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• E-Marketing Spots
give the Marketing
Manager the ability
to effectively
communicate with
customers without
involving IT.

• Define the
business rules to
determine the
message for the
customer

• Define a piece of
real estate on the
site for displaying
targeted content

• Built into the site
by site designers
during
development

E-Marketing Spots

Registered
Customer

Cart value over
$400.00

Browsing Kids’
Clothing
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• Control what displays in predefined e-Marketing Spots on your store
pages.

• Web activity determines what to show the customer at that point in time.
• Web activities can display advertising content, merchandising

associations, and recommendations from the store catalog.
• You can target different sets of customers within Web activities, which

allows you to personalize what the customers see in an e-Marketing
Spot.

Web Activities

3

Target Action

Actions



Delivering Smarter Commerce

© 2009 IBM Corporation

Activity Builder

Marketing
objects

Active work

Palette

Completion 
error

Element 
properties

Current storeBusiness tools
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Your Target Here

Targeting Customers

Customer Segment
(demographics, address)

Purchase History
(# orders, value, contents)

Catalog Browsing Behavior
(viewed category, product)

External Site Referral
(site, search term)

Social Commerce
Participation

Shopping Cart
(value, contents)

Current Page
(viewing category, product)

Online Behavior
(search, name-value pair)

Cookie Contents

Day and Time

Targets define which customers
experience your marketing activity.
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Web Activity Actions

Recommend Catalog Entry
(product, SKU, bundle, kit)

Recommend Category

Recommend Promotion
(promotion + content)

Add To or Remove From
Customer Segment

Recommend Content
(advertisement, image,
flash, text, style sheet,
sales catalog, JSP file)

Display Merchandising
Association

(shopping cart, purchase
history, current product)

Display Recently Viewed
(catalog entries, categories)

Actions define what to do, based on the previous sequence of triggers and,
optionally, targets in the activity flow. Web activity actions typically display a
targeted message to a customer on a store page.
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• Automate marketing actions based on the specific behavior of your
customers over time.

• An interactive dialog with a customer: you wait for the customer to do
something, or not do something, and then you target that customer with a
planned marketing action.

• Dialog can be ongoing as the customer's behavior on your site changes.

Dialog Activities

Trigger ActionTrigger

ActionTrigger
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Dialog Activity Triggers

Wait

Customer Places Order

Customer Abandons
Shopping Cart

Customer Is In Segment
(Used for sending bulk

e-mail or SMS messages;
can include follow-up with

the customer)

Customer Celebrates
Birthday

Customer Participates in
Social Commerce

Customer Registers

Your Trigger Here

Triggers define the event that causes your Dialog activity to begin or continue. Use
triggers to wait for a customer to do something or for a period of time to elapse.
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Dialog Activity Actions

Your Action Here

Send Message
(e-mail, SMS)

Add To or Remove From
Customer Segment

(dynamically segment
customers and entitle them

to promotions)

Issue Coupon
(add to customer’s coupon

wallet)

Actions define what to do, based on the previous sequence of triggers and,
optionally, targets in the activity flow. Dialog activity actions typically send a
targeted message to a customer via e-mail or SMS.
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Follow up with customers who have abandoned their shopping cart:

• If a customer has abandoned a shopping cart for two days, then send the
customer an e-mail to encourage them to complete their purchase.

• If the customer does not purchase within three days of sending the e-
mail, then entitle the customer to 10% off their next order, and send an e-
mail to inform them of the offer.

Dialog Activity Example – Abandoned Shopping Cart


