer Lookup/Edit
page and perform another search.

Actions Menu - Click to open a menu of actions that can be performed in the
Clienteling Customer List page. See Actions Menu for more information.

Page Navigation - Page Navigation for the List.

Customer List - A List of Customers matching the search criteria.
This List includes the following information for each Customer:

©® 0

¢ Customer Id - Unique identifier for the Customer.
¢ First Name - Customer’s first name.

¢ Last Name - Customer’s last name.

¢ Address - Street address for the Customer.

e City - Customer’s city.

¢ State - State or province for the Customer.
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Actions Menu
The Actions Menu for the Clienteling Customer List page

includes the following option: Actlons "‘_\.I

* Print Report - Create a printable Customer Clienteling Frint Report
Report List of the Customers in the Clienteling Customer Add Customear
List. This report displays a list of Customers grouped by
the Associate to whom they are assigned through
Clienteling. For more information about Reports, see page 1 in Chapter 21,
“Analytics/Reports”.

e Add Customer - Create a new Customer. See Create a Customer.

Open a Customer Record

To open a Customer Record in the Clienteling Customer List, click the Customer in the
List. The Customer record is opened in a Customer Summary Window.
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Customer Merge Review

Overview

The Customer Merge Review Process allows you to search for and view duplicates prior
to approving a merge.

Merge Description

Customer Merges combine multiple Customer records into one, new Customer record.
This new Customer record includes the Transaction, Card, and Account information
from all the merged Customer records. Other Customer data—addresses, email
addresses, phone numbers, and so on—are taken from a single source record
determined by Customer Engagement.

About this Chapter

This chapter includes the following information:

* Customer Merge Review - This section describes the Customer Merge Review page
and the activities performed through it. Options include:

- Actions Menu

- View Duplicates

- View Duplicate Differences

- Approve Duplicates
- Disallow Duplicate Merges

- Delete Duplicates
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Customer Merge Review

To open the Customer Merge Review page, use the Customer->Customer Merge
Review menu option, or by clicking the Customer Merge Review Link on the Main
Page.

Customer Merge Review ®

Customer Merge Review

Duplicate Strategy |(Please select) -

Strategy Status

i pen, 8 e g B BT i bt G o ag P g B gt et g A o st b AR b
Figure 4-1: Customer Merge Review

The Customer Merge Review page includes the following fields:

* Duplicate Strategy - This Selection Menu is used to select the Duplicate Strategy
results to review.

* Strategy Status - This field displays the Strategy Status of the duplicates to be
displayed.

Actions Menu
The Actions Menu for the Customer Merge Review page has the

following options: Actlons N

e Approve - Indicates to the system that the duplicates found by the Approve
currently selected Strategy should be merged. See Approve Claar
Duplicates for more information. Delete

® (Clear - Indicates to the system that the duplicates found by the
currently selected Strategy should not be merged. See Disallow
Duplicate Merges for more information.

* Delete - Delete all of the found duplicates from the currently selected Strategy.
Delete Duplicates for more information.

View Duplicates

To review the duplicates found by the last Duplicate Search:

1. In the Duplicate Strategy Selection Menu, select the Strategy of the search to view.

A Number of customers per set=set count Selection Menu is displayed.

ST T St T e T s e [P

E Customer Merge Review

R

Duplicate Strategy IName Address j

3
:
,3 Strategy Status Unapproved
:
¢

! Number of customers per set=set count I(F'Iease select) 'l

B Aﬂ’, e e IS g B s sl i NP :’__.h‘
Figure 4-2: Search Strategy Selected

2. Select the Number of customers per set=set count duplicate sets.

This menu displays the following information:
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- Number of customers per set - The number of Customers found as possible
matches by the Duplicate Search.

- set count - The number of duplicates found.

Once a selection is made, a List of duplicates is displayed.

Customer Merge Review

Duplicate Strategy IName Address -
Strategy Status Unapproved
MNumber of customers per set=sat count |2=31 2

First Name -~ Last Name - Address Line 1 = State © Postal Code -
1 Aditi Prakash 7135 WITCH HAZEL LN SOLON OH 44138-5082
2 Adriane Jenkins 9600 15T AVE NORTH BERGEN MD 07047-5124
3 Amanda Porter 3995 HANOVER STREET GARDEN CITY NY 11630
4 Anthony Porter 2232 KELLEY ROAD GULFPORT MS 395607
5 April Miles 7912 ROYAL LN DALLAS X 75230-3732
6 Barry Pal 4791 DEREK DRIVE TWINSBURG OH 44087
7 Bernadine Horton 329 PASSAIC STREET WASHINGTON DC 20005
g Charles Smithsen 1826 MASONIC HILL ROAD LITTLE ROCK AR 72201

Figure 4-3: Duplicate List

The duplicate List displays the following information for each duplicate:

Note: The Address information displayed is from the source record.

- Dupe Set Seq - The order in which the duplicate was found during the duplicate
search.

- First Name - First Name of the Customer.

- Last Name - Last Name of the Customer.

- Address Line 1 - Line 1 of the Customer’s primary street address.
- City - City of the Customer’s primary address.

- State - State or province of the Customer’s primary address.

- Postal Code - Postal Code or ZIP Code of the Customer’s primary address.
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View Duplicate Differences

To view the differences between duplicate Customer records, click the duplicate in the
duplicate List. A Duplicate Set Customer Differences Window opens.

Duplicate Set Customer Differences

Cust P_rimarylr Addr P_rimarylr Addr P_rimarylr Addr fo— Active Email
1n=x & & 13 e

125787 Ms. 1

385573 null null null null MS ]

355574 null null null null M5 o

Figure 4-4: Duplicate Set Customer Differences Window

This Window displays the Customer ID for each Customer record in the duplicate, as

well as each field and value in each Customer record that differs between the Customer
records in the duplicate.

Approve Duplicates

To indicate that the duplicates found by the selected Duplication Strategy should be
merged:

1. Select APPROVE from the Customer Merge Review Actions Menu.

A confirmation window opens.

& This will allow merging of the currently selected duplicate strategy. Are you sure?

Cancel M

Figure 4-5: Confirmation Window

2. Click OK to approve the duplicates for merge.

The duplicates found by the currently selected Duplicate Strategy are approved for

merge. The duplicates will be merged during the next run of the Duplicate Merge
job.
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Disallow Duplicate Merges
To indicate that the duplicates found by the selected Strategy should NOT be merged:

1. Select Clear from the Customer Merge Review Actions Menu.

A confirmation window opens.

&4 This will disable merging of the currently selected duplicate strategy. Are you sure?

Cancel M

Figure 4-6: Confirmation Window

2. Click OK to disallow merging for the duplicates.

The duplicates found by the currently selected Duplicate Strategy will not be
merged during the next run of the Duplicate Merge job.

Delete Duplicates
To empty the List of duplicates found by the selected Strategy:

1. Select Delete from the Customer Merge Review Actions Menu.

A confirmation window opens.

& This will delete the results for the currently selected duplicate strategy. Are you sure?

Cancel M

Figure 4-7: Confirmation Window

2. Click OK to empty the List of duplicates for the selected Duplicates Strategy.

The duplicates previously found by the currently selected Duplicate Strategy will be
deleted from the system. These duplicates must be found again by another Duplicate
Search job before they can be reviewed and approved for merge.
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Overview

Customer Item Registry

The Customer Item Registry allows you to set up:

Gift Registry: Select items that the recipient would like to receive—usually for some
special event, such as a wedding or baby shower.

Wish List: Select items that the recipient would like to receive, without identifying a
special event as with a Gift Registry.

Customers can then access the item registry and purchase registry items for the
recipient. The Item Registry tracks the items that have been purchased for the recipient,
and which desired items are still available.

About This Chapter

This chapter contains the following information:

Customer Item Registry describes the Customer Item Registry page.

Customer Item Registry List describes the List of Customer Item Registries returned
by a Item Registry Lookup.

Registry Information Window describes the information and actions available in the
Registry Information Window.

Item Registry Print provides information about the Item Registry Print page.

Create a Customer Item Registry provides the procedure for creating a Customer
Gift Registry.

Edit a Customer Item Registry describes how to update an existing Customer Gift
Registry.
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Customer ltem Registry

Use the Customer Item Registry page to locate and update an Item Registry.

Item Registry Lookup

To look up an Item Registry in Customer Engagement:

1. Use the Customer->Customer Item Registry menu option, or select the Customer
Item Registry Link on the Main Page to open the Customer Item Registry page.

Customer Item Registry &

Registry Owner

First Name
Last Name
Email
Phone

The Customer Item Registry lookup page opens.

3N

Search Customer ltem Registry

Registry Name [Equals v |

Registry Type
Event Type

Al
Al

<

<

Registry Status | Al Registries ~ To |
EventDate [ |
Regetryla ]
Eguals ~
Eguals hd
Equals v
Equals » | |
customerid [ |
CadNumber [ ]
Search

Figure 5-1: Customer Iltem Registry Lookup Page

2. Enter the search information for the Item Registry:

Note: To retrieve all the active Item Registries in the system, select
Search without entering any search criteria.

To clear the search fields and restore default selections in the search
page, click Clear Search in the Actions Menu.

- Search Customer Item Registry - This section contains fields used to search for
properties of the Item Registries themselves.

*

Registry Name - Name of the Registry (uses a Text Field with a Matching
Rule Menu).

Registry Type - Select either Gift Registry or Wish List.

Event Type - Type of event for which the Registry was created (uses a Text
Field with a Matching Rule Menu). You should not select an Event Type
when searching for a Wish List, because a Wish List is not associated with an
event.

Registry Status - A Selection Menu for the current status of the Registry. You
can select All Registries, All Active Registries, or All Past Registries. If you
select All Past Registries, you can select a date in the To field in order to
display only Gift Registries whose Event Dates were on or earlier than the
selected date.
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Event Date - Either the date on which the event occurs (uses a Calendar
Menu).

*  Registry Id - ID of the Registry (uses a Text Field).
- Registry Owner - This section contains fields used to search for Item Registries

through the Customer who owns the Registry.

*  First Name - First name of the Registry owner (uses a Text Field with a

Matching Rule Menu).

Last Name - Last name of the Registry owner (uses a Text Field with a
Matching Rule Menu).

Email - Registry owner’s email address (uses a Text Field with a Matching
Rule Menu).

Phone - Registry owner’s phone number (uses a Text Field with a Matching
Rule Menu).

*  Customer Id - ID of the Customer who owns the Registry (uses a Text Field).

*  Card Number - Number for a Card associated with the Customer (uses a
Text Field).

3. Click the Search button.

Customer Engagement displays a List of Registries matching the entered search

criteria.
Customer tem Registry (%)
i :
Search Criteria =
Last Mame Equals [Rocsevel]
Search Results Registry Status -
Displaying: 1-2 of 2 LR 1 of 1 Pages M GoToPage:l_I(®)  tems perpage:[® v

821 Gift Registry ERShower BAEY_SHOWER 2017-10-11 Eleanor FRoosevelt

520 Wish List ERWishList Wish List Eleanor Roosevelt

Figure 5-2: Customer Item Registry Search Results

Actions Menu
The Actions Menu for the Customer Item Registry search

page provides the following options: ‘ [ Search ‘
e (Clear Search - Clear the search fields and restore Clear Search -
defaults. Add New Item Registry

* Add New Item Registry - Create a Customer Item
Registry using the Customer Item Registry Wizard.
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Customer Item Registry List
The Customer List is accessed through the Item Registry Lookup process.

Curstomer hem Registry (%)

| @Q— ==
Lsse;;:ai?::?i\;evsﬂ < 1 /@ . /

Search Resulis Registry Status -
Displaying: 1-2 of 2 M

®
Ibemsperpage:lﬂ

Last Name

1.of 1 Pages » M (—@—b GuToPage;|:|®

- Verme Hame Farst Name _

521 Gift Registry ERShower BABY_SHOWER 2017-10-11 Eleanor Roosevelt

520 Wish List ERWishList Wish List 6 Eleanor Roosevelt

Figure 5-3: Customer Iltem Registry List

Table 5-1: Customer Item Registry List Page Key

Description

Search Criteria - Displays the search criteria used for the search results
displayed in the List.

Search Button - Click to return to the Customer Item Registry page and
perform another search.

Actions Menu - Click to open a menu of actions that can be performed in the
Customer Item Registry List page. See Actions Menu for more information.

Filter Menu - Select criteria in the Selection Menu to view a subset of the
Item Registries in the List based on status.

Page Navigation - Page Navigation for the List.

Customer Item Registry List - A List of Customer Item Registries
currently in the system. The List displays a limited number of Customer Item
Registries; use the Filter Menus to narrow down the List and locate a certain
Registry.

©6 @066 06!

This List includes the following information for each Customer Item Registry:
¢ Registry Id - Unique identifier for the Customer Item Registry.

¢ Registry Type - Either Gift Registry or Wish List.

¢ Registry Name - Name of the Registry.

¢ Event Type - Type of event for which the Registry was created. Included
only for a Gift Registry.

¢ Event Date - Date of the event for a Gift Registry.
¢ Venue Name - Name of the location where the event takes place.
¢ First Name - First name of the Customer who owns the Registry.

¢ Last Name - Last name of the Customer who owns the Registry.

5-4 Oracle Retail Customer Engagement Cloud Services User Guide



Registry Information Window

Actions Menu

The Actions Menu for the Customer Gift Registry List

page provides the following options: Actlons “_\I
- Add New Gift Registry - Create a Customer Add Mew Gift Registry
Item Registry using the Customer Gift Registry
Wizard.

Open a Customer Item Registry

To open a Customer Item Registry, click the Registry in the Customer Item Registry List.
The Registry will open in a Registry Information Window.

Registry Information Window

Registry Information

Reqistry Id 10 Create Date 2012-09-17 17:28:32
MName Suzanne Marshall Create User|d sMarshall
Event Type WEDDING_SHOWER Update Date 2012-09-18 17:08:42
Event Date 2013 Sep 21 00:00:00 Update Userld sMarshall
Expiration Date 2013 Dec 31 03:00:00 Published Status Unpublished
Comments comments for the wedding

Registry Attributes

Name Values

Guests

Guests

Games

The Registry Information Window displays the following information:

[ =o customer ] Print regisin |

Registry
Image

shower._.. colors are blue and gold

Family
Friends

false

Registry Addresses

Address Type Name

Before Event Shipping Address Bernhardt

Venue

The Flaza

Registry Owners and Contact Info

Figure 5-4: Registry Information Window

* Registry Id - ID of the Registry.
¢ Name - Name of the Registry.

* Event Type - Type of event for which the Registry was created, or indicates if the
Registry is a Wish List.

¢ Event Date - Date of the event. Included only for a Gift Registry.

e Expiration Date - Date on which the Registry expires. Included only for a Gift
Registry.

e Comments - Additional comments.

* Create Date - Date the Registry was created.
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* Create User Id - ID of the User who created the Registry.

¢ Update Date - Most recent date on which the Registry was updated.

¢ Update User Id - ID of the User who most recently updated the Registry.
¢ Published Status - Indicates whether the Registry is publicly available.

* Registry Image - Image associated with the Registry.

* Registry Attributes - This List displays information about the Attributes assigned to
the Registry. The following information is displayed for each Attribute:

- Name - The name of the Attribute.
- Values - The value(s) assigned to the Attribute.

* Registry Addresses - This List displays information about the address associated
with the Registry. Included only for a Gift Registry. The following information is
displayed for each address:

- Address Type - The type of address.
- Name - Name of the location.
- Address - The address of the location.

* Registry Owners and Contact Info - This List displays information about the
Customers who own the Registry. The following information is displayed for each
Registry owner:

- Name - Customer name.

- Nickname - Nickname for the owner.

- Primary - Indicates whether this Customer is the primary owner of the Registry.
- Address - Customer address.

- Email - Customer email address.

- Phone - Customer phone number.

* Registry Items - This List displays information about the Items in the Registry. Click
on an Item to view it in an Item Details Window. The following information is
displayed for each Item:

- Item Id - ID of the Item.

- Description - A description of the item.
- Desired Quantity - Requested quantity.
- Purchased Quantity - Quantity purchased.

Open Registry in a Customer Record

To open a Registry in the Customer record for the primary owner, click the Customer
button in the upper-right corner of the Registry Information Window. The Registry
opens in the Item Registry Visualizer.
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Edit a Customer Item Registry

To edit an Item Registry:

Tip: To make changes to the Items in an Item Registry, it may be
easier to makes changes through the Item Registry Visualizer for the
primary owner’s Customer record. See Open Registry in a Customer
Record for instructions on opening the [tem Registry Visualizer.

The following procedures are available in the Item Registry Visualizer:
¢ Add anItem

¢ Change the Desired Quantity of an Item

e Remove an Item from the Registry

1. Click the Edit button in the Registry Information Window.

The Item Registry opens in a Create a Customer Item Registry Wizard.

2. Update the Item Registry.

Use Wizard Navigation to move through the Item Registry.

Make any necessary changes.

Click save when you are finished making changes. The Item Registry will be
saved and you will return to the Customer Item Registry List.

Click cancel to discard the changes, cancel the operation, and return to the
Customer Item Registry List.

Open a Registry for Printing
To open an Item Registry for printing, click the Print Registry button in the Registry

Information Window. The Item Registry opens in the [tem Registry Print page.
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Item Registry Print

The Item Registry Print page displays Registry information suitable for a printout that
can be given to a Customer. The Customer can then use the printout to locate Items on

the Registry. This page displays the following information:

[| customer Gt Registry @ || Gift Registry Print &
|

| General
Registry Id: 5 Comments: test
Registry Name: Test Regisiry Expiration Date: 2016-03-31 23:55:00
Event Date: 2016-03-31 12:00:00 Event Type: BIRTHDAY
Registry ltems
Item Count - 1
Hem Descripion Desired Quantity Purchased Guanity
111100068 Mens Casual Jacket - CLEARANCE 1.00
Registry Owners:
Owner Count - 1
Cusiomer Id Farst Name: Last Name Primary
523 James Madison Yes

Figure 5-5: Item Registry Print
® General - General information about the Registry. This section displays the
following information:
- Registry Id - ID of the Registry.
- Registry Name - Name of the Registry.

- Event Date - Date on which the event occurs. Included only for a Gift Registry.

- Comments - Comments about the Registry.
- Expiration Date - Date on which the Registry expires.
- Event Type - Type of event, or indicates if the Registry is a Wish List.

* Registry Items - This List displays the Items that are entered into the Registry. This

List displays the following information for each Item:
- Item Id - ID of the Item.
- Description - Description of the Item.

- Desired Quantity - Requested quantity of the Item.

- Purchased Quantity - Quantity of the Item that has been purchased so far.

* Registry Owners - This List displays information about the Customers who own the

Registry. This List displays the following information for each owner:
- Customer Id - ID of the Customer.

- First Name - Customer first name.

- Last Name - Customer last name.

- Primary - A value of Yes indicates the primary Registry owner.

Print an Iltem Registry

To print an Item Registry:
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Open a Customer Item Registry in a Registry Information Window.

In the Registry Information Window, click the Print Registry button.

The Registry opens in the Item Registry Print page.

Click the Print button in the top-right corner of the Item Registry Print page.

After you click the Print button, the printing procedure will follow the rules specific
to your browser and/or operating system. See the appropriate documentation for
more information.
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Create a Customer Iltem Registry

To create a Customer Item Registry:

1. From the Customer Item Registry List Actions Menu, select Add New Item Registry.

The Item Registry Wizard opens.

2. In the Registry Type step, select either Gift Registry or Wish List. A Gift Registry is
tied to an event, while a Wish List is open-ended.

ltem Registry Registry Type
* Registry Type ““ cancel next r»
Type
Registry Type
Event Date
Expiration Date OGrﬂ B
Y
O\Msh List
Review
Figure 5-6: Item Gift Registry Wizard - Registry Type Step
3. Click next to continue with the next step. The Registry Information step opens.
—
Registry Type 4 i 44
i e previous cancel next
“¥ Registry Name Enter registry name and information
Event Date Registry Information
Expiration Date
Name [ |
Event Date l:l
Event Type | (Please select) ~
Expiration Date
Comments

Registry Image

Update Reqistrv Image

Review

Review

Figure 5-7: Registry Information Step

4. In the Registry Name step, enter the basic information for the Registry:
- Name - Name of the Registry.

- Event Date - Use the Calendar Menu and Time Menus to select the date and
time when the event is taking place. Required for a Gift Registry. Not included
for a Wish List.

- Event Type - Use this Selection Menu to select the type of event. Required for a
Gift Registry. Not included for a Wish List.
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- Expiration Date - Use the Calendar Menu and Time Menus to select the date
and time when the Registry expires. Required for a Gift Registry. Not included
for a Wish List.

- Comments - Additional comments for the Registry.

5. If necessary, add or update an image for a Gift Registry. This option is not available
for a Wish List. To add or update an image:

a. Click the Update Registry Image Link.
The Update Image Window opens.

Update Image
Action: @ |ink Image:
) Reset Image:

Link Address: Testimage

Done

Figure 5-8: Update Image Window

b. Enter the URL for the image in the Link Address Text Field.
c. Click the Test Image button to test the URL and the image.

d. If the image imports correctly, click the Done button to import
the image into the Registry. The image is displayed in the
Registry Image section.

Registry Image
Update Reqgisiry Image

To exit without importing an image, click the X (E) in the
top-right corner.

6. Click next to continue with the next step.

The Registry Attributes step opens.

Regisiry Attributes

Registry Attributes

44 previous cancel next kp

Please Select Attribute Group
Aftribute Group E[F'Iease select) -

Figure 5-9: Registry Attributes Step

7. Use the Attribute Group Selection Menu to select the Attribute Group to use for the
Registry.
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The Attributes for the selected Attribute Group are displayed.

Regisiry Attributes

44 previous cancel next kp

Registry Attributes

Please Select Attribute Group

Aftribute Group ] L
Required
Games Games Planned?

No -

Optional
Guests Invited Guests Add

Figure 5-10: Registry Attributes Step - Attribute Group Selected

8. Select or enter the configuration values for each of the Required Attributes.
9. Configure any necessary Optional Attribute(s):
- To Add an Attribute:
1) Click the Add button for the Attribute.
A configuration field opens.
2) Select or enter the configuration value for the Attribute.
- To delete an Attribute, click the Delete button for the Attribute.
The Attribute is deleted.
10. Click next to continue with the next step.

The Registry Addresses step opens for a Gift Registry. Not included for a Wish List.

Regisiry Addresses

44 previous cancel next kp

Registry Addresses

[Cvenue [ Before Event Shipping Address [C] After Event Shipping Address
B e Y e Sy *“,__*Mm.\,,.ﬂ“

Figure 5-11: Registry Addresses Step

11. Select the Check Box for each type of address to add to the Gift Registry.
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12. Address fields open for each address type selected.

Registry Addresses

[¥venue [ Before Event [¥: After Event Shipping Address

Address for the event venue Shipping Address Shipping address after the event date
Name Name
Address Line 1 Address Line 1
Address Line 2 Address Line 2
Address Line 3 Address Line 3
Address Line 4 Address Line 4
Apartment Apartment
City City
State State
ostal Code ostal Code
County County
Country Country

Figure 5-12: Registry Address Fields Opened

13. Enter the address information for each address:
- Name - Name of the location.
- Address Line 1 - Line 1 of the address.
- Address Line 2 - Line 2 of the address.
- Address Line 3 - Line 3 of the address.
- Address Line 4 - Line 4 of the address.
- Apartment - Address apartment.
- City - Address city.
- State - Address state/province.
- Postal Code - Postal/ZIP code for the address.
- County - Address county.
- Country - Address country.
14. Click next to continue with the next step.

The Registry Owners step opens.

Registry Owners

44 previous

Registry Owners

Please assign at least 1 regisiry owner before proceeding to the nexi step

Customer Id First Name Last Name Nickname Primary

\"H‘“qu'w*‘”\w‘%*'#"#“‘H‘““\*?‘N‘f—"

Figure 5-13: Registry Owners Step
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Use the following procedure to add a Customer as a Registry owner:

Note: If you opened the Wizard through a Customer’s [tem Registry
screen, the Customer will be entered as an owner.

a. Click the Add Link.

A Search Customer Window opens.

Search Customer

Field First Name - Operations  Starts With - Value Add Criteria

Search | Cancel | 0K |

Figure 5-14: Search Customer Window

b. Use the Search Customer Window to enter search information, then click the
Search button to search for Customers matching the search criteria.

A List of search results is displayed.

Search Customer
Field Last Name hd Operations  Starts With value M Add Criteria
Field First Name A Operations  Starts With Value ] Add Criteria | Delete |

Search | Cancel | OK

523 James Madison WORCESTER MA
539 Jahn Marshall BOSTON MA

Figure 5-15: Customer Search Results

¢. Click the Customer to add as an owner.
d. Click the OK button.

e. The Window closes and the Customer is added to the List of Registry owners.

Cuslomer id Furst Name Last Name MNeckname Primary

523 James Madison '.ﬂ-"'

Figure 5-16: Registry Owner Added

f. Optionally, enter a Nickname for the owner(s).
g. Toadd another Customer, repeat steps a-f.

15. If more than one owner was added to the Registry, use the Primary Radio Buttons to
select the primary owner of the Registry.

16. If necessary, delete an owner by selecting the owner to delete, then selecting the
Delete button.

The owner is deleted from the Registry.
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17. Click next to continue with the next step.

The Contact Information step opens.

Contact Information
James Madison

Address Line 1 257 SAMPLE STREET
Addirees ina ||
Address Line 3
Address Line 4

Apariment

city WORCESTER
State MA

John Marshall

Address Line 1 1234 SAMPLE AVENUE
Address Line 2
Address Line 3 .
Address Line 4
Apariment
city BOSTON
state MA

Coniact Information

Clear contact information

Postal Code
County
Country

Email

FPhone Number

Extension

Clear contact information
Postal Code
County
Country
Email
Phone Mumber

Extension

44 previous save cancel next »»

01602
us

jmadison@example.com
5085550100

02135

us

The contact information for each owner is automatically populated with the primary
address, email, and telephone number in the owner’s Customer record.

18. If necessary, make changes to the owner contact information.

To clear all the fields for an owner, click the Clear contact information Link.

Note: If the address, email, or phone is changed here, a new address,
email, or phone is added to the Customer record with a Type of
GIFTREGISTRYSAMPLE, where SAMPLE is the Registry ID.

19. Click next to continue with the next step.

The Registry Items step opens.

Registry Items

Date Item Id Desired Quantity

Mn_._‘_ H“%w ‘-q.'_ﬁ__w_’-w__ ,hM--A\“.ﬁ—A---_.

44 previous cancel next kp

Purchased Quantity

Description

Figure 5-17: Registry Items Step

20. To add an item to the Registry:
a. Click the Add Link.
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b. The Item Entry Window opens.

Filter Type | Item Id Filter Criteria Search

Cancel | OK

Figure 5-18: Iltem Entry Window
Enter all or part of the Item ID in the Filter Criteria field, or leave the field blank
to retrieve all the Items in the system.
c. Click the Search button.

A List of Items matching the entered search criteria is displayed.

Filter Type | Item Id Filter Criteria 89 Search
Item Id Description - |:

410000030189 Polka Dot Duffel Bag
410000030899 300 thread count sheet set
410000031889 Canvas Wedge Sandal
410000031896 Canvas Wedge Sandal

410000032589 Adidas Superstar Basketball Shoe

410000032893 Solid Pique Polo

Figure 5-19: ltem Search Results

d. Click to select the Item to add to the Registry.
e. Click the OK button.
f. The Item Entry Window closes and the Item is added to the Registry.

Purchased
Date Item Id Desired Quantity ur ?S Description
AL
2012 Aug 15 300 thread count
16:47:21 41 R 0.00 sheet set

Figure 5-20: item Added

g. If necessary, update the Desired Quantity of the Item.
h. Repeat steps a-g for each Item to add to the Registry.

21. Click next to continue with the next step.
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The Options After Save step opens.

Options After Save

44 previous save cancel next pr
Options After Save
CPublish

Publish this gift registry to make it accessible to the public.
sl s " q__\,f‘ﬂ--ﬂn-u._ i e A e e A R b e e

Figure 5-21: Options After Save Step

22. To publish the Registry immediately upon saving, click to enter a check mark (Jw) in
the Publish Check Box, or leave the Check Box empty ([7) to keep the Registry
unpublished until later.

23. Click next to continue with the next step.
The Review step opens.
24. Review the entered information to ensure that it is correct.

- Click save to save the Gift Registry with the current settings and return to the
Customer Item Registry List.

- Use Wizard Navigation to return to an earlier step and make any necessary
changes.

- Click cancel to discard the changes and return to the Customer Item Registry
List.
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Overview

Segments

Customer Segments organize Customers into groups related by certain, specified
criteria. These Segments can be used to define the Segment/Target Eligibility rules used
by various Customer Engagement elements.

There are three types of Customer Segments:

Unstratified - Segments in which Customers belonging to the segment are not
subdivided into different groups; i.e. the Customers within the Segment are not
differentiated into subgroups by the Segment. These Segments are described in
Unstratified Segments.

Stratified - Segments in which the Customers belonging to the segment are divided
into stratified subgroups (or levels) determined by certain criteria, such as year-to-
date total purchases, Customer age, annual income, or some other criteria. These
Segments are described in Stratified Segments.

Manual - Segments created by selecting Customers one-by-one. Associates can use
Manual Segments to create “Favorite Customer” lists. These Segments are described
in Manual Segments.

About this Chapter

This chapter includes the following information:

Unstratified Segments - This section describes segments in which the Customers are
not subdivided into different groups. Options include:

- Unstratified Segment List

- Unstratified Segment Window

- Create Unstratified Segment

Stratified Segments - This section describes segments in which the Customers are
divided into subgroups based on certain criteria. Options include:

- Stratified Segment List

- Stratified Segment Window

- Create Stratified Segment

Manual Segments - This section describes segments created by manually selecting
Customers. Options include:

- Manual Segment List

- Manual Segment Window
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- Create Manual Segment

- Edit Manual Segment

- View Customer List

- Delete Manual Segment
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Unstratified Segments

Unstratified Segments define groups of Customers. The Customers within an
Unstratified Segment are not differentiated into separate groups.

Unstratified Segment List

The Unstratified Segment List page is opened using the Segment->Unstratified
Segment menu option, or by clicking the Unstratified Segment Link on the Main Page.

) >
Unstratified Segment
cinssificaty r-_F‘rnra[o * | Fublish To Chenising _.P.'l W Publish To Task .--r-‘:""_Y&S il =:-..-.-'r.'----r=--r-"~_ﬁ.'l hadl| - @
2718 test 1982 test 1582 1] o Yes No
2678 tes11882 test 1582 @E BT44 Yes Mo D16 Apr 25 1122418
1634 WSDL-TesiCase-JSTaskGenerion W5DL-TestCase-JSTaskGeneraior 1 10 Yes No 2015 Nov 8 11:61:12
1632 test 1982 test 1982 2 4529 Yes No 2016 Dec 4 134904

....... R e P . ey s - A R

Figure 6-1: Unstratified Segment List

Table 6-1: Unstratified Segment List Page Key

Item Description

Actions Menu - Click to open a menu of actions that can be performed in the
Unstratified Segment List page. See Actions Menu for more information.

in the Unstratified Segment List. See Filter Menus for more information.

Unstratified Segment List - A List of Unstratified Segments currently in the
system. The List displays a limited number of Segments; use the Filter Menus to
narrow down the List and locate a certain Segment.

@ Filter Menus - Select criteria in the Filter Menus to view a subset of the Segments

This List includes the following information for each Segment:

¢ ID - Unique ID for the Segment.

¢ Name - Name of the Segment.

¢ Description - Description of the Segment.

¢ Times Run - The number of times the Segment has been run.
¢ Customer Count - Number of Customers in the Segment.

¢ Save as List - Indicates whether a list of matching Customer IDs is created when
the Segment is created. If this option is set to N0, the Segment only creates a
count of the Customers that meet the criteria.

¢ Trend Results - Indicates whether trend results are saved for the Segment.

¢ Last Run - The most recent date and time on which the Segment was run.
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Actions Menu
The Actions Menu in the Unstratified Segment List contains the

following options: m

* Create - Create an Unstratified Segment (see Create Unstratified Create
Segment). Refresh

* Refresh - Refresh the List, displaying any updates to the
Unstratified Segments.

Filter Menus
The Unstratified Segment List includes the following filter menus:

o Pt T F s e PR
]

F T e F e T e e P T e P T i e S T o P FTNE o a e Pt e 2 ey i e e

# 1
Private ~ Publish To Clienteling | All Publish To Task Generator | All  ~ Publish To Batch Exporter | All ;
L Y W P PP S PSS S po S STy o Pyes A ol o ey Ao cilindon. a8

%
$ Segment classificatio

Figure 6-2: Unstratified Segment List Filter Menus

* Segment Classification - Filters the List by Segment Classification.
This filter has the following options:
- Private - [DEFAULT] Display only private Segments.
- Public - Display only public Segments.
- Open Access - Display only open access Segments.

¢ Publish to Clienteling - Filters the List by whether the Segments have been
published to Clienteling. This Selection Menu is displayed only if the Show Clienteling
Customer Search Menu property is enabled in System Configuration. See the Oracle Retail
Customer Engagement Cloud Services Implementation Guide for more information about
System Configuration.

This filter has the following options:

- All- [DEFAULT] Do not filter the List by Clienteling status.

- Yes - Display only those Segments that are published to Clienteling.

- No - Display only those Segments that are not published to Clienteling.

¢ Publish to Task Generator - Filters the List by whether the Segments can be used to
create Tasks. This Selection Menu is only displayed if the Enable Task Generator property is
enabled in System Configuration. See the Oracle Retail Customer Engagement Cloud
Services Implementation Guide for more information about System Configuration.

This filter has the following options:

- All- [DEFAULT] Do not filter the List by whether it generates Tasks.
- Yes - Display only those Segments that generate Tasks.

- No - Display only those Segments that do not generate Tasks.

¢ Publish to Batch Exporter - Filters the List by whether the Segments are flagged for
export to a Marketing system such as Responsys. This Selection Menu is displayed only
if the Supported Batch Exporter Types property in System Configuration specifies a type of
batch exporter. See the Oracle Retail Customer Engagement Cloud Services Implementation
Guide for more information about System Configuration.

This filter has the following options:

- All - [DEFAULT] Do not filter the List to segments flagged for export to a
Marketing system such as Responsys.
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- Yes - Display only those Segments that are flagged for export to a Marketing
system such as Responsys.

- No - Display only those Segments that are not flagged for export to a Marketing
system such as Responsys.

Open an Unstratified Segment
To open a Unstratified Segment, click the Segment in the List. The Segment opens in an
Unstratified Segment Window.

Unstratified Segment Window

The Unstratified Segment Window displays information about the Unstratified Segment
opened in the Window, and provides the ability to perform actions on the Unstratified
Segment.

I cor | ~cions 5]

General

Name Sync-AllOhio-EuclidColumb... Description Sync-AllOhio-EuclidColumb...
Save as List Yes Public Yes
Trend Results? No Open Access No
Export Yes Permanent Yes
Publish To Clienteling No Publish To Task Generator No
Publish To Batch Exporter Yes

Segment Syntax

Customer city of residence = Euclid OR Customer city of residence = Columbus

Attributes

INACTIVE? No

Trend Data
Run ID Run Date

0 2016 Jul 11 11:45:08

<

Figure 6-3: Unstratified Segment Window

The following information is displayed in the Unstratified Segment Window:

* General - General information about the Segment. This area includes the following
information:

- Name - Name of the Segment.

- Save as List - Indicates whether a list of matching Customer IDs is created when
the Segment is created. If this option is set to No, the Segment only creates a
count of the Customers that meet the criteria.

- Trend Results? - Indicates whether the results of the Segment run are kept to
provide trend information about the Segment.
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- Export - Indicates whether the Segment results are automatically exported after
the Segment Query is run.

- Publish to Clienteling - Indicates whether the Segment has been made available
to the Clienteling module.

- Description - A description of the Segment.
- Public - Indicates whether the Segment is Public.
- Open Access - Indicates whether the Segment has Open Access.

- Permanent - Indicates whether the Segment is kept in the system, even if it
meets the criteria for deletion by the housekeeping job.

- Publish to Task Generator - Indicates whether the Segment has been made
available to the Task Generator Job.

- Publish to Batch Exporter - Indicates whether the Segment has been made
available for export to a Marketing system such as Responsys. This Selection
Menu is displayed only if the Supported Batch Exporter Types property in System
Configuration specifies a type of batch exporter. See the Oracle Retail Customer
Engagement Cloud Services Implementation Guide for more information about
System Configuration.

* Segment Syntax - The criteria that a Customer must meet to be included in the
Segment.

* Segment Messages - For Public Segments with Open Access, this List displays the
messages configured for the Segment. This List displays the following information:

- Language - ID code for the language.

- POS Display - Text displayed to the cashier using the POS.

- Customer Display - Text shown to the customer on the customer-facing display.
- Receipt Display - Text printed on the receipt.

* Associated Franchisees - IDs and names of the Franchisees, if any, included in the
Segment. If Franchisees are assigned, only the Customers assigned to those
Franchisees will be included in the Segment.

* Attributes - Attributes of the Segment. The following information is displayed for
each attribute assigned to the Segment:

- Name of the attribute.
- Value(s) assigned to the attribute.

e Trend Data - If available, this List displays the Trend results for the Segment. This
List displays the following information:

- RunID - The ID for the Segment run.
- Run Date - Date on which the Segment was most recently run.

- Customer Count - The number of Customers found in the Segment.

Copy Unstratified Segment

In the Unstratified Segment Window, click the Copy button to create a copy of the
Unstratified Segment in the Create Unstratified Segment Wizard.

A copy of the Unstratified Segment is opened in the Create Unstratified Segment
Wizard, with all the same settings and information as the copied Segment.

6-6 Oracle Retail Customer Engagement Cloud Services User Guide



Unstratified Segments

* Use Wizard Navigation to move through the Segment.

* Make any necessary changes.
* Configure the Schedule Definition (the run schedule is not copied).

* (lick save when you are finished making changes. The Segment will be saved and
Customer Engagement will return to the Unstratified Segment List.

* C(lick cancel to discard the changes, cancel the copy operation, and return to the
Unstratified Segment List.

For more information about the fields and information to be entered, see Create
Unstratified Segment.
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Actions Menu

The Actions Menu in the Unstratified Segment Window has the following options:

Note: Depending upon the current status of the Segment, all of the
options below may not be available.

e Export - Exports the results after a Segment is run.

A confirmation prompt opens, asking whether to export the m
Segment. Edit
Export
You are about to create an export file for segment: loyalty. The file will contain 54 records. Do you wish to DE|E[E
proceed? .
Show sq|
’ oK ] ’ Cancel

Figure 6-4: Export Confirmation Prompt

- Click OK to export the Segment and close the prompt.
- Click Cancel to close the prompt and not export the Segment.

The completed export job is listed in the Process Queue, including compressed lists
of the customers in the Segment in XML and CSV format.

e Edit - Edit the Segment.

The Segment opens in the Unstratified Segment Wizard. See Create Unstratified
Segment for further information about editing the Segment.

e Delete - Deletes the Segment.

A confirmation prompt opens, asking whether to delete the segment.

You are about to delete segment: loyalty. Do you wish to proceed?

[ OK l’ Cancel ]

Figure 6-5: Delete Confirmation Prompt

- Click OK to delete the Segment, and close the prompt and the Unstratified
Segment Window.

- Click Cancel to close the prompt and keep the Segment in place.
* Show Sql - Opens a Query Window showing the SQL used by the Segment Query.
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The Unstratified Segment Window displays the SQL used to construct the Segment.

Show sql

create table #cust_seg_900_207_0( CUST_ID varchar(32) NOT NULL, HOUSEHOLD_KEY char(28) , CONSTRAINT
cusid_unique_200_207_0 UNIQUE(CUST_ID)) ;

insert into #cust_seg_900_207_0 (CUST_ID, HOUSEHOLD_KEY) select DISTINCT cst_customer. CUST_ID |,
CST_HOUSEHOLD.HOUSEHOLD_KEY from cst_customer with (nolock) left join CST_HOUSEHOLD ON
CST_CUSTOMER.CUST_ID = CST_HOUSEHOLD.CUST_ID and CST_HOUSEHOLD organization_id=
cst_customer_organization_id where cst_customer.organization_id=200 and ( ( cst_customer.active_flag = 1 AND
cst_customer.cust_id in (SELECT distinct trn_transaction.cust_id FROM trn_transaction WHERE trn_transaction.cust_id 1S
NOT MNULL AND trn_transaction.organization_id = cst_customer.organization_id AND (DATEDIFF( d,
trn_transaction_business_date, GETDATE())) <= 30)) )

insert into qry_customer_segment (organization_id, user_query_id, run_id, cust_id, strat_lvI_id, strat_value, run_date,
HOUSEHOLD_KEY) select 900, 207, 0, cust_id, 0, 0, GETDATE(), HOUSEHOLD_KEY from #cust_seg_900_207_0 with
(nolock) ;

drop table #cust_seg_900_207_0 ;

insert into qry_customer_trend_total (organization_id, user_query_id, run_id, strat_Ivl_id, customer_count, run_date) select
900, 207, 0, 0, count(qry_customer_segment.cust_id), GETDATE() from qry_customer_segment where organization_id=200
and user_query_id=207 and run_id=0 ;

select sum(customer_count) from qry_customer_trend_total where organization_id=200 and user_query_id=207 and run_id=0 ;

Figure 6-6: Show SQL

Create Unstratified Segment

To create a new Unstratified Segment:

1. In the Unstratified Segment List page, click Create in the Actions Menu.

The Unstratified Segment creation Wizard opens.

Create Segment: New ®

s

*# Segment Name
g 4« cancel next »»

Enter segment name and information
Enter segment name and information

Description

Publish To Clienteling ||
Publish To Task Generator I:‘

pubic ||

Open Access ||

Review Export I:‘
Review Save as List D

Trend Resufis? ||

Permanent l:‘

Publish To Batch Exporter ||

Figure 6-7: Create Unstratified Segment Wizard

2. In the Segment Name step, enter information into the fields:
- Name - The name of the Segment.

- Description - A description of the Segment.
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Segment Options - Use each Check Box to select whether the Segment will have
the associated property:

*  Publish To Clienteling - Determines whether the Segment will be available
in the Clienteling module. See page 1 in Chapter 3, “Clienteling” for more
information.

Note: If the Publish to Clienteling option is selected, Public, Save as
List, and Permanent are automatically checked and the Check Boxes
are disabled; Open Access and Export are automatically unchecked
and the Check Boxes are disabled.

A User must be assigned the PublishClientelingSegment Role to see
this option. See the Customer Engagement Implementation Guide for more
information about Roles.

*  Publish to Task Generator - Determines whether tasks will be created for
this Segment.

Note: If the Publish to Task Generator option is selected, Export,
Save as List, and Permanent are automatically checked and the Check
Boxes are disabled; Public, Open Access, and Trend Results are
automatically unchecked and the Check Boxes are disabled.

*  Public - Determines whether the Segment will be Public.

*  Open Access - Determines whether the Segment will have Open Access.

Note: If the Open Access option is selected, Public, Save as List, and
Permanent are automatically checked and the Check Boxes are
disabled; Export and Trend Results are automatically unchecked and
the Check Boxes are disabled.

*  Export - Determines whether the Segment results will be automatically
exported after the Segment Query is run.

Note: If the Export option is selected, Save as List is automatically
checked and the Check Box is disabled; Open Access and Trend
Results are automatically unchecked and the Check Boxes are
disabled.

*  Save as List - Determines whether a List of matching Customer IDs will be
created when the segment is created. If this option is not checked, the
Segment will only create a count of the Customers that meet the criteria.

*  Trend Results? - Determines whether the results of the Segment run will be
kept to provide trend information about the Segment.

*  Permanent - Determines whether the Segment will be kept, even if it meets
the criteria for deletion by the housekeeping job.
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*  Publish To Batch Exporter - Determines whether the Segment will be
available to export to a Marketing system such as Responsys.

Note: If the Publish to Batch Exporter option is selected, Public,
Export, Save as List, and Permanent are automatically checked and
the Check Boxes are disabled; Publish to Clienteling, Open Access
and Trend Results are automatically unchecked and the Check Boxes
are disabled.

3. When you have finished entering information, click Next.

If Franchisees are enabled in Customer Engagement, the Franchisees step opens.
Continue with step 4.

If Franchisees are not enabled in Customer Engagement, the Segment Query
step opens. Continue with step 6.

4. Configure the Franchisees to be included in the Segment:

If only a subset of Franchisees will be included in the Segment, select the Check
Box for each Franchisee to be included.

To select all the current Franchisees (so that any new Franchisees will be
excluded from the Segment), click Check All.

44 previous save cancel next P

Displaying: 151-200 of 386 M« 4 0f 8 Pages » M Mco |:|® im0 |
To per
Page: page:
Franchisees Check Al Uncheck All
Select Franchisee ID Name Description ~
D 2024 WSDL31854-TestCase10.0-Franchises TestCase10.0 WSDL31854 Franchisee
D 2018 WSDL31854-TestCased 0-Franchisee TestCase4 0 WSDL31854 Franchisee
D 2019 WSDL31854-TestCase5 0-Franchisee TestCaseb.0 WSDL31854 Franchisee
D 2020 WSDL31854-TestCase6 0-Franchisee TestCase6 0 WSDL31854 Franchisee
D 2021 WSDL31854-TestCase7.0-Franchisee TestCase7 .0 WSDL31854 Franchisee
D 2022 WSDL31854-TestCase8.0-Franchisee TestCaseB8.0 WSDL31854 Franchisee

Figure 6-8: Segment Franchisees

5. Click next when you are finished.

The Segment Query step opens.

6. Build the Segment Query:

44 previous save cancel

Build a segment query

Click a node for functions like add criteria, node removal, change node type and query nesting

ALL w

a.

Figure 6-9: Segment Query

Click the ALL or ANY node to open the query menu.
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* Inan ALL node, a record will only be included in the node if it matches all of
the criteria in the subnodes of the current node. Equivalent to a logical AND.

* Inan ANY node, a record will be included in the node if it matches any of
the criteria in the subnodes of the current node. Equivalent to a logical OR.

b. Select the option to perform:
*  Delete - Deletes the node (the root node cannot be deleted).
If the node is not the root node, a confirmation prompt opens.

Click OK to delete the node, or click Cancel to close the confirmation
prompt and keep the node in place. Return to step a for the remaining
nodes.

*  Add Criteria - Add a new criteria to the ANY or ALL node.
A Criteria Selection Window opens. Continue with step c.

*  Change to "ANY’ - Changes an ALL node to an ANY node; return to step a
using the changed node.

*  Change to ‘ALL’ - Changes an ANY node to an ALL node; return to step a
using the changed node.

*  Add‘ALL’ branch - Adds an ‘ALL’ subnode to the current node.

To create the rules for this subnode, return to step a using this new node.
*  Add‘ANY’ branch - Adds an "ANY’ subnode to the current node.

To create the rules for this subnode, return to step a using this new node.

¢. Inthe Criteria Selection Window, click a criteria group to expand its List of
criteria, or click Expand to open all the criteria groups. See Appendix 27:
“Segment Queries” on page 1 for more information about criteria group

organization.

]

Customer Demographics

]

Customer Contact

]

Customer Attributes

]

Purchase Activity

]

Basic Programs

]

Segment Elements

]

Promotion Activity

]

Strategic Segments

]

Loyalty Segments

]

Social Networks

]

Social Profiles

Figure 6-10: Criteria Selection Window

d. Click the Check Box for each search criteria you are entering into the query. You
can select multiple criteria.
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e. Click the Add button.

The Criteria Selection Window closes and the search criteria is entered into the
query, along with the associated criteria entry or selection fields.

f. Enter the search criteria into the appropriate fields. See Appendix 27: “Segment
Queries” on page 1 for more information about criteria fields.

=]
ALL

=]
Logical Attribute Values »

Customers with attribute namel
having valueITrue 'l

Lifetime Sales »

Total sales|= '”

=]
Happy Anniversary =

Sign-up Month I January - l

Figure 6-11: Search Criteria Fields

g. If necessary, return to step a and make further changes or additions to the search
criteria.

7. When you have finished entering criteria information, click next to continue.

- If the Open Access Check Box was checked () in the Segment Name step (see
step 2 on page 9), the Text step opens. Continue with the next step.

- If the Open Access Check Box was unchecked ([7) in the Segment Name step,
the Schedule Attribute step opens. Continue with step 10.

8. Define the Text that will be displayed for the Segment:

Text

44 previous cancel next kp

POS Message

Language (Please select) -

FPOS Display

Customer Display

Receipt Display

Language POS Display Customer Display Receipt Display

Figure 6-12: Text Step
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Language

DE

f.
8.

Use the Language Selection Menu to select the language of the messages.

Tip: Only one set of texts can be configured for a language in one
Segment. To replace a set of texts for a language, select the language in
the Selection Menu and enter the new texts. The existing entry will be
overwritten.

In the POS Display Text Area Field, enter the text that will be displayed to the
associate/employee using the POS system.

In the Customer Display Text Area Field, enter the text that will be shown on
the customer-facing display and, depending upon the configuration of the POS
system, the signature capture device while the transaction is being performed.

In the Receipt Display Text Area Field, enter the text that will be written on the
customer receipt.

Click the Add button to add the texts to the Segment.
The text is displayed in the table at the bottom of the page.

POS Display Customer Display Receipt Display

Das ist gut, ja? Ja, das ist gut. Das war gut.

Figure 6-13: Table of Configured Texts

Repeat steps a-e to add text values for each required language.

To delete an existing text, click the text to open a menu, then click the Delete
Link.

9. When you have completed configured text values, click next to continue.

10. Define the Attributes for the Segment:

Segment Attributes

Add

Add

ElE

Add

Required
INACTIVE? Includes Inactive Customers?
Yes R
Optional
EXPORT-TO Segment Export Integrators
EXPORT-NMOTES Segment Export Motes
EXPORT-COUNT Segment Export Count Add
EXPORT-COST Segment Export Cost Add
EXPORTABLE? Segment Exportable?
EXPORT-DATE Segment Export Date

Add
Figure 6-14: Segment Attributes

Select or enter the configuration values for each of the Required Attributes.
Add any necessary Optional Attribute(s):
1) Click the Add button for the Attribute to add.

A configuration field opens.

2) Select or enter the configuration value for the Attribute.
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3) Repeat until all necessary Attribute(s) are configured.

j- Remove any unwanted Attributes by clicking the Delete button for each
Attribute to remove.

The Attribute is deleted.
11. When you have completed configuring the Attributes, click next to continue.

12. Define the Schedule on which the Segment Query will run:

Schedule Definition

44 previous save cancel]

Define the job schedule

Job Execution Frequency |(F'Iease. select) j

Job Processing Window

Override Job Processing Window [
Figure 6-15: Schedule Definition Step
a. Select the Job Execution Frequency. This Selection Menu has the following
options:

*  Once, Immediately - Run the Segment Query as soon as the Segment has
been completed. If you select this option, continue with step g. This option is
not available if Publish to Clienteling is selected in the Segment Name step (see

step 2 on page 9).

*  Once, Later - Run the Segment Query at a later date or time. This option is not
available if Publish to Clienteling is selected in the Segment Name step (see

step 2 on page 9).
*  Daily - Run the Segment Query every day.

*  Daily, Business Days Only - Run the Segment Query only on business days
(i.e. Monday through Friday).

*  Weekly - Run the Segment Query once each week.
*  Monthly - Run the Segment Query once each month.

b. Use the Start Date Calendar Menu to select the start of the time range in which
the job will run.

If you selected a Job Execution Frequency of Once, Later, continue with step f.

¢. Use the End Date Calendar Menu to select the end of the time range in which
the job will run.

*  If you selected a Job Execution Frequency of Daily, or Daily, Business Days
Only, continue with step f.

*  If you selected a Job Execution Frequency of Weekly, continue with step d.
*  If you selected a Job Execution Frequency of Monthly, continue with step e.

d. Use the Day of Week Selection Menu to select the day of the week on which the
job will run. Continue with step f.
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e. Use the Day of Month Selection Menu to select the day of the month on which
the job will run.

f. Use the Job Execution Time Time Menus to determine the time at which the job
will run.

Tip: Itis recommended that you select a time that is within the Job_
Processing Window. If you select a time outside the Job Processing
Window, the Override Job Processing Window setting (see step g)
must be checked (Jw) for the job to run.

Use the Override Job Processing Window Check Box to indicate whether the
job should run, even if it is scheduled outside the Job Processing Window.

13. When you have finished defining the schedule, click next to continue.
The Review step opens.
14. Review the entered information to ensure that it is correct.

- Click save to save the Segment with the current settings and return to the
Unstratified Segment List.

- Use Wizard Navigation to return to an earlier step and make any necessary
changes.

- Click cancel to delete all information and return to the Unstratified Seement
List.

Job Processing Window

The Job Processing Window displays the time(s) at which scheduled jobs should run.
The Window is intended to indicate times when there will be little processing load on
the system, so that Job processing will not interfere with transaction processing.

Job Processing Window

o m
b-L )

Ours

Figure 6-16: Job Processing Window

Each line in the Job Processing Window field defines a portion of the Job Processing
Window. These lines have the following format:

[Day of Week] - [Start Time], [Duration]
Where:
* [Day of Week] is a day of the week (e.g. Sunday).
e [Start Time] is the time at which the Window begins, in 24-hour clock time.

* [Duration] is the length of time that the Window is open.
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Stratified Segments

Stratified Segments define groups of Customers. The Customers within a Stratified
Segment are divided into levels within the Segment.

Stratified Segment List

The Stratified Segment List page is opened using the Segment->Stratified Segment
menu option, or by clicking the Stratified Segment Link on the Main Page.

Stratifled Segment ®

Stratified Segment Q

<Segment ciassification | Private ~ | Publish To Clienteling [ Al v | Publish To Task Generator Al | Publish To Batch Exporter | Al v h OE

Description = Times Run - Customer Count - Save as List © Trend Resuits? © Last Run -
2817 WSDL-TestCase3-SegmentServices — WSDL-TestCased-SegmentServices 1 2820 Yes No 2016 May 3 04:15:14
1280 WSDL-TestCase3-SegmentServices  WSDL-TestCase3-SegmentServices 1 1536 Yes No 2016 Jan 28 14:25:58
29 Strata-Private-NotList-NotPerm Strata-Private-NotList-NotPerm 1 3 210 No No 2016 May 31 15:05:12
36 Strata-Private-List-NotPerm Strata-Private-List-Perm 1 210 Yes No 2016 Feb 4 16:24:15
34 Strata-Private-NotList-Parm Strata-Private-NotList-Perm 1 210 No No 2015 Oct 13 14:14:41
a2 Strata-Private-List-Perm Strata-Private-List-Perm 1 210 Yes No 2015 Sep 16 16:19:03

Figure 6-17: Stratified Segment List

Table 6-2: Stratified Segment List Page Key

Item Description

Actions Menu - Click to open a menu of actions that can be performed in the
Stratified Segment List page. See Actions Menu for more information.

Filter Menus - Select criteria in the Filter Menus to view a subset of the
Segments in the Stratified Segment List. See Filter Menus for more
information.

Stratified Segment List - A List of Stratified Segments currently in the
system. The List displays a limited number of Segments; use the Filter Menus
to narrow down the List and locate a certain Segment.

© O o

This List includes the following information for each Segment:

¢ ID - Unique ID for the Segment.

¢ Name - Name of the Segment.

¢ Description - Description of the Segment.

¢ Times Run - The number of times the Segment has been run.
¢ Customer Count - Number of Customers in the Segment.

e Save as List - Indicates whether a list of matching Customer IDs is created
when the Segment is created. If this option is set to No, the Segment only
creates a count of the Customers that meet the criteria.

¢ Trend Results - Indicates whether trend results are saved for the
Segment.

¢ Last Run - The most recent date and time on which the Segment was run.
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Actions Menu
The Actions Menu in the Stratified Segment List contains the following

option: m

* CREATE - Create a Stratified Segment. See Create Stratified Create
Segment. Refresh

* REFRESH - Refresh the List, displaying any updates to the
Stratified Segments.

Filter Menus
The Stratified Segment List includes the following filter menus:

e et e T

ot R P e AT e e P o e m it e

. - -y
e Publish To Task Generator | All b Publish To Batch Exporter | All b
Py e T et . - __._._.j

Figure 6-18: Stratified Segment List Filter Menus

o,

Segment classification | Private

L oy B e it AR 80 -

* Segment Classification - Filters the List by Segment Classification.
This filter has the following options:
- Private - [DEFAULT] Display only private Segments.
- Public - Display only public Segments.
- Open Access - Display only open access Segments.

¢ Publish to Clienteling - Filters the List by whether the Segments have been
published to Clienteling. This Selection Menu is only displayed if the Show Clienteling
Customer Search Menu property is enabled in System Configuration. See the Oracle Retail
Customer Engagement Cloud Services Implementation Guide for more information about
System Configuration.

This filter has the following options:

- All- [DEFAULT] Do not filter the List by Clienteling status.

- Yes - Display only those Segments that are published to Clienteling.

- No - Display only those Segments that are not published to Clienteling.

¢ Publish to Task Generator - Filters the List by whether the Segments can be used to
create Tasks. This Selection Menu is only displayed if the Enable Task Generator property is
enabled in System Configuration. See the Oracle Retail Customer Engagement Cloud
Services Implementation Guide for more information about System Configuration.

This filter has the following options:

- All- [DEFAULT] Do not filter the List by whether it generates Tasks.
- Yes - Display only those Segments that generate Tasks.

- No - Display only those Segments that do not generate Tasks.

¢ Publish to Batch Exporter - Filters the List by whether the Segments are flagged for
export to a Marketing system such as Responsys. This Selection Menu is displayed only
if the Supported Batch Exporter Types property in System Configuration specifies a type of
batch exporter. See the Oracle Retail Customer Engagement Cloud Services Implementation
Guide for more information about System Configuration.

This filter has the following options:

- All - [DEFAULT] Do not filter the List to segments flagged for export to a
Marketing system such as Responsys.
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- Yes - Display only those Segments that are flagged for export to a Marketing
system such as Responsys.

- No - Display only those Segments that are not flagged for export to a Marketing
system such as Responsys.

Open a Stratified Segment

To open a Stratified Segment, click the Segment in the List. The Segment opens in a
Stratified Segment Window.

Stratified Segment Window

A Stratified Segment Window displays information about the Stratified Segment opened
in the Window, and provides the ability to perform actions on the Stratified Segment.

m Actlons )
General
Name WSDL-TestCase3-SegmentSer... Description WSDL-TestCase3-SegmentSer...
Save as List Yes Public No
Trend Results? No Open Access No A
Export No Permanent No i
Publish To Clienteling No Publish To Task Generator No

Publish To Promote No

Publish To Batch Exporter No
Segment Syntax

Active Customers

Strata Type

Format Range Strata  Strata Type Customer
Based on Customer Strata Field Annual Income

Strata Syntax

NFA

Strata Levels Against Annual Income

4 m 3

Figure 6-19: Stratified Segment Window

The following information is displayed in the Unstratified Segment Window:

* General - General information about the Segment. This area includes the following
information:

- Name - Name of the Segment.

- Save as List - Indicates whether a list of matching Customer IDs is created when
the Segment is created. If this option is set to No, the Segment only creates a
count of the Customers that meet the criteria.

- Trend Results? - Indicates whether the results of the Segment run are kept to
provide trend information about the Segment.

- Export - Indicates whether the Segment results are automatically exported after
the Segment Query is run.

- Publish to Clienteling - Indicates whether the Segment has been made available
to the Clienteling module.

- Description - A description of the Segment.

- Public - Indicates whether the Segment is Public.
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- Open Access - Indicates whether the Segment has Open Access.

- Permanent - Indicates whether the Segment is kept in the system, even if it
meets the criteria for deletion by the housekeeping job.

- Publish to Task Generator - Indicates whether the Segment has been made
available to the Task Generator Job.

- Publish to Batch Exporter - Indicates whether the Segment has been made
available for export to a Marketing system such as Responsys.

Segment Syntax - The criteria that a Customer must meet to be included in the
Segment.

Strata Type - Describes how Customers are divided into Strata. This area includes
the following information:

- Format - The format used to create the Strata. This field has the following
possible values:

*  Range Strata - Strata are determined by configured ranges.
*  Ntile Strata - Strata are placed into equally-sized groups of Customers.

- Based on - The basis used for determining the Strata Field. This field has the
following possible values:

*  Customer - Customer fields.

*  Loyalty Summary - Summary information of Loyalty Accounts.
*  Loyalty Detail - Detailed information about Loyalty Accounts.
*  Header - Transaction headers.

*  Detail - Transaction details.

- Strata Type - The type of data available in the Based On and Field to Stratify On
fields. This field has the following possible values:

*  Customer - Customer data.
*  Loyalty - Loyalty Account information.
*  Transaction - Transaction information.
- Strata Field - The field used to create the Strata.

- Sort Order - The order in which the Customer values will be organized in the
Strata. This field is only visible if the Format is Ntile Strata.

*  Ascending - The Strata having the lowest values will be displayed first.
*  Descending - The Strata having the greatest values will be displayed first.
Strata Syntax - The criteria that a Customer must meet to be included in a Strata.

Strata Levels Against <Strata Field> - This List displays the Strata within the
Segment. This List displays the following information:

- Strata Name - Name of the Strata.

- Range From (>=) - Bottom limit of the range for the <Strata Field>. This field is
only displayed if the Format is Range Strata.

- Range From (<) - Top limit of the range for the <Strata Field>. This field is only
displayed if the Format is Range Strata.
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* Segment Messages - This List displays the messages configured for the Segment.
This List is only displayed for Public Segments with Open Access. This List displays the
following information:

- Language - ID code for the language.

- POS Display - Text displayed to the cashier using the POS.

- Customer Display - Text shown to the customer on the customer-facing display.
- Receipt Display - Text printed on the receipt.

* Associated Franchisees - IDs and names of the Franchisees, if any, included in the
Segment. If Franchisees are assigned, only the Customers assigned to those
Franchisees will be included in the Segment.

e Attributes - Attributes of the Segment. The following information is displayed for
each attribute assigned to the Segment:

- Name of the attribute.
- Value(s) assigned to the attribute.

e Trend Data - If available, this List displays the Trend results for the Segment Strata.
This List displays the following information:

- RunID - The ID for the Segment run.
- Run Date - Date on which the Segment was most recently run.

- Strata Level - Number of the Strata Level.

Note: Strata Level 0 is used to indicate how many Customers were
not included in a Strata. For example, Customers with a <Strata Field>
value less than the bottom limit of the first Strata level.

- Min Value - The smallest value for the field by a Customer in the Strata.
- Max Value - The largest value for the field by a Customer in the Strata.
- Avg Value - The average value for the field among the Customers in the Strata.

- Customer Count - The number of Customers in the Strata.

Copy Stratified Segment

To create a copy of the Stratified Segment in the Create Stratified Segment Wizard, click
Copy.

A copy of the Stratified Segment is opened in the Create Stratified Segment Wizard, with

all the same settings and information as the copied Segment. For more information
about the fields and information to be entered, see Create Stratified Segment.

- Use Wizard Navigation to move through the Segment.

- Make any necessary changes.
- Configure the Schedule Definition (the run schedule is not copied).

- Click save when you are finished making changes. The Segment will be saved
and Customer Engagement will return to the Stratified Segment List.

- Click cancel to discard the changes, cancel the copy operation, and return to the
Stratified Segment List.
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For more information about the fields and information to be entered, see Create
Stratified Segment.

Actions Menu
The Actions Menu in the Stratified Segment Window has the following options:

Note: Depending upon the current status of the Segment, all of the
options below may not be available.

e EXPORT - Exports the results after a Segment is run.

, ) ) Actlons ™
A confirmation prompt opens, asking whether to export the :
Segment. Edit
Export
You are about to create an export file for segment: segment. The file will contain 50386 records. Do you wish DE|E[E
to proceed? _
Show sq|
[ oK l ’ Cancel

Figure 6-20: Export Confirmation Prompt

- Click OK to export the Segment and close the prompt.
- Click Cancel to close the prompt and not export the Segment.

The completed export job is listed in the Process Queue, including compressed lists
of the customers in the Segment in XML and CSV format.

e EDIT - Edit the Segment.

The Segment opens in the Stratified Segment Wizard. See Create Stratified Segment
for further information about editing the Segment.

® DELETE - Deletes the Segment.

A confirmation prompt opens, asking whether to delete the segment.

You are about to delete segment. segment. Do you wish to proceed?

[ OK l’ Cancel ]

Figure 6-21: Delete Confirmation Prompt

- Click OK to delete the Segment, and close the prompt and the Stratified
Segment Window.

- Click Cancel to close the prompt and keep the Segment in place.

¢  SHOW SQL - Opens a Query Window showing the SQL used by the Segment
Query.
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The Stratified Segment Window displays the SQL used to construct the Segment.

Show sql #
create table #cust_seg_900_26_0( CUST_ID varchar(32) NOT NULL, CONSTRAINT cusid_unique_800_26_0 UNIQUE
(CUST_IDY) ;

insert into #cust_seg_900_26_0 (cust_id) select cst_customer.cust_id from cst_customer where
cst_customer_organization_id=800 and ( ( cst_customer.cust_id IN (SELECT cst_address.cust_id FROM cst_address
'WHERE cst_customer.organization_id = cst_address.organization_id AND cst_address.postal_code = '44055" ) );

insert into qry_customer_segment (organization_id, user_query_id, run_id, cust_id, strat_lvl_id, strat_value, run_date)
select 900, 26, 0, cust_id, 0, 0, GETDATE() from #cust_seg_9%00_26_0 with (nolock) ;

drop table #cust_seg_900_26_0 ;

update gqry_customer_segment set strat_value= (select cst_customer ytd_sales_amt from cst_customer where
cst_customer_organization_id=800 and qry_customer_segment.cust_id = cst_customer.cust_id and
cst_customer_organization_id=800 and qry_customer_segment.cust_id = cst_customer.cust_id } WHERE
qry_customer_segment.organization_id=200 and qry_customer_segment.user_guery_id=26 and
qry_customer_segment.run_id=0 ;

with CUST_SEG_WITH_ROWNUM as ( select *, row_number() over ( order by strat_value ASC } as rownum from
qry_customer_segment where organization_id=200 and user_query_id=26 and run_id=0 and strat_Ivi_id = 0 ) update
CUST_SEG_WITH_ROWNUM set strat_Ivl_id=1 where rownum==1 ;

insert into qry_customer_trend_total (organization_id, user_query_id, run_id, strat_Ivl_id, customer_count, min_value,
max_value, avg_value, run_date) select 900, 26, 0, 1, count(qry_customer_segment.cust_id), min{strat_value), max

Figure 6-22: Show SQL

Create Stratified Segment

To create a new Stratified Segment:

1. In the Stratified Segment List page, click Create in the Actions Menu.

The Stratified Segment creation Wizard opens.

Cresie Segment- New &

sore

¥ Segment Name
“ cancel ne

Enter segment name and information
Enter segment name and information

Name

Deescription

Publish To Clie
Format i
Publish To Task Generator |:|

Fiedd To Stratify On
ruste [ ]

Number Of Strata
Open Access l:l

Save as List |:|
Trend Resulis? |:|
Review

Review Pemanent l:‘

Publish To Batch Exportar l:l

Figure 6-23: Create Stratified Segment Wizard

2. In the Segment Name step, enter information into the fields:

- Name - The name of the Segment.
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Description - A description of the Segment.

Segment Options - Use each Check Box to select whether the Segment will have
the associated property:

*  Publish To Clienteling - Determines whether the Segment will made
available to the Clienteling module. See page 1 in Chapter 3, “Clienteling”
for more information.

Note: If the Publish to Clienteling option is selected, Public, Save as
List, and Permanent are automatically checked and the Check Boxes
are disabled; Open Access and Export are automatically unchecked
and the Check Boxes are disabled.

A User must be assigned the PublishClientelingSegment Role to see
this option. See the Customer Engagement Implementation Guide for more
information about Roles.

*  Publish to Task Generator - Determines whether tasks will be created for
this Segment.

Note: If the Publish to Task Generator option is selected, Export,
Save as List, and Permanent are automatically checked and the Check
Boxes are disabled; Public, Open Access, and Trend Results are
automatically unchecked and the Check Boxes are disabled.

*  Public - Determines whether the Segment will be Public.

*  Open Access - Determines whether the Segment will have Open Access.

Note: If the Open Access option is selected, Public, Save as List, and
Permanent are automatically checked and the Check Boxes are
disabled; Export and Trend Results are automatically unchecked and
the Check Boxes are disabled.

*  Export - Determines whether the Segment results will be automatically
exported after the Segment Query is run.

Note: If the Export option is selected, Save as List is automatically
checked and the Check Box is disabled; Open Access and Trend
Results are automatically unchecked and the Check Boxes are
disabled.

*  Save as List - Determines whether a List of matching Customer IDs will be
created when the segment is created. If this option is not checked, the
Segment will only create a count of the Customers that meet the criteria.

*  Trend Results? - Determines whether the results of the Segment run will be
kept to provide trend information about the Segment.

*  Permanent - Determines whether the Segment will be kept, even if it meets
the criteria for deletion by the housekeeping job.
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*

Publish To Batch Exporter - Determines whether the Segment will be
available to export to a Marketing system such as Responsys.

Note: If the Publish to Batch Exporter option is selected, Public,
Export, Save as List, and Permanent are automatically checked and
the Check Boxes are disabled; Publish to Clienteling, Open Access
and Trend Results are automatically unchecked and the Check Boxes
are disabled.

3. When you have finished entering information, click Next.

If Franchisees are enabled in Customer Engagement, the Franchisees step opens.
Continue with step 4.

If Franchisees are not enabled in Customer Engagement, the Segment Query
step opens. Continue with step 6.

4. Configure the Franchisees to be included in the Segment:

If only a subset of Franchisees will be included in the Segment, select the Check
Box for each Franchisee to be included.

To select all the current Franchisees (so that any new Franchisees will be
excluded from the Segment), click Check All.

44 previous save cancel next Pr

Displaying: 151-200 of 386 "R 4 of 8 Pages » B Mco |:|® e (90
To per
Page: page:
Franchisees Check All  Uncheck All
Select Franchisee ID Name : Description = A
l:‘ 2024 WSDL31854-TestCase10.0-Franchisee TestCase10.0 WSDL31854 Franchisee
D 2018 WSDL31854-TestCased 0-Franchisee TestCased.0 WSDL31854 Franchisee
D 2019 WSDL31854-TestCase5.0-Franchisee TestCase5.0 WSDL31854 Franchisee
D 2020 WSDL31854-TestCase6 0-Franchisee TestCase6.0 WSDL31854 Franchisee
l:‘ 2021 WSDL31854-TestCase? 0-Franchisee TestCase? .0 WSDL31854 Franchisee
D 2022 WSDL31854-TestCase8.0-Franchisee TestCase8.0 WSDL31854 Franchisee

Figure 6-24: Segment Franchisees

5. Click next when you are finished.

Continue with the next step.

6. Build the Segment Query:

44 previous save cancel

Build a segment query

Click a node for functions like add criteria, node removal, change node type and query nesting

ALL w

Figure 6-25: Segment Query
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a. Click the ALL or ANY node to open the query menu.

*

In an ALL node, a record will only be included in the node if it matches all of
the criteria in the subnodes of the current node. Equivalent to a logical AND.

In an ANY node, a record will be included in the node if it matches any of
the criteria in the subnodes of the current node. Equivalent to a logical OR.

b. Select the option to perform:

*

Delete - Deletes the node (the root node cannot be deleted).
If the node is not the root node, a confirmation prompt opens.

Click OK to delete the node, or click Cancel to close the confirmation
prompt and keep the node in place. Return to step a for the remaining
nodes.

Add Criteria - Add a new criteria to the ANY or ALL node.
A Criteria Selection Window opens. Continue with step c.

Change to "ANY’ - Changes an ALL node to an ANY node; return to step a
using the changed node.

Change to “ALL’ - Changes an ANY node to an ALL node; return to step a
using the changed node.

Add ‘ALL’ branch - Adds an ‘ALL’ subnode to the current node.
To create the rules for this subnode, return to step a using this new node.
Add ‘ANY’ branch - Adds an ‘ANY’ subnode to the current node.

To create the rules for this subnode, return to step a using this new node.

¢. Inthe Criteria Selection Window, click a criteria group to expand its List of
criteria, or click Expand to open all the criteria groups. See Appendix 27:

“Segment Queries” on page 1 for more information about criteria group

organization.

]

]

Customer Contact

]

Customer Attributes

]

Purchase Activity

]

Basic Programs

]

Segment Elements

]

Promotion Activity

]

Strategic Segments

]

Loyalty Segments

]

Social Networks

]

Social Profiles

Customer Demographics

Figure 6-26: Criteria Selection Window
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d. Click the Check Box for the search criteria you are entering into the query. You
can select multiple criteria.

e. Click the Add button.

The Criteria Selection Window closes and the search criteria is entered into the
query, along with the associated criteria entry or selection fields.

f. Enter the search criteria into the appropriate fields. See Appendix 27: “Segment
Queries” on page 1 for more information about criteria fields.

ALL

=]
Logical Attribute Values »

Customers with attribute namel
having valueITrue 'l

Lifetime Sales »

Total sales|= '”

Happy Anniversary =

Sign-up Month I January - l

Figure 6-27: Search Criteria Fields

g. If necessary, return to step a and make further changes or additions to the search
criteria.

7. When you have finished entering criteria information, click next to continue.

The Strata Field step opens.

Sirata Field

44 previous save cancel

Select stratification field and number of strata

Format |Range Strata 'l
Strata Type ICustomer 'I
Eased on |Custc>mer 'I

Field To Stratify On |Annua| Income j

Number Of Strata |3
Figure 6-28: Strata Field Step

8. Select the criteria on which the Strata are determined:

- Format - The Format of the Strata. This Selection Menu has the following
options:
*  Range Strata - Strata are determined by configured ranges.

*  Ntile Strata - Strata are placed into equally-sized groups of Customers.

- Strata Type - The type of data available in the Based On and Field to Stratify On
fields. This Selection Menu has the following options:

*  Customer - Customer data.

*

Loyalty - Loyalty Account information.
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*  Transaction - Transaction information.

Based on - Determines the basis used for determining the Field to Stratify On.
This Selection Menu has the following options, depending upon the selection in
the Strata Type field:

If Strata Type = Customer, the following options are available:

*  Customer - Customer fields.

If Strata Type = Loyalty, the following options are available:

*  Loyalty Summary - Summary information of Loyalty Accounts.
*  Loyalty Detail - Detailed information about Loyalty Accounts.
If Strata Type = Transaction, the following options are available:

*  Header - Transaction headers.

*  Detail - Transaction details.

Field to Stratify On - Determines the field used to create the Strata. This
Selection Menu has the following options, depending upon the selection in the
Based On field:

If Based On = Customer, the following options are available:

*  Annual Income - Customer’s annual income.

*  Customer Net Worth - Customer’s net worth.

*  Lifetime Sales - Lifetime total amount of all sales made to the Customer.

*  Lifetime Returns - Lifetime total amount of all returns made by the
Customer.

*  Lifetime Transaction Count - Lifetime total number of transactions.
*  Lifetime Sold Item Count - Lifetime total number of items sold.
*  Lifetime Return Item Count - Lifetime total number of items returned.

*  Lifetime Profit Percent - Lifetime percentage of profit on all Customer
transactions.

*  YTD Sales - Total amount of all sales during the year to date.

*  YTD Returns - Total amount of all returns during the year to date.

*  YTD Trans Count - Total number of transactions during the year to date.

*  YTD Sold Item Count - Total number of items sold during the year to date.

*  YTD Return Item Count - Total number of items returned during the year to
date.

*  YTD Profit Percent - Percentage of profit on all Customer transactions
during the year to date.

*  Customer Age - Age of the Customer.

*  Days Since Purchase - Number of days since the Customer’s last purchase.
*  Attributes - Attribute values.

If Based On = Loyalty Summary, the following options are available:

*  Earned Points Balance - Current balance of earned points.

*  YTD Points - Total number of points earned during the year to date.
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*  LTD Points - Total number of points earned over the lifetime of the Loyalty

Account.

If Based On = Loyalty Detail, the following options are available:

*  Sum Number of Points - Total number of points in the Loyalty Account.

*  Count Number of Transactions - Total number of Loyalty transactions.

*

Days Since Last Activity - Days since the last Loyalty transaction.

If Based On = Transaction Header, the following options are available:

*  Sum of Transaction Amount - Total amount of all transactions.

*  Number of Transactions - Total number of transactions.

*  Days Since Purchase - Number of days since the last purchase transaction.

If Based On = Transaction Detail, the following options are available:

*  Sum of Line Item - Sum of all line items in all transactions.

*  Days Since Purchase - Number of days since the last purchase transaction.

*  Sold Item Count - Total number of items sold.

*  Transaction Count - Total number of transactions.

- Number of Strata - Determines the number of Strata Levels.

- Sort Order - Determines the order in which the Customer values will be
organized in the Strata (this field is only visible if the Format is set to Ntile
Strata). This Selection Menu has the following values:

*

Ascending - The Strata having the lowest values will be displayed first.
*  Descending - The Strata having the greatest values will be displayed first.
9. When you have finished defining the Strata Field, click next to continue.

The Strata Levels step opens.

Strata Levels Sirata Levels

44 previous save cancel 44 previous save cance
Define Strata Levels Define Strata Levels
Strata Name Strata Name Range From ( >=) Range To (<)
[staar [Strata 1 o o
[staaz [Strata 2 o [o
W ISlrata 3 |0 |>

Figure 6-29: Strata Levels Step

10. Define the Strata Levels:
Enter a Strata Name for each Strata in the Segment.

b. If the Format was set to Range Strata in the Strata Field step, define the ranges
for the Strata:

1) Inthe Range From (>=) fields, enter the minimum value of each Strata.

If the Strata Field value for the Customer equals this value, it will be
included in this Strata.
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2) In the Range To fields, enter the maximum value of each Strata.

If the Strata Field value for the Customer equals this value, it will not be
included in this Strata.

11. When you have finished defining the Strata Levels, click next to continue.
- If the Strata Type = Customer, continue with the proper step:

*  If the Open Access Check Box was checked (Jw) in the Segment Name step
(see step 2 on page 23), the Text step opens. Continue with step 14.

*  If the Open Access Check Box was unchecked (J7) in the Segment Name
step, the Segment Attribute Step opens. Continue with step 16.

- If the Strata Type = Loyalty or Transaction, the Strata Query Step opens.
Continue with the next step.

12. Define the Stratification Query:

a. Click the ALL or ANY node to open the query menu.

* Inan ALL node, a record will only be included in the node if it matches all of

the criteria in the subnodes of the current node. Equivalent to a logical AND.

* Inan ANY node, a record will be included in the node if it matches any of

the criteria in the subnodes of the current node. Equivalent to a logical OR.
b. Select the option to perform:
*  Delete - Deletes the node (the root node cannot be deleted).
If the node is not the root node, a confirmation prompt opens.

Click OK to delete the node, or click Cancel to close the confirmation
prompt and keep the node in place. Return to step a for the remaining
nodes.

*  Add Criteria - Add a new criteria to the ANY or ALL node.
A Criteria Selection Window opens. Continue with step c.

*  Change to "ANY’ - Changes an ALL node to an ANY node; return to step a
using the changed node.

*  Change to ‘ALL’ - Changes an ANY node to an ALL node; return to step a
using the changed node.

*  Add‘ALL branch - Adds an ‘ALL’ subnode to the current node.

To create the rules for this subnode, return to step a using this new node.
*  Add‘ANY’ branch - Adds an "ANY’ subnode to the current node.

To create the rules for this subnode, return to step a using this new node.

c. Inthe Criteria Selection Window, click a criteria group to expand its List of
criteria, or click Expand to open all the criteria groups. See Appendix 27:
“Segment Queries” on page 1 for more information about criteria group
organization.

d. Click the Check Box for the search criteria you are entering into the query. You
can select multiple criteria.

e. Click the Add button.

The Criteria Selection Window closes and the search criteria is entered into the
query, along with the associated criteria entry or selection fields.
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f. Enter the stratification criteria into the appropriate fields. See Appendix 27:
“Segment Queries” on page 1 for more information about criteria fields.

g. If necessary, return to step a and make further changes or additions to the search
criteria.

13. When you are finished configuring the Stratification Query, continue with the
proper step:

- If the Open Access Check Box was checked (J+) in the Segment Name step (see
step 2 on page 23), the Text step opens. Continue with step 14.

- If the Open Access Check Box was unchecked ([7) in the Segment Name step,
the Segment Attribute Step opens. Continue with step 16.

14. Define the Text that will be displayed for the Segment:

Text
44 previous cancel next kp
POS Message
Strata Strata 1 =
Language (Please select) -

POS Display
Customer Display
Receipt Display

Strata Language POS Display Customer Display Receipt Display

Figure 6-30: Text Step

a. Use the Language Selection Menu to select the language of the messages.

Tip: Only one set of texts can be configured for a language in one
Segment. To replace a set of texts for a language, select the language in
the Selection Menu and enter the new texts. The existing entry will be
overwritten.

b. In the POS Display Text Area Field, enter the text that will be displayed to the
associate/employee using the POS system.

¢. Inthe Customer Display Text Area Field, enter the text that will be displayed to
the customer while the transaction is being performed.

d. In the Receipt Display Text Area Field, enter the text that will be written on the
customer receipt.

e. Click the Add button to add the texts to the Segment.
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The text is displayed in the table at the bottom of the page.

Language POS Display Customer Display Receipt Display

DE

f.
8.

Das ist gut, ja? Ja, das ist gut. Das war gut.
Figure 6-31: Table of Configured Texts

Repeat steps a-e to add text values for each required language.

To delete an existing text, click the text to open a menu, then click the Delete
Link.

15. When you have completed configured text values, click next to continue.

16. Define the Attributes for the Segment:

Segment Attributes

Required
INACTIVE? Includes Inactive Customers?

Yes R
Optional
EXPORT-TO Segment Export Integrators ﬂ
EXPORT-NOTES Segment Export Notes Add
EXPORT-COUNT Segment Export Count Add
EXPORT-COST Segment Export Cost ﬂ
EXPORTABLE? Segment Exportable? Add
EXPORT-DATE Segment Export Date Add |

Figure 6-32: Segment Attributes

Select or enter the configuration values for each of the Required Attributes.
Add any necessary Optional Attribute(s):
1) Click the Add button for the Attribute to add.
A configuration field opens.
2) Select or enter the configuration value for the Attribute.
3) Repeat until all necessary Attribute(s) are configured.

Remove any unwanted Attributes by clicking the Delete button for each
Attribute to remove.

The Attribute is deleted.

17. When you have completed configuring the Attributes, click next to continue.
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18. Define the Schedule on which the Segment Query will run:

Schedule Definition

44 previous save cancel

Define the job schedule

Job Execution Frequency I(F'Iease select) j

Job Processing Window

Override Job Processing Window [
Figure 6-33: Schedule Definition
a. Select the Job Execution Frequency. This Selection Menu has the following
options:

*  Once, Immediately - Run the Segment Query as soon as the Segment has
been completed. If you select this option, continue with step g. This option is
not available if Publish to Clienteling is selected in the Segment Name step (see

step 2 on page 23).

*  Once, Later - Run the Segment Query at a later date. This option is not
available if Publish to Clienteling is selected in the Segment Name step (see

step 2 on page 23).
*  Daily - Run the Segment Query every day.

*  Daily, Business Days Only - Run the Segment Query only on business days
(i.e. Monday through Friday).

*  Weekly - Run the Segment Query once each week.
*  Monthly - Run the Segment Query once each month.

b. Use the Start Date Calendar Menu to select the start of the time range in which
the job will run.

If you selected a Job Execution Frequency of Once, Later, continue with step f.

¢. Use the End Date Calendar Menu to select the end of the time range in which
the job will run.

*  If you selected a Job Execution Frequency of Daily, or Daily, Business Days
Only, continue with step f.

*  If you selected a Job Execution Frequency of Weekly, continue with step d.
*  If you selected a Job Execution Frequency of Monthly, continue with step e.

d. Use the Day of Week Selection Menu to select the day of the week on which the
job will run. Continue with step f.

e. Use the Day of Month Selection Menu to select the day of the month on which
the job will run.
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f. Use the Job Execution Time Time Menus to determine the time at which the job
will run.

Tip: Itis recommended that you select a time that is within the Job_
Processing Window. If you select a time outside the Job Processing
Window, the Override Job Processing Window setting (see step g)
must be checked ([ ) for the job to run.

Use the Override Job Processing Window Check Box to indicate whether the
job should run, even if it is scheduled outside the Job Processing Window.

19. When you have finished defining the Schedule, click next to continue.
The Review step opens.
20. Review the entered information to ensure that it is correct.

- Click save to save the Segment with the current settings and return to the
Stratified Segment List.

- Use Wizard Navigation to return to an earlier step and make any necessary
changes.

- Click cancel to delete all information and return to the Stratified Seement List.

Job Processing Window

The Job Processing Window displays the time(s) at which scheduled jobs should run.
The Window is intended to indicate times when there will be little processing load on
the system, so that Job processing will not interfere with transaction processing.

Job Processing Window

o m
b-L )

Ours

Figure 6-34: Job Processing Window

Each line in the Job Processing Window defines a portion of the Job Processing Window.
These lines have the following format:

[Day of Week] - [Start Time], [Duration]
Where:
* [Day of Week] is a day of the week (e.g. Sunday).
e [Start Time] is the time at which the Window begins, in 24-hour clock time.

¢ [Duration] is the length of time that the Window is open.
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Manual Segments

In Manual Segments Customers are selected individually for inclusion in the Segment.
This allows Users to organize Customers into customized collections. For example, a
User can create a list of their favorite customers.

Manual Segment List

The Manual Segment List page is opened using the Segment->Manual Segment menu
option, or by clicking the Manual Segment Link on the Main Page.

Manul Sogmend L
w » 8
Mani Soqgmaoni
gl (el A8 - Pl T Bslehi Evguowias’ | A3~ | ol 2‘\'
0 Mama Dhmcripcn Cimbomes Coumfiin m Lk
I TeErSaomartSyn TearSaminiS T 1% ¥is
ITiR  ENOdarual hiaraml Sawpmand F sy 7 Virk
74T hasth Tt Moty T @ B o
2T41  Manaalratrdedte | Rl ittty | ol Wisk
AT Mamtbync-robmad Moo pod mad i Yea
Marnnfarnre S Mo S tSne ]

Figure 6-35: Manual Segment List

Table 6-3: Manual Segment List Page Key

Item Description

Actions Menu - Click to open a menu of actions that can be performed in the
Manual Segment List page. See Actions Menu for more information.

Filter Menus - Select criteria in the Filter Menus to view a subset of the
Segments in the Manual Segment List. See Filter Menu for more information.

Manual Segment List - A List of Manual Segments currently in the system.
The List displays a limited number of Segments; use the Filter Menu to
narrow down the List and locate a certain Segment.

© OO

This List includes the following information for each Segment:

¢ ID - Unique ID for the Segment.

¢ Name - Name of the Segment.

e Description - Description of the Segment.

¢ Customer Count - Number of Customers in the Segment.

¢ Save as List - Indicates whether a list of matching Customer IDs is created
when the Segment is created. For Manual Segments, this configuration can
only be set to Yes.
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Actions Menu

The Actions Menu in the Manual Segment List contains the following

option: m
* CREATE - Create a Manual Segment (see Create Manual Segment). Create

e REFRESH - Refresh the List, displaying any updates to the Manual Refresh
Segments.

Filter Menu
The Manual Segment List includes the following filter menu:

¢ Segment Classification - Filters the List by Segment

Classification. My Segments n

This filter has the following options:

- My Segments - Only displays the Segments you created.
- All - Display all Segments created by all Users.

¢ Publish to Batch Exporter - Filters the List by whether the Segments are flagged for
export to a Marketing system such as Responsys.

This filter has the following options:

- All - [DEFAULT] Do not filter the List to segments flagged for export to a
Marketing system such as Responsys.

- Yes - Display only those Segments that are flagged for export to a Marketing
system such as Responsys.

- No - Display only those Segments that are not flagged for export to a Marketing
system such as Responsys.

Open a Manual Segment

To open a Manual Segment, click the Segment in the List. The Segment opens in an
Manual Segment Window.

6-36 Oracle Retail Customer Engagement Cloud Services User Guide



Manual Segments

Manual Segment Window

The Manual Segment Window displays information about the Manual Segment opened
in the

Window, and provides the ability to perform actions on the Manual Segment.

Genaral

o EFfrdanual  Descnpton Manual Segment Exampls i hT tirkiig MG

i Yies f ¥es ; h To Tasb wior MG

i Mo Py ! Yies el § Exctaryls
Yes

Segmeant Member Count

Altnbules

ek

LT

Figure 6-36: Manual Segment Window

The following information is displayed in the Manual Segment Window:

General - General information about the Segment. This area includes the following
information:

Name - Name of the Segment.

Save as List - Indicates whether a list of matching Customer IDs is created when
the Segment is created. For Manual Segments, this value is always set to Yes.

Export - Indicates whether the Segment list is automatically exported after the
Segment is created or updated. For Manual Segments, this value is always set to
No.

Publish to Batch Exporter - Indicates whether the Segment has been made
available for export to a Marketing system such as Responsys.

Description - A description of the Segment.
Public - Indicates whether the Segment is Public.

Permanent - Indicates whether the Segment is kept in the system, even if it
meets the criteria for deletion by the housekeeping job. For Manual Segments,
this value is always set to Yes.

Publish to Clienteling - Indicates whether the Segment has been made available
to the Clienteling module.

Publish to Task Generator - Indicates whether the Segment has been made
available to the Task Generator Job.

Create User Id - ID of the User who created the Segment.
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Segment Member Count - Information about the number of Customers in the
Segment.

- Segment Member Count - The number of Customers in the Segment.

Attributes - Attributes of the Segment. The following information is displayed for
each attribute assigned to the Segment:

- Name of the attribute.
- Value(s) assigned to the attribute.

Associated Franchisees - IDs and names of the Franchisees, if any, included in the
Segment. If Franchisees are assigned, the Customers assigned to those Franchisees
will be included in the Segment.

Actions Menu
The Actions Menu in the Manual Segment Window has the

following option: m

VIEW CUSTOMER LIST - Open a List of Customers in View Customer List
the Segment. See View Customer List. Diclate

DELETE - Delete the Manual Segment from the system.
See Delete Manual Segment.
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Create Manual Segment

To create a new Manual Segment:

1. Inthe Manual Segment List page, click Create in the Actions Menu.

The Manual Segment creation Wizard opens.

Create Segment- New ®

Segment

* Segment Name

- cancel next »»

Enter segment name and information

Segment Member Count
Review

Review

Enter segment name and information

Name

Description

Public l:‘

Publish To Clienteling |:|

Publish To Task Generator

Publish To Batch Exporter ||

Figure 6-37: Create Manual Segment Wizard

2. Enter the required information in the Segment Name step.

The Segment Name step has the following fields:

Name - Name of the Segment.
Description - Description of the Segment.
Public - This Check Box determines whether the Segment is public.

Publish to Clienteling - This Check Box determines whether the Segment will
be available in the Clienteling module. See page 1 in Chapter 3, “Clienteling” for
more information.

Note: If the Publish to Clienteling option is selected, Public is
automatically checked, Generate Tasks is unchecked and the Check
Boxes are disabled.

A User must be assigned the PublishClientelingSegment Role to see
this option. See the Customer Engagement Implementation Guide for more
information about Roles.

*  Publish to Task Generator - Determines whether tasks will be created for
this Segment.

Note: If the Publish to Task Generator option is selected, Public is
automatically unchecked and the Check Box is disabled.

*  Publish To Batch Exporter - Determines whether the Segment will be
available to export to a Marketing system such as Responsys.

Note: If the Publish to Batch Exporter option is selected, Public is
automatically checked and the Check Box is disabled.
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3. When you have finished entering information, click Next.

- If Franchisees are enabled in Customer Engagement, the Segment Franchisees
step opens. Continue with step 4.

- If Franchisees are not enabled in Customer Engagement, the Segment Query
step opens. Continue with step 6.

4. Configure the Franchisees to be included in the Segment:

- If only a subset of Franchisees will be included in the Segment, select the Check
Box for each Franchisee to be included.

- Toselect all the current Franchisees (so that any new Franchisees will be
excluded from the Segment), click Check All.

44 previous save cancel next P

Displaying: 151-200 of 386 M« 4 0f 8 Pages » M Mco l:lG) im0 |
To per
Page: page:
Franchisees Check Al Uncheck All
Select Franchisee ID ©  Name . Description A
D 2024 WSDL31854-TestCase10.0-Franchises TestCase10.0 WSDL31854 Franchisee
D 2018 WSDL31854-TestCased 0-Franchisee TestCased 0 WSDL31854 Franchisee
D 2019 WSDL31854-TestCase5 0-Franchisee TestCaseb.0 WSDL31854 Franchisee
D 2020 WSDL31854-TestCase6 0-Franchisee TestCase6 0 WSDL31854 Franchisee
D 2021 WSDL31854-TestCase7.0-Franchisee TestCase7.0 WSDL31854 Franchisee
D 2022 WSDL31854-TestCase8.0-Franchisee TestCaseB8.0 WSDL31854 Franchisee

Figure 6-38: Segment Franchisees

5. Click next when you are finished.
The Segment Attributes step opens.
6. Configure the Segment Attributes:
The Attributes belonging to the selected Attribute Group are displayed.

Segment Attributes

Required
INACTIVE? Includes Inactive Customers?

Yes A
Optional
EXPORT-TO Segment Export Integrators ﬂ
EXPORT-NMOTES Segment Export Motes ﬂ
EXPORT-COUNT Segment Export Count ﬂ
EXPORT-COST Segment Export Cost ﬂ
EXPORTABLE? Segment Exportable? Add
EXPORT-DATE Segment Export Date Add |

Figure 6-39: Segment Attribute Step

h. Select or enter the configuration values for each of the Required Attributes.

i. Add any necessary Optional Attribute(s):
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1) Click the Add button for the Attribute to add.

A configuration field opens.
2) Select or enter the configuration value for the Attribute.
3) Repeat until all necessary Attribute(s) are configured.

j- Remove any unwanted Attributes by clicking the Delete button for each
Attribute to remove.

The Attribute is deleted.
7. Click next when you are finished.

The Segment Members step opens.

Segment Members

44 previous save cancel

List of Segment Members

No customer currently added. Click here to add one.

Figure 6-40: Segment Members Step

8. Add Customers to the Segment.
Use the following procedure to add Customers to a Manual Segment:

a. Click either the Add Customer or Click here Link (the Link depends upon
whether or not the Segment currently contains one or more Customers).

A Search Customer Window opens.

Search Customer

Field |[FirstName  [+|  Operations | Startswith [=]  value Add

Search | Cancel J

Figure 6-41: Search Customer Window

b. Use the Search Customer Window to enter search information, then click the
Search button to search for Customers matching the search criteria.

A List of search results is displayed.

Search Customer

Field Last Name - Operations  Starts With value M Add Criteria

Field First Name hd Operations  Starts With + Value ] Add Criteria | Delete |

Search | Cancel | OK

523 James Madison WORCESTER MA
539 John Marshall BOSTON MA

Figure 6-42: Customer Search Results
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10.

11.

12.

¢. Click the Customer to add to the Manual Segment.

d. Click the OK button.

e. The Window closes and the Customer is added to the List of Segment Members.
f. Toadd another Customer, repeat steps a-e.

To delete a customer from the Segment:

a. Click the Customer in the List of Segment Members.

b. Click the Delete Customer Link.
For deletion

The Customer is tagged for deletion. The Customer will be o

deleted when the Segment is saved.
To undelete a customer in the Segment:
a. Click the Customer in the List of Segment Members.
b. Click the Undelete Customer Link.
The Customer is no longer tagged for deletion.
Click next when you are done editing the List of Segment Members.
The Review step opens.
Review the entered information to ensure that it is correct.

- Click save to save the Segment with the current settings and return to the
Manual Segment List.

- Use Wizard Navigation to return to an earlier step and make any necessary
changes.

- Click cancel to delete all information and return to the Manual Segment List.

Edit Manual Segment

To edit a Manual Segment:

1.

In the Manual Segment List, click the Segment to be edited.

The Segment opens in a Manual Segment Window.

Click the EDIT button.

The Segment opens in a Manual Segment Wizard. See Create Manual Segment for
more information about editing a Manual Segment.

Update the Manual Segment.

- Use Wizard Navigation to move through the Segment.

- Make any necessary changes.

- Click save when you are finished making changes. The Segment will be saved
and Customer Engagement will return to the Manual Segment List.

- Click cancel to discard the changes, cancel the copy operation, and return to the
Manual Segment List.

View Customer List

To view the customers in a Manual Segment:

1.

In the Manual Segment List, click the Segment.
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The Segment opens in a Manual Segment Window.

2. In the Actions Menu, click VIEW CUSTOMER LIST.

A List of Customers in the Segment is displayed in a Customer List.

Important: The Customers in the Manual Segment cannot be edited
in the Customer List. The Manual Segment can only be edited in the
Manual Segment Wizard (see Create Manual Segment for more
information about editing a Manual Segment).
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Delete Manual Segment

To delete a Manual Segment from Customer Engagement:

1. Inthe Manual Segment List, click the Segment.
The Segment opens in a Manual Segment Window.

2. In the Actions Menu, click DELETE.

A confirmation prompt opens.

You are about to delete segment: AM Test Group. Do you wish to proceed?

[ OK ll Cancel ‘

Figure 6-43: Delete Manual Segment Confirmation Prompt

3. Click OK to delete the Manual Segment and close the prompt and Manual Segment

Window.

Click Cancel to close the prompt and return to the Manual Segment Window.
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Promotions

Overview

In Customer Engagement, a Promotion defines an offer, within a Campaign, that is
intended to provide some purchase incentive to Customers. These offers may be made
available to all Customers, or they may be offered only to specified subsets of
Customers. These offers may provide price incentives on a specific item, they may
provide coupons to be redeemed during a purchase, they may be messages notifying
Customers of special events or pricing, or they may provide tender certificates that a
Customer can use at a later date.

About This Chapter

This chapter contains the following information:

* Promotion Event Types - Describes the types of Promotions. Additional background
includes:

- Targeted Promotions

- Untargeted Promotions

- Social Media Listening

- Control Groups
e Promotion List - Describes the Promotion List page. Options include:

- Actions Menu
- Filter Menus

- Open a Promotion

- Bulk Approve

- Bulk Export Promotion Definition

- Bulk Export to Batch

* Create a Promotion - Describes how to create a Promotion. Options include:

- New Promotion Wizard

* Promotion Window - Describes the data and options at the Promotion window.
Options include:

- Actions Menu

- View Coupon Codes

- Open Promotion Scorecard
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- Update a Promotion

- Copy a Promotion

- Generate a Promotion

- Create Coupons
- Conflict Report

- Approve a Promotion

- Export a Promotion Definition

- Export a Promotion to Batch

- Terminate a Promotion

* Promotion Scorecard - Describes the information metrics about the response to a
Promotion. Options include:

- Scorecard

- Facebook Scorecard

- Twitter Scorecard

e Event Manager - Describes the Promotion Event and Tasks. Options include:
- Actions Menu
- Open a Task
- Open Promotion Scorecard

- Add aTask

e Contact List - Describes the list of Customers associated with an Event. Options
include:

- Actions Menu

- Print Contact List

e [Edit Task Window - Describes the window used to edit a Task. Options include:
- Edit a Task

Promotion Event Types
Customer Engagement has the following Promotion event types:

e Coupon - An offer that is made through embedded coupons placed in various
media, such as magazines or newspapers.

e Product - An offer to receive monetary savings in exchange for the purchase of
specific merchandise.

* Message - A Promotion that is used to send out communications that are not
specifically associated with any Deals.

e Award - An offer in which certain Customers are awarded an e-award or entitlement
coupon.

Each promotion type is described below.
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Targeted Promotions

Targeted Promotions are Promotion Events that are delivered exclusively to one or more
Customer Segments (see page 1 in Chapter 6, “Segments” for more information about
Segments). Within the Promotion framework, a “Customer Segment” becomes a
“Promotion Target” when it is attached to a specific Promotion Event.

More than one target can be defined and tracked within the Promotion Event.

One or more Segments can be combined into a single Promotion Target. Only unique
Customer IDs will be added to the target as each Segment is added.

In addition, Customer Engagement ensures that only unique Customer records are
included in a Promotion Event across multiple targets. Customer records added to new
targets are first netted out against the previously defined target(s). The first target
created will always have the same number of unique Customer records as existed in the
Segments.

Untargeted Promotions

Untargeted Promotion Events are Promotion Events delivered to the general population,
rather than a specific set of Customers. Untargeted Promotion Events are often general
sales events where awareness could be generated using a combination of media
including: TV, Radio, Newspaper, and POP signage.

In Untargeted Promotions, the posting engine doesn’t evaluate the Customer ID in the
transaction as a qualifier. Since the initial offer wasn't targeted in advance, the offer and
the response is put into the Customer history at the time the response is identified.

Social Media Listening

The Social Media Listening functionality in Customer Engagement provides the ability
to manage and maintain social profile data for known customers, thereby enriching the
customer database. A Promotion can be configured to check customers’ social media
accounts and listen for customer posts that contain certain keywords defined for that
Promotion. Through this, Customer Engagement provides retailers with the ability to
better understand their customers and provide them with better service by learning
what they do well and where they can improve their customer’s experience.

Control Groups

Best practices dictate that direct marketing strategy and tactics should be evaluated at
least periodically. The primary method for doing this is for the marketer to set up a “test”
and a “control” for a Promotional Event.

The “test” group is the target set that receives the new stimulus or offer. The “control”
group is a statistically identical group that doesn't receive the stimulus or offer.
Following the promotional period, the results of the two groups are compared and the
marketer can determine if the offer generated “incremental” revenue.

There are two methods for setting up a control group:
¢ Promotion Level - A balanced sample from a number of separate targets.

In the event that multiple targets are being tracked, and the user wishes to generate a
control group to measure the overall impact of the Promotion, then this option will
randomly generate a “balanced control” group based on the available target counts.
This means that the control group quantity will be generated proportionally based
on the counts of the individual target groups.

¢ Target Level - An individual pairing of a test and a control.
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A control group is extracted from one or more targets, one at a time. This allows
separate statistical conclusions to be made about each separate target within the

group.
In either case, the key factor is that the control group is not included in the offer.

Promotion List

The Promotion List page is opened using the Campaign->Promotion Definition menu
option, or by clicking the Promotion Definition Link on the Main Page.

Promotion List &

2 1 >&m
Promotion List K \ a

Campaign | All - Status Al - Attribute Type  All - Franchisee ID 4

Type All - Exported All - Coupon Code 3

Displaying: 1-50 of 867 - IR 10f 18 Pages [ 33 u& Go To Page: (GO ge: 50 -
Check All uﬂcheckAu(_ 4 5 2

Promotion Id - Promotion Name - Campaign Name

cDate 7 End Date 7 Generated ; Status © Exported 7

2015 Mar 2015 Mar |£‘

917 WSDL-TestCase-Housekeeping-ETL WSDL-TestCase-Housekeeping-ETL Entitlement 14 o9 NiA Approved Mo |
916 WSDL-TestCase- Housekeeping WSDL-TestCase- Housekeeping Coupon ggm Mar 21215 Ma Yes Saved No 7
Flg15 test 18 test 18 Coupon ggﬁ Mar %315 Mar Yes Approved  Yes

[Fl914 WSDL-TestCase-Promotion-ETL WSDL-TestCase-PromoFranchil 6 Entitlement 2015 Mar 6 iﬂm Mze N/A Approved Mo

913 WSDL-TestCase-PromFranchisee-Award WSDL-TestCase-PromoFranchisee-V3_0 Award 2015 Mar 6 $S1E el Yes Saved No

[Flg42 WSDL-TestCase- PromoFranchisee-Message  WSDL-TestCase-PromoFranchisee-V3_0 Message 2015 Mar 6 %E‘E Mar Yes Saved No

Flg11 \é\ﬁg;-r;gtcase_ Promofranchisee- WSDL TestCase-PromoFranchisee V3 _0 ggdﬁz&mﬁ] 2015 Mar 6 51015 Mar Yes Saved Na

910 \é\i;&glﬂ:‘rggmase- Fromatranchisee: WSDL-TestCase-PromoFranchisee-V3_0 g;nu:iib‘:ﬂr 2015 Mar 6 21315 Mg Yes Saved Na

1909 WSDL-TestCase- PromFranchisee-Coupon WSDL-TestCase-PromoFranchisee-V3_0 Coupon 2015 Mar 6 3915 W Yes Saved No -

Figure 7-1: Promotions List

Table 7-1: Promotion List Page Key

Description

Create Button - Click to create a new Promotion. See Create a Promotion for
more information.

Filter Menus - Select criteria in the Filter Menus to view a subset of the
Promotions in the Promotion List. See Filter Menus for more information.

Actions Menu - Click to open a menu of actions that can be performed in the
Promotion List page. See Actions Menu for more information.

Check Options - Links to place or remove a check mark (J#) in each Check
Box displayed in the current screen.

Page Navigation - Page Navigation for the List.

CRSRRCRSIE
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Table 7-1: Promotion List Page Key (continued)

Item Description

@ Promotions - A List of Promotions currently in the system. Use the Filter

Menus to narrow down the List and locate a certain Promotion.
This List includes the following information for each Promotion:
¢ Promotion ID - Unique ID for the Promotion.

e Promotion Name - Name of the Promotion.

¢ Campaign Name - Name of the Campaign associated with the
Promotion.

¢ Type - Type of Promotion.
e Start Date - Date on which the Promotion is first active.
e End Date - Last date on which the Promotion is active.

¢ Generated - Indicates whether the Target data for the Promotion has been
generated.

e Status - Current status of the Promotion.

. Exported - Indicates whether the Promotion has been exported to external
systems, including POS systems.

Actions Menu

The Actions Menu in the Promotion List page includes the .

B
following options: Approve
Terminate
* Approve - Approve selected Promotion(s). See Bulk Export Promotion Definition
AQQI‘OVG. Export To Batch
Refresh

Filter Menus

Terminate - Terminate selected Promotion(s). See Bulk
Terminate.

Export Promotion Definition - Export the definition(s) of selected Promotion(s). See
Bulk Export Promotion Definition

Export to Batch - Export selected Promotion(s). See Bulk Export to Batch.

Refresh - Refresh the Promotion List, displaying any updates.

The Promotion List page includes the following Filter fields:

e, S B P

R L

. J g e R . e e ey
;T Campaign  All - Status  All - Aftribute Type  All - Franchisee ID

L Type All - Exported All - Coupon Code

Lo T YR S —, ___".,.4‘-"--1 T T VMM*“_'»L\ “‘A——yr" B T 1T P S PP S S S

Figure 7-2: Filter Menus

Campaign - Filters the List to show only the Promotions associated with a selected
campaign. Select All [DEFAULT] to view Promotions for all campaigns.

Type - Filters the List by the Type of Promotion. This filter has the following options:
- All - [DEFAULT] Do not filter by Type; display all Promotion Types.
- Coupon - Display only Coupon Promotions.

- Product - Display only Product Promotions.
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- Message - Display only Message Promotions.
- Award - Display only Award Promotions.

Status - Filters the List by the current Promotion Status. This filter has the following
options:

- All - [DEFAULT] Do not filter by Status; display all Statuses
- Saved - Display only Saved Promotions

- Terminated - Display only Terminated Promotions

- Approved - Display only Approved Promotions

- Clear - Display only Promotions that have been Cleared

- Conflict - Display only Promotions with Conflicts

Exported - Filter the List by whether the promotion definition or data has been
exported. This filter has the following options:

- All - [DEFAULT] Do not filter by Export Status; display both exported and
unexported Promotions

- Yes - Display only exported Promotions
- No - Display only Promotions that have not been exported

Attribute Type - Filters the List by an Attribute that can be assigned to the
Promotion. Select All [DEFAULT] to view Promotions with all Attributes, including
those that do not have any assigned Attributes.

Coupon Code - Filters the List to by the Coupon Code assigned to the Promotion.

Franchisee ID - Filters the List to by the ID of the Franchisee assigned to the
Promotion.

Open a Promotion

To open a Promotion for viewing or updating, click the Promotion in the Promotion List.
The Promotion will be displayed in a Promotion Window (see Promotion Window).

Bulk Approve

To approve multiple Promotions:

1.

In the Promotion List, click to enter a check mark ([« ) next to each Promotion to
approve.

Click Approve in the Actions Menu.

All the selected Promotions are approved.
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Bulk Terminate

To terminate multiple Promotions:

1. In the Promotion List, click to enter a check mark (J# ) next to each Promotion to
terminate.

2. Click Terminate in the Actions Menu.

All the selected Promotions are terminated. Terminated Promotions are not eligible for
bulk export.

Bulk Export Promotion Definition

To export the definitions of multiple Promotions:

1. In the Promotion List, click to enter a check mark ([# ) next to each Promotion to
export.

2. Click Export Promotion Definition in the Actions Menu.

The definitions of the selected Promotions are exported. Each exported Promotion is
listed separately as an Export Promotion at the Process Queue page.

The generated Promotion Definition XML file includes the following information:
¢ Promotion name, including the ID

* Promotion type, and whether it is serialized

¢ Promotion begin date

¢ Promotion end date

¢ Description

¢ Promotion target type

¢ Name and value for each Promotion Attribute
¢ Target Segment Group

¢ Included and Excluded Store Locations

® Details on each Deal

This option is not available for an Award Promotion.

Bulk Export to Batch

To export multiple Promotions to batch:

1. In the Promotion List, click to enter a check mark ([« ) next to each Promotion to
export.

2. Click Export to Batch in the Actions Menu.
All the selected Promotions are exported. Generated CSV sync files include:
*  Promotion Deals Sync file:

- Campaign ID

- Promotion ID

- Deal ID

- Deal Name
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Deal Type
Enabled Flag, where 1 = enabled
Deal Group

¢ Promotion Deals Attributes Sync File:

Campaign ID

Promotion ID

Deal ID

Attribute Classification
Attribute ID

Attribute Name

Attribute Sequence Number

Attribute Value

This file is generated only if Deal Attributes have been specified for the Promotion.
Attributes are not included for deals that have been disabled.

* Promotion Sync File:

Campaign ID
Promotion ID
Promotion Type
Promotion Name
Description

Start Date

Start Time

End Date

End Time

Status

Serialized Coupon Flag, where 1 = serialized coupon
Award Program ID

Coupon Prefix

* Promotion Targets Sync File:

Customer ID

Campaign ID

Promotion ID

Target Name (segment)

Active Flag, where 1 = active

Promotion Start Date and Promotion Start Time

Promotion End Date and Promotion End Time

This file is generated only if Targets are defined at the Define Targets step when
creating the Promotion.
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* Promotion Serialized Coupon Sync File:

- Campaign ID

- Promotion ID

- Coupon ID

- Customer ID

This file is generated only if Serialized Coupons are enabled for the Promotion.
* Promotion Award Coupon Sync file:

- Campaign ID

- Promotion ID

- Coupon ID

- Customer ID

The above files are all listed at the Process Queue page under the Promotion Batch
Export job for each selected Promotion.

Create a Promotion

The process for creating a new Promotion in Customer Engagement depends upon the
type of Promotion that is being created. To create a Promotion, start the New Promotion
Wizard, determine the type of Promotion to create, then perform the proper steps to
complete the Promotion.

New Promotion Wizard

To start the Promotion creation process, click CREATE in the upper-right corner of the
Promotion List page.

The New Promotion Wizard opens on the Promotion Type step.

Promotion Promotion Type

- ]
Eeonctonivie LL cancel next pp
Promotion Type
A ! Coupon Enable Serialized Coupon Management
! Product

Message

Award

Review

Review

Figure 7-3: New Promotion Wizard

In the Promotion Type step, select the type of Promotion you are creating, then follow
the procedure for that type of Promotion:

Oracle Retail Customer Engagement Cloud Services User Guide 7-9



Promotion Window

¢ Coupon - An offer that is made through embedded coupons placed in various
media, such as magazines or newspapers. For more information about creating a
Coupon Promotion, see page 1 in Chapter 8, “Create a Coupon Promotion”.

* Product - An offer to receive monetary savings in exchange for the purchase of
specific merchandise. For more information about creating a Product Promotion, see
page 1 in Chapter 9, “Create a Product Promotion”.

* Message - A Promotion that is used to send out communications that are not
specifically associated with any Deals. For more information about creating a
Message Promotion, see page 1 in Chapter 11, “Create a Message Promotion”.

* Award - An offer in which certain Customers are awarded an e-award or entitlement
coupon. For more information about creating an Award Promotion, see page 1 in
Chapter 10, “Create an Award Promotion”.

Promotion Window

The Promotion Window displays information about the selected Promotion and
provides access to actions that can be performed on the Promotion.

General Information

[ 5eorecera ] Evenc Manager [ acions N

Event Image

Event Description

Promotion Id 560
Name Promo CRM-930
Description Prome CRM-830
Type Product
Campaign Name Promo CRM-930
Fromotion Start Date 2014 Jul 31 00:00:00
Promaotion End Date 2015 Jul 11 23:59:00
Status Approved
Create Date 2014-07-31
Create User Id Relate
Update Date 2014-09-05
Update User |d Tester1

Generic Attributes

m

Attachments

There are no documents attached for this event.

AUTHORIZED-SIGNATURE abc

Export | Approve Status

Last Export Date 2014-09-05T16:50:23.277-04:00
Last Export User Tester1
Export Count 2

Included Locations

Last Approval Date 2014-09-05T16:50:22 717-04:00
/al User Tester]

| Count 2

Conflict At Approval No

Location Aftributes Valve Enabled

Figure 7-4: Promotion Window

The Promotion Window can include the following information about the Promotion:

Note: Depending upon the configuration and/or status of the

Promotion, some information may not be displayed.

e General Information - General information about the Promotion. This includes the

following information:
- Promotion Id - Unique ID for the Promotion.
- Name - The name of the Promotion.

- Description - A description of the Promotion.

- Type - The type of Promotion (Coupon, Product, Message, or Award).
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- Campaign Name - The name of the associated Campaign.

- Promotion Start Date - The date on which the Promotion begins.

- Promotion End Date - The final date of the Promotion.

- Status - Current status of the Promotion.

- Create Date - Date on which the Promotion was created.

- Create User Id - ID of the User who created the Promotion.

- Update Date - Most recent date on which the Promotion was updated.
- Update User Id - Last User to update the Promotion.

Social Listening - Displays the social networks used by the social listening process
(See below). This information is only displayed for Promotions that use social listening.

Event Description - A description of the Promotion Event. Displayed only if the
Promotion uses the Clienteling Channel.

Attachments - Links to files attached to the Promotion. Displayed only if the Promotion
uses the Clienteling Channel.

Event Image - Displays an image associated with the Promotion. Displayed only if the
Promotion uses the Clienteling Channel.

Generic Attributes - The Generic Attributes assigned to the Promotion. This section
displays the name of each Attribute assigned to the Promotion and its value.

Award Certificate - The Certificate awarded by the Promotion. This information is
displayed only for Award Promotions.

- Card Type Name - Name of the Card Type receiving the Certificates.
- Award Program - Award program receiving the Certificates.

- Coupon Prefix - The prefix to assign to the coupon number.

- Certificate Type - E-Award or Entitlement Coupon.

- Amount - The amount of an e-award.

- Deal Coupon - The description of an entitlement deal.

- Discount Type - The type of discount offered for the promotion through the
Deal Coupon.

- Issue Option - Indicates which types of cards are eligible for the award
program.

- Award Validity Period - Period of time during which the Certificate will be
valid.

- Start Date - First date on which the Certificate is valid.
- End Date - Last date on which the Certificate is valid.

Export/Approve Status - Information about the export or approve status of the
Promotion.

- Last Export Date - Date on which the Promotion was most recently exported.
- Last Export User - ID of the User who performed the most recent export.

- Export Count - Number of times the Promotion has been exported.
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- Last Approval Date - Date on which the Promotion was most recently
approved.

- Last Approval User - ID of the User who performed the most recent approval.
- Approval Count - Number of times the Promotion has been approved.

- Conflict at Approval - Indicates whether there were any Conflicts at the most
recent approval. The Enable Promotion Conflict property controls this option.
See the Implementation Guide for more information.

Included Locations - The Locations included in the Promotion. This List displays
the following information for each Location:

- Location Attributes - The Attribute used to determine Location eligibility.
- Value - The Attribute value used to determine Location eligibility.
- Enabled - Indicates whether the Location inclusion rule is currently enabled.

Excluded Locations - The Locations excluded from the Promotion. This List displays
the following information for each Location:

- Location Attributes - The Attribute used to determine Location exclusion.
- Value - The Attribute value used to determine Location exclusion.
- Enabled - Indicates whether the Location exclusion rule is currently enabled.

Associated Deals - The Deals that are associated with a Product or Coupon
Promotion. This List displays the following information for each Deal:

Tip: Click a deal in the Associated Deals List to open the Deal in a
Deal Window (see Deal Window for more information).

- Deal ID - The numeric ID of the Deal.

- Deal Name - The name of the Deal.

- Deal Type - The type of Deal.

- Deal Code - The Deal Code for the Deal.

- Coupons Defined - The number of Coupons defined for the Deal. This field is
displayed only for Coupon Promotions.

The field value provides a Link to View Coupon Codes for the Deal.

- Enabled - Indicates whether the Deal is enabled for the Promotion.

- Serialized Coupons - Indicates whether the Coupons are serialized. This field is
displayed only for Coupon Promotions.

Promotion Targets - Information about the Promotion targets.

- Promotion Targets - Indicates the type of targeting used by the Promotion (Non-
exclusive or Exclusive).

- Targeting Type - Indicates whether the targeting is Static or Dynamic. This field
is displayed only for dynamically targeted Promotions.

- Dynamic Targeting Option - The method used to update the Target (Targets
Added Only or Targets Added and Removed). This field is displayed only for
dynamically targeted Promotions.

Target List - This List displays the following information for each Target:
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- Target Name - The Name of the Target.
- Target Count Total - The number of Customers in the Target.

- Control Group Count - The number of Customers in the Target’s Control Group.
This field only appears if a Control Group is configured.

- Export Channels - The possible export channels for the Target. Contact rules are
displayed by channel:

*  Mail - Indicates whether the Target will be notified of the Promotion by
mail.

*  Email - Indicates whether the Target will be notified of the Promotion by
email.

*  Phone - Indicates whether the Target will be notified of the Promotion by
telephone.

*  ClientelingChannel - Indicates whether Associates will notify the Target of
the Promotion through the Clienteling Channel.

- Total - The total number of Customers in all Targets.

Promotion Costs - The overall costs of the Promotion.

- Budget Amount - The amount budgeted for the overall costs of the Promotion.
- Actual Amount - The actual amount of the overall costs of the Promotion.

Batch exporter filenames - The filenames selected for batch export at the Export
Channels step in Promotion creation. Displayed regardless of whether the export
files have been generated.

- Deals - Contains information on the Deals associated with the Promotion.
Displayed only if Deals have been associated with the Promotion.

- Deals and Promo-Deals Attributes - Contains information on the Attributes for
the Deals associated with the Promotion. Displayed only if Attributes have been
selected for Deals associated with the Promotion.

- Promotion - Contains information on the Promotion.

- Promotion Customer Targets - Contains a listing of the Customers selected as
Targets for the Promotion. Displayed only if Targets were selected for the
Promotion.

- Serialized Coupons - Contains a listing of the Serialized Coupons for the
Promotion. Displayed only if Serialized Coupons were enabled for the
Promotion.

- Award Coupons - Contains information on EAward / Entitlement coupons.

See Bulk Export to Batch for information on batch export of promotions.

Target Costs - The Target-specific costs of the Promotion.

- Budget Amount - The amount budgeted for Target-specific Promotion costs.
- Actual Amount - The actual amount of Target-specific Promotion costs.
Associated Franchisees - The Franchisees assigned to the Promotion.

- ID of the Franchisee

- Name of the Franchisee.
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Actions Menu

Social Listening - The social media listening settings for the Promotion. This
information is only displayed for Promotions that use social listening.

- Target Name - The name of the target.
- Social Network - The social network to which the Promotion is listening.

- Keyword(s) To Listen For - The keyword(s) for which the Promotion is
listening.

The Actions Menu for the Promotion Window has the following options:

Note: The options available in this menu will depend upon the
configuration of the system and the current status of the Promotion.
Some of the options below may not be available.

Edit - Update or Edit the Promotion. See Update a

Promotion. Edit
Copy - Open an editable copy of the Promotion. See Copy g:::te Coupons
a Promotion. Approve

Export Promotion Definition
Generate - Generate the Promotion (this option only Export To Batch
appears if the Promotion is targeted and the Target has not Terminate

yet been generated). See Generate a Promotion.

Create Coupons - Create additional Serialized Coupons for the Promotion (this
option only appears if the Promotion awards Serialized Coupons). See Create

Coupons.

Conflict Report - Open the Conflict Report for the Promotion (this option only
appears if the Organization is configured to perform Promotion Conflict analysis).
See Conflict Report.

Approve - Approve the Promotion (this option only appears if the Promotion has
not been approved). See Approve a Promotion.

Export Promotion Definition - Export the definition of the Promotion. See Export a
Promotion Definition.

Export To Batch - Export details of the Promotion. See Export a Promotion to Batch.

Terminate - Terminate the Promotion. See Terminate a Promotion.

View Coupon Codes

To view the Coupon Codes associated with a Deal, click the Link in the Coupons Defined
field. A Coupon Codes for Deal Window opens.
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Coupon Codes for Deal Window

The Coupon Codes for Deal Window displays a List of the Coupon Codes for a Deal
associated with a Promotion.

Coupon Codes for Deal: Deal 18

Coupon Code Media Description Coupons Generated

EFGO01 Telemarketing 88

HIJoo1 Amazon 88

Figure 7-5: Coupon Codes for Deal Window

The Window displays the following information for each Coupon Code in the List:
* Coupon Code - Coupon Code for the Coupon.
* Media Descriptor - Description of the media for the coupon.

¢ Coupons Generated - Number of coupons generated with the Coupon Code.

Open Promotion Scorecard

Click Scorecard in the Promotion Window to open the Promotion Scorecard for a
Promotion from the Promotion Window. The Promotion is then opened in the
Promotion Scorecard.

Update a Promotion

To update a Promotion, click EDIT in the Actions Menu in the Promotion Window.

The Promotion opens in the Promotion Wizard, with all of the editable fields populated
with the current Promotion configurations.

- Use Wizard Navigation to move through the Wizard.

- Make any necessary changes.

- Click save when you are finished making changes. The Wizard closes, saving the
entered configurations and returning to the Promotion List.

- Click cancel to exit the Wizard and return to the Promotion List without saving
the changes.

For more information about the fields and information to be entered, see Create a
Promotion.

Copy a Promotion

To create a new Promotion with the same configurations as the current Promotion:

Note: Some information will not be copied from the existing
Promotion to the new Promotion:

* Auto-created Campaigns
¢ End Dates in the past

¢ Coupon configurations

¢ Target information

* Options after saving
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1. Click Copy in the Actions Menu for the Promotion Window.

A copy of Promotion opens in the Promotion Wizard, prompting for the action to
perform on the current Promotion.

Source Promotion
Options

Source Promotion Options

4 save cancel next wp

With source promotion id 572, "tesit2”, | want to:
@ leave it unchanged.
* terminate and export it.

@ modify its end date and export it.
Figure 7-6: Source Promotion Options Step

2. Select the action to perform on the existing Promotion:
- leave it unchanged - Do nothing to change the existing Promotion.

- terminate and export it - Terminate the Promotion and export the termination to
the POS systems.

- modify its end date and export it - Change the end date for the Promotion and
export the Promotion, with its new end date, to the POS systems.

If you select this option, Customer Engagement prompts for the new End Date
and End Time.

Current End Date 2012 Apr 20 23:59:00
End Date  2012-04-10

EndTime 11 = 59 ~ PM -
Figure 7-7: New End Date and Time

1) Select the new End Date for the existing Promotion in the Calendar Menu.
2) Select the new End Time for the existing Promotion in the Time Menus.

3. Click next.

4. Edit the Promotion.

- Use Wizard Navigation to move through the Wizard.

- Make any necessary changes.

- Click save when you are finished making changes. The Wizard closes, saving the
new Promotion and returning to the Promotion List.

- Click cancel to exit the Wizard and return to the Promotion List without saving
the new Promotion.

For more information about the fields and information to be entered, see Create a
Promotion.

Generate a Promotion

Generating a Promotion creates a list of Customers targeted by the Promotion. This list is
created based upon the Target Segments associated with the Promotion.
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To Generate a Promotion, click Generate in the Actions Menu for the Promotion
Window. A Job starts to generate the Promotion. The results can be viewed through the
Process Queue. See page 1 in Chapter 19, “Process Queue” for more information.

Create Coupons

The Create Coupons option is used to create additional Coupons for a Promotion that
issues Serialized Coupons. To create additional Serialized Coupons for a Coupon
Promotion:

1. Click Create Coupons in the Actions Menu for the Promotion Window.

The Create Coupons Window opens.

Create Coupons: DEV-SerializedPromo (249)

Deal Id Deal Name Deal Type Coupon Code Current Count Additional Coupons

182 MK 913 Subtotal  SUBTOTAL_DISCOUNT AB001 23 (N

183 MK Test LINE_ITEM_DISCOUNT AB002 20 (N

Cancel | Create Coupons |

Figure 7-8: Create Coupons Window

2. Inthe Additional Coupons field(s) for each Deal in the Window, enter the number
of additional Coupons to create.

3. Click the Create Coupons button.

The Create Coupons Window closes, a confirmation message is displayed and the
Create Coupons Job is submitted. Use the Process Queue to view the Job progress
(see page 1 in Chapter 19, “Process Queue” for more information).

@) Job successfully submitted. Please check the process queue.

Figure 7-9: Job Submitted Successfully
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Conflict Report

To view a Conlflict Report, click Conflict Report in the Actions Menu for the Promotion
Window. If the Promotion has conflicts, the Conflict Report opens.

Confiict analysis of promotion 344 i

Conflicts were found in the following promotions

Target deal 80

Target deal 80 Source deal 50
_ITEM_ID_ 111100008 _ITEM_ID_ 111100008
_ITEM_ID_ 111100004 _ITEM_ID_ 111100004
_ITEM_ID_ 111100003 _ITEM_ID_ 111100003
_ITEM_ID_ 111100005 _ITEM_ID_ 111100005
_ITEM_ID_ 111100002 _ITEM_ID_ 111100002
_ITEM_ID_ 111100006 _ITEM_ID_ 111100006

B intarcarfng armone )

Figure 7-10: Conflict Report

The Conflict Report displays the following information:

¢ Conflicts were found in the following promotions - This section displays the IDs of
Deals that conflict with Deals in the Promotion.

e Target Deal XX - Where XX is the ID for the Deal within the Promotion that is being
conflicted with, this section displays the conflicts for Deal XX. For each Target Deal,
the following information is displayed for each conflict with the Deal:

- Target Deal XX - The Deal in the Promotion that is being conflicted with. This
section displays the following information:

*  Hierarchy Type - The Type of Item Hierarchy in the Target Deal that is being
conflicted.

*  Hierarchy ID - The Hierarchy ID in the Target that is being conflicted.

- Source deal XX - The Deal that is conflicting with the Deal in the Promotion.
This section displays the following information:

*  Hierarchy Type - The Type of Item Hierarchy in the Target Deal that is the
source of the conflict.

*  Hierarchy ID - The Hierarchy ID in the Target that is the source of the
conflict.

- (Conflict Description) - Describes the conflict between the Target Deal and the
Source Deal.

- Target deal XX is contained in multiple promotions - This message is displayed
if the Target deal is contained in other Promotions.

¢ Cross-reference of deals to promotions - This section displays cross-references from
Deals to Promotions. For each Deal in the Conflict Report, there is a line displaying
the Promotions that use the Deal.

¢ Cross-reference of promotions to deal - This section displays cross-references from
Promotions to Deals. For each Promotion in the Conflict Report, there is a line
displaying the conflicting Deals that are used by that Promotion.
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Approve a Promotion

To approve a Promotion, click Approve in the Actions Menu for the Promotion Window.
The Promotion status is set to Approved.

Export a Promotion Definition

To export a Promotion Definition, click Export Promotion Definition in the Actions
Menu for the Promotion Window. The definition of the Promotion is exported, and is
listed as an Export Promotion at the Process Queue page.

See Bulk Export Promotion Definition for a description of the information included in
the export file.

This option is not available for an Award Promotion.

Export a Promotion to Batch

To export a Promotion to batch, click Export to Batch in the Actions Menu for the
Promotion Window to export details about the Promotion, including Promotion Deals,
Promotion Deal Attributes, Promotion Targets, and Promotion Serialized Coupons. The
files are all listed at the Process Queue page under the Promotion Batch Export job for
the Promotion.

This option is available only if one or more types are selected for the Supported Batch
Exporter Types property.

See Bulk Export to Batch for a description of the information included in the export files.

Terminate a Promotion

To terminate a Promotion, click Terminate in the Actions Menu for the Promotion
Window. The Promotion is terminated.

Promotion Scorecard

The Promotion Scorecard displays information about the Customer response to a
Promotion. If you are associated with a Franchisee, the response and transaction totals
displayed are based on your Franchisee.

If Include Social Listening is selected for the Promotion, the Promotion Scorecard will
display the following tabs:

e Scorecard - General information about the Promotion.

* Facebook Scorecard - Information about social listening results from Facebook.

e Twitter Scorecard - Information about social listening results from Twitter.
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Scorecard
The Scorecard tab displays the following information:
Scorecard| Facebook Scorecard  Twitter Scorecard
Promotion Scorecard: AnotherETTest (268)

Campaign Id 252 Promcticn Id 268
Campaign Name AnotherETTest Promotion Name AnotherET Test

Response Summary

Active Customers

E-mail Channel Details

m

Target Net 't Net  cesponse Award Redeemed
o Total Sent Opened Clicked Undeliverable © e Respondents Non-Respondents  Response P Award
Name Targeted Delivery Rate Value
Rate Value
NewTest 4 3 0 0 0 4 3 o 4 0.00 0.00
Inactive Customers
E-mail Channel Details
Net Redeemed
T: t Re: Award
argel Total Sent Opened Clicked Undeliverable Het . et Respondents Non-Respondents  Response Sponse ) Award
Name Targeted Delivery Rate Rate Value Value

NewTest 1 1 1] 1] 0 1 1 0 1] 0.00 0.00

Financial Summary

Tarnat Nirart Indiract Trtal et MF Cnnde Frnee Marnin Promntinn Nat

Figure 7-11: Scorecard Tab

¢ Promotion Scorecard: [Promotion Name (Promotion ID)] - This section contains
basic information about the Promotion.

- Campaign Id - ID number of the Campaign to which the Promotion belongs.
- Campaign Name - Name of the Campaign to which the Promotion belongs.
- Promotion Id - ID number of the Promotion.

- Promotion Name - Name of the Promotion.

* Response Summary - This section contains information about the responses to the

Promotion. This information can be updated through the Promotion Response Data
Import task.

A separate List of totals is provided for Active Customers and Inactive Customers.
A customer might be inactive through a customer merge, dynamic target job
processing, or customer deletes.

If you are associated with any Franchisees, the totals in this section include
customers that belong to your Franchisee(s).

- Target Name - Name of the Target. A Target name ending in _CTL indicates a
control group. Non-Targeted is displayed as the Target Name for customers who
responded to the Promotion but were not included in Target Groups.

- Total - Number of Customers to whom emails were sent because they were in
the Target Group. For Non-Targeted totals, this is the number of non-targeted
customers who responded.

- Sent - Number of emails sent. This total is 0 for Non-Targeted customers.
- Opened - Number of emails opened.

- Clicked - Number of emails clicked on.

- Undeliverable - Number of emails that could not be delivered.

- Net Targeted - Total customers - Undeliverable emails.

- Net Delivery - Total number of emails Sent - Undeliverable emails.
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Respondents - Number of Customers in the Target who have responded to the
Promotion. This is the same as the Total for Non-Targeted customers.

Non-Respondents - Number of Customers in the Target who have not
responded to the Promotion. This is 0 for Non-Targeted customers.

Net Response Rate - Calculated by dividing the total number of Respondents by
the Net Delivery total. Set to 0.00 for Non-Targeted customers.

Response Rate - Calculated by dividing the total number of Respondents by the
Total number targeted. Set to 100.00 for Non-Targeted customers.

Award Value - The total value of Awards issued through the promotion.
Included only for an Award Promotion.

Redeemed Award Value - The total value of Awards redeemed. Included only
for an Award Promotion.

Financial Summary - This section contains a List displaying financial data about the
Segment Target responses to the Promotion, as well as costs associated with the
Promotion. This List displays the following information for each Target group:

If you are associated with any Franchisees, the totals in this section include
transactions that took place in locations associated with your Franchisee.

Target Name - Name of the Target. Non-Targeted is displayed as the Target
Name for customers who responded to the Promotion, but were not included in
Target Groups. Unidentified is displayed as the Target Name for customers who
responded to the Promotion, but do not exist in Customer Engagement.

Direct Revenue - Direct Revenue received from the Target: the total extended
selling price of all line items sold for the Target that were associated with the
Promotion.

Indirect Revenue - Indirect Revenue received from the Target: the total
extended selling price of all line items that were not associated with the
Promotion.

Total Revenue - Total Revenue (Direct + Indirect) received from the Target.

Cost Of Goods Sold - Total cost of goods sold to the Target for all line items,
whether included in Direct or Indirect Revenue.

Markdowns - Value of markdowns applied to Indirect line items.

Gross Profit - Gross Profit of sales made to the Target: Total Revenue - Cost Of
Goods Sold.

Margin % - Profit percentage of sales made to the Target: Gross Profit / Total
Revenue.

Net Profit - Net Profit of sales made to the Target: Gross Profit - Promotion Cost.

Promotion Cost - Cost of the Promotion for the Target. Calculated for each
Target group as follows:

1) Determine the percentage of the Total Revenue for the Promotion that is
made up of the Total Revenue for the Target. For example, if the Total
Revenue for the Promotion is $100,000, and the Total Revenue for the Target
is $25,000, then this percentage is 25.00%.

2) Use this percentage to allocate the Target’s share of the Promotion’s actual
cost (Actual Amount) from the Event-level Budget. For example, if the
Actual Amount is $40,000, then 25% of this Actual Amount is $10,000.
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3)
4)

5)

Determine the Target’s Actual cost per Channel. For example, $4,000.00.

Calculate the CPM for the Target-level Actual cost per Channel to determine
the Actual cost per Target Customer. For example, the CPM based on the
Target-level Actual cost is $4000.00, so the Target-level Actual CPM is $4.00
If there are 500 Customers in the Target, the result is $2,000.00.

Add the Target’s share of the Promotion’s Actual cost (step 2) + the Target-
level Actual cost per Channel for each Channel (step 3) + the total Target-
level Actual cost based on number of Target Customers and CPM (step 4) to
determine the Promotion Cost per Target. In the examples above, this would
be $10,000 + $4,000 + $2,000, or $16,000.

* Deal Summary - This section contains information about the Deals used by the
Promotion, and the resulting revenue. These Deals are organized by Target.

The following information is displayed for each Target:

Target: - The name of a Target for the Promotion.

Note: The Target may be a Customer Segment or Target Split.

The following Deal information is displayed for each Target:
- Deal Id - Unique ID for the Deal.
- Deal Name - Name of the Deal.

- Direct Revenue - Direct revenue received through the Deal: the total extended
price of all line items associated with the Deal for the Target.

- Coupon List - Additional information is included for a Coupon Promotion. For
each Coupon Code:

*

*

*

Coupon Code - ID Code for the Coupon.
Respondents - Number of Customers who redeemed a Coupon.

Transactions - Number of Transactions in which the Coupon Code was
redeemed.

Value of Discount - Total amount of the discounts given through the
Coupons.

Average Sales By Coupon - Average amount of the sales in the Transactions
in which the Coupons were redeemed: Direct Revenue for Coupon /
Transactions for Coupon.

Coupon Revenue - Total amount of line items using the Coupon Code.

Estimated Distribution - Estimated Distribution specified for Media for the
Coupon.

Response % - Percentage of Coupons distributed that have been redeemed,
calculated by dividing the Respondents by the Estimated Distribution.

* Additional Metrics - This section displays a List of additional sales metrics for the
Promotion.

If you are associated with any Franchisees, this section is displayed only if all your
Franchisees are associated with the Promotion.

For each Target:

- Target Name - The name of the Target.
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Promotion Cost Per Targeted Customer - Cost of the Promotion per Customer
targeted by the Promotion. Calculated based on the Budget information defined
for the Target:

1) Determine the Fixed Actual cost for the Target and Channel.

2) Determine the CPM Actual cost for the Target and Channel, divided by 1000
and then multiplied by the number of Targeted customers.

3) Determine the Target Revenue % by dividing the Total Target Revenue by
the Total Revenue.

4) Determine the Promotion Level Cost by multiplying the Promotion Level
Actual Cost by the Target Revenue %, calculated in the previous step.

5) Add the Fixed Actual cost (step 1) + the CPM Actual cost (step 2) + the
Promotion Level Cost (step 4).

6) Determine the Promotion Cost Per Targeted Customer by dividing the result
of step 5 by the number of targeted customers.

Promotion Cost Per Responded Customer - Cost of the Promotion per
Customer who responded to the Promotion. The calculation is very similar to
the Promotion Cost Per Targeted Customer, except that the response total is
used instead of the targeted total:

1) Determine the Fixed Actual cost for the Target and Channel.

2) Determine the CPM Actual cost for the Target and Channel, divided by 1000
and then multiplied by the number of responses.

3) Determine the Target Revenue % by dividing the Total Target Revenue by
the Total Revenue.

4) Determine the Promotion Level Cost by multiplying the Promotion Level
Actual Cost by the Target Revenue %, calculated in the previous step.

5) Add the Fixed Actual cost (step 1) + the CPM Actual cost (step 2) + the
Promotion Level Cost (step 4).

6) Determine the Promotion Cost Per Responded Customer by dividing the
result of step 5 by the number of responding customers.

Revenue Per Targeted Customer - Revenue received per Customer who was
targeted by the Promotion: the Target’s Direct Revenue / the total Targeted
customers.

Revenue Per Responded Customer - Revenue received per Customer who
responded to the Promotion: the Target’s Direct Revenue / the total responding
customers.

Net Profit Per Targeted Customer - Net Profit per Customer who was targeted
by the Promotion: the Target’s Gross Profit - the Promotion Costs / the total
Targeted customers.

Net Profit Per Responded Customer - Net Profit per Customer who responded
to the Promotion: the Target’s Gross Profit - the Promotion Costs / the total
responding customers.
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Facebook Scorecard

The Facebook Scorecard tab displays the social listening results for one social profile on
Facebook.

This tab is available if the Enable Social Media Access property is selected, Facebook is
enabled through the Social Media Types property, and the user has access through the
PromotionSocialListening Admin role.

Use the Social Profile Selection Menu to select the social profile to view.

The Facebook Scorecard displays the following information for the Promotion:

Scorecard Facebook Scorecard Twitter Scorecard

ﬁ Social Profile : Relate -

Social Listening Summary

Total Followers : 2 Known Followers - 9 Potential Reach : 27 Targeted Followers : 2 Potential Reach : 14

Social Listening Keywords Social Listening Results:
Target Name Keyword(s) Mentions Potential Reach

Twitter segment best o o

Twitter segment cyber 0 0

B T W N PR SO IR P L et S VRS S NPT L L SRR
Figure 7-12: Facebook Scorecard Tab

® Social Listening Summary - Summarizes the number of people who are likely to see
the Facebook posts for this social profile.

- Total Followers - Number of fans/followers of the social profile. This includes
people whose Facebook accounts are not in the Customer Engagement database.

- Known Followers - Number of Customers in Customer Engagement with
Facebook accounts associated with the social profile. This includes Customers
not targeted by the Promotion.

- Potential Reach - Number of Facebook friends of all the Known Followers.
- Targeted Followers - Number of Known Followers targeted by the Promotion.
- Potential Reach - Number of Facebook friends of the Targeted Followers.

* Social Listening Keywords - Displays information about the keyword(s) listened for
by the Promotion. Click a row to view the messages, in the Social Listening Results
section, containing the keyword(s).

- Target Name - Name of the Promotion Target.
- Keyword(s) - Keywords listened for by the Promotion.

- Mentions - Number of Facebook posts made by targeted Customers that contain
the keyword(s).

- Potential Reach - Number of people who may have seen the posts containing
the keyword(s). This is the number of Facebook friends of targeted Customers
who have made posts containing the keyword(s).
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* Social Listening Results - Displays the messages found by the social listener. You
must click a keyword set in Social Listening Keywords to view messages in this area.

g e T ,,__...,\."_‘,_/-—”~._',______,-..'—---___\,J-_,/.--f-" ""-_J,_../--"’\-\---". R L PP e ""_'\-—.._
( Social Listening Keywords Social Listening Results: #BestTVOnSaleNow
Y

i Target Name Keyword(s) Mentions Potential Reach E 3
) | Customer Sample b
I» Twitter segment  #TVOnSale 1 2 | § @CSSample

Ef #BestTVOnSaleNow f
; 4
O U U N PV S U Srop S x_r..-l\_-___‘...._.-ﬁ_.“«.\_m-‘.a

Figure 7-13: Social Listening Results

Twitter Scorecard

The Twitter Scorecard tab displays the social listening results for one social profile on
Twitter.

This tab is available if the Enable Social Media Access property is selected, Twitter is
enabled through the Social Media Types property, and the user has access through the
PromotionSocialListening Admin role.

Use the Social Profile Selection Menu to select a social profile to view.

The Twitter Scorecard displays the following information for the Promotion:

Scorecard Facebook Scorecard Twitier Scorecard

| l Social Profile :  siemrarelate -

Social Listening Summary

Total Followers : 0 Known Followers : 7 Potential Reach : 8 Targeted Followers : 1 Potential Reach : 2

Social Listening Keywords Social Listening Results:

Target Name Keyword(s) Mentions Potential Reach

Twitter segment Monday o o

Twitter segment cyber 0 0
il AR gy | P itk SN s o e _..’“—-- - - st . ol b agtle, | gektssds B A ap i s

Figure 7-14: Twitter Scorecard Tab

® Social Listening Summary - Summarizes the number of people who are likely to see
the Twitter posts for this social profile.

- Total Followers - Number of followers of the social profile. This includes people
whose Twitter accounts are not in the Customer Engagement database.

- Known Followers - Number of Customers in Customer Engagement with
Twitter accounts associated with the social profile. This includes Customers not
targeted by the Promotion.

- Potential Reach - Number of Twitter followers of all the Known Followers.
- Targeted Followers - Number of Known Followers targeted by the Promotion.
- Potential Reach - Number of Twitter followers of the Targeted Followers.

* Social Listening Keywords - Displays information about the keyword(s) listened for
by the Promotion. Click a row to view the messages, in the Social Listening Results
section, containing the keyword(s).

Oracle Retail Customer Engagement Cloud Services User Guide 7-25



Event Manager

- Target Name - Name of the Promotion Target.
- Keyword(s) - Keywords listened for by the Promotion.

- Mentions - Number of Twitter posts, by targeted Customers, containing the
keyword(s).
- Potential Reach - Number of people who may have seen the posts containing

the keyword(s). This is the number of Twitter followers of targeted Customers
who have made posts containing the keyword(s).

* Social Listening Results - Displays the messages found by the social listener. You
must click a keyword set in Social Listening Keywords to view messages in this area.

#BestTVOnSaleNow

{.—of..-_-/—' R W ,.__.-.,\."__,_/-—”~__“______,-..'—---___\,J-_,/.--f-" ""'.J..--/"'""\"'»,- R L PP e ""_'\-—.._
( Social Listening Keywords Social Listening Results: #BestTVOnSaleNow
Y

i Target Name Keyword(s) Mentions Potential Reach 3
) Customer Sample b
i Twitter segment  #TVOnSale 1 2 | @CSSample

)

i

4
3
e ‘...,,M B PR S S S e ___'uu-‘w-——-._d-l-w-““\-, et

Figure 7-15: Social Listening Results

Event Manager

Note: The Event Manager can only be opened for Promotions in
which, during the Export Channels step in the Create a Promotion
procedure, the Clienteling Channel option was enabled for at least
one Target.

The Event Manager allows Users to view a Promotion Event and manage Event Tasks
created by and associated with a Promotion. The Event Manager displays the following
information:

Promotien List @ Promotion Event: Promo CRM-930 (560) ®

[scorecora | rcvors S
General Information Event Description Event Image Task Status breakdown
Fromotion Id 560 E =
Name Promo CRM-930
Description Promo CRM-830
Campaign Name Promo CRM-930 ,‘ | -

Promotion Start Date 2014 Jul 31 00-00:00 Attachments : ‘ :
Promotion End Date 2015 Jul 11 23:59:00 There are no documents attached for this

Status Approved event. IN_FROGRESS

Date 2014-07-31 =1 (25.00%)

Create User Id Relate
Update Date 2014-08-05
Update User Id Tester1

Tasks
Task Status T———_v
Customer Id = First Name = Last Name - Phone Number = Status -+
17893 44134 James Madison IN_PROGRESS
2119 44410 John Marshall OPEN

Figure 7-16: Event Manager

e General Information - General Information about the Promotion Event. This
includes the following:

- Promotion Id - ID of the Promotion.
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- Name - Name of the Promotion.

- Description - Description of the Promotion.

- Type - Promotion type.

- Campaign Name - Name of the Campaign to which the Promotion belongs.

- Promotion Start Date - Date and time on which the Promotion becomes
effective.

- Promotion End Date - Date and time on which the Promotion is last effective.
- Status - Status of the Promotion.
- Create Date - Date and time at which the Promotion was created.
- Create User Id - ID of the User who created the Promotion.
- Update Date - Date and time at which the Promotion was last updated.
- Update User Id - ID of the User who most recently updated the Promotion.
¢ Event Description - Description of the Promotion Event.
e Attachments - Links to files attached to the Promotion Event.

e Task Status breakdown - Chart of the Tasks associated with the Promotion Event,
displaying the number of percentage of Tasks with each Task status.

e Task Status - Filters the List to show only the Tasks with the Task Status selected.
This Selection Menu has the following options:

- All - Show Tasks of all statuses.

- OPEN - [DEFAULT] Show only open Tasks.

- IN_PROGRESS - Show only Tasks that are in progress.

- CANCELLED - Show only Tasks that have been cancelled.
- CLOSED - Show only Tasks that have been closed.

® Tasks - List of the Tasks associated with the Promotion Event. This List displays the
following information for each Task:

- TaskId - ID of the Task.

- Customer Id - ID of the Customer associated with the Task.
- First Name - Customer first name.

- Last Name - Customer last name.

- Email - Email address of the Customer.

- Phone Number - Phone number of the Customer.

- Status - Status of the Task.

Actions Menu
The Actions Menu for the Event Manager has the

following options: Actlons

e New Task - Add a new Task to the Promotion Event. Mew Task
See Add a Task. View Customer List
Refresh
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e View Customer List - View the list of Customers associated with the Promotion
Event. See Contact List.

* Refresh - Refresh the screen to view any updates.

Open a Task

To open a Task in the Event Manager, click the Task in the Task List. The Task opens in an
Edit Task Window.

Open Promotion Scorecard

To open the Promotion Scorecard for the Promotion associated with the Promotion
Event, click, the SCORECARD button. The Promotion is opened in a Promotion
Scorecard.

Add a Task

To add a Task to a Promotion Event:
1. Click the New Task button in the Event Manager Actions Menu.
A Create New Task Window opens.

En
Create New Task

Task Type: | EVENT Creator. ameske Status: OPEN

Start Date: 2015-01-16 StartTime 12 = Duration:
End Date: |2014-07-31 End Time

Subject: |test Friority:

Location:  None

Event: | 1217 | test

Assigned User

User ID

Assigned Customer

Customer Id Flrst Name Last Name Home Locatlon

Notes

Notes Note Type Create User Id Create Date

Figure 7-17: Create New Task Window

2. Enter the information for the Task:

Note: Most of the fields in this Window cannot be edited. For a
description of all of the fields in the Window, see Edit Task Window.
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- Location - This Selection Menu determines the Location where the Task is to be
performed.

- Status - The status of the Task.
- Duration - The duration of the Task.

Tip: Use this field to automatically set the End Time to a time, of the
selected duration, after the selected Start Time. The End Time Time
Menus cannot be edited directly.

If necessary, assign a User to the Task (see Add/Change User). The Assigned User
List displays the User assigned to the Task.

The following information is displayed for the assigned User:
- UserID - ID of the User.
- Name - Name of the User.

- Email - Email of the User.

Associate a Customer with the Task (see Add/Change Customer). The Assigned
Customer List displays the Customer associated with the Task.

The following information is displayed for the associated Customer:
- Customer Id - ID of the Customer.

- First Name - Customer first name.

- Last Name - Customer last name.

- City - Customer city.

- State - Customer state.

- Home Location - Home location for the Customer.

If necessary, add a Note(s) to the Task (see Add a Note). The Notes List displays the
Notes added to the Task.

The following information is displayed for the Notes:

- Notes - Text of the Note.

- Note Type - Type of Note.

- Create Userld - ID of the User who entered the Note.
- Create Date - Date the Note was created.

Click SAVE to create the Task and close the Window.

To close the Window without saving changes, click the X (E(]) in the top-right
corner.
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Contact List

To view a List of Customers associated with a Promotion Event, click View Customer
List in the Event Manager Actions Menu.

A List of Customers associated with the Promotion is displayed in a Contact List.

| I |

Contact List
Promotion Id - 562 Promotion Name - March 14 Event

Total Count : 29

Customer Id First Name Last Name Address City Phone Number  Email ."
101 James Allen 257 SAMPLE STREET LAS VEGAS imadison@example.com ‘
106 John Wright 1234 SAMPLE AVENUE LAS VEGAS ‘

Figure 7-18: Contact List

The Contact List displays the following information:

¢ Promotion Id - ID of the Promotion.

¢ Promotion Name - Name of the Promotion.

e Total Count - Total number of Customers associated with the Promotion.

e A List of Customers associated with the Promotion. This List displays the following
information for each Customer:

- Customer Id - ID of the Customer.

- First Name - Customer first name.

- Last Name - Customer last name.

- Address - Street address of the Customer.

- City - Customer city.

- Phone Number - Customer phone number.

- Email - Customer email address.

Actions Menu

Actlons
The Actions Menu for the Contact List has the following options:

* Refresh - Refresh the screen to view any updates. Refresh

Print Contact List

To print the List of Customers associated with a Promotion, click the Print button. The
printing process will then follow the rules and settings for your system and browser. See
your system documentation for more information.
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Edit Task Window

The Edit Task Window allows Users to view and edit Task information:

Edit Task

[seve T custome Tacuons N

Task Type:
Start Date:
End Date:

Subject:
Location:

Event:

EVENT Creator: Relate Status: OPEN -
2012-03-14 Start Time : Duration:
End Time e Al Update User Id
Promotion Id:562:March Priority: Update Date
None -

562 | March 14 Event

Assigned User

User ID

rmartin

Name Emall

rmartin jmadison@example.com

Assigned Customer

Customer Id Flrst Name Last Name Clty State Home Locatlon

106

Debora Wright LAS VEGAS MY 463

Note Type Create Userld Create Date

Figure 7-19: Edit Task Window

The Edit Task Window contains the following information:

Task Type - Type of Task.

Start Date - The date on which the Task starts.
End Date - The date on which the Task ends.
Subject - This subject of the Task.

Location - This Selection Menu determines the Location where the Task is to be
performed.

Event - The Promotion associated with the Task.

Creator - ID of the User who created the Task.

Start Time - The time at which the Task starts

End Time - The time at which the Task ends.

Priority - The priority assigned to the Task.

Status - The status of the Task.

Duration - The duration of the Task.

Update User Id - ID of the User who most recently updated the Task.
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¢ Update Date - Date on which the Task was most recently updated.
* Assigned User - A List containing the User assigned to the Task.
The following information is displayed for the User:
- UserID - ID of the User.
- Name - Name of the User.
- Email - Email of the User.
* Assigned Customer - A List displaying the Customer associated with the Task.
The following information is displayed for the Customer:
- Customer Id - ID of the Customer.
- First Name - Customer first name.
- Last Name - Customer last name.
- City - Customer city.
- State - Customer state.
- Home Location - Home location for the Customer.
* Notes - A List containing Notes added to the Task.
The following information is displayed for the Notes:
- Notes - Text of the Note.
- Create Userld - ID of the User who entered the Note.

- Create Date - Date the Note was created.

Edit a Task

To edit a Task in the Event Manager:
1. Open a Task in the Event Manager.
The Task opens in an Edit Task Window.

2. Make updates to the fields.
The following fields can be updated:

- Location - This Selection Menu determines the Location where the Task is to be
performed.

- Status - The status of the Task.

- Duration - The duration of the Task.

Tip: Use this field to automatically set the End Time to a time, of the
selected duration, after the existing Start Time.

- Assigned User - A List containing the User assigned to the Task.

*  To add or change the User assigned to a Task, see Add/Change User.

*  To delete an assigned User, see Remove a User.

- Assigned Customer - A List displaying the Customer assigned to the Task.
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*  To add or change the Customer associated with a Task, see Add/Change
Customer.

*  To delete a Customer association, see Remove a Customer.

- Notes - A List containing Notes added to the Task.
*  To add a note to a Task, see Add a Note.
3. Click the Save button when you are finished.

The changes are saved and the Window closes.
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Create a Coupon Promotion

To create a Coupon Promotion, do the following;:
1. Click CREATE in the upper-right corner of the Promotion List page.
The New Promotion Wizard opens on the Promotion Type step.

Promotion

*+ Promotion Type

Promotion Type
4 cancel next bp

Promotion Type
':‘Cuupon Enable Serialized Coupon Management
@ proguct
Message

Award

Review

Review

Figure 8-1: New Promotion Wizard

2. In the Promotion Type step in the New Promotion Wizard, select Coupon.

3. Use the Enable Serialized Coupon Management Check Box to indicate whether the
Coupon Promotion will use Serialized Coupons. This Check Box is only available if the
Serialized Coupon Enabled Flag configuration is set to Yes. See the Implementation Guide
for more information about the Serialized Coupon Enabled Flag configuration.

4. Click next.
The General Information step opens.

5. Configure the General Information for the Promotion:

General Information

44 previous cancel next kp

MName
Description

Include Social Listening [

Figure 8-2: General Information Step
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Enter the Name of the Promotion in the Name Text Field.
b. Enter a Description of the Promotion in the Description Text Field.

¢. Use the Social Listening Check Box to indicate whether social-media listening
features will be enabled for the Promotion.

Note: This Check Box is only available if social media access has been
enabled in System Configuration, and the User has been assigned the
System Admin and/or PromotionSocialListeningAdmin Role. See the
Implementation Guide for more information about System
Configuration, configuring social media access, and User Roles.

6. Click next.
The Campaign step opens.
7. Select how the Campaign should be associated with the Promotion:

44 previous save cancel next kpr

& Auto create campaign

 Associate promotion with existing campaign

" Create a new campaign for this promotion
Figure 8-3: Campaign Step
- Auto create campaign - Customer Engagement will automatically create a new
Campaign.

- Associate promotion with existing campaign - Select a previously-created
Campaign to associate with the Promotion.

If you select this option, a Campaigns Selection Menu opens.

& Associate promaotion with existing campaign

Campaigns I(F'Iease select) j
Figure 8-4: Campaigns Dropdown Menu

Select the Campaign you are associating with this Promotion using the
Campaigns dropdown menu.

- Create a new campaign for this promotion - Manually create a new Campaign
that will then be associated with this Promotion.

If you select this option, Name and Description fields open.

& Create a new campaign for this promotion

Name I

=
=

Description

Figure 8-5: Create Campaign Fields

1) Enter the Name of the Campaign in the Name field.
2) Enter a Description of the Campaign in the Description field.
8. Click next.
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The Start/End Date step opens.
9. Configure the Start and End Dates for the Promotion:

Start / End Date

44 previous save cancelr

Start Date [2011-09-08

Start Time IE”:DU v”M\-ﬂ 'l

End Date |

End Time I‘I‘I v”:59 v”F'I\-ﬂ 'I

Figure 8-6: Start/End Date Step

a. Select the Start Date for the Promotion using the Start Date Calendar Menu.
b. Select the Start Time for the Promotion using the Start Time Time Menus.
c. Select the End Date for the Promotion using the End Date Calendar Menu.
d. Select the End Time for the Promotion using the End Time Time Menus.

10. Click next.

- If Franchisee support is not enabled, the Generic Attributes step opens.
Continue with step 13.

- If Franchisee support is enabled, the Promotion Franchisees step opens.
Continue with the next step.

Note: See the Implementation Guide for more information about
Franchisee support.

11. Select the Franchisee(s) to associate with the Promotion.

Select Franchisee(s)

Select Franchisee ID  Name Description
|:| 2 NY Franchisee NY Franchisee
|:| 1 OH Franchisee OH Franchisee

Figure 8-7: Promotion Franchisees Step

Oracle Retail Customer Engagement Cloud Services User Guide 8-3



Create a Coupon Promotion

12. Select next.
The Generic Attributes step opens.

13. Select or enter the configuration values for each of the Required Attributes.

Generic Altributes

<4 previous save cancel:r

Generic Attributes

Required
Back to School Back to Schoo
No 3
Optional
ST LOC ATTRIBUTE ST LOC ATTRIBUTE ﬂ
st date st date Add

Figure 8-8: Generic Attributes Step

14. Configure any necessary Optional Attribute(s):
- To Add an Attribute:
1) Select the Add button for the Attribute.
A configuration field opens.
2) Select or enter the configuration value for the Attribute.
- To delete an Attribute, select the Delete button for the Attribute.
The Attribute is deleted.
15. Select next.
The Associated Locations step opens.

16. Define the Location Eligibility Rules for the Promotion.

Associated Locations

44 previous save cancel next kpr

Associated Locations

Included Locations

All locations are included by default. No specific locations are included. Click here to add one

Excluded Locations

Mo locations are specifically excluded. Click here to add one.

Figure 8-9: Associated Locations Step
- For instructions on configuring Location Eligibility Rules, see Define Location
Eligibility.
- For more information about Location Eligibility Rules, see Location Eligibility.
17. Click next.

The Associate Deals step opens.
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18. Add the Deal(s) for the Promotion:

Associate Deals

44 previous save cancelr

Associated Deals

Delete M

Deal Id Deal Name Deal Type Deal Code Enabled

Figure 8-10: Associate Deals Step

a Click the Add button.
A Deal List Window opens.

Select the deal(s) you wish to associate and click "Add".

Max. Deal Id Aftribute Type Intended Use Any -

Deal Typ Intended Industry  (Please select) -

Deal Name Deal Type

Deal 725 ltem Price Override
BuyXGetY Buy X Get Y

test Transaction Discount
WSDL-Deal-11 Nth item discount
WSDL-Deal-10 Buy X Get Set
WSDL-Deal-9 Item Price Override
WSDL-Deal-7 Buy X Get Y
WSDL-Deal-6 Buy X Get X
Culinary Deal 2 Line ltem Discount
Culinary Line ltem Discount

| Cancel ‘ Add ‘

Figure 8-11: Deal List Window

e. If necessary, use the Filter fields to display a subset of Deals.

*  Max Deal Id - This Text Field filters the List with a maximum number for

the Deal ID. The List will only show Deals with an ID less than or equal to
the entered value.

*  Attribute Type - This Selection Menu filters the List by the type of Attribute
assigned to the Deal. Select All [DEFAULT] to view Deals with any or no
Attribute assigned.

Upon selecting an Attribute Type, another Filter field opens that can be used
to filter the List by Attribute value. The type of field depends upon the
Attribute’s Data Type.

Aftribute Type All - Affribute Type CREATED_BY -

Figure 8-12: Attribute Value Fields

Deal Type - This Selection Menu filters the List by Deal Type, and contains
all the types of Deals that can be created in Customer Engagement. Select
All [DEFAULT] to view all types of deals.

*  Intended Use - This Selection Menu filters the List by the Intended Use of
the Deal.
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*  Intended Industry - This Selection Menu filters the List by the intended
industry of the Deal: either Merchandise or Culinary.

f. Click a Deal to select it. You can select multiple Deals.

g. Click the Add button to add the Deal(s) to the Promotion, or click the Cancel
button to exit the Window without changing the List of Deals associated with
the Promotion.

Deal Id Deal Name Deal Type Deal Code Enabled

260 0907_51 Line ltem Discount I Il
Figure 8-13: Deal Added

h. If necessary, return to step a to add another Deal to the Promotion.

19. For each Deal in the Associated Deals List that will have a Deal Code assigned to it,
enter that Code in the Deal Code Text Field.

20. For each Deal in the Associated Deals List, use the Enabled Check Box to select
whether the Deal will be active in the Promotion.

21. Click next.
The Promo-Deal Attributes step opens.

22. Configure the Promo-Deal Attributes for the Promotion event:

Promo-Deal Atiributes

44 previous cancel next kp

Promo-Deal Attributes

[ Bypass deal attributes for this event

Deal 6 - Buy 1 Get 1 Jean Sale

test logic test logic desc

No -
Figure 8-14: Promo-Deal Attributes Step

a. Use the Bypass deal attributes for this event Check Box to determine whether
Promo-Deal Attributes will be used for this Promotion event:

*  Checked ([#) - Attributes will NOT be used. The available attributes are
removed from the screen. Continue with step 23.

*  Unchecked ([7) - Attributes will be used. The available attributes are
displayed. Continue with the next step.

b. Configure the Attribute(s) for the Promo-Deal(s).
23. Click next.
The Coupon Codes step opens.
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24.

For each Deal, define the Coupon Code to associate with the Deal:

Deal id Deal Name Deal Type Deal Group Coupon Codes

260

25.
26.

27.

28.

29.

30.

31.

Coupon Code I

Get next coupon id

0907_51 Line Item Discount 0 2600 -
Media Description I

Estimated Distribution |

Add

Figure 8-15: Coupon Codes Step

- To specify a Coupon Code, enter it into the Coupon Code Text Field.

- If the Organization is configured for Promotion Coupon (Ring Code)
Management, click the Get next coupon id Link to add a sequentially-generated
Coupon Code. See the Implementation Guide for more information about this
configuration.

For each Deal, enter a Media Description for the Deal’s Coupons.

If Enable Serialized Coupon Management was not enabled, enter the Estimated
Distribution for each of the Coupons in the Promotion.

To add a new set of Coupons to the Deal, click the Add Link, then repeat steps 24-25
for the new Coupon.

To delete an unneeded set of Coupons from a Deal, click the Delete Link above the
Coupon Code field.

If necessary, select the Deal Group for the Deal. Deal Groups are available only if
Promotion Coupon (Ring Code) Management is enabled. See the Implementation
Guide for more information about this configuration. To change the Deal Group:

a. Click current Deal Group name. 0 232
A menu opens with a List of Deal Groups in the Promotion. 02321
b. Click the Deal Group to select it.
o 230l
The menu closes and the new Deal Group name is displayed.
0 222

Click next.
The Define Targets step opens.
Define the Segment Target Eligibility Rules for the Promotion:

44 previous save cancel]

Define Targets

© Untargeted  Exclusive " Non-exclusive

Figure 8-16: Define Targets Step

a. Use the Radio Buttons to select the type of Targets.
*  Untargeted - [DEFAULT] The Promotion has no Segment Targets.

If you selected Include Social Listening, continue with step 42 on page 16.
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If you did not select Include Social Listening, continue with step 48 on
page 19.

*  Exclusive - The Promotion is only limited to Customers within the eligible
Segments. Continue with step b.

*  Non-exclusive - The Promotion is directed toward eligible Segments, but
other Customers can take advantage of it. Continue with step b.

b. The next step you perform depends upon the configuration of both your system
and your User account:

*  If the Targeting Type Radio Buttons open, continue with step c.
Targeting Type: '@ Static Targeting ' Dynamic Targeting
Figure 8-17: Targeting Type

*  Otherwise, continue with step e.

Important: The Targeting Type Radio Buttons will only open if
Dynamic Targeting is enabled, and you have been assigned either the
PromotionDynamicTargetAdmin or SystemAdmin Role. See the
Implementation Guide for more information about enabling software
features and configuring Roles.

c. Select the Targeting Type for the Promotion.

*  Static Targeting - Once the Target is created, the list of Customers in the
Target will not change.

Continue with the following step.

*  Dynamic Targeting - After creating the Target, the list of Customers in the
Target will be altered each time the Dynamic Promotions Job runs.

Important: The Dynamic Promotions Job should not be run on the
same day after a Dynamic Promotion is generated. See Dynamic
Promotions for more information.

Dynamic Targeting Option Radio Buttons open.
Dynamic Targeting Option: @ Targets Added Only ) Targets Added and Removed

Figure 8-18: Dynamic Targeting Option

Continue with step d.
d. Select the Dynamic Targeting Option for the Promotion.

*  Targets Added Only - When the Dynamic Promotions Job runs, any new
Customers found that meet the Target criteria are added to the Target. All
Customers currently in the Target remain in the Target.

*  Targets Added and Removed - When the Dynamic Promotions Job runs,
only the Customers who meet the Target criteria will be included in the
Target. If a Customer is in the Target before the Job runs, but no longer meets
the criteria, that Customer is removed from the Target.
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e. Define the Segment Targets for the Promotion.

Note: If Franchisee support is enabled, and one or more Franchisees
are associated with the Promotion, the Promotion will create a default
Target of the Customers associated with the selected Franchisee(s).

For instructions on configuring Segment Eligibility Rules, see Define
Segment Eligibility.

For more information about Segment Eligibility Rules, see Segment/Target
Eligibility.

32. Click next.

- If you selected Static Filtering (see above), the Define Target Filtering Step
opens. Continue with the next step.

- If you selected Dynamic Targeting (see above), the Control Groups step opens.
Continue with step 38 on page 11.

33. Define the Target Filter for each Segment Target:

44 previous save cancel]

Define Target Filtering

Customer
Target Name Filter Type Fiiftered Count
Count
Birthday Target 9040 [none =] [o040
Combined e
6659 MNone ¥ bBb5Y
Target | J |
Customer Household Consolidation [ None Ll

Target Count Total 15699
Filtered Count Total 15699

Figure 8-19: Define Target Filtering Step

a. Select the Filter Type for each Segment:

*

*

None - [DEFAULT] All Customers in the Segment are eligible.

Top Sales - Customers from the Segment will be chosen for eligibility by the
greatest total amount of purchases.

Random - Customers from the Segment will be chosen randomly for
eligibility.

b. If the Filter Type for the Segment is Top Sales or Random, enter the Filter Count
of Customers eligible for the Promotion.

Fiiter Type Fiitered Count

ITop Salesj IU

IRandom j IU

Figure 8-20: Enter Filter Count
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34. Use the Customer Household Consolidation Selection Menu to indicate whether
the Promotion will use household consolidation, and the rule for determining the
Customer who is the head of household.

This Selection Menu has the following options:
- None - Do not perform household filtering.

- LT Sales - Select head of household based on amount purchased over the
lifetime of their account.

- LT Transaction Count - Select head of household based on lifetime number of
transactions.

- Last Transaction Date - Select head of household based on the Customer who
performed the most recent transaction.

- Customer Attributes - Select head of household based on the Customer's
numeric attributes.

35. Click next.
The Split Targets step opens.

Split Targets

44 previous save cancelr

Split Targets

Target Name Customer Count Split Count %
Bithday Target 8000 100.00% Spiit
Combined Target 5000 100.00% Spiit

Figure 8-21: Split Targets Step
36. Filtered Targets can, optionally, be split into smaller, separate Targets. If necessary,
create Splits for the filtered Targets in the Promotion:

a. Click Split for each Split to be created in the Target (click Split once for two
Splits, click twice for three Splits, click three times for four Splits, etc.).

Target Name Customer Count Split Count %

Bithday Tamget 8000 100.00% Solit
[Birthday Target_1 | 2686 [33.33 Delete
[Birthday Target_2 2867 [33.34 Delete
|Birthday Target_3 2667 [33.34 Delete
Combined Target 000 100.00%

|Combined Targst_1 2500 [50.00 Delete
[Combined Target_2 2500 f50.00 Delete

Figure 8-22: Splits

b. Optionally, change the name of the Split in the Target Name field for each Split.
c. Adjust the Split distribution as necessary:

*

Change the number of Customers in each Split in the Split Count fields.

*

Change the percentage of Customers in each Split in the % fields.
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The total number of Customers in the Splits must equal the number of
Customers in the target. If the numbers are not equal, Split Count will display

the difference.

(-67) 0.00%
2686 [33.33
[2600 [32.50
2667 [33.34
(+500) 100.00%
3000 [50.00
[2500 [50.00

Figure 8-23: Split Counts Incorrect

d. If necessary, remove a Split by clicking the Delete Link for the Split.
37. Click next.

The Control Groups step opens.
38. Use the Radio Buttons to select the type of Control Groups:

Control Groups

44 previous save cancel next kpr
Control Groups

& None © Promotion Level o Target Level

Figure 8-24: Control Groups Step

Important: If Dynamic Targeting was selected for the Promotion, the
Control Groups created cannot be changed. The Customers in the
Control Group will remain in the Control Group throughout the
Promotion.

- None - [DEFAULT] The Promotion has no Control Group. Continue with step 39
on page 12.
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- Promotion Level - The Control Group Customers are pulled from each Split/
Target in proportions equal to the size of each Split/Target.

Control Groups

" None & Promotion Level o Target Level

Target Name Original Count New Count %
Birthday Target_1 2666 2666 20.51
Birthday Target_2 2667 2667 2052
Birthday Target_3 2667 2667 20.52
Combined Target_1 3000 3000 23.08
Combined Target_2 2000 2000 15.38
Iskadjf;Iskfjas - Ctl 0 I 0 0.00

Total 13000 13000 T100%

Figure 8-25: Control Group - Promotion Level

If this option is selected, determine the size of the Control Group by doing one of

the following:

*

Group.

*

- Target Level - The Control Group Customers are pulled from each Split/Target
in numbers specified individually for each Split/Target.

Control Groups

" None © Promotion Level © Target Level

Promotion Targets Control Groups

Target Name Original Count
Birthday Target_1 2666
Birthday Target_2 2667
Birthday Target_3 2667
Combined Target_1 3000
Combined Target_2 2000
Total 13000

Figure 8-26: Control Group - Target Level

If this option is selected, determine the size of each Control Group by doing one

New Count

2666

2667

2667

3000

2000

13000

Controi Group Count

In the New Count field, enter the number of Customers in the Control

In the % field, enter the percentage of the Customers in the Control Group.

0

0

0

of the following for each Split/Target:

*

Control Group.

*

39. Click next.

The Export Channels step opens.
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40. For each Split/Target, select the method used to contact the Customers in each Split/

Target.

44 previous save cancel next PP

Export Channels

Target Name Mail E-Mail / Baich Exporter Phone Channel Filter
ZIP20500_1 L] L] L] []
ZIP20500_2 [] [] [] []

Figure 8-27: Export Channels Step

- Mail - This Check Box determines whether the Customers in the Split/Target
will be contacted by Mail.

- E-Mail/Batch Exporter - This Check Box determines whether the Customers in
the Split/Target will be contacted by Email or through a separate system, with
notification through a batch export.

If this Check Box has a checkmark (Jw'), batch exporter file names are displayed.

Flease specify filenames for batch exporter files

FPromotion Export filename

Prefix |mry—MM4jd_HHmmss v| Static Name |-PromotionSync Suffix | None ~

Filename {myy-MM-dd_HHmmss}-PromotionSync

Targets Export filename

Prefix Emry—MMdd_HHmmssé R Static Name |-PromotionTargetsSync Suffix | None R

Filename {mny-MM-dd_HHmmss}-PromotionTargetsSync

Deals Export filename

Prefix | yyyy-MM-dd_HHmmss Static Name |-PromotionDealsSync Suffix | None ~

Filename {yyyy-MM-dd_HHmmss}-PromaotionDealsSync

Deals and Promo-Deals Attributes Export filename

Prefix |mfy—MM4jd_HHmmss v| Static Name |-PromotionDealsAttribute Suffix | None ~

Filename {yyyy-MM-dd_HHmmss}-PromotionDealsAltrib...

Senalized Coupons Export filename

Prefix |mfy—MM4jd_HHmmss v| Static Name |-PromotionSerialzedCour Suffix | None ~

Filename {yvyy-MM-dd_HHmmss}-PromotionSerializedC...

Figure 8-28: Batch Exporter Filenames Options

The following export filenames are configurable:

*  Promotion Export filename - Contains information on the Promotion.

*  Targets Export filename - Contains a listing of the Customers selected as

Targets for the Promotion. Displayed only if Targets were selected for the
Promotion.

Deals Export filename - Contains information on the Deals associated with
the Promotion. Displayed only if Deals have been associated with the
Promotion.

Deals and Promo-Deals Attributes Export filename - Contains information
on the Attributes for the Deals associated with the Promotion. Displayed
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only if Attributes have been selected for Deals associated with the
Promotion.

Serialized Coupons Export filename - Contains a listing of the Serialized
Coupons for the Promotion. Displayed only if Serialized Coupons were
enabled for the Promotion.

For each filename, you can override the following defaults:

*  Prefix - Indicates the format of the datetime stamp used as a prefix the

filename. Optional. Possible settings are yyyyMMdd_HHmmss, yyyy-MM-
dd_HHmmss, or none. Defaults from the Responsys Export Filename
Default Prefix property setting. See the Implementation Guide for more
information.

Static Name - The identifying filename. Defaults from the related property:
Responsys Promotion Deals Attributes Sync Default Filename, Responsys
Promotion Deals Sync Default Filename, Responsys Promotion Serialized
Coupon Sync Default Filename, Responsys Promotion Sync Default
Filename, or Responsys Promotion Targets Sync Default Filename. See the
Implementation Guide for more information.

Suffix - Indicates the format of the datetime stamp used as a suffix the
filename. Optional. Possible settings are yyyyMMdd_HHmmss, yyyy-MM-
dd_HHmmss, or none. Defaults from the Responsys Export Filename
Default Suffix property setting. See the Implementation Guide for more
information.

See Bulk Export to Batch in the “Promotions” chapter for details on the
generated export files.

- Phone - This Check Box determines whether the Customers in the Split/Target
will be contacted by Phone.

- Channel Filter - This Check Box determines whether the Customers in the Split/
Target will be contacted through a Channel Filter.

If this Check Box has a checkmark ([ ), Channel Filter options are displayed.

Tamget Name Mail [E-Mail / Baich Exporier Phone Channel Filler

Location Channel @ Filter l:‘

Associate Channel O

s [] [ 0 o

Figure 8-29: Channel Filter Options

Channel Filters have the following options:
*  Radio Buttons that determine the type of Channel.
Location Channel - Customers are contacted by the Location.

Associate Channel - Customers are contacted by their Assigned Associates.
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*  Filter - This Check Box determines whether the export channel is filtered. If
this Check Box has a checkmark (Jw), additional Channel Filter options are
displayed.

Filter (¥
Max Count Per <Store= 136

Method  Random -

Figure 8-30: Filter Options

*  Max Count Per <Type> - Determines the maximum number of target
Customers that will be contacted through the channel. This field is only
enabled if the Filter option was selected.

*  Method - Method used to select the Customers contacted. This field is only
enabled if the Filter option was selected. This Selection Menu has the
following options:

Random - [DEFAULT] Select Customers randomly.

Top - Recent Purchase - Filter the Customers based on the most recent
purchases.

Top - LT Sales - Filter the Customers based on the largest amount purchased
over the lifetime of their account.

Top - Numeric Attribute - Filter the Customers based on the highest
attribute value for a selected numeric attribute. If this option is selected, an
additional Channel Filter option is displayed.

*  Attribute - The numeric attribute used to determine the customers
contacted. This field is only enabled if the Filter option was selected and the
Top - Numeric Attribute was selected as the Method.

Method Top - Numeric Aftribute

Aftribute  (Please select) -

Figure 8-31: Numeric Attribute Filter

41. Click next.

If Include Social Listening was selected, the Social Listening step opens.
Continue with step 42 on page 16.

If the Channel Filter Export Channel was selected (and Include Social
Listening was not), the Event Definition step opens. Continue with step 46 on

page 18.

If neither Include Social Listening nor the Channel Filter Export Channel were
selected, the Budget step opens. Continue with step 48 on page 19.
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42. Define the keywords used by the Social Listening process:

Define Target Social Listening Keywords |—

Target Name Social Network Targeted Subscribers Keyword(s) To Listen For Copy Keywords |

44 previous cancel next kb

Keyword(s): Add Remove
n Copy To All

Copy To Same Network Only

Target Customers

m

Keyword(s): Add Remove
e Copy To All
Target Customers [\J 7822

Copy To Same Network Cnly |

Keyword(s): Add Remove

Copy To All
LG New Customers n 2387
Copy To Same Network Only

Figure 8-32: Social Listening Step

In Define Target Social Listening Keywords List, each social network configured for
the system is listed once for each Target defined for the Promotion.

a. Add a keyword set to the social network for a Target:
1) Click the Add Link for a social network.
A Text Area Field opens.
2) Enter the keyword(s) to listen for into the Text Area Field.
3) Repeat steps 1-2 for each keyword set to enter for the social network.

b. If necessary, copy the keyword sets to other social networks:

Important: Copying the keyword set(s) will REPLACE (rather than
add to) currently configured any keyword set(s).

For example, Network 1 has the keyword set “great item” and
Network 2 has the keyword sets “still shopping” and “fantastic
experience at the store”. The user then clicks the Copy To All Link for
Network 1. The only keyword set for Network 2 is now “great item”.

*  Click the Copy to Same Network Only Link to copy the keyword set to the
same social network for each Target.

For example, if you enter “fantastic sale” in one Twitter row, clicking the
Copy to Same Network Only Link will create a keyword set “fantastic sale”
to the Twitter row for every Target.

Click the Copy to All Link to copy the keyword set(s) to every social
network for every Target.

c. If necessary, remove a set of keyword set from a Target’s social network by
clicking the Text Area Field for the keyword set, then clicking the Remove Link.
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d.

Repeat steps a-c as necessary for each Target and social network.

43. Click next.

The Social Listening Schedule step opens.

44. Configure the frequency at which the Job will check social media:

Social Listening
Sched

44 previous cancel next kP

Complete the scheduling parameters for the social listening.

Social Listening Job Schedule

Job Execution Frequency

8.

(Please select) -
Figure 8-33: Social Listening Schedule Step

Select the Job Execution Frequency using the Selection Menu.

*  ONCE_LATER - Run the Segment Query at a later date or time.

*

DAILY - Run the Segment Query every day.
*  WEEKLY - Run the Segment Query once each week.
*  MONTHLY - Run the Segment Query once each month.

Use the Start Date Calendar Menu to select the start of the time range in which
the job will run.

If you selected a Job Execution Frequency of ONCE_LATER, continue with step
f.

Use the End Date Calendar Menu to select the end of the time range in which
the job will run.

*

If you selected a Job Execution Frequency of DAILY, continue with step f.

*

If you selected a Job Execution Frequency of WEEKLY, continue with step d.

*

If you selected a Job Execution Frequency of MONTHLY, continue with step
e.

Use the Day of Week Selection Menu to select the day of the week on which the
job will run. Continue with step f.

Use the Day of Month Selection Menu to select the day of the month on which
the job will run.

Use the Job Execution Time Time Menus to determine the time at which the job
will run.

Tip: It is recommended that you select a time that is within the Job_
Processing Window. If you select a time outside the Job Processing
Window, the Override Job Processing Window setting (see step g)

must be checked (J+) for the job to run.

Use the Override Job Processing Window Check Box to indicate whether the
job should run, even if it is scheduled outside the Job Processing Window.

45. Click next.
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- If the Channel Filter Export Channel was selected, the Event Definition step
opens. Continue with the next step.

- If the Channel Filter Export Channel was not selected, the Budget step opens.
Continue with step 48 on page 19.

46. Configure the Event Definition.

Event Definition

44 previous cancel next mr

Event Description

Event Image

Update Image

Event Documents
There are no documents attached for this event.
Aftach a document

Figure 8-34: Event Definition Step

a. Enter a description of the Event in the Event Description field.
b. If necessary, change the image file for the Event. To change the image:
1) Click the Update Image Link.
The Update Image Window opens.
2) Select the Action using the Radio Buttons.
Select Import Image, to add or change the image and continue with step 3.
Select Reset Image to remove the image and continue with step 4.
3) Use the File to Import File Upload field to select the file to import.
4) Click the Done button to save the changes and close the Window.
To close the Window without saving the changes, click the X ([):(]) in the
top-right corner of the Window.
c. If necessary, attach a document to the Event. To upload a document:
1) Click the Attach a document Link.
The Attach a Document Window opens.

2) Use the Please select file to Upload File Upload field to select the file to
import. Only files with the file extensions of jpg, jpeg, png, pdf, doc, docx,
xls, and xlsx can be uploaded.

3) Click the Upload file button to save the changes and close the Window.

To close the Window without saving the changes, click the X ([):(]) in the
top-right corner of the Window.
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d. To remove a document from the Event Documents List, click the Remove Link
for the document.

Event Documents
Aftach a document

Document name

Gettysburg Address.doc Remove

Figure 8-35: Event Documents List
The document is removed from the List.
47. Click next.
The Budget step opens.
48. Configure the Budget for the Promotion:

a. In the Promotion Costs List, enter the costs for the Promotion that are not

specific to a Target:

44 previous cancel next kp
Budget
Promotion Costs
Description Budget Amount Actual Amount
0.00 0.00
Add
Figure 8-36: Budget Step for an Untargeted Promotion
44 previous save cancel next wp
Budget =

Promotion Costs

Description Budget Amount Actual Amount
0.00 0.00

Add
Target Costs
Target Name Channel Qty Budget Actual

Fixed CPM Total  Fixed CPM Total
Birthday Target_1 Mail 2666 I I 0.00 I I 0.00
Birthday Target_2 Email 2067 I I 0.00 | I 0.00
Birthday Target_3 Phone 2667 I I 0.00 I I 000 =
Combined Target_1 Mail 2500 I I 0.00 | I 0.00
P —— FSRE m S E— PSP e S ———— - |

Figure 8-37: Budget Step for a Targeted Promotion

1) Click the Add List.
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A new Promotion Cost line is added to the List.

Promotion Costs

Description Budget Amount Actual Amount

| . [ o

0.00 0.00

Add
Figure 8-38: Promotion Costs

2) Enter a Description of the cost item.

3) Enter the budgeted amount of the item in the Budget Amount field.

4) Enter the actual amount of the item in the Actual Amount field.

5) Repeat steps 1-4 for each budget line item to add to the Promotion Costs.
6) If necessary, remove a line item by clicking its Delete Link.

b. If Targets are defined for the Promotion, use the Target Costs List to define the
costs for each Target Channel in the Promotion:

1) In the Budget-Fixed field, enter the fixed cost budgeted for the Channel.

2) In the Budget-CPM field, enter the cost budgeted for the Channel for each
1,000 Customers.

3) In the Actual-Fixed field, enter the actual fixed cost of the Channel.

4) In the Actual-CPM field, enter the actual cost of the Channel for each 1,000
Customers.

5) Repeat steps 1-4 for each Target Channel in the Promotion.
49. Click next.

The Generic Attributes step opens if there are any required or optional
Promotion Attributes defined.

44 previous

Generic Attributes

Required

Optional

XYZ12345 Mortheast Outlet Stores

Yes - Delete

Figure 8-39: Generic Attributes Step

a. Configure any required or optional promotion attributes.
1) To add an Attribute, click the Add button.
A configuration field opens.
2) Select or enter the configuration value for the Attribute.
3) Repeat until all necessary Attribute(s) are configured.

4) To delete an Attribute, click the Delete button.
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5) To change the configuration value for an Attribute, select or enter the new
configuration value.

50. Click next.
51. Click next.
The Options After Save step opens.

52. In each Check Box and/or set of Radio Buttons, indicate the steps that the Promotion
creation process will perform when the Promotion is saved:

44 previous save cancel next PP

Options After Save

After saving this promotion, also perform the following actions:

D Generate
Start a job to generate promotion target data.

D Approve
Set this promotion's stafus to Approved.

D Export
Start a job to create files for exporting this promotion to an external/POS/batch system.

Dynamic Promotion Options
Set the export option for the Dynamic Promotion Job processing.

(O output Additions Only
Only customers added to the event as a result of segment processing will be exported.

(® Output All Updates
All customers updated or added to the event as a result of segment processing will be exported.

Figure 8-40: Options After Save Step

- Generate - Generate the Promotion Target data. This option only appears if the
Promotion is targeted.

- Approve - Automatically approve the promotion.

- Export - Export the Promotion data to external systems, including POS or
marketing systems.

- Dynamic Promotion Options - Export options for dynamic Promotions. These
options only appear if the Promotion has dynamic Targets. Select the option
using the Radio Buttons:

*

Output Additions Only - Customer Engagement will only export the
Customers added to the Promotion event by the Dynamic Promotions Job.

Output All Updates - Customer Engagement will export all Customers
either added to or updated in the Promotion event by the Dynamic
Promotions Job.

53. Click next.
The Review step opens.

54. Review the entered information to ensure that it is correct.

Oracle Retail Customer Engagement Cloud Services User Guide 8-21



Create a Coupon Promotion

- Click save to save the Promotion with its current configuration.

- Use Wizard Navigation to return to an earlier step and make any necessary
changes.

- Click cancel to cancel the changes and return to the Promotion List without
saving the Promotion.
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Create a Product Promotion

To create a Product Promotion, do the following:
1. Click CREATE in the upper-right corner of the Promotion List page.
The New Promotion Wizard opens on the Promotion Type step.

Promotion

*+ Promotion Type

Promotion Type
4 cancel next bp

Promotion Type
A ' Coupon Enable Serialized Coupon Management
Product
Message

Award

Review

Review

Figure 9-1: New Promotion Wizard

2. In the Promotion Type step in the New Promotion Wizard, select Product.

3. Click next.

The General Information step opens.

4. Configure the General Information for the Promotion:

General Information

44 previous cancel next kp

MName
Description

Include Social Listening [
Figure 9-2: General Information Step

a. Enter the Name of the Promotion in the Name Text Field.

b. Enter a Description of the Promotion in the Description Text Field.
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5.

Use the Social Listening Check Box to indicate whether social-media listening
features will be enabled for the Promotion.

Note: This Check Box is only available if social media access has been
enabled in System Configuration, and the User has been assigned the
System Admin and/or PromotionSocialListeningAdmin Role. See the
Implementation Guide for more information about System
Configuration, configuring social media access, and User Roles.

Click next.
The Campaign step opens.

6. Select how the Campaign should be associated with the Promotion:

44 previous save cancel next kpr

& Auto create campaign

 Associate promotion with existing campaign

" Create a new campaign for this promotion

7.

Figure 9-3: Campaign Step
Auto create campaign - Customer Engagement will automatically create a new
Campaign.

Associate promotion with existing campaign - Select a previously-created
Campaign to associate with the Promotion.

If you select this option, a Campaigns Selection Menu opens.

& Associate promaotion with existing campaign

Campaigns I(F'Iease select) j
Figure 9-4: Campaigns Dropdown Menu

Select the Campaign you are associating with this Promotion using the
Campaigns dropdown menu.

Create a new campaign for this promotion - Manually create a new Campaign
that will then be associated with this Promotion.

If you select this option, Name and Description fields open.

& Create a new campaign for this promotion

Name I

=
=

Description

Figure 9-5: Create Campaign Fields

1) Enter the Name of the Campaign in the Name field.
2) Enter a Description of the Campaign in the Description field.

Click next.
The Start/End Date step opens.
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8. Configure the Start and End Dates for the Promotion:

Start / End Date

44 previous save cancelr

Start Date [2011-09-08

Start Time IE”:DU v”M\-ﬂ 'l

End Date |

End Time I‘I‘I v”:59 v”F'I\-ﬂ 'I

Figure 9-6: Start/End Date Step

a. Select the Start Date for the Promotion using the Start Date Calendar Menu.
b. Select the Start Time for the Promotion using the Start Time Time Menus.
c. Select the End Date for the Promotion using the End Date Calendar Menu.
d. Select the End Time for the Promotion using the End Time Time Menus.

9. Click next.

- If Franchisee support is not enabled, the Generic Attributes step opens.
Continue with step 12.

- If Franchisee support is enabled, the Promotion Franchisees step opens.
Continue with the next step.

Note: See the Implementation Guide for more information about
Franchisee support.

10. Select the Franchisee(s) to associate with the Promotion.

Select Franchisee(s)

Select Franchisee ID  Name Description
|:| 2 NY Franchisee NY Franchisee
|:| 1 OH Franchisee OH Franchisee

Figure 9-7: Promotion Franchisees Step

11. Select next.
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The Generic Attributes step opens.

12. Select or enter the configuration values for each of the Required Attributes.

Generic Altributes

44 previous save cancelr

Generic Attributes

Required
Back to School Back to School
No 3
Optional
ST LOC ATTRIBUTE ST LOC ATTRIBUTE ﬂ
st date st date Add

Figure 9-8: Generic Attributes Step

13. Configure any necessary Optional Attribute(s):
- To Add an Attribute:
1) Select the Add button for the Attribute.
A configuration field opens.
2) Select or enter the configuration value for the Attribute.
- To delete an Attribute, select the Delete button for the Attribute.
The Attribute is deleted.
14. Select next.
The Associated Locations step opens.

15. Define the Location Eligibility Rules for the Promotion.

Associated Locations

44 previous save cancel next kpr

Associated Locations

Included Locations

All locations are included by default. No specific locations are included. Click here to add one

Excluded Locations

Mo locations are specifically excluded. Click here to add one.

Figure 9-9: Associated Locations Step
- For instructions on configuring Location Eligibility Rules, see Define Location
Eligibility.
- For more information about Location Eligibility Rules, see Location Eligibility.
16. Click next.

The Associate Deals step opens.
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17. Add the Deal(s) for the Promotion:

Associate Deals

44 previous save cancelr

Associated Deals

Delete M

Deal Id Deal Name Deal Type Deal Code Enabled

Figure 9-10: Associate Deals Step

a Click the Add button.
A Deal List Window opens.

Select the deal(s) you wish to associate and click "Add".

Max. Deal Id Aftribute Type Intended Use Any -

Deal Typ Intended Industry  (Please select) -

Deal Name Deal Type

Deal 725 ltem Price Override
BuyXGetY Buy X Get Y

test Transaction Discount
WSDL-Deal-11 Nth item discount
WSDL-Deal-10 Buy X Get Set
WSDL-Deal-9 Item Price Override
WSDL-Deal-7 Buy X Get Y
WSDL-Deal-6 Buy X Get X
Culinary Deal 2 Line ltem Discount
Culinary Line ltem Discount

| Cancel ‘ Add ‘

Figure 9-11: Deal List Window

e. If necessary, use the Filter fields to display a subset of Deals.

*  Max Deal Id - This Text Field filters the List with a maximum number for

the Deal ID. The List will only show Deals with an ID less than or equal to
the entered value.

*  Attribute Type - This Selection Menu filters the List by the type of Attribute
assigned to the Deal. Select All [DEFAULT] to view Deals with any or no
Attribute assigned.

Upon selecting an Attribute Type, another Filter field opens that can be used
to filter the List by Attribute value. The type of field depends upon the
Attribute’s Data Type.

Aftribute Type All - Affribute Type CREATED_BY -

Figure 9-12: Attribute Value Fields

Deal Type - This Selection Menu filters the List by Deal Type, and contains
all the types of Deals that can be created in Customer Engagement. Select
All [DEFAULT] to view all types of deals.

*  Intended Use - This Selection Menu filters the List by the Intended Use of
the Deal.
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*  Intended Industry - This Selection Menu filters the List by the intended
industry of the Deal: either Merchandise or Culinary.

f. Click a Deal to select it. You can select multiple Deals.

g. Click the Add button to add the Deal(s) to the Promotion, or click the Cancel
button to exit the Window without changing the List of Deals associated with
the Promotion.

Deal Id Deal Name Deal Type Deal Code Enabled

260 0907_51 Line ltem Discount I Il
Figure 9-13: Deal Added

h. If necessary, return to step a to add another Deal to the Promotion.

18. For each Deal in the Associated Deals List that will have a Deal Code assigned to it,
enter that Code in the Deal Code Text Field.

19. For each Deal in the Associated Deals List, use the Enabled Check Box to select
whether the Deal will be active in the Promotion.

20. Click next.
The Promo-Deal Attributes step opens.

21. Configure the Promo-Deal Attributes for the Promotion event:

Promo-Deal Atiributes

44 previous cancel next kp

Promo-Deal Attributes

[ Bypass deal attributes for this event

Deal 6 - Buy 1 Get 1 Jean Sale

test logic test logic desc

No -
Figure 9-14: Promo-Deal Attributes Step

a. Use the Bypass deal attributes for this event Check Box to determine whether
Promo-Deal Attributes will be used for this Promotion event:

*  Checked ([#) - Attributes will NOT be used. The available attributes are
removed from the screen. Continue with step 22.

*  Unchecked ([7) - Attributes will be used. The available attributes are
displayed. Continue with the next step.

b. Configure the Attribute(s) for the Promo-Deal(s).
22. Click next.
The Define Targets step opens.
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23. Define the Segment Target Eligibility Rules for the Promotion:

44 previous save cancel

Define Targets

© Untargeted  Exclusive " Non-exclusive
Figure 9-15: Define Targets Step

a. Use the Radio Buttons to select the type of Targets.
*  Untargeted - [DEFAULT] The Promotion has no Segment Targets.

If you selected Include Social Listening, continue with step 34 on page 15.

If you did not select Include Social Listening, continue with step 40 on
page 18.

*  Exclusive - The Promotion is only limited to Customers within the eligible
Segments. Continue with step b.

*  Non-exclusive - The Promotion is directed toward eligible Segments, but
other Customers can take advantage of it. Continue with step b.

b. The next step you perform depends upon the configuration of both your system
and your User account:

*  If the Targeting Type Radio Buttons open, continue with step c.
Targeting Type: @ Static Targeting ' Dynamic Targeting
Figure 9-16: Targeting Type

*  Otherwise, continue with step e.

Important: The Targeting Type Radio Buttons will only open if
Dynamic Targeting is enabled, and you have been assigned either the
PromotionDynamicTargetAdmin or SystemAdmin Role. See the
Implementation Guide for more information about enabling software
features and configuring Roles.

c. Select the Targeting Type for the Promotion.

*  Static Targeting - Once the Target is created, the list of Customers in the
Target will not change.

Continue with the following step.

*  Dynamic Targeting - After creating the Target, the list of Customers in the
Target will be altered each time the Dynamic Promotions Job runs.

Important: The Dynamic Promotions Job should not be run on the
same day after a Dynamic Promotion is generated. See Dynamic
Promotions for more information.
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Dynamic Targeting Option Radio Buttons open.
Dynamic Targeting Option: @ Targets Added Only (0 Targets Added and Removed

Figure 9-17: Dynamic Targeting Option

Continue with step d.
d. Select the Dynamic Targeting Option for the Promotion.

*  Targets Added Only - When the Dynamic Promotions Job runs, any new
Customers found that meet the Target criteria are added to the Target. All
Customers currently in the Target remain in the Target.

*  Targets Added and Removed - When the Dynamic Promotions Job runs,
only the Customers who meet the Target criteria will be included in the
Target. If a Customer is in the Target before the Job runs, but no longer meets
the criteria, that Customer is removed from the Target.

e. Define the Segment Targets for the Promotion.

Note: If Franchisee support is enabled, and one or more Franchisees
are associated with the Promotion, the Promotion will create a default
Target of the Customers associated with the selected Franchisee(s).

*  For instructions on configuring Segment Eligibility Rules, see Define
Segment Eligibility.
*  For more information about Segment Eligibility Rules, see Segment/Target
Eligibility.
24. Click next.
- If you selected Static Filtering (see above), the Define Target Filtering Step
opens. Continue with the next step.
- If you selected Dynamic Targeting (see above), the Control Groups step opens.
Continue with step 30 on page 11.
25. Define the Target Filter for each Segment Target:

Define Target Filtering

44 previous save cancel]

Define Target Filtering

Customer

Target Name Filffer T) Fiiftered Count
g Count Jpe
Birthday Target 9040 [none =] [o040
Combined e
6659 MNone ¥ bBb5Y
Target | J |
Customer Household Consolidation [ None Ll

Target Count Total 15699
Filtered Count Total 15699

Figure 9-18: Define Target Filtering Step

a. Select the Filter Type for each Segment:

*  None - [DEFAULT] All Customers in the Segment are eligible.
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*  Top Sales - Customers from the Segment will be chosen for eligibility by the
greatest total amount of purchases.

*  Random - Customers from the Segment will be chosen randomly for
eligibility.
b. If the Filter Type for the Segment is Top Sales or Random, enter the Filter Count
of Customers eligible for the Promotion.

Fiiter Type Fiitered Count

ITop Salesj IU

IRandom j IU

Figure 9-19: Enter Filter Count

26. Use the Customer Household Consolidation Selection Menu to indicate whether
the Promotion will use household consolidation, and the rule for determining the
Customer who is the head of household.

This Selection Menu has the following options:
- None - Do not perform household filtering.

- LT Sales - Select head of household based on amount purchased over the
lifetime of their account.

- LT Transaction Count - Select head of household based on lifetime number of
transactions.

- Last Transaction Date - Select head of household based on the Customer who
performed the most recent transaction.

- Customer Attributes - Select head of household based on the Customer's
numeric attributes.

27. Click next.
The Split Targets step opens.

Split Targets

44 previous save cancel!

Split Targets

Target Name Customer Count Split Count %
Bithday Target 8000 100.00% Spiit
Combined Target 5000 100.00% Spiit

Figure 9-20: Split Targets Step

28. Filtered Targets can, optionally, be split into smaller, separate Targets. If necessary,
create Splits for the filtered Targets in the Promotion:
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a. Click Split for each Split to be created in the Target (click Split once for two
Splits, click twice for three Splits, click three times for four Splits, etc.).

Target Name Customer Count Split Count %

Bithday Tamget 8000 100.00% Solit
[Birthday Target_1 | 2686 [33.33 Delete
[Birthday Target_2 2867 [33.34 Delete
|Birthday Target_3 2667 [33.34 Delete
Combined Target 5000 100.00% Soii
|Combined Targst_1 2500 [50.00 Delete
[Combined Target_2 2500 f50.00 Delete

Figure 9-21: Splits

b. Optionally, change the name of the Split in the Target Name field for each Split.

c. Adjust the Split distribution as necessary:

*

Change the number of Customers in each Split in the Split Count fields.
*

Change the percentage of Customers in each Split in the % fields.

The total number of Customers in the Splits must equal the number of
Customers in the target. If the numbers are not equal, Split Count will display

the difference.

(-67) 0.00%
2686 [33.33
[2600 [32.50
2667 [33.34
(+500) 100.00%
3000 [50.00
[2500 [50.00

Figure 9-22: Split Counts Incorrect

d. If necessary, remove a Split by clicking the Delete Link for the Split.
29. Click next.

The Control Groups step opens.
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30. Use the Radio Buttons to select the type of Control Groups:

Control Groups

44 previous save cancel next kpr
Control Groups

& None © Promotion Level o Target Level

Figure 9-23: Control Groups Step

Important: If Dynamic Targeting was selected for the Promotion, the
Control Groups created cannot be changed. The Customers in the
Control Group will remain in the Control Group throughout the
Promotion.

- None - [DEFAULT] The Promotion has no Control Group. Continue with step 31
on page 12.

- Promotion Level - The Control Group Customers are pulled from each Split/
Target in proportions equal to the size of each Split/Target.

Control Groups

" None & Promotion Level o Target Level

Promotion Targets

Target Name Original Count New Count %
Birthday Target_1 2666 2666 20.51
Birthday Target_2 2667 2667 20.52
Birthday Target_3 2667 2667 20.52
Combined Target_1 3000 3000 23.08
Combined Target_2 2000 2000 15.38
Iskadjf;Iskfjas - Ctl 0 I 0 0.00

Total 13000 13000 T100%

Figure 9-24: Control Group - Promotion Level
If this option is selected, determine the size of the Control Group by doing one of
the following;:

*  In the New Count field, enter the number of Customers in the Control
Group.

*  In the % field, enter the percentage of the Customers in the Control Group.
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- Target Level - The Control Group Customers are pulled from each Split/Target
in numbers specified individually for each Split/Target.

Control Groups

" None © Promotion Level © Target Level

Target Name Original Count New Count Controi Group Count k]
Birthday Target_1 2666 2666 [ 0 [ 0.00

Birthday Target_2 2667 2667 [ 0 | 0.00

Birthday Target_3 2667 2667 [ 0 [ 0.00

Combined Target_1 2000 3000 [ 0 | 0.00

Combined Target_2 2000 2000 [ 0 [ 0.00

Total 13000 13000 0

Figure 9-25: Control Group - Target Level

If this option is selected, determine the size of each Control Group by doing one
of the following for each Split/Target:

*  In the Control Group Count field, enter the number of Customers in the

Control Group.
*  In the % field, enter the percentage of the Customers in the Control Group.
31. Click next.

The Export Channels step opens.

32. For each Split/Target, select the method used to contact the Customers in each Split/

Target.

44 previous save cancel next PP

Export Channels

Target Name Mail E-Mail / Baich Exporter Phone Channel Filter
ZIP20500_1 L] L] L] []
ZIP20500_2 [] [] [] []

Figure 9-26: Export Channels Step

- Mail - This Check Box determines whether the Customers in the Split/Target
will be contacted by Mail.

- E-Mail/Batch Exporter - This Check Box determines whether the Customers in
the Split/Target will be contacted by Email or through a separate system, with
notification through a batch export.
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If this Check Box has a checkmark ([w), batch exporter file names are displayed.

Flease specify filenames for batch exporter files

FPromotion Export filename

Prefix [ yyyy-MM-dd_HHmmss ~ |  Static Name |-Promationsync Suffix | None v

Filename {yyyy-MM-dd_HHmmss}-PromotionSync

Targets Export filename

Prefix |mfy—|‘v1|‘u1—dd_HHmmss R | Static Name |-PromectionTargetsSync Suffix | None ~

Filename {mny-MM-dd_HHmmss}-PromotionTargetsSync

Deals Export filename

Prefix |mry—l'u1l'u1—dd_HHmmss v | Static Name |-PrometionDealsSync Suffix | None ~

Filename {yy-MM-dd_HHmmss}-PromotionDealsSync

Deals and Promo-Deals Attributes Export filename

Prefix | yyyy-MM-dd_HHmmss Static Name |-PromotionDealsAttribute Suffix | None R

Filename {yvyy-MM-dd_HHmmss}-PromotionDealsAftrib...

Figure 9-27: Batch Exporter Filenames Options

The following export filenames are configurable:

*

*

*

*

Promotion Export filename - Contains information on the Promotion.

Targets Export filename - Contains a listing of the Customers selected as
Targets for the Promotion. Displayed only if Targets were selected for the
Promotion.

Deals Export filename - Contains information on the Deals associated with
the Promotion. Displayed only if Deals have been associated with the
Promotion.

Deals and Promo-Deals Attributes Export filename - Contains information
on the Attributes for the Deals associated with the Promotion. Displayed
only if Attributes have been selected for Deals associated with the
Promotion.

For each filename, you can override the following defaults:

*

Prefix - Indicates the format of the datetime stamp used as a prefix the
filename. Optional. Possible settings are yyyyMMdd_HHmmss, yyyy-MM-
dd_HHmmss, or none. Defaults from the Responsys Export Filename
Default Prefix property setting. See the Implementation Guide for more
information.

Static Name - The identifying filename. Defaults from the related property:
Responsys Promotion Deals Attributes Sync Default Filename, Responsys
Promotion Deals Sync Default Filename, Responsys Promotion Serialized
Coupon Sync Default Filename, Responsys Promotion Sync Default
Filename, or Responsys Promotion Targets Sync Default Filename. See the
Implementation Guide for more information.

Suffix - Indicates the format of the datetime stamp used as a suffix to the
filename. Optional. Possible settings are yyyyMMdd_HHmmss, yyyy-MM-
dd_HHmmss, or none. Defaults from the Responsys Export Filename
Default Suffix property setting. See the Implementation Guide for more
information.
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See Bulk Export to Batch in the “Promotions” chapter for details on the
generated export files.

- Phone - This Check Box determines whether the Customers in the Split/Target
will be contacted by Phone.

- Channel Filter - This Check Box determines whether the Customers in the Split/
Target will be contacted through a Channel Filter.

If this Check Box has a checkmark ([ ), Channel Filter options are displayed.

Tamget Name Mail [E-Mail / Baich Exporier Phone Channel Filler

Location Channel @ Filter l:‘

Associate Channel O

ZIP20500 L1 [ L]

Figure 9-28: Channel Filter Options

Channel Filters have the following options:
*  Radio Buttons that determine the type of Channel.
Location Channel - Customers are contacted by the Location.
Associate Channel - Customers are contacted by their Assigned Associates.

Filter - This Check Box determines whether the export channel is filtered. If
this Check Box has a checkmark (Jw ), additional Channel Filter options are
displayed.

Max Count Per =Store= 136

Method  Random -

Figure 9-29: Filter Options

Max Count Per <Type> - Determines the maximum number of target
Customers that will be contacted through the channel. This field is only
enabled if the Filter option was selected.

*  Method - Method used to select the Customers contacted. This field is only
enabled if the Filter option was selected. This Selection Menu has the
following options:

Random - [DEFAULT] Select Customers randomly.

Top - Recent Purchase - Filter the Customers based on the most recent
purchases.

Top - LT Sales - Filter the Customers based on the largest amount purchased
over the lifetime of their account.

Top - Numeric Attribute - Filter the Customers based on the highest
attribute value for a selected numeric attribute. If this option is selected, an
additional Channel Filter option is displayed.

9-14 Oracle Retail Customer Engagement Cloud Services User Guide



Create a Product Promotion

*  Attribute - The numeric attribute used to determine the customers

contacted. This field is only enabled if the Filter option was selected and the
Top - Numeric Attribute was selected as the Method.

Method Top - Numeric Aftribute

Aftribute  (Please select) -
Figure 9-30: Numeric Attribute Filter

33. Click next.

- If Include Social Listening was selected, the Social Listening step opens.
Continue with step 34 on page 15.

- If the Channel Filter Export Channel was selected (and Include Social
Listening was not), the Event Definition step opens. Continue with step 38 on

page 17.

- If neither Include Social Listening nor the Channel Filter Export Channel were
selected, the Budget step opens. Continue with step 40 on page 18.

34. Define the keywords used by the Social Listening process:

Social Listening

44 previous cancel next kb
Define Target Social Listening Keywords |:
Target Name Social Network Targeted Subscribers Keyword(s) To Listen For Copy Keywords |
Keyword(s): Add Remove
Copy To All
et Cuslonens n b Copy To Same Network Only =
Keyword(s): Add Remove
e Copy To All
Target Cust [ J 7822
Sgehbusiomens = Copy To Same Network Only | 4

Keyword(s): Add Remove

Copy To All
LG New Customers n 2387
Copy To Same Network Only

Figure 9-31: Social Listening Step

In Define Target Social Listening Keywords List, each social network configured for
the system is listed once for each Target defined for the Promotion.

a. Add a keyword set to the social network for a Target:
1) Click the Add Link for a social network.
A Text Area Field opens.
2) Enter the keyword(s) to listen for into the Text Area Field.

3) Repeat steps 1-2 for each keyword set to enter for the social network.
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35.

36.

b.

If necessary, copy the keyword sets to other social networks:

Important: Copying the keyword set(s) will REPLACE (rather than
add to) currently configured any keyword set(s).

For example, Network 1 has the keyword set “great item” and
Network 2 has the keyword sets “still shopping” and “fantastic
experience at the store”. The user then clicks the Copy To All Link for
Network 1. The only keyword set for Network 2 is now “great item”.

*  Click the Copy to Same Network Only Link to copy the keyword set to the
same social network for each Target.

For example, if you enter “fantastic sale” in one Twitter row, clicking the
Copy to Same Network Only Link will create a keyword set “fantastic sale”
to the Twitter row for every Target.

*  Click the Copy to All Link to copy the keyword set(s) to every social
network for every Target.

If necessary, remove a set of keyword set from a Target’s social network by
clicking the Text Area Field for the keyword set, then clicking the Remove Link.

d. Repeat steps a-c as necessary for each Target and social network.

Click next.

The Social Listening Schedule step opens.

Configure the frequency at which the Job will check social media:

Social Listening
Sched

44 previous cancel next kP

Complete the scheduling parameters for the social listening.

Social Listening Job Schedule

Job Execution Frequency  (Please select) -

Figure 9-32: Social Listening Schedule Step

Select the Job Execution Frequency using the Selection Menu.

*  ONCE_LATER - Run the Segment Query at a later date or time.
*  DAILY - Run the Segment Query every day.

*  WEEKLY - Run the Segment Query once each week.

*  MONTHLY - Run the Segment Query once each month.

Use the Start Date Calendar Menu to select the start of the time range in which
the job will run.

If you selected a Job Execution Frequency of ONCE_LATER, continue with step
f.

Use the End Date Calendar Menu to select the end of the time range in which
the job will run.

*  If you selected a Job Execution Frequency of DAILY, continue with step f.
*  If you selected a Job Execution Frequency of WEEKLY, continue with step d.

9-16 Oracle Retail Customer Engagement Cloud Services User Guide



Create a Product Promotion

*  Ifyou selected a Job Execution Frequency of MONTHLY, continue with step
e.

d. Use the Day of Week Selection Menu to select the day of the week on which the
job will run. Continue with step f.

e. Use the Day of Month Selection Menu to select the day of the month on which
the job will run.

f. Use the Job Execution Time Time Menus to determine the time at which the job
will run.

Tip: Itis recommended that you select a time that is within the Job_
Processing Window. If you select a time outside the Job Processing
Window, the Override Job Processing Window setting (see step g)

must be checked (Jw) for the job to run.

g. Use the Override Job Processing Window Check Box to indicate whether the
job should run, even if it is scheduled outside the Job Processing Window.

37. Click next.

- If the Channel Filter Export Channel was selected, the Event Definition step
opens. Continue with the next step.

- If the Channel Filter Export Channel was not selected, the Budget step opens.
Continue with step 40 on page 18.

38. Configure the Event Definition.

Event Definition

44 previous cancel next »p

Event Description

Event Image
Update Image

Event Documents
There are no documents attached for this event.
Aftach a document

Figure 9-33: Event Definition Step

a. Enter a description of the Event in the Event Description field.
b. If necessary, change the image file for the Event. To change the image:
1) Click the Update Image Link.
The Update Image Window opens.
2) Select the Action using the Radio Buttons.
Select Import Image, to add or change the image and continue with step 3.
Select Reset Image to remove the image and continue with step 4.
3) Use the File to Import File Upload field to select the file to import.
4) Click the Done button to save the changes and close the Window.
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To close the Window without saving the changes, click the X (E) in the
top-right corner of the Window.

c. If necessary, attach a document to the Event. To upload a document:
1) Click the Attach a document Link.
The Attach a Document Window opens.

2) Use the Please select file to Upload File Upload field to select the file to
import. Only files with the file extensions of jpg, jpeg, png, pdf, doc, docx,
xls, and xlsx can be uploaded.

3) Click the Upload file button to save the changes and close the Window.

To close the Window without saving the changes, click the X (E) in the
top-right corner of the Window.
d. To remove a document from the Event Documents List, click the Remove Link
for the document.

Event Documents
Attach a document

Document name

Gettysburg Address.doc Remove

Figure 9-34: Event Documents List

The document is removed from the List.
39. Click next.
The Budget step opens.
40. Configure the Budget for the Promotion:

a. In the Promotion Costs List, enter the costs for the Promotion that are not

specific to a Target:

44 previous cancel next kp
Budget
Promotion Costs
Description Budget Amount Actual Amount
0.00 0.00

Figure 9-35: Budget Step for an Untargeted Promotion
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Budget
Promotion Costs

Description

&

Target Costs

Target Name

Birthday Target_1
Birthday Target_2
Birthday Target_3

Combined Target_1

1)

Promotion Costs

Budget
44 previous save cancel next kr
Budget Amount Actual Amount
0.00 0.00
Channel Qty Budget Actual
Fixed CPEM Total  Fixed cPEM Total
Mail 2666 l— l— 0.00 l_ l— 0.00
Email 2067 I— l— 0.00 I_ I— 0.00
Phone 2667 l— l— 0.00 l_ l— 000 =
Mail 2500 I— l— 0.00 I_ I— 0.00

Figure 9-36: Budget Step for a Targeted Promotion

Click the Add List.

A new Promotion Cost line is added to the List.

Budget Amount Actual Amount

Description

|

Add
2)
3)
4)
5)
6)

b.

r—

0.00

I Delete

0.00

Figure 9-37: Promotion Costs

Enter a Description of the cost item.

Enter the budgeted amount of the item in the Budget Amount field.
Enter the actual amount of the item in the Actual Amount field.

Repeat steps 1-4 for each budget line item to add to the Promotion Costs.

If necessary, remove a line item by clicking its Delete Link.

If Targets are defined for the Promotion, use the Target Costs List to define the

costs for each Target Channel in the Promotion:

In the Budget-Fixed field, enter the fixed cost budgeted for the Channel.

In the Budget-CPM field, enter the cost budgeted for the Channel for each
1,000 Customers.

In the Actual-Fixed field, enter the actual fixed cost of the Channel.

In the Actual-CPM field, enter the actual cost of the Channel for each 1,000
Customers.

Repeat steps 1-4 for each Target Channel in the Promotion.

41. Click next.
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The Generic Attributes step opens if there are any required or optional
Promotion Attributes defined.

Generic Attributes

Required

44 previous cancel

Optional

XYZ12345 Mortheast Outlet Stores

Yes - Delete

Figure 9-38: Generic Attributes Step

a. Configure any required or optional promotion attributes.

1)

2)
3)
4)
5)

To add an Attribute, click the Add button.

A configuration field opens.

Select or enter the configuration value for the Attribute.
Repeat until all necessary Attribute(s) are configured.
To delete an Attribute, click the Delete button.

To change the configuration value for an Attribute, select or enter the new
configuration value.

42. Click next.

43.

The Options After Save step opens.
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44. In each Check Box and/or set of Radio Buttons, indicate the steps that the Promotion
creation process will perform when the Promotion is saved:

44 previous save cancel next PP

Options After Save

After saving this promotion, also perform the following actions:

D Generate

Start a job to generate promotion target data.

D Approve

Set this promotion's stafus to Approved.

D Export

Start a job to create files for exporting this promotion to an external/POS/batch system.

Dynamic Promotion Options
Set the export option for the Dynamic Promotion Job processing.

(O output Additions Only
Only customers added to the event as a result of segment processing will be exported.

(® Output All Updates
All customers updated or added to the event as a result of segment processing will be exported.

45.

46.

Figure 9-39: Options After Save Step

Generate - Generate the Promotion Target data. This option only appears if the
Promotion is targeted.

Approve - Automatically approve the promotion.

Export - Export the Promotion data to external systems, including POS or
marketing systems.

Dynamic Promotion Options - Export options for dynamic Promotions. These
options only appear if the Promotion has dynamic Targets. Select the option
using the Radio Buttons:

*

Output Additions Only - Customer Engagement will only export the
Customers added to the Promotion event by the Dynamic Promotions Job.

Output All Updates - Customer Engagement will export all Customers
either added to or updated in the Promotion event by the Dynamic
Promotions Job.

Click next.

The Review step opens.

Review the entered information to ensure that it is correct.

Click save to save the Promotion with its current configuration.

Use Wizard Navigation to return to an earlier step and make any necessary
changes.

Click cancel to cancel the changes and return to the Promotion List without
saving the Promotion.
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Create an Award Promotion

Award promotions are based on award card definitions. Awards (EAwards or
Entitlement deal awards) are issued when the Promotion is generated. If the Promotion
is defined as Issue to registered cards only, the awards will be created for cards within
the selected program that are associated to a customer when the promotion is generated.
This type of promotion is considered exclusively targeted to the customers with those
cards. The targeting step will be available to define filters and/or control groups if
desired.

A segment can be added to filter the number of awards created. For example, an Award
Program has 1,000 customers associated to cards, but this Promotion is only for those
customers that live in Ohio. A segment can be defined for Ohio customers within that
card program and added to the Promotion as Included Targets. In this case, only the
customers that live in Ohio are included. An alternative is to add an Excluded Target
segment, which could exclude all customers that live in New York. The promotion target
can also be defined as Dynamic Targeting. If Dynamic Targeting is selected, any new
customers that are associated to cards are dynamically added to the promotion target,
and awards are issued when the Dynamic Promotion job is run.

If the promotion is defined to Issue Coupons Dynamically, the awards are created for
activated cards within the selected program when the promotion is generated. The card
does not need to be associated to a customer. This type of promotion is considered non-
targeted, since a customer association is not required. The promotion targeting step is
skipped. This type of promotion is automatically considered a Dynamic Promotion. For
a Dynamic Promotion, any new cards within the selected program that are activated will
have an award issued when the Dynamic Promotion job runs.
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Promotion

¥ Promotion Type

Review

Review

To create an Award Promotion, do the following:
1. Click CREATE in the upper-right corner of the Promotion List page.

The New Promotion Wizard opens on the Promotion Type step.

Promoiion Type
4 cancel next wr

Promotion Type
@ ! Coupon Enable Serialized Coupon Management
@ Product
Message

Award

Figure 10-1: New Promotion Wizard

2. In the Promotion Type step in the New Promotion Wizard, select Award.

3. Click next.

The General Information step opens.

4. Configure the General Information for the Promotion:

General Information

44 previous cancel next kp

Name
Description
Include Social Listening [
Figure 10-2: General Information Step

a. Enter the Name of the Promotion in the Name Text Field.
b. Enter a Description of the Promotion in the Description Text Field.

c. Use the Social Listening Check Box to indicate whether social-media listening
features will be enabled for the Promotion.

Note: This Check Box is only available if social media access has been
enabled in System Configuration, and the User has been assigned the
SystemAdmin and/or PromotionSocialListeningAdmin Role. See the
Implementation Guide for more information about System
Configuration, configuring social media access, and User Roles.

5. Click next.
The Campaign step opens.
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6. Select how the Campaign should be associated with the Promotion:

44 previous save cancel next kpr

& Auto create campaign

 Associate promotion with existing campaign

" Create a new campaign for this promotion
Figure 10-3: Campaign Step
- Auto create campaign - Customer Engagement will automatically create a new
Campaign.

- Associate promotion with existing campaign - Select a previously-created
Campaign to associate with the Promotion.

If you select this option, a Campaigns Selection Menu opens.

& Associate promaotion with existing campaign

Campaigns I(F'Iease select) j
Figure 10-4: Campaigns Dropdown Menu

Select the Campaign you are associating with this Promotion using the
Campaigns dropdown menu.

- Create a new campaign for this promotion - Manually create a new Campaign
that will then be associated with this Promotion.

If you select this option, Name and Description fields open.

& Create a new campaign for this promotion

Name I

=
=

Description

Figure 10-5: Create Campaign Fields

1) Enter the Name of the Campaign in the Name field.
2) Enter a Description of the Campaign in the Description field.
7. Click next.
The Start/End Date step opens.
8. Configure the Start and End Dates for the Promotion:

Start / End Date

44 previous save cancelr

Start Date [2011-09-08

Start Time |12 v”:DU '”AM 'l

End Date |

End Time IE”:SQ v”F'M 'I

Figure 10-6: Start/End Date Step

a. Select the Start Date for the Promotion using the Start Date Calendar Menu.

b. Select the Start Time for the Promotion using the Start Time Time Menus.
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c. Select the End Date for the Promotion using the End Date Calendar Menu.

d. Select the End Time for the Promotion using the End Time Time Menus.

9. Click next.
If Franchisee support is not enabled, the Award Certificate step opens. Continue
with step 12.

If Franchisee support is enabled, the Promotion Franchisees step opens.
Continue with the next step. See the Implementation Guide for more information

about Franchisee support.

10. Select the Franchisee(s) to associate with the Promotion.

Select Franchisee(s)

Select Franchisee ID  Name Description
|:| 2 NY Franchisee NY Franchisee
|:| 1 OH Franchisee OH Franchisee

Figure 10-7: Promotion Franchisees Step

11. Select next.
The Award Certificate step opens.
12. Configure the Award Certificate:

Award Certificate Setup

Please select and type and award program

Card Type Name 125.45 :.TEST -
Award Program  AWRARD b
Certificate Type | E-Award *

Deal Coupon | (Please selecl) w
Coupon Prefix ]_B
Amount (GBF)

|szue to registered cards only? I:‘

|=sue coupons dynamiczlly® |:|

Fovard Validity Period
L 1) Relative
Start Date  2016-01-12 Validity Period |0
End Date  2017-01-01 Period Type |Days ¥

Figure 10-8: Award Certificate Step

a. Use the Card Type Name Selection Menu to select the type of Card receiving the
award.

The Award Program Selection Menu is populated.
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b. Use the Award Program Selection Menu to select the Award Program associated
with the Card.

Select a Certificate Type of either E-Award or Entitlement Coupon.

d. Use the Deal Coupon Selection Menu to select an Entitlement Deal associated
with the selected Award Program. A Deal is available for selection and required
only if the Certificate Type is set to Entitlement Coupon.

e. Enter a Coupon Prefix in the Text Field.

The Discount Type is displayed below the Coupon Prefix if the Certificate Type
is Entitlement Coupon.

f. Enter the Amount of the award certificate in the Text Field if the Certificate Type
is E-Award. No entry is supported for an Entitlement Coupon. See the
Implementation Guide for more information about configuring the maximum
Award amount.

*  If the amount entered is too close, the configured maximum Award amount,
Customer Engagement will display a warning message:

P T e im e o T L

é Amount (USD) 45 i

4 Warning: Certificate amount is near the maximum allowed amount of 50 _J
' -u‘n.‘.__\_‘___‘”\#--“ ﬁx\“‘%\_“_r‘\ﬂr-‘ s i,

o T e e e

Figure 10-9: Award Amount Warning

*  If the amount entered is greater than the configured maximum Award
amount, Customer Engagement will display an error message and will not
allow you to move to the next step.

S e Lo, - s
R e =TT e PR

PRy
*

; Amount (USD) 55
1 Error: Certificate amount exceeds the maximum allowed amount of 50
o B ‘_.......-ﬂm.‘._Mx*—qu\\_?__’uww\_\‘

Figure 10-10: Award Amount Error

13. Select Issue to registered cards only? if the promotion should be restricted to cards
that are registered to customers. If this option is not selected, coupons will be issued
to all active accounts for the selected Award Program, and the option to target the
promotion will not be available.

14. Select Issue coupons dynamically? to have the option to issue coupons dynamically.
If this option is selected, coupons will be issued to all accounts that are activated
when the program is generated.

15. Use the Award Validity Period Radio Buttons to select the method used to
determine how long the award certificate is valid:

- Fixed - The award certificate is valid between specified dates.
After selecting this option, configure the following fields:
*  Start Date - The date on which the award certificate is first valid.
*  End Date - The last date on which the award certificate is valid.
- Relative - The award certificate is valid for a period of time after it is issued.

After selecting this option, configure the following fields:
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Validity Period - Period during which the award certificate is valid. The
type of period is determined by the Period Type configuration.

Period Type - Units of time used to determine the validity period. Currently,
this Selection Menu can only be set to Days.

Click next. The Define Targets step opens.

16. Define the Segment Target Eligibility Rules for the Promotion. This step is available
only if you select Issue to registered cards only at the Award Certificate step.

Define Targets

44 previous

Define Targets
rgeted @ Exclusive Non-exclusive

Targeting Type: @ Static Targeting _' Dynamic Targeting

AwardTarget
Target Name Target Count
AwardTarget 17

Award Program Card Holders 17

Included Targets

There are no included targets. Click here to add one.

Excluded Targets

There are no excluded targets. Click here to add one.

Figure 10-11: Define Targets Step

Targeting is automatically set to Exclusive.

b. The next step you perform depends upon the configuration of both your system

and your User account:
*

If the Targeting Type Radio Buttons open, continue with step c.
Targeting Type: @ Static Targeting ' Dynamic Targeting
Figure 10-12: Targeting Type

*  Otherwise, continue with step e.

Important: The Targeting Type Radio Buttons will only open if
Dynamic Targeting is enabled, and you have been assigned either the
PromotionDynamicTargetAdmin or SystemAdmin Role. See the
Implementation Guide for more information about enabling software
features and configuring Roles.

c. Select the Targeting Type for the Promotion.

*  Static Targeting - Once the Target is created, the list of Customers in the

Target will not change.

Continue with the following step.
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*

Dynamic Targeting - After creating the Target, the list of Customers in the
Target will be altered each time the Dynamic Promotions Job runs.

Important: The Dynamic Promotions Job should not be run on the
same day after a Dynamic Promotion is generated. See Dynamic
Promotions for more information.

Dynamic Targeting Option Radio Buttons open.
Dynamic Targeting Option: @ Targets Added Only ' Targets Added and Remowved

Figure 10-13: Dynamic Targeting Option

Continue with step d.

d. Select the Dynamic Targeting Option for the Promotion.

*

Targets Added Only - When the Dynamic Promotions Job runs, any new
Customers found that meet the Target criteria are added to the Target. All
Customers currently in the Target remain in the Target.

*  Targets Added and Removed - When the Dynamic Promotions Job runs,
only the Customers who meet the Target criteria will be included in the
Target. If a Customer is in the Target before the Job runs, but no longer meets
the criteria, that Customer is removed from the Target.

e. Define the Segment Targets for the Promotion.

Note: If Franchisee suppose is enabled and one more franchisees are
defined for the promotion, only card types with the same franchisee
ID's associated will be available to select for this promotion.

For instructions on configuring Segment Eligibility Rules, see Define
Segment Eligibility.

*  For more information about Segment Eligibility Rules, see Segment/Target
Eligibility.

Important: The Promotion will only include those Customers who
both hold the defined Card with the selected Award program, and
meet the criteria of the configured Segment Eligibility Rules.

The Target Count cannot be zero if the Targeting Type is Static
Targeting.

Important:  If the Target Count is zero and the Targeting Type is
Static Targeting, an error message is displayed and the User will not be
able to move to the next step.

<o rdTGEUTY +fpel 9 St aigeting v Dyridmic Targeting =7 7T T e

\ The following targets may not have a count of 0 [WSDL-SoapUI-Customers].

3
--Wa_[g\:lfl_a[_gggﬂ” .-t «R~M*‘M"““ B

Figure 10-14: Award Target with Count of Zero
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17. Click next.

If you selected Static Filtering (see above), the Define Target Filtering Step
opens. Continue with the next step.

If you selected Dynamic Targeting (see above), the Control Groups step opens.
Continue with step 23 on page 10.

18. Define the Target Filter for each Segment Target:

Define Target Filtering

44 previous save cancel]

Define Target Filtering

Customer

Target Name it Filter Type Fiiftered Count
Birthday Target 9040 [none =] [o040
_E::gg!'md 6659 [none =] [8620
Customer Household Consolidation | None Ll
Target Count Total 15699
Filtered Count Total 15699
Figure 10-15: Define Target Filtering Step
a. Select the Filter Type for each Segment:
*  None - [DEFAULT] All Customers in the Segment are eligible.
*  Top Sales - Customers from the Segment will be chosen for eligibility by the
greatest total amount of purchases.
*  Random - Customers from the Segment will be chosen randomly for
eligibility.
b. If the Filter Type for the Segment is Top Sales or Random, enter the Filter Count

of Customers eligible for the Promotion.

Fiiter Type Fiitered Count

ITop Salesj IU

IRandom j IU

Figure 10-16: Enter Filter Count

19. Use the Customer Household Consolidation Selection Menu to indicate whether
the Promotion will use household consolidation, and the rule for determining the
Customer who is the head of household.

This Selection Menu has the following options:

None - Do not perform household filtering.

LT Sales - Select head of household based on amount purchased over the
lifetime of their account.

LT Transaction Count - Select head of household based on lifetime number of
transactions.

Last Transaction Date - Select head of household based on the Customer who
performed the most recent transaction.
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- Customer Attributes - Select head of household based on the Customer's
numeric attributes.

20. Click next.
The Split Targets step opens.

Split Targets

44 previous save cancelr

Split Targets

Target Name Customer Count Split Count %
Bithday Target 8000 100.00% Spiit
Combined Target 5000 100.00% Spiit

Figure 10-17: Split Targets Step

21. Filtered Targets can, optionally, be split into smaller, separate Targets. If necessary,
create Splits for the filtered Targets in the Promotion:

a. Click Split for each Split to be created in the Target (click Split once for two
Splits, click twice for three Splits, click three times for four Splits, etc.).

Target Name Customer Count Split Count %

Bithday Target 8000 100.00% Split
[Birthday Target_1 | 2686 [33.33 Delete
[Birthday Target_2 2867 [33.34 Delete
[Birthday Target_3 2667 [33.34 Delete
Combined Target 5000 100.00% Soii
|Combined Targst_1 2500 [50.00 Delete
[Combined Target_2 2500 f50.00 Delete

Figure 10-18: Splits

b. Optionally, change the name of the Split in the Target Name field for each Split.
c. Adjust the Split distribution as necessary:

*

Change the number of Customers in each Split in the Split Count fields.

*

Change the percentage of Customers in each Split in the % fields.
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The total number of Customers in the Splits must equal the number of
Customers in the target. If the numbers are not equal, Split Count will display

the difference.

(-67) 0.00%
2686 [33.33
[2600 [32.50
2667 [33.34
(+500) 100.00%
3000 [50.00
[2500 [50.00

Figure 10-19: Split Counts Incorrect

d. If necessary, remove a Split by clicking the Delete Link for the Split.
22, Click next.

The Control Groups step opens.
23. Use the Radio Buttons to select the type of Control Groups:

Control Groups

44 previous save cancel next kpr
Control Groups

& None © Promotion Level o Target Level

Figure 10-20: Control Groups Step

Important: If Dynamic Targeting was selected for the Promotion, the
Control Groups created cannot be changed. The Customers in the
Control Group will remain in the Control Group throughout the
Promotion.

- None - [DEFAULT] The Promotion has no Control Group. Continue with step 24
on page 11.
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- Promotion Level - The Control Group Customers are pulled from each Split/
Target in proportions equal to the size of each Split/Target.

Control Groups

" None & Promotion Level o Target Level

Target Name Original Count New Count %
Birthday Target_1 2666 2666 20.51
Birthday Target_2 2667 2667 2052
Birthday Target_3 2667 2667 20.52
Combined Target_1 3000 3000 23.08
Combined Target_2 2000 2000 15.38
Iskadjf;Iskfjas - Ctl 0 I 0 0.00

Total 13000 13000 T100%

Figure 10-21: Control Group - Promotion Level

If this option is selected, determine the size of the Control Group by doing one of
the following:

*  In the New Count field, enter the number of Customers in the Control

Group.

*  In the % field, enter the percentage of the Customers in the Control Group.

- Target Level - The Control Group Customers are pulled from each Split/Target
in numbers specified individually for each Split/Target.

Control Groups

" None © Promotion Level © Target Level

Target Name Original Count New Count Controi Group Count %
Birthday Target_1 2666 2666 [ 0 [ 0.00

Birthday Target_2 2667 2667 [ 0 | 0.00

Birthday Target_3 2667 2667 [ 0 [ 0.00

Combined Target_1 2000 3000 [ 0 | 0.00

Combined Target_2 2000 2000 [ 0 [ 0.00

Total 13000 13000 0

Figure 10-22: Control Group - Target Level
If this option is selected, determine the size of each Control Group by doing one
of the following for each Split/Target:

*  In the Control Group Count field, enter the number of Customers in the
Control Group.

*  In the % field, enter the percentage of the Customers in the Control Group.

24. Click next.

The Export Channels step opens.
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25. For each Split/Target, select the method used to contact the Customers in each Split/

Target.

44 previous save cancel next PP

Export Channels

Target Name Mail E-Mail / Baich Exporter Phone
ZIP20500_1 [] [] []
ZIP20500_2 [] [] []

Figure 10-23: Export Channels Step

[]
[

- Mail - This Check Box determines whether the Customers in the Split/Target

will be contacted by Mail.

- E-Mail/Batch Exporter - This Check Box determines whether the Customers in
the Split/Target will be contacted by Email or through a separate system, with

notification through a batch export.

If this Check Box has a checkmark (Jw'), batch exporter file names are displayed.

Flease specify filenames for batch exporter files

FPromotion Export filename

Prefix |mry—MM4jd_HHmmss o | Static Name |-PromotionSync

Filename {myy-MM-dd_HHmmss}-PromotionSync

Targets Export filename

Prefix | yyyy-MM-dd_HHmmss ~ Static Name |-PromotionTargetsSync

Filename {mny-MM-dd_HHmmss}-PromotionTargetsSync

Fromotion Award Coupons Export filename

Prefix | yyyy-MM-dd_HHmmss Static Name |-PromotionAwardCoupa

Suffix | None ~
Suffix | None ~
Suffix | None e

Filename {yyyy-MM-dd_HHmmss}-PromotionAwardCoupen...

Figure 10-24: Batch Exporter Filenames Options

The following export filenames are configurable:

*

*

Promotion Export filename - Contains information on the Promotion.

Targets Export filename - Contains a listing of the Customers selected as

Targets for the Promotion. Displayed only if Targets were selected for the

Promotion.

*

coupon IDs and associated customers.

Promotion Award Coupons Export filename - Contains a listing of award

For each filename, you can override the following defaults:

*

Prefix - Indicates the format of the datetime stamp used as a prefix the

filename. Optional. Possible settings are yyyyMMdd_HHmmss, yyyy-MM-
dd_HHmmss, or none. Defaults from the Responsys Export Filename
Default Prefix property setting. See the Implementation Guide for more

information.

*

Static Name - The identifying filename. Defaults from the related property:

Responsys Promotion Sync Default Filename, Responsys Promotion Targets
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Sync Default Filename, or Responsys Award Coupon Sync Default
Filename. See the Implementation Guide for more information.

Suffix - Indicates the format of the datetime stamp used as a suffix the
filename. Optional. Possible settings are yyyyMMdd_HHmmss, yyyy-MM-
dd_HHmmss, or none. Defaults from the Responsys Export Filename
Default Suffix property setting. See the Implementation Guide for more
information.

See Bulk Export to Batch in the “Promotions” chapter for details on the
generated export files.

- Phone - This Check Box determines whether the Customers in the Split/Target
will be contacted by Phone.

- Channel Filter - This Check Box determines whether the Customers in the Split/
Target will be contacted through a Channel Filter.

If this Check Box has a checkmark ([ ), Channel Filter options are displayed.

Tamget Name

ZIP20500

Mail [E-Mail / Baich Exporier Phone Channel Filler

Location Channel @ Filter l:‘

Associate Channel O

0 O 0 M

Figure 10-25: Channel Filter Options

Channel Filters have the following options:

*

Radio Buttons that determine the type of Channel.
Location Channel - Customers are contacted by the Location.
Associate Channel - Customers are contacted by their Assigned Associates.

Filter - This Check Box determines whether the export channel is filtered. If
this Check Box has a checkmark (Jw ), additional Channel Filter options are
displayed.

Max Count Per =Store= 136

Method  Random -

Figure 10-26: Filter Options

Max Count Per <Type> - Determines the maximum number of target
Customers that will be contacted through the channel. This field is only
enabled if the Filter option was selected.

Method - Method used to select the Customers contacted. This field is only
enabled if the Filter option was selected. This Selection Menu has the
following options:

Random - [DEFAULT] Select Customers randomly.

Top - Recent Purchase - Filter the Customers based on the most recent
purchases.
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Top - LT Sales - Filter the Customers based on the largest amount purchased
over the lifetime of their account.

Top - Numeric Attribute - Filter the Customers based on the highest
attribute value for a selected numeric attribute. If this option is selected, an
additional Channel Filter option is displayed.

Attribute - The numeric attribute used to determine the customers
contacted. This field is only enabled if the Filter option was selected and the
Top - Numeric Attribute was selected as the Method.

Method Top - Numeric Aftribute

Aftribute  (Please select) -
Figure 10-27: Numeric Attribute Filter

26. Click next.

- If Include Social Listening was selected, the Social Listening step opens.
Continue with step 27 on page 14.

- If the Channel Filter Export Channel was selected (and Include Social
Listening was not), the Event Definition step opens. Continue with step 31 on

page 16.

- If neither Include Social Listening nor the Channel Filter Export Channel were
selected, the Budget step opens. Continue with step 33 on page 17.

27. Define the keywords used by the Social Listening process:

Social Listening

44 previous cancel next kb
Define Target Social Listening Keywords |:
Target Name Social Network Targeted Subscribers Keyword(s) To Listen For Copy Keywords |
Keyword(s): Add Remove
Copy To All
Target Customers n 7822 Copy To Same Network Only =
Keyword(s): Add Remove
e Copy To All
Target Cust [ : J 7822
arget Customers = Copy To Same MNetwork Only =

Keyword(s): Add Remove

Copy To All
LG New Customers n 2387
Copy To Same Network Only

Figure 10-28: Social Listening Step

In Define Target Social Listening Keywords List, each social network configured for
the system is listed once for each Target defined for the Promotion.

a. Add a keyword set to the social network for a Target:
1) Click the Add Link for a social network.
A Text Area Field opens.
2) Enter the keyword(s) to listen for into the Text Area Field.
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3) Repeat steps 1-2 for each keyword set to enter for the social network.

b. If necessary, copy the keyword sets to other social networks:

Important: Copying the keyword set(s) will REPLACE (rather than
add to) currently configured any keyword set(s).

For example, Network 1 has the keyword set “great item” and
Network 2 has the keyword sets “still shopping” and “fantastic
experience at the store”. The user then clicks the Copy To All Link for
Network 1. The only keyword set for Network 2 is now “great item”.

*  Click the Copy to Same Network Only Link to copy the keyword set to the
same social network for each Target.

For example, if you enter “fantastic sale” in one Twitter row, clicking the
Copy to Same Network Only Link will create a keyword set “fantastic sale”
to the Twitter row for every Target.

*  Click the Copy to All Link to copy the keyword set(s) to every social
network for every Target.

c. If necessary, remove a set of keyword set from a Target’s social network by
clicking the Text Area Field for the keyword set, then clicking the Remove Link.

d. Repeat steps a-c as necessary for each Target and social network.
28. Click next.

The Social Listening Schedule step opens.
29. Configure the frequency at which the Job will check social media:

Social Listening
Sched

44 previous cancel next kP

Complete the scheduling parameters for the social listening.

Social Listening Job Schedule

Job Execution Frequency  (Please select) -
Figure 10-29: Social Listening Schedule Step

a. Select the Job Execution Frequency using the Selection Menu.
*  ONCE_LATER - Run the Segment Query at a later date or time.
*  DAILY - Run the Segment Query every day.
*  WEEKLY - Run the Segment Query once each week.
*  MONTHLY - Run the Segment Query once each month.

b. Use the Start Date Calendar Menu to select the start of the time range in which
the job will run.

If you selected a Job Execution Frequency of ONCE_LATER, continue with step
f.

c. Use the End Date Calendar Menu to select the end of the time range in which
the job will run.

*  If you selected a Job Execution Frequency of DAILY, continue with step f.
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*  If you selected a Job Execution Frequency of WEEKLY, continue with step d.

*  Ifyou selected a Job Execution Frequency of MONTHLY, continue with step
e.

d. Use the Day of Week Selection Menu to select the day of the week on which the
job will run. Continue with step f.

e. Use the Day of Month Selection Menu to select the day of the month on which
the job will run.

f. Use the Job Execution Time Time Menus to determine the time at which the job
will run.

Tip: Itis recommended that you select a time that is within the Job_
Processing Window. If you select a time outside the Job Processing
Window, the Override Job Processing Window setting (see step g)
must be checked (Jw) for the job to run.

g. Use the Override Job Processing Window Check Box to indicate whether the
job should run, even if it is scheduled outside the Job Processing Window.

30. Click next.

- If the Channel Filter Export Channel was selected, the Event Definition step
opens. Continue with the next step.

- If the Channel Filter Export Channel was not selected, the Budget step opens.
Continue with step 33 on page 17.

31. Configure the Event Definition.

Event Definition

44 previous cancel next »p

Event Description

Event Image
Update Image

Event Documents
There are no documents attached for this event.
Aftach a document

Figure 10-30: Event Definition Step

a. Enter a description of the Event in the Event Description field.
b. If necessary, change the image file for the Event. To change the image:
1) Click the Update Image Link.
The Update Image Window opens.
2) Select the Action using the Radio Buttons.
Select Import Image, to add or change the image and continue with step 3.
Select Reset Image to remove the image and continue with step 4.

3) Use the File to Import File Upload field to select the file to import.
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4) Click the Done button to save the changes and close the Window.

To close the Window without saving the changes, click the X (E) in the
top-right corner of the Window.

c. If necessary, attach a document to the Event. To upload a document:
1) Click the Attach a document Link.
The Attach a Document Window opens.

2) Use the Please select file to Upload File Upload field to select the file to
import. Only files with the file extensions of jpg, jpeg, png, pdf, doc, docx,
xls, and xlsx can be uploaded.

3) Click the Upload file button to save the changes and close the Window.

To close the Window without saving the changes, click the X (E) in the
top-right corner of the Window.
d. To remove a document from the Event Documents List, click the Remove Link
for the document.

Event Documents
Attach a document

Document name

Gettysburg Address.doc Remove

Figure 10-31: Event Documents List

The document is removed from the List.
32. Click next.
The Budget step opens.
33. Configure the Budget for the Promotion:

a. In the Promotion Costs List, enter the costs for the Promotion that are not

specific to a Target:

44 previous cancel next kp
Budget
Promotion Costs
Description Budget Amount Actual Amount
0.00 0.00

Figure 10-32: Budget Step for an Untargeted Promotion
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Budget
Promotion Costs

Description

&

Target Costs

Target Name

Birthday Target_1
Birthday Target_2
Birthday Target_3

Combined Target_1

Budget
44 previous save cancel next kr
Budget Amount Actual Amount
0.00 0.00
Channel Qty Budget Actual
Fixed CPEM Total  Fixed cPEM Total
Mail 2666 l— l— 0.00 l_ l— 0.00
Email 2067 I— l— 0.00 I_ I— 0.00
Phone 2667 l— l— 0.00 l_ l— 000 =
Mail 2500 I— l— 0.00 I_ I— 0.00

Figure 10-33: Budget Step for a Targeted Promotion

1)

Promotion Costs

Click the Add List.

A new Promotion Cost line is added to the List.

Budget Amount Actual Amount

Description

|

Add
2)
3)
4)
5)
6)

b.

r—

0.00

I Delete

0.00

Figure 10-34: Promotion Costs

Enter a Description of the cost item.

Enter the budgeted amount of the item in the Budget Amount field.
Enter the actual amount of the item in the Actual Amount field.

Repeat steps 1-4 for each budget line item to add to the Promotion Costs.

If necessary, remove a line item by clicking its Delete Link.

If Targets are defined for the Promotion, use the Target Costs List to define the

costs for each Target Channel in the Promotion:

In the Budget-Fixed field, enter the fixed cost budgeted for the Channel.

In the Budget-CPM field, enter the cost budgeted for the Channel for each
1,000 Customers.

In the Actual-Fixed field, enter the actual fixed cost of the Channel.

In the Actual-CPM field, enter the actual cost of the Channel for each 1,000
Customers.

Repeat steps 1-4 for each Target Channel in the Promotion.

34. Click next.
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The Generic Attributes step opens if there are any required or optional
Promotion Attributes defined.

Generic Attributes

Required

44 previous cancel

Optional

XYZ12345 Mortheast Outlet Stores

Yes - Delete

Figure 10-35: Generic Attributes Step

a. Configure any required or optional promotion attributes.

1)

2)
3)
4)
5)

To add an Attribute, click the Add button.

A configuration field opens.

Select or enter the configuration value for the Attribute.
Repeat until all necessary Attribute(s) are configured.
To delete an Attribute, click the Delete button.

To change the configuration value for an Attribute, select or enter the new
configuration value.

35. Click next.
36. Click next.

The Options After Save step opens.
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37. In each Check Box and/or set of Radio Buttons, indicate the steps that the Promotion
creation process will perform when the Promotion is saved:

44 previous save cancel next PP

Options After Save

After saving this promotion, also perform the following actions:

D Generate
Start a job to generate promotion target data.

D Approve
Set this promotion's stafus to Approved.

D Export
Start a job to create files for exporting this promotion to an external/POS/batch system.

Dynamic Promotion Options
Set the export option for the Dynamic Promotion Job processing.

(O output Additions Only
Only customers added to the event as a result of segment processing will be exported.

(® Output All Updates
All customers updated or added to the event as a result of segment processing will be exported.

Figure 10-36: Options After Save Step

- Generate - Generate the Promotion Target data.
- Approve - Automatically approve the promotion.

- Export - Export the Promotion data to external systems, including POS or
marketing systems.

- Dynamic Promotion Options - Export options for dynamic Promotions. These
options only appear if the Promotion has dynamic Targets. Select the option
using the Radio Buttons:

*

Output Additions Only - Customer Engagement will only export the
Customers added to the Promotion event by the Dynamic Promotions Job.

Output All Updates - Customer Engagement will export all Customers
either added to or updated in the Promotion event by the Dynamic
Promotions Job.

38. Click next.
The Review step opens.
39. Review the entered information to ensure that it is correct.
- Click save to save the Promotion with its current configuration.

- Use Wizard Navigation to return to an earlier step and make any necessary
changes.

- Click cancel to cancel the changes and return to the Promotion List without
saving the Promotion.
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Create a Message Promotion

To create a Message Promotion, do the following:
1. Click CREATE in the upper-right corner of the Promotion List page.
The New Promotion Wizard opens on the Promotion Type step.

Promotion

*+ Promotion Type

Promotion Type
4 cancel next bp

Promotion Type
':‘Cuupon Enable Serialized Coupon Management
@ proguct
Message

Award

Review

Review

Figure 11-1: New Promotion Wizard

2. In the Promotion Type step in the New Promotion Wizard, select Message.

3. Click next.

The General Information step opens.

4. Configure the General Information for the Promotion:

General Information

44 previous cancel next kp

Name
Description
Include Social Listening [
Figure 11-2: General Information Step

a. Enter the Name of the Promotion in the Name Text Field.

b. Enter a Description of the Promotion in the Description Text Field.
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5.

Use the Social Listening Check Box to indicate whether social-media listening
features will be enabled for the Promotion.

Note: This Check Box is only available if social media access has been
enabled in System Configuration, and the User has been assigned the
System Admin and/or PromotionSocialListeningAdmin Role. See the
Implementation Guide for more information about System
Configuration, configuring social media access, and User Roles.

Click next.
The Campaign step opens.

6. Select how the Campaign should be associated with the Promotion:

44 previous save cancel next kpr

& Auto create campaign

 Associate promotion with existing campaign

" Create a new campaign for this promotion

7.

Figure 11-3: Campaign Step
Auto create campaign - Customer Engagement will automatically create a new
Campaign.

Associate promotion with existing campaign - Select a previously-created
Campaign to associate with the Promotion.

If you select this option, a Campaigns Selection Menu opens.

& Associate promaotion with existing campaign

Campaigns I(F'Iease select) j
Figure 11-4: Campaigns Dropdown Menu

Select the Campaign you are associating with this Promotion using the
Campaigns dropdown menu.

Create a new campaign for this promotion - Manually create a new Campaign
that will then be associated with this Promotion.

If you select this option, Name and Description fields open.

& Create a new campaign for this promotion

Name I

=
=

Description

Figure 11-5: Create Campaign Fields

1) Enter the Name of the Campaign in the Name field.
2) Enter a Description of the Campaign in the Description field.

Click next.
The Start/End Date step opens.
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8. Configure the Start and End Dates for the Promotion:

Start / End Date

44 previous save cancelr

Start Date [2011-09-08

Start Time IE”:DU v”M\-ﬂ 'l

End Date |

End Time I‘I‘I v”:59 v”F'I\-ﬂ 'I

Figure 11-6: Start/End Date Step

a. Select the Start Date for the Promotion using the Start Date Calendar Menu.
b. Select the Start Time for the Promotion using the Start Time Time Menus.
c. Select the End Date for the Promotion using the End Date Calendar Menu.
d. Select the End Time for the Promotion using the End Time Time Menus.

9. Click next.

- If Franchisee support is not enabled, the Generic Attributes step opens.
Continue with step 12.

- If Franchisee support is enabled, the Promotion Franchisees step opens.
Continue with the next step.

Note: See the Implementation Guide for more information about
Franchisee support.

10. Select the Franchisee(s) to associate with the Promotion.

Select Franchisee(s)

Select Franchisee ID  Name Description
|:| 2 NY Franchisee NY Franchisee
|:| 1 OH Franchisee OH Franchisee

Figure 11-7: Promotion Franchisees Step

11. Select next.
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The Generic Attributes step opens.

12. Select or enter the configuration values for each of the Required Attributes.

Generic Altributes

44 previous save cancelr

Generic Attributes

Required
Back to School Back to Schoo
No 3
Optional
ST LOC ATTRIBUTE ST LOC ATTRIBUTE ﬂ
st date st date Add

Figure 11-8: Generic Attributes Step

13. Configure any necessary Optional Attribute(s):
- To Add an Attribute:
1) Select the Add button for the Attribute.
A configuration field opens.
2) Select or enter the configuration value for the Attribute.
- To delete an Attribute, select the Delete button for the Attribute.
The Attribute is deleted.
14. Select next.
The Associated Locations step opens.

15. Define the Location Eligibility Rules for the Promotion.

Associated Locations

44 previous save cancel next kpr

Associated Locations

Included Locations

All locations are included by default. No specific locations are included. Click here to add one

Excluded Locations

Mo locations are specifically excluded. Click here to add one.

Figure 11-9: Associated Locations Step
- For instructions on configuring Location Eligibility Rules, see Define Location
Eligibility.
- For more information about Location Eligibility Rules, see Location Eligibility.
16. Click next.

The Define Targets step opens.
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17. Define the Segment Target Eligibility Rules for the Promotion:

Define Targets

44 previous cancel next ke

Define Targets

Targeting Type: @ Static Targeting _' Dynamic Targeting

Included Targets

There are no included targets. Click here to add one.

Excluded Targets

There are no excluded targets. Click here to add one.

Figure 11-10: Define Targets Step

Targeting is automatically set to Exclusive.

b. The next step you perform depends upon the configuration of both your system

and your User account:
*

If the Targeting Type Radio Buttons open, continue with step c.
Targeting Type: @ Static Targeting ' Dynamic Targeting
Figure 11-11: Targeting Type

*  Otherwise, continue with step e.

Important: The Targeting Type Radio Buttons will only open if
Dynamic Targeting is enabled, and you have been assigned either the
PromotionDynamicTargetAdmin or SystemAdmin Role. See the
Implementation Guide for more information about enabling software
features and configuring Roles.

c. Select the Targeting Type for the Promotion.
*  Static Targeting - Once the Target is created, the list of Customers in the

Target will not change.
Continue with the following step.

Dynamic Targeting - After creating the Target, the list of Customers in the
Target will be altered each time the Dynamic Promotions Job runs.

Important: The Dynamic Promotions Job should not be run on the
same day after a Dynamic Promotion is generated. See Dynamic
Promotions for more information.

Dynamic Targeting Option Radio Buttons open.
Dynamic Targeting Option: @ Targets Added Only 0 Targets Added and Removed

Figure 11-12: Dynamic Targeting Option

Continue with step d.
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d. Select the Dynamic Targeting Option for the Promotion.

*  Targets Added Only - When the Dynamic Promotions Job runs, any new
Customers found that meet the Target criteria are added to the Target. All
Customers currently in the Target remain in the Target.

*  Targets Added and Removed - When the Dynamic Promotions Job runs,
only the Customers who meet the Target criteria will be included in the
Target. If a Customer is in the Target before the Job runs, but no longer meets
the criteria, that Customer is removed from the Target.

e. Define the Segment Targets for the Promotion.

Note: If Franchisee support is enabled, and one or more Franchisees
are associated with the Promotion, the Promotion will create a default
Target of the Customers associated with the selected Franchisee(s).

*  For instructions on configuring Segment Eligibility Rules, see Define
Segment Eligibility.
*  For more information about Segment Eligibility Rules, see Segment/Target
Eligibility.
18. Click next.

- If you selected Static Filtering (see above), the Define Target Filtering Step
opens. Continue with the next step.

- If you selected Dynamic Targeting (see above), the Control Groups step opens.
Continue with step 24 on page 9.

19. Define the Target Filter for each Segment Target:

Define Target Filtering

44 previous save cancel]

Define Target Filtering

Customer

Target Name Filffer T) Fiiftered Count
g Count Jpe
Birthday Target 9040 [none =] [o040
Combined e
6659 MNone ¥ bBb5Y
Target | J |
Customer Household Consolidation [ None Ll

Target Count Total 15699
Filtered Count Total 15699

Figure 11-13: Define Target Filtering Step

a. Select the Filter Type for each Segment:
*  None - [DEFAULT] All Customers in the Segment are eligible.

*  Top Sales - Customers from the Segment will be chosen for eligibility by the
greatest total amount of purchases.

*  Random - Customers from the Segment will be chosen randomly for
eligibility.
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b. If the Filter Type for the Segment is Top Sales or Random, enter the Filter Count
of Customers eligible for the Promotion.

Fiiter Type Fiitered Count

ITop Salesj IU

IRandom j IU

Figure 11-14: Enter Filter Count

20. Use the Customer Household Consolidation Selection Menu to indicate whether
the Promotion will use household consolidation, and the rule for determining the
Customer who is the head of household.

This Selection Menu has the following options:
- None - Do not perform household filtering.

- LT Sales - Select head of household based on amount purchased over the
lifetime of their account.

- LT Transaction Count - Select head of household based on lifetime number of
transactions.

- Last Transaction Date - Select head of household based on the Customer who
performed the most recent transaction.

- Customer Attributes - Select head of household based on the Customer's
numeric attributes.

21. Click next.
The Split Targets step opens.

Split Targets

44 previous save cancel!

Split Targets

Target Name Customer Count Split Count %
Bithday Target 8000 100.00% Spiit
Combined Target 5000 100.00% Spiit

Figure 11-15: Split Targets Step

22. Filtered Targets can, optionally, be split into smaller, separate Targets. If necessary,
create Splits for the filtered Targets in the Promotion:
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a. Click Split for each Split to be created in the Target (click Split once for two
Splits, click twice for three Splits, click three times for four Splits, etc.).

Target Name Customer Count Split Count %

Bithday Tamget 8000 100.00% Solit
[Birthday Target_1 | 2686 [33.33 Delete
[Birthday Target_2 2867 [33.34 Delete
|Birthday Target_3 2667 [33.34 Delete
Combined Target 5000 100.00% Soii
|Combined Targst_1 2500 [50.00 Delete
[Combined Target_2 2500 f50.00 Delete

Figure 11-16: Splits

b. Optionally, change the name of the Split in the Target Name field for each Split.

c. Adjust the Split distribution as necessary:

*

Change the number of Customers in each Split in the Split Count fields.
*

Change the percentage of Customers in each Split in the % fields.

The total number of Customers in the Splits must equal the number of
Customers in the target. If the numbers are not equal, Split Count will display

the difference.

(-67) 0.00%
2686 [33.33
[2600 [32.50
2667 [33.34
(+500) 100.00%
3000 [50.00
[2500 [50.00

Figure 11-17: Split Counts Incorrect

d. If necessary, remove a Split by clicking the Delete Link for the Split.
23. Click next.

The Control Groups step opens.
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24. Use the Radio Buttons to select the type of Control Groups:

Control Groups

44 previous save cancel next kpr
Control Groups

& None © Promotion Level o Target Level

Figure 11-18: Control Groups Step

Important: If Dynamic Targeting was selected for the Promotion, the
Control Groups created cannot be changed. The Customers in the
Control Group will remain in the Control Group throughout the
Promotion.

- None - [DEFAULT] The Promotion has no Control Group. Continue with step 25
on page 10.

- Promotion Level - The Control Group Customers are pulled from each Split/
Target in proportions equal to the size of each Split/Target.

Control Groups

" None & Promotion Level o Target Level

Promotion Targets

Target Name Original Count New Count %
Birthday Target_1 2666 2666 20.51
Birthday Target_2 2667 2667 20.52
Birthday Target_3 2667 2667 20.52
Combined Target_1 3000 3000 23.08
Combined Target_2 2000 2000 15.38
Iskadjf;Iskfjas - Ctl 0 I 0 0.00

Total 13000 13000 T100%

Figure 11-19: Control Group - Promotion Level
If this option is selected, determine the size of the Control Group by doing one of
the following;:

*  In the New Count field, enter the number of Customers in the Control
Group.

*  In the % field, enter the percentage of the Customers in the Control Group.
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- Target Level - The Control Group Customers are pulled from each Split/Target
in numbers specified individually for each Split/Target.

Control Groups

" None © Promotion Level © Target Level

Target Name Original Count New Count Controi Group Count k]
Birthday Target_1 2666 2666 [ 0 [ 0.00

Birthday Target_2 2667 2667 [ 0 | 0.00

Birthday Target_3 2667 2667 [ 0 [ 0.00

Combined Target_1 2000 3000 [ 0 | 0.00

Combined Target_2 2000 2000 [ 0 [ 0.00

Total 13000 13000 0

Figure 11-20: Control Group - Target Level

If this option is selected, determine the size of each Control Group by doing one
of the following for each Split/Target:

*  In the Control Group Count field, enter the number of Customers in the

Control Group.
*  In the % field, enter the percentage of the Customers in the Control Group.
25. Click next.

The Export Channels step opens.

26. For each Split/Target, select the method used to contact the Customers in each Split/

Target.

44 previous save cancel next PP

Export Channels

Target Name Mail E-Mail / Baich Exporter Phone Channel Filter
ZIP20500_1 L] L] L] []
ZIP20500_2 [] [] [] []

Figure 11-21: Export Channels Step

- Mail - This Check Box determines whether the Customers in the Split/Target
will be contacted by Mail.

- E-Mail/Batch Exporter - This Check Box determines whether the Customers in
the Split/Target will be contacted by Email or through a separate system, with
notification through a batch export.
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If this Check Box has a checkmark ([w), batch exporter file names are displayed.

Please specify filenames for batch exporter files

Promotion Export filename

Prefix |my—MMdd_HHmmss b | Static Name Suffix | None b

Filename {yyyy-MM-dd_HHmmss}-PromaotionSync

Targets Export filename

Prefix |my—MMdd_HHmmss e | Static Name Suffix | None e

Filename {yyyy-MM-dd_HHmmss}-PromotionTargetsSync

Figure 11-22: Batch Exporter Filenames Options

The following export filenames are configurable:

*

*

Promotion Export filename - Contains information on the Promotion.

Targets Export filename - Contains a listing of the Customers selected as
Targets for the Promotion. Displayed only if Targets were selected for the
Promotion.

For each filename, you can override the following defaults:

*

Prefix - Indicates the format of the datetime stamp used as a prefix the
filename. Optional. Possible settings are yyyyMMdd_HHmmss, yyyy-MM-
dd_HHmmss, or none. Defaults from the Responsys Export Filename
Default Prefix property setting. See the Implementation Guide for more
information.

Static Name - The identifying filename. Defaults from the related property:
Responsys Promotion Sync Default Filename or Responsys Promotion
Targets Sync Default Filename. See the Implementation Guide for more
information.

Suffix - Indicates the format of the datetime stamp used as a suffix the
filename. Optional. Possible settings are yyyyMMdd_HHmmss, yyyy-MM-
dd_HHmmss, or none. Defaults from the Responsys Export Filename
Default Suffix property setting. See the Implementation Guide for more
information.

See Bulk Export to Batch in the “Promotions” chapter for details on the
generated export files.

- Phone - This Check Box determines whether the Customers in the Split/Target
will be contacted by Phone.

- Channel Filter - This Check Box determines whether the Customers in the Split/
Target will be contacted through a Channel Filter.

If this Check Box has a checkmark ([ ), Channel Filter options are displayed.

Tamget Name

ZIP20500

Mail [E-Mail / Baich Exporier Phone Channel Filler

Location Channel @ Filter l:‘

Associate Channel O

0 O 0 M

Figure 11-23: Channel Filter Options
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Channel Filters have the following options:

*

Radio Buttons that determine the type of Channel.
Location Channel - Customers are contacted by the Location.
Associate Channel - Customers are contacted by their Assigned Associates.

Filter - This Check Box determines whether the export channel is filtered. If
this Check Box has a checkmark (Jw), additional Channel Filter options are
displayed.
Filter (¥
Max Count Per <Store= 136

Method  Random -

Figure 11-24: Filter Options

Max Count Per <Type> - Determines the maximum number of target
Customers that will be contacted through the channel. This field is only
enabled if the Filter option was selected.

Method - Method used to select the Customers contacted. This field is only
enabled if the Filter option was selected. This Selection Menu has the
following options:

Random - [DEFAULT] Select Customers randomly.

Top - Recent Purchase - Filter the Customers based on the most recent
purchases.

Top - LT Sales - Filter the Customers based on the largest amount purchased
over the lifetime of their account.

Top - Numeric Attribute - Filter the Customers based on the highest
attribute value for a selected numeric attribute. If this option is selected, an
additional Channel Filter option is displayed.

Attribute - The numeric attribute used to determine the customers
contacted. This field is only enabled if the Filter option was selected and the
Top - Numeric Attribute was selected as the Method.

Method Top - Numeric Aftribute

Aftribute  (Please select) -

Figure 11-25: Numeric Attribute Filter

27. Click next.

If Include Social Listening was selected, the Social Listening step opens.
Continue with step 28 on page 13.

If the Channel Filter Export Channel was selected (and Include Social
Listening was not), the Event Definition step opens. Continue with step 32 on

page 15.

If neither Include Social Listening nor the Channel Filter Export Channel were

selected, the Budget step opens. Continue with step 34 on page 16.
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28. Define the keywords used by the Social Listening process:

Social Listening

44 previous cancel next kb
Define Target Social Listening Keywords |:
Target Name Social Network Targeted Subscribers Keyword(s) To Listen For Copy Keywords |
Keyword(s): Add Remove
Copy To All
et Cuslonens n b Copy To Same Network Only =
Keyword(s): Add Remove
P Copy To All
Target Cust [ f..;IJ 7822
Sgehbusiomens \S Copy To Same Network Only | 4
Keyword(s): Add Remove
Copy To All
LG New Customers n 2387

Copy To Same Network Only

Figure 11-26: Social Listening Step

In Define Target Social Listening Keywords List, each social network configured for
the system is listed once for each Target defined for the Promotion.

a.

Add a keyword set to the social network for a Target:
1) Click the Add Link for a social network.
A Text Area Field opens.
2) Enter the keyword(s) to listen for into the Text Area Field.
3) Repeat steps 1-2 for each keyword set to enter for the social network.

If necessary, copy the keyword sets to other social networks:

Important: Copying the keyword set(s) will REPLACE (rather than
add to) currently configured any keyword set(s).

For example, Network 1 has the keyword set “great item” and
Network 2 has the keyword sets “still shopping” and “fantastic
experience at the store”. The user then clicks the Copy To All Link for
Network 1. The only keyword set for Network 2 is now “great item”.

*  Click the Copy to Same Network Only Link to copy the keyword set to the
same social network for each Target.

For example, if you enter “fantastic sale” in one Twitter row, clicking the
Copy to Same Network Only Link will create a keyword set “fantastic sale”
to the Twitter row for every Target.

Click the Copy to All Link to copy the keyword set(s) to every social
network for every Target.

If necessary, remove a set of keyword set from a Target’s social network by
clicking the Text Area Field for the keyword set, then clicking the Remove Link.
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d.

Repeat steps a-c as necessary for each Target and social network.

29. Click next.

The Social Listening Schedule step opens.

30. Configure the frequency at which the Job will check social media:

Social Listening
Sched

44 previous cancel next kP

Complete the scheduling parameters for the social listening.

Social Listening Job Schedule

Job Execution Frequency

8.

(Please select) -
Figure 11-27: Social Listening Schedule Step

Select the Job Execution Frequency using the Selection Menu.

*  ONCE_LATER - Run the Segment Query at a later date or time.

*

DAILY - Run the Segment Query every day.
*  WEEKLY - Run the Segment Query once each week.
*  MONTHLY - Run the Segment Query once each month.

Use the Start Date Calendar Menu to select the start of the time range in which
the job will run.

If you selected a Job Execution Frequency of ONCE_LATER, continue with step
f.

Use the End Date Calendar Menu to select the end of the time range in which
the job will run.

*

If you selected a Job Execution Frequency of DAILY, continue with step f.

*

If you selected a Job Execution Frequency of WEEKLY, continue with step d.

*

If you selected a Job Execution Frequency of MONTHLY, continue with step
e.

Use the Day of Week Selection Menu to select the day of the week on which the
job will run. Continue with step f.

Use the Day of Month Selection Menu to select the day of the month on which
the job will run.

Use the Job Execution Time Time Menus to determine the time at which the job
will run.

Tip: It is recommended that you select a time that is within the Job_
Processing Window. If you select a time outside the Job Processing
Window, the Override Job Processing Window setting (see step g)

must be checked (J+) for the job to run.

Use the Override Job Processing Window Check Box to indicate whether the
job should run, even if it is scheduled outside the Job Processing Window.

31. Click next.
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If the Channel Filter Export Channel was selected, the Event Definition step
opens. Continue with the next step.

If the Channel Filter Export Channel was not selected, the Budget step opens.
Continue with step 34 on page 16.

32. Configure the Event Definition.

Event Description

Event Definition

44 previous cancel next mr

Event Image

Update Image

Event Documents

There are no documents attached for this event.

Aftach a document

a.
b.

Figure 11-28: Event Definition Step

Enter a description of the Event in the Event Description field.

If necessary, change the image file for the Event. To change the image:

1)

2)

3)
4)

Click the Update Image Link.

The Update Image Window opens.

Select the Action using the Radio Buttons.

Select Import Image, to add or change the image and continue with step 3.
Select Reset Image to remove the image and continue with step 4.

Use the File to Import File Upload field to select the file to import.

Click the Done button to save the changes and close the Window.

To close the Window without saving the changes, click the X ([):(]) in the
top-right corner of the Window.

If necessary, attach a document to the Event. To upload a document:

1)

2)

3)

Click the Attach a document Link.
The Attach a Document Window opens.

Use the Please select file to Upload File Upload field to select the file to
import. Only files with the file extensions of jpg, jpeg, png, pdf, doc, docx,
xls, and xlsx can be uploaded.

Click the Upload file button to save the changes and close the Window.

To close the Window without saving the changes, click the X ([):(]) in the
top-right corner of the Window.
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d. To remove a document from the Event Documents List, click the Remove Link
for the document.

Event Documents
Aftach a document

Document name

Gettysburg Address.doc Remove

Figure 11-29: Event Documents List

The document is removed from the List.
33. Click next.
The Budget step opens.
34. Configure the Budget for the Promotion:

a. In the Promotion Costs List, enter the costs for the Promotion that are not

specific to a Target:

44 previous cancel next kp
Budget
Promotion Costs
Description Budget Amount Actual Amount
0.00 0.00
Add
Figure 11-30: Budget Step for an Untargeted Promotion
44 previous save cancel next wp
Budget =

Promotion Costs

Description Budget Amount Actual Amount
0.00 0.00

Add
Target Costs
Target Name Channel Qty Budget Actual

Fixed CPM Total  Fixed CPM Total
Birthday Target_1 Mail 2666 I I 0.00 I I 0.00
Birthday Target_2 Email 2067 I I 0.00 | I 0.00
Birthday Target_3 Phone 2667 I I 0.00 I I 000 =
Combined Target_1 Mail 2500 I I 0.00 | I 0.00
P —— FSRE m S E— PSP e S ———— - |

Figure 11-31: Budget Step for a Targeted Promotion

1) Click the Add List.
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Promotion Costs

A new Promotion Cost line is added to the List.

Description Budget Amount Actual Amount
I I I Delete
0.00 0.00
Add
Figure 11-32: Promotion Costs
2) Enter a Description of the cost item.
3) Enter the budgeted amount of the item in the Budget Amount field.
4) Enter the actual amount of the item in the Actual Amount field.
5) Repeat steps 1-4 for each budget line item to add to the Promotion Costs.
6) If necessary, remove a line item by clicking its Delete Link.

b. If Targets are defined for the Promotion, use the Target Costs List to define the
costs for each Target Channel in the Promotion:

1)
2)

3)
4)

5)

In the Budget-Fixed field, enter the fixed cost budgeted for the Channel.

In the Budget-CPM field, enter the cost budgeted for the Channel for each
1,000 Customers.

In the Actual-Fixed field, enter the actual fixed cost of the Channel.

In the Actual-CPM field, enter the actual cost of the Channel for each 1,000
Customers.

Repeat steps 1-4 for each Target Channel in the Promotion.

35. Click next.

The Generic Attributes step opens if there are any required or optional
Promotion Attributes defined.

Generic Attributes

Required

44 previous

Optional

XYZ12345 Mortheast Outlet Stores

Yes - Delete

Figure 11-33: Generic Attributes Step

a. Configure any required or optional promotion attributes.

1)

2)
3)

To add an Attribute, click the Add button.
A configuration field opens.
Select or enter the configuration value for the Attribute.

Repeat until all necessary Attribute(s) are configured.
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4) To delete an Attribute, click the Delete button.

5) To change the configuration value for an Attribute, select or enter the new
configuration value.

36. Click next.
37. Click next.
The Options After Save step opens.

38. In each Check Box and/or set of Radio Buttons, indicate the steps that the Promotion
creation process will perform when the Promotion is saved:

44 previous save cancel next PP

Options After Save

After saving this promotion, also perform the following actions:

D Generate
Start a job to generate promotion target data.

D Approve
Set this promotion's stafus to Approved.

D Export
Start a job to create files for exporting this promotion to an external/POS/batch system.

Dynamic Promotion Options
Set the export option for the Dynamic Promotion Job processing.

(O output Additions Only
Only customers added to the event as a result of segment processing will be exported.

(® Output All Updates
All customers updated or added to the event as a result of segment processing will be exported.

Figure 11-34: Options After Save Step

- Generate - Generate the Promotion Target data. This option only appears if the
Promotion is targeted.

- Approve - Automatically approve the promotion.

- Export - Export the Promotion data to external systems, including POS or
marketing systems.

- Dynamic Promotion Options - Export options for dynamic Promotions. These
options only appear if the Promotion has dynamic Targets. Select the option
using the Radio Buttons:

*

Output Additions Only - Customer Engagement will only export the
Customers added to the Promotion event by the Dynamic Promotions Job.

Output All Updates - Customer Engagement will export all Customers
either added to or updated in the Promotion event by the Dynamic
Promotions Job.

39. Click next.

The Review step opens.
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40. Review the entered information to ensure that it is correct.

Click save to save the Promotion with its current configuration.

Use Wizard Navigation to return to an earlier step and make any necessary
changes.

Click cancel to cancel the changes and return to the Promotion List without
saving the Promotion.
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12

Overview

Deals

In Customer Engagement, Deals are price incentives given to the customer. These Deals
can often be reused in separate Promotions or Card Programs. To facilitate and ease the
reuse of existing Deals, a library of Deals can be created in Customer Engagement.

About This Chapter

This chapter contains the following information:

Deal Elements

Deal Elements - Describes common elements of Deals.

Deal List - Describes the Deal List page you use to work with Deals. Options include:
- Actions Menu

- [Filters

- Open a Deal

Deal Window - Describes the information and options available in the Deal Window.
Options include:

- Actions Menu

- EditaDeal

There are some elements of Deals that appear in several locations. The elements have
common values that can appear in menus or data fields. Some of these common
elements and their possible values are described below.

Deal Types

The Deal Type determines the type of incentive provided by the Deal. Customer
Engagement has the following Deal Types:

Transaction Discount - A discount is applied to the subtotal of a transaction.

Line Item Discount - A discount is applied to a specific line item within a
transaction.

Fixed Quantity/Price - A fixed price is assigned to defined item quantities within a
transaction.

Kit - A certain set of items that, when purchased together, has a certain discount or
special price associated with them.
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e  Gift with Purchase - A gift is provided to the customer when they purchase certain,
defined item(s).

* Buy X Get X - The purchase of a certain, defined item allows the customer to receive
another of the same item at no cost or a discount.

* Buy X Get Y - The purchase of a certain, defined item allows the customer to receive
a different item at no cost or a discount.

* Tiered Discount - A discount is applied to a defined set of items, where the amount
of the discount depends on the quantity of the item in the transaction.

Intended Use

In Customer Engagement, Deals can be assigned an Intended Use. This indicates the
manner in which a Deal is likely to be used.

* Product - A Deal that is applied directly to an item or transaction.
* Coupon - A Deal that is applied to an item or transaction through a Coupon.

¢ Entitlement - A Deal that is applied to an item or transaction as an Entitlement for a
Customer, including deals associated with Promotions or Card Programs.

* Any - A Deal that can be applied as a Product, Coupon, or Entitlement.

Deal List

The Deal List page is opened using the Campaign->Product Deal Definition menu
option, or by clicking the Product Deal Definition Link on the Main Page.

(1 )—)

Deal List ®

Deals

Deal Type  All - Find Specific Deal Id Franchisee ID H ( 2 )
Intended Use  Any - Attribute Type  All -

Displaying: 1-50 of 135 M« 4 1 of 3 Pages MM Go To Page: (GO] Items per page: 50 ~
Deal Name - Deal Type - Intended Use ©

12647 Deal 1 Transaction Discounl 3 Any !E

12646 test Line ltem Discount Any ;

12645 Franchisee15806 Transaction Discount Any

12644 Franchisee 19 Line ltem Discount Any

12154 WSDL-FranchiseSecurity-Deal2 Transaction Discount Any

12153 WSDL-FranchiseSecurity-Deal1 . 4 Transaction Discount Any

12152 Franchisee13286 Transaction Discount Any

12151 Franchisee13287 Transaction Discount Any

12147 ST 115 Deal Tiered Discount Any

12143 Deal 117 Transaction Discount Product

12142 Deal 115 Line Item Discount Any

11RAR MthltamEranchicaa Mih itam Aicrnnnt Brr u

Figure 12-1: Deal List

Table 12-1: Deal List Page Key

Item Description

Actions Menu - Click to open a menu of actions that can be performed in the
@ Deal List page. See Actions Menu for more information.

12-2 Oracle Retail Customer Engagement Cloud Services User Guide



Deal List

Table 12-1: Deal List Page Key (continued)

Item Description

Filters - Select criteria in the Filters to view a subset of the Deals in the Deal
List. See Filters for more information.

Page Navigation - Page Navigation for the List.

Deal List - A List of Deals currently in the system. The List displays a limited
number of Deals; use the Filter Menus to narrow down the List and locate a
certain Deal.

® @

The following information is displayed for each Deal:
Deal ID - Unique ID for the Deal.

Deal Name - Name of the Deal.

Deal Type - The type of Deal. See Deal Types.

Intended Use - Intended Use of the Deal. See Intended Use.

Actions Menu Actions N
The Actions Menu in the Deal List page includes the following options:

- Create - Create a new Deal. See Create a Deal. Lreate
Filters
The Deal List page includes the following Filter fields:
. E)eaIT;e All : - - Find Specvi.ﬂch.Z);;l}d - Franchisee II.Z). : —
\ Intended Use  Any - Attribute Type Al -
R e B b AR A JPp—— wnm.\ﬂ. A b e S malpihse “"““‘f"“r‘.-\‘“?“"’.“
Figure 12-2: Filter Menus
e Deal Type - Filters the List by Deal Type. This Selection Menu includes all possible
Deal Types. Select All [DEFAULT] to display Deals of all types. See Deal Types for a
list of the possible values.
¢ Intended Use - Filters the List by the Intended Use. See Intended Use for a list of
possible values.
e Franchisee ID - This Text Field filters the List by the Franchisee associated with the
Deal.
e Find Specific Deal Id - This Text Field filters the List to show only the Deal with the
specified ID.
e Attribute Type - Filters the List by the Attribute assigned to the Deal. This Selection
Menu contains the names of all the Attributes that can be assigned to a Deal.
Open a Deal

To open a Deal, click the Deal in the List. The Deal opens in a Deal Window.
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Deal Window

The Deal Window displays information about the selected Deal and provides access to

actions that can be performed on the Deal.

General

-

Actlons ™)

Deal ID 9583
Name test
POS Name test
Intended Promotion Type Product

Deal Type Tiered Discount Friority 1
Deal Count Limit

Intended Industry Merchandise

Subtotal Minimum
Subtotal Maximum
Maximum Award Amount

Awvard Value Distribution Prorate award value across qualifying items Comments

Qualifying ltems

Set Seq Threshold Discount

1 Quantity, Tiered: 100 Percent Off: 10.00 =
¥ Details
Type Description Include Exclude
DEPT 900: Clothing Department

Discount Tiers

Tler Threshold # Discount %
1 Buy 100 Get 10.00
2 Buy 200 Get 20.00

Advanced Parameters

Include Redlines No
Include Non-Merchandise Charges No

Allow Zero Price No .
Allow iterns to be used in other Deals No v

Figure 12-3: Deal Window

The Deal Window includes the following information:

Note: The information displayed in the Window will depend upon
the configuration of the Deal. Not all of the elements described below
will be displayed for all Deals.

* General - General information about the Deal. This includes the following
information:

Deal ID - The unique ID for the Deal.
Name - The name of the Deal.
POS Name - The name of the Deal displayed on the POS system.

Intended Promotion Type - The type of use for the Deal. See Intended Use for a
list of possible values.

Award Value Distribution - Indicates whether the Deal discount applies to each
discounted Item (No), or to the set of all discounted Items (Yes).

Deal Type - The type of Deal. See Deal Types for a list of the possible values.

Subtotal Minimum - Minimum subtotal amount for a transaction to be eligible
for the Deal.

Subtotal Maximum - Maximum subtotal amount for a transaction to be eligible
for the Deal.

Maximum Award Amount - The maximum currency amount of the Award.
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- Deal Count Limit - The maximum number of times the deal can be applied to
the same transaction.

- Comments - Comments about the Deal.

- Priority - The priority given to the Deal, if more than one Deal can be applied to
a Transaction.

- Intended Industry - The Intended Industry for the Deal.

Qualifying Items - This List displays the Item Qualifying Rules for the Deal. This
List includes the following information:

- Set Seq - The Set number.

- Threshold - The threshold style, type of threshold, and threshold amount for the
Set.

- Discount - The type of discount, the amount of the discount, and the maximum
number of times the discount can be applied to a transaction.

- Details - This List displays the Item Eligibility Rules for the Set. This List
includes the following information:

*  Type - The type of Hierarchy ID.

*  Description - A description of the Hierarchy element or Attribute value.

*  Include - Indicates whether the Item(s) are included in the eligibility Set.
*  Exclude - Indicates whether the Item(s) are excluded from the eligibility Set.

Award Items - If the Deal Type is Buy X Get X, or Buy X Get Y, this List is displayed,
showing the Awards for the Deal. This List includes the following information:

- Award Quantity - The number of Items in the Award.

- Discount - The type and amount of the discount, along with the maximum
number of times the Award can be given within a transaction.

- Award Value Distribution - Indicates how the award is applied to items.

- Details - This List displays the Items given as an Award for the Deal. This List
includes the following information:

*  Type - The type of Hierarchy ID.

*  Description - A description of the Hierarchy element.

*  Include - Indicates whether the Item(s) are included in the eligibility Set.
*  Exclude - Indicates whether the Item(s) are excluded from the eligibility Set.

Discount Tiers - If the Deal Type is Tiered Discount, this List is displayed, showing
the tiers of the Deal. This List includes the following information:

- Tier - Tier number.

- Threshold #/Amount - The number of items that must be purchased to qualify
for the tier.

- Discount % - The discount percentage. This field is only shown if the Discount Type
is Percent Off.

- Discount Amount - The discount amount. This field is only shown if the Discount
Type is Amount Off.
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Actions Menu

The Actions Menu for the Deal Window includes the following option:

Edit a Deal

- Discount Override Price - The new price of the item(s). This field is only shown if
the Discount Type is Override Price.

- Maximum (To maximum of) - The maximum quantity available for the
discount.

Time Rules - This List displays the Time Eligibility rules for the Deal. This List
displays the following information:

- Name - Name of the Rule.

- Start Time - Time of day at which the Rule becomes active.

- End Time - Time of day after which the Rule becomes inactive.

- Days of Week - The days of the week on which the Deal is active.

Advanced Parameters - Advanced configuration parameters for the Deal. This
includes the following information:

- Include Redlines - Indicates whether redlines are included in the Deal.

- Include Non-Merchandise Charges - Indicates whether non-merchandise
charges are included in the Deal.

- Allow Zero Price - Indicates whether free Items are included in the Deal.

- Allow items to be used in other Deals - Indicates whether the items used by the
Deal can be used again in other Deals applied to a transaction.

Attributes - Attributes for the Deal. This includes the following information:
- Attribute name.
- Attribute value.

Associated Franchisees - Franchisees associated with the Deal. This includes the
following information:

- ID for the Franchisee.

- Name of the Franchisee.

Actlons ™\

- Edit - Edit the Deal. Edit

To edit a Deal, click Edit in the Actions Menu in the Deal Window.

The Deal in opened in the Deal Creation Wizard, with all of the fields populated with the
current Deal configurations.

Use Wizard Navigation to move through the Wizard and make any necessary
changes.

Click save when you are finished making changes. The Wizard closes, saving the
entered configurations and returning to the Deal List.

Click cancel to exit the Wizard and return to the Deal List without saving the
changes.

For more information about the fields and information to be entered, see Create a Deal.
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Create a Deal

To create a Deal in Customer Engagement:

1. In the Deal List page, click Create in the Actions Menu.

Tip:

If there are no Deals defined, Customer Engagement provides a

Click Here Link for adding a Deal.

The Create Deal Wizard opens to the Define Name step.

< Define Name

Total time rules
Review

Review

EdIt Deal

Enter Deal name and information

T S STU WA Sy SR ST U UG ST~ S S e

Deflne Name

Enter Deal name and information

“ cancel next »p

Name
POS Name
Deal Type Transaction Discount -
Intended Promotion Type  Any -

Intended Industry  (Flease select) -

Comments

Figure 12-4: Create Deal Wizard

2. Define the basic information about the Deal:

Name - The name of the Deal.

POS Name - The name displayed for the Deal on a POS system.

Deal Type - The type of Deal. This Selection Menu has the following options:

*

Transaction Discount - [DEFAULT] A discount is applied to the subtotal of a
transaction.

Line Item Discount - A discount is applied to a specific line item within a
transaction.

Fixed Quantity/Price - A fixed price is assigned to defined item quantities.

Kit - A certain set of items, when purchased together, has a certain discount
or special price associated with them.

Gift with Purchase - A gift is provided to the customer when they purchase
certain, defined item(s).

Buy X Get X - The purchase of a certain, defined item allows the customer to
receive another of the same item at no cost or a discount.

Buy X Get Y - The purchase of a certain, defined item allows the customer to
receive a different item at no cost or a discount.

Tiered Discount - A discount is applied to a defined set of items, where the
amount of the discount depends on the quantity of the item in the
transaction.

Intended Promotion Type - The expected method for applying the Deal. This
Selection Menu has the following options:
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*  Any - [DEFAULT] The Deal may be applied either directly to a transaction, or
through a Coupon.

*  Coupon - The Deal is applied through a Coupon applied to the transaction.
*  Product - The Deal is applied directly to a transaction.
*  Entitlement - The Deal is given to a Customer as an Entitlement.

- Intended Industry - The intended industry for the Deal. This Selection Menu is
only available when the Intended Industry Prompt Option is set to SHOW_PROMPT.
See the Oracle Retail Customer Engagement Cloud Services Implementation Guide for
more information about System Configuration and this property.

- Comments - Additional comments about the Deal.
3. Click next.
The Franchisees step opens.

4. Select the Franchisees to associate with the Deal.

44 previous

Select Franchisee(s) Check Al Uncheck All
Select Franchisee ID Name Description
] 2 NY Franchisee NY Franchisee
|:| 1 OH Franchises OH Franchizee

Figure 12-5: Franchisees Step

- Select the Check All Link to associate the Deal with all Franchisees.

- If only a subset of Franchisees will be associated with the Deal, select the Check
Box for each Franchisee to be included.

- Select the Uncheck All Link to unselect all selected Franchisees.

5. Click next.
The Generic Attributes step opens.
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6. Configure the Generic Attributes for the Deal.

Generic Attributes

44 previous

Generic Attributes

Required

DEAL_CREATED_BY Deal Created By

Optional

NUMBER_OF_ITEMS Estimated Mumber of Deal ltems Add
DEAL_COST Estimated Deal Cost Add
SEASOMNAL_DEAL Is Deal Seasonal? M
DEAL TYPE Deal Type Add |
DEAL_START_DATE Deal Start Date Add
ALL_ITEMS_DEAL Is deal for ALL ltems? Add
CREATED_BY Deal Created by Add

Figure 12-6: Generic Attributes Step

a. Select or enter the configuration values for each of the Required Attributes.
b. Add any necessary Optional Attribute(s):
1) Click the proper Add button.
A configuration field opens.
2) Select or enter the configuration value for the Attribute.
3) Repeat until all necessary Attribute(s) are configured.
¢. Toremove an Attribute, click the Delete button for that Attribute.
The Attribute is deleted.
7. Click next.

A step opens for configuring settings specific to the selected Deal Type. The next
step depends upon the Deal Type selected:

- If the selected Deal Type is Line Item Discount, Fixed Quantity/Price, Gift with
Purchase, Buy X Get X, or Transaction Discount, continue with step 8.

- If the selected Deal Type is Kit, or Buy X Get Y continue with step 20 on page 16.

- If the selected Deal Type is Tiered Discount, continue with step 26 on page 20.
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8. Configure the Qualifying Items settings:

Define Qualifying Items

44 previous cancel next kp

Subtotal Minimum Subtotal Maximum
Threshold Style  Minimum - Threshold Type Quantity - Threshold * 1

Import Existing Deal

Included Items

MNo include items currently defined. Click here to add one. Click here to import csv file.

Excluded Items

No exclude items currently defined. Click here to add one. Click here to import csv file.

Figure 12-7: Qualifying Items Settings
- Subtotal Minimum - The minimum subtotal required for the transaction to be
eligible for the discount.

- Subtotal Maximum - The maximum subtotal required for the transaction to be
eligible for the discount.

- Threshold Style - The style of threshold to set.

Note: The options available in this Selection Menu will vary,
depending upon the Deal Type selected.

*  Minimum - A minimum threshold.
*  Exact - The item quantity must exactly match the Threshold.

- Threshold Type - The type of threshold. This Selection Menu has the following
options:

*  Quantity - The number of qualifying items.
*  Amount - The total amount of the qualifying items.

- Threshold - The amount of the threshold. The type of value depends upon the
selected Threshold Type.

- Included Items - Determines the items that are included in the Deal. This
configuration uses Item Eligibility entry rules.

- Excluded Items - Determines the items that are excluded from the Deal. This
configuration uses Item Eligibility entry rules.

Note: Customer Engagement will only display Items available to the
Franchisee(s) selected in step 4 on page 8.

9. Click next.
- If the Deal Type is Transaction Discount, continue with step 10.
- If the Deal Type is Line Item Discount, continue with step 12 on page 12.
- If the Deal Type is Fixed Quantity/Price, continue with step 14 on page 13.
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- If the Deal Type is Gift with Purchase, continue with step 16 on page 13.

- If the Deal Type is Buy X Get X, continue with step 18 on page 15.

10. Define the awards for a Transaction Discount type:

44 previous cancel next s
Define Award ltems
Pricrity 1 ¥ Maximum Award Amount
Discount Type Percent OFf « Discount Value * Max Quantity

Included ltems

Type Description

All tems Season=Fall-Winter;
Excluded ltems

No exclude items cumrentty definad

Figure 12-8: Transaction Discount Award Settings

- Priority - If more than one Deal can be applied to a Transaction, this Selection
Menu determines the priority given to the Deal.

- Maximum Award Amount - The maximum currency amount of the discount.

- Deal Count Limit - The maximum number of times the deal can be applied to
the same transaction. Available only if the Intended Use for the Deal is not
Entitlement. Set to 0 [DEFAULT] for no limit.

- Discount Type - The type of discount. This Selection Menu has the following
options:
*  Percent Off - The discount is a certain percentage off of the qualifying

item(s). The Discount Value field determines the percentage.

*  Amount Off - The discount is a fixed amount off of the qualifying item(s).
The Discount Value field determines the amount.

- Discount Value - The amount of the discount (see above).

- Max Quantity - Maximum quantity of the matching item(s) that can be used to
satisfy the item rule.

- Award application method Radio Buttons that determine how a discount is
applied to the award Items. These Radio Buttons are only enabled for Amount Off
discount types, and only if the Intended Use for the Deal is not Entitlement. These
Radio Buttons have the following options:

*  Prorate award value across qualifying items - The amount of the discount
is divided by the number of items and then that amount is applied to each
Item.

*  Issue award to each qualifying items - The amount of the discount is
applied to each Item.

11. Continue with step 29 on page 22.
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12. Define the awards for a Line Item Discount type:

44 previous save cancel next pr
Define Award Items
Priority |1 Maximum Award Amount Deal Count Limit 0
Discount Type Amount Off Discount Value * 25 Max Quantity 6

9 Prorate award value across qualifying items

'/ Issue award to each gualifying item

Included Items

Type Description
All items

Excluded Items

No exclude items currently defined.

Figure 12-9: Line Item Discount Award Settings

- Priority - If more than one Deal can be applied to a Transaction, this Selection
Menu determines the priority given to the Deal.

- Maximum Award Amount - The maximum currency amount of the discount.

- Deal Count Limit - The maximum number of times the deal can be applied to
the same transaction. Available only if the Intended Use for the Deal is not
Entitlement. Set to 0 [DEFAULT] for no limit.

- Discount Type - The type of discount. This Selection Menu has the following
options:
*  Percent Off - The discount is a certain percentage off of the qualifying
item(s). The Discount Value field determines the percentage.

*  Amount Off - The discount is a fixed amount off of the qualifying item(s).
The Discount Value field determines the amount.

- Discount Value - The amount of the discount (see above).

- Max Quantity - Maximum quantity of the matching item(s) that can be used to
satisfy the item rule.

- Award application method Radio Buttons that determine how a discount is
applied to the award Items. These Radio Buttons are only enabled for Amount Off
discount types, and are available only if the Intended Use for the Deal is not Entitlement.
These Radio Buttons have the following options:

*  Prorate award value across qualifying items - The amount of the discount
is divided by the number of items and then that amount is applied to each
Item.

*  Issue award to each qualifying items - The amount of the discount is
applied to each Item.

13. Continue with step 29 on page 22.
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14. Define the Award for the Fixed Quantity/Price Deal type:

Define Award Items
Friority 1 - Maximum Award Amount Deal Count Limit 0
Discount Type  Ovwverride Price - Discount Value * Max Quantity

=]

@1s

Included Items

Type Description
DEPT 900: Clothing Department
DEPT 920: Grocery Department

Figure 12-10: Fixed Quantity/Price Award Definition

- Priority - If more than one Deal can be applied to a Transaction, this Selection
Menu determines the priority given to the Deal.

- Maximum Award Amount - The maximum currency amount that can be
discounted from the transaction.

- Deal Count Limit - The maximum number of times the deal can be applied to
the same transaction. Available only if the Intended Use for the Deal is not
Entitlement. Set to 0 [DEFAULT] for no limit.

- Discount Type - The type of discount. This Selection Menu has the following
options:

*  Override Price - A new price is set for the qualifying Item. The Discount

Value field determines the new price.

- Discount Value - The new price for the Item(s).

- Max Quantity - Maximum quantity of the matching item(s) that can be used to
satisfy the item rule.

- Award application method Radio Buttons that determine how a discount is
applied to the award Items. These Radio Buttons are never enabled for this Deal type.

15. Continue with step 29 on page 22.

16. Define the Award for a Gift with Purchase Deal type:

Award ltems

44 previous cancel

Define Award Items

Priority |1 ~ Maximum Award Amount Deal Count Limit 0

Gift

MNo include items currently defined. Click here to add one.

Figure 12-11: Gift with Purchase Award Definition

- Priority - If more than one Deal can be applied to a Transaction, this Selection

Menu determines the priority given to the Deal.

- Maximum Award Amount - The maximum currency amount that can be
discounted from the transaction.
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- Deal Count Limit - The maximum number of times the deal can be applied to
the same transaction. Available only if the Intended Use for the Deal is not
Entitlement. Set to 0 [DEFAULT] for no limit.

- Discount Type - The type of discount used on the Gift. Not shown until the Gift is
selected (see below).

This Selection Menu has the following options:

*  Percent Off - The discount is a certain percentage of the price of the Gift.

The Discount Value field determines the percentage.

*  Amount Off - The discount is a fixed amount off of the price of the Gift. The
Discount Value field determines the amount.

Override Price - A new price is set for the Gift. The Discount Value field
determines the new price.

- Discount Value - The amount of the discount (see above). Not shown until the Gift
is selected (see below).

- Max Quantity - Maximum quantity of the matching item(s) that can be used to
satisfy the item rule. Not shown until the Gift is selected (see below).

- Award application method Radio Buttons that determine how a discount is
applied to the award Items. These Radio Buttons are only enabled for Amount Off
discount types, and are available only if the Intended Use for the Deal is not Entitlement.
These Radio Buttons have the following options:

*  Prorate award value across qualifying items - The amount of the discount
is divided by the number of items and then that amount is applied to each

Item. Not shown until the Gift is selected (see below).

Issue award to each qualifying items - The amount of the discount is
applied to each Item. Not shown until the Gift is selected (see below).

- Gift - This List displays the Item that is the Award for the Deal. Perform the
following steps to select the Item:

1) Click the Click here Link.
An Item Hierarchy Search Window opens.

Click "Search”, highlight result row, and click "OK"™. Note: pressing Enter key following data entry will
validate and add item.

Item Hierarchy Search

Hierarchy Level |ltem ID v Search Criteria Search

Cancel

Figure 12-12: Item Hierarchy Search Window

2) Enter the search information:

Hierarchy Level - Use this Selection Menu to determine the Item Hierarchy
Level to search (Item ID is the only available option).

Search Criteria - The value to search for in the Hierarchy Level.
3) Click Search.

A List of Items matching the search criteria is displayed.
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4) Click an Item to select it.
5) Click OK.
The Window closes and the Item is displayed in the Gift List.

Define Award Items
Friority Maximum Award Amount I:I Deal Count Limit I:I
Discount Type |Percent Off Discount Value * I:I Max Quantity I:I

Gift
Type Description
Item 1D 1503: $10 XPay Gift Card

Figure 12-13: Gift ltem Selected

6) Define the Discount Type, Discount Value, and Max Quantity of the Gift
(see above).

17. Continue with step 29 on page 22.

18. Define the Award for a Buy X Get X Deal type:

Define Award Items
Priority |1 « Maximum Award Amount Deal Count Limit 0

Award Quantity * 1 Discount Type | Percent Off - Discount Value * Max Quantity

Included Items

Type Description
DEPT 920: Grocery Department
DEPT 925: Accessory Department

Excluded Items

MNo exclude items currently defined.
Figure 12-14: Buy X Get X Award Definition
- Priority - If more than one Deal can be applied to a Transaction, this Selection
Menu determines the priority given to the Deal.

- Maximum Award Amount - The maximum currency amount that can be
discounted from the transaction.

- Deal Count Limit - The maximum number of times the deal can be applied to
the same transaction. Available only if the Intended Use for the Deal is not
Entitlement. Set to 0 [DEFAULT] for no limit.

- Award Quantity - The number of Items that are given in each Award.

- Discount Type - The type of discount used on the Award. This Selection Menu
has the following options:

*  Percent Off - The discount is a certain percentage of the price of the Award.
The Discount Value field determines the percentage.

*  Amount Off - The discount is a fixed amount off of the price of the Award.
The Discount Value field determines the amount.
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*  Override Price - A new price is set for the Award. The Discount Value field
determines the new price.

- Discount Value - The amount of the discount (see above).

- Max Quantity - Maximum quantity of the matching item(s) that can be used to
satisfy the item rule.

- Award application method Radio Buttons that determine how a discount is
applied to the award Items. These Radio Buttons are only enabled for Amount Off
discount types, and only if the Intended Use for the Deal is not Entitlement. These
Radio Buttons have the following options:

*  Prorate award value across qualifying items - The amount of the discount
is divided by the number of items and then that amount is applied to each
Item.

* Issue award to each qualifying items - The amount of the discount is
applied to each Item.

19. Continue with step 29 on page 22.

20. Configure the Qualifying Items settings:

Define Qualifying Items

44 previous cancel next kp

Subtotal Minimum Subtotal Maximum

New Set  Import Existing Deal Import Csv

MNo Set currently defined. Click here to add one.

Figure 12-15: Define Qualifying Items Settings
- Subtotal Minimum - The minimum subtotal required for the transaction to be
eligible for the discount.

- Subtotal Maximum - The maximum subtotal required for the transaction to be
eligible for the discount.

- Set # - In this Deal Type, qualifying Items are organized into Sets. Each Set
contains an Item or Items that provide one offer for Items included in the Set.

*  To add a Set to the Deal, click the New Set Link. If no Sets have been
defined, Customer Engagement also provides a Click here Link for creating
anew Set.

*  Toimport a set of Items in a comma-separated values (CSV) file, click the
Import Csv Link and follow the procedure Import Item Eligibility Rules.
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SET#10

Threshold Style IMinimum 'l Threshold Type IQuantity 'l Threshold *

Included Items

To import a set of Item Eligibility Rules from a Deal into a Set, click the
Import Existing Deal Link and follow the procedure Import Existing Deal.

Note: If the imported Deal includes Items that are not associated with
the Franchisees selected in step 4 on page 8, an error will be displayed,
and each invalid Item will be tagged with a red exclamation point.

Define Qualifying Items
Subtatal Minimum Subtatal Maximum

One or more item filters are not associated to the selected franchisees. See lines highlighted below.

Threshold Style Minimum +  Threshold Type | Quantity «  Threshold * 1

Import Existing Deal
Included Items Add Remove Remove All Import Csv
Type Description
Oitem ID 111100020: Mens Casual Shorts - Black
Oitem ID 111100021: Womens Casual Jeans - Blue
Oitem ID 111100022: Womens Casual Shorts - Beige

You must remove each marked Item from the Deal before you can
continue or save.

After importing the Item Eligibility Rules for a Deal, the Rules can be altered
in the current Deal.

Note: If multiple Deals are imported, the Item Eligibility Rules for
each Deal are imported into a separate Set. For example, if three Deals
are imported, three new Sets will be created.

Each Set has the following configurations:

Mo include items currently defined. Click here to add one. click here to import csv file.

Excluded Items

MNo exclude items currently defined. Click here to add one. click here to import csv file.

Figure 12-16: Set Configuration
Threshold Style - The style of threshold to set. This Selection Menu has the
following options:
Exact - An exact value.
Minimum - A minimum threshold.

Threshold Type - The type of threshold. This Selection Menu has the
following options:

Quantity - The number of qualifying items.
Amount - The total currency amount of the qualifying items.

Threshold - The amount of the threshold. The type of value depends upon
the selected Threshold Type.
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* Included Items - Determines the items that are included in the Set. This
configuration uses Item Eligibility entry rules.

*  Excluded Items - Determines the items that are excluded from the Set. This
configuration uses Item Eligibility entry rules.

21. Click next.
- If the Deal Type is Kit, continue with step 22 on page 18.

- If the Deal Type is Buy X Get Y, continue with step 24 on page 19.

22. Define the Award(s) for the Kit Deal type:

44 previous cancel next kp

Define Award Items

Priority |1 = Maximum Award Amount Deal Count Limit 0
Set#1
Discount Type | Percent Off - Discount Value * Max Quantity

Included Items

Type
DEPT

Description

900: Clothing Department

Excluded Items

MNo exclude items currently defined.

Figure 12-17: Kit Award Definition

- Priority - If more than one Deal can be applied to a Transaction, this Selection
Menu determines the priority given to the Deal.

- Maximum Award Amount - The maximum currency amount that can be
discounted from the transaction.

- Deal Count Limit - The maximum number of times the deal can be applied to
the same transaction. Available only if the Intended Use for the Deal is not
Entitlement. Set to 0 [DEFAULT] for no limit.

- Sets - Define the discount given to each Set in the Deal.
*

Discount Type - The type of discount. This Selection Menu has the
following options:

Percent Off - The discount is a certain percentage off the price of the
qualifying item(s). The Discount Value field determines the percentage.

Amount Off - The discount is a fixed amount off the price of the qualifying
item(s). The Discount Value field determines the amount.

Override Price - The new price for the qualifying Item. The Discount Value
field determines the new price.

Discount Value - The amount of the discount (see above).

Max Quantity - Maximum quantity of the matching item(s) that can be used
to satisfy the item rule.
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*  Award application method Radio Buttons that determine how a discount is
applied to the award Items. These Radio Buttons are only enabled for Amount
Off discount types, and only if the Intended Use for the Deal is not Entitlement.
These Radio Buttons have the following options:

Prorate award value across qualifying items - The amount of the discount
is divided by the number of items and then that amount is applied to each
Item.

Issue award to each qualifying items - The amount of the discount is
applied to each Item.

23. Continue with step 29 on page 22.
24. Define the Award(s) for a Buy X Get Y Deal type:

Award ltems

44 previous cancel next kp

Define Award Items

Priority |1 ~ Maximum Award Amount Deal Count Limit 0

Included Items

MNo include items currently defined. Click here to add one. Click here to import csv file.

Excluded Items

No exclude items currently defined. Click here to add one. Click here to import csv file.

Figure 12-18: Buy X Get Y Award Definition
- Priority - If more than one Deal can be applied to a Transaction, this Selection
Menu determines the priority given to the Deal.

- Maximum Award Amount - The maximum currency amount that can be
discounted from the transaction.

- Deal Count Limit - The maximum number of times the deal can be applied to
the same transaction. Available only if the Intended Use for the Deal is not
Entitlement. Set to 0 [DEFAULT] for no limit.

Define Award Items
Priority |1 « Maximum Award Amount Deal Count Limit 0
Award Quantity * 1 Discount Type | Percent Off - Discount Value * Max Quantity

e acros

s qualifying items

Included Items Add Remove Remove All |mport Csv
Type Description
SUB_DEPT 925-BP: Handbags

Excluded Items

No exclude items currently defined. Click here to add one. Click here to import csv file.

Figure 12-19: Define Award Items - Award Item Added
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- Award Quantity - The number of Items in the Award. Not shown until the Gift is
selected (see below).

- Discount Type - The type of discount used on the Gift. Not shown until the Gift is
selected (see below).

This Selection Menu has the following options:

*  Percent Off - The discount is a certain percentage of the price of the Gift.
The Discount Value field determines the percentage.

*  Amount Off - The discount is a fixed amount off of the price of the Gift. The
Discount Value field determines the amount.

*  Override Price - A new price is set for the Gift. The Discount Value field
determines the new price.

- Discount Value - The amount of the discount (see above). Not shown until the Gift
is selected (see below).

- Max Quantity - Maximum quantity of the matching item(s) that can be used to
satisfy the item rule. Not shown until the Gift is selected (see below).

- Award application method Radio Buttons that determine how a discount is
applied to the award Items. These Radio Buttons are only enabled for Amount Off
discount types, and only if the Intended Use for the Deal is not Entitlement. These
Radio Buttons have the following options:

*  Prorate award value across qualifying items - The amount of the discount
is divided by the number of items and then that amount is applied to each
Item. Not shown until the Gift is selected (see below).

*  Issue award to each qualifying items - The amount of the discount is
applied to each Item. Not shown until the Gift is selected (see below).

- Included Items - Determines the items that are included as Award Items for all
Sets. This configuration uses Item Eligibility entry rules.

- Excluded Items - Determines the items that are excluded as Award Items for all
Sets. This configuration uses Item Eligibility entry rules.

25. Continue with step 29 on page 22.

26. Configure the Qualifying Items for the Tiered Deal:

44 previous cancel  next pp
Define Qualifying Items
Subtotal Minimum Subtotal Maximum
Threshold Style  Tiered ~ Threshold Type Quantity - Discount Type * Percent Off i

Import Existing Deal

Included Items

MNo include items currently defined. Click here to add one. Click here to import csv file.

Excluded Items

MNo exclude items currently defined. Click here to add one. Click here to import csv file.

Figure 12-20: Qualifying Items Settings for Tiered Deals
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27.
28.

Subtotal Minimum - The minimum subtotal required for the transaction to be
eligible for the discount.

Subtotal Maximum - The maximum subtotal required for the transaction to be
eligible for the discount.

Threshold Style - The style of threshold to set.
*  Tiered - The thresholds are determined by tiers (see below).

Threshold Type - The type of threshold. This Selection Menu has the following
options:

*  Quantity - The number of qualifying items.
*  Amount - The total amount of the qualifying items.

Discount Type - The type of discount. This Selection Menu has the following
options:

*  Percent Off - [DEFAULT] Item(s) discounted by a percentage of the item
price.

*  Amount Off - Item(s) discounted by a currency amount.
*  Override Price - Item(s) set to a new price for each item.

Included Items - Determines the items that are included in the Deal. This
configuration uses Item Eligibility entry rules.

Excluded Items - Determines the items that are excluded from the Deal. This
configuration uses Item Eligibility entry rules.

Click next to continue.

Define the Discount Tiers for the Deal:

Discount Tlers

44 previous cancel next ke

Define Tiered Discount

@ Prorate award value across qualifying items ) Issue award to each qualifying item

Tier

2

Thresfhold & Discount %

Get
Get

Add

Figure 12-21: Tiered Discount Definition (Percent Off)

Discount Tlers

44 previous cancel next ke

Define Tiered Discount

@ Prorate award value across qualifying items ) Issue award to each qualifying item

Tier

2

Thresfhold % Discount Amount

Get |

Get |

Add

Figure 12-22: Tiered Discount Definition (Amount Off)

Oracle Retail Customer Engagement Cloud Services User Guide 12-21



Create a Deal

Discount Tlers

44 previous cancel next ke

Define Tiered Discount

@ Prorate award value across qualifying items ) Issue award to each qualifying item

Tier Thresfhold % Discount Override Frice

Buy |

For |

2 Buy |

29.
30.

For |

Add

Figure 12-23: Tiered Discount Definition (Price Override)

Note: At least two tiers must be defined for a Tiered Discount Deal.

Award application method Radio Buttons that determine how a discount is
applied to the award Items. These Radio Buttons are only enabled for Amount Off
discount types, and only if the Intended Use for the Deal is not Entitlement. These
Radio Buttons have the following options:

*  Prorate award value across qualifying items - The amount of the discount
is divided by the number of items and then that amount is applied to each
Item.

* Issue award to each qualifying items - The amount of the discount is
applied to each Item.

For each Tier, enter the following information:

*  Buy - The quantity threshold that must be met or exceeded to qualify for the
Tier-level discount.

*  Get - The discount applied to the Items. This field is only displayed when the
discount type selected in step 26 is Percent Off or Amount Off.

*  For - The price applied to the Items; this quantity is in the Buy field. This field
is only displayed if the discount type selected in step 26 is Price Override.

Click the Add Link to add a new Tier to the Deal.

Click the Remove Link for a Tier to remove it from the Deal.

Click next.

Configure the Advanced Parameters:

‘Advanced Parameters

44 previous save cancel next kr

Define Advanced Params and Time Rules

Include Redlines [

Include Nen-Merchandise Charges [Z]

Allow Zero Price [0

Allow items to be used in other Deals [0

Time Rules

MNo time rules currently defined. Click here to add one.

Figure 12-24: Advanced Parameters Step
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- Include Redlines - This Check Box determines whether Redlines will be
included in the Deal (IDEFAULT] = Unchecked/No).

Depending upon your system configuration, when this item is checked, any
item with a stock status of “Clearance” will be included in the Deal.

- Include Non-Merchandise Charges - This Check Box determines whether non-
merchandise charges are included in the Deal (I[DEFAULT] = Unchecked/No).

- Allow Zero Price - This Check Box determines whether zero-priced items are
included in the Deal (IDEFAULT] = Unchecked/No).

- Allow items to be used in other Deals - This Check Box determines whether the
items in the deal can be used in another deal at the POS. If Unchecked
[DEFAULT], the items can only be used in one deal per transaction. If Checked,
the items can be used in more than one deal per transaction.

31. If necessary, add Time Rules for the Deal. Available only if the Intended Use for the Deal
is not Entitlement.

a. Open the Time Rules editing Window by doing one of the following;:
*  Click the Click here Link (if no Time Rules are configured).
*  (Click the Add Link to add a new Time Rule to the List.
The Time Rule Detail Window opens.

Time Rule Detail

Name I

Start Time |‘12 v”:Ertr '”AM 'l

End Time I‘I‘I v”:59 v”F'I'\-ﬂ 'l

Days of Week Sun Mon Tue Wed Thu Fri ~ Sat

W~ W~ I I N

Figure 12-25: Time Rule Detail Window

b. Configure the Time Rule parameters:
*  Name - The name of the Time Rule (must be unique).

*  Start Time - These Time Menus determine the time at which the Deal can be
applied on each qualifying day.

*  End Time - These Time Menus determine the time after which the Deal can
no longer be applied.

*  Days of Week - This Check Box set determines the days of the week on
which the Deal can be applied.

c. Click the Save button.

The Time Rule Detail Window closes and the configured Time Rule is added to
the List.

d. Repeat step a-c for each Time Rule to be added to the Deal.
32. If necessary, delete incorrect or unneeded Time Rules by doing the following:

a. Click a row in the Time Rules List.
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b. The Time Rule Detail Window opens.

Time Rule Detail

Narre IHeI:ri:Ies

Start Time |'2 '” 00 '”.ﬁ.l‘-.'l 'l

End Time I '” 59 '”Pl‘-.-l 'l

Days of Week Sun Mon Tue Wed Thu Fri ~ Sat

= = F F F F

Figure 12-26: Time Rule Detail Window - Existing Rule

Note: The configuration options in the Time Rule Detail Window
cannot be edited. The Time Rule can only be deleted and, if necessary,
a new Time Rule created to replace it (step 31).

c. Click the Delete button.

The Time Rule Detail Window closes and the Time Rule is removed from the
List.

d. Repeat step a-c for each Time Rule to be deleted from the Deal.
33. Click next.

The Review step opens.
34. Review the entered information to ensure that it is correct.

- Click save to save the Deal with its current configuration and return to the Deal
List.

- Use Wizard Navigation to return to an earlier step and make any necessary
changes.

- Click cancel to cancel the changes and return to the Deal List without saving the
Promotion.
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Overview

Card Definitions

Card Definitions determine the attributes of all the Customer Programs for which Cards
are generated and distributed to customers. For example, gift card programs and loyalty
programs are configured through Card Definitions.

About this Chapter

This chapter includes the following information:

Card Definitions Page - Describes the Card Definitions page and its associated Layer
List. Options include:

- Actions Menu

- Open Card Definition

Card Definition - Describes Card Definitions and the procedures for managing them.
Options include:

- Card Definition Basics

- Programs Tab
- Card Series Distribution Tab

- Actions Menu

- Edit Card Intended Use

- Edit Card Definition Basics
- Edit Card Type Attributes
- Edit Card Vendor Data

- View/Edit Franchisees

Create New Card Definition - Provides the procedure for creating a new Card
Definition.

Card Series Distribution - Describes Card Series Distributions and the procedures
for managing them. Options include:

- Open a Card Series Distribution

- Actions Menu

- Create a Card Series Distribution

- Generate Cards

- Activate Cards
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- Edit Card Type Attributes

- Deactivate Cards

- Change Batch Expiration Date

- Rename Card Series Batches

Programs

Programs are closely related to Card Definitions; you can access Programs through the
Card Definitions interface. For information about Programs, see page 1 in Chapter 14,

1

‘Programs”.
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Card Definitions Page

The Card Definitions page is used to search for Card Definitions that can then be viewed
or managed, or create a new Card Definition. This page is accessed by selecting the
Account->Card Definition menu option, or by clicking the Card Definition Link on the

Main Page.
The Card Definition page displays a Layer List containing all the Card Definitions that

Card Definitions &

have been created in the system.
@ oy actons |

LS-LoyaltyOnly Programs Status

C&A Brazil Programs 2 Status

. ¥ Loyalty: LS-LoyaltyOnly efined 6
EeLoyamyonky P Loyalty: Loyalty G
¥ Loyalty: test

Total Cards 175 / 204

¥ Loyalty: test
¥ Avard: test G
¥ Tender: C&A Brazil

* (3 additional programs...)

C&A Brazil ned 4 Card Serial Number Prefix 00002

Total Cards 150 / 250

Programs Status
Test * Loyalty: test
* Entitlement: testEntitlement
¥ Entitlement: test
EntitlementCard Froqrans
EntitiementCard * Entitiement: LS-Entitiement Card Serial Number Prefix 00004
Franchisee Count O =
Figure 13-1: Card Definitions Page
Table 13-1: Card Definitions List Page Key
Item Description
Actions Menu - Click to open a menu of actions that can be performed in the
@ Card Definitions Layer List page.
Card Definitions Layer List - A Layer List of Card Definitions currently in the
® system. The following information is displayed for each Card Definition:
C&A Brazil Programs
o Brazil * Loyalty: test Card Serial Number Prefix 00002
¥ Award: test

Franchis

int 1
¥ Tender. C&A Brazil

* (3 additional programs...)

Figure 13-2: Card Definition in Layer List

¢ The name of the Card Definition.
¢ A description of the Card Definition.

e Programs - A list of Programs associated with the Card Definition. Inactive
Programs are displayed in red. Each Program is listed in the format [Program
Typel : [Program Name].
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Table 13-1: Card Definitions List Page Key (continued)

Item

Description

@

(cont’d)

Status - This area displays the following information about the Card
Definition:

The Status area displays the following information:

Series Defined - Number of Card Series Distribution(s) configured for the
Card Definition.

Generated Series - Number of Card Series Distribution(s) generated for the
Card Definition.

Total Cards - Total number of cards generated for the Card Definition.

Card Serial Number Prefix - Prefix used on Serial Numbers for Cards in the
Card Definition.

Franchisee Count - Number of Franchisees associated with the Card
Definition. See the Oracle Retail Customer Engagement Cloud Services
Implementation Guide for more information about Franchisees.

Active - Indicates whether the Card Definition is currently active.

Actions Menu

The Actions Menu for the Card Definitions page :
contains the following action: Actlons &

* Create New Card Definition - Create a new Create New Card Definition
Card Definition. See Create New Card Refresh
Definition for a description of this procedure.

* Refresh - Refresh/Reload the Layer List of
Card Definitions.

Open Card Definition

Click a Card Definition in the Card Definitions Laver List to open the Definition in a
Card Definition page.
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Card Definition

A Card Definition page displays information about a Card Definition in a Layer List that
provides access to pages where information about the Card Definition can be viewed
and updated. Card Definition pages can be accessed through the Card Definitions Page.

Each Card Definition page displays the information described below.

LoyaltyODecimals p."t’g"a:“‘f e Stans )
Loyalty0Decimals i oyalty: LoyaltyDDecimals Card Serial Number Prefix 00009
Award. test Genera Franchisee Count 3
¥ Entitlement: test Yes
Programs Card Series Distribution
Programs
LoyaltyODecimals Type Loyalty  Create Date 2012-09-17  Allow Foreig
@ oyEtyoDedmals Active Yes Effective Date 2010-12-01
Currency - Expiry Date Program ID 2515
test Type Award Create Date 2014-07-14  Allow Foreign Currency Yes
) test Active Yes Effe ate 2014-07-14
Currency USD Expiry Date 2018-07-14 Program |D 18618

Figure 13-3: Card Definition Page

Card Definition Basics

This area is displayed at all times for each Card Definition and contains the following
information:

Test-SWA-UserQOrgs Programs Status
19 = | ries Defined
Test-SWA-LserOrgs Tender: SWA-UserOrgs

Figure 13-4: Card Definition Basics

e Card Definition Name - The name of the Card Definition.

* Programs - The Programs associated with the Card Definition. Inactive Programs are
displayed in red.

® Status - The current status of the Card Definition. This includes the following:

- Series Defined - The number of Card Series Distributions defined for this Card
Definition.

- Generated Series - The number of Card Series Distributions for this Card
Definition that have had Cards generated.

- Total Cards - The total number of Cards for this Card Definition (includes
generated and non-generated Card Series Distributions).

- Card Serial Number Prefix - The Card Serial Number Prefix for this Card
Definition.

- Card Prefix - The Card Prefix, if any, used for this Card Definition.

- Franchisee Count - The number of Franchisees associated with this Card
Definition.

- Active - Indicates whether the Card Definition is currently active.

To edit the information above, see Edit Card Definition Basics.
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Each Card Definition includes Tabs for the elements that constitute a Card Definition;
the Programs Tab for Program information and the Card Series Distribution Tab for Card
Series Distribution information.

Programs Tab

The Programs Tab is a Layer List containing a listing for each Program in the Card
Definition.

Programs Card Distribution

Programs
3-GC Pin Reqrd W/out Card Type Tender Creale Date 2011-04-13  Allow Foreign Currency No
"{5‘ 3-GC Pin Reqrd Wiout Card Active Yes lired No
Currency USD Program ID 370
Loyalty 0414-1 Type Loyalty Create Date 2011-04-14  Allow Foraign Currency No
() Loyalty 0414-1 Active Yes Effective Date 2011-04-14 Card required No
Currency - Expiry Date 2016-04-14 Program ID 418

Figure 13-5: Programs Tab

Note: For more information about Programs, see page 1 in
Chapter 14, “Programs”.

The following information is listed for each program:
* Name of the Program.
* Description of the Program.

¢ Type - Program Type. Can be Tender, Award, or Loyalty.

Note: For a Loyalty Program, if there are

. . . Loyalty 25411 Typ
Items or Locations in the Program assigned . Loyalty 25411 ctiv
to a different Franchisee than the u Currency
Franchisee associated with the Program, a
red background appears on the left side of
the program row.

[

* Active - Indicates whether the Program is currently active.

e Currency - Currency code for the base currency used by the program.
* Create Date - Date on which the Program was created.

e Effective Date - Date on which the Program became effective.

e Expiry Date - Date on which the Program expires.

e Allow Foreign Currency - Indicates whether foreign currency transactions (i.e.
transactions performed using a currency other than the base currency) can be
applied to this Program.

e Card Required - Indicates whether the customer must present a Card during the
transaction for the transaction to be applied to the Program.

e Program ID - ID of the program.
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Card Series Distribution Tab

The Card Series Distribution tab is a Layer List containing a row for each Card Series
Distribution in the Card Definition.

Programs

Card Serles Distribution

Card Series Distribution

NoGen
NoGen

TestEntitlementCards

Card Serial Number Prefix 00004 Active Yes Generated Yes Batch Count 1
Create Date 2014-07-16  Incremental Generation Yes Card Count 100

Expiry Date none Start Date End Date Generated Card Count 2

Card Serial Number Prefix 00004 Active Yes Generated Yes Batch Count 1
Sequence No. 01 Create Date 2014-06-05  Incremental Generation No Card Count 100
Expiry Date none Start Date End Date Generated Card Count 100

TestEntitlementCards

Figure 13-6: Card Series Distribution Tab

The following information is displayed for each Card Series Distribution:

Card Serial Number Prefix - Serial Number Prefix for the Card Series.

Sequence No. - Number indicating the sequence in which the Card Series were
created.

Expiry Date - Date the Cards in the Series expire.

Active - Indicates whether the Card Series Distribution is currently active.

Create Date - Date on which the Card Series Distribution was created.

Start Date - Date on which the Card Series Distribution was first enabled.
Generated - Indicates whether the Cards in this Distribution have been generated.

Incremental Generation - Indicates whether new Cards will be generated one at a
time on demand from the POS (Yes), or if the Cards are generated all at once (No).

Note: Generally, Cards that are generated incrementally are mailed to
customers, while Cards that are generated all at once are given to
customers immediately at the POS.

End Date - Date on which the Card Series Distribution is no longer enabled.
Batch Count - Total number of batches in this Distribution.
Card Count - Total number of Cards in all the batches in this Distribution.

Generated Card Count - Number of Cards generated by the Series.
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Actions Menu

The Actions Menu for the Card Definition page

has the following options:

Actions ™J
Create New Program - Create a new Program
for the Card Definition. See Create New Create New Program
Program for more information. Create a Mew Card Series
Create a New Card Series - Create a new Franchisees
Series for the Card Definition. See Create a Card Definition
Card Series Distribution for more information. Card Vendor Profile

Franchisees - View or edit the Franchisees Card Type Aftributes
associated with the Card Definition. See View/ Refresh
Edit Franchisees for more information.

Note: This option is only present if Enable Franchise Support is set to
Yes in System Configuration. See the Oracle Retail Customer Engagement
Cloud Services Implementation Guide for more information.

Card Intended Use - Determine the intended use for the Card Definition. See Edit
Card Intended Use for more information.

Note: This option is only present if Enable Card Intended Use is set to
Yes in System Configuration. See the Oracle Retail Customer Engagement
Cloud Services Implementation Guide for more information.

Card Definition - Edit the Card Definition Basics for the Card Definition. See Edit
Card Definition Basics for more information.

Card Vendor Profile - Edit the Vendor Data for the Card Definition. See Edit Card
Vendor Data for more information.

Card Type Attributes - Edit the Attributes for the Card Definition. See Edit Card
Type Attributes for more information.

Refresh - Refresh/Reload the Card Definition.
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Edit Card Intended Use

Important: Intended Use information can only be edited before
Cards are generated for the Card Definition. After generating cards,
you cannot change the information.

To edit the intended use for a Card Definition:

1. In the Actions Menu, click Card Intended Use.

The Edit Card Intended Use screen opens.

Card Def: test » Card Definition

Cancel | Save

Define the intended use of the card

Intended Use  (Please select) ~

Figure 13-7: Edit Card Intended Use

2. Select the Intended Use for the Card in the Selection Menu.

3. Click Save to save the settings and return to the Card Definition, or click Cancel to
discard the changes and return to the Card Definition with its current settings.

Edit Card Definition Basics

Note: Card Definition information can only be edited before Cards
are generated for the Card Definition. After generating Cards, you
cannot change the information.

To edit the basic information for a Card Definition:

1. In the Actions Menu, click Card Definition.

The Edit Card Definition Basics screen opens.

Card Def: TestAttributes2 » Card Definition

Cancel | Save

Define basic card definition parameters.

Card Type Mame  TestAttributes2 Card Number Prefix
Description  Test Atributes 2 Card Number Length
Card Serial Number Prefix | 00051
Generate Pin
Active [

Figure 13-8: Edit Card Definition Basics

2. Make changes to the basic Card definition parameters:
- Card Type Name - Name of the Card Definition.
- Description - A description of the Card Definition.

- Card Number Prefix - Prefix used by the Card Numbers for the Card Definition.
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Card Number Length - Length of the Card Number (including the Card Prefix).

Tip: As you enter Card Number Prefix and Card Number Length
information, Customer Engagement displays the maximum number of
cards that can be created for the card definition.

P A e e T i M e e

{ The maximum number of cards that can be created is 1000000000000 .

. B e e Y s ML"'Y“ _Mnm«ﬂg_‘,goj

Card Serial Number Prefix - The Card Serial Number Prefix is fixed and
cannot be changed.

Generate Pin - A Check Box indicating whether Customer Engagement will
generate PINs for the Cards.

*  Checked - Customer Engagement will generate a PIN for each Card.
*  Unchecked - PINs will not be generated.

PIN Length - The length of each PIN. (This field is only visible if the Generate
Pin Check Box is checked).

Enter 0 [DEFAULT] for Cards that will not have PINs.

PIN Required - For each Check Box, indicate whether a PIN is required for that
situation. (These fields are only visible if the Generate Pin Check Box is
checked.)

*  Always - A customer must enter a PIN every time their Card is used.
*  Without Card - A customer must enter a PIN if they do not have their Card.

Active - Determines whether the Card Definition is active upon creation.

Click Save to save the settings and return to the Card Definition, or click Cancel to
discard the changes and return to the Card Definition with its current settings.

Edit Card Type Attributes
To edit the Attributes for a Card Type:

1.

In a Card Definition page, click Card Type Attributes in the Actions Menu.

The Card Type Attributes screen opens. All Card Type Attributes are displayed. If
the Attribute has already been set for the Card Type, the Delete button is displayed
for the Attribute; otherwise, the Add button is displayed.

Card Def: TEST » Card Type Attributes

Cancel %
Card Type Attributes
Required
Optional
Character Card Type test character card type Add
Multi-Use Card? Is the card type multi-use? Add

2.

Figure 13-9: Card Type Attributes Screen

If necessary, add or change a required or optional card type attribute:

a.

To add an Attribute, click the Add button.
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A configuration field opens.

b. Select or enter the configuration value for the Attribute.

3. Repeat until all necessary Attribute(s) are configured.

4. To delete an Attribute, click the Delete button.

5. To change the configuration value for an Attribute, select or enter the new

configuration value.

6. Click Save to save the changes and return to the Card Definition page, or click
Cancel to discard the changes and return to the Card Definition page.

Edit Card Vendor Data

To update Card Vendor Data for the Cards generated for a Card Definition:

1. Ina Card Definition page, click Card Vendor Profile in the Actions Menu.

The Card Vendor Profile screen opens.

Card Def: 3-GC Pin Reard W/out Card » Vendor Profile

Define optional Card Vendor infermation.

Vendor Name
Vendor Add

Vendor City li
Vendor State / Prov li
el Postal Code li

Ve Country li
Vendor Phone li

Cancel | Save

Figure 13-10: Card Vendor Profile Screen

2. Update the information in each Text Field:

- Vendor Name - Name of the vendor.

- Vendor Address - Address lines 1-3 for the vendor.

- Vendor City - City where the vendor is located.

- Vendor State/Prov - State or province in which the vendor is located.

- Vendor Postal Code - Postal Code or ZIP Code for the vendor.

- Vendor Country - Country where the vendor is located.

- Vendor Phone - Phone number of the vendor.

3. Click Save to save the changes and return to the Card Definition page, or click
Cancel to discard the changes and return to the Card Definition page.
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View/Edit Franchisees

Note: See the Oracle Retail Customer Engagement Cloud Services
Implementation Guide for more information about Franchisees and their
configuration.

To view or edit the Franchisees associated with the Card Definition, click Franchisees in
the Actions Menu on the Card Definition page.

The Franchisees screen opens.

TEST Programs Status

TEST * Loyalty: LOYALTY Series Defined 1 Card Serial Number Prefix 12345
¥ Award: AWARD Generated Series 1 Franchisee Count 0
¥ (1 additional programs...) Total Cards 100 / 100 Active Yes

Card Def: TEST » Franchisees

Authorized Franchisees

Cancel | Save

Franchisees Check All - Uncheck All

|:| 2 NY Franchisee NY Franchisea

|:| 1 OH Franchisee OH Franchisee
Figure 13-11: Franchisees Screen

Edit Franchisees
To modify the Franchisees associated with a Card Definition:

1. In the Franchisees List, use the Select Check Box for each Franchisee to determine
whether the Franchisee will be associated with the Card Definition.

- Checked () - The Franchisee will be associated with the Card Definition.

- Unchecked ([7) - The Franchisee will not be associated with the Card
Definition.

Tip: Click the Check All Link to include all Franchisees in the Card
Definition.

2. Use the Card Administrator Check Box for each Franchisee to determine whether
the Franchisee will have Card Administrator privileges for the Card Definition.

- Checked ([#) - The Franchisee will be a Card Administrator for the Card
Definition.

- Unchecked (]7) - The Franchisee will not be a Card Administrator for the Card
Definition.

3. Click Save to save the new configuration and return to the Card Definition, or click
Cancel to return to the Card Definition without saving the changes.
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Create New Card Definition

Perform the following procedure to create a new Card Definition:

1. Click Create New Card Definition in the Actions Menu for the Card Definitions
Page.
The Create Card Definition Wizard opens. Depending upon the configuration of the

Enable Card Intended Use property in System Configuration, the Create Card
Definition Wizard will open to one of two steps:

- If the Card Intended Use step opens, continue with the next step.

- If the Card Profile step opens, continue with step 4. See the Oracle Retail
Customer Engagement Cloud Services Implementation Guide for more information
about System Configuration and the Enable Card Intended Use property.

2. In the Card Intended Use step, select the Intended Use for the Card.

Define the intended use of the card

4 cancel next ke

Intended Use (Please select)

Figure 13-12: Card Intended Use Step

3. Click next.

4. In the Card Profile step, enter the Card information:

« cancel next »p»
Define basic card definition parameters.
Card Type Name |Card_test 2 Card Number Prefix [121212
Description | Test card Card Number Length |10

Card Serial Number Prefix |23232
Generate Pin

Active [

The maximum number of cards that can be created is 10000

Figure 13-13: Create Card Definition Wizard

- Card Type Name - Name of the Card Definition.
- Description - A description of the Card Definition.

- Card Number Prefix - The Prefix used for the Card Number for this Card
Definition.
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- Card Number Length - [OPTIONAL] The number of digits in the Card Number
(including the Prefix).

Tip: As you enter Card Number Prefix and Card Number Length
information, Customer Engagement displays the maximum number of
cards that can be created for the card definition.

{ The maximum number of cards that can be created is 1000000000000 ,
k3
R e T oy w'mr UYL E

- Card Serial Number Prefix- [REQUIRED] Prefix used by the serial numbers for
the Card Definition.

Important: Once the Card Definition is saved, the Card Serial
Number Prefix cannot be changed. Do not save the Card Definition
unless you know that the Card Serial Number Prefix you are entering
is correct.

- Generate Pin - A Check Box determining whether Customer Engagement will
generate PINs for the Cards.

*  Unchecked - [DEFAULT] PINs will not be generated.

*

Checked - Customer Engagement will generate a PIN for each Card.
When this option is checked, the PIN Length and PIN Required fields open.

B N T T R N e e

: .
{ Generate Pin W

3y PINLength [0
:

¢ PINRequired ] Always

Y

™ Without Card

R e rae e p——_y

Figure 13-14: Generate Pin Check Box Checked

*  PIN Length - The length of each PIN. This field is only displayed if the Generate
Pin Check Box has a check mark ([ ) in it.
This value must be less than or equal to 8.

*  PIN Required - Enter a check mark (J+) in the Check Box indicating when a
PIN is required. Only one Check Box can be selected. These fields are only
displayed if the Generate Pin Check Box has a check mark ([#) in it.

Always - A customer must enter a PIN every time their Card is used.
[DEFAULT] Unchecked/Not Required.

Without Card - A customer must enter a PIN if they do not have their Card.
[DEFAULT] Unchecked/Not Required.

- Active - Determines whether the Card Definition will be active upon creation.
[DEFAULT] Unchecked/Not Active.

5. Click next when you have finished entering information.
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The Card Vendor step is displayed.

Define optional Card Vendor information.

44 previous cancel next ppr

Vendor Name

Vendor Address

Vendor City

Vendor State / Prov
Wendor Postal Code
endor Country

endor Phone

Figure 13-15: Card Vendor Step

6. Inthe Card Vendor step, enter the vendor information:
- Vendor Name - Name of the Card vendor.
- Vendor Address - Address lines 1-3 for the Card vendor.
- Vendor City - City of the vendor.
- Vendor State/Prov - State or province of the vendor.
- Vendor Postal Code - Postal Code (ZIP Code) of the vendor.
- Vendor Country - Country of the vendor.
- Vendor Phone - Phone number of the vendor.
7. Click next when you have finished entering information.

The Card Type Attributes step opens.

Cand Type Alinbutes

44 previous save cancel next rpr
Card Type Attributes

Required
Multi-Use multi-use
No r
Optional
Multi-currency Multi-currency Add

Figure 13-16: Card Type Attributes Step

p

Select or enter the configuration values for each of the Required Attributes.

I

Add any necessary Optional Attribute(s):
1) Click the proper Add button.

A configuration field opens.
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2) Select or enter the configuration value for the Attribute.

Repeat until all necessary Attribute(s) are configured.

To remove an Attribute, click the Delete button for that Attribute.

The Attribute is deleted.

When you have completed configuring the Attributes, click next to continue.

If Franchises are enabled on your system, the Franchisee step opens. Continue
with step 8.

If Franchises are not enabled on your system, the Review step opens. Continue
with step 10. See the Oracle Retail Customer Engagement Cloud Services
Implementation Guide for more information about Franchisees and their
configuration.

8. Determine the Franchisees to associate with the Card Definition.

44 previous save cancel next b

Authorized Franchisees

Franchisees

Check Al Uncheck All

10.

11.

NY Franchisee NY Franchisee

OH Franchisee OH Franchisee

Figure 13-17: Franchisees Step

Select the Check All Link to associate the Card Definition with all Franchisees.

If only a subset of Franchisees will be associated with the Card Definition, select
the Check Box for each Franchisee to be included.

Select the Uncheck All Link to unselect all selected Franchisees.

Click next when you have finished configuring the Franchisees.

The Review step opens.

Review the entered information to ensure that it is correct.

Click save to save the Card Definition with the current settings and return to the
Card Definitions Page.

Use Wizard Navigation to return to an earlier step and make any necessary
changes.

Click cancel to delete all information and return to the Card Definitions Page.

After saving the Card Definition, the Card Definition is created. However, there are
additional processes that must be performed before the Card Definition is ready.

Complete the Card Definition by performing the following procedures:

Create a New Program on page 40 in Chapter 14, “Programs”

Create a Card Series Distribution

Edit Card Vendor Data
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Card Series Distribution

A Card Series Distribution is a set of Cards distributed as part of a Card Definition. Each
Card Series Distribution contains one or more batches of Cards to be generated and then
distributed to Customers. Each Card Definition can have multiple Card Series
Distributions, and each Card Series Distribution can have multiple batches.

Open a Card Series Distribution

To access a Card Series Distribution, click the Series in the Card Series Distribution Tab.
The Distribution is opened in the Card Series Distribution screen.

Card Def: 5-GC Initial Balance » Card Series: Series 3
Card Batch Admin

Series Name Series 3 Generated Yes

Series Description Series 3 Incremental Generation No

Baich # Cards Name Description
001 5 [Batch-001] [Batch-001]

002 5 [Batch-002] [Batch-002]
Figure 13-18: Card Series Distribution Screen

The following information is displayed for each open Card Series Distribution:

¢ Series Name - Name of the Card Series Distribution.

® Series Description - Description of the Card Series Distribution.

¢ Generated - Indicates whether the Card Series Distribution has been generated.

¢ Incremental Generation - Indicates whether the Card Series Distribution was
generated through a Generate Card message.

e Batch List - A List of Batches associated with the Distribution.
The following information is displayed for each Batch:
- Batch - The Batch Number.
- # Cards - The number of Cards in the Batch.
- Name - Name of the Batch.

- Description - Description of the Batch.
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Actions Menu

The Actions Menu for each Card Series Distribution has the following options:

Note: The options displayed will depend upon the current status of
the Card Series Distribution. Generate Card Series and Edit Card
Series are displayed only if a Card Series Distribution has not yet been
generated. Activate Batches, Deactivate Batches, and Change Batch
Expiry Date are displayed only if a Card Series Distribution has been
generated.

e Generate Card Series - Generate Cards for the

Batch (see Generate Cards for more information). |

¢ Rename Batches - Changes the name of Card . —
Batches (see Rename Card Series Batches).

Generate Card Series
Rename Batches
e Edit Carc&l Ser.ies - Ed.it the Series in the New Edit Card Series
Card Series Distribution Wizard (see Create a
Card Series Distribution).

Edit Card Series Attributes
e Edit Card Series Attributes - Edit the Attributes
for the Card Series (see Edit Card Series Attributes).

* Activate Batches - Activate Cards by Batch or by Card number range (see Activate

Cards).

¢ Deactivate Batches - Deactivates Cards by —
Batch or by Card number range (see Deactivate | - N
Cards). —F

Ch Batch Expirv Date - Ch th Activate Batches

. ange Batch Expiry Date - Changes the ctivat

expiration date for Cards by Batch or by Card Deactivate Batches
number range (see Change Batch Expiration Change Batch Expiry Date
Date). Rename Batches

Edit Card Series Attributes
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Create a Card Series Distribution

To add a Card Series Distribution to a Card Definition:

1. Inthe Actions Menu for a Card Definition, select Create A New Card Series. This
option is available only if the Program is Active.

Tip: If there are no Card Series Distributions defined for the Card
Definition, Customer Engagement provides a Click Here Link for
adding a Distribution.

The New Card Series Distribution Wizard opens with the Series Definition step.

New Series Definition

¥ Series Definition

Series Definition

Review
Review

Define a new card series.

4 cancel next e

Import Card Numbers

m

tes | (Please select) ¥

Figure 13-19: New Card Series Distribution Wizard

2. Enter the information for the Card Series Distribution:

Series Name - Name of the Card Series Distribution.
Description - Description of the Card Series Distribution.

Import Card Numbers - Select the Import Card Numbers Check Box to import a
comma-separated values (CSV) file containing card numbers.

Expiration Dates - Determines the type of expiration date to use for the Card
Series Distribution. This Selection Menu has the following options:

*  Fixed - Beginning and ending expiration

Expiration Dates  Fixed -
dates will be defined by the User.
If this option is selected, the Start Date and StantDate
End Date fields are displayed. End Date
*  Variable - The ending expiration date will o :
be a certain, defined period of time after the Expiraion Dates | Variatle v
initial activation date. Feriod Type  (Please select) ~

MNumber of Periods

If this option is selected, the Period Type
and Number of Periods fields are
displayed.

*  None - The beginning and ending expiration date will be defined by the
Program.

Start Date - This Calendar Menu determines the first date on which the Cards
will be active. This field is only displayed if Fixed Expiration Dates are selected.

End Date - This Calendar Menu determines the last date on which the Cards
will be active. This field is only displayed if Fixed Expiration Dates are selected.
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- Period Type - This Selection Menu determines the type of time period used to
determine the expiration date of the Cards. This field is only displayed if Variable
Expiration Dates are selected.

- Number of Periods - The number of time periods after the activation date that
the Cards expire. This field is only displayed if Variable Expiration Dates are selected.

3. Click next to continue.

The Card Series Attribute step opens if there are any card series attributes available
for selection.

Card Series Alfributes
44 previous cancel next »p
Card Series Attributes
Required
seasonal seasonal Add
(Flease select) ¥

Optional
Holidays holiday occasion Add

Figure 13-20: Card Series Attribute Step

a. Toadd an Attribute, click the Add button.

A configuration field opens.
b. Select or enter the configuration value for the Attribute.
c. Repeat until all necessary Attribute(s) are configured.

If an attribute is flagged as Required, you will need to select a value for that
attribute.

d. To delete an Attribute, click the Delete button.

e. To change the configuration value for an Attribute, select or enter the new
configuration value.

4. Click next to continue.

If the Import Card Numbers Check Box was selected, the Import Card Numbers step
opens.

44 previous cancel next pr
File to import. (Please select)
Select file to import

Figure 13-21: Import Card Numbers Step

a. Click Select file to import.
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The Import Card Numbers window opens.

Import Card Numbers

Please select file to upload:

No file selected.
Import file

b. Use the File Upload (Browse) field to select the CSV file to import.
c. Click the Import button.

d. The Import CSV Window closes and the card numbers are listed on the screen.

44 previous cancel next wr
File o import: CardsWithAttributes 1 csv
Select file to import

Selected import file contains 6 lines.

CARD_REDEMPTION_INFO CARD_MIN_BALANCE CARD_LAST_USED

12322678901234566 9999402001000001 123456 10.00 20.00 3000 _ Re. - 1000 =201

2345338001234567 9999402001000002 234567 10.01 20.01 30.01 CARD_REDEMPTION. INFO' 'CARD MIN_B CF [CARDILASTZUSED
=Re.. =12.00 =201...

3456449012345678 9999402001000003 345678 10.25 20.25 3026 CARD_REDEMPTION_INFO  CARD_MIN_BALANCE  CARD_LAST_USED

o —4nnn — Ana

CSV File Format
When importing external card numbers for a card series, the CSV file listing the numbers
must have the following fields for each line:

e CARD_NUMBER [REQUIRED]

e CARD_PIN_NUMBER [OPTIONAL]

e Tender Balance Amount [OPTIONAL]

* Loyalty Balance Amount [OPTIONAL]

e Award Balance Amount [OPTIONAL]

e ATTRIBUTE NAME 1 [OPTIONAL]

e ATTRIBUTE VALUE 1 [OPTIONAL], but required if ATTRIBUTE NAME 1 specified
e ATTRIBUTE NAME 2 [OPTIONAL]

e ATTRIBUTE VALUE 2 [OPTIONAL], but required if ATTRIBUTE NAME 2 specified
e ATTRIBUTE NAME 3 [OPTIONAL]

e ATTRIBUTE VALUE 3 [OPTIONAL], but required if ATTRIBUTE NAME 3 specified
e ATTRIBUTE NAME 4 [OPTIONAL]

e ATTRIBUTE VALUE 4 [OPTIONAL], but required if ATTRIBUTE NAME 4 specified
e ATTRIBUTE NAME 5 [OPTIONAL]

e ATTRIBUTE VALUE 5 [OPTIONAL], but required if ATTRIBUTE NAME 5 specified

A placeholder must be used for all fields. For example, to include a card number
of 1234567890123456 with a PIN of 123456, a Tender Balance Amount of 10, a
Loyalty Balance Amount of 20, an Award Balance Amount of 30, and a
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CARD_REDEMPTION_INFO attribute of “Redeemed Solon, OH”, the
following line would be included in the CSV file:

1234567890123456,123456,10,20,30, CARD_REDEMPTION_INFO, " "Redeemed
SOIOn/ OH”////I//

Note the empty fields for the remaining four attribute names and values in the
example.

CSYV file validation:

*  The card numbers cannot be duplicates to any cards already in the database.
*  The card number prefixes must be valid for the card definition.

*  The activation amounts must be valid numbers.

Additional information:

*  The card number length does not need to match the length specified for the
card definition.

*  If an activation amount is provided in the import file, the card will be
activated upon creation. If no amounts are provided the card will remain
inactive.

*  The activation amounts are in the program’s base currency.
5. Click next to continue.

The Card/ Batches step opens.

Card / Batches

Define Number of Cards / Batches

44 previous save cancel next kpr

MNumber Of Cards I

MNumber Of Batches I

Figure 13-22: Card / Batches Step

6. Enter the Card and Batch number information:

- Number of Cards - The total number of Cards in the Card Series Distribution
(the total for all batches). You can create up to 999,999 Cards.

- Number of Batches - The number of separate Card batches included in the Card
Series Distribution.

7. Click next to continue.

The Batch Labels step opens.

Batch Labels

44 previous save cancel

Define batch labels and descriptions.

Batch # Cards Name Description
001 200 [[Batch-001] |[Batch-001]
002 200 |Batch-002] |[Batch-002]
003 200 |(Batch-003] |Batch-003)

Figure 13-23: Batch Labels Step
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8. If necessary, edit the following information for each batch in the Card Series
Distribution:

- Name - Name of the batch.

- Description - Description of the batch.

Note: The Batch ID and Number of Cards (Batch and # Cards
columns) cannot be edited. These are configured automatically by
Customer Engagement and cannot be changed.

9. C(lick next to continue.
The Review step opens.
10. Review the entered information to ensure that it is correct.

- Click save to save the Card Series Distribution with the current settings and
return to the Card Definition page.

- Use Wizard Navigation to return to an earlier step and make any necessary
changes.

- Click cancel to delete all information and return to the Card Definition page.

Generate Cards

To generate a set of Cards within a Card Definition:

1. Open the Card Series Distribution (see Open a Card Series Distribution).
2. Click Generate Card Series in the Actions Menu.

A notification message is displaying, indicating that a Generate Cards Job has been
submitted. See page 1 in Chapter 19, “Process Queue” for more information.

) Job successfully submitted. Please check the process queue.

You can generate cards only if all Programs for the Card Definition are currently active.

Activate Cards

To activate a set of Cards within a Card Definition:

1. Open the Card Series Distribution (see Open a Card Series Distribution).

2. Click Activate Batches in the Actions Menu.
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An Activate Card Series Batches Window opens.

Activate Card Series Batches

& Select Batches ¢ Enter Card Ranges

Batch # Cards Name Description

r 10 [Batch-001] [Batch-001]

r 10 [Batch-002] [Batch-002]

Enter an activation amount (blank = program default)
Tender I Loyalty I

Cancel | Activate Batches

Figure 13-24: Activate Card Series Batches

3. Select the method for activating Cards in the Radio Buttons:
- Select Batches - Activate Card Series by batch.
If you select this option, a List of batches is displayed. Do the following;:

*  Put a check mark (Jw ) in the Check Box for each Batch that is being
activated.

- Enter Card Ranges - Activate a range of Card numbers regardless of batch.

If you select this option, one Text Field is displayed for the beginning and one for
the end of the Card range. Each Text Field is preceded by the Card Prefix. Do the
following:

Activate Card Series Batches

" Select Batches @ Enter Card Ranges

From 0413904I To 0413904I

Enter an activation amount (blank = program default)

Tender I Loyalty I

Cancel | Activate Batches |

Figure 13-25: Activate Card Series Batches by Card Range

1) In the From Text Field, enter the first Card serial number (without the
prefix) to be activated.

2) Inthe To Text Field, enter the last Card serial number (without the prefix) to
be activated.

4. If the Cards in the Batch will have an initial value other than the default, enter that
value into the Enter an activation amount Text Field.

To use the default activation amount, leave the field blank.

5. Click Activate Batches to activate the selected Cards and return to the Card Series
Distribution, or click Cancel to discard the information and return to the Card Series
Distribution.

13-24 Oracle Retail Customer Engagement Cloud Services User Guide



Card Series Distribution

Edit Card Series Attributes
To edit the Attributes for a Card Series:

1.
2.

Card Series Attributes

Open the Card Series Distribution (see Open a Card Series Distribution).
Click Edit Card Series Attributes in the Actions Menu.

The Card Series Attributes screen opens. All Card Series Attributes are displayed. If
the Attribute has already been set for the Card Series and is not required, the Delete
button is displayed for the Attribute; otherwise, the Add button is displayed.

Required
seasonal seasonal Add
none v
Optional
Holidays holiday occasion Add
Christmas v Delete

Figure 13-26: Card Series Attributes Screen

If necessary, add or change a required or optional card type attribute:
a. To add an Attribute, click the Add button.
A configuration field opens.
b. Select or enter the configuration value for the Attribute.
Repeat until all necessary Attribute(s) are configured.
d. To delete an Attribute, click the Delete button.

e. To change the configuration value for an Attribute, select or enter the new
configuration value.

Click Save to save the changes and return to the Card Definition page, or click Cancel to
discard the changes and return to the Card Definition page.

Deactivate Cards

To deactivate a set of Cards within a Card Definition:

1.

Open the Card Series Distribution (see Open a Card Series Distribution).

2. Click Deactivate Batches in the Actions Menu.
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A Deactivate Card Series Batches Window opens.

Deactivate Card Series Batches

& Select Batches ¢ Enter Card Ranges

Batch # Cards Name Description
r 001 [Batch-001] [Batch-001]
- 002 [Batch-002] [Batch-002]

Cancel | Deactivate Batches |

Figure 13-27: Deactivate Card Series Batches Window

3. Select the method for deactivating Cards in the Radio Buttons:
- Select Batches - Deactivate Card series by batch.
If you select this option, a List of batches is displayed. Do the following;:

*  Put a check mark (Jw ) in the Check Box for each Batch that is being
deactivated.

- Enter Card Ranges - Deactivate a range of Card numbers regardless of batch.

If you select this option, one Text Field is displayed for the beginning and one for
the end of the Card range. Each Text Field is preceded by the Card Prefix. Do the
following:

Deactivate Card Series Batches

Enter Card Ranges

From 0413904I To 0413904I

Cancel | Deactivate Batches |

Figure 13-28: Deactivate Card Series Batches by Card Range

1) In the From Text Field, enter the first Card serial number (without the
prefix) to be deactivated.

2) Inthe To Text Field, enter the last Card serial number (without the prefix) to
be deactivated.

4. Click Deactivate Batches to deactivate the selected Cards and return to the Card
Series Distribution, or click Cancel to discard the information and return to the Card
Series Distribution.

Change Batch Expiration Date
To change the expiration dates for a set of Cards within a Card Definition:

1. Open the Card Series Distribution (see Open a Card Series Distribution).

2. Click Change Batch Expiry Date in the Actions Menu.
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A Change Batch Expiry Date Window opens.

Change Batch Expiry Date
& Select Batches ¢ Enter Card Ranges

Batch # Cards Name Description

r 10 [Batch-001] [Batch-001]

r 10 [Batch-002] [Batch-002]

Change expiration date to |2016-[]9-08

Cancel | Change Expiry Date |

Figure 13-29: Change Batch Expiry Date Window

3. Select the method for changing the expiry date of the Cards in the Radio Buttons:
- Select Batches - Change the expiration date of batches of Cards.
If you select this option, a List of batches is displayed. Do the following;:
*

Select the Check Box for each Batch whose expiration date is being changed.

- Enter Card Ranges - Change the expiration date for a range of Card numbers
regardless of batch.

If you select this option, one Text Field is displayed for the beginning and one for
the end of the Card range. Each Text Field is preceded by the Card Prefix. Do the
following:

Change Batch Expiry Date

From 0413904I To 0413904I

Change expiration date to |2016-[]9-08

Cancel | Change Expiry Date

Figure 13-30: Change Batch Expiry Date by Card Range

1) In the From Text Field, enter the first Card serial number (without the
prefix) whose expiration date is changing.

2) In the To Text Field, enter the last Card serial number (without the prefix)
whose expiration date is changing.

4. Select the new expiration date in the Change expiration date to Calendar Menu.

5. Click Change Expiry Date to change the expiration date for the selected Cards and
return to the Card Series Distribution, or click Cancel to discard the information and
return to the Card Series Distribution.
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Rename Card Series Batches
To change the name of a Batch within a Card Definition:

1. Open the Card Series Distribution (see Open a Card Series Distribution).

2. Click Rename Batches in the Actions Menu.

A Rename Card Series Batches Window opens.

Rename Card Series Batches

& Select Batches
Batch Description
i [Batch-001] [Batch-001]

r [Batch-002] [Batch-002]

Rename To I Description I

Cancel | Rename Batches |

Figure 13-31: Rename Card Series Batches Window

3. Puta check mark (|« ) in the Check Box for each Batch whose name is being
changed.

4. Enter the new name for the Batch(es) in the Rename to Text Field.
5. Enter a description of the Batch(es) in the Description Text Field.

6. Click Rename Batches to change the name for the Batch(es) and return to the Card

Series Distribution, or click Cancel to discard the information and return to the Card
Series Distribution.
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Overview

Programs

A Program is a set of rules and parameters that govern the behavior of an account and
turn it into one of several basic program types: Tender, Loyalty, and Award.

Program Types

Customer Engagement has the following types of Programs for Card Definitions:

Tender Program - Tender Programs define rules for gift cards or stored value cards.
See Tender Program.

Award Program - Award Programs can define Entitlement Deals offering percentage
or dollar discounts, or E-Awards that are distributed to customers electronically.
These awards are distributed as part of promotions such as birthday or anniversary
awards, or they can be made available to customers who have accumulated a certain
number of points as part of a Loyalty Program. See Award Program.

Loyalty Program - Loyalty Programs define the rules used for tracking the
purchases of Customers belonging to location loyalty programs, usually through a
system of “points”. These points can then be redeemed for discounts of a fixed
amount (though the points alone have no intrinsic value). The discounts can be
distributed through the mail as paper coupons, or made available to customers as an
E-Award coupon or Entitlement coupon associated with an Award Program. See
Loyalty Program.

About this Chapter

This chapter includes the following information:

Open a Program - Describes how to open an existing Program.

Tender Program - Describes working with Tender Programs for gift cards or stored
value cards. Options include:

- Actions Menu

- Edit a Tender Program

Award Program - Describes working with Award Programs for Entitlement Deals or
E-Awards. Options include:

- Actions Menu

- Edit an Award Program

- Entitlement Deal

- Add an Entitlement Deal
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* Loyalty Program - Describes working with Loyalty Programs for tracking customer
transactions and earned points. Options include:

- Actions Menu

- Edit a Lovalty Program

- Loyalty Level

- Issue Rule
- Award Rule
- Movement Rule

* Create New Program - Describes how to create a new program. Options include:

- Create a Tender Program

- Create a Lovalty Program

- Create an Award Program

14-2 Oracle Retail Customer Engagement Cloud Services User Guide



Open a Program

Open a Program

To open a Program within a Card Definition, open the Programs Tab in a Card Definition
page. The Program will be opened in the Program screen.

Note: For more information about opening a Card Definition to
access a Program, see page 1 in Chapter 13, “Card Definitions” and the

section Programs Tab.

The information displayed for the Program will depend upon the type of Program. The
information displayed for each Program type is described in the following sections:

e Tender Program

e Award Program
e Lovalty Program

Tender Program

The following information is displayed for Tender Programs:

Card Def: GC/Lov 0414-1 » Tender Program: GC/Lov 0414-1

General Program Infermaticn

Program Name GC/Loy 0414-1 Start Date 2011-04-14 Active Yes
Program Description  GC/Loy 0414-1 End Date 2016-04-14

Tender Program Details

Credit Reversal Yes Card required No Allow Foreign Currency Yes

Permitted No Currency Canada, Daollars

DebitReversal Yes Card Merge

Allow Cash Quts Yes Account Level Expiration Yes Mumber of Periods 52
Cash Out Limit 999.00 Period Type Weeks

Tender Balances LI

Figure 14-1: Tender Program Screen
* General Program Information - General information about the Program. This
includes the following information:
- Program Name - Name of the Program.
- Program Description - Description of the Program.
- Start Date - Date on which the Program starts.
- End Date - Date on which the Program ends.
- Active - Indicates whether the Program is currently active.

¢ Tender Program Details - Detailed information specific to Tender Programs. This
includes the following information:

- Credit Reversal - Indicates whether credits to the card balance can be reversed.
- Debit Reversal - Indicates whether debits from the card balance can be reversed.

- Card Required - Indicates whether the customer must have the physical card
present during the transaction to receive credit for the transaction.

- Card Merge Permitted - Indicates whether the Card can be merged with another
Card.
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Allow Foreign Currency - Indicates whether foreign currency transactions (i.e. a
transaction performed in a currency other than the base currency) are applied to
the Program.

Currency - The base currency for the Program.

Allow Cash Outs - Indicates whether the Program allows accounts to be cashed
out.

Cash Out Limit - If cash out transactions are allowed, the maximum amount
that can be cashed out in a transaction.

Account Level Expiration - Indicates whether the account expires after a certain
period of time.

Period Type - If Account Level Expiration is set to Yes, indicates the type of
period used for the Account Level Expiration Date.

Number of Periods - If Account Level Expiration is set to Yes, determines the
number of periods (from Period Type) that will pass before a Tender Account
expires.

* Tender Balances - Balance information configured for the Tender Program. This
includes the following information:

Initial Account Balance - Indicates whether there is an initial balance on each
account.

Initial Balance Amount - If Initial Account Balance is set to Yes, the amount of
the initial balance.

Initial Book Value - If Initial Account Balance is set to Yes, the initial book value
of the account.

Minimum Activation Amount - The minimum amount that can be in an
Account for it to be activated.

Minimum Balance - The minimum amount that must be kept in an Account.

Maximum Balance - The maximum amount that can be put into the Account.

¢ Preauthorizations - Whether and how pre-authorizations are configured in the
Program. This includes the following information:

Allow Pre-authorizations - Indicates whether pre-authorizations are allowed
for the Tender Accounts.

Preauth Expirations - If Preauth Expirations is set to Yes, indicates whether pre-
authorizations expire.

Expire Pre-authorizations after (Periods) - If Allow Pre-authorizations and
Preauth Expirations are both set to Yes, indicates the type of period used for the
pre-authorization expiration.

Number of Periods - If Allow Pre-authorizations and Preauth Expirations are
both set to Yes, determines the number of periods (from Expire Pre-
authorizations after (Periods)) to pass, after which a pre-authorization expires.

* Advanced Program Details - Advanced configurations for the Program. This
includes the following information:

Allow Reloads - Indicates whether a Tender Account can be reloaded.

Allow Partial Redemption - Indicates whether a balance on a Tender Account
can be partially redeemed.
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- Max Value of Redemptions per Business Day - The total amount of all
redemptions that can be performed on a Tender Account in one day.

- Max Daily Uses - The total number of times that a Tender Account can be used
in one day.

- Maximum lifetime uses - The total number of times that a Tender Account can
be used over the lifetime of the account.

Actions Menu
The Actions Menu for a Tender Program contains the

following options: m

* Deactivate Program - Deactivate the Program (only Deactivate Program
available for active Programs).

* Activate Program - Activate the Program (only available
for inactive Programs). m

. Activate Program
Edit a Tender Program ’

To edit a Tender Program:

1. Open the Tender Program in the Programs Tab for the
Card Definition.

Edit Program || Actlons X

2. Click the Edit Program button next to the Actions
Menu.

Note: The Edit Program button will be available only if no Card
Series Distributions have been generated for the associated Card
Definition. If Cards have been generated, the Program cannot be
changed.

The Add Program Wizard opens with all fields populated with the current
information for the Program.

3. Make changes to the Tender Program as described in Create New Program and
Create a Tender Program.
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Award Program

The following information is displayed for Award Programs:

Card Def: EZKCard » Award Program: sample program

Program Mame sample program Card required Yes nitial Account Balance 10.00  Account Level Expiration No Awards Will Be Expired None
Program tion sample program Card Merge Permitted Yes Period Type - Award Expiration Period Type -
Start Date 2015-11-17 Alow Foreign Currency Yes Mumber of Periods - Mumber of Periods -
End Date 2020-11-17 Currency United States of America, Dollars
Entitlement Deals
BOGO Clothing Deal ID 503  Unlimited Redemption Y&s  Create Date 2016-01-13 Issue automatically when first activated? No
\Ié:’.g_ BOGO Clothing Friarity Issue only when first associsted to 3 customer? No
Active Yes
BUY one gEt one Deal ID 504 Unlimited Redemption Y&s  Create Date 2015-11-17 ssue automatically when first activated? Yes
Ws Buy ans gst ons Priority 1 |ssue only when first zssociated 