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This presentation introduces promotion enhancements in WebSphere® Commerce version 
7. 
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Promotion enhancements © 2009 IBM Corporation 

Goals 

� To understand the changes made to the 
Promotions tool to improve usability 

� To understand the new promotions and promotion 
features available 

At the end of this presentation, you should understand the changes made to the 
Management Center Promotions tool to improve usability. You should also understand the 
new promotions available and the new promotion features. 
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Promotion enhancements © 2009 IBM Corporation 

Agenda 

�Overview 

� Tool improvements 

�New promotion types 

�New promotion features 

�Best deal support 

� Limitations 

This presentation begins with an overview of changes to the promotions capability in 
WebSphere Commerce. It then introduces Management Center Promotions tool 
improvements, new promotion types and new promotion features. Best deal support is 
then discussed. The presentation concludes with a summary of promotion limitations. 
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Promotion enhancements © 2009 IBM Corporation 

Overview 

� Improved usability of the Promotions tool 

�More flexibility in promotion options 

� Improved shopping experience 

The enhancements to promotion capability in version 7 are in three main areas. The first is 
improved usability of the Promotions tool itself. The second is new promotion capability. 
The new promotion types and features mean that even more of the runtime promotion 
capability is now enabled for the Management Center UI. The third enhancement area is 
an improved shopping experience for customers. 

WCS70_Promotions.ppt Page 4 of 24 



  

  

   

 

 
  

   

    
       

  
   

      
  

           

             
            

               
       

                 
        

                
              

 

            
               

               
           

IBM Software Group 

5 

Promotion enhancements © 2009 IBM Corporation 

Tool improvements 

�Administrative name 
�Can be modified 

�Unique within the store 

�Support for inherited sales catalog 
�Promotions can target inherited catalog entries and 

categories 

�Unique promotion priority 
�Set in wc-component.xml 

�Accelerator does not show promotions managed 
by Management Center 

WebSphere Commerce Version 7 offers several improvements in creating and managing 
promotions. 

A new administrative name field has been added in Management Center. In earlier 
versions of Management Center, the promotion name cannot be modified. The new 
administrative name field can be changed any time the promotion is in an inactive state. 
The name must be unique within the store. 

Since sales catalogs are supported at the asset store level in version 7, it is now possible 
to target promotions at inherited categories and catalog entries. 

By default there is no restriction on the number of promotions that can have a particular 
priority. You now have the option to require unique priority values by editing a 
configuration file. 

Promotions that are created in Management Center or migrated to Management Center 
should not be edited in Accelerator. To make this division more clear, all promotions that 
are managed by Management Center are no longer visible in Accelerator. If you want to 
disable the Marketing tools in Accelerator entirely, it still requires minor customization. 
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Promotion enhancements © 2009 IBM Corporation 

Template picker 

The promotion template picker is a new way of organizing promotions that makes locating 
a specific promotion easier for both experienced and novice business users. 

Creating a new promotion launches the promotion template picker. A number of 
predefined promotion types are listed on the left. Selecting a promotion type causes the 
promotions corresponding to that type to be listed on the right. A description of the 
currently selected promotion is shown on the bottom right to assist you in confirming you 
have made the right selection. A single promotion can be found under multiple promotion 
types. 
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Promotion enhancements © 2009 IBM Corporation 

Template picker customization 

�Custom promotion types can be added 

�No customization required for promotions to show 
in the ‘All promotions’ folder 

�How to 
�Add description as an attribute to the wcfObjectTemplate 

definition for the custom promotion 

�Add a resource bundle with text strings 

�Modify PromotionTypeTemplatePicker.lzx to 
� Specify which folders the promotion is listed in 

� Define a new folder 

The promotion template picker is easily customized. Custom promotions can be 
associated with existing promotion types and new promotion types can be defined. By 
default, custom promotions are displayed when you select ‘All promotions’. It is also 
possible to remove existing promotions or promotion types if they are not required. 

To add a custom promotion, you must first define the description attribute for the 
promotion in the wcfObjectTemplate. Next, add a resource bundle with the required text 
strings such as name and description. Finally, update the file 
PromotionTypeTemplatePicker.lzx to specify which promotion types your custom 
promotion is associated with. You can also add a new promotion type filter in this file. 
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Promotion enhancements © 2009 IBM Corporation 

New promotion types 

�Amount off shipping on an order 

�Buy catalog entry X, get shipping at a fixed price 

�Buy catalog entries from category X, get shipping 
at a fixed price 

�Buy A and B, get a percentage off both 

Four new promotion types have been added. Three are shipping level promotions and the 
fourth offers a percentage off a specific combination of items when the order contains all 
the items. 

For the first new promotion an example is: Get $10 off shipping for orders over $100. 

For the second promotion an example is: Buy 3 or more of catalog entry X and pay $1 for 
shipping. 

For the third promotion an example is: Spend $100 on items from category X and pay $10 
for shipping. 

For the fourth promotion an example is: Buy 3 catalog entries A and 2 catalog entries from 
category B and get 10% off all these items. 
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Promotion enhancements © 2009 IBM Corporation 

New promotion features 

�Maximum discount amount: “20% off greeting card 
up to $2” 

� Target a payment type: “10% off order when paid 
with store credit card” 

�Choice of free gift 

� Target specific catalog attributes: “10% off red 
shirts” 

Several new features have been added that can be used by existing promotions. 

The first is a maximum discount amount. This can be specified by any promotion offering a 
percentage discount. It provides a way to cap the value of the promotion. 

The second is a payment type filter. This allows order level promotions to be restricted to a 
specific payment method such as store credit card. 

The third is choice of free gift. This addition to the order level free gift promotion allows 
shoppers to choose from a list of gift options or choose not to receive a gift. 

The last is an attribute filter. This can be applied to any category or catalog entry 
promotions to limit the promotion to a subset of entries that match the specified attributes. 
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Promotion enhancements © 2009 IBM Corporation 

Maximum discount amount 

This slide shows the maximum discount amount feature. 

The new column 'Maximum discount amount' is an optional field. If you do not specify any 
value in that field, the full discount percentage is applied. For promotions that don’t have 
purchase ranges there is a single maximum discount amount field. 
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Promotion enhancements © 2009 IBM Corporation 

Payment type 

Full order must be paid 
for with selected 

payment type. Split 
orders do not qualify 

This slide shows the payment type feature. The payment type dropdown is populated with 
all payment types configured for the store. Orders must be paid for in full with the selected 
type to qualify. Split orders are not allowed. The default option is “Any payment type”. This 
feature is not supported in the Madisons starter store but some information is available in 
the information center on how to implement it. 
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Promotion enhancements © 2009 IBM Corporation 

Choice of free gift 

Choice of free gift is an enhancement to the order level free gift promotion. The promotion 
can be set to work as it has in the past, where the free gift is automatically added to the 
shopping cart. The alternative, shown in this slide, is to specify a list of gift options along 
with the number of free gifts the shopper can choose. Shoppers are also allowed to opt out 
of the free gift. Each gift can only be selected once for a particular order. 
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Promotion enhancements © 2009 IBM Corporation 

Choice of free gift redemption 

This slide shows the new Madisons dialog where customers select their free gift. 
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Promotion enhancements © 2009 IBM Corporation 

Catalog attribute filter 

This slide shows the screen for defining an attribute filter for a promotion. Attribute filters 
can be defined for product and category promotions. The attribute name must match the 
name of a defining or descriptive attribute in the catalog. The attribute value must match 
one of the defined values. The data type of the attribute can be text or number. Several 
matching rules are available such as “value can be any of”, “value cannot be any of”, and 
many numerical comparison options. 
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Promotion enhancements © 2009 IBM Corporation 

Traditional promotion evaluation 

Promotion evaluation sequence 

1. Product level 

2. Order level 

3. Shipping 

This chart shows a traditional promotion evaluation. The promotion sequence is created by 
the sequence builder before the evaluation starts. 

During the evaluation process, promotions are evaluated one by one according to a 
sequence defined by the PromotionAgendaBuilder. Once a promotion qualifies, its 
adjustment is applied to the order. The change to the order affects the qualification for the 
remaining promotions. It also affects the adjustment for the next qualified promotion since, 
most of the time, the calculation is based on the current discounted price instead of the 
original price. 

By default, product level promotions are evaluated first, followed by order level 
promotions, and then shipping promotions. Within the same promotion group, the 
promotion that has the high priority value is evaluated first. 

Promotion priority allows you to control conflicting promotions and makes sure discounts 
are applied according to the marketing plan. Typically it aims to offer the shopper the lower 
overall purchase price. In some cases, it is not possible to tell beforehand which promotion 
ordering offers the best value for the shopper. In those cases, the default promotion 
sequence might not provide the best promotion value. 
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Promotion enhancements © 2009 IBM Corporation 

Best deal support 

� WCSPromotionEngineConfig.xml 
� <EvaluationFlowControl>1</EvaluationFlowControl> 

In version 7, there is an option to include additional steps in the promotion calculation 
process. This flow will evaluate all sequence combinations during the process and return 
the sequence that provides the best value for the shopper. 

The best deal logic still respects promotion group and priority. It only evaluates different 
sequence combinations if multiple promotions are in the same promotion group and have 
the same priority value. This will ensure you can still control the evaluation sequence 
according to business requirements, but also have the flexibility to allow best deal 
calculations where needed. 

Best deal support does have a performance impact and is turned off by default. It is 
enabled by setting the EvaluationFlowControl value to 1 in 
WCSPromotionEngineConfig.xml 
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Promotion enhancements © 2009 IBM Corporation 

Best deal performance considerations 

�Number of evaluation sequences is n! where n is 
the number of qualifying promotions 

�Use priority to differentiate between promotions 
when possible 

� Threshold value limits max number of sequences 
evaluated 
�WCSPromotionEngineConfig.xml 

� <SequenceCombinationLimit>50</SequenceCombinationLimit> 

Though the best deal logic provides a solution to achieve the better deal, it does so by 
performing evaluations on all sequence combinations. Therefore the performance impact 
must be considered when assigning priority values. As a general rule to achieve better 
performance, multiple promotions should only use same priority value within the same 
promotion group when the better discount value can not be determined ahead of time. 

A threshold value is provided to control the maximum number of promotion sequences that 
can be evaluated. This threshold value can be modified in the 
WCSPromotionEngineConfig.xml file by setting the SequenceCombinationLimit value. If 
the total number of promotion sequences exceeds this threshold, only the original 
sequence is evaluated. This allows you to control the maximum cost of the best deal 
calculation. 
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Promotion enhancements © 2009 IBM Corporation 

Best deal customization 

�Default is price-based comparison 

�Other comparisons possible 
�Value of free gifts 

�Shipping charges 

�Customization steps 
�Extend compareResult() method of 

DefaultPromotionEngine class 

�Add comparison logic between two PromotionArguments 

The best deal calculation is currently price based and does not take the value of free gifts 
or shipping charges into consideration. You can extend the compareResult() method of the 
DefaultPromotionEngine class and implement your own comparison logic between two 
PromotionArguments. 
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Promotion enhancements © 2009 IBM Corporation 

Limitations 

�Payment type promotions not supported in starter 
stores 
�High level documentation in information center 

�Best deal does not consider free gifts or shipping 
charges 

There are some limitations to remember when working with promotions in version 7. First, 
the new payment promotion type is not supported in the Madisons starter store. There is 
documentation on how to customize this in the information center. Second, the best deal 
calculation does not consider the value of free gifts or shipping charges. This can be 
achieved through customization. 

WCS70_Promotions.ppt Page 19 of 24 



  

  

   

 

    

   
  

    

              
            

      

               
               

       

               
             

IBM Software Group 

20 

Promotion enhancements © 2009 IBM Corporation 

Problem determination 

�Same trace options as V6 

�Other things to check 
�Best deal configuration 

�Errors in attribute filter names 

If your promotions are not being applied in the way you expect, the recommended 
debugging method is to enable the promotion trace component. The trace structure has 
not changed significantly since version 6. 

In addition to trace statements, you can also verify your best deal configurations are set 
correctly. Remember best deal is turned off by default and too many promotions with the 
same priority can exceed the sequence combination limit. 

If you have enabled attribute filters on your promotions and they are not being applied, 
verify that there are not errors in either the promotion names or values. 
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Promotion enhancements © 2009 IBM Corporation 

Summary 

�Overview 

� Tool improvements 

�New promotion types 

�New promotion features 

�Best deal support 

� Limitations 

This presentation began with an overview of changes made to the promotions capability in 
WebSphere Commerce. It then introduced business user tool improvements, new 
promotion types and new promotion features. Following the new promotion types and 
features was a discussion of best deal support. The presentation concluded with a 
summary of promotion limitations. 
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Promotion enhancements © 2009 IBM Corporation 

References 

�Best deal overview 
� http://publib.boulder.ibm.com/infocenter/wchelp/v7r0m0/index.jsp?topic=/com.ibm.commerce.management-center.doc/concepts/cprbestdeal.htm 

�Enable best deal 
� http://publib.boulder.ibm.com/infocenter/wchelp/v7r0m0/index.jsp?topic=/com.ibm.commerce.admin.doc/tasks/tprengcfgbestdeal.htm 

�Performance considerations for best deal 
� http://publib.boulder.ibm.com/infocenter/wchelp/v7r0m0/index.jsp?topic=/com.ibm.commerce.management-center.doc/concepts/cprbestdealperf.htm 

�Enabling payment type promotion in Madisons 
� http://publib.boulder.ibm.com/infocenter/wchelp/v7r0m0/index.jsp?topic=/com.ibm.commerce.management-center_customization.doc/tasks/tprpaymenttype.htm 

This slide contains some useful references for promotions in version 7. 
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Promotion enhancements © 2009 IBM Corporation 

Feedback 

Your feedback is valuable 
You can help improve the quality of IBM Education Assistant content to better 

meet your needs by providing feedback. 

� Did you find this module useful? 

� Did it help you solve a problem or answer a question? 

� Do you have suggestions for improvements? 

Click to send e-mail feedback: 

mailto:iea@us.ibm.com?subject=Feedback_about_WCS70_Promotions.ppt 

This module is also available in PDF format at: ../WCS70_Promotions.pdf 

You can help improve the quality of IBM Education Assistant content by providing 
feedback. 
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Trademarks, copyrights, and disclaimers 
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other countries, or both: 
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Other company, product, or service names may be trademarks or service marks of others. 

Product data has been reviewed for accuracy as of the date of initial publication. Product data is subject to change without notice. This document could include 
technical inaccuracies or typographical errors. IBM may make improvements or changes in the products or programs described herein at any time without notice. Any 
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Any functionally equivalent program, that does not infringe IBM's intellectual property rights, may be used instead. 

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

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

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

IBM Director of Licensing 
IBM Corporation 
North Castle Drive 
Armonk, NY 10504-1785 
U.S.A. 

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

© Copyright International Business Machines Corporation 2009. All rights reserved. 

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