ESTEE
L AUDER

COMPANIES

BI200
Introduction to
Standard Reports




© Estée Lauder Companies Inc. 2013



Contents

Contents

INTrOAUCTION i 1
CoUrse ODJECHIVES......ccveiiiieie e 1
For FUrther ASSISTANCE ........cccocvvvieiii e 2

Navigating INfOVIEW .......oovviiiiiiiie e 3
(oo o [ To N | o SRR 3
(oo o oo 1 | SRR 4
N Eo LY 2T F= LA o USSR 4

o The DOCUMENt LiSt.......cccovvviiirieiiiie e 5
Setting PreferenCes......coocvviie e 6

RUNNING REPOITS .. 9

ACCESSING REPOIS ....veiie e 10
o Reports in the Details Panel.............cccccooevviiiiincnenn. 11
Scheduling @ REPOI .......ccveiiiiiece e 12
Viewing Report Status/HIStory ........ccocevvveveeiiiiie e 26
VIEWING @ REPOIT......ei i 27
Other Report History FUNCLIONS ..........ccoeviiiiiine e 29
o Viewing Instance DetailS ..........ccccovvviiniiniiiiiniiee 29

B1200 Introduction to Standard Reports Page iii



Contents

o Deleting a Report INStance.........cccvvvevieeveeninniesieeenn 30
Standard REePOItS.....iiii i 31
Brand Summary Report........ccocceiiiiiienienie e 32
Brand Summary Report (SKU Selection) .........ccccovevveivnnnnenn, 40
Brand Regional GM Level Report ........c.ccccevvvvvviiiciee e, 44
Cross Brand GM Level Report 1........ccccoceviiiiieviciiccc e, 48
Cross Brand GM Level Report 2..........cccceevveveevieiic e, 51
Store Capture Rate RepPOIt........ccocveiiviiiiiiie e 53
NeW-TO-File REPOI ......ccovveiiiiiece e, 56
Category Penetration RepOrt .........cccccveviviie i 60
Market Category Penetration Report.........c.ccccceeveevceeiieecinnen, 62
Category CrossoVer REPOIt .......c.cvevcveeeiiieeeviiee e e siee e 64
Market Category Crossover REPOIt........ccocvevveeiiveeiiieesiiee e, 69
Top Common QUETIES .....uueeeieeiieee e 75
1x Customer Separated by New vs. Existing (by Store).......... 76
Category Mix Overview by Brand by Store by FY / CY ......... 80
Consumer Base Overview (New vs. EXISting)........ccccccvervvennenn 85
CRM Performance by Door Analysis ........cccooevevivereiveninnnnnn, 89
CrosS-D00r PUICNASE .......ccvviieieiieie et 95
List Extraction and Result Tracking..........cccocvveevviiinneninnsnenn 99

Page iv Estée Lauder Companies



Contents

New Purchaser Count AnalysiS........cccccevveviriiniieiiieeneenienn 103
Product Bundling Analysis..........cceeveiiiiiniiniieenee e see s 107
Product Launch Tracking ........cccoceevvereeniiniinsie e see s 110
Product Mix Overview by Brand by Store by FY /CY ......... 121
Product Penetration Analysis ..........ccccevevieiiiiieeieeiic e 125
Recruitment Products REpOrt .........cccevveveeiie i 130
Recruitment Products Report (Next Purchase) .............c........ 134
Value Group Migration AnalysiS.........cccevveveeiieiiesie e, 136

B1200 Introduction to Standard Reports Page v



Contents

Page vi Estée Lauder Companies



Introduction

Introduction

BusinessObjects Enterprise comes with InfoView, a
web-based desktop that serves as a portal to a range of
useful business information. From InfoView, you can
access folders containing CMS BI reports and queries.

InfoView provides the flexibility to output reports in
various formats, including Web Intelligence (to be
viewed within InfoView), Microsoft Excel, Adobe
Acrobat PDF, or Comma Separated Values (CSV).

Course Objectives

This training manual will walk you step-by-step
through the process of running and viewing reports in
InfoView. The manual also contains detailed
descriptions of each Bl Standard Report and Top
Common Query.

After you complete this course, you should be able to:
e Loginto InfoView and navigate the portal

e Locate the Global Standard CRM Reports and
Top Common Queries

e Schedule a report and automatically send it to
your (or others’) email accounts

e Find the History of previously run reports

e Understand the usage of global standard reports
and report metrics
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Introduction

For Further Assistance

If you have questions not answered by this training
guide, please contact your local support person.
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Navigating InfoView

Navigating InfoView

This chapter provides step-by-step procedures for
accessing InfoView and navigating the portal.

Logging In

In the InfoView portal, single sign-on has been
enabled; by entering the server address into the
browser you can access the portal directly. Navigate
to http://sg-sin-boep01 and the SAP BusinessObjects
InfoView page displays.

If there is a need to log on, follow the steps below:

1. Open Internet Explorer and navigate to
http://sg-sin-boep01.

o
SAP BusinessObjects

Log On to InfoView

2. Enter your Windows User Name and
Password.

3. Select Enterprise as the Authentication.

For training purposes only, you can use the
generic log on information:

e User Name: apacdemo
e Password: apacdemol

e Authentication: Enterprise
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Navigating InfoView

4. Click Log On.
SAP Business Reports InfoView is displayed.

Logging Out

e To log out of InfoView, click Log Out in the
upper right corner of the window.

oy

M
SAP BusinessObjects /

Help | Preferences | About| Log Out

?x|

The Log On page redisplays.

Navigating

To access reports, click Document List on the Header
Panel or under the Navigate heading on the page.

(& SAP BusinessObjects InfoView - Windows Internet Explorer a— ° SRR X
@\/' [ http://sg-sin-boepoL App/listing/main dofappkind=l <ervice=5.F pprezFcommont + | 44| x | Google
File Edit View Favorites Tools Help
i Favorites | 55, ) Web Siice Gallery v
7 SAP BusinessObjects InfoView / o
=M
SAP BUSINESSOB.JE( FOVIEW SAP BusinessObjects.
&3 Home lDocument List ll)pen + | Send To ~ | Dashboards ~ Help | Preferences | About | Log Out
T X
Welcome: apacdemo
Navigate Personalize
[
View your Inboy, Favorites, or Document e the Help to learn Change your InfoVieus start page, viewing options, and preferences
more about InfoViewr. for daily tasks.
Document List Preferences
(= My Inbox
B4 Information OnDemand Services
@ Help
Discussions E3
Done € Local intranet | Protected Mode: Off f3 v ®100% v
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Navigating InfoView

The Document List

The InfoView Document List has four main regions.

/& SAP BusinessObjects InfoView - Windows Internet Explorer e e | B S
. ol badle .ot
@Uv [P hep sting/main.doZappK service=42F] ppS2Fcommon ""l x J{ B Google p -
File Edit View Favorites Tools Help
i Favorites | 55 @] Web Slice Gallery v
~ SAP BusinessObjects InfoVliew [ I
M
SAP BUSINESSOBJECTS INFOVIEW SAP BusinessObjects.
& Home | Document List | Open ~ | Send To - | Dashboards « Help | Preferences | About | Log Out

= New - Add | Organize ~ | Actions - Search title ~ L1 Jof1 > M
=l Title ~ Last Run ~Type Owner Instances

My Favorites
S 1nbox

= 53 Public Folders
Consumer

&; )

CMS Analysis Folder Administrator

CMS BI Usage Folder Administrator
CMS Dashboard Folder Administrator
CMS Shared 0 Folder Administrator
CRM-BI Analysis = Folder Administrator
CRM-BI Shared = Folder Administrator

Rl i

=

w Discussions

| tree node is collapsed

€ Local intranet | Protected Mode: Off fa v ®10% v

The Header Panel contains buttons that allow you to
navigate around InfoView, get help, set your preferences,
and log out.

The InfoView Workspace Toolbar allows you to change
views, refresh the list, and take actions such as adding,
moving, or deleting reports.

The Tree Panel displays the folders and categories in a
hierarchical structure and allows you to drill down
through the folder hierarchy or categories to find reports.

To expand a folder, click or to close a folder, click E|
When you select a folder or category in the Tree Panel, its
contents appear in the Details panel .

The Details Panel displays the reports stored in the folder
or category selected in the Tree Panel. You can filter and
sort the reports displayed in the Details panel, and
choose to modify, view, organize, or schedule them if you
have the necessary rights.
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Navigating InfoView

You may wish to hide the Header Panel to increase
the display size of the Document List.

e To hide the Header Panel, click the up-arrow
near the top right corner of the page, as shown

below.
@
SAP BusinessObjects
Help | Preferences | About | Log DH/
[Ex]

e To redisplay the panel, click the button again.

Setting Preferences

You can set your user preferences in the Preferences
panel in InfoView, including your current time zone.
You can also use the Preferences panel to change your
password.

1. Click the Preferences button on the Header
Panel.

_————
]
SAP BusinessObjects

Help || Preferences| About | Log Out
F x|

The Preferences panel displays.

Page 6
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SAP BUSINESSOBJECTS INFOVIEW 547 BusinessObjects

#; Home  Document List | Open ~ Dashboards « Help | Preferences | Abowt Log Out

Preferences - apacdemo. X
General

InfoView Start Page:

2. Scroll down to view more preferences.

3. Click a heading to expand or collapse the
heading and view the associated options.

4. Choose the desired options and then click OK
in the lower right corner to save your changes.

General Preferences

Under the General heading, you can set the following
options:

¢ InfoView Start Page: choose the desired
option to control what page displays when you
log into InfoView.

e Document Navigation View: choose Folder or
Category to set the default view in the
Document List.

e Set the number of reports (max) per page:
enter the desired number to set the maximum
number of reports per page in the Document
List.

e Document List Display: select or deselect each
option to add or remove that column from the
details panel in the Document List.
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Navigating InfoView

Document Viewing: choose how the
documents in InfoView are displayed.

Product Locale: choose the desired language
from the drop-down list (or choose Use
browser locale to automatically use the
language that is selected in your web browser).

Current Time Zone: choose your time zone, or
choose Local to web server to automatically
use the server’s time zone.

Changing Your Password

1.

Scroll down and click the Change Password
heading to change your password.

¥ Change Password

Confirm News Password: |

User Name: |

Old Password: |

|
|
Mewi Passwiord: | |
|

Enter your Old Password.

Enter your new password in the New Password
and Confirm New Password fields.

Be sure to click OK in the bottom right corner
of the window to save your changes.

Page 8
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Running Reports

There are four steps in the process to run and view
reports.

Report Scheduled to Run
Step 3: Check Status
Report Runs

Step 4: Retrieve History

In Step 1, you drill down into a folder and locate the
report. Once the desired report is located, you select
the Schedule option.

In Step 2, you define the information you want
included in the report, such as Brand, Affiliate, Time
Period, SKUSs, etc. You also define the output format
and when you want the report to run.

In Step 3, once the report has been scheduled to run,
you can check the report’s status.

In Step 4, once the report has finished running, you
can use the History option to view the report at any
time.
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Accessing Reports

1. Click Document List on the Header Panel or
under the Navigate heading on the home page.
The Document List displays.

P S4B BusinssOjectsnfoview

SAPBUSINESSOBJECTS INFOVIEW e et
#; ome  Document List| Open - - | Dashboards - welp | preferences | About | Log Out
B Search ttle -~ - 1 JofL
- | Title
5 ) My Fan vy Fawart
\pbex  dbox
Pbe Public Fold
Total: 3 objects

2. Expand the Public Folders folder, and then
expand the Consumer folder.

r & | 2 | New - Add - | Organize - | Actions -
=5} Title
[ [55] My Favorites My Favorites
E nbax Inbox
P> - [£1 Public Folders Public Folders

—— Consumer

#-1 cMs Analysis
CMS BI Usage
CMS Dashboard
CMS Shared
CRM-BI Analysis *
CRM-BI Shared =

3. Expand the CMS Analysis folder and open the
appropriate folder.

e To access reports, open the Reports folder.

e OR,
To access queries, open the Templates
folder, and then open Top Common
Queries.
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Reports (or queries) are displayed in the
Details pane on the right side of the window.

SAP BUSINESSOBJECTS INFOVIEW ——eO
#; Home | Document List  Open - Dashboards ~ Help | Preferences | About Log Out
|
= | New - Add - - Actions - Search title - 15 of 1
All Title ~ Last Run Type Owmer Instances

Wy Favories ¥ 01) Brand Summary Report Jund4,20133:24 A Web Intelligence Report Administrator 49
Inbex Report ID: CF_CMS_STDRPT_001

Public Folders 31 02) Brand Regionsl GM Level Report  May 2, 2013 2:45PM  Web Inteligence Report Administrator 25
Consumer Report T0: CF_CMS_STDRPT_002

1 M5 Analysis | W 03) Cross Brend GM Level Report 1 May 30, 2013 10:10AM  Web Intellience Raport Administrator 56
— g0 Report 0 CF_OHS_STORPT_003

Templates | # 14) Cross Brand GM Level Report2  May 28, 2013 7:14 FM  Web Intellgence Report Administrator 7

M BT Usage Report ID: CF_CMS_STDRPT_004

S Dastboard | ¥ 05) Stors Capture Rate Report May 31, 2013 8:57 M Wb Intalligence Report Administrator 100
MS Shared Report ID;: CF_CMS_STDRPT_00S

CRM-BI Analysis "] # 06) New To Fle Jun3, 2013 9:53AM  Web Intellgence Report Administrator 86
CRM-BIShared | ReportID: CF_CMS_STORFT 006

¥ 07) Category Penetration Report  May 27, 2013 6:32 P Web Inteligence Report Administrator 19
Report ID; CF_CMS_STDRFT_007

#  08) Market Category Fenetration Repa Apr 18, 2013 7:02 FM  Web Intelligence Report Administrator 24
Report ID; CF_CMS_STORFT_008

¥ 09) Category Crossover May 22, 2013 11:57 AM | Web Intalligence Report Administrator 1

Report ID: CF_CMS_STDRFT_008
10) Market Category Crossover

Report ID: CF_CMS_STORFT_010
11) Brand Summary Report (SKU sele: Jun 4, 2013 1:34 AM

4

May 24, 2013 6:01 PM

<

Web Intelligence Report Administrator

Web Intelligence Report Administrator

Report ID: CF_CMS_STORFT_011

Total: 11 objects
Discussions 3

Reports in the Details Panel

Standard Reports or Top Common Queries
(depending on which folder you have opened) are
listed in the Details panel. You can view information
about each report, schedule a report to run, or view
report history from this pane.

How many
times the report
was run. Each

Document Type,
either Webl,
PDF, or

time run, a
copy is saved

Last date and
time run

Title of the

document Title * Owner Instances

1x Time Customer Separated by N May 30, 2013 12:57 PN Web Intelligence Repol Administrator 16
Report ID: CF_CMS_TMP_13

»|  5-Product Mix Jun 3, 2013 9:04 PM  Web Intelligence Repor Administrator 31
Report ID: CF_CM5_TMP_25

»|  Affiliate Consumer Retail Sales Tre May 3, 2013 9:39 PM  Web Intelligence Repor Administrator 2
Report ID: BI_CMS_IS_AP_002

| Affiliate Consumer Retail Sales Tre May 22, 2013 12:10 Ph Web Intelligence Repor Administrator 10
Report ID: BL_CMS_IS_AP_001

| Brand CRM Metrics Trend Report | Jun 3, 2013 6:08 PM  Web Intelligence Repor Administrator 26
Report ID: CF_CMS_TMP_24

| Category Mix Overview by Brand b May 22, 2013 12:08 Ph Web Intelligence Repol Administrator 4

Report ID: CF_CM5_TMP_14
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Scheduling a Report

To run a report, you must schedule it. This involves
defining the following:

e Recurrence (monthly, weekly, etc.)

e Output Format (PDF, Excel, Web
Intelligence)

e Delivery Method (email, online/inbox)

e Server Group (server in your region used to
run the report)

In addition, each report is filtered by parameters. In
InfoView, parameters are called Prompts. The values
you select for the prompts determine what data
appears in the report. For example, there may be a
prompt that asks you to choose a Brand or Region.

1. Right click the report you want to run and
select Schedule from the pop-up menu.

SAP BUSINESSOBJECTS INFOVIEW Pre———

%} Home | Document List  Open + Send To - | Dashboards ~ Help | Preferences | About Log Out
5

Totel: 13 objects

The Schedule window displays. The first panel
is the Instance Title.
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SAP BUSINESSOBJECTS INFOVIEW SAP Business Objects.
3 Home | Document List | Open - Send To - | Dashboards - Help | Preferences | About  Log Out
Schedule - 02) Brand Regional GM Level Repart IX

ond Regional GM Level Report

2. Optionally, change the Instance Title. You
might want the title to reflect the data you are
filtering, for instance, Clinique Brand Regional
GM Level Report.

Whenever a scheduled report runs successfully,
an instance is created. An instance is a version
of the report that contains data from the time
that the report was run.

3. The next step is to determine when the report
will be run. Click the Recurrence option.

4. On the Recurrence panel, select the frequency
at which the report is to be run from the Run
object list, e.g. Daily, Monthly, or a specific
time pattern.

Schedule - 02) Brand Regional GM Level Report

Schedule Recurrence
Instance Title
Recurrence

Run object:  Mows v|

FPrompts Once

Formats and Destinations Object will run Hourly

Caching Daily

Events Weekly
Monthly

Scheduling Server Group Nth Day of Month

1st Monday of Month

Last Day of Month

X Day of Nth Week of the Month
Calendar
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Tip: The patterns Nth Day of Month_and X
Day of Nth Week of the Month are useful for
different scheduling scenarios.

Schedule Recurrence

Instance Title

Run object: Nth Day of Month -
Recurrence

Frompts

Formats and Destinations
Caching

Events

Scheduling Server Group Start Date/Time: 05 -~ 10 - AM ~ 5/22/2013

Object will run on the Nth day of each month.

Day(N) = 16 ~

End Date/Time: 05 = 10 = AM + 5/22/2023

Now
The report runs once (immediately).

Once

This option requires a start and end time
parameter. The report runs once at the time
that you specify.

Hourly

This option requires information in hours
and/or minutes for how frequently the report
IS run. Instances are created regularly to
match the parameters that you enter. The
first instance will be created at the start time
you specify, and the report will cease to run
at the end time you specify.

Daily

This option requires a start and end time
parameter. The report runs once every N
days at the time that you specify.

Weekly

This option requires a start and end time
parameter. Each week, the report runs on the
selected days at the time that you specify.

Page 14
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e Monthly
This option requires a start date and time,
along with a recurrence interval in months.
The report runs on the specified date and
time every N months.

e Nth Day of Month
This option requires a day of the month on
which the report is run. Instances are created
regularly each month on the day that you
enter at the start time that you specify.

e 1st Monday of Month
This option requires a start and end time
parameter. An instance is created on the first
Monday of each month at the time that you

specify.

e Last Day of Month
This option requires a start and end time
parameter. An instance is created on the last
day of each month at the time that you

specify.

e X Day of Nth Week of the Month
This option requires a start and end time
parameter. An instance is created monthly
on a day of a week that you specify.

e Calendar
This option allows you to select a calendar
of dates. An instance is created on each day
that is indicated in the calendar, beginning at
the start time that you specify and
continuing until the end time that you

specify.
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5. The next step is to define the information that
will be included in the report. Click the
Prompts option.

Schedule - 02) Brand Regional GM Level Report

Schedule Prompts
Instance Title
\\ Recurrence || alues - for 02) Brand Regional GM Level Report
Prompts Enter Calendar Month
Formats and Destinations OYY/MM):
Caching Enter Brand Mame:

Events
Scheduling Server Group

6. On the Prompts panel, click Modify.
The Prompts window displays.

Prompts
Reply to prompts before running the query.

- Enter Calendar Month (YY" Y/MM):

- Enter Brand Name:

X

Refresh Values 3. Enter Calendar Month (YYYY/MM):

Calendar Month (YYYY/MM) ‘
201305

2013/04 =l
2013/03

201302

201301

201212

20z

201210

201209

201208

May 18, 2013 4:07:34 AM GMT+09:00

[Enter your search pattern here |44 -

7) More Information

|m] »

) o=

‘See::c type the values you want to return to reports for each prompt displayed here.

7. Specify the first prompt of the report. Notice
that a red arrow appears next to each prompt
that needs to be completed.

In the example above, the first prompt is
Calendar Month. This signifies the last month
for which the report will be run. If you were to
select 2013/05, the report will contain data for
the 12 month period of June 2012 to May 2013.
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8. On the bottom of the window, available values
are listed in the box on the left. To select a
value, click the value then click the right arrow

button , or double click the value.
The selection is moved to the box on the right.

Prompts b4

Reply to prompts before running the query.

W Enter Calendar Month (VY YY/MM): 2013 /05
- Enter Brand Name:

N

Refresh Values 2 dar Month (YYYY/MM):
Calendar Month (YYYY/MM) 2013/05

[m] »

2013/04
2013003
201302
201301
201212
2012111
201210
201209
201208 =
May 23, 2013 1:11:52 AM GMT +09:00

Enter your search pattern here |aﬁ -

\__'?': Currently-gelected values in listbox

2013005 ‘

o

The value you select also appears in the box at
the bottom of the window.

9. To select a month (the last month for which the
report parameters apply):

For many reports, you have the option to define
a particular month of a year or enter L for the
previous month.

B1200 Introduction to Standard Reports Page 17



Running Reports

Prompts X
Reply to prompts before running the guery.

W Enter Affiliate Name: Hong Kong SAR
v Enter Brand Name: Clinigue

W Last Month (VY™ Y/MM) - Enter [L] or Select a month L

Refresh Values 3. Last Month (YYYY/MM) -
— Enter [L] or Select a month

0 see the content of the list, please click the Refresh
values buton [

|Er‘terucu'~_‘earcl~ pattern here |aﬁ -

In the example above, the Last Month value
was already pre-filled with L. If you want to
choose a different month, you can refresh the
prompt choices. To see the most current values

available for selection, click Refresh Values S|
The box on the left is filled with the choices
available for selection.

Prompts x

Reply to prompts before running the guery.

W Enter Affiiate Mame: Hong Kong SAR
v  Enter Brand Name: Clinique

W Last Month (YY™"/MM) - Enter [L] or Select a month L

Refresh Values ¥ Last Month (YYYY/MM) -
Enter [L] or Select a month

Calendar Month (YYYY/RRM)
2013/05 |L

2013404 |

2013/03

2013/02

2013/

2mznz

2mzm

2mMz10

201208

2012/08 57
=Y e S L R S R

| |8 -

[m] »

You can now select a month from the box on
the left. Click the month, and then click the

right arrow button
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10. To select a SKU, you can type the SKU or
select it from a list:

e To type the SKU, enter the SKU in the field

on the left.
Enter value(s) for SKU Humber (First 4-Digit):
S Refresh Val ""l
efresh Values & [
To see the content of the list, please click the Refresh
alues b
er your search pattern here |44 -

Click the right arrow button .
The SKU is moved to the box on the right.

Enter vi %} for SKU Number (First 4-Digit):
| 1246

Refresh Values %3

To see the content of the list, please click the Refres!

e OR,
To search for a SKU, click Refresh Values T2
A drop-down list appears.

Enter value(s) for SKU Humber (First 4-Digit):
\ |_,:e alues here |
ZX..01IP =
(=i
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From the drop-down list, select the range of
SKUs in which your desired SKU falls.

|_:.'|3§ values here /’ |
4 KD - B
W_IT

5

X pa7a.. 0589
@\ psga. 07K
001 p7K2...08MY
00{09N1...0EES
00{ DEBC...0GKL
ool VGKN..0JLE
0JLT...0LEP
\‘%ELER...'IZE
248, 149R

[ J140u...16tm )44 -

16LN...1882

6

0100378

s

m

Individual SKUs from within the range are
loaded to the SKU Number box.

| 2]
q  1249..149R - » &

SKU Number (First 4-Digit)
1248

1244

124E

\ 124F

124G

124)

124N 57
May 31, 2013 1:25:28 AM GMT+03:00

| |8 -

|_:.-ps values here

mo»

Select the SKU from the box and click the

right arrow button .
The SKU is moved to the box on the right.

Enter vilw! for SKU Number (First 4-Digit):
124G

4 1249 149R - »

SKU Number (First 4-Digit)

W

May 31, 2013 1:25:28 AM GMT +09:00

| &3 -

(Z) Currently-selected values in listbox

124G
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11. To ignore a required parameter (if allowed):

If a % appears as the value for a prompt, you do
not have to specify a value for the prompt.
However, if you want to include the parameter
In your report, you can refresh the values and
select a value for the report.

12. Repeat these steps to make selections for the
remaining prompts. When you are done
selecting prompts, green check marks appear
next to each prompt and the Apply button
becomes active.

Prompts
\ Reply to prompte before running the query.
v Enter Calendar Month (7Y iMM): 2013/05

'd  Enter Brand Name: Clinigue

Refresh Values ¥ Enter Brand Name:

Brand Name |Clir|ique
Applied Genetics -

Aramis & Designer Fragrances T

Aveda ‘E ‘

Beauty Bank i

Bobbi Brown

Bumble & bumble

Creme de la Mer

Darphin

Estee Lauder -

15:35 AM GMT +09:00

pattern here |aﬁ -

(2) Currently-selected values in listbox

| Ny |
Apply Cancel

May 22, 2013 &
er your search

13. Click Apply to save and apply the prompts.
The Prompts window closes and the selected
prompts appear on the page.
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14. The next step is to select the output format and
delivery methods. Click the Formats and
Destinations option.

Schedule - 02) Brand Regional GM Level Report

Schedule Formats and Destinations
Instance Title
Recurrence v Output Format and Destination
Prompts

Formats and Destinations
Output Format Output Format Details

Caching
Events Web nteligence Destinations for Microsoft Excel - 02) Brand Regional GM Level Report
Scheduling Server Group 7 Inbox [ File location (7] FTP server [ Email recipients

Adobe Acrobat
Comma Separated Values(CSV)

e Output Format: Select either Web
Intelligence (default), Microsoft Excel,
Adobe Acrobat, or Comma Separated
Values (CSV).

e Destination: To select InfoView leave the
checkboxes blank, or select the Email
recipients checkbox to send via email.

15. If you selected Email recipients in the previous
step, you must specify additional information.
Click Destination Options and Settings.

Schedule - 02) Brand Regional GM Level Report

Schedule Formats and Destinations
Instance Title
Recurrence > Output Format and Destination
Prompts
B R ¥ Destinations Options and Settings
Caching
Events
Scheduling Server Group Destinations for the output

format Options Settings

Email recipients ¥|” Use the Job Server's defaults

Cleanup instance after scheduling

e De-select the Use the Job Server’s default
checkbox.
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Fields become available to specify the email
recipients.

» Output Format and Destination
v Destinations Options and Settings

Destinations for the output
format Options and Settings

Email recipients Use the Job Server's defaults

Add file extension

Cleanup instance after scheduling

e Enter the desired email addresses. If you are
sending the report to more than one email
address, enter a comma between each
address.

To: ing@estee.com, jcurtin@estee.com
Ce:
Subject: .

e Enter a Subject for the email.
e Click the Add Attachment checkbox.

e Click the Specific name option button. To
specify the report title, click the ellipsis

button Jl‘and select Title from the drop-
down list.
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v Destinations Options and Settings

Destinations for the output
format Options and Settings

Email recipients [Z] Use the Job Server's defaults

To: bl m, jeur Add h
Ce: Attachment:
Subject: . [Clinique Report 7 generated
® Spedific name: ..

itle lion
Message: . i

Owner

Date andTime

Email Address

[T] cleanup instance after scheduling

e Optionally, enter text into the Message box
to specify body text for the email.
The email information is now complete.

» Output Format and Destination
v Destinations Options and Settings

Destinations for the output
format Options and Settings

Email recipients [0 Use the Job Server's defaults

To: com, jeur C Add
Cc: Attachment:
Subject: . - [clinique Report . generated
@ Specific name: . j %SI_NAME%
[C] Add file extension
Message:

.. = Hello Barbara and Julie, E
Attached please find the monthly report.

Thank you,
Jack

[T} Cleanup instance after scheduling
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16.

17.

18.

19.

The final step is to specify the server group.
Click the Scheduling Server Group option.

Select the server group to run the reports.
Please make sure you run the report with the
servers in your region.

SAP BUSINESSOBJECTS INFOVIEW saps«smessw?;

&y Home | Document List | Open ~ | Send To + | Dashboards ~ Help | Preferences | About | Log Out

Schedule - 02) Brand Regional GM Level Report X
Schedule scheduling Server Group

Scheduling Server Group APAC Server Group =

Run at origin site

[ schecuie || cancel |

=

Now that you are done specifying the report
parameters, click Schedule at the bottom of the
window.

The report is scheduled to run and you are
automatically redirected to the History page.

Please proceed to the following section,
Viewing Report Status/History, to learn how to
check the status and view your report!
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Instances

Viewing Report Status/History

Use the History window to check the status of a report
you scheduled. You can see information about the
report, and if the report ran successfully you can view
the report.

After you schedule a report, you will be automatically
redirected to the History window. Or, you can view
report history at any time from the Document list.
Right click the report and select History.

SAP BUSINESSOBJECTS INFOVIEW SAPEusmessOb;;;

& Home | Document List | Open - | Send To - | Dashboards - Help | Preferences | About | Log Out

F X
[l & | & | New « Add - | Organize - | Actions « searchtite <[ |jf of 1
EY Title ~ LastRun Type Ouner Instances
<1 My Favorites 02) Brand Regional GM Level Report | May 23, 2013 2:49 AM | Web Intelligence Report | Administrator
o R G

B[] public Folders 03) Cross Brand ¢ properties ,20134:31PM  Web Intelligence Report  Administrator

510 consumer Report ID: CF_C¥  Categories
CMS Analysis ¥ 04) CrossBrand € View Latest Instance, :zuu 1L:58AM  Web Intelligence Report | Administrator 4 =
CMS BI Usage Report ID: CF_CV  Schedule
CMS Dashboard ' 05) Store Capture] 20134:10AM  Web Intelligence Report  Administrator 7

B[ cMS Shared Report D: CF_CV  pew

1 CRM-BL Analysis | ¥ 08) NewToFle , [20132:14 A Web Intelligence Report | Administrator 8
Report = Report ID: CF_CV
Organize ,
Templates = ¥ 08) Market Categ, - 120132:47AM  Web Intelligence Report | Administrator 8
CRM-BI Shared * Report ID: CF_CMS_STDRPT_008
¥ 10) Market Category Crossover May9,20137:47 M Web Intelligence Report  Administrator 5
Report ID: CF_CMS_STDRPT_010
Brand Summary Report
e e May 10, 2013 4:47PM  Web Intelligence Report  Administrator 4 i

« 0 v [ i

v
Total: 13 objects

The History window displays instances of the report.
An instance is a version of the report containing the
data available at the time it was run.

SAP BUSINESSOBJECTS INFOVIEW SAPlusmesiOb;;c;'

& Home | Document List | Open ~ | Send To - | Dashboards - Help | Preferences | About | Log Out

History - 02) Brand Regional GM Level Report i

© show All © show Completed  [] Show only instances owned by me

[T Filter Instances By Time

Actions ~ Organize «

of 1
Instance Time ~ Title Run By Parameters Format Status
B\May 23,2013 2111 AM Clinique Brand Regional GM | apacdemo 2013/04;Clinique Microsoft Excel Pending
May 4, 2013 1:30 AM 02) Brand Regional GM Level apacdemo 2013/04;Clinique Text Success =
E May 4, 2013 12:46 AM 02) Brand Regional GM Level apacdemo 2013/04; Clinique Adobe Acrobat Success
B May3, 2013 5:53 AM 02) Brand Regional GM Level apacdemo 2013/01;M-AC Microsoft Excel Success

Page 26

Estée Lauder Companies



Running Reports

The history list is arranged chronologically (with the
most recent instance listed first) and contains the
following information:

e Instance Time (Completion Time)

o Title (Instance Title you specified)

e RunBy

e Parameters (Prompts you specified)

e Format (Output Format you specified)

e Status (Pending, Running, Recurring, Failed,
and Success)

If a report is pending or running, you can refresh the
window to see the most current report status. Click
Refresh.

e

Viewing a Report

Please note: The following chapters, Standard
Reports and Top Common Queries, contain detailed
descriptions of each report and query, respectively.
Please see these chapters for more information.

1. If areport has completed successfully, the
Instance Time will become a blue hyperlink.
Click the Instance Time to view the report
with data.

Instance Time ~ Title
= May 23, 2013 2:49 AM Clinique Brand Regional GM |
* May 4, 2013 1:30 AM 02) Brand Regional GM Level
i May 4, 2013 12:46 AM 02) Brand Regional GM Level
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2. If the report is in Excel or PDF format, a File
Download dialog box displays.

F B
File Download [

Do you want to open or save this file?

@ j Name: Clinigue Brand Regional GM Level Report.xls
il Type: Microsoft Excel 97-2003 Worksheet
From: sg-sin-boep01

Open H Save ][ Cancel |

Always ask before opening this type of file

ham your computer. ¥ you do net trust the source, do not open or

l@ While files from the Intemet can be useful, some files can potentially
save this file. What s the nsk?

e Click Save to save the report to your local
computer.

e OR,
Click Open to view the report.
The report is displayed.

Gl R ——r——r — 0
wmos  tomums  Ows n p -@
E Fi# ]
oD TORET 00
! Dala Reresh Tae. ay REa)
G
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Other Report History Functions
Viewing Instance Details

You can see details for each report instance in the
History window. This can be helpful to see when a
pending report is scheduled to run.

1. Click the blue Status link of the report
instance.

‘SAP BUSINESSCOBJECTS INFOVIEW swausmenos;":'

& Home | Document List | Open - | Send To - | Dashboards - Help | Preferences | About | Log Out

History - 02) Brand Regional GM Level Report. F X
© ShowAll © Show Completed ] Show only instances owned by me =

[7] Filter Instances By Time

of 1
Instance Time ~ Title Run By Parameters Format Status
% May 23,2013 3:37 AM | 02) Brand Regional GM Le apacdemo 2013/03;Aveda Web Intelligence Success
%1 May 23, 20133:19 AM  02) Brand Regional GM Le apacdemo 2013/04;Estee Lauder  Web Intelligence Pendin:
[ may 23,2013 2:49 AN | Clinique Brand Regional ¢ apacdemo 2013/04;Clinique Microsoft Excel Success
[¥ May4,20131:30 M 02) Brand Regional GM Le apacdemo 2013/04;Clinique Text Success

v

Alternatively, click the report instance to select
it, and then click the Instance Details button.

SAP BUSINESSOBJECTS INFOVIEW SAPEusinﬁnOb;j;

&3 Home | Document List | Open ~ | Send To ~ | Dashboards + Help | Preferences | About | Log Out

History - 02) Brand Regional GM Level Report FR
@ Show Al © Show Completed [ Show only instances owned by me =
[] Filter Instances By Time
Actions » Organize
= =
"Instance Tims Title Run By Parameters Format Status
¥ may 23, AM | 02) Brand Regional GM Le apacdemo 2013/03;Aveda Web Intelligence Success 3
B2 [may 23, 19 AM | 02) Brand Regional GM L 2013/04;Estee Lauder | Web Intelligence
% May 23,2013 2149 AM | Clinique Brand Regional € apacdemo 2013/04;Clinique Microsoft Excel Success
¥ May4,20131:30AM | 02) Brand Regional GM L¢ apacdemo 2013/04;Clinique Text Success
‘ i D

Details are displayed.
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‘SAP BUSINESSOBJECTS INFOVIEW s.pgﬁs;ne,;;':u
&3 Home | Document List | Open ~ | Send To ~ | Dashboards - Help | Preferences | About | Log Out
HistoryStatus - 02) Brand Regional GM Level Report E3

Title: 02) Brand Regional GM Level Report
Document Type: Web Intelligence Report

Status Fending

Destination: Default

Owner. apacdemo

Creation Time 5/23/2013 3:19 AM

Next Run Time: 5/30/2013 3:18 AM

Recurrence Type: Object runs once.

Parent Object Path: Consumer/CRM-BI Analysis */Report =/
Remote Instance in Federated No

Cluster:

Expiry: 5/30/2023 3:18 AM

Formats Web Intelligence

Parameters: 2013/04;Estee Lauder

2. Click the Back button at the bottom of the
window to return to the History window.

Deleting a Report Instance

You can delete report instances that you created.

1. In the History window, click the report instance
to select it.

—
‘SAP BUSINESSOBJECTS INFOVIEW mus;nenm‘:‘,
&3 Home | Document List | Open ~ | Send To ~ | Dashboards - Help | Preferences | About | Log Out
History - 05) Store Capture Rate Report 3
® Show Al ©) Show Completed jow only instances owned by me =
[] Filter Instances By Time
Actions || Organize| .|
= \x Delete \ | 0 [ Jof1 » M
Instance Time ~ Title Run By Parameters Format Status
¥ may7,20134:10AM  05) Store Capture Rate R¢ apacdemo Hong Kong SAR;M-A"C;20 Microsoft Excel Success
[® may7,20133:00AM  05) Store Capture Rate R¢ apacdemo Hong Kong SAR;M'A"C;L | Microsoft Excel Success
]»

2. Click Organize = Delete.
A confirmation window displays.

Are you sure you want to delete the selected items: 05) Store Capture Rate Report

| (]

3. Click OK.
The report instance is deleted.
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Standard Reports

In this chapter, we will discuss the following reports.
A description of each report is provided, along with
report samples.

Brand Summary Report

Brand Summary Report (SKU Selection)
Brand Regional GM Level Report
Cross Brand GM Level Report 1
Cross Brand GM Level Report 2
Store Capture Rate Report
New-To-File Report

Category Penetration Report
Market Category Penetration Report
Category Crossover Report

Market Category Crossover Report
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Brand Summary Report

The Brand Summary Report provides a summary of
key CRM metrics and value group purchases and
behavior within a designated brand, in a store or store
division.

For Managers, it highlights the consumer activities
across all affiliates within the past 12 months.

Business Questions Supported

Are we maintaining the expected number of
active consumers and new consumers?

Are the active consumers making more or less
purchases?

How much more are the High Value consumers
spending and buying compared to the Middle
and Low Value consumers?

How many opt-in consumers are we getting,
and what by what channels we can reach them?

What is the position of consumer retention?
What is the distribution of purchase frequency?

How does that compare to our sales metrics like
revenue, IPT and AUS?

Filter Criteria

Report End Date (Last Month)
Affiliate
Brand Name

Store Name (optional)
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e Store Division (optional)
o Nationality (optional)

e Choose RN for Re-Nutriv version (or %)
Sorting

e Frequency of purchases are sorted in ascending
order.

e Customer Value Groups are sorted from High
to Low.

e Customer Decile groups are sorted in ascending
order.
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Opt in Channels

SINGAPORE Creme de la Mer Brand Summary Consumer Database as of 2012/12
. Optn with Complete:
Consumers in Database Ont-in Name & Addr Email Mobile Email Telenhone # Mobile #
25.286 17712 17.530 7,447 ] £.056 14.039

Active Opt-In Consumers - Past 12 months
Total Name & Addr Name & Email N&A & Email Name & Mobile Email Name & Telg ~ Neme & Mobile

2.875 2.844 1.618 1,599 1] 370 2639

CRM KPlIs

Key CRM Metrics

This Manth Last Month vs Last Month Last Year vs LY
Retenticn Rate 34.60% 35.13% 0.53% 37.90% -3.30%
Capture Rate 63.69% £4.32% 0.62% 65.93% 2.24%
2?;";'0’;';& 85.77% 86.55% 0.78% 87.53% 1.76%

1-Time Purchaser Rate

All Congumers 61.758% 61.78% -0.00% E0.94% 0.84%
NTF 72.48% 71.88% 0.60% 71.69% 0.79%
Retained 44 26% 44.52% -0.26% 43.85% 0.80%
Re-activated 72.63% T3.45% -0.62% 74.05% -1.43%

Frequency
. Frequency of Purchases - Past 12 months
Mumber of Puchases Consumers e
Total
1 2.182 61.78%
2 627 17.75%
3 291 8.24%
4 139 3.94%
5 88 2 49%
(i 47 1.33%
7 47 1.33%
g 24 0.68%
9 17 0.48%
10+ 70 1.98%
Summary 3.532
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New to File

New-to-File Consumers (w or w/o Purchases)

This Month

Total
Advise Onlv

138
12

Past 12 Months
1833
188

13-24 Months Pct Chanae
2.062 -11.11%
138 3.623.19%

Active Consumers (with Purchases]

This Month

Total

Comp M&A

Comp Mobile

Comp Tel

Como Email

Comp M&E

Both M&A&Email
MN&A & Email & Mobi
Como ALL

First Purchase

452
423
405

a1
257
234
442
217
387
142

Past 12 Months

3.532
3.297
3.184

441
1954
1.808
3.429
1.693
3.125
1.730

13-24 Months Pct Chanae
3.895 -9.41%
3.7 -11.63%
3.430 -8.51%

495 -10.91%
2.099 -6.91%
1,928 -6.22%
3.812 -10.05%
1,839 -8.93%
3.426 -8.79%
2.024 -14.53%

Active New-To-File Consumers {with Purchases)

This Menth
Total
Comp M&A
Comp Mobile
Comp Tel
Comp Email
Comp M&E
Both M&ASEmail
N&A & Emaill & Mobi
Comp ALL
First Purchase

125
103
107

Past 12 Months

1.617
1438
1.454
22
1.061
0
1.550
883
1.417
1.613

13-24 Months Pct Chanae
1.858 -12.97%
1.749 -17.72%
1.669 -12.88%

15 46.67%
1.202 -11.73%
0 -
1.811 -14 41%
1,035 -15.01%
1.639 -13.54%
1.856 -13.09%
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Behaviors (revenue, IPT, AUS) in different monetary value groups

. Top Consumers - Past 12 Months
Top Consumers Consumer Revenue Avg Revenue
1% 35 382.336.17 10.823.89
5% 176 530.151.24 5,284 .95
10% 353 1.323.852.70 3.750.29
20% 706 1.812,880.94 2,567.82
30% 1.059 2.126.822.81 2.008.33
40% 1.419 2.363.284.26 1.665.46
50% 1.767 2.535.755.55 1.435.06
B0% 2.132 2.676.206.01 1.255.26
70% 2.4B6 2.773.654.33 1.115.71
B0% 2.921 2.876.499.02 884 77
90% 3.205 2,918.299.88 910.55
100% 3.532 2942872 41 833.20
Value Group Consumer Revenue Avg Revenue

1. High (759.81 - 28136.35) 1.059 2,126,822 61 2,008.33
2_Middle (336.45 - 757.01) 1.073 549 383 .40 512.01
3 Low (-411.21 - 333.65) 1.400 266.666.40 190.48
Total: 3.532 2.942.8572.41 B833.20
Advige Onlv 188 0

Grand Total 3.720 2.942.872.41

Consumer Decile Groups

Decile Monetary Groups Consumer Revenhje Avg Revenue
1  (1805.59 - 28136.3%) 353 1.323.852.70 3.750.29
2 (1070.09 - 1801.87) 353 489.028.24 1.385.35
3 (759.81-1068.22) 353 313.941.67 889.35
4  (582.24 -757.01) 380 236.461.65 §56.84
5 (420.55 - 581.30) 248 172.471.28 49561
B (33645 -418.689) 385 140.450.48 384.80
7 (257.01 - 333.65) 254 97.448 32 27528
8 (232.71-255.14) 435 102.844 8% 235.42
9 (12430 -229.50) 284 41.800.86 147.18
10 (-411.21 - 114.95) 27 24 57253 75.15
Taotal 3.532 2584287241 83320
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Definitions

Please note: All Consumer Metrics to be calculated
on de-duped consumers.

Consumers in
Database

Opt In with
Complete

Consumers with
Purchases

Retention

Capture Rate

Active Consumers

New To File

Value Groups

Revenue %
Change vs. Last
Year

Consumers with ID number who may or may not have
purchased within past 12 months.

Consumers with mailable name and address, email,
mobile, or all.

Consumers with ID number who have actually
purchased, without any reference to the consumer’s
active or void status.

Percent of buyers who purchased last year (13-24
months ago) and also purchased this year (0-12 months

ago).

Purchases Complete with Name and (Address or Email
or Mobile or Telephone) as percentage of Total
Purchases in the past 12 months. Please note that there
was a definition change for Capture Rate on 2011 Jun,
please refer to variance report or contact Regional
CRM Team for Details.

Consumers who have made a purchases in the past 12
months.

New consumer ID not having made any recorded prior
purchases, or the date of first visit in the consumer
database corresponds to the month or year noted; in
retail new-to-file should have made a purchase.

Allocate consumers into 1 of 3 groups ranked by total
revenue of approximately equal consumer counts, and
examine sales components within each. (HV - 1-3, MV
- 4-6, LV - 7-10 Deciles).

Current 12 months average per consumer revenue over
previous 12 months average consumer revenue. Will be
'na’ if too little data exists.
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Decile Monetary Allocate consumers into 1 of 10 groups ranked by
Groups revenue of approximately equal consumer counts, and
examine sales components within each.

Retention Rate * Percentage of High/Middle/Low Value/Decile
(by Value Consumer (as of P13-24 months) who also made
Group/Decile) purchase in P12M
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Brand Summary Report (SKU Selection)

The Brand Summary Report (SKU Selection) is
similar to the Brand Summary Report, except it allows
you to select the SKUs you wish to report on in order
to identify different group of purchasers, e.g., Lab
Series consumers.

The SKUs you selected are shown on the second page
of the report.

Filter Criteria

Report End Date (Last Month)
Affiliate

Brand Name

Store Name (optional)

Store Division (optional)

Nationality (optional)

SKU Number (optional, first 4 digits)
SKU Number (optional, first 6 digits)
SKU Number (optional, 10 digits)

Sorting

Frequency of purchases are sorted in ascending
order.

Customer Value Groups are sorted from High
to Low.

Customer Decile groups are sorted in ascending
order.
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Selected SKU List:

SKU Number

Second page of the
Product Name

report, showing the
2E3X010000 LAB SERIES INSTANT MOISTURE GEL SKUSs selected for the
2ECS5010000 LS AGE RESCUE FACE LOTION report_
2ECG6010000 LABE SERIES MULTI ACTION FACE WASH

2ECE010000 L5 AGE RESCUE EYE THERAFPY

2EEKD10000 LAB SERIES RAZOR BURN RELIEF ULTRA

ZEEMO10000 LS ELECTRIC SHAVE SOLUTION

2EEWO10000 LAB SERIES MIGHT RECOVERY LOTION

2EEY0D10000 LS DAILY MOISTURE DEFENSE LOTIO

2EF4016000 LAE SERIES LIFE AWAY POWER WHIT

2EFE010000 LAB SERIES OIL CONTROL SOLUTION

2EFEQ10000 LABE SERIES ULTRA DRY A/P DEO STICK

2EL 2010000 LS SKIN REVITALIZER LOTION

2EWTO10000 LAB SERIES WATER LOTION

2EX0010000 LAB SERIES MAX COMFORT SHAVE GEL

2FTJ010000 LS OIL CONTRL FOAMING FACE WSH 4.2

2G0G010000 LS OIL CONTROL DAILY HYDRATOR

2LWP016000 LS POWER PROTECTOR SPF 30

2LWW010000 LS POWER BRIGHTENING SERUM ADY

ZLWYo10000 LS MaX AGE-LESS FACE CREAM

2R28010000 LS MAX LS OVERNIGHT RENEWAL SERUM

2R2A010000 LS MAX LS INSTANT EYE LIFT

2WERO10000 LS UP302 EYE TREATMENT-WHN

2WBW010000 LS UP302 SERUM-WN

2X¥YED10000 LS MAX LS LIGHT MOISTURE

2¥19010000 LS POWER BRIGHTENING WATER LOTION

Definitions
Please note: All Consumer Metrics to be calculated
on de-duped consumers.

Consumers in Consumers with 1D number who have purchased the

Database selected SKU

Opt In with Consumers with mailable name and address, email,

Complete mobile or all.

Consumers with Consumers with 1D number who have actually

Transactions purchased without any reference to the consumer’s
active or void status.

Retention Percent of buyers who purchased last year (13-24
months ago) and also purchased this year (0-12
months ago).
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Capture Rate

Active Consumers

New To File

Consumer 3/3/4
Decile Monetary
Groups

Revenue %
Change vs. Last
Year

Decile Monetary
Groups

Retention Rate *
(by 3/3/4 Decile
Monetary
Groups/Decile
Groups)

Transactions Complete with Name and (Address or
Email or Mobile or Telephone) as percentage of Total
Transactions in the past 12 months. Please note that
there is a definition change for Capture Rate on 2011
Jun, please refer to variance report or contact Regional
CRM Team for Details.

Consumers who have made a purchase in the past 12
months.

New consumer 1D not having made any recorded prior
purchases, or the date of first visit in the consumer
database corresponds to the month or year noted; in
retail new-to-file should have made a purchase.

Allocates consumers into 1 of 3 groups ranked by total
revenue of approx. equal consumer counts and
examines sales components within each. (1-3, 4-6, 7-
10 Deciles).

Current 12 months average per consumer revenue over
previous 12 months average consumer revenue. Will
be 'na’ if too little data exists.

Allocates consumers into 1 of 10 groups ranked by
revenue of approx. equal consumer counts and
examines sales components within each.

Percentage of High/Medium/Low Value/Decile
Consumer (as of P13-24 months) who also made
purchase in P12M

B1200 Introduction to Standard Reports

Page 43



Standard Reports

Brand Regional GM Level Report

The Brand Regional GM Level Report provides a
high-level regional view on key CRM metrics within
a designated brand.

For the Regional GM, it highlights the consumer
activities across all affiliates within the past 24
months.

Business Questions Supported

e Are we getting more or less brand loyalties
from consumers, and how often do they return
to the same store?

e How much are returning and new consumers
spending?

e Are we getting any major changes from the
consumers’ activities with regard to other
affiliates?

e How does the performance in each affiliate
compare to the other?

Filter Criteria

e Brand Name
e Report End Date

Sorting

e Frequency of purchases are sorted in ascending
order.

e Customer Value Groups are sorted from High
to Low.
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e Customer Decile groups are sorted in ascending
order.

Brand Regional GM Level Report

Clinigue Consumer Summary (May 2012 - April 2013) By market view

State of
Japan

Total Consumers In POS Database 2,715,338 18.58%
Total Complete Address/Email/Mobile/Telephone Opt-in 1,321,649 12.54%
Total Active Past 12 Months 690,252 0.86%
CRM KPls New to File with Purchases in Past 12 Months 272,139 -0.94%
Store Capture Rate 84.45% 0.21%
Retention Rate 50.59% -0.84%

Percent of Consumers shopping once during year 51.75% 0.97%

Consumer Value - Annual Spend

High Value 51,069.14 0.45%
Consumer
Indicators Medium Value 11,360.09 -1.88%

Low Value 3.613.158 -1.18%

New Purchasers Average Spend 10,392.90 -0.85%

Retained Consumers Average Spend 35,753.05 0.73%

Consumers Shopping more than one store 61,017 -2.93%
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Definitions

Total Consumers
in Database

Total Complete
Address/Email/
Mobile/Telephone
Opt-in

Total Active Past
12 months

New to File with
Purchases in Past
12 months

Store Capture
Rate

Retention Rate

One-Time-
Purchase Rate
(%)

Total number of records in the database, regardless of
whether they are complete or inactive (this should
ideally include both online and offline). Includes
purchasers and non-purchasers.

The number of consumers who have opted in for whom
we have complete contact information, either full
mailing address, or name and e-mail address, or name
and mobile, or name and telephone.

Number of consumers who have made any transaction
(either purchase or return) in the past 0-12 months. This
excludes consumers who redeem for a sample without
purchase, or advice or online registrants only.

Equals the number of unique customers, offline and
online, that we added to the database in the past 12
months. This should include in-store as well as online
registrations (if applicable).

Percentage of store transactions that have complete
consumer information (either name and full mailing
address, or name and e-mail address, or name and phone
number, or any combination). Means that the consumer
is contactable by at least one means of communication.
Please note that there is a definition change for Capture
Rate on 2011 Jun, please refer to variance report or
contact Regional CRM Team for Details.

Number of last year's consumers who have also
purchased in the most recent year. The number of
consumers who purchased in past 0-12 months divided
by number of consumers who also purchased 13-24
months ago, converted to a percentage.

Number of buyers who shop only once with the brand
measured in a 12-month period. The 1X-buyer rate is
calculated as the number of active consumers who
purchased only one time in the past year divided by the
total number of active consumers for that 12-month
period.
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Consumer Value -
Annual Spend

New Purchasers
Average Spend

Retained
Consumers
Average Spend

Consumers
Shopping More
than one store

Average annual spend of all active consumers broken
out by value group. ELC defines value groups by High
Value (top 30%), Medium Value (mid 30%), and Low
Value (bottom 40%).

Average spend of all consumers who made their first
purchase from the brand over the past 12 months.

Average spend of all retained consumers that purchased
in past 12 months.

The number of consumers who shopped multiple stores
in the past 12 months.
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Cross Brand GM Level Report 1

The Cross-Brand GM Level Report 1 provides a high-
level view on key CRM metrics within a designated
affiliate.

For the Affiliate GM, it highlights the consumer
activities across all brands within the past 24 months.

Business Questions Supported

e Are we getting more or less brand loyalties
from consumers and how often do they return
to the same store?

e How much are returning and new consumers
spending?

e Are we getting any major changes from the
consumer's activities with regard to other
brands?

e How does the performance in each brand
compare to other brands?

Filter Criteria

o Affiliate Name
e Report End Date (Last Month)
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Indicators

Standard Reports

Cross Brand GM Level Report 1

By brand
view

State of Japan Consumer Summary (May 2010 - April 2011)

Total Consumers In POS Database

Total Complete Address/Email/Mobile/Telephone Opt-in 657164  21.49% 993926 22.70% 771353 20.52%

Total Active Past 12 Months

New to File with Purchases in Past 12 Months 188601 -10.86% 275093 -13.35% 325444 -931%

Store Capture Rate

Retention Rate

Percent of Consumers shopping once during year 57.04% 0.50% 49 59% 0.68% G4.21% 1.58%

Consumer Value - Annual Spend
High Value
Medium Value

Low Value

New Purchasers Average Spend

Chgvs LY Chgvs LY Chgvs LY
EL MC

1,139,648 2650% 1862735 30.35% 1447169 3396%

416274 -180% 678,439 -092% 588214 0.45%

88.30% 0.47% 83.73% 0.13% 81.39% 2.93%

45.64% -0.77% 52.05%  -1.04% 38.01%  -482%

7421564 -0.65% G61,804.99 029% 2409910 -293%
1373931 -229% 1182337 -508% 693248 047%

507927 -072% 368660 -422% 288133 1.03%

1298789  -3.88% 10296.04 -1.38% 800575 -3.21%

Retained Consumers Average Spend 46,039.81 -278% 3575011 -3.09% 14517.88 -6.30%

Consumers Shopping more than one store 31192 -257% 62883 -081% 62,475 977%

Definitions

Total Consumers  Total number of records in the database, regardless of

in Database whether they are complete or inactive (this should
ideally include both online and offline). Includes
purchasers and non-purchasers.

Total Complete The number of consumers who have opted in for
Address/Email/ whom have completed contact information, either full
Mobile/Telephone  mailing address, or name and e-mail address, or name
Opt-in and mobile, or name and telephone.

Total Active Past  Number of consumers who have made any

12 months transaction (either purchase or return) in the past 0-12
months. This excludes consumers who redeem for a
sample without purchase, or advice or online
registrants only.
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New to File with  Equals the number of unique customers, offline and

Purchases in Past  online, that we added to the database in the past 12

12 months months. This should include in-store as well as online
registrations (if applicable).

Store Capture Percentage of store transactions that have complete

Rate consumer information (either name and full mailing
address or name and e-mail address or name and
phone number or any combination). Means that the
consumer is contactable by at least one means of
communication. Please note that there is a definition
change for Capture Rate on 2011 Jun, please refer to
variance report or contact Regional CRM Team for
Details.

Retention Rate Number of last year's consumers who have also
purchased in the most recent year. The number of
consumers who purchased in past 0-12 months
divided by number of consumers who also purchased
13-24 months ago, converted to a percentage.

One-Time- Number of buyers who shop only once with the brand
Purchase Rate measured in a 12-month period. The 1X-buyer rate is
(%): calculated as the number of active consumers who

purchased only one time in the past year divided by
the total number of active consumers for that 12-
month period.

Consumer Value - Average annual spend of all active consumers broken

Annual Spend out by value group. ELC defines value groups by
High Value (top 30%), Medium Value (mid 30%),
and Low Value (bottom 40%).

New Purchasers  Average spend of all consumers who made their first

Average Spend purchase from the brand over the past 12 months.
Retained Average spend of all retained consumers that
Consumers purchased in past 12 months.

Average Spend

Consumers The number of consumers who shopped multiple

Shopping More stores in the past 12 months.
than one store
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Cross Brand GM Level Report 2

The Cross Brand GM Level Report 2 provides a view
of the distribution of active consumers who purchase
from multiple brands, within the designated affiliate
and brand.

Business Questions Supported

e What are the customers’ cross-brand shopping
behaviors?

Filter Criteria

e Affiliate Name
e Report End Date (Last Month)

Sorting

e Brand is sorted in ascending order.

B1200 Introduction to Standard Reports Page 51



Standard Reports

Cross Brand GM Level Report 2 (Mar 2013
Consumer > CM3 Analysis > Reports ( \

EL Consumers who
also bought CL

arket: State of Japan

CL Consumers
who also
bought EL

431,021 T71.36% 69,136 11.45% 53189 8.81% 26,038 4.31% 8381 1.39%
69.642 7.94% 674.016 76.63% 70664 B8.05% 32723 3.73%  7.886 0.90%
6.91% 84,557 10.11% 598,811 71.63% 62,737 7.50% 10,052 1.20%

9.02% 27,919 11.09% 40290 16.00% 143488 56.98% 5170 2.058%

6,229 11.92% 5283 1011% 5606 10.73% 4241 811% 26,602 50.89%
4,353 9.29% 4573 9.76% 5546 11.84% 3741 799% 1,990 4.25%
4,082 §63% 5762 1218% 3778 799% 2747 581% 829 1.75%
751 1.80% 1833 4.40% 393 0.94% 232 0.56% 292 0.70%
5112 7.87% 6691 10.31% 6265 9.65% 4339 668% 2064 318%
660 10.72% 558 9.07% 929 15.10% 662 10.76% 354 575%

Total Base: 602,325 880,328 785,471 280,948 63,620
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Store Capture Rate Report

The Store Capture Rate Report provides a view of the
store capture rate within the designated affiliate(s) and
brand(s).

Business Questions Supported

e |s each store maintaining the expected capture
rate of customers’ information?

Filter Criteria

e Affiliate Name
e Brand Name
e Report End Date (Last Month)

Sorting

e Store is sorted in ascending order.
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By door breakdown contactable

Total consumer

% of consumer

contactable

apture R

Report

Store Transaction Summary
Market: HONG KONG Brand: Estee Laud
Consumer
Captured
Total N&A orE
Store Name Purchase or P
EL02Z |SOGO-CWB (EL) 82,184 46,848
ELO5  Festival Walk (EL) 26,893 25,231
ELO6  Seibu/PP (EL) 17,751 12,513
ELO7  NTP(EL) 47,586 47,179
EL11 UNY (APITA) (EL) 6,110 5,065
EL15 LC/TSEL) 42,153 18,347
EL1Y WO Main (EL}) 10,162 8,755

N&A or E
or P

Capture
Rate

57.00%
93.82%
70.49%
99.14%
82.90%
43.52%
86.15%

Consumer
N&A

35,112
17,896
9.394
25,665
4,668
13.769
7.767
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New-To-File Report

The New-To-File Report provides a view of the new-
to-file consumers for each store within the designated
affiliate(s) and brand(s).

Business Questions Supported

e [s each store maintaining the expected number
of new-to-file consumers?

Filter Criteria

o Affiliate Name
e Brand Name
e Report End Date (Last Month)

Sorting

e Store is sorted in ascending order.
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Registered Store

MC02 SOGO-CWB(MC)

Registered Store

Code Name

Registered with purchase

No. of NTF consumerwith purchase
registeredin

Registered Total

Carzlis Registered

with
Consumer
purchase .

with
before Jul

5011 purchase

2397 2157 2088 .. 1,713 25853

Registered without purchase
(prospects)

No. of NTF consumerregisteredin: .
Registered

Consumer
before Jul
2011

Total
Registered
Consumer

MC02 SOGO-CWB(MC) 2,408 2,160 2,103

2,069 26,001
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Category Penetration Report

The Category Penetration Report provides a view of
the distribution of active consumers in each local
category over the consumer base.

Business Questions Supported

¢ |s each category maintaining the expected
number of consumers?

Filter Criteria

o Affiliate Name
e Brand Name
e Report End Date (Last Month)

Sorting

e Category L1 and Category L2 are sorted in
ascending order, respectively.
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Penetration of the category

in active base

Category Penetration (Apr 2011)

Last Data R

Report ID:

CF_CMS_STDRPT_007

\Time: Jun 24, 2011 10:16:31 PM

Market: HONG KONG Brand: Estee Lauder

Major Category Category (L1) Category (L2) Unique Consumers % of Base
Consumer Base 143,517 100%
Advise Only 4 0.0%
FRAGRANCE - BASIC (FB) BEAUTIFUL (BU) SINGLE ITEMS (Sl) 348 0.2%
BEAUTIFUL (BU) 348 0.2%
BEAUTIFUL SHEER (BE) SINGLE ITEMS (Sl) 50 0.0%
BEAUTIFUL SHEER (BE) 50 0.0%
BEYOND PARADISE BLUE (BV) SINGLE ITEMS (Sl) 53 0.0%
BEYOND PARADISE BLUE (BV) 53 0.0%
BEYOND FPARADISE (BF) SINGLE ITEMS (Sl) 380 0.3%
BEYOND PARADISE (BP) 380 0.3%
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Market Category Penetration Report

The Market Category Penetration Report provides a
view of the distribution of active consumers in each
local category over the consumer base.

Business Questions Supported

e |s each category maintaining the expected
number of consumers?

Filter Criteria

o Affiliate Name
e Brand Name
e Report End Date (Last Month)

Sorting

e Category L1 and Category L2 are sorted in
ascending order, respectively.
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Penetration of the category
in active base

Market Category Penetration (May 2011)

Report ID:

CF_CMS_STDRPT_008

Last Data Refre: e Aug 8, 2011 5:43:06 PM

Market: FRANCE Brand: Estee Lauder

Local Category (L3} Local Category (L4)
Consumer Base
Advise Only
fragrance - basic business (FB' AMBER NUDE (AU)
AMBER NUDE (AU)
BEAUTIFUL (BU)
BEAUTIFUL (BU)
BEYOND PARADISE (BP)
BEYOND PARADISE (BP)
BLUSHERS & ROUGES (BG)
BLUSHERS & ROUGES (BG)
CINNABAR (Cl)
CINNABAR (CI)
EL FRAGRANCE (EL)
ElL FRAGRANCE (EL)

Local Category (L5)

SINGLE UNITS/ITEMS (SI)

SINGLE UNITS/ITEMS (SI)

SINGLE UNITS/ITEMS (SI)

SINGLE UNITS/ITEMS (SI)

SINGLE UNITS/ITEMS (SI)

SINGLE UNITS/ITEMS (S1)

Unigque Consumers
13,954
0

1

1

156
156
58

58
212
212
86

86
158
158

% of Base
100%
0.0%
0.0%
0.0%
1.1%
1.1%
0.4%
0.4%
1.5%
1.5%
0.6%
0.6%
1.1%

1.1%
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Category Crossover Report

The Category Crossover Report provides a view of
the distribution of active consumers who purchase on
multiple categories in each level of category, within a
designated affiliate and brand.

Business Questions Supported

e What are the customers’ Cross category
shopping behaviors?

Filter Criteria

o Affiliate Name
e Brand Name
e Report End Date (Last Month)

Sorting

e Category is sorted in ascending order.
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No. of ag No. of
Cust Customer
4 100.00%
0 0% 128,877

Advise Only

Advised consumers
who also purchased
Treatment

TREATMENT (TR)

0%

100.00%

Advise Only

No. of
%
Cust
Advise Only Advise Only 4 100.00%
BODY
TREATMENT | cHAPERS 0 0%
(TR) iBS)
RE-NUTRIV
0 0%

(RN)

Advise Only TREATMENT (TR) TREATMENT (TR)

BODY SHAPERS (BS)

Ho. of
Customer *
0 0%
38 100.00%
17 44.74%

~

Consumers who
purchased Body
Shapers who
also purchased
Re-Nutriv

RE-NUTRIV (RM)

No. of
Customer

0

/

17 0.06%

30,091 100.00%

Advise Only

MNo. of
Cust w
Advise Only Advise Only Advise Only 4 100.00%
EE::MEN RODUCTS 0 0%
(B0}
\"i
RE-NUTRT AMNCILLARI 0 0%

(RN)

ES (AN)

TREATMENT (TR)

BODY SHAPERS (BS)

BODY PRODUCTS
(BO)

Mo. of
Customer

0 0%

38 100.00%

16 4211%

~

Consumers who
purchased Body
Shapers-Body
Products who
also purchased

TREATMENT (TR)

RE-NUTRIV (RN)

ANCILLARIES (AN} Re-Nutriv-
= Ancillaries
Customer
0 0% /
16 0.11%
13,982  100.00%
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Market Category Crossover Report

The Market Category Crossover Report provides a
view of the distribution of active consumers who
purchase on multiple categories in each level of
market category, within a designated affiliate and
brand.

Business Questions Supported

e What are the customers’ cross-category
shopping behaviors?

Filter Criteria

e Affiliate Name
e Brand Name
e Report End Date (Last Month)

Sorting

e Category is sorted in ascending order.
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S
% k.
.

MISCELLANEOUS (ML) MAKEUP (MU}
k. S %

Mo. of No. of Mao. of -
Cusioms Cusiomer Customer Customer

4 100.00% o D% a 0% 1] 0%

o 0% 130,715 100.00% 187 27.30% 41,865 T8.13%
MISCELLANE
oUS (ML) o 0% 187 0.15 720 100.00% 451 0.88%

Treatment consumer who also

purchased Miscellaneous
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Top Common Queries

There are several queries that are commonly run. In
this chapter, we will discuss and show examples of
the following queries.

1x Customer Separated by New vs. Existing (by
Store)

Category Mix Overview by Brand by Store by
FY/CY

Consumer Base Overview (New vs. EXisting)
CRM Performance by Door Analysis
Cross-Door Purchase

List Extraction and Result Tracking

New Purchaser Count Analysis

Product Bundling Analysis

Product Launch Tracking

Product Mix Overview by Brand by Store by
FY/CY

Product Penetration Analysis

Recruitment Products Report

Recruitment Products Report (Next Purchase)
Value Group Migration Analysis Report
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1x Customer Separated by New vs. Existing
(by Store)

The 1x Customer Separated by New vs. Existing (by

Store)

report reveals one-time purchase activities for

each product by segment.

Business Questions Supported

Filter

What are the products that one-time consumers
purchased?

How can we can better link sales or cross sell
when consumers purchase these products
alone?

How can we better understand by-door
performance in cross-selling?

Criteria

Consumer Affiliate
Consumer Brand
Store Code
Nationality (optional)
Last Month

Note:

e Transaction lines with Transaction Type
Redeem or Advise Only are excluded

¢ Includes regular consumers only
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HONG KONG Estee Lauder

As of 2011109 1xNew | 1x Existing / Total

0343010000 GENTLE EYE MAKEUP REMOVE 2 1 71 1,380 1,880 12,480
0940000000 VERITE MOISTURE RELIEF = = 1 = = 450
0940010000 VERITE MOISTURE RELIEF CREME1.7 OZ 1 17 20 450 7,650 9,000
0951000000 VERITE CALMING FLUID = = 1 = = 650
0951010000 VERITE CALMING FLUID 1.7 OZ. 1 15 1 650 9,750 7,150
0921000000 VERITE LIGHTLOTION CLEAMNSER 6.7 OZ 2 19 42 440 4120 9,240
11A5010000 PFM COLOGME SPRAY 34 OZ = 2 12 = 800 4,800
1268020000 SMOOTHING CREME COMNCEALER = 35 226 = 5,950 38,420
1268030000 SMOOTHING CREME CON@YER i} 19 175 1,020 3,230 29,750
Total of Brand: \ 9,730 34862 | 63,605 | #HHAHE | HAEHT | A
\

[ List of products purchased by 1x customers, further split up by new vs. existing

Definitions

1-Time New Consumers who made their first registration in the
past 12 months.

1-Time Existing Consumers who are already in the consumer base.

Total Consumers including 1-Time New and 1-Time
Existing.

No. of Consumers Number of consumers who purchased once in past 12
months (new / existing).

No. of Product Total quantity of SKU purchases by 1-time
Items consumers.

Total Revenue Net Revenue (in local currency) that 1-time consumer
spent.

High High Value - Top 30% Consumers (Decile: 1-3).

Medium Medium Value - Top 40% - 60% Consumers (Decile:
4-6).

Low Low Value - Top 70%-100% Consumers (Decile: 7-
10).
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Top Common Queries

Category Mix Overview by Brand by Store by
FY/CY

The Category Mix Overview by Brand by Store by
FY / CY report tracks movement in cross-category
and single category. The first part of the report shows
data at the Brand Level. That data is then broken out
at the Store Level to help identify store-specific
Issues.

Business Questions Supported

e \What is the business mix of a brand?

e What is the business mix contribution by store
level?

Filter Criteria

e Consumer Affiliate

e Consumer Brand

e Category 1l

o Category 2

e Category 3

¢ Nationality (optional)
Note:

e Transaction lines with Transaction Type
Redeem or Advise Only are excluded

¢ Includes regular consumers only
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GLB'EET 9%00°GL- 08 ELB ®ELD- WELD %G00 %l £Q EF £l
GEO'EBLE 9%EEG+ GFEEL 0e0'wl lb0- WTLHE WETHE L0 088°L LEEL AUg INFWLYIHL T JNIHYN
SLELS e L BET 82l Wbl Fota 0 Stt0 S8 ¥ 54 Ajug INFWIYIYL B DISYE - IINVHOYHS
SEE'F WFT T Fis LZ Fot0'0- FsL0 %ll0 %o00'0E- o L AU INIWEIN F DISYE - IDNVHOYHS v__mLu_w"w.w_-mwu_ fdip ke
G80°LIGE %0F 0 HOZOL L5101 FGED- 250G HoLlOG YO+ I88'E CEL'E Ajug INIWLYIHL
GEDELP %5 0L+ Z8LT OLFE L= WS oL WOLLL SHBEE+ LEL'L QL AU JNIMvN
5800 9EEEDT- oe 64 Il 0 FlE0 w0 Sl0reE- 52 ak AluD 215V - IINVHOYHS
058°C5 WBLFL+ €01 osl wI00+ SlE 0 WEFD ol LL LE £l
GOE'GG0 %6LTI- GERT TFET WEFL- WETBL “OB8aL %LLTE - fra Aug INIWLYIHL T JNIAYN
GIB'LL Wt ot fle) F500+ w0ED HEED 0S5 TI+ g B AU INFWLYTHL 8 DISYE - IINTHOTHS
028+ lEFL- iz EZ wLI00- RS20 %020 Sl5EE- L g AU INIAHYIN F DISYE - IINVHOYHS _m.u_m._._wu.wu__u 12
50B°0LE %082 SE0'E EaLl'T HoFE - Tl SollTG STk L LEF'L HHE'L AU INIWLWIHL
LA A B0+ 05T GEE'L FSTE+ Falb'GT %00 BE WES S+ L8 0EL Ajuo JNIHTW
0ED'G 9%EQZE- 8t 8L WLED- %280 G50 SELBE- ET ¥l AluO JISYE - IINYHOYHA

SqLELE A Al SOUELIEA, Al

a0 Ag maruaag xiy KoBiaed anbii) SNOM ONOH

PasEYaINg YU [EloL SISUNSUDT [EJ0] JO % SISUNSUDT JO "ON

Estée Lauder Companies

anbiwg Ipuelg
nese Busy Suoy dfyueoneny SMOM DNOH el
Wd 0L90E LLOT Lz des  tSwiL ysaysy ejeq 1SET
sa18ND uowwo) dol < ssyedwal < sishjeuy SWD < Jawnsuo) w_._m_3,< 4

&)

FLITAMLTSIND 4D 10l boday puelg hm MIINIBAQ XIN hhommu_.wo 13153

Page 82




Top Common Queries

%& ESTEE Category Mix Overview By Brand by Store by FY
[ A}leHi Consumer > CMS Analysis > Templates > Top Common Queries
Affiliate: HONG KONG Nationality: Hd
Brand: Clinique

HONG KONG Clinigue Mo. of Consumers % of Total Consumers

Category Mix Overview by Brand Variance Ly Variance
FRAGRANCE - BASIC Only 232 382 -30.27% 0.28% D449 -0.13%
MAKEUP Only 18,307 16,628 +16.10% 21.24% 18.84% +2.30%
TREATMENT Cnly 45,368 45 455 -0.18% 40.01% 51.76% -1.85%
FRAGRANCE - BASIC & MAKEUF Only 117 152 -23.03% 0.13% 0.A7% -0.04%
FRAGRANCE - BASIC & TREATMENT Cnly 287 355 -18015% 0.32% 0.40% -0.09%
MAKEUP & TREATMENT Only 24,797 23,081 +2.40% 27.28% 27.20% -0.01%
All3 A 631 778 -18.88 ) GO% 0.2g% -0.19%

* Omly Hong Kong, Macau consumers arey \Qed in the template.

Consumers who purchased
Treatment, Makeup, and
Fragrance
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Top Common Queries

Definitions

No. of Consumers

%o of Total
Consumers

Total Unit
Purchased

Total Revenue

% of Revenue

Number of consumers who purchased SKU in each
product category.

Number of consumers over Total consumers among
all combinations.

Total quantity of SKU purchased by the consumers in
each product category combination.

Net Revenue (in local currency) consumers spent in
each product category combination.

Net Revenue (in local currency) consumers spent in
each product category combination over Total revenue
(in local currency) among all combinations.
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Top Common Queries

Consumer Base Overview (New vs. Existing)

The Consumer Base Overview report provides a
deeper dive into our High/Medium/Low value group
behavior.

Business Questions Supported

What are the characteristics of New vs.
Existing?

What is YOY comparison?

What is the purchase behavior among different
segments?

Who is the revenue contributor?

Who has room to improve?

Filter Criteria

Consumer Affiliate
Consumer Brand
Nationality (optional)
Last Month

Note:

e Transaction lines with Transaction Type
Redeem or Advise Only are excluded

e Includes regular consumers only

Sorting

e Value Group: High > Medium > Low > Total
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Top Common Queries

Consumer status breakdown

HONG KONG Bobbi Brown 2011/10

36,498
Annual Spending 12,711,975 16,037,168 28,749,143
No. of Consumers 4047 6,179 10,226
Awerage Frequency 242 103 232

P12M
Average Tenure 0.47 072 0.53
AUS 1078.75 134943 1250 56
High Value
IFT 3.65 4.60 415
P13-24M
Annual Spendina\\ 3,858,980 9,824,345 13,783,325
MNo. of Consumers\ 3,694 9,393 13,087
Average Frequency \ 1.44 1.22 1.28
P12M
Ayerage Tenure \ 0.33 0.7 0.48
AUS \ \ 74782 86148 B4T 79
Medium Value
IFT \ \ 252 .02 287
Annual Spending \ \
Average Frequency \ \
Value group Consumer Indicators

breakdown
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Top Common Queries

Definitions

New

Existing

Last Purchase
Re-Activated
Retained

Annual Spending
Average
Frequency

Average Tenure

AUS

IPT

New purchasers, who first purchased in past 12
months.

Consumers with first purchase prior to the past 12
months.

Number of months since last purchase, i.e. Purchase
Recency.

Registered consumers who purchased prior to the past
24 months and are active in past 12 months.

Registered consumers who consecutively purchased in
the past 12 months and past 13 - 24 months.

Net Revenue (in local currency) spent by consumers
in past 12 months / past 13-24 months

Average number of purchases per consumer.

Average number of years since consumers registered
(the period between registration date and as of month).

Average Unit Sales, Average net revenue received for
each transaction (excludes transactions with net
revenue of invoice equal to 0).

Item Per Transaction, Average number of products
sold for each transaction. (exclude Transactions with
invoice's net revenue equal to 0).
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Top Common Queries

CRM Performance by Door Analysis

The CRM Performance by Door Analysis report
provides an understanding of retention rate by door.

Business Questions Supported

e How can we monitor and facilitate low
performing stores in retention strategy?

e How can we help diagnose retention concerns
at store level?

Filter Criteria

e Consumer Affiliate
e Consumer Brand
o Nationality (optional)
e Last Month

Note:

e Transaction lines with Transaction Type
Redeem or Advise Only are excluded

e Includes regular consumers only
Sorting

e Store Code is sorted in ascending order
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Door breakdown

HONG KONG Clinique Coctive
CRM Performance By Door Analysis {Past 1324 Retained Consumers by Same Door
as of 201110 ths)
Number of Retention Humber of
Store Code Store Name T Rate e Total Sales Avg. Revenue
CcLo City Super {CL) 4,077 21.46% 875 1,196,252 1,367.15
cLo2 Festival Walk (CL) 9,478 28.10% 2,663 6,594,002 247619
CLD3 NTP {CL}) 17,639 33.10% 5,839 8,772,751 1,502.44
CLDS Seibu f PP (CL) 5,011 36.70% 1,839 5,777,085 314142
CLDE Telford (CL) 7,873 M12% 2450 4447 528 1,815.32

Active Consumers (Past 12 months)
Number of
e —— Tota Sales Avg. Revenue AUS IPT
3,948 3,609,631 625.15 231
9,380 4,210,338 214,56 BEB.55 318
19,085 21,217,088 1,111.72 654.83 2.3
3,707 7.609.630 205277 996.81 39
7,764 8,105,840 ND«M.:?- 605.51 2325
|
CRM Performance
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Top Common Queries

Definitions

Active
Consumers (Past
13-24 months)

Retained
Consumers by
Same Door

Retained
Consumers by
Brand

Active
Consumers (Past
12 months)

New-to-File
Consumers

1-Time
Consumers

Capture Rate

Retention Rate

1-Time Rate

AUS Average
Unit Sales

Registered consumers who have at least one purchase
in the past 13 - 24 months, excluding consumers who
are 'advise only', get 'sample only with no purchase’,
or perform 'online registration with no purchase'.

Registered consumers who consecutively purchased in
the same door in the past 12 months and past 13 - 24
months.

Registered consumers who consecutively purchased in
the past 12 months and past 13 - 24 months in any
doors.

Registered consumers who have at least one purchase
in the past 12 (rolling) months, excluding consumers
who are "advise only', get 'sample only with no
purchase’, or perform ‘online registration with no
purchase'.

New registered consumers, never before in database,
who are registered (buyers or non-buyers) in the past
12 (rolling) months.

Registered consumers who purchased once in past 12
months.

The number of purchases that can be associated with a
‘contactable’ registered consumer divided by the total
number of purchases (Local and Tourists) within the
past 12 months (or other specified period).

Percentage of consumers who purchased last year (13-
24 months) against the active consumers who also
purchased in the past 12 months.

Percentage of consumers who purchased once in the
past 12 months against total active consumers.

Average net revenue received for each transaction
(exclude transactions with net revenue of invoice
equal to 0).

B1200 Introduction to Standard Reports
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Top Common Queries

IPT Item Per Average number of products sold for each transaction

Transaction (exclude transactions with invoice's net revenue equal
to 0).

Total Sales The total amount of net revenue.

Avg. Revenue Average net revenue over number of consumers who

purchased in past 12 months.
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Top Common Queries

Cross-Door Purchase

The Cross-Door Purchase report provides a means to
understand consumer duplication across stores. It
allows for a study of the impact of door opening and
door closing (i.e., to study whether consumers will
move to certain door if a door has been closed).

This query allows users to define two time periods:

e Transaction period to define the target
consumers to be studied

e Cross door period to define the tracking
window to monitor the cross-purchase
transactions of the target consumers

Business Questions Supported

e What is impact to business due to a new store
opening or closing?

Filter Criteria

e Consumer Affiliate

e Consumer Brand (optional)

e Store Code

o Nationality (optional)

e Store Transaction Start Period

e Store Transaction End Period

e Cross-Door Transaction Start Period

e Cross-Door Transaction End Period

B1200 Introduction to Standard Reports Page 95



Top Common Queries

Note:

e Transaction lines with Transaction Type
Redeem or Advise Only are excluded

¢ Includes regular consumers only
Sorting

¢ Ranking of number of consumers who
purchased in other store
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Top Common Queries

7 E o Report ID:
c‘:ﬁ E?\TUEEE)ER Cross-Door Purchase _ [
B Companits Consumer > CMS Analysis > Templates > Top Common Queries

Last Data Refresh Time:  Jul
Affiliate: JAPAN Store: CMODS
Brand: Creme de la Mer

JAPAN - Creme de la Mer Cross-Door Purchase

Store Purchase Period: JAN 1, 2011 - MAY 31, 2011

Cross Door Purchase Period: JAN 01, 2012 - MAY 31, 2012

Store Purchase
Period: JAN 1, 2011 - MAY 31, 2011

No. of Reqular Consumers

Store Code Store Name

ISETAN SHINJYUKU CM

Cross-Door Purchase No. of Regular Consumers with

Period: JAN 01, 2012 - MAY 31, 2012 Cross-Door Purchase

Store Name

Target
consumers

% of Regular Consumers with Cross-

Registered
with

1 CM013 MITSUKOSHI GINZA CM 7 2
2 CM007 SEIEU IKEBUKURD CM 3 o
2 CMO010 MATSUYA GINZA CM 3 o
2 CM020 TAKASHIMAYA TAMAGAWA CM 3 o
5 CMOo01 TAKASHIMAYA NIHONBASHI 1 o

0.78%

0.34%

0.24%

0.24%

0.11%

Door Purchase
Registered
without
Purchase
021% 118%
0.45%
051%
0.35%
0.19%

Cross door purchase
behavior of the target

consumers

B1200 Introduction to Standard Reports
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Top Common Queries

Definition

No. of Regular
Consumers

No. of Regular
Consumers with
Cross-Door
Purchase

% of No. of
Regular
Consumers with
Cross-Door
Purchase

Registered with
Purchase

Registered
without Purchase

With Purchase

Number of consumers who purchased in the selected
store in selected period.

Number of consumers who purchased in the selected
store who also purchased in other stores in selected
period.

Percentage of consumers who purchased in the other
stores in selected period over total number of
consumers registered in the selected store in selected
period.

Including only consumers who have registered in the
selected period.

Including only consumers who have registered in the
selected period and have not purchased in the
selected store.

Including consumers who may or may not have
registered in the selected period.
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Top Common Queries

List Extraction and Result Tracking

The List Extraction and Result Tracking report fulfills
ad-hoc list extraction requirements. It provides an
easier query filter so that users can perform simple list
extraction. In addition, it provides a way to fulfill
campaign result tracking and an accurate way to
measure ROI.

Business Questions Supported

What is the size of my target audience?

How did my campaign do?

What is the impact of a
communication/purchase offer?

What is the incremental revenue on the
communication?

What is the ROI?

Filter Criteria

Consumer Affiliate

Consumer Brand

Optional Filters:

Value Group
Purchase Frequency
Purchase Recency
Consumer Status
Birth Month
Nationality
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Top Common Queries

Address Exist Indicator

Email Address Exist Indicator
Mobile Number EXxist Indicator
Opt-in Indicator

Direct Mail Opt-in Indicator
Email Opt-in Indicator

SMS Opt-in Indicator

Mobile Email Opt-in Indicator
Store Code

Start Date

End Date

Start Net Revenue

End Net Revenue

As of Month

Note:

Includes regular consumers only
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Top Common Queries

7] ESTLE List Exraction and Result Tracking

S‘_:Q (LﬁH[;.)EE Consumer > CMS Analysis > Templates > Top Common Queries

<Filter1> Filter 1 <Filter3> Filter 3
<Filter2> Filter 2 <Filter4> Filter 4

Average Average
Response Total Revenue per Revenue per
Quanitity Buyers Rate (%) Revenue Buyer Piece
1432 103 7.19% 125,064 1,214.21 87.34

Control Group

Average Average
Response Total Revenueper Revenue per
Quantity Buyers Rate (%) Revenue Buyer Piece
1,500 219 14.60% 396,286 1,808.53 264.49

Difference in Difference in Difference in
Difference in Response Average Average
Response Rate (% Incremental Revenue / Revenue /
Rate (pts) Change) Responders Buyer Piece
-1 41% -50.73% -106.07 -595.31 -176.86

Incr Sales Rev

Incremental Estimated Estimated Incremental

Sales VAT | Sales VAT | Sales Retailer Retailer Met Sales

Revenue Tax % Tax $ Margin % Margin$ Avg COGS % Avg COGSS Margin
-253,257.03 16.00% -1,192,358.92 40.00% 375.640.75 20.00% 112,692.23 450,768 91
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Top Common Queries

Promotional
Costs Mailer Costs Total Costs Profit ROI
3,322 148,000 151,322 299 446.91 1.98
Definition
Consumer ID The Consumer ID saved in CMS.
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Top Common Queries

New Purchaser Count Analysis

The New Purchaser Count Analysis report provides a
way to understand the effectiveness of consumer
recruitment in each store.

Business Questions Supported

e Which store has the strongest /weakest
recruitment power?

e Which store(s) has improved / declined over the
past year?

Filter Criteria

e Consumer Affiliate
e Consumer Brand
¢ Nationality (optional)
e Last Period Start
e Last Period End
e This Period Start
e This Period End
Note:

e Transaction lines with Transaction Type
Redeem or Advise Only are excluded

e Include regular consumers only
Sorting

e Store Code is sorted in ascending order
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Top Common Queries

YoY Comparison

HONG KONG Clinique This Period (2012/04 - 2012/08) Last Period (2012/01 - 2012/03)

No. of of

First No. of % of .::': :afl % of % of _arst No. of % of .:; :':I % of % of
Store = v Purchas New New Total Total Purchas New New Total Total
Code SIS SIS e Consum Consum Consum Revenu e Consum Consum Consum Revenu

Consum Consum
Consum  ers ers ers e Consum  ers ers ers e
ers ers
ers ers

CLO1 |Harbour City ! 266 286 25.51%| 1.90%| 0.51%| 075% 191 201| 19.23%| 1.66%| 0.39%| 0.38%
CLO2 |Festival Walk 790 832| 26.30%| 5.54%| 1.50%| 1.45% 478 515| 18.04%| 4.26%| 1.00%| 0.90%
CLO3 [NTP (CL) 1594 1,682 26.39%| 11.20% 3.02% 3.16% 1649 1,701 25.08%| 14.07% 3.30% 277%
CLO8 |Telford (CL) 409 443 18.54%| 295%| 0.80%| 0.53% 435 462 17.24%| 3.82%| 0.90%| 0.49%
CLO9 |UNY (APITA) (CL) 178 191 1261%| 1.27%| 0.34%| 027% 204 217 12.36%| 1.79%| 0.42%| 0.26%
CL10 |LC/TS (CL) 1265 1,310 30.40%| 8.78%| 2.37%| 280% 459 405 20.78%| 4.09%| 0.96%| 1.05%
CL11 [SOG@F|- CWB (CL) 1344 1,468 27 20% 978% 2 64% 2.43% 509 657 1551% 5.43% 127% 1.08%
CL13 |Wi in (CL) 200 220 17.76%| 1.47%| 040%| 0.33% 134 146| 1315%| 1.21%| 0.28%| 021%

Breakdown by Door
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Top Common Queries

Definitions

No. of New
Consumers

% of New
Consumers

%o of Total New
Consumers

% of Total
Consumers

%o of Total
Revenue

Variance (Change
in %)

Variance (%

Number of consumers who registered in any store
and purchased within the period.

Percentage of the number of new consumers among
the stores within the period.

Percentage of the number of new consumers over
total new consumers.

Percentage of the number of new consumers over
total consumers (new consumers + existing
consumers).

Percentage of revenue from new consumers over total
revenue (new consumers + existing consumers).

% of value in this period - % of value in last period.

(No. of Value (This Period) - No. of Value (Last

Change This Period)) / No. of Value (Last Period).
Period vs Last
Period)
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Top Common Queries

Product Bundling Analysis

The Product Bundling Analysis report provides
knowledge on bundling products that go well with
certain product(s) of interest. It shows what products
are usually purchased together in the same transaction
and by the same consumer.

Business Questions Supported

e What products should be recommended
together at the point of sale?

e What products can be followed up with a
consumer by understanding what product
he/she has bought?

Filter Criteria

e Consumer Affiliate

e Consumer Brand

o Start Date

e End Date

¢ Nationality (optional)

e Product for Bundling Analysis (4-digit)

Sorting

e Frequency of purchase is sorted in descending
order.

e Frequency of consumer is sorted in descending
order.
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Top Common Queries

7] ESTEE Product Bundling Analysis
g! ,LAUL)\E,R Consumer > CMS Analysis > Templates

Affiliate: HONG KONG
Brand: Clinique

que, Product Bundling Analysis: Same Transaction
Period: [Mar 01, 2011 - Feb 29, 2012]

Period:
Product(s):

Mar 01, 2011 - Feb 29, 2012
TOTW6F3T7.6KKS

HONG KONG-Clinique, Product Bundling Analysis: Same Consumer
Period: [Mar 01, 2011 - Feb 29, 2012]

SKU Number
(First 4 Digit) Product Name
BF37 LIQUID FACIAL SOAP MILD 33,821 60.61%
T91W EVEN BETTER CLINICAL DARK SPOT 16,125 28.90%
BKK3 TAD CLARIFYING LOTION2 12,626 2263%
BBLE DRAM DIFF M/L WITH PUMP 9,489 17.01%
G6EMB DRAM DIFF MOIST GEL BOTTLE W/PU 8,210 14.71%
69FE CLARIFYING MOISTURE 2 6,832 12.24%
6LKH MOISTURE SURGE EXTENDED THIRST 6,323 11.33%
Products bought in the same transaction
L~ -C - - -
ﬁ E?\TLE[t Product Bundling Analysis
(L LAUDER Consumer > CMS Analysis > Templates
Affiliate: HONG KONG Period: Mar 01, 2011 - Feb 29, 2012
Brand: Clinique Product(s): TO1W,BF37,6KKS

(SF'i(rg IT!S‘:I;?‘; Product Name
6F37 LIQUID FACIAL SCAP MILD 24,015 64.73%
T9IW EVEN BETTER CLINICAL DARK SPOT 12,898 34.77%
68LE DRAM DIFF M/L WITH PUMP 10,560 2847%
GEME DRAM DIFF MOIST GEL BOTTLE W/PU 10,121 27.28%
GKK9 TAD CLARIFYING LOTION2 9,944 26.80%
BLKH MOISTURE SURGE EXTENDED THIRST 9,630 25.96%
BIFE CLARIFYING MOISTURE 2 7,731 20.84%

Products bought by the same consumer
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Top Common Queries

Definitions
Number of Number of transactions that contains the product
Transactions combination in the period.
Transaction Transactions that contains both products / total
Cross-sell Ratio number of transaction with the product(s) to be

studied.

Number of Number of unique consumers that has purchased the
Consumers product combination in the period.

Consumer Cross- Number of consumers who has purchased both
sell Ratio products / total number of consumers purchased the
product(s) to be studied.
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Top Common Queries

Product Launch Tracking

The Product Launch Tracking report allows for an
understanding of who purchases a new product,
including consumer status, age-group distribution, and
If a repeat purchase was made.

The query shows the breakdown of new customers
into first purchase and others. It also shows the
breakdown of reactivation customer into first
purchase of reactivation period and others.

It reports on what is commonly bought together with
the product, and allows for the definition of separate
Product Launch Period End Date and Tracking Period
End Date.

Business Questions Supported

e Did the new product acquire consumers of the
respective status as initially projected?

e \What was the recruitment / reactivation
effectiveness?

e What products were cross sold?

e Did the launched product cannibalize existing
categories?

Filter Criteria
e Consumer Affiliate
e Consumer Brand

o Nationality (optional)
e Product Launch Period Start Date
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Top Common Queries

e Product Launch Period End Date

e Tracking Period End Date (Start Date is Launch
Period Start Date)

e Product Launch SKU Number (First 4-Digit)
e Same Product Line SKU Number (First 4-
Digit)
Note:

e Transaction lines with Transaction Type
Redeem or Advise Only are excluded

e Includes regular consumers only
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Top Common Queries

(Purchase made on Produc RecrUItment

Consumer Status

Hew Purchaser Recruited by Product Launch SKU(s) Cannibalizaﬂon

N 845 17.03% . 3
_ (cannibalized
Retained Purchased $ame Product Line SKU(s) in P12M 1.007 20.20%y prOdUCtS are
before Initial Purchase of Product Launch SKU{s) N 1188 23.07% deﬁned by prompt)
Y 145 282%

Reactivated by Product Launch SKU{s)

Reactivation

Repurchase analysis ]

Non Brand-Repeat Consumers

(Mo Brand-Repeat purchase made during Tracking Period

Consumer Status
Y are 59.67%
Mew Purchaser Recruited by Product Launch SKU{s)
N 135 12.60%
_— Purchased Same Product Line SKU(s) in P12M W 0 341%
before Initial Purchase of Product Launch SKU(s) N 235 16.01%
Y 70 477%
Reactiavated Reactivated by Product Launch SKU(s)
i 52 3.54%
Total 1,468 100.00%
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Top Common Queries

Recruited by Product Launch SKU(s) (No. of Consumers = 1,534)
Ranking Nf::r_er Product Name CO::!:I:‘:ETS Cur:ut;ar;
(4-digit)
1 TOTW EVEM BETTER CLIMICAL DARK SPOT 1,174 T3.85%
3 FIME EUEN BETTER CLIMICAL STRENGTH 497 97 429
3 8FaT LICUID FACIAL SOAP MILD 28 18.70%
4 BEME gﬁh M DIFF MOIST GEL BOTTLE W/ S04 12 50%
5 GaLE DRAM DIFF MIL WITH PUMP 202 12.87%
& ELKG EEEIE'I'—PIST SURGE EX THRET 181 11.35%
7 SLKH 1F:1|3:_\|SS'I'1ITIRE SURGE EXTENDED 158 0915

What's
bought in the
purchase with

the launch
product

Recruited by Product Launch SKU(s) (No. of Consumers = T18)
SKU
Ranking Mumber Product Name Lz i e
- Consumers Consumers
{4-digit)
1 TETW EVEM BETTER CLIMICAL DARK SPOT we 2451%
2 GF37 LIGUID FACIAL SOAF MILD =] 11.98% What dO
MOISTURE SURGE EXTENDED bUyerS
3 GLKH THIRST G2 8.54% repurchase?
4 GELE DRAM DIFF M/L WITH PUMP &1 8.50%
£ BEME EEJ‘-‘HM DIFF MOIST GEL BOTTLE Wi 52 7 24%
g BMEK SEME SAMPLE 47 8.55%
7 cEaE DERMA WHITE CITY BLOCHK ANTI- 44 8.13%
POL
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Top Common Queries

Age group analysis

All Purchases during Tracking Period (Purchased Product Launch SKU(s) during Product Launch Period)

Mew Purchaser

Age Group Recruited by Proeduct Launch SKU(s) {(No. of Consumers = 1,594)
Net Revenue -
# of Cosumers DE Consumer L i I G AUS* IPT*
Consumers Product ltems Purchases
({Local)
Under 19 50 3.14% 115,825 353 105 1,103 2.9
Age 20-29 442 27.73% 1,048,015 3,154 349 1,236 326
Age 30-39 281 17.683% 724125 2,015 554 1,307 316
Age 40-49 139 8.72% 412,580 1,154 330 1,250 a0
Age 50-59 53 3.32% 147,760 419 131 1,128 242
Age 60-69 11 0.69% 38,905 108 28 1,389 3.25
Age 70 + Over 2 0.13% 2,280 9 2 1,140 2.00
Unknown 616 35.64% 1,437,880 3,982 1,152 1,248 2.54

100.00% 3,928,380

Definitions

# of Consumers The number of consumers who purchased Product
Launch SKU(s) during Product Launch Period or
Tracking Period.

9% of Consumers  The number of consumers over the total consumers.

Net Revenue - Net revenue (in local currency) consumers spent in the

Consumer period.

(Local)

Avg. Purchase The number of purchases over the number of
consumers in the period.

Number of Quantity consumers purchased in the period.

Product Items

Number of Number of transactions with the sales type of Sales,

Purchases Exchange, and Return (each calendar date is counted as

one purchase).
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Top Common Queries

AUS*

IPT*

Non Brand-
Repeat
Consumers

Brand-Repeat
Consumer

Product-Repeat
Consumers

Avg # of Days
btwn 1st and 2nd
purchase

SKU Number (4-
digit)

Product Name

Age Groups (19
and under, 20-29,
30-39, 40-49, 50-
59, 60-69, 70 and
over)

Average Unit Sales sum of all invoice amounts over
total number of purchases. Zero amount invoices are
excluded.

Item Per Transaction sum of all item quantities over
total number of purchases. Zero amount invoices are
excluded and zero amount line transactions are also

excluded.

Number of Brand-Repeat purchases made during the
Tracking Period following purchase of Product Launch
SKU(s) during Product Launch Period.

Number of Brand-Repeat purchases made during the
Tracking Period following purchase of Product Launch
SKU(s) in Product Launch Period.

Number of Product-Repeat purchases made on Product
Launch SKU(s) during the Tracking Period following
purchase of Product Launch SKU(s) in Product Launch
Period.

The average number of days between first and second
purchase of the Brand-Repeat or Product-Repeat
buyers.

The product listing of Initial Purchase or 2nd Purchase
in SKU format.

The product listing of Initial Purchase or 2nd Purchase
in Product Name format.

Age Groups are categorized by decade and defined by
date-of-birth.

*Due to technical constraints and usage of custom-defined "Transaction™
measure, AUS and IPT are calculated as follows: For each customer, all
transactions within a calendar date are counted as one transaction.
"Transaction” measure is used instead for this template. For each consumer,

all transactions within

a calendar date are counted as one transaction.
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Top Common Queries

Product Mix Overview by Brand by Store by
FY/CY

The Product Mix Overview by Brand by Store by
FY/CY report tracks movement in cross-product lists
and single-product lists. It adds the flexibility to
customize product mixing by defining list of products
(instead of product category only).

Business Questions Supported

e \What is the business mix of a brand?

e What is the business mix contribution by store
level?

Filter Criteria

e Consumer Affiliate

e Consumer Brand

¢ Nationality (optional)

e Product List SKU Number (First 4-Digit) 1
e Product List SKU Number (First 4-Digit) 2

e Product List SKU Number (First 4-Digit) 3 (if
not needed, enter ‘%)

e Last Month
Note:

e Transaction lines with Transaction Type
Redeem or Advise Only are excluded

¢ Includes regular consumers only
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%6+

%60

s ot

Wl L+

%"OTE-

%blE

ke I

%0l

%oz o+

bl T

H%IETH

%EF O

REE L+

wOTY

"IGG

HELE

%TEL

HALEL

HOEE

wTLE

WEE'E

HEh L

%ITEE

wiFIE

%le Ll

%EFF

%lgQ

%00k

%E5'L

%IB LT

%02

anuanay Jo %

®lBBEH

WEDEL-

Welent

BLOEE-

WETT

®IE0Z-

BB

WETBL-

w0

%P

03Pl
ovE'0LL
[oogx: 4
08Z'SP
025'89%
005'T0L'Y
0TI
02676
0003l
00T'g9r
000'+al
081 '88T
005'¥8F

[y

anusnay (oL

0Zv' L8
06Z'LE1
000’13
[N
03LFLE
OEV'L98
08
OFE'LL

[T
orrLaL
090}
8L 'ezE
[

b PeE

WIGEEH Qe 05 ROLOH WP L %Lz WLGBI+
%EEZZ- 815 Lok %IL0 *8TE HIST w"alie-
HITTE pray o %BO ¥ kioad %IgE WOELet
WLG e 680 pis g %8T - WGEF RIOET HIGBE
HLLLH 52N ZIE %OT' 1+ *IgL %106l =g

HRET PI- I oELE %IV HIFLe HET'OF wIB -
WGT ¥T 5781 152 RELT WETOT %Ll WEF PT-
HlEGT 85T 6L %0 HIEL %YL W
WoE - 1334 1z Hlb 0 A %ROTH WIBLL-
WEET'G Fen g o6E %ET O WBEG %L WELEL-
HlGET o L4 L HlFG W P9I
B 1£8 o8 H%EbTH WHTOT HRELTT . ag

o0 s ol REOT WLEOF AT EE wrP R
%166 238 GE8 %OG L+ WOF LT %RIETZ WETE

S04

it

8T

fi-oa 4

.

W'

e

hl

Sl

(SIn3s 1517 190PaJd £ 1Y

Kug ¢ 7 z [sinws 1517 1enpoug
Ruo £ | [SINXS 1517 janpoud
fuo 79 1 [shnws 1517 3anpaug
fjug ¢ [slnyg 1517 1onpoag
Rug z (SINys 1517 1anpoud

fug | [sInys 1517 janposd

M2 - 0905

aouRLEy

PasEyaIng Jup (oL SIWNSUOD) [EO) JO %

sIWnsuog jo "oy

(sInys 1517 32npald £ Iy

Ruo £ 2 [SINYS 1517 1anpoud
Ko £# 1 [shnws 1517 3anpaug
Kug 27 1 [sinws 1517 1enpoug
Rug £ (sInys 1517 1anpoud
Aug T [shnys 1517 1nposd

fjug 1 [shnvs 1517 3anpaag

1035 Aq suegeuiquoy (sINS 151 1anpeid

Is223] :2 (sINYis 351 Bonpold
Lxs3l :z (s)nys 3517 R2npo.d
3723l 1 {shnvg 1517 pnpoig

A3 1 Ad fq 21015 Ag pUBIg AQ MAIIAG X J9NPOL - UMCIE 19908 SNOY SNOH

umosg 1qq08
‘OHOX DNOH

pueig
agey

W £0:L5'S £10Z ‘6T AR BWIL YsBUsY BIEg ISE]

sauanp

02 dMLTSHOT4D a1 Hoday

Jdey <

ISAleuy SWD < ]
A2 1 Ad Aq 21015 Ag pueig Ag M3IAIBAO XIW 12NpoId

SIINVIWOD

43dNV1
13153

Page 123

B1200 Introduction to Standard Reports



Top Common Queries

Consumers who
purchased any
products in the list
of SKU 1 only but
without any of
those in SKU 2

No. of Consumers

Product List SKU(s) Combinations by Brand

Consumers who \ Product List SKU(s) 1 Only 5,441 5.677 4.16%

purchased any

products in the list of &Product List SKU(s) 2 Only 13,086 13,995 6.50%
SKU 2 only but

without any of those Product List SKU(s) 3 Only 6,159 6.315 -2.47%
el ,, Product List SKU(s) 1 & 2 Only 1,444 1.977 -26.96%
Product List SKU(s) 1 & 3 Only 1,945 1.871 +3.96%

Product List SKU(s) 2 & 3 Only 1,766 2,181 -19.03%

Consumers who
purchased products All 3 Product List SKU(s) 824 1.115 -26.10%

from both list of
SKU 1 and list of
SKU 2

Definitions

No. of Consumers Number of consumers who purchased SKU in each

product list.
% of Total Number of consumers over total consumers among
Consumers all combinations.
Total Unit Total quantity of SKU purchased by consumers in
Purchased each product list combination.
Total Revenue Net revenue (in local currency) consumers spent in

each product list combination.

% of Revenue Net revenue (in local currency) consumers spent in
each product list combination over total revenue (in
local currency) among all combinations.
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Top Common Queries

Product Penetration Analysis

The Product Penetration Analysis report provides a
quick holistic view on product penetration among the
full active consumer base.

Business Questions Supported

e What is the current penetration of products in
the portfolio?

e What is the best product to drive brand repeat?

e \What is the average purchase interval of
products?

Filter Criteria

e Consumer Affiliate
e Consumer Brand

o Start Date

e End Date

¢ Nationality (optional)

Sorting

e Product is sorted by penetration in descending
order
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Top Common Queries

All Purchases

HONG KONG Clinique All Purchases [ Mar 01, 2011 - Feb 29, 2012 ] { No. of Consumers = 126,266 )

Ranking SKE_::;:?H

1 6F37 LIQUID FACIAL SOAP MILD 24,139

2 BLKH MOISTURE SURGE EXTENDED THIRST 22,730 18.00%
3 BEME DRAM DIFF MOIST GEL BOTTLE W/PU 18,589 14.72%
4 G8LE DRAM DIFF ML WITH PUMP 17,412 13.79%
5 T9IW EVEN BETTER CLINICAL DARK SPOT 12,898 10.21%
6 69FE CLARIFYING MOISTURE 2 12,277 9.72%
7 EKK9 TAD CLARIFYING LOTION2 10,236 8.11%
8 T1PN REPAIRWEAR LASER FOCUS 10,080 7.98%
9 T6GF DERMA WHITE CITY BLOCK ANTI-POL 8,894 7.04%
10 61EP ALL ABOUT EYES 8,667 v 6.86%

Penetration in Active
Base
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Top Common Queries

Brand Repeat Product Repeat

Average Average

No. of Repeat Purchase No. of Repeat Purchase

Consumers Rate (%) Interval Consumers Rate (%) Interval

(days) (days)
15,782 §9.43% 58 5472 24.07T% 104
11,748 63.20% 57 3,170 17.05% 115
10,600 62.03% 57 2838 16.30% 110
8,752 67.86% 56 2,039 15.81% 75
8,394 §8.37% 56 2538 20.67% 101
7,207 70.41% 56 1,792 17.51% 120
7,393 73.34% 55 1,716 17.02% 74
6,247 70.24% 55 1,242 13.96% 122
6,016 69.41% 56 1,283 14.80% 103
/\\ l\\
Brand Repeat Rate of the Product Repeat Rate of
Product the Product
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Top Common Queries

Definitions

No. of consumers  Number of consumers with first purchase in the
period.

% of Consumers  Number of consumers for each first purchased
product over the total number of new purchasers in

the period.
First Purchase The first purchase in the period of new purchasers.
First Purchase The product(s) purchased in first purchase.
Product
Average Average number of days for consumers to repeat
Purchase Interval their purchase with the brand (between first purchase
(Brand) and 10th purchase).
Repeat Rate Number of consumers who purchased any products
(Brand) of the same brand in the period after first purchase
over the number of first-purchase consumers for each
first-purchase product.
Same Product Consumers who purchased the same product in the
Repeat period after the first purchase.
Average Average number of days for consumers to repeat
Purchase Interval their purchase on the same product (between first
(Product) purchase and 10" purchase).
Repeat Rate Number of repeat-purchase consumers over number
(Product) of first-purchase consumers for each first-purchase

product.
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Top Common Queries

Recruitment Products Report

The Recruitment Products Report identifies
recruitment and retention products for campaign
planning. It includes the first purchase only of new-to-
file consumers.

Business Questions Supported

e What are the key recruitment products?

e What is the repeat rate for the key recruitment
products?

Filter Criteria

e Consumer Affiliate

e Consumer Brand

e Start Date

e End Date

¢ Nationality (optional)
Note:

e Transaction lines with Transaction Type
Redeem or Advise Only are excluded

e Includes regular consumers only
Sorting

e Number of first-purchase consumers
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Top Common Queries

Recruitment Rate

JAPAN Estee Lauder First Purchase [ Jul 01, 2010 - Jun 30, 2011 | ( No. of Consumers = 205,

oAt SK[EJI:;;;;'H oiiciNeme Co::l-lr‘:lfem Cn:::nflers
1 1G5Y DOUBLE WEAR 26,937 13.10%
2 1KRE PURE COLOR CRYSTAL LIPSTICK 19,374 9.42%
% WLEM FA 10 HOLIDAY DECEMBER PWP ASIA-WN 15,566 7.57%
4 1PHH Undefined product 1PHHO 10000 13,440 6.54%
5 WF8C PURE COLOR CRYSTAL LIPSTICK 11,115 541%
6 WEFT PURE COLOR LIP GLOSS 10,992 5.35%
7 WHT76 BLOCKBUSTER 2010 ASIA-WN 10,315 5.02%
8 95YG IDEAL LIGHT BRUSH-ON ILLUMINATOR 8,890 4.32%
9 SL0J EL SIGN HYDRA LUSTRE LIPSTICK 7.239 3.52%
10 WO02X PURE COLOR GLOSS STICK 6,781 3.30%

Repurchase % and
Interval

Brand Repeat (Any Product) Same Product Repe;

Average Average
No. of Repeat Purchase No. of Repeat Purchase

Consumers Rate (%) Interval Consumers Rate (%) Interval

(days) (days)
6,673 24.77% 76 2,686 9.97% 143
4,506 23.26% 7 1,283 6.62% 69
2,402 15.43% 57 221 1.42% 7
3,815 26.39% 70 629 4.68% 132
1,030 9.27% 25 396 3.56% 27
2,615 23.79% 69 1,165 10.60% 83
1,485 14.40% 59 165 1.60% 10
2,221 24.98% 62 443 4.98% 110
1,385 19.13% 65 349 4.82% 91
1,622 22.45% 67 442 6.52% 88
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Top Common Queries

Definitions

No. of consumers  Number of consumers with first purchase in the
period.

% of Consumers  Number of consumers for each first-purchased
products over total number of new purchasers in the

period.
First Purchase The first purchase in the period of new purchasers.
First Purchase The product(s) purchased in first purchase.
Product
Average Average number of days for consumers to repeat their
Purchase Interval purchase with the brand.
(Brand)
Repeat Rate Number of consumers who purchased any products of
(Brand) the same brand in the period after first purchase over
the number of first-purchase consumers for each first-
purchase product.
Same Product Consumers who purchased the same product in the
Repeat period after first purchase
Average Average number of days for consumers to repeat their
Purchase Interval purchase on the same product.
(Product)
Repeat Rate Number of repeat-purchase consumers over the
(Product) number of first-purchase consumers for each first

purchase product.
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Top Common Queries

Recruitment Products Report (Next Purchase)

The Recruitment Products Report (Next Purchase)
identifies the next product purchased.

Business Questions Supported

e |f customers come back to purchase different
products, what are the next products that they
purchase?

Filter Criteria

e Consumer Affiliate

e Consumer Brand

e Start Date

e End Date

¢ Nationality (optional)

e First Purchase SKU (first 4-digits)
Note:

e Transaction lines with Transaction Type
Redeem or Advise Only are excluded

e Includes regular consumers only
Sorting

e Number of consumers
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List of products that
were purchased next

JAPAN Estee Lauder First Purchase SKU (4-digit): 1G5Y
[ Jul 01, 2010 - Jun 30, 2011] ( No. of Consumers = 26,864 )

Next Purchase

Ranking SKU Number (4- Next PurchaseProduct Name co::ﬁ:.:rs c‘m’::nf‘ers
digit)
1 1G5Y DOUBLE WEAR 1,916 713%
2 1PHH Undefined product 1PHHO10000 613 2.28%
3 QHMX DOUBLE WEAR SUPERPOWDER- ASIA 438 1.63%
4 94ES5 94E5-01 CW EX EXTRA INT. UV PROTECTOR S 421 1.57%
5 9XN4 DOUBLE WEAR POWDER EMPTY COMPAC 406 1.51%
6 WHYY CW BC BRIGHT UV PROTECTOR SPF350 347 1.29%
7 95YG IDEAL LIGHT BRUSH-ON ILLUMINATOR 289 1.08%
8 WHOK WHOK-01 DW MOISTURE POWDER EMPTY COMPAC-WN 256 0.95%
9 9T4C SO INGENIOUS LOOSE POWDER REPAC-WN 253 0.94%
10 WSS ANR SYNC RECOVRY COMPLX 1.7 OZ 246 0.92%
Definitions
Next Purchase SKU# of the product bought by the new consumers in
SKU Number their second (next) purchase.
Next Purchase Name of the product bought by the new consumers in
Product Name their second (next) purchase.

No. of consumers  Number of consumers with first and second (next)
purchase in the period.

% of Consumers  Number of consumers for each second (next)
purchased products over total number of new
purchasers of the specific (first purchased) products in
the period.
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Value Group Migration Analysis

The Value Group Migration Analysis report provides
a means to understand the dynamics of consumer
portfolio value segment movement. In particular, it
quantifies the risk of high-value consumers who
recently migrated downward to mid/low-value,
serving as a warning sign of attrition.

Business Questions Supported

e Where in the portfolio are we gaining / losing
revenue?

e What is the size of consumers who are at risk of
attrition?

Filter Criteria

e Consumer Affiliate

e Consumer Brand

¢ Nationality (optional)

e Period 2 As of Month

e Period 1 As of Month
Note:

e Transaction lines with Transaction Type
Redeem or Advise Only are excluded

¢ Include regular consumers only
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# of Cansumers 1207 2678 3,979 1738 \Q f A 1 anzg

% of Period 280% a7 88% 7.20% 43.57%

Net Revenue (Local) 2022021000 ee4e411000] s.e7o4azoon 5451191000 338.726.00 You can define any

Net Revenue (USD) 1722623 5,845,757 7 568,320 4788842 208218 two periods for

comparison

# of Transactions 3,400 17,539 8,078 1126

# of tems Sold 7.219 33,674 17.713 1437

Avg Net Revenus Per 1.558,008.45 3155520 314008808 607.03584| 17801408 of 2.157.884.84

Consumers [Local) \

# of Consumers 2587 1562 \ \4ii 817 482 2587 |

9 of Period 537% 22 .10% 7519 \1?' 100%

Net Revenue (Lacal) 1,316,378,000 paoeceonof  2.18584a00f 252407 5,000

Net Revenue (USD) 1,123,121 726,344 1,849 467 745,300 L . 2,783
apsed / Retained

# of Transactions 3,704 a.447 7.241 1,840 consumer 3,388

# of ltems Sold 5,311 4,341 5,652 2704 4,708

Avg Net Revenue Per 508,843 45 543,532 27 s2201591 184100503 58, 11.14

Consumers (Local)

# of Consumers 3,081 1,181 5,142 218 281 za1 3,081 5.142

% of Period 8.23% 16.71% 8.21% 426% 741% 11.30% 77.03% 100%

Net Revenue (Lacal) 506,008,000 231,172,000 coz 170,000  424.000000| 213124000  107.701.000 of 745.0824.000)

Net Revenue (USD) 502,753 197,304 791,147 71,481 186217 04,200 o 851,077,

# of Transactions 4540 1,868 8,497 874 803 717 o 2284

# of liems Sold 4208 1,007 £.209 1,544 890 708 o 3.139
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Migration Summary

MiA

MiA

MiA

MiA

1.736

43.67%

NA| 5.451,181,000

4,706,843

B.BTE

17,713

MiA 3140088 93

P2
Active NTF
CONSUMErs

in P2 {past
12 months)

3.422,540,0008
2,887,520
5,726

11,805

1,860 ,2?8.54'

2.934'

483 817 3l

11.16% 14.87% T3.87 36.13%
852,427,000 363.116.000 104,052, 1.593,493,000
745,300 HTITT 1. 1,320,901
1,640 1,122 4,241

2,784 1,408 5.871
1841025.02 588518.84 33004 543,112.8
600 581 3.88 3,253

11.67% 11.20% T7.03 41.20%|
638,123,000 107.701.000 637,508,000
567,678 B84 280 557,645
1,667 77 4,020
2424 705 3504

New purchasers

Reactivated
consumers

Have
MNo purchase _
in Pg (L ed purchases in
KOREA Creme de la Mer ms“n‘:gfin P2 (Retained
P2) CONSUMEers in
P2)
‘;‘éﬂ;ﬁf{?ﬁ_’:&ﬁ” 175,965.16 195,742.59 18050758 194063470| 55938058 \ I1 8537177 0
# of Consumers 40,307 1,648 329 srg| 741 40,307
% of Period 83.71% 23.31% 078% 1.38% 1.77% 96.07%
Net Revenue (Local) 0 0 598,451,000\ 219,551,000] 138,263,000 o
Net Revenue (USD) 0 0 o 523,033 279,028 121,805 0
# of Transactions 1] 0 [ 972 848 895 0|
# of ltems Sold 0 0 o 1,873 1172 852 0
‘;‘;ﬂ:f;f;"’i’:g}' er 0 0 ol 1s1900000| ss285640|  187.838.27 o
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Definitions

# of Consumers

%o of Period

Net Revenue
(Local)

Net Revenue
(USD)

# of Transactions
# of Items Sold

Avg Net Revenue
Per Consumers
(Local)

Moved Up

Same

Moved Down

Value Group

Number of de-duplicated purchasers in different
value groups in period 1 or period 2.

Percentage of the number of purchasers in different
value groups over total number of purchasers.

Total net revenue (in local currency) of the
consumers in period 1 or period 2.

Total net revenue (in USD currency) of the
consumers in period 1 or period 2.

Total number of transactions in period 1 or period 2.
Total number of items sold in period 1 or period 2.

Net Revenue / # of Consumers (in local currency) .

Total value migrated from lower value group in
period 2.

Total value remained in same value group in period 2.

Total value migrated from higher value group in
period 2.

High Value - Top 30% Consumers (Decile: 1-3);
Medium Value - Top 40% - 60% Consumers (Decile:
4-6); Low Value - Top 70%-100% Consumers
(Decile: 7-10); No Segment - Consumers did not
spend in past 12 months.
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