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Preface

ProfitLogic Price 4.5
User Guide

This guide describes how to use Price to access worksheets and key items so that
you can review forecasts and make markdown decisions. It is intended for buyers,
assistant buyers, planners, GMMs, DMMs. In addition, this guide explains the
optional Merchant Desktop feature, which provides you with access to all
ProfitLogic products and enhanced reporting. Whether or not you have access to
Merchant Desktop depends on whether your company is using that feature, and on
how your Price application has been installed.

Audience

This guide assumes that you understand and have experience with the following:

* Using a browser
* Retail metrics
* Reading reports

*  Your merchandise and location hierarchies, including your company’s naming
conventions for your merchandise

Price Documentation Set

For additional information about using Price, see the following:

»  ProfitLogic Price Installation Guide for instructions on setting up the
application server and database environment for Price as well as installing Price.

»  ProfitLogic Price Configuration Guide for instructions on configuring the Price
front end (user interface), loading data, and configuring and performing runs.

»  ProfitLogic Price User Guide for information on how to use Price and on all its
functionality and screens.

*  ProfitLogic Price Operations Guide for instructions on weekly processes and
maintaining Price.

*  Price Online Help for instructions on accessing worksheets, key items, forecasts,
reports, etc., and for using features such as What If and Optimize to Budget.

» Ifyour installation of Price includes Merchant Desktop, see the Merchant
Desktop Help for instructions on accessing Price, Price merchandise alerts, and
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enhanced reporting; using worksheets, What If, and Optimize to Budget
features; and personalizing your desktop.

Technical Support

If you experience problems and need technical assistance, see your Professional
Services representative.

Conventions

Throughout this guide, the term administrator refers to the person(s) who configures
and maintains Price and related features such as Merchant Desktop. In some cases
the administrator will be someone at your company, and in other cases, the
administrator will be someone from Professional Services.

Convention Description

> Shows navigation through the user interface. For
example, Click Tools menu > Internet Options
means to click the Tools menu and then the Internet
Options menu item.

Monospace Represents text that you must type

Monospace italic Indicates a variable for which you supply a value

Note: Indicates exceptions and information that, if omitted,
can cause you to perform one or more actions again

Caution: Indicates danger to the integrity of the data or system
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Getting Started

This chapter contains the following information:

“About ProfitLogic Price” on page 2

“What’s New in This Release?” on page 4

“Checking Your Price Browser Settings” on page 6

“Checking Your Merchant Desktop Browser Settings” on page 12
“Logging on to Price” on page 15

“Logging on to Merchant Desktop and Price” on page 20
“Changing Your Password” on page 26

“User Profile screen” on page 28

“Understanding the Price User Interface” on page 30
“Understanding the Merchant Desktop User Interface” on page 33
“Price Schedule” on page 37

“Quick Reference to Common Price Tasks” on page 38
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About ProfitLogic Price

The timing and depth of markdowns are important levers for managing the optimal
balance of profitability and returns. To help you manage these levers, Price makes
recommendations for markdowns within the constraints of your company’s
particular business requirements.

The markdowns that Price recommends:

» Bring inventory to the desired level, not only during the full-price selling period,
but also during price-break sales.

* Maximize total gross margin dollars over the entire product lifecycle.

In addition to markdown recommendations, Price provides data about sales, gross
margin, and inventory. This information can help you understand in-season
performance as well as assess the impact of markdown decisions prior to execution.

Price provides the following features:

* Centralized information - Allows you to quickly focus on the merchandise that
need special attention. If your company is using the Merchant Desktop feature,
you can view this information on your desktop in a variety of forms, including
reports, graphs, and a special Top/Bottom feature. For details on the Merchant
Desktop feature, see “Personalizing Merchant Desktop” on page 41. For details
on the Top/Bottom feature, see “Top/Bottom Component Type” on page 73.

* Automated analysis - Helps you to test possible scenarios, forecast demand in
each scenario, and select the optimal scenario. You can test multiple scenarios
prior to making a markdown decision. For more details, see “Asking What If”
on page 88.

* Automated optimize-to-budget process - Enables you to take the optimal
markdowns while remaining within your monthly budget. For more details, see
“Applying the Optimize-to-Budget Feature” on page 110.

* Standardized markdown process - Enables you to maximize gross margin
dollars and meet defined sell-through targets, while conforming to your business
constraints. For details, see “Selecting Markdown Prices” on page 116,
“Approving Decisions” on page 136, and “Managing Business Rules” on
page 157.

* Increased visibility - Lets you examine store-level product demand over the
entire merchandise lifecycle.
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+ Updated recommendations each week - Facilitates decision-making that is
based on recent data, including new sales, inventory, price levels, planned
promotions, and other relevant data.

*  Support for customized user preferences - Enables you to tailor the
information that is displayed on each screen to your particular needs. For details,
see “Managing Worksheets” on page 185. If your company is also using the
Merchant Desktop feature, see “Personalizing Merchant Desktop” on page 41.
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What’s New in This Release?

Following is a list of new features and significant changes in this release of
Price 4.5. For a comprehensive and detailed list, see the ProfitLogic Price Release
Notes, available on the ProfitLogic Price CD.

The What-If feature has been significantly enhanced in Price v4.5. Prior to this
release, you could vary only prices in your What-If evaluation. In v4.5, you can
now alter variables such as current inventory and exit targets. Since v4.5
What-If will automatically include the effects of promotions in your
recalculation, the prices you can vary are specifically to evaluate markdowns;
they do not have to simulate promotions.

Additionally, prior to this release, recalculation was done in the front-end
application, and did not match the quality or detail of the model run's
Optimization Engine. With Price v4.5, the Optimization Engine is now invoked
for altered scenarios, and recalculation will re-optimize with dynamic
information.

Following is a summary of What-If enhancements in v4.5. For information on
how to use What-If functionality, refer to “Asking What If” on page 88.

— The Price user interface supports the Scenario Markdowns you can specify
and the new Scenario Variables you can vary.

— The re-forecaster has been replaced with a call to the interactive
Optimization Engine, providing the scenario changes specified via the user
interface.

— The results of a recalculation will now be akin to displaying the results of a
model run, since the information will now be available in the same form.

— The forecast display and calculation of metrics has been enhanced to meet
Price's standards.

— The Take Changes action now supports the new scenario variables that may
be made permanent, as entered on the Item Maintenance page. You can now
take markdowns on the effective date from within What-If, as pioneered by
the Take Markdown and Take Markdown Advanced worksheet actions.

— What-If now makes future recommendations, in addition to markdowns you
enter. Prior versions required you to enter all price changes.

Price v4.5 includes Flexible Clustering functionality, which is set up during
Price implementation. The Flexible (Store) Clustering feature provides the
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ability to group stores by an arbitrary method linked to specific areas of the
merchandise hierarchy. This analytical grouping of stores allows more accurate
optimization results than chain level and pricing, while not incurring the large
numbers of optimizations necessary when going to store level. Since the selling
patterns for a set of merchandise in a cluster of stores will be similar, forecast
predictions are more accurate and appropriate.
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Checking Your Price Browser Settings

Price is a web application that runs in the Microsoft® Internet Explorer web

browser, version 6.0 or newer.

Note: In addition to the Internet Explorer web browser, your PC must be set up with
Microsoft Excel 2000 or newer if you want to export Price data or access Price

standard reports.

Before you attempt to access Price, check your browser settings for the following:

Note: If you are using the Merchant Desktop feature, there are additional browser
settings you must check as explained in “Checking Your Merchant Desktop Browser

Settings” on page 12.

e Security settings for Price URL - Add the Price URL to the appropriate zone
(Local intranet or Trusted sites) to ensure that the Price application will use the

security settings for this zone.

Important: Do not use the Internet zone to configure browser settings for Price.
Use only the Local intranet zone or the Trusted sites zone, as explained in the

following table.

If

Configure browser settings for

Price is installed and
hosted by your company

Local intranet zone

Note: The default security settings for the Local
intranet zone are not sufficient. Therefore, make
sure that you adjust the security settings as
explained in the following procedure.

Price is installed and
hosted by ProfitLogic

Trusted sites zone

When ProfitLogic hosts Price for you, Internet
security settings apply by default, and these
settings are not sufficient for Price. Therefore,
add the Price URL to the list of Trusted sites.
Even though the default security settings for
Trusted sites may be sufficient for Price, it is
highly recommended that you check them as
explained in the following procedure.
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* Scripting - Typically, the Internet Explorer default settings are sufficient.
However, it is a good idea to check scripting options for the Price-specific zone
(Local intranet or Trusted sites) as outlined in the following procedure. Scripting
is required for most Price functions, including reporting.

To configure Internet Explorer for Price:

1. Start Internet Explorer as you normally do.
2. From the Tools menu, select Internet Options.
3. On the Internet Options dialog box, click the Security tab.

4. On the Security tab, click Local intranet, or, if you have been instructed to do
so by the administrator, Trusted sites, and then click the Sites button.

General  Security |C0ntent I Connections I Programs I Advanced I

Select a Web contmurity settings.

Restricted
sites

Local intranet
This zone contains all Web sites that
are on your organization's inkranet,

Important: Do not select Internet unless you have been instructed to do so by
the administrator. In most cases, the Price application will be available on your
company’s intranet or on a ProfitLogic trusted site.

Internet 8  Trusted sites

If you selected Local intranet, go to step 5. If you selected Trusted sites, go to
step 6. (The Local Intranet dialog box in step 5 does not appear when you select
Trusted sites.)

5. Onthe Local intranet dialog box, click the Advanced button (as in the following
example).

Use the settings below ko define which Web sites are included in
he Local Intranet zone,

[V Include all local {intranet) sites nat listed in okther zones:

[V Include all sites that bypass the proxy server
[V Include all netwark paths (UNCS)

@ OF I Cancel
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6. On the resulting Local intranet or Trusted sites dialog box, add the Price URL if

it is not already listed.

To do so, type the Price URL in the Add this Web site to the zone text box
(similar to the following example) and click Add. When the URL appears in the

Web sites list, click OK.

Local intranet

in this zone will use the zone's security settings,

Add this Web site ko the zone:

Weh sites:

I https: ffvourcompanyname. pdp. profitlogic, com

2|

O ‘You can add and remave \Web sites from this zone, All Web sites

Remove

™ Require server verification (https:) for al sites in this zone

QK |

Cancel |

7. If the Local Intranet dialog box from step 5 is still open, click OK to close it.

8. On the Internet Options dialog box, Security tab, select Local intranet or
Trusted sites (as in the following example) and then click the Custom Level

button.
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General  Security |C0ntent I Connections I Programs I Advanced I

Select a Web cont/eut/;murity setkings.

Restricted
sites

Internet

Local intranet
This zone contains all Web sites that Sites. .. |
are on your organization's inkranet, —

—Security level for this zone

Custom

Cuskom settings,
- To change the settings, click Custom Level,
- To use the recommended settings, click Default Level,

Custom Lewvel,.. | Default Level |

OF I Cancel | Apply |

9. On the Security Settings dialog box, make sure the following commands are set
to Prompt or Enable, and then click OK.

The Prompt setting provides a message box each time Internet Explorer
encounters the specified command (e.g., Download signed ActiveX controls).
The Enable setting bypasses the message box and instead performs the specified
command without notifying you.

In general, you could select Prompt for the download options because the
downloads typically occur one time. For the running and scripting options,
however, you could select Enable because those commands occur frequently. (If
you would set these options to Prompt, you might have to respond to a message
box several times in one Price session.)

* Download signed ActiveX controls

*  Run ActiveX controls and plug-ins

* Script ActiveX controls marked safe for scripting
* File download

* Active scripting
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+ Initialize and script ActiveX controls not marked as safe - A Microsoft

ActiveX® control is required each time you export to Excel. While this
ActiveX control is signed, it is not marked as safe (meaning that it could
potentially be used to do unsafe things). If you set this option to Prompt, you
will be prompted each time you select the Price Export action.

The following example uses the Prompt setting for the Initialize and script
ActiveX controls not marked as safe command.

Security Settings ﬂll

Settings:
@ Download unsigned Activer controls ;I
) Disable
) Enable J
(& Prompt
@ Initialize and script Activex controls not marked as safe
) Disable
) Enable
(& Prompt
@ Run Activer controls and plug-ins
O Administrator approved
) Disable
{® Enable

O Prompt
Crvimb & kit mmmbesle remvlemd moFe Fae mmviebi;s T
a 1 v

—Reset custom settings
j Reset |
Ok I

Reset to; IMedium-Iow

Cancel |

The following example shows the prompt that appears when there is a request
from an application to use an ActiveX control that is not marked as safe.

Internet Explorer ll

i An Activel control on this page might be unzafe to
. interact with ather parts of the page. Do you want to
=" allow this interaction?

10. On the Internet Options dialog box, click OK to return to the browser.

If you are using the Merchant Desktop feature, see “Checking Your Merchant
Desktop Browser Settings” on page 12.

See “Logging on to Price” on page 15.
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Cache Settings

In most cases, you do not need to check your cache settings. The Internet Explorer
default cache setting is Automatic, which is sufficient for Price. The Automatic
setting ensures that Internet Explorer checks for updates to the Price software. If you
do want to check your cache settings, use the following procedure.

To check Internet Explorer cache settings:

1. From the Tools menu, select Internet Options.

2. On the Internet Options dialog box, General tab, Temporary Internet Files
section, click the Settings button.

3. On the Settings dialog box, select Automatically (as in the following example)
if it is not selected already, and click OK.

‘ Check for newer versions of stored pages:
i

&y r Every visit ko the page

~ )

ou start Internet Explorer

" Mever

Note: You can also select Every visit to page.

4. On the Internet Options dialog box, click OK to return to the browser.
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Checking Your Merchant Desktop Browser Settings

The following sections pertain to the optional Merchant Desktop feature. If your
company is not using Merchant Desktop, these sections do not apply to you.

Note: The optimum resolution for viewing Merchant Desktop screens is

1280 x 1024 or 1280 x 960. If you are using a laptop or other device that does not
permit resolution that high, however, you may need to set the resolution to
something like 1024 x 768. The optimum number of colors is True Color (32 bit).

In addition, your computer must meet the following requirements to use Merchant
Desktop:

* Internet Explorer 6.0 or newer

« Java  Runtime Environment (JRE) 1.4.2 or newer

» Java scripting enabled

* Cookies enabled

Because you will be accessing Price from the same browser, make sure that you also
check the browser settings for Price as explained in “Checking Your Price Browser
Settings” on page 6.

Java Runtime Environment (JRE)

If you are not using the enhanced reporting feature, which provides the
MicroStrategy® Web Universal application through Merchant Desktop, you can skip
this section.

The Java 2 Standard Edition JRE 1.4.2 or higher is required for viewing the
hierarchical trees (similar to the tree in Windows explorer) from which you select
reports, graphs, and levels of the merchandise and location hierarchies, and time
periods. Following is a small portion of the tree from which you select reports.

= Please select repart

ﬁ My Reports
[Z1 Shared Reports

If you don’t have the JRE installed, you may be prompted to install it when you first
access a Merchant Desktop reporting component. Follow the steps below to
download (if necessary) and install JRE.

To download JRE 1.4.2:
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1. Start Internet Explorer and enter the following URL:
http://java.sun.com/j2se/1.4.2/download.html
In the J2SE v 1.4.2_nn JRE section, click the Download J2SE JRE link.

N

3. On the download screen, click the download icon for one of the Windows
platform files. (Both files install the correct JRE.)

4. Answer the prompts as you normally do when downloading files from the
Internet.

To install JRE 1.4.2:

1. If Merchant Desktop did not prompt you to download and install the JRE,
double-click the file you downloaded in the previous procedure.

j2re-1 4 2 04-windows-1586-p.exe
or
j2sdk-1 4 2 04-windows-i586-p-iftw.exe

2. Respond to each of the installation wizard screens.
For the set up type, accept the default, which is Typical.
3. After the install is complete, restart your computer.
4. Start Internet Explorer and select Tools menu > Internet Options.

5. On the Internet Options dialog box, click the Advanced tab and scroll down to
the Java (Sun) section.
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6. Verify that Use Java 2 v1.4.2_nn ... option is selected, as shown below.

Generall Securityl F'rivac:_l,ll Eontentl Eonnectionsl Programs  Advanced

Settings:

[0 Use Passive FTP [for firewall and DSL modem compatibility) ;I
Use smaoth scralling

& HTTP 1.1 settings

Use HTTP 1.1

<|§w Java [Sun)
2 v1.4.2_04 for <applets [requires restart]
@ Microsaff e

O Java conzole enabled (requires restart)

Java logging enabled

JIT compiler for virtual machine enabled [requires restart]
M8, Multimedia

O Don't display anline media content in the media bar
Enable Automatic Image Resizing

Enable Image Toolbar [requires restart]

Flay animations in web pages _ILI
| | »

Bestore Defaults |
QK I Cancel | Lpply |

When your computer has successfully restarted, and the Java option is selected,
see “Logging on to Merchant Desktop and Price” on page 20.
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Logging on to Price

If you are using Price without the Merchant Desktop feature, follow the instructions
in this section. If you are using Merchant Desktop with Price, follow the log on
instructions in “Logging on to Merchant Desktop and Price” on page 20.

Before you access Price for the first time, do the following:

*  Check your settings for Microsoft Internet Explorer. For details, see “Checking
Your Price Browser Settings” on page 6.

* Obtain the following from the Price administrator:

— The Price URL (uniform resource locator); the URL is sometimes referred to
as the “web address.” This is what you will enter from your Internet browser
to access Price. The URL will look similar to the following:

https://yourcompanyname.pdp.profitlogic.com

— A username and password. You will enter your username and password on
the Price login screen.

To access Price:
1. Start Internet Explorer as you normally do.

2. Inthe Address field, enter the Price URL for your company and press Enter.

J Address I https: ffvourcompanyname. pdp. profitlogic, com

Note: Make sure you use https (instead of just http).
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If you have not downloaded the Microsoft Common Dialog control yet, a
prompt appears asking you to do so. Otherwise, the Price login screen appears.

Security Warning ﬂ
Do you want ta install and run “Service Pack B for Yisual

Basic 5.0 Cabinets" signed on 3/11/2004 1:39 AM and
distributed by:

Microsoft Corporation
Publisher authenticity verified by Microzoft Code Signing
Caution: Microzoft Corporation asszerts that this content iz

zafe. ou should only installview this content if pou trust
Microzoft Corporation to make that aszertion.

™ Always trust content from Microsoft Corporation

More Infa |

To avoid further prompts of this security warning, click the Always trust content
from Microsoft Corporation check box and click the Yes button.

The Microsoft Common Dialog control is downloaded to your computer and
appears in the Downloaded Program Files directory. After you click Yes, the
Price login screen appears.

About | Help

Username: |
Passveord:
.

u
.
ulunm

Copyright @ Z00L-2003 ProfitLogic, Inc™ Profit Log i c

Al rights ressrusd,

3. On the Price login screen, enter your username and password in the appropriate
fields and then click the Login button.

Your username and password are case-sensitive. If you are unable to log in,
check your keyboard to make sure that the Caps Lock key is not selected.
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If you forget your password, contact the Price administrator to get a new
password.

When you successfully enter your username and password, the Price Main Menu
appears.

About | Help | Logout

Markdowns
Access forecast summary information, What If, markdown worksheets
and submit/approve taken markdowns,

Maintaining Merchandise
Wiew and update merchandise properties, such as exit dste and ending
inuentory. Build and rnanage pricing groups.

> Business Rule Property Manager
/ Wiew and update merchandising and operational constraints around
A ygtE m which pricing and markdown racommendations are made.

User Profiles
Review worksheet rights and change user password.

Reports
Link to repaorts

ProfitLogic

For information on how to use the Price user interface, see “Understanding the Price
User Interface” on page 30. Otherwise, select any of the following links from the
Main Menu, depending on what you want to accomplish:

*  Markdowns. For details, see “Making Markdown Decisions”, explained on
page 80.

* Maintaining Merchandise. For details, see “About Maintaining Merchandise”
on page 140.

* Business Rule Property Manager. For details, see “About Business Rules” on
page 158.

* User Management. This link appears only if your user account has been
assigned a role to perform user management functions. For details, see About
User Management in the User Management help.

* User Profiles. For details, see “Changing Your Password” on page 26.
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* Reports. For details, see “About Standard Reports” on page 204.

You can return to the Main Menu by clicking the Main Menu link in the upper-right
of most Price screens.

Understanding Timeouts

Important: After you are logged on, Price will time out after one hour of inactivity
on the server. This means that although you may be working with worksheets, the
timeout message could still appear because the server is inactive when you are
manipulating worksheets. Therefore, it is recommended that you save your work
regularly.

A message similar to the following appears five minutes before the timeout occurs,
giving you the opportunity to save your work.

Microsoft Internet Explorer =

‘Warning: Your ProfitLogic Price session will time out, due ko inackivity,
in 5 minutes {on Wednesday, September 29, 2004 2:03:44 PM)

‘fou must Save your work, otherwise changes will be lost,

If your session does time out, the following message appears:

Microsoft Internet Explorer =

@ ‘four ProfitLogic Price session has timed out,

All windows of the application will be closed.

Cancel |

When this occurs, click OK. The Login screen appears and you must enter your
username and password again.

Additionally, the Business Rules Property Manager utility and the User
Management utility (not available to most users) have separate timeouts. Thus, if
you access either of these utilities and then leave them inactive, similar timeout
messages will appear.

18 Confidential



ProfitLogic Price 4.5
User Guide

Understanding Navigation

While you use Price, always use the Price buttons, menus, and links to navigate
from screen to screen. For example, when you are finished with a worksheet and
want to return to the Worksheet Summaries screen, click the Done button rather than
clicking the X in the upper-right corner of the Internet Explorer window. If you do
click the X, the following warning appears.

Microsoft Internet Explorer =
& Are you sure you wank bo navigate away from this page?
Caution!!
| The operation you are about to perform
| is not supported by this application.
| I wou continue, wou risk losing data.

--=> Please press [ Cancel ] to stay on the current page, <<--

Press OK to continue, or Cancel to stay on the current page.,

Cancel |

Click Cancel on this dialog box and then navigate from the Price screen using the
Price buttons or links.
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Logging on to Merchant Desktop and Price

The following sections pertain to the optional Merchant Desktop feature. If your
company is not using Merchant Desktop, these sections do not apply to you.

Before you access Merchant Desktop or Price for the first time, make sure you have
checked your browser settings as explained in the following sections:

*  “Checking Your Price Browser Settings” on page 6
*  “Checking Your Merchant Desktop Browser Settings” on page 12
To log on to Merchant Desktop and Price:

1. Start Internet Explorer as you normally do.

Note: Do not open a new window for Merchant Desktop via File > New
Window. Only one Merchant Desktop user should be logged on a computer at a
time. Otherwise, unpredictable results can occur.

2. Inthe Address field, enter the URL for your company (similar to the following)
and press Enter.

Address I https:ffservername: portnumberMerchantDestkop

Note: Make sure you use https (instead of just http).

If you have not downloaded the Microsoft Common Dialog control yet, a
prompt appears asking you to do so. Otherwise, the Price login screen appears.

Security Warning ﬂ
Do you want ta install and run “Service Pack B for Yisual

Basic 5.0 Cabinets" signed on 3/11/2004 1:39 AM and
distributed by:

Microsoft Corporation

Publisher authenticity verified by Microzoft Code Signing
PCA

Caution: Microzoft Corporation asszerts that this content iz

zafe. ou should only installview this content if pou trust
Microzoft Corporation to make that aszertion.

™ Always trust content from Microsoft Corporation

More Infa
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To avoid further prompts of this security warning, click the Always trust content
from Microsoft Corporation check box and click the Yes button.

The Microsoft Common Dialog control is downloaded to your computer and
appears in the Downloaded Program Files directory. After you click Yes, the
Price login screen appears.

o))

PROMOTE

ProfitLogic

3. On the login screen, enter your username and password in the appropriate fields
and then click the Login button.

Your username and password are case-sensitive. If you are unable to log in,
check your keyboard to make sure that the Caps Lock key is not selected.

When you successfully enter your username and password, Merchant Desktop
appears with the view (default screen and horizontal row of available screens)
that the administrator has assigned to you. (The view and administrative rights
assigned to your login name determine what is displayed.)

If the administrator has not yet assigned a view to you, the Unassigned View
Screen appears with a message to contact the administrator.

In most cases, your assigned view will be customized for your company and
possibly for your department. Following is a sample view that a buyer might
use, with access to ProfitLogic products, retail news, and reports. Other screens
(accessed by clicking each tab) provide markdown information and forecasts.
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e
E A
Price
)
Plan

. lace
F_ =1

Retail News Z1%=0
Shoppers Should Check Toy Recalls ~
CBS Mews Moy 22 2004 4:27PM GMT

Update 1: Toys R Us Narrows Its Third-
Duarter Loss
Forbes Nov 22 2004 4:26PM GMT

Food retailers spared red tape flood
Business Europe Mov 22 2004 4:25PM GMT

Toys R Us Narrows Its Third-Quarter Loss

AP wia | ns anneles Times Moy 22 2004 A4

ProfitLogic

Markdowns My Reports Reporting 407
Sales Forecast by Week £ % =0
3800000 ke
A
3000000
2500000
2000000 P Forecast Sales
Units
R, . Forecast Inventory
1500000 e Units ECW
1000000
o -
so0000 [ ——
\ . P )
1] e
< >
Sales Forecast by Week 212 ="
Forecast Sales Units Forecast Inventory Units EO W Jiad
Fiscal week ending 2004-07-31 601,761 3,244 311
Fiscal week ending 2004-02-07 711,468 2,544 540
Fiscal week ending 2004-03-14 665,689 1,928,310
Fiscal week ending 2004-02-21 503,356 1,636,512
Fiscal week ending 2004-08-28 419,290 1,380,176
Fiscal week ending 2004-09-04 224,738 1,290,552
Fiscal week ending 2004-09-11 120,336 1,006,002
Fiscal week ending 2004-09-12 118,006 Q50,740
Fiscal week ending 2004-09-25 105,896 898,217
Fiscal week ending 2004-10-02 102,109 S44,405
Fiscal week ending 2004-10-09 91,284 803,951
Fiscal week ending 2004-10-16 87,433 FE7,194
Fiscal week ending 2004-10-23 68,216 735,991
Fiscal week ending 2004-10-30 55,739 704,449
Fiscal week ending 2004-11-06 59,548 674,959
Fiscal week ending 2004-11-13 64,217 633,045
Fiscal week ending 2004-11-20 57,667 504,204

4. If you also want to access Price, scan your Merchant Desktop screens to locate
the ProfitLogic component window. It may look similar to the following:

ProfitLogic products

Price

Place

For more information on this component window, see “ProfitLogic Product
Component Type” on page 66.

5. On the ProfitLogic products component window (which may be named
differently at your site), click the Price link.

The Price Main Menu appears. When you log on to the Merchant Desktop, your
username and password are automatically verified against the ProfitLogic
products at your site; therefore, you do not have to log on to Price separately.

22
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To exit Price and return to Merchant Desktop, click the Close link in the
upper-right of any Price screen.

For information on how to use Merchant Desktop, see “Understanding the Merchant
Desktop User Interface” on page 33. In addition:

* To customize your view of Merchant Desktop, see “Personalizing Your View”
on page 46.

» To access enhanced reports, see “Accessing Enhanced Reports” on page 213.

For information on how to use Price, see “Understanding the Price User Interface”
on page 30. Otherwise, each Price main menu item is explained in the following
sections:

* Markdowns. For details, see “Making Markdown Decisions”, explained on
page 80.

* Maintaining Merchandise. For details, see “About Maintaining Merchandise”
on page 140.

* Business Rule Property Manager. For details, see “About Business Rules” on
page 158.

« User Management. This link appears only if your user account has been
assigned a role to perform user management functions. For details, see About
User Management in the User Management help.

* User Profiles. For details, see “Changing Your Password” on page 26.
* Reports. For details, see “About Standard Reports” on page 204.

For both Merchant Desktop and Price, review “Understanding Navigation” on
page 24 and “Understanding Timeouts” on page 24.

While you are in the Merchant Desktop user interface, you can access help at any
2

time by clicking the help icon *' or by clicking the Help link in the upper-right of
the Merchant Desktop screen, as shown below.

About | Help | Logout

Likewise, to access Price help, click the Help link in the upper-right of any Price
screen, as shown below. Notice that instead of a Logout link, the Price screen
displays a Close link. Click Close to exit Price and return to Merchant Desktop.

About | Help | Close
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Understanding Navigation

In general, use the Merchant Desktop screen tabs to navigate from screen to screen
instead of using the browser’s back and forward buttons. No error message appears
if you attempt to do so, but it is good practice to always use the Merchant Desktop

tabs, links, and buttons instead of those provided by the browser.

For Price, always use the Price buttons, menus, and links to navigate from screen to
screen. For example, when you are finished with a worksheet and want to return to
the Worksheet Summaries screen, click the Done button rather than clicking the X

in the upper-right corner of the Internet Explorer window. If you do click the X, the
following warning appears.

Microsoft Internet Explorer =
& Are you sure you wank bo navigate away from this page?
Caution!!
| The operation you are about to perform
| is not supported by this application.
| I wou continue, wou risk losing data.

--=> Please press [ Cancel ] to stay on the current page, <<--

Press OK to continue, or Cancel to stay on the current page.,

Cancel |

When this occurs, simply click Cancel and then navigate via the Price user
interface.

Understanding Timeouts

Merchant Desktop and Price have independent timeouts. Thus, if you work only in
Price for a long time, a timeout message for Merchant Desktop may appear.
Likewise, if Price is open and you work in Merchant Desktop for a long time, a
timeout message for Price may appear.

Important: After you are logged on, Merchant Desktop will time out after
approximately 20 minutes of inactivity. This is independent of any Price activity.
Therefore, it is recommended that you save your work regularly.

24 Confidential



Price and Related
Timeouts

ProfitLogic Price 4.5
User Guide

A message similar to the following appears five minutes before the timeout occurs,
giving you the opportunity to save your work.

Microsoft Internet Explorer =

‘Warning: This session will time out in 5 minutes {on Wednesday, June 16, 2004 1:04:13 PM),
‘fou must Save your work, otherwise changes in this page will be lost,

When this message appears, click OK..

» If your session has not timed out yet, you can continue working.

» Ifyour session has timed out, the login screen will appear when you first attempt
to navigate or perform another action on the screen.

Important: After you are logged on, Price will time out after 20 minutes of server
inactivity. Thus, although you may be working with worksheets, the timeout
message could still appear because the server is inactive when you are manipulating
worksheets. Therefore, it is recommended that you save your work regularly.

A message similar to the following appears five minutes before the timeout occurs,
giving you the opportunity to save your work.

Microsoft Internet Explorer =

‘Warning: Your ProfitLogic Price session will time out, due ko inackivity,
in 5 minutes {on Wednesday, September 29, 2004 2:03:44 PM)

‘fou must Save your work, otherwise changes will be lost,

If your session does time out, the following message appears:

Microsoft Internet Explorer =

@ ‘four ProfitLogic Price session has timed out,

All windows of the application will be closed.

Cancel |

When this message appears, click OK. The Login screen appears and you must
enter your username and password again.

Additionally, the Business Rules Property Manager utility and the User
Management utility (not available to most users) have separate timeouts. Thus, if
you access cither of these utilities from Price and then leave them inactive, similar
timeout messages will appear.
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Changing Your Password

After you log in to Price the first time, it is a good idea to change your password
from the one given to you by the administrator.

Note: If you forget your password, contact the Price administrator to get a new
password.

To change your password:

1.

From the Main Menu, click User Profiles.

The User Profile screen appears, as in the following example.

. . .
ProfitLogic Price About | Help | Logout
User Profile 4., Girls Buyer Thu Now 27 17:00:00 EST 2003 EI
Change Password |
Division Department Worksheets Access
1 31 Eew 311 Approve
1 31 ey 314 Approve
1 3z Key 320 Submit
1 3z Key 221 Submit
1 3z Key 322 Submit
1 32 Kew 323 Wiew-Cnly
i 32 Kew 324 Wiew-Cnly
1 32 Kew 325 Wiew-Cnly
i 32 Kew 326 Wiew-Cnly
1 32 Kew 327 Wiew-Cnly
i 32 Kew 322 View-Cnly
Click Change Password.

The Set Password for user: username dialog box appears.

Set Password for user: user Done | Cancel |

0ld Password I
New Password I
Confirm New Password I

Complete the Set Password for user: username dialog box as follows:

Important: All passwords are case-sensitive. Make sure that the Caps Lock key
is not selected.

a. In the Old Password text box, type your existing password.

26
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b. In the New Password text box, type your new password. You can use any
combination of letters, numbers, and symbols, up to 50 characters.

c. Inthe Confirm New Password text box, type your new password again.
4. Click Done.

If the new password does not match the confirmation password, an error
message appears. Click OK on the error message dialog box and complete the
New Password and Confirm New Password text boxes again.

Otherwise, the dialog box closes and the User Profile screen appears. There is no
confirmation message.

Your password is changed to the new password you entered. You must use this
password the next time you want to log on to Price.
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User Profile screen

The User Profile screen appears when you select User Profiles from the Main Menu.

Both your username, which you used to log in to the application, and your full name
are displayed on the top of this screen. The cutoff date, which is the date by which
worksheets must be submitted and approved, is also displayed.

Use the User Profile screen to do the following:

» Change your password. For details, see “Changing Your Password” on page 26.

* View a list of the worksheets you can access along with the level of access you

have to each.

* Navigate directly to a worksheet. To do so, click the worksheet link in the
Worksheets column.

Access Levels

The following table describes Price access levels to worksheets. The access levels
for each worksheet are set by the administrator. The Action list box and buttons that
appear on the worksheet determine what actions you can perform on each

worksheet.

Access level

Description

View-only

You can view the contents of the worksheet, sort and filter the
worksheet data, and perform a what-if analysis, but you cannot
change it or take markdowns for it. When you access a
worksheet for which you have view-only access, the following
appears at the top of the worksheet:

Warning: The worksheet is read-only.

The Done button is the only available button.

Submit

You can edit the worksheet, take or remove markdowns,
perform what-if and optimize-to-budget analyses, and submit
the worksheet for approval. You can also save the changes you
make to the worksheet. However, you cannot approve (or
decline) the changes made to this worksheet.

28
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Access level Description
Approve You can perform all of the actions allowed by the Submit
access level, but you can additionally approve or decline
submitted worksheets.
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The following illustration shows features common to most Price screens.

Note: Although your Price screens will have the same features, the column names
and metrics are typically customized for each site. Therefore, your screens may
display column headings and metrics that do not appear in the screen captures.

Merchandise Deadline to take and
hierarchy position submit markdowns

ProfitLogic Price About | Help | Logout | bisin Henu [SRETETRINI
Screen name —worksheet| 3z 323 Thu Jul 22 1700100 ECT 2004 _save | [submit | _Bone | command buttons
Data view tabs ==t rtems By Namel Items (Flat)l Pricing Groups | Items By Pricing .;..Dup‘
Action Class Sub Class Itern Region
(select action) -1/ apply - - | = | Show | ~|  show
2:;;2',: :ﬁ’;tg;“ —+Cl = Deseription | |item_id_:Target §T% EOL |Target OH EOL | Takgn MD Cost Taken MD |Curr % Off Rtl Price T
T B 1X1RBCREW sction list ! 75.00% Hierarchy filters ™ Taken 31.03% $10.00
[T B %1 RIB CREW/., e o i 75.00% ferarchy TIRers @ Taken 31.03% $10.00 .
Check boxesto || 11 BIB CREW 14583085/ 75.00% 141 $0.00 Not Taken 31.03% $1000 Customizable
select individual | [T 11 RIB CREW 14583067 75.00% 5270 $0.00 Not Taken 31.03% #1000 rows and
items O 14589071 75.00% E548 $0.00 Mot Taken 31.03% $1000 columns
[ BASIC AINGER/HOL/2002 [ 14508701 75.00% 44 $0.00 Not Taken 0.00% $8.50
(I CHST STRP RGEY/FAL/2002 : 75.00% 2 Item and pricing group data % $16.50
Expand + and Link to display
Caollapse — item information
4 i
# Recs Status Mot Submitted Effective Date
# Taken Modified By Sat, Jul 17, 2004 Summary metrics and status
Last Mod.
Screen area Description
Merchandise This gray text displays the names of the levels in your
hierarchy position merchandise hierarchy, while the black text displays the

current position in the hierarchy.

Deadline to take and This date and time, commonly called the cutoff date,
submit markdowns indicate the time by which you must take and submit
markdowns so that they will be reflected in the next
Price optimization and in your company’s pricing
system.
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Screen area

Description

General links

About - Shows the version number, build number, date,
time, and status of Price.

Help - Opens a browser that displays the online help
system. When you click the Help link, a File Download
dialog box may appear, asking if you would like to open
the file or save it to your computer. It is recommended
that you click Open to use the help system from its
current location.

Logout - Click this link to end your Price session.

Main Menu - Opens the Price Main Menu, from which
you can access worksheets, merchandise, Business Rule
Property Manager, the worksheet rights assigned to
your user account, and reports.

Screen name

All screens are referred to by the screen name. Unlike
the names of hierarchy levels and columns, the screen
names are constant for all Price implementations.

Command buttons

The names of the buttons vary slightly from screen to
screen, but in general most screens provide a Save
button and a Done button. It is important to regularly
save your changes, especially if a time out message
appears. See “Understanding Timeouts” on page 24 for
more information.

Data view tabs

One or more data view tabs are typically available, each
describing the type or organization of merchandise data.
Each view contains items or pricing groups (formerly
called collections):

» Items - You can change the price, but you can’t
expand them.

* Pricing groups - You can change the price for the
entire group, and you can expand the group and
change the price on the expanded items within the

group.
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Screen area

Description

Action list

The Action list contains the actions you can perform on
the current screen. Some actions require that you select
one or more items first, and other actions apply to all of
the data on the screen.

After you select an action, click the Apply button.

Hierarchy filters

From these list boxes, you can filter the items or pricing
groups that appear on the worksheet.

After you select a merchandise or location hierarchy
level, click the Show button.

Item or pricing group
data

This section contains the actual data. The two left most
columns are for selecting the items or pricing groups on
which you want to perform an action.

Summary metrics and
status

These are customized to reflect the metrics that are most
important to your stores.
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Understanding the Merchant Desktop User Interface

The following sections pertain to the optional Merchant Desktop feature. If your
company is not using Merchant Desktop, these sections do not apply to you.

Your Merchant Desktop may display names and metrics that do not appear in the
screen captures in this help guide.

Note: The pencil buttons for personalizing the view, screens, or components, appear
only if the administrator has given your user account those permissions.

screen persunalizlatiun

Yiew personalization

Home @ Forecasts

Markdowns

view scroll arrows—H4 4» H@

My Reports Reporting
Gales Forecast by wee el 4= m
3500000 s
L
3000000
ProfitLogic 2500000 L]
2000000 Forecast Sales
- Uriits
. » Faorecast Inventory
1500000 ‘||.,_| Units EOVY
? el 1000000 -
= 500000 [ ARmm=S E
| Component personalization | .\1 hh.J .|
i} -
| < >
Components
Sales Forecast hy Week Pl d ™ m |
Week Period Forecast Sales Units
Fiscal week ending 2004-07-31 601,761 3,244,311
Fiscal week ending 2004-08-07 711,468 2,544,849
e Fiscal week ending 2004-03-14 665,689 1,928,210
Fiscal week ending 2004-02-21 503,356 1,626,512
Fiscal week ending 2004-03-28 419,290 1,380,176
Fiscal week ending 2004-09-04 224,738 1,290,552
Fiscal week ending 2004-09-11 130,336 1,006,002
Fiscal week ending 2004-09-18 118,006 950,740
Fiscal week ending 2004-09-25 105,896 898,217
Ouacter Loss Fiscal week ending 2004-10-02 102,109 944,405
Forbes Nov 22 2004 4:26PM GMT Fiscal week ending 2004-10-09 91,284 803,951
Fiscal week ending 2004-10-16 87,433 767,194
Food retailers spared red tape flood Fiscal week ending 2004-10-23 68,216 735,991
Business Europe Nov 22 2004 4:25PM GMT Fiscal week ending 2004-10-30 55,735 704,449
— Fiscal week ending 2004-11-06 59,548 674,959
Tovs B Us Narrows Its Third-Quarter Loss Fiscal week ending 2004-11-13 64,217 633,049
AP via | ns annelas Timas Mo 22 2004 st Fiscal week ending 2004-11-20 57.667 594,204

Screen
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Feature

Description

View

The row of screen tabs from which you can access each
screen

Click the pencil button & at the end of the row to
display the View Personalization screen, from which
you can change the names and order of the screens and
add additional screens.

Screen

For the selected screen tab, the collection of the
individual component windows

Click the screen name on each tab to display that screen.
Click the pencil button & next to the screen name to

display Screen Personalization, where you can change
the screen name and position and types of components.

Component

Within a screen, each individual window, typically with
a border and title bar. However, component windows
can be customized to hide the title bar.

If available, click the pencil button & in the title bar of
each component to display the Component
Personalization screen, where you can change the title
bar name and modify component contents and display.

Title bar

For each component, the text that identifies the
component and the personalize, help, minimize, and
maximize buttons.

Note: Title bars may not be available depending on how
the administrator has set up Merchant Desktop.
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Feature

Description

Component title bar
buttons

# _ Pencil button that displays the component
personalization screen where you can change
component contents or component parameters such as
show/hide title bar. If this button does not appear, the
administrator has disabled that feature.

2. Help button that displays help for that component

== - Minimize button that hides the component contents
(not the title bar). The minimize function is intended for
you to temporarily hide a component. Therefore, the
component is minimized only until you click another
screen. If you do not want a component to appear at all,
remove it via Screen Personalization or ask the
administrator to remove it for you.

B - Maximize button that expands the component to
fill the screen. The maximize function is intended for
you to temporarily expand a component for easier
viewing. Therefore, the component is maximized only
until you click another screen. If you want the
component to appear on its own screen so that is always
enlarged, ask the administrator to add this screen for
you.

[ - Restore button that returns the component to its
original state after it has been minimized or maximized.

Confidential

35




m
Getting Started " amlmam

ProfitLogic

|
Chapter 1 = u | L

Feature Description

View scroll arrows From left to right, the scroll arrows display the tabs as
(grayed out in the follows - the first tab in the series, the next tab to the left
picture above) in the series, the next tab to the right in the series, and

IS the last tab in the series.

Gray indicates that the arrow is disabled because there
are no tabs to display in that direction.

The number of tabs displayed at one time depends on
the length of each tab name, the amount of space
available on the screen, and the screen resolution. When
there are more tabs than can fit in a view, you must use
the scroll arrows to display the other tabs.

*  When scrolling is in effect, the position of the
selected tab is not static - as you click the right
arrow to display the next tab in the series, the
selected tab moves one position to the left. Thus, it
is possible for the selected tab to scroll out of sight
even though the contents of that tab (the
corresponding screen) remains visible.

*  When scrolling is not in effect, all tabs are visible at
all times.

General links (not About - Shows the version number, build number, date,
pictured above) time, and status of Merchant Desktop.

Help - Opens a browser window that displays the online
help system.

Logout - Ends your Merchant Desktop session and
displays the login screen.
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Price Schedule

Typically, you can log on to Price at any time. However, there are a few very short
periods (generally about five minutes) when the administrator (at your company or
ProfitLogic Professional Services) will disable logins so that they can collect
approved markdowns and generate the new prices for your pricing system.

In general, there are two periods in the Price schedule:

Decision period. The decision period is typically Monday and Tuesday. During
the decision period, you can use all of the Price features to which you have
access. The most important tasks during the decision period are taking
markdowns and submitting, approving, or declining worksheets (depending on
your access level).

The decision period is in effect until the date and time designated by the cutoff
date. The cutoff date appears on all Price screens, as in the following example:

ProfitLogic Price

Thu Jul 22 17:00:00 ECT 2004
1

“Read-only” period. The “read-only” period is typically Wednesday through
Sunday, and it begins at the time designated by the cutoff date. During this
period, the markdowns you submitted are imported into your company’s pricing
system, and Price gathers sales and other data in order to produce
recommendations and forecasts that will be ready for you on Monday (or the day
designated for your decision period).

Worksheet Summaries

The intent is that no markdowns are submitted during the read-only period, but
this is not explicitly enforced because there are occasions when certain items
require accelerated markdowns. Thus, if necessary, you can submit markdowns
during this time as explained in “Taking Accelerated Markdowns” on page 121.
Otherwise, you can perform Price tasks such as the following:

— “Viewing Forecasts for One or More Worksheets”, explained on page 126
— “Asking What If”, explained on page 88

— “Changing Your Password”, explained on page 26

Note: Check with the administrator to determine the exact Price schedule for your
company.

Confidential 37



Chapter 1
Getting Started

ProfitLogic

Quick Reference to Common Price Tasks

The following table lists the key tasks that you will perform using Price.

To perform most of these tasks, you must first log in and select Markdowns from
the Main Menu. You can initiate most of the following tasks from the Worksheet

Summaries screen that appears.

Key task Steps Purpose

Reviewing Select a worksheet by clicking its link | Each week, Price analyzes your most
Markdown in the Key column (or the equivalent recent sales and inventory data to
Suggestions column that contains links to calculate markdown

For details, see
page 80.

worksheets).

recommendations. The goal of the
recommendation for each item is to
maximize gross margin and sell
through.

Viewing Forecasts
for One or More
Worksheets

For details, see
page 126.

Select the worksheet(s) to include by
clicking the corresponding check box.

From the Action list box, select Show
Recommended Forecast and click

Apply.

Before you change a markdown price
for an item, it’s a good idea to view its
forecast.

Asking What If

For details, see
page 88.

Select a worksheet by clicking its link
in the Key column.

On the Items Worksheet, select the
item(s) you want to analyze, then select
What If from the Action list box and
click Apply.

On the What If screen, select the Price
Ladder and the Override Price.

Click Recalculate to see the way these
price changes impact the forecasted
sales, inventory, and gross margin.

After reviewing an item’s forecast,
you might decide that you would like
to see how changes to the markdown
schedule would alter its forecast.
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Key task

Steps

Purpose

Applying the

Optimize-to-Budget

Feature

For details, see

Select the worksheet that includes the
items you want to mark down by
clicking its link in the Key column.

On the Items Worksheet, select the

If you are not sure how to apply your
markdown dollars, use the Price
optimize-to-budget feature. The
optimize-to-budget feature assesses
items with pending markdowns and

page 110. item(s) to which you wagt to gpply the applies the markdown budget dollars
budget, and from the Action list, select . . .
Optimize to Budeet and click Appl to items that can yield higher gross
P g pPpYy- margin and sell through.
Taking Select the worksheet that includes the Once you decide which items you
Recommended items you want to mark down by would like to mark down, you are
Markdowns clicking its link in the Key column. ready to take your markdowns and

For details, see

On the Items Worksheet, select the

save them.

page 117. item(s) for which you want to take

markdowns, and then select Take

Markdown or Take Markdown Adv

from the Action list box and click

Apply.

Click Save to save your changes and

update the Summary Metrics at the

bottom of the worksheet.
Submitting Once you have taken markdowns (see | Your markdown decisions are not
Worksheets for steps above), click Submit. submitted for approval unless you
Approval take this step.
For details, see
page 136.
Approving Once a worksheet has been submitted, | You must have approval access rights
Worksheets from the Worksheet Summaries screen | to complete this task.

For details, see
page 137.

click the check box for each worksheet
to be approved.

Select Approve from the Action list
box and click Apply.
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Key task Steps Purpose
Managing From the Action list box on the Worksheets are the starting point for
Worksheets Worksheet Summaries screen or on a your markdown analysis. You can set

For details, see
page 185.

worksheet, select Sort Table, Filter
Table, or Modify Columns.

Note: The Filter Table action is not
available on the Worksheet Summaries
screen, and it may not be available on
all tabs on the worksheets.

up your worksheets to display the data
in whatever way you prefer.

Exporting Data or
Printing Data

For details, see
page 199.

Select the worksheet you want to
export by clicking its link in the Key
column.

On the Items Worksheet, select the
item(s) you want to export, select Print
or Export from the Action list box,
and click Apply.

At any point in the markdown
process, you can export a worksheet
to Microsoft Excel.

Note: Microsoft Excel 2000 or newer
is required to use the Price export
feature.

Managing Business
Rules

For details, see
page 157.

From the Main Menu, click Business
Rule Property Manager.

Business rules are your company
guidelines that Price uses when
making pricing and markdown
decisions. You may want to access
business rules to determine why or
why not Price made a markdown
recommendation. In addition, you
may want to change a business rule
setting.

Note: You can access Business Rule
Manager only if your user account has
been assigned the rights to do so.

Reviewing Reports

For details, see
page 203.

From the Main Menu, click Reports.

If you are using the Merchant Desktop
feature, click the Reporting tab to
access enhanced reporting.

Price provides you with reports that
display your data with a variety of
metrics that can help you to make
business decisions.
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Personalizing Merchant Desktop

This chapter includes the following information:

*  “About Merchant Desktop” on page 43

*  “About Personalization” on page 44

*  “Personalizing Your View” on page 46

*  “Personalizing Screens” on page 49

+  “Personalizing Components” on page 52

*  “About Screens” on page 53

*  “About Components” on page 55

*  “News Feed Component Type” on page 57
*  “HTTP Links Component Type” on page 59
*  “HTML Component Type” on page 60

*  “Alerts Component Type” on page 61

*  “ProfitLogic Product Component Type” on page 66
*  “Report Component Type” on page 67

*  “Graph Component Type” on page 68

*  “Filter Component Type” on page 70
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* “Filtered Report Component Type” on page 71
*  “Filtered Graph Component Type” on page 72
*  “Top/Bottom Component Type” on page 73

*  “Parameters Common to All Component Personalization Screens” on page 76

42 Confidential



ProfitLogic Price 4.5
User Guide

About Merchant Desktop

The following sections pertain to the optional Merchant Desktop feature. If your
company is not using Merchant Desktop, these sections do not apply to you.

Merchant Desktop is the in-season management tool for all of your ProfitLogic
products - Price, Plan, Place, and Promote. In addition to giving you seamless
single-sign on to all of your ProfitLogic products, Merchant Desktop also:

» Tracks against your plan data so that you can measure current performance
against past, present, and forecasted performance

*  Monitors internal events (such as promotions) and external events (such as
competitors’ promotions, weather conditions, sports, etc.)

* Alerts you to specific problems or opportunities with your assigned departments
or key items

* Provides reports and graphs that expose the data within the ProfitLogic suite in
meaningful ways

When you first access your Merchant Desktop, ProfitLogic Professional Services or
an administrator will have created a view and some screens for you. You can
customize those screens and create new ones depending on the access rights
assigned to your user account.
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About Personalization

When you first log on to the Merchant Desktop, a view with one or more screens
and components appears. This view is created for you by the administrator.
Depending on the privileges the administrator assigned to your user account, you
may be able to personalize the following:

Screen tab names and order, along with adding new screens
Component position and type

The color scheme or “skin” of the view, which affects each screen and
component

Different aspects of each component, depending on the component type, such as
the title bar of each component or the padding around it. For information on
making these modifications, see “Parameters Common to All Component
Personalization Screens” on page 76.

Personalization Privileges

Pencil buttons & denote personalization. When you click a pencil button, the
corresponding personalization screen appears.

If no pencil buttons appear, you have a standard user account, and the
administrator has denied all personalizing. In this case, you will find that the
view, screens, and/or components are updated with a new look or new
information each time the administrator makes updates.

If the pencil button appears, possibly in some places but not others, you have a
power user account, and the administrator has allowed you to personalize only
some elements.

Before you make any personalization changes, understand that once you do so,
you will no longer be able to receive updates to the view or screen from the
administrator. It is possible, however, for the administrator to remove the view
Or one or more screens.

If some parameters are missing when you compare a personalization screen to
the help, the administrator has prohibited the missing parameters from being
changed. You can change any of the available parameters.
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As explained in “Parameters Common to All Component Personalization
Screens” on page 76, you can always opt to switch to the default (administrator)
setting by selecting the Use Default check boxes.

Confidential 45



Chapter 2 n .. H | EEm
. g inm |mmm
Personalizing Merchant Desktop Epimmm

ProfitLogic

Personalizing Your View

You must have a power user account to make any changes. If no pencil buttons are
available when you log on to Merchant Desktop, you most likely have a standard
user account.

Your view is the row of tabs that appear underneath the ProfitLogic banner.

-~ ProfitLogic About | help | Logout

Home Z | Top/Bottom Performance Reporting Corporate Website Z

As long as the administrator has given you privileges to do so, you can personalize
your view as follows:

* Add one or more screens

* Remove one or more screens

* Reorder the screens

* Set the home screen (the one that is selected when you first log on)
* Change the skin (color scheme)

To personalize your view:

1. At the right end of the row of screen tabs, click the pencil button £

If the pencil button &7 is not available, the administrator has prohibited changes
to the view. Otherwise, the View Personalization screen appears.

2. Complete the View Personalization screen as follows:

Notes:

» If one of the parameters listed below is missing from the screen, the
administrator has prohibited that parameter from being changed.

» If the parameter appears but is grayed out and you can’t edit it, clear the Use
Default check box. That will allow you to change the parameter, but it will
not allow you to receive updates from the administrator for that parameter.

46 Confidential



ProfitLogic Price 4.5
User Guide

To

Do this

Add a screen

In the Available Screens list, click the screen name
and then click the Add button. The screen name
moves to the Screens In View list.

Remove a screen

In the Screens In View list, click the screen name
and then click the Remove button. The screen
name is removed from the list.

Reorder the screens

In the Screens In View list, click a screen name
and then click the Top, Up, Down, or Bottom
buttons to move the screen name to its target
position.

Change the skin

Change skins when you want to adjust the
dominant color scheme of your view, screens, and
components.

You can select skins from those provided by the
administrator.

From the Skin list box, select the name of a skin.
Each skin name includes the predominant color
(e.g., ProfitLogicBlue or ProfitLogicGray).

The color scheme of the skin you selected is
applied to all of the screen tabs and all of the
component title bars.

Set the home screen

From the Home Screen list box, select the name o
the screen that you want to have the focus when
you first log on. Setting the default home screen is
different from setting screen order.

» Screen order determines the order of the tabs
from left to right.

*  Home screen determines which of those tabs
is in the foreground when you log on.

For example, you could set the first (left most)
screen to be the home screen, or you could set the
third screen to be the home screen.
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3. When the View Personalization screen reflects the changes you want, click the
Save button.

The updates are effective immediately.
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Personalizing Screens

You must have a power user account to make any changes. If no pencil buttons are
available when you log on to Merchant Desktop, you most likely have a standard
user account.

You can personalize screens to the extent permitted by the administrator. Following
is a list of the changes you can make:

* Screen name - The text that appears on each screen tab and the corresponding
personalization screen. Rename a screen when you want different text to appear
on the screen tab.

e Screen layout - The order and position of the components
e Components - The number and type of components that appear on the screen

To personalize a screen:

1. Click the tab of the screen you want to personalize.

The screen appears, and a pencil button |&”| appears next to the name of the
screen, as in this example:

Home &

2. Click the pencil button .
The Screen Personalization screen appears.
3. Complete the Screen Personalization screen as follows.

Notes:

» If one of the parameters listed below is missing from the screen, the
administrator has prohibited that parameter from being changed.

» Ifthe parameter appears but is grayed out and you can’t edit it, clear the Use
Default check box. That will allow you to change the parameter, but it will
not allow you to receive updates from the administrator for that parameter.
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To Do this
Change the screen Enter new text in the Display Name text box.
name

The text on the screen tab as well as the title bar of
the personalization screen update with this text.

Change the position of | You can change the order and position of
components components within the confines of the assigned
screen layout type. For example, if the screen is
assigned a two-column layout, you cannot change
that to a three-column layout.

If you need a different layout, such as more
columns or a different arrangements of rows and
columns, request that from the administrator.

Finally, if the layout is a 1-, 2-, or 3-column open
layout, you can add as many components as
necessary, limited only by the memory available
to your browser.

In the layout, click the name of the component
you want to move and drag it to the target
location.

*  When you click the name of a component, it is
highlighted in green indicating that you can
“g0” or “drag” the component to a cell in the
layout

* Asyou drag the component across the layout,
ared outline indicates where you can “stop” or
“drop” that component.

A displaced component moves to the open spot
left by the moved component
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To

Do this

Change the number of
components

Note: You can add unlimited components only to
the one-column, two-column, and three-column
layouts. For the other layouts, the maximum
number of components is from one to six. You can
leave a layout cell blank.

» To remove a component, click the X in the
upper-right corner of that component’s cell

* To add a component, click it in the list box on
the left and drag it to its target location

You can add multiple copies of a component to
one screen except for the Alerts component. You
can add only one copy of the Alerts component
per screen.

Change the type of
components

Note: Some screens have components added to
them by default. For example, the Filter
Component Type is always on the Performance
screen, and you cannot remove it.

Select the new component type from the list box
and drag it to its target location.

Edit the component

Click the pencil button ¥/ and complete the
resulting component screen.

To save the change to the component, you must
click Save both on the component screen and on
the Screen personalization screen.

4. Click the Save button.

The changes you made are effective immediately.
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Personalizing Components

You must have a power user account to make any changes. If no pencil buttons are
available when you log on to Merchant Desktop, you most likely have a standard
user account.

You can personalize components to the extent permitted by the administrator. In
addition, the features you can personalize depend on the component type. In general,
you can change the following:

* Rename the title that appears in the title bar, or simply hide it
* Adjust the spacing between components

* Change the content of a component

* Change the look or behavior of the content

To personalize a component:

1. On the component you want to personalize, click the pencil button &,

A screen that corresponds to the component type appears. This screen is titled
the same as the component.

2. Complete the screen. The parameters differ depending on the component type:

For information on parameters common to all components, see “Parameters
Common to All Component Personalization Screens” on page 76

For information on the parameters unique to each component, click the help

button 2 in the upper-right of the screen. Each corresponding help topic
explains the parameters on that screen.

3. When the screen reflects your choices, click the Save button.

The changes take effect immediately.
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About Screens

Screens are the containers for components (each within its own window).
Essentially, screens provide layout while component windows provide content. On
the Merchant Desktop, screens are identified by the row of tabs that appear near the
top of the screen. Each screen consists of the following:

e A type (Standard, Performance, Top/Bottom, or Reporting)
* A layout (such as one column, two column, etc.)

*  One or more components

Screen Types

Screen type Description

Standard The Standard screen is the most flexible of all of the
screen types, and it allows you to add all of the
component types.

Top/Bottom The Top/Bottom screen type provides a quick and
easy way for you to access the top or bottom n percent
of a variety of metrics. For example, you could select
to view the bottom 20% of styles (from the
merchandise hierarchy) by GM % across sales to date
(STD) for Department N. The result is a
“Top/Bottom” report of your selected metrics.

Reporting The Reporting screen provides access to reports and
graphs that have been supplied with ProfitLogic Price,
Plan, Place, or Promote products, or any reports that
an administrator has created at your site.

For details, see “About Enhanced Reporting” on
page 212.
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Screen type Description
Performance The Performance screen is a special screen type that

consists of the following component types:

* “Filter Component Type”, explained on page 70 -
Provides the merchandise, location, and time
hierarchies by which you can dynamically update
special reports and graphs.

*  “Filtered Report Component Type”, explained on
page 71 - Displays the special reports that interact
with the merchandise, location, and time
hierarchies provided by the Filter component.

*  “Filtered Graph Component Type” on page 72 -
Displays the special graphs that interact with the
merchandise, location, and time hierarchies
provided by the Filter component.

The key difference between the Performance screen
type and the Standard screen type is that from the
Performance screen, you can select merchandise and
location hierarchy levels across time. As you make
these selections, the reports and/or graphs on the
Performance screen update dynamically.
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About Components

Components are boxes of content that are placed in a screen. Components are
similar to the windows you are familiar with in the Windows operating system - you
can resize them, minimize them, maximize them, change their position, and close
them.

Each component belongs to a parent (or owner) screen. Thus, you can access and
view that component only from that parent screen. Because of this ownership, the
Merchant Desktop system administrator may or may not allow you to customize
each component.

The same component can appear multiple times on one screen, and it can appear on
multiple screens.

On the Merchant Desktop, components are identified by borders and controls such

as a pencil button #” and an X in the upper-right corner. Component windows
consist of the following:

* Properties that are common to all components, such as:

— A type, which determines the content and properties you can set
— A title bar description

— A size and position in its parent (owner) screen

— A skin (color scheme) inherited from its parent (owner) screen

* Properties that are unique to each component, such as scrolling patterns for the
news feed component or specific URLs for the HTTP links component

Component Types

Each component type determines the content you can add as well as the properties
you can set. Merchant Desktop provides the following component types:

*  “News Feed Component Type” on page 57

e “HTTP Links Component Type” on page 59

*  “HTML Component Type” on page 60

*  “Alerts Component Type” on page 61

*  “ProfitLogic Product Component Type” on page 66
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*  “Report Component Type” on page 67
*  “Graph Component Type” on page 68
*  “Filter Component Type” on page 70
* “Filtered Report Component Type” on page 71
*  “Filtered Graph Component Type” on page 72
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News Feed Component Type

Retail News The news component is designed to display retail and

* Stores of the Future

Have consumers have begun sty Other news headlines as RSS (Rich Site Summary or

fram the culture of shopping? The New

York Times reports that some say, 'Tc's," Really Slmple Syndlcatlon) feeds.

pointing to micro assortments of well-
chosen goods as the answer. Free
registration required....

To pause the scrolling or fading, simply place the mouse pointer on the text. When
you move the pointer, the text begins scrolling or fading again.

When you click any of the listed story titles, a new browser window opens with the

text of the story.

If this message appears

Do this

Error parsing RSS NEWS
FEED. Bad XML File.

Wait until the host site updates its XML file.
The XML file contains the contents of the
news feed.

Error in RSS News Feed.

Wait until the host site updates its XML file.
The XML file contains the contents of the
news feed.

Too much data to download.

Decrease the number of links displayed

and/or hide the summaries/first sentences.
(Click the pencil button and complete the
resulting News Feed Component screen.)

This message appears when the XML
contains greater than 10,000 characters for
display.

Note: This section describes the function of the News Feed component, not its
contents. If you are unsure about the contents, see the administrator.
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Otherwise, to change the appearance or contents of this News Feed component,

click the pencil button & in the title bar and click the help button ?! for
information on each parameter. If the pencil button is not present in the title bar, the
administrator has prohibited this component from being changed.
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HTTP Links Component Type

The HTTP Links component displays links
Erofitioqic Corporate site to any web site. For example, you may want
to display links to competitors’ web sites,
or you may want to display links to sites
that you access often throughout the day.

Mational Retail Federation Retal trade assocation

RILA Retail Industry Leaders Association

When you click a link, a new browser window opens. To return to Merchant
Desktop, do any of the following:

*  Close the browser window that just opened.
* Click ProfitLogic Merchant Desktop in the task bar.
*  Press Alt+Tab until the Internet Explorer Merchant Desktop icon is selected.

Note: This section describes the function of the HTTP Links component, not its
contents. If you are unsure about the contents, see the administrator.

Otherwise, to change the appearance or contents of this HTTP Links component,

click the pencil button £ in the title bar and click the help button 2| for
information on each parameter. If the pencil button is not present in the title bar, the
administrator has prohibited this component from being changed.
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HTML Component Type

7z=g1 The HTML component displays information that originates in

D HTML format. It is intended for displaying corporate

sune s calendars, promotional event dates, company intranets, etc.
..asl.DnthFSIubmll
23 Merch. Flans. H

June 30
END OF QUARTER

Note: This section describes the function of the HTML component, not its contents.
If you are unsure about the contents, see the administrator.

Otherwise, to change the appearance or contents of this HTML component, click the

pencil button |£” in the title bar and click the help button 2! for information on each
parameter. If the pencil button is not present in the title bar, the administrator has
prohibited this component from being changed.
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Description Benefit Recommendation View Details | The Alerts Component prOVideS
Buy Mare §73617 300 3,303, 130 [ WOMENS DENIM/ACHE . . .
0 [ouyore | 610,567,4000] 415,170 [Wovews paTs e notifications for merchandise that meets
[ & [BurMore 57,881620.00 454,140 | WOMENS FALL KNITTOPS/ACNE

[& [pusMore S6,002,67C.00 223,310 MENS BOTTOMS/ACHE | pre-defined criteria for pre—deﬁned
! §5,552290.00 334,410] WOMENS FOOTWEAR/ACME
[0 urHore 55,£00,730.00 253,550 [ MENS FALL KNIT SHIRTS/ACME events.

Alerts signal you of events such as:

* An opportunity to make more money because a particular item is selling very
well. You can think of this as a “buy more” type of alert.

* A possibility of losing money if orders are not canceled because an item is not
selling well. You can think of this as a “cancel orders” type of alert.

The administrator determines which alerts are available as well as the alert triggers
and priorities.

Most alerts are actionable; that is, you can click the hierarchy level link in the View
Details column to display the affected merchandise. For more information, see
“Taking Action on Alerts” on page 64.

Alerts appear only for the portions of the merchandise and location hierarchies to
which you have been assigned access. You can limit the list to only those in which
you are interested in the following ways:

* Use the Hide check box as explained in the table on the previous page.

» Ifthe administrator has allowed you to personalize the Alerts component, click
the pencil button & (available only if you have personalization rights) and click
the help button 2! for information on each parameter.

All alerts are cleared and populated weekly, typically in conjunction with each Price
optimization.

Note: If you have privileges to personalize screens, you can have only one Alerts
component per screen.
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The following table explains each element of the Alerts component.

Element

Description

Level column

Displays one of the following icons:
@ - Denotes a high priority alert
© - Denotes a medium priority alert
© - Denotes a low priority alert

The priorities are based on the amount of benefit to be
derived by acting on the alert. The benefit dollar value is
displayed in the Benefit column.

An administrator determines what constitutes a high,
medium, and low priority alert by setting a range of
dollars for each alert configuration. For example, if an
administrator sets a range of $10,000 to $50,000, the
values are used to set the priorities follows:

e $0to $9,999 is a low priority
« $10,000 to $50,000 is a medium priority
* $50,001 and higher is a high priority

Description column

Displays the name of the alert configuration, which is
named by an administrator. Each alert configuration
contains values that set benefit priority levels and values
that trigger the alert. The values that trigger the alert are
unique for each alert, and they are displayed on the Items
which satisfy the selected alert screen.

Benefit column

Displays the total amount, in dollars (no cents) that you
can make or lose on the affected items. The dollar value is
rounded to the nearest ten.

Note: This dollar amount is an approximation, not an
exact value.

Recommendation
column

Displays the total number of units that you must cancel
orders for or buy more of for the affected items. The units
are rounded to the nearest ten.

Note: The number of units is an approximation, not an
exact value.
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Element

Description

View Details
column

Displays the hierarchy levels for which the alert was
generated.

* The hierarchy levels are the same levels at which
Price worksheets are set.

+ Each hierarchy level is a link that you can click to
display a details screen that explicitly lists each item
concerned in the alert.

For details on this screen, see “Items which satisfy the
selected alert screen” on page 201.

Hide column

Displays a check box that lets you temporarily hide alerts
from the screen. Use this check box for alerts that you are
not interested in and for alerts whose item worksheets
you have already updated to rectify the issue raised by the
alert.

e To hide an alert, click the check box and then click
the Show Open link.

* To later view any alerts that you have hidden, click
the Show Hidden link. (Alternatively, you could
click the Show All link, which would display both
hidden and open alerts.)

To remove (instead of hiding) one or more alerts from the
screen, click the pencil button (if available) and complete
the Alerts Component screen. If the pencil button is
unavailable, an administrator has prohibited the Alerts
Component from being personalized.

Show All link Click this link to display all Alerts, even those you
previously marked to hide (via the check box in the Hide
column).

Show Hidden link Click this link to display only alerts you previously
marked to hide (via the check box in the Hide column).
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Element

Description

Show Open link

Click this link to display only alerts that you did not
previously mark to hide. This is useful especially when
you hide alerts whose worksheets you have already
updated to address the issues raised by the alert.

Top link

Click this link to display the first page of alerts.

The number of rows per alerts page is determined by the
Visible Rows option on the Alerts Component screen. To
change this, click the pencil icon on the Alerts component
title bar. If the pencil icon or the Visible Rows option is
not available to you, check with the administrator to have
the number of rows per page changed.

Page Up link

Click this link to display one page higher.

Page Down link

Click this link to display one page lower.

Bottom link

Click this link to display the last page of alerts.

Taking Action on Alerts

Most alerts provide a link to the affected merchandise. From there, you can go
directly to the relevant ProfitLogic product to make any necessary changes.

To take action on an alert:

1. For the alert you want to take action on, navigate to the View Details column and
click the merchandise hierarchy link.

The Items which satisfy the selected alert screen appears. This screen lists each
item from the worksheet that triggered the alert.

2. To view these items within the context of their worksheet, click the View

Worksheet button.

The corresponding Price worksheet appears. Items that triggered the “cancel
orders” (“underperforming item”) alert appear on the worksheet. Items that
triggered the “buy more” alert do not appear on the worksheet. To add these
items, see “Editing Worksheets” on page 83.
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3. If possible, make necessary changes on the worksheet. In most cases, however,
since you will likely be canceling orders or buying more of an item, you will
probably note the item name and number and forward that to the person
responsible for managing orders.

4. When you are finished viewing the alerted items within the context of their
worksheet, click the Close link.

The worksheet closes
5. On the Items which satisfy the selected alert, click the Done button.

6. On the Alerts component, select the Hide check box as an indication that you
have reviewed or taken action on that alert.
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ProfitLogic Product Component Type

The product component provides links to
ProfitLogic products such as Price, Plan, Place,
Price and Promote.

ProfitLogic products
I
152

2 Place

Access to ProfitLogic products is seamless - when you log on to the Merchant
Desktop, your username and password are automatically verified against the
ProfitLogic products at your site. Therefore, just click the ProfitLogic product link
and the Main menu screen appears.

Note that Price appears in a separate browser window.

* To return to Merchant Desktop without quitting Price, click the Merchant
Desktop icon in the task bar.

* To quit Price, click the Close link in the upper-right corner of the Price user
interface.

Note: This section describes the function of the ProfitLogic Product component, not
its contents. If you are unsure about the contents, see the administrator.

Otherwise, to change the appearance or contents of this ProfitLogic product

component, click the pencil button & in the title bar and click the help button ?

for information on each parameter. If the pencil button is not present in the title bar,
the administrator has prohibited this component from being changed.
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Report Component Type

1 The Report component provides you with a single
report specific to your company’s data and
ProfitLogic products.

While the Reporting screen (see “Screen Types” on page 53) provides access to all
graphs and reports, you may want to set up a component for a specific report for
which you have created custom filters. For that case, Merchant Desktop provides
you with this Report component (as well as a “Graph Component Type” on

page 68).

Note: This section describes the function of the Report component, not its contents.
If you are unsure about the contents, see the administrator.

To change the appearance or contents of this Report component, click the pencil

button |¢”| in the title bar and click the help button 2! for information on each
parameter. If the pencil button is not present in the title bar, the administrator has
prohibited this component from being changed.
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Graph Component Type

The Graph component provides you with a single
graph specific to your company’s data and
ProfitLogic products.

While the Reporting screen (see “Screen Types” on page 53) provides access to all
graphs and reports, you may want to set up a component for a specific graph that
you have customized. For that case, Merchant Desktop provides you with this Graph
component (as well as a “Report Component Type” on page 67).

Pie Charts

Merchant Desktop comes with the following pre-defined pie
charts:

* Markdown sequence - Breakdown of current markdown recommendations by
first markdown, second markdown, third markdown, fourth markdown, etc.

» Sales by type - Shows the breakdown of sales for full-price, POS, clearance, or
other types, summed across locations, and time periods.

* Sales-to-inventory comparison - Compares sales over a specified period to
your current inventory.
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Bar Charts

m Merchant Desktop comes with the following pre-defined bar
|
charts:

* Performance versus plan - Compares actual and/or forecasted performance to
plan.

* Onhand inventory at outdate - Displays a time series of inventory projected to
exist at its outdate.

* Gross margin by merchandise - Displays gross margin metrics for specified
areas of the merchandise hierarchy.

*  Markdown budget breakdown - Compares the markdown budget to the taken
(actual) and yet-to-be-taken (forecasted) markdown dollars.

* Sales and inventory time series - Displays sales against inventory over a
specified period of time.

* This week / last week - Compares selected metrics for the current week and one
week back, by merchandise or by department.

Note: This section describes the function of the Graph component, not its contents.
If you are unsure about the contents, see the administrator.

To change the appearance or contents of this Graph component, click the pencil

button £ in the title bar and click the help button 2| for information on each
parameter. If the pencil button is not present in the title bar, the administrator has
prohibited this component from being changed.
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Filter Component Type

The Filter component is a
Fv2000 special component that is

2 tem Hierarchy & Location Hierarchy Period Hierarchy
[5-{ CHAIN TOP LEVEL [ CHAIN TOP LEYEL
WOMENS DIvISION BOSTON Fy2001 X K
£ MENS DIvISION WERMORT Fy2002 demgned to pr0V1de
GIRLS DIVISION CAPE COD FY2003
2 BOYS DIVISION MHMAINE >

RHODE ISLAND

G Fr2004 merchandise, store, and time
A1 filters for the Filtered Report

component type and the
Filtered Graph component

type.

The Filter component is not meant to be used alone. Instead, when it is placed on a
screen with the Filtered Report component type and the Filtered Graph component
type, it dynamically updates those reports and graphs based on your merchandise

(item), location, and period (time) hierarchy selections.

The Filter component is designed to be added to the Performance screen type.

Note: This section describes the function of the Filter component, not its contents. If

you are unsure about the contents, see the administrator.

To change the appearance or contents of this Filter component, click the pencil

button £’ in the title bar and click the help button 2| for information on each
parameter. If the pencil button is not present in the title bar, the administrator has

prohibited this component from being changed.
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Filtered Report Component Type

The Filtered Report component is a special component

Z Location Hierarchy

5 G CHAN TOP LEVEL designed to work with the “Filter Component Type”
et F. | on page 70. The Filtered Report component updates
o - dynamically based on the merchandise, location, and
sou| period hierarchies on the Filter component.

If you want a stand-alone single report without dynamic merchandise, location, and
period filtering, use the “Report Component Type” on page 67.

Typically, you would use the Filtered Report component on the Performance screen
type.

Note: This section describes the function of the Filtered Report component, not its
contents. If you are unsure about the contents, see the administrator.

To change the appearance or contents of this Filtered Report component, click the

pencil button £ in the title bar and click the help button 2! for information on each
parameter. If the pencil button is not present in the title bar, the administrator has
prohibited this component from being changed.

Confidential 71



. g inm |mmm
Personalizing Merchant Desktop Epimmm

ProfitLogic

Chapter 2 2 = Illll

Filtered Graph Component Type

The Filtered Graph component is a special component

Z Location Hierarchy

5 G CHAN TOP LEVEL designed to work with the “Filter Component Type”

BOSTONWEST

on page 70. The Filtered Graph component can update
dynamically based on the merchandise, location, and
period hierarchies on the Filter component.

If you want a stand-alone single graph without dynamic merchandise, location, and
period filtering, use the “Graph Component Type” on page 68.

Typically, you would use the Filtered Graph component on the Performance screen
type.

Note: This section describes the function of the Filtered Graph component, not its
contents. If you are unsure about the contents, see the administrator.

To change the appearance or contents of this Filtered Graph component, click the

pencil button £ in the title bar and click the help button 2! for information on each
parameter. If the pencil button is not present in the title bar, the administrator has
prohibited this component from being changed.
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Top 10 Planned GM Amt|
Top 10 Planned GM%

User Guide
Top 10 Act ot Sales Amt < The Top/Bottom component provides you
T 10 GM At = . .
Top 10 GM3% | with the filters necessary to dynamically
Top 10 Planned Sales Amt |

create a Top/Bottom report (see “Screen
Types” on page 53) that shows you the
top/bottom 10 or 20 items in your area of
interest.

Bottorn 10 Act Met Sales
Bottorn 10 GM Amt
Bottorn 10 GM3%
Bottorn 10 Planned Sale

To create a Top/Bottom report:

1.

Select a filter for each of the Numbered Prompts.

If you can’t scroll down to all of the prompts, either use the wheel on your
mouse, or use the horizontal scroll bar to scroll right so that the MicroStrategy
scroll bar appears.

Click the Execute Report button
The resulting report appears in the same window.

When you are finished reviewing the report, click the Top/Bottom tab again to
create a new Top/Bottom report, or click any other screen tab.

The Top/Bottom reports are meant to be generated dynamically on an as-needed
basis, so you cannot save these reports to your personal report folder.

Numbered Prompts

Before answering the prompts, have a general idea of the merchandise you want to
view and at what level. For example, you might want to view the top 10
GM-producing classes of items by department.

Merchandise Level and Filter - Select the level(s) by which you want to view
and filter the report.

For example, if you are interested in the Mens Division and the Womens
Division, expand the hierarchy in the left list box. Select each division and click
the right arrow to move the selection(s) to the right list box.
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— You make more than one selection at a time by pressing the Ctrl key as you
click each item.

— Ifyou select items from different levels of the hierarchy (e.g., you make
some selections from a Class level and some from a Category level), options
appear asking if you want to match All Selections or Any Selections.

Grouping Level of Merchandise - Select the level by which you want your report
to be organized. The level you select is reflected in the first column of the report.

Building on the previous example, you may want to view the rankings of the
divisions by department. In this case, you would select Department.

Ranking Filter - Select the type of Top/Bottom report, i.e., the top 10/20 or
bottom 10/20 of sales or gross margin (by amount or percent, and for planned or
actual). The following columns appear in all Top/Bottom reports:

— Act Sales Amt Net
— Act GM Amt

— Act GM%

— Planned GM Amt
— Planned GM%

Note: The report is not ordered by the ranking you set. Also note that the
ranking you selected does not appear on the report.

Time filter - Select the period for which you want to view data. The time filter
does not appear on the report:

Filter Description

YTD Year to date

Actual STD Actual season to date
Forecast STD Forecast season to date
BOS Beginning of season
EOS End of season

BOQ Beginning of quarter
EOQ End of quarter
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QTD Quarter to date

BOM Beginning of month
EOM End of month

MTD Month to date
Current Week Provides forecast data
Last Week Provides actual data
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Note: If you compare actuals from the Top/Bottom report to actuals on the Price
worksheets, you may find that they do not always match. Depending on the actuals
that your company is submitting, it may be that more actuals are being submitted
than for the items defined in Price. The Top/Bottom report uses the submitted

actuals.

You cannot change the appearance or contents of the Top/Bottom component. If you
need additional filters, see the administrator.

Note: This section describes the function of the Top/Bottom component, not its
contents. If you are unsure about the contents, see the administrator.
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Parameters Common to All Component
Personalization Screens

All components provide the following parameters, which affect the title bar,
component window padding and height, and whether or not you want to use
administrator default settings.

Note: If any of the parameters listed below are missing from the screen, the
administrator has prohibited that parameter from being edited.

Display Name: Type the text that you want to appear in the title bar of the
component window, up to 50 characters.

Description: Type any notes or information that you want to remember about this
component. This information appears only on the user personalization screens - it
does not appear on the component window itself. The maximum number of
characters allowed is 255.

Padding Width: This option determines the amount of padding (spacing) around
each component, and thus, in combination with the other components, the amount of
spacing between components.

Select one of the options described in the following table. An example of the Thin
and Thick options appears after the table.

Option Description

Thin Approximately 5 pixels around each component window,
resulting in approximately 10 pixels between components.

Medium Approximately 10 pixels around each component window,
resulting in approximately 20 pixels between components.

Thick Approximately 20 pixels around each component window,
resulting in approximately 40 pixels between components.
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Height: Height applies only to component windows in the 1-, 2-, and 3-column
layouts. If the component window is in a fixed layout (such a Layout 1, Layout 1
Inverted, etc.), the height of the component window is set in the screen layout and
you cannot change it. You can set the height in pixels or percent, as follows:

* Pixels - In general, a pixel is one tiny square of an image on your monitor, and
the exact size of the pixel depends on the resolution of your monitor. Because of
this, you may need to experiment with the number of pixels you enter. Enter
pixels in whole numbers.

* Percent - Type type the percentage of the screen that you want the component
window to use. Enter the percents in whole numbers.

Title Bar: The title bar is the top row of the component window, which displays the

pencil &, help ? , minimize == maximize m! , and, when applicable, restore &
buttons.

» Select Show to display the title bar.

» Select Hide to show only the border of the component window with no title bar.
If you later want to Show the title bar, follow this procedure:

To show a hidden title bar:

1. For the screen that contains the component with the hidden title bar, click the
screen tab and corresponding pencil button
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2. On the Screen Personalization screen in the graphic of the screen layout, click

the pencil button of the component whose title bar you want to show.

On the component personalization screen, select the Show option and click the
Save button.

On the Screen Personalization screen, make any other changes necessary and
then click the Save button.

The screen appears, and the title bar is back on the component window.

Use Default: This check box determines whether or not you want to use the entry
set by the administrator:

If you want your changes to be in effect, regardless of any changes the
administrator makes to this component parameter, clear the Use Default check
box. When you select the Use Default check box, the parameter is disabled. To
enable it for editing, you must clear the Use Default check box.

For example, if you add your favorite retail web site to an HTTP links
component and the administrator adds a new one, the component will not
display the new site until you clear the Use Default check box.

To determine what the administrator’s default value is before you clear the Use
Default check box, hover (place the mouse pointer over) the parameter. The
hover text that appears displays the administrator’s default value.

The default value hover text shows the

value that will appear on the component

(rot in this text box) if you select the Use
Default check box,

Display Name: |My Fetail Link
L - Default Yalue: Popular Retail Links f————
Description: ProfitLogic, NRF

If you want the component to display all of the changes the administrator makes
to this particular parameter, select the Use Default check box.

In this case the parameter would be automatically updated for you each time the

administrator made a change.
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Managing Markdowns

This chapter includes the following information:

“Making Markdown Decisions” on page 80

“Opening Worksheets” on page 81

“Editing Worksheets” on page 83

“Worksheet Summaries screen” on page 85

“Asking What If” on page 88

“The What-If Screen” on page 89

“Creating What-If Scenarios” on page 101

“Applying the Optimize-to-Budget Feature” on page 110
“Selecting Markdown Prices” on page 116

“Viewing Forecasts for One or More Worksheets” on page 126
“Recommended Forecast screen” on page 127

“Viewing Item Details” on page 129

“Worksheet screen” on page 132

“Approving Decisions” on page 136
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Making Markdown Decisions

To make markdown decisions, start with the Worksheet screen. The Worksheet
screen is the hub of your pricing activities. From the Worksheet screen, you can:

Consider markdown decisions by evaluating recommendations. Specifically, the
worksheet provides valuable features for helping you to make your markdown
decisions — “Asking What If” on page 88 (the What-If feature) and “Applying
the Optimize-to-Budget Feature” on page 110 (replaces the fit-to-budget
feature).

Act on your decisions by taking, or not taking, markdowns. For details, see
“Selecting Markdown Prices” on page 116.

Reviewing Markdown Suggestions

When you review markdown suggestions, keep the following in mind:

Lifecycle — The goal is to maximize gross margin over the full lifecycle through
both full price and price-break sales.

Exit date and Exit inventory — The number of weeks prior to the exit date
affects the depth and timing of markdown recommendations. Price recommends
markdowns to stimulate sales to achieve the desired inventory at the exit date. If
an exit inventory value is not set, Price assumes that the exit inventory target is
Zero.

Up-to-the-minute information — Because you are closest to your business, you
may have more recent information that could affect markdown
recommendations. The final decision to implement or delay a markdown lies
with you.

Opportunity cost — Keep in mind the gross margin that is lost by not taking a
recommended markdown. This cost is the most immediate indicator of the effect
of not taking a markdown recommendation at the optimal time and depth. The
greater the opportunity cost, the greater the risk that not taking the markdown
recommendation presents.
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Opening Worksheets

Worksheets are the starting point for your markdown analysis; they display items
and pricing groups with associated pricing information. From each worksheet, you
can do the following.

e Change markdown prices

e Take (or not take) markdowns

* Select items for forecasting, What-If analysis, and optimize-to-budget

e View item properties

You can access only those worksheets that are assigned to you by an administrator.

To open your worksheets:

1. From the Main Menu, click Markdowns.

The Worksheet Summaries screen appears, as in the following example. (Your
Worksheet Summaries screen may appear with columns that are named
differently.) For details, see “Worksheet Summaries screen” on page 85.

I ProfitLogic Price About | Help | Logout

Worksheet Summaries 1, poc 15 17:00:00 5T 2002 EI
Action

I(select action] ;I Apply |

[ Divigion | Key Status # Mod |# Accepted On Hand |On Order | # Recs Oppty. Cost | Lost Oppty. Cost ;I
O 21 15 15 25846804 5750083 318 328503 32642 |
L] 311 Mot Submitted 1] 0 1840193 509964 15 1710 1710
= 32 Mot Submitted 12 12| 276775 178015 a a a
L] 313 Mot Submitted 1] 0 200000 95643 1] 1] 1]
= 314 Mot Submitted a 0 329180 59734 1 2418 2418
L] 315 Mot Submitted 1] 0 316367 110832 1] 1] 1]
= JE Mot Submitted 3 3 455369 44127 12 7079 4388
L] 320 Mot Submitted 1] 0 451244 53643 1] 1] 1]
= 321 Mot Submitted a a 81914 91857 a a a
L] 322 Mot Submitted 1] 1] 122 166331 1] 1] 1]
= 323 Mot Submitted a 0 2061516 315236 17 14598 14598
L] 324 Mot Submitted 1] 0 7E4253 135549 18 14145 14145
= 325 Mot Submitted a 0 189673 E1957 a a a
L] 326 Mot Submitted 1] 0 485886 142863 1] 1] 1] -

2. In the Key column (or the equivalent column on your Worksheet Summaries
screen that contains links to worksheets), click the link that corresponds to the
worksheet you want to open.
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The corresponding Worksheet screen appears, as in the following example.
(Your Worksheet screen may appear with different tabs and columns.) For
details, see “Worksheet screen” on page 132.

ProfitLogic Price About | Help | Logout | Main Menu

Worksheet 32 323 Thu Jul 22 17:00:00 EDT 2004 2‘ M M

Items By Mame | Items (Flat)| Pricing Groups | Items By Pricing Group |

Auckian Class Sub Class Tterm Region

[(select action) -1 Apply - - - Show -] show

- | Description litem_id Target ST EOL |Target OH EOL |Taken MD Cost|Taken MD |Curr % Off |RH Price TW |
[~ = 1x1RIB CREW/FAL/2002 i 75.00% 68154 $0.00 Not Taken 31.03% $10.00
™ = |1%1 RIB CAEW/FAL/2002 H 75.00% 58134 $0.00 Not Taken 31.03% $10.00
| 121 RIE CREW 14539065 75.00% 3141 $0.00 Not Taken 31.03% $10.00
| 121 RIE CREW 14539067 75.00% 5270 $0.00 Not Taken 31.03% $10.00
|| 1:1 RIB CRE 14589071 75.00% 5648 $0.00 Not Taken 31.03% $10.00
O BASIC RINGER /HOL/2002 14588701 75.00% a4 $0.00 Not Taken 0.00% 38,50
(=] CHST STRP RGBY/FAL/2002 75.00% 23027 $0.00 Not Taken 2667 $16.50
1 I
# Recs Status Mot Submitted| Effective Date

# Taken Modified By Sat, Jul 17, 2004

Last Mod.

From each Worksheet screen, you can complete the following tasks:

* “Asking What If”, explained on page 88

*  “Applying the Optimize-to-Budget Feature”, explained on page 110
*  “Selecting Markdown Prices”, explained on page 116

* “Saving Changes”, explained on page 125

*  “Viewing Results of Pricing Decisions”, explained on page 125

*  “Viewing Item Details”, explained on page 129

« “Executing Worksheets”, explained on page 138
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Editing Worksheets

You can edit worksheets to add or remove items that are not currently recommended
for a markdown. When items are in the markdown cycle, you cannot add them to or
remove them from worksheets.

This procedure is especially useful when you want to view items that triggered a
“buy more” alert. Because worksheets are intended to display items that have been
recommended for a markdown, items that are selling well do not appear on them by
default. If you want to view those items and their related metrics, you can do so by
using the following procedure. For more information on alerts see “Alerts
Component Type” on page 61.

To add/remove non-recommended items to/from a worksheet:

1.

From a worksheet, select the data view tab for the items or pricing groups you
want to work with.

From the Action list box, select Edit Worksheet and click Apply.

If the worksheet data view was items, the Edit Item Worksheet screen appears as
in the example below (your Edit Item Worksheet screen may appear with
columns that are named differently). The non-recommended items that can be
added to the worksheet appear on the bottom of the screen; the non-recommend
items that can be removed from the worksheet appear in the top section.

ProfitLogic Price About | Help | Logout
Edit Item Worksheet Worksheet |

R non-r ded items from the worksheet

Find by Itermn Class  Sub Class  Ttem

I(select action] ;I Apply | I Search | I 'I I vl I 'I Show |
T"D ision | Department | Key |Clags |Sub Class |ltem | D iption || y Rec. Pr.|Orig. Pr. | Curr Retl.

Add non-recommended items to worksheet

Find by Item Class  Sub Class  Item
I(select action] ;I Apply | I Search | I 'I I 'I I 'I Show |
[ D ision | Department | Key |Class | 5ub Class ltem  |D ipti Inventory | Rec. Pr. |Orng. Pr. | Cumr Retl.
] 1 35 3\ a 3179063 HALWEEN COLLAR 1223 $3.50 $3.50
L] 1 35 3\ 8 3 179063 HALWEEN COLLAR 2541 $3.50 $3.50
= 1 35 3\ a 1179068 GLOW BOME 12058 $2.50 $2.50
[1: 1 35 3\ 8 1179074 EUBBER BOME BES0 $3.50 $3.50
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To add non-recommended items to the worksheet, use any of the following
methods:

Click the check box of each item or pricing group you want to add and then from
the Action list box, select Add Items and click Apply.

or

If filter list boxes are available, use them to filter by the merchandise hierarchy
and click Show. Then, click the top left check box to select all of the items or
pricing groups. From the Action list box, select Add Items and click Apply.

In both cases, the items appear in the top section of the worksheet.

To remove items from the worksheet, use any of the following methods. (These
methods are similar to those described in step 3.)

Click the check box of each item you want to add and then from the Action list
box, select Remove Items and click Apply.

or

If filter list boxes are available, use them to filter by the merchandise hierarchy
and click Show. Then, click the top left check box to select all of the items. From
the Action list box, select Remove Items and click Apply.

In both cases, the items appear in the bottom section of the worksheet.

. When you are finished adding/removing items to/from the worksheet, click the

Worksheet button in the upper-right corner of the screen.

All of the non-recommended items that you added appear on your original
worksheet. Likewise all of the non-recommended items that you removed no
longer appear on your original worksheet.
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Worksheet Summaries screen

To access the Worksheet Summaries screen, click Markdowns from the Main
Menu. The Worksheet Summaries screen displays a list of the worksheets you can
access, along with a summary of each worksheet and its current status.

Use the Worksheet Summaries screen to accomplish the following tasks:

e “Opening Worksheets” on page 81

*  “Viewing Forecasts for One or More Worksheets” on page 126
e “Approving Worksheets” on page 137

e “Declining Worksheets” on page 137

The typical Worksheet Summaries screen includes the following features. The
column names and content are customized for each Price implementation.
Therefore, if you are unsure about the meaning of a column, check with the

administrator.

Feature Description

Check boxes Use to select one or more worksheets for which you
want to view a forecast

Action list and Use to select an action you want to perform on the

Apply button selected worksheets

Done button Use to save the changes you made and return to the
Main Menu

The metrics displayed on the Worksheet Summaries screen are configured during
system set up to display the information most meaningful for your business. Thus
the specific metrics that appear depend on your configuration. Some common
metrics and definitions include the following.

Metric Description

# Rec MD The total number of items recommended for
markdowns this week.
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Metric Description
Rec MD $ The total dollar amount of the recommended

markdowns in the worksheet (using retail
accounting).

Rec MD $ Cost

The total dollar cost of the inventory for the
recommended markdowns in the worksheet

Taken MD $

The total dollar amount of taken markdowns in
the worksheet (using retail accounting.

Taken MD $ Cost

The total dollar cost of the inventory for the taken
markdowns in the worksheet

# Added MD

The total number of markdowns that have been
added in addition to those that Price
recommended.

# Taken MD

The total of recommended and
non-recommended markdowns taken this week.
Recommended markdowns are those
recommended by Price, and non-recommended
markdowns are those buyers may have added on
their own.

# Rec MD Taken

Of the items for which Price recommended a
markdown, the number of those items for which a
markdown has been taken. However, the
recommended price might not have been taken.
For example, the total number of recommended
markdowns taken includes recommended
markdowns taken to any price - recommended,
shallower, or deeper.

# Rec MD Taken Deeper

Of the number of recommended markdowns, this
is the number that were taken at a lower price
than the recommended one

# Rec MD Taken Shallower

Of the number of recommended markdowns, this
is the number that were taken at a higher price
than the recommended one
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Metric

Description

Oppy Cost

Opportunity Cost is the dollar amount you can
generate in profit by taking the recommended
markdowns

Lost Oppy Cost

Lost Opportunity Cost is the dollar amount lost
by not taking the recommended markdowns

MD Budget

The total markdown budget for the current
month, in dollars.

MD Budget Next

The total markdown budget for the following
month, in dollars.

Status

One of the following:

¢ Not Submitted — This worksheet must be
submitted or none of the markdowns or other
price changes can take effect.

* Submitted for approval — This worksheet
has been submitted and is waiting for
someone with approval rights to approve it.
This worksheet must be approved or none of
the markdowns or other price changes can
take effect.

* Approved — This worksheet has been
approved. The markdowns and other price
changes will be sent to the pricing system.

Modified By

The user name of the person who last modified
this worksheet

Modified Time

The time this worksheet was last modified
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Asking What If

Asking what if refers to the capability to experiment with different markdown
choices and target values and compare those outcomes to the original weekly
forecast. You may enter your own markdown prices and other scenario variables to
see the resulting forecast for the selected items. In a quick, interactive manner, the
What-If feature provides you with an idea of how these changes might affect your
key items.

Before you use the What-If feature, make sure you also understand the relationship
between What-If and the following:

e Hierarchies
e Security Permission (User Roles)
* Business Rules

Hierarchies (and Attributes) are various levels created within Price to organize and
assign your company's data, security permission (user roles), and business rules.
Understanding this interaction will assist you in using and correctly evaluating
What-If scenario forecasts. To review Security Permission and Business Rules, see
Chapter 5, “Managing Business Rules,” on page 157.

The following sections give you a basic understanding and ability to successfully
use the What-If functionality:

The What-If Screen

» Title and Messages

* Action

* Forecast and Metrics

* Scenario Settings Table

* Graph

Creating What-If Scenarios
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The What-If Screen

The field labels displayed on the What-If screen are configured at system set up to
display the information most meaningful to your company.

The What-If screen is divided into five sections as illustrated below:

L) ProfitLogic Price
What If

1 itmm invalving 0 Pricing Groups.
Faeammundations have forucast for 1 item.

Fraraboulste
Show [nitial Recormmaendaticns

> | woning

416405 2.
&

141,325.48
% 46T %

2.6

5 135 125 113
§4.745.5 A 572 X 42,597.87
41,7565 5 JEEL. £ $1,363.75 4123283

Titles and Messages

This section of the What-If screen displays both the title of the screen and
information about the items selected. Item information is illustrated in green print
and lists the following:

+ Ifany of the selected items are also included in Pricing Groups
* How many of the selected items have recommendations
* The recalculation count, if present

* How many items have been included in the What-If forecast
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Error messages appear red print

ProfitLogic Price About | Holp | Logout
What If Cancel
1 item ivalving 0 Pricing Groups,
Recommendations have forecast for 1item.
Action

Once you have evaluated, viewed, entered and/or changed information on the
What-If screen, you may:

* Recalculate

e View and/or reset the What-If forecast to the initial recommendation(s)
* View optimization messages

* Take the Price initial optimized markdown recommendation(s)

» Take altered markdown recommendations after you select Recalculate
e Print and Export information

To take Action and access the Action drop-down list, navigate to the Action field
and click directly on the down arrow within the field.

The Action drop-down list appears:

Action
(zalect action) ~  sApply |  Recalculate |
Recalculate L] D | 1Io0s (107097200

Show Initizl Recormmendations
Wiew Optimization Massagas

Take Recomrended Markdowns $15.2
Take What If Changes $19.74 $15,92 $19.c
YWiew Seleced Items= $19.:
Print Pags

Export Table

The following are definitions for the Action drop-down list:

Action Drop-Down List Definition

Recalculate Using markdowns and other value changes,
re-optimize and show the new forecast.

Show Initial Redisplays and resets the initial Price
Recommendations recommended markdown(s).
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Action Drop-Down List Definition

View Optimization Messages | When selected, a pop-up displays
information messages for the initial Price
optimization or your recalculated

optimization:
Wiew Optimization Messages ose
Eategory Count Ewample Hessage
Mot Reccmnmandad L Sallt to target without changes: Markdown not recommsanded
Take Recommended Allows you to take the original or initial
Markdowns recommended markdown recommendations

as in the Price Worksheet.

Take What-If Changes Allows you to take your What-If changes
from the What-If screen (including the
business rule changes). If not changed, this
value will be used in the next Price
optimization.

Print Page Select the Print option to print the
information on the What-If screen.

Export Page Allows you to download information on the
What-If screen and export and save the file.

The Action section also contains two buttons to the right of the Action field:

1. Apply Button - Click Apply after you select an Action from the available
Action drop-down list within the Action field.

2. Recalculate Button - Performs the same action as Recalculate in the Action
drop-down list. Either Recalculate directly from clicking on the button or
Recalculate from the Action drop-down list.

Forecast and Metrics

Within the What-If screen (and all throughout the Price application) are field labels
that organize the presentation of field information and calculations. Metrics are both
field labels and the field contents that display numbers, dates and other results.
Metrics are configured during system set-up and reflect your company's unique
business.
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The What-If Forecast and Metrics section resembles a table with labels listed across
the top (Column Metrics) and down the left side (Row Metrics), see example below:

EOL LD TT00S  11/02/2002 11/09/2002 11/16/2002 11/23/2002 11,f)zn_/_z$_—0
ill Right /Left =l <| > | > |
Opt Ticket Price $5.00 $1.99 $1.99 $1.99 $1.
Dpt Sales Price $4.93 $2.30 $5.00 $2.10 $1.99 $1.99 $1.
Orig. Price 45.00 45,00 45.00 45.00 s,
Price Ladder v v w
Dvervide Price $2.30 $5.00 Ticket v Ticket - Ticket v Tickat
Ticket Price $35.00 §1.99 $1.99 $1.99 $1,
Sales Price $5.00 $2.20 $1.99 $1.99 51,
Sales § $435,744,79($135,744,79[$105,140,16 $30,604.63 $6,195.00 $2,097.60 $5,914.23 $5,591,90 $4,305.
Sales Units 34,633 34,633 21,341 13,292 1,239 3,856 2,972 2,810 2.4
GM 3 7,733.79| $57,733.79
GM % 42,5 % 42,5 %
MU 60.0 % -0,5 % -0.5 % -0.5 % -0.5
MD§ $71,376.13 $.00 $71,376,13 $.00 $.00 $.
Discount § $71,376.13 §.00 $71,376.13 §.00 $.00 %
Sell Theu 9 53.3 % 5.0 % 16,3 % 15.0 % 16.6 % Sl .
Sell Theu 96 (Total T4.8 % 4.8 % 46.1 % 28.7 % 2.7 % 8.3 % 6.4 % 6.1 % 5.2
EOP Units 11,660/ 11,660 24,952 11,660 23,713 19,857 16,885 14,0735 11,6
EOP § (Retail $23,203.4| $23,203.4 $124,760 $23,203.4 $118,565 $39,515.43 $33,601.15 $26,009.25 $23,202
\Eup Cost] $23,320 $23,320 $49,904 423,320 $47,426 $39,714 $33,770 $28,150 $23.3
ro. la

Click directly on the Metric labels to get a detailed definition of the information
represented by the Metric. Scroll across the row or down the column to view the
Metric contents.

The following are some common Column Metrics and their definitions:

Column Metric Definition

FCEOL ForeCasted End Of Life represents the forecasted total
from the beginning of the life cycle to the exit date,
using the forecast and markdowns from the weekly run.

EOL End Of Life represents the sum of the LTD and TTOOS
totals, representing the forecasted totals from the
beginning of the life cycle to the exit date. This uses the
forecast and markdowns from the What-If simulation, if
re-calculation has occurred. Otherwise it is the same as
FCEOL.

LTD Life To Date is the total from the beginning of the life
cycle to the most recent week of history.

TTOOS Total Til Out Of Stock represents the forecasted total
from the start of the simulation to the exit date. Displays
the initial Price markdown recommendations or after a
Show Initial action. Displays the forecast and
markdowns from the What-If simulation, if a
re-calculation has occurred.
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Column Metric

Definition

Dates

The fiscal weeks' forecast until the End of Life for the
items selected.

The following are some common Row Metrics and their definitions:

Row Metric Definition

Fill Right/Left Once a Price Ladder and/or Override Price have been
entered (or left blank), click the Fill Right/Left arrows
to automatically fill the empty fields with the values
you select.

OPT Ticket Price Optimized Ticket Price represents the Ticket Price

forecasted during the Price weekly run for the end of
the specific time period.

OPT Sales Price

Optimized Sales Price is the forecasted Sales Price for
the week, assuming all recommended markdowns are
taken. This price may be lower than the forecasted
ticket price due to promotions. It may be higher than
the ticket price in markdown weeks since some sales in
those weeks may be forecasted to occur prior to the
markdown.

Orig. Price

Original Retail Price represents the ticketed price of the
item before any markdown recommendations taken.
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Row Metric Definition
Price Ladder The available price ladders listed in the drop-down field

will dynamically change the available options listed in
the subsequent Override Price drop-down field.

You may leave this field blank (not make a selection)
-OR-

Select a ladder from the drop-down list of price ladder
options. Each price ladder represents a list of
store-supported prices to which the merchandise may
be marked down. These price ladders are configured to
represent your company's business. Overall, the types
of ladders that may be configured in the Price system
are as follows:

* Perm Price Point - use permanent accounting,
specify a dollar value

* Perm Percent Off - use permanent accounting,
specify a percent of full price

* Temporary Price Point - use temporary accounting,
specify as a dollar value

* Temporary Percent Off - use temporary accounting,
specify as a percent of full price

* POS- Percent - use temporary accounting, specify
as a percent off the current ticket price
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Row Metric

Definition

Override Price

If you left the Price Ladder field blank (no selection
from the drop-down list is made), the following choices
are available in the Override Price drop-down list:

» Ticket - Select this to make no change, accept
values as is

¢ Recommended - Select this to markdown to the
initial/untaken Price recommendations

* Recommended as Temp - Select this to markdown
to the recommended level, but use temporary
markdowns

If you select a Price Ladder from the Price Ladder field,
the Override Price drop-down list updates with either a
list of prices or a list of percents off, dynamically
changing to match the Price ladder selected.

Ticket Price

Ticket Price resulting from the What-If optimization. If
no re-calculation has occurred, this will be the same as
OPT Ticket Price. The Ticket Price is
inventory-weighted averages across the forecasted
items.

Sales Price

Sales Price resulting from the What-If optimization
including Temporary, POS, and Promotions. In weeks
with markdowns, this number may be higher than the
ticket price if any sales occurred at the pre-markdown
price. The Sales Price is sales-weighted averages across
the forecasted items.

Sales $

The total Sales Dollars for the specified time period.

Sales Units

The total Sales Units for the specified time period.

GM § Gross Margin Dollars include the sales dollars minus
(Unit Cost multiplied by Total Units) plus (Residual
value of unsold units).

GM % Gross Margin Percent is the Gross Margin Dollars
divided by Sales Dollars.
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Row Metric

Definition

MU %

MarkUp Percent is the (Ticket Price minus Unit Cost)
divided by Ticket Price.

MD $

MarkDown Dollars equals the forecasted markdown
cost for the specified time period. The markdown cost
is the sum of the costs based on permanent markdowns.

Discount $

Discount Dollars is the forecasted discount cost for the
specified time period. The discount cost is the sum of
permanent and temporary markdown costs as well as
promotions.

Sell Thru %

Sell Through Percent represents the Percentage of units
sold during a given period, relative to units at the
beginning of that period. Calculated as follows: Sales
Units divided by (Cumulative Sales Units plus EOP
Units). Cumulative Sales Units are the total sales
through the period and EOP Units are the forecasted
remaining units at the end of the period.

Sell Thru % (Total)

Percentage of units sold during a given period, relative
to total buy quantity. Calculated as: Sales Units divided
by (Cumulative Sales Units plus EOP Units).
Cumulative Sales Units are total sales through the
period and EOP Units are the forecasted remaining
units at the end of the period.

EOP Units

End Of Period Units represent the Forecasted
remaining units at the end of the period.

EOPS (Retail)

End Of Period Dollars (Retail Value) is the Forecasted
retail value of remaining units at the end of the period.

EOPS (Cost)

End Of Period Dollars (Cost Value) is the Forecasted
cost of remaining units at the end of the period.

Promo Flag

Indicates that the selected item(s) have a planned
promotional event.
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Scenario Settings Table

When an item is selected for evaluation on the What-If page, Price automatically
populates the screen with the item's markdown metrics and Scenario Settings from
the most current Price optimization.

Scenario Settings are a set of operational constraints (business rules) contained in a
table located on the What-If screen. For an explanation of business rules, see
Chapter 5, “Managing Business Rules,” on page 157. Overriding the Scenario
Variables Settings allows you to experiment with markdown recommendations and
forecast what will happen if these changes are applied to the selected items. The
What-If function uses values from the table and metrics available for manipulation
on the What-If screen to recalculate the optimal markdown forecast.

Select a Scenario Variable by clicking in the box to the left of the Scenario Variable
column. Enter the Override Value associated with the Scenario Variable. A
description of the Scenario Settings columns and fields are listed below:

Scenario Value Cuwrrent Setting |
variable DVaride Ve uUsed | (default) |
1 |Current Inventory 1002 - 54861002 - 5486
# |Extt Dates 03721085 103/21/05  |03/03/05 - 03/25/05
=] | Target Sell Thru % 12% - 17% |12% - 17%
] [Salvage Value l 5 4% - 6% 49 - 6%
COLUMNS in the Scenario Settings Table:
Selection box Selecting the check box allows you to enter values in
the Override Value field.
Scenario variable The operational constraint or Business Rule available
to override.
Override variable Selection Box must be checked in order to enter

values in the Override Value field. The value
(number, date, %) in this field will override the
current value last submitted within Business Rules
Manager, Item Maintenance or a previous What-If
Take Changes action.

This value matches the forecast displayed in the grid
and will be used for recalculation when applied.
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Value used Most recently altered Scenario Variable Override
value. Use this field value in conjunction with the
Current Setting (default) value to determine if the
What-If forecast differs from the default settings.
Information in the Value Used field will correspond
to the Grid in the lower right of the What-If screen.

Current setting Values that will be used to calculate What-If

(default) forecasts, Grids and the next model run if no
Override Value is entered. The Current Settings
reflect up-to-date values that may have been set via
the Business Rules Manager, Item Maintenance, or a
previous What-If Take Changes action.

ROWS in the Scenario Settings Table:

Current Inventory Changing this value will allow you to experiment
with canceling existing inventory orders or making
new orders. This value may be represented as a range
of numbers of units or a percentage of beginning on
hand inventory.

Exit Dates The desired target date (expressed as mm/dd/yyyy)
for selling out the inventory.

Target Sell Thru % The desired target inventory level at the exit date,
usually specified as a % of the original retail price.

Salvage Value Value of any inventory left beyond the target exit
date, usually specified as a % of the original retail
price.

Graph

The graph on the What-If screen is a visual representation of the week-to-week EOP
Units (End of Period Inventory) and Sales Units. The What-If graph displays the
inventory and sales data for the initial Price forecast and for your What-If scenario
forecast, as shown in Before Recalculating and After Recalculating. The graph is
located at the bottom right of the What-If screen and changes dynamically to show
you the impact of price changes.

Before recalculating:
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The Graph initially displays two lines with solid, colored square (orange) and
circular (blue) points. The circular points represent the Forecasted Inventory in
Units, the square points denote the Forecasted Sales within the time frame targeted
to sell the selected items.
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After recalculating:

The Graph will display four lines after recalculating. The two solid, colored square
and circular points still represent the Forecasted Sales and Inventory Units (as
mentioned previously). The two hollow, colored square and circular points represent
the modified, What-If optimized results. The hollow square points (orange line)
illustrate the new modified Sales Units expected to sell within the time period listed.
The hollow circular points (blue line) show the modified Inventory Units expected
to sell after the What-If recalculation.
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Creating What-If Scenarios

A What-If scenario is the result of changes made to markdown prices and Scenario
Override Values for selected items. To see the results of a scenario, you may click
Recalculate (or select Recalculate from the Action drop-down list, then click
Apply) to update the forecasts and graph. From there, you may compare Gross
Margin and other metrics for both the Price initial recommendations and your
What-If scenarios.

Creating a What-If scenario with changes made to Markdown Prices and
Pricing Ladders:

1. On your Worksheet, click the check box next to each item you want to include in
a What-If scenario. You may select up to 100 items.

For best results, select items with similar pricing and/or operational constraints.
For example, though you could select an item with a current price of 29.99 and
another item with a current price of 3.99, the What-If results will be easier to
interpret if you create separate What-If scenarios for disparately priced items.

2. From the Action field drop-down list, select What-If, then click Apply.

The What-If screen appears showing the recommended forecast for the items
selected:

what 1F
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Scroll to the right to view the number of weeks until the target Exit Date. The
What-If screen does not display recommendations for weeks past the latest
Outdate.

3. Inthe first week displayed, select the type of markdown you wish to experiment
with.

Note: The orange dated column is the first week your Taken changes may be put
into effect.

To... Do the following...

enter a markdown price From the Price Ladder drop-down list, select a
Price Ladder for permanent markdown prices,
temporary markdown prices, or POS percent off.

» Ifyou select a price or percent off from a
permanent markdown Price Ladder, both the
Sales Price and the Ticket Price change to the
selected value.

» Ifyou select a price or percent off from a
temporary markdown price ladder, the Sales
Price changes to the selected value, and the
Ticket Price remains unchanged.

» Ifyou select a percent off (from a POS
Percent Price Ladder), the percent off is
applied to the ticket price currently in effect
to produce a new Sales Price.

From the Override Price drop-down list, select
the price or percent off (depending on the Price
Ladder options selected) you wish to experiment

with.
use the Price markdown From the Price Ladder drop down list, make sure
initial recommendations no Price Ladder is selected. From the Override
using permanent Price drop-down list, select Recommended.

markdowns

take the Ticket price without | From the Price Ladder drop down list, make sure
specifying a markdown no Price Ladder is selected. From the Override
Price drop-down list, select Ticket.
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To... Do the following...

use the Price initial From the Price Ladder drop down list, make sure
markdown recommendation | no Price Ladder is selected. From the Override
using temporary markdowns | Price drop-down list, select Rec as Temp.

4. Click the right and left arrow buttons to quickly populate data to weeks as
necessary. The arrows assist you in populating the successive weeks with values
selected in the Price Ladder field and Override Price field.

For example:

a. Select a value in the Price Ladder field from the drop-down list.

b. Select the corresponding Override Price from the Override Price drop-down

list:
11/09/2002 11/16/2002 11/23/2002
<|> <|>] Zliz
§22,99 $22.99 $22,99
§$23.85] $?2.99 $22.99
*29.50 $29.50 $29.50
v } v v
$28.99 ¥ Ticket v Ticket v
$22.99 $22.99 $22,99
$23.85] $22.99 $22.99
$214.65 $252.89 £229,90

c. Click on the Right arrow. Price automatically populates the same values in
the Price Ladder field and Override Price field to all the fields to the right:

; 11/16,/2002 11/23/2002
< =<|>] i

f22.99 T §22.99 ~ $22.99
$23.85 $22.99 $22.99
$29.50 $29.50 $29.50
WOMENS v | womens v [ womens v
$26,99 v $28,99 ¥ $28,99 ¥
2297 T o2 ’ £22.99
$23.85 $22.99 $22.99
$214.65 $252.89 $229.50

5. Repeat steps 3 and 4 until each week reflects your markdown choices.

You may click Recalculate as you make each change, or you could wait until
you have made all of your changes.

6. When each week reflects your choices, click Recalculate.

(Alternatively, you could select Recalculate from the Action drop-down list and
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The effects of your markdown selections appear in the EOL column and in the

graph.

7. View the resulting What-If scenario forecast for the weeks listed on the What-If

screen.

8. After you review the What-If results, you may perform any of the actions listed

in the table below:

To...

Do the following...

keep a record of the changes
you made for future reference

From the Action field's drop-down list, select
Print Page and click Apply.

On the Print dialog box that appears, adjust
the orientation and paper size to your needs.

make no changes and return to
the worksheet from which you
first selected the items for
What-If analysis

Click Cancel.

Your What-If modifications are not saved, and
they have no effect on any markdowns.

take the initial markdowns
recommended by Price, do not
apply What-If changes

From the Action field's drop-down list, select
Take Recommended Markdowns and click

Apply.

The worksheet from which you first selected
the item(s) for What-If analysis appears, and
the status for the item(s) is Taken Item
Recommended or Taken Pricing Group
Recommended.
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To... Do the following...
take the changes as modified From the Action field's drop-down list, select
for the item(s) currently Take What-If Changes and click Apply.
selected for the What-If
scenario The worksheet from which you first selected

the item(s) appears, and the status for the
item(s) is Taken from What-If.

Regardless of the changes you made for all of
the weeks displayed in the What-If scenario,
only the changes for the current effective date
are applied to the next weekly optimization.

For example, if the current effective date is
3/24/2004 (indicated by an orange border on
the What-If screen). Then, if you decide to
modify the markdowns for that week and two
other weeks, only the markdown for
3/24/2004 is Taken when you select the Take
What-If Changes action option.

If any of the changes cannot be made, a
pop-up box appears with more information:

ProfitLogic Price

Apply Permanent Changes __':_“_"_‘F'_'_] u"|

Ho permanent changes may be made,

Change Exit Date to Tus Feb 01 00:00:00 EST 2005 net allowed
due ta inzuffident permiszion or rule not dafined

Note: You may change Markdown Prices, Ladder Selections, and Operational
Constraints within the Scenario Settings Table all within a single What-If
scenario.

Creating a What-If scenario with changes made to Operational Constraints
listed in the Scenario Settings Table:

1. On your Worksheet, click the check box next to each item you want to include in
a What-If scenario. You may select up to 100 items.

For best results, select items with similar pricing and/or operational constraints.
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For example, though you could select an item with a current target Exit Date of
December and another item with a current target Exit Date of October, the
What-If results will be easier to interpret if you create separate What-If
scenarios for items with disparate operational constraints.

From the Action field drop-down list, select What-If and click Apply.

The What-If screen appears showing the recommended forecast:

wihar 1F Carnvel |

v Ak | acabelats

LT TR C TR AR TIONG  LRESEERR O LRVEEVEERE [THTE T [TEETT TR ETH
<|=] A e

sodified Invemory
Forecast Imventony
Modifled Sales

NEOZOZORY  L1/23/2007  1F 1402007 01,04) 03
Veerk Dading Satuday

Scroll to the right to view the number of weeks until the target Exit Date. The
What-If screen does not display recommendations for weeks past the latest
Outdate.

In the first week for which you want to make a change, leave the Initial Price
recommended markdown as it is.

Note: The orange dated column is the first week your Taken changes may be put
into effect.

To... Do the following...
use the Price markdown From the Price Ladder drop down list,
recommendation make sure no Price Ladder is selected.

From the Override Price drop-down list,
select Recommended.

106 Confidential



ProfitLogic Price 4.5
User Guide

To...

Do the following...

take the Ticket price without
specifying a markdown

From the Price Ladder drop down list,
make sure no Price Ladder is selected.
From the Override Price drop-down list,
select Ticket.

use the Price markdown
recommendation using temporary
markdowns

From the Price Ladder drop down list,
make sure no Price Ladder is selected.
From the Override Price drop-down list,
select Rec as Temp.

Note: You may change Markdown Prices, Ladder Selections, and Operational
Constraints within the Scenario Settings table all within a single What-If
scenario. This example will focus on the Scenario Settings Table only.

4. Leave the Price Ladder field blank (do not select a value). Leave the Override
Price field as Ticket (this is the Price Recommended markdown default value for

this field).

5. Navigate to the Scenario Settings table located to the lower left of the What-If

screen:

Scenaro Sotbngs (acrocc all forecasted items)

[ |sell Thru %

D Salvage Value

Scenario Scenario Yalue Current
Varnable Ovemide Used Setting
Current
D Inventory 161 161
I:‘ Exit [ ate 02/01/200%| 02/01/2003

73.00% 73.00%

23.00% 23.00%

To review the definitions of the rows and columns within the Scenario Settings
table, see “Scenario Settings Table” on page 97.
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6. Click in the box to the left of the Scenario Variable you wish to change.
To... Do the following...
increase or decrease the Current Note the Current Setting field and the
Inventory Levels value listed in the Current Inventory row:

To Increase the Inventory Level, make
sure the Scenario Override number you
enter is Greater than the number listed.

To Decrease the Inventory Level, enter a
number in the Scenario Override field
that is Smaller than the number in the
Current Setting field.

extend or shorten the Exit Date Note the Current Setting field and the
date listed in the Exit Date row:

To Extend the Exit Date, make sure the
Scenario Override date you enter is After
the date listed.

To Shorten the Exit Date, enter a date in
the Scenario Override field that is Before
the date in the Current Setting field.

increase or decrease the Sell Thru Note the Current Setting field and the
Percent percent listed in the Sell Thru Percent
row.

To Increase the Sell thru Percent, make
sure the Scenario Override percent you
enter is Greater than the percent listed.

To Decrease the Sell Thru Percent, enter
a percent in the Scenario Override field
that is Smaller than the percent in the
Current Setting field.
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To... Do the following...
increase or decrease the Salvage Note the Current Setting field and the
Value percent listed in the Sell Thru Percent
TOW.

To Increase the Salvage Value Percent,
make sure the Scenario Override percent
you enter is Greater than the percent
listed.

To Decrease the Salvage Value Percent,
enter a percent in the Scenario Override
field that is Smaller than the percent in
the Current Setting field.

7. Go to the Action field located in the upper left of the What-If screen. Either click
Recalculate, or click the down arrow in the Action field. Select Recalculate
from the Action Field's drop-down list. Click Apply.

8. After viewing the What-If forecast scenario, decide to take an Action from the
Action section. See “Action” on page 90 for information.

Note: If you select Take What-If Changes after changing the following:

* Markdowns for dates other than the Effective Date (the first week listed in
the Dates column of the What-If forecast scenario).

* Inventory amounts

A pop-up screen will appear indicating No permanent changes may be made.

Apply Permanent Changes cancel Ol

Mo permanent changes may be made.

Inventory changes cannot be made in this application

Change Sell Thru Target to 0.9 not allowed due to insufficient
permission or rule not defined

Click OK or Cancel to exit out of the screen, or click on the check box in front
of the change to be made in the What-If screen.

9. View the resulting What-If scenario forecast for the weeks listed on the What-If
screen.
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Applying the Optimize-to-Budget Feature

The optimize-to-budget feature assesses all selected items with markdown
recommendations and intelligently applies your markdown budget dollars to
provide the greatest gross margin. The results for each item might be the original
optimal markdown, a shallower markdown, or no markdown.

Specifically, the optimize-to-budget feature allows you to do the following:

* Select only those items you want to include in the optimize-to-budget analysis.

* Take priority markdowns and exclude them from the optimize-to-budget
analysis so that the markdowns are not altered. The optimize-to-budget feature
will deduct the cost of those markdowns out of the total budget prior to
optimizing your budget across the rest of the eligible items, resulting in a more
accurate allocation of the budget.

Optimize-to-Budget and Markdown
Accounting

In the optimize-to-budget feature, Price calculates the cost of the markdown
assuming a permanent price change. A permanent price change is the markdown
cost associated with owned inventory.

Before You Begin

Important: It is highly recommended that you apply the optimize-to-budget feature
before you perform item and pricing group maintenance. The markdown
recommendations that appear on your worksheets are generated based on the pricing
groups and items as they existed at the time of Price optimization. Therefore, if you
make changes to pricing groups before applying the optimize-to-budget feature, you
are bypassing that optimization.

You can still manually change markdowns after you apply the optimize-to-budget
feature.
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To apply the optimize-to-budget feature:

1.

From the Main Menu, select Markdowns.

The Worksheet Summaries screen appears.

From the Worksheet Summaries screen, select the worksheet to which you want
to apply the optimize-to-budget feature.

The selected worksheet appears.

Do one of the following.

Note: If you take markdowns before applying the optimize-to-budget feature,
you are prompted (as shown in step 4) to include or exclude those markdowns
before the actual optimize-to-budget analysis.

If

Do this

You want the
optimize-to-budget feature to
analyze the entire worksheet
(except for items you may have
added manually)

Click the top left check box to select all
items on the worksheet.

You want the
optimize-to-budget feature to
analyze some items (except for
items you may have added
manually) but not others

Click the check box next to each item you
want to include in the optimize-to-budget
analysis.

You want to take some
markdowns and you want to
exclude those items from the
optimize-to-budget analysis

Take the markdowns as you usually do.

Click the check box next to the remaining
items that you want to include in the
optimize-to-budget analysis.

You want to take some
markdowns but still include
those items in the

optimize-to-budget analysis

Click the check box next to the items that
you want to include in the
optimize-to-budget analysis, even if you
have already taken markdowns for them.
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4. From the Action list, select Optimize to Budget and click Apply.

If taken markdowns are included in the selected items, a confirmation dialog box
appears asking if you want to include or exclude those items from the analysis.

ProfitLogic Price

Confirmation Done | Cancel |

“fou have selected 2 Taken Items. If you choose
to proceed, vou will loose all prior MD's taken on
these iterns,

" EXCLUDE selected taken iterns, This wil
exclude all taken iterns selected and vou will retain
previously taken MD's

% INCLUDE selected taken iterns. This will
include all taken itermns selected for optimization
and you will lose previously taken MD's

Otherwise, the Optimize To Budget dialog box appears. Depending on the Price
implementation for your company, your markdown budget may already appear
in this dialog box.

Optimize To Budget Done | Cancel |

By selecting this action, PL Price will evaluate the best combination of price reductions for the selected
iterns that will both, fit within the budget to optimize within, AND maximize gross margin dollars,

Please enter the numeric value of the amount without syrmbels or decimal digits. E.g. For "$1000,00"
please enter "1000",

Manthly MD Budget I o]

Cornmited MD § o]
Taken MD $ (this week) o]
MO Budget Balance o]

M % to reserve for remaining periods this ronth I o]
Budget to Cptimize within I o]

i Only evaluate PL Optirnal price and PL Mo Action Taken options, Mo other price points will be
evaluated if you select this option. (Thiz is analogous to the Fit-To-Budget operation that was available
in previous versions of this software.)

5. Complete the Optimize To Budget dialog box using the following table as a
guideline.
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Field Description

Monthly MD Budget This field may be pre-populated with the
markdown budget as submitted by your
company. If it is not, enter the dollar amount of
your monthly markdown budget as a whole
number, omitting the dollar sign, commas, and
decimal value for cents.

Example: If your markdown budget is
$1,790,000.50, you would enter 1790000.

Committed MD $ This information is for display only, and it is
populated only if your company has submitted
this value. It represents all of the markdown
dollars that have been taken (already executed
in stores) for the previous weeks in this month.
Markdowns that have been taken but that have
not been executed in stores are not included in
the dollar amount.

Taken MD $ (this week) This information is for display only. It reflects
the taken markdown dollar amount as follows:

e It includes the dollar amount for
markdowns you have taken on the
worksheet but omitted from the
optimize-to-budget feature.

» It excludes the dollar amount for
markdowns you have taken on the
worksheet but selected for the
optimize-to-budget feature (because these
items may be assigned new markdown
amounts based on the optimize-to-budget
results).

MD Budget Balance This information is for display only. The
markdown budget balance is calculated as
follows:

Monthly MD Budget - Committed MD §$ -
Taken MD $
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Field Description
MD $§ to reserve for Enter the dollar amount of your budget that you
remaining periods this want to save for the remainder of the month.
month This applies if you are executing your budget

on a weekly basis. If you are not concerned
about week-to-week budgets, leave this field
blank.

Budget to Optimize within | Enter the dollar amount of your budget that you
want the optimize-to-budget feature to use
when you click Done.

Only evaluate PL Optimal | This option is provided if you used the

price and PL No Action fit-to-budget feature (in previous Price

Taken options releases) and want your markdown budget to
be calculated in a similar way. The
fit-to-budget approach considers only optimal
(Price) recommendations; it does not consider
shallower markdowns. (For details on the
fit-to-budget feature, see the Price User Guide
or help that accompanied earlier releases of
Price.)

6. When the Optimize To Budget dialog box reflects the entries you want, click

Done.

When the reoptimization is finished, your worksheet is updated with the
markdown recommendations that fit within your specified budget. The
optimize-to-budget results are reflected in the following columns, which may be
named differently at your company.

Taken MD (Budget Constrained for markdowns applied by optimize-to-budget)
MD Price

GM § Oppty

GM § Oppty - Budget Constrained Price

Budget Constrained Price

MD Status

If the GM $ Oppty - Budget Constrained Price column is 0, there is no revenue
lost by the budget constraint. On the other hand, the value displayed by the GM
$ Oppty - Budget Constrained Price column is potentially lost revenue because
of the budget constraint.
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Note: The metrics at the bottom of the worksheet may or may not update,
depending on the Price implementation at your site. If you are unsure about
these metrics, check with the administrator.

7. Review the markdowns and, if necessary, make changes as you normally would.

For details on adjusting prices on your worksheets, see “Selecting Markdown
Prices” on page 116.

8. When you are satisfied with the results on the worksheets, submit your
worksheets for approval.

For details, see “Submitting Worksheets for Approval” on page 136.
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Selecting Markdown Prices

If you are managing your markdowns within a budget, or if you just want to
experiment with a markdown budget, it is recommended that you first use the
optimize-to-budget feature as explained in “Applying the Optimize-to-Budget
Feature” on page 110. After you use the optimize-to-budget feature, you can adjust
prices as necessary before you take and submit markdowns.

Use the Worksheet screen to select markdown prices. From the Worksheet screen,
you can complete the following tasks:

*  “Locating an Item or Pricing Group” on page 116

e “Taking Recommended Markdowns” on page 117

e “Changing a Markdown” on page 118

e “Taking Markdowns in a Group” on page 119

e “Taking Accelerated Markdowns” on page 121

e “Removing a Markdown” on page 123

* “Reverting a Markdown” on page 124

*  “Deciding Not to Take a Recommended Markdown” on page 125
e “Viewing Results of Pricing Decisions” on page 125

e “Saving Changes” on page 125

Locating an Item or Pricing Group
To locate a specific item or pricing group:

e Use the hierarchy drop-down lists to limit the merchandise that is displayed on
the worksheet.

The hierarchy drop-down lists are named differently depending on your Price
implementation. Following are examples of merchandise (class, sub class, and
item) and location (region) hierarchy drop-down lists.

Class  Sub Class  Itemn

ID 'I |1 'I |1?5?96 'I Showl

Region

Iﬁ Show |

» Use the sort and filter features to control how the merchandise is displayed. See
“Sorting Data” on page 196 and “Filtering Data” on page 197.
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Taking Recommended Markdowns

If your merchandise is organized into pricing groups, Price makes two markdown
recommendations - one for the entire pricing group and one for each individual item,
as in the following example.

Desc. MName item_id iRec Rt | Grp Rec Rt
STP ZIPCARDIGN/F2/2002 STP ZIPCARDIGH $17.40 $16.99
STPZIPCARDIGN/F2/2002 STP ZIPCARDIGN 14B50035;  $17.99 $16.99
STP ZIPCARDIGN/F2/2002 STP ZIPCARDIGM 14680037  $16.99 $16.99

In this example, the Rec Rtl column contains the markdown recommendation for
each item, and the Grp Rec Rtl column contains the markdown recommendation for
the pricing group (these columns may be named differently for your Price
implementation).

Use this procedure when you want to take Price markdown recommendations “as is”
with no changes. If you want to change one or more markdown recommendations,
see “Changing a Markdown” on page 118.

You can take markdowns for individual items even when they are members of a
pricing group.

To take a recommended markdown:

1. Select the check box for each item or grouping that you want to mark down. You
can select more than one. Select all by selecting the box at the top of the column,

as shown:
I = Item Description
o [~ @ 170740 BEADED HAL ICO

?;:;::g’ s [T B 170741 SPOOKY SPIDER
V! @ 171112 ON MULTI RHNST
[~ ® 175676 RSTN FADE LOGOD
[~ 175684 MF YNECK

Check this box to

select all items in

the column v = Item Description
¥ @ 170740 BEADED HAL ICO

All items are ¥ @ 170741 SPOOKY SPIDER

selected W @ 171112 ON MULTI RHNST
¥ @ 175676 RSTN FADE LOGO
¥ @ 175634 MF WNECK

2. From the Action list box, select Take Markdown and then click Apply.
3. Repeat step 2 as necessary for other items on the worksheet.
4. When you have finished taking the recommended markdowns, click Save.

The summary metrics at the bottom of the worksheet show totals for the selected
markdowns.
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Changing a Markdown

For competitive or strategic reasons, you may want to change a markdown from the
one recommended by Price. To change a markdown for one pricing group or item at
a time, use the following procedure. To change a markdown to a common price for
several items or pricing groups at a time, see “Taking Markdowns in a Group” on

page 119.

To change a recommended markdown amount:

1.

Select a data view tab (depending on your Price implementation, only one data
view may be available) that presents the items in the way you want to change
markdowns.

Common data views are explained in “Items and Pricing Groups in Data Views”
on page 132.

From a worksheet, click the check box to select the item with the markdown
price that you want to change.

From the Ladder (or the equivalent name for price ladder) column, select the
appropriate value for the price ladder you want to use.

In the MD Pr (or the equivalent name for markdown price) column, select the
new markdown price for each individual item or grouping you would like to
change.

From the Action list box, select Take Markdown and click Apply.

The worksheet updates the Taken MD column (or the equivalent column in your
Price implementation) with a status of Taken, and it updates the Taken MD Cost
column (or the equivalent column in your Price implementation) with the cost of
this markdown.

In order for these markdowns to be reported as input into your merchandise
system, submit the worksheet by the cut off time as explained in “Submitting
Worksheets for Approval” on page 136.
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Taking Markdowns in a Group

Taking markdowns in a group (also known as taking advanced markdowns) allows
you to select multiple items or pricing groups and then set them to a common price
at one time. In other words, you make price changes to groups of items or pricing
groups. The alternative is to set the common price for one item or pricing group at a
time, as explained in “Taking Recommended Markdowns” on page 117.

To take markdowns in a group:

1. From the Worksheet screen, use the hierarchy list boxes and the Region list box
(if available in your Price implementation) to filter the items or pricing groups

that are displayed.

2. Click the check box for each item or pricing group that you want to markdown

to the same price.

3. From the Action list box, select Take Markdown Adv and then click Apply.

The Take Markdown Advanced dialog box appears, as in the following example.

Take Markdown Advanced

_Done | _cancel |

)5 OFF

= |

" Itermn Recommendation

¥ Markdown Price:

o Group Recornmendation

{+ Take Current ¥alus

I_ Sendback Date: IMonth;I IDal,l;I IYear ;I

4. Click the Price Ladders check box, and select one of the following.

To

Select

Take a markdown from one of the
price ladders defined for your
company

The Markdown Price check box and
the radio button next to the price
ladder list box.

Then select a price ladder and a
price or percent off.

Take the recommended markdowns
specific to individual items, even if
the items are part of a pricing group

The Markdown Price check box and
the Item Recommendation radio
button
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To Select
Take the markdown that is The Markdown Price check box and
recommended for the entire pricing the Group Recommendation radio
group (instead of taking the button.

markdowns recommended separately
for each item in the group)

Take the markdown(s) you entered or | The Markdown Price check box and
edited in the MD Price column (or the | the Take Current Value radio
equivalent column in your Price button.

implementation) The Take Current Value option is

the same as selecting the Take
Markdown action. It is provided on
the Take Markdown Advanced
dialog box as a short cut.

5. (Optional) If you also want to accelerate these markdowns, you can do so by

selecting Sendback Date and selecting a date. However, make sure you
understand how accelerated markdowns work, as explained in “Taking
Accelerated Markdowns” on page 121. Also note that this feature may not be
available, depending on your Price implementation.

When the Take Markdown Advanced dialog box reflects your selections, click
Done.

The worksheet is updated with the new price ladder and markdown price
information, and the Taken MD column (or the equivalent name in your Price
implementation) for this item is changed from Not Taken to Taken.

Note: If you took accelerated markdowns, the Date Sent, Price Sent, and Ladder
Sent columns (or the equivalent names in your Price implementation) are not
populated until the Price system is updated with the accelerated sendback file,
which contains the new accelerated prices.

In order for these markdowns to be reported as input into your merchandise
system, submit the worksheet by the cut off time as explained in “Submitting
Worksheets for Approval” on page 136.
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Taking Accelerated Markdowns

Note: Depending on how Price is configured for your company, this feature may not
be available.

Taking accelerated markdowns means that you temporarily override the markdown
schedule to address poorly performing items quicker than if you followed the
markdown schedule in place for your stores. (The markdown schedule typically runs
from the day you receive sales information to make pricing decisions to the day the
price changes are visible on the retail floor. In many cases, this can be 14 days.)

Taking an accelerated markdown changes the date the markdown decisions are sent
back to you (called sendback date) so that you get the markdowns at a date earlier
than the sendback date set for your stores. The markdown decisions (taken
markdown recommendations) are then input into your pricing system, and from
there they are implemented on the retail floor in time for the effective date of the
markdown.

Note the following:

*  You can take accelerated markdowns for items or pricing groups at or below the
worksheet level.

¢ The sendback date for accelerated markdowns must be between the current date
and the date set by your stores as the global sendback date.

* You can take an accelerated markdown for a given item once within the
markdown schedule. (After an item has been submitted and approved with a new
sendback date, a confirmation date in the sendback file is recorded in the Date
Sent column on the worksheet. When the Date Sent is set, you cannot submit the
item again during the current markdown schedule. If you want to submit another
sendback date for that item, you must wait for the next markdown schedule, e.g.,
when you next receive sales information and markdown recommendations at the
beginning of a new markdown schedule.)

To take accelerated markdowns:

1. From the Worksheet screen, use the hierarchy list boxes and the Region list box
(if available in your Price implementation) to filter the items or pricing groups
that are displayed.

2. Click the check box for each item or pricing group whose markdown you want
to accelerate to a new sendback date.

3. From the Action list box, select Take Markdown Adv and then click Apply.
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The Take Markdown Advanced dialog box appears, as in the following example.
Take Markdown Advanced El L“EII
)5 OFF =1 10 =]

" Itermn Recommendation
¥ Markdown Price:
o Group Recornmendation

{+ Take Current ¥alus

I_ Sendback Date: IMonth;I IDal,l;I IYear ;I

4. Click the Sendback Date check box and then select the month, day, and year for
the sendback date.

Note: You can select only from the months, days, and years listed. These dates
are within the valid range between the current day and the day set by your stores
as the global sendback date.

5. (Optional) If you also want to set the selected items or pricing groups to a
common markdown price, you can do so by selecting the Price Ladders check
box, a price ladder, and a price (or percent off). For more information on this
feature, see “Taking Markdowns in a Group” on page 119.

6. When the Take Markdown Advanced dialog box reflects your settings, click
Done.

The worksheet is updated with the new sendback date in the Sendback Date (or
the equivalent name in your Price implementation) column. The Sendback Date
is the date by which you want to receive the sendback file (which will contain
the new markdown price for the specified item(s)).

The remaining sendback date columns (the Date Sent, Price Sent, and Ladder
Sent, or the equivalent in your Price implementation) are not populated until the
Price system is updated with the accelerated sendback file, which contains the
new accelerated prices.

7. 1In order for these markdowns to be reported as input into your merchandise
system, submit the worksheet as explained in “Submitting Worksheets for
Approval” on page 136.

Your worksheet must then be approved before the accelerated markdowns can
be reflected in the sendback file.
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Removing a Markdown

Note: You cannot remove a markdown after you have submitted a worksheet. After
you submit markdowns, the worksheet is read-only.

Use the remove markdown feature when you have taken one or more markdowns
(i.e., the Taken MD column displays a value other than Not Taken) but then decide
that you do not want to take (accept) the specified markdowns.

Removing a markdown does not affect the markdown price or the sendback date (if
specified). Instead, it simply changes the Taken MD status. Items with a Not Taken
status do not receive a markdown price change.

If you have changed a markdown price or set a sendback date but want to revert
back to the original ProfitLogic markdown price and global sendback date, see
“Reverting a Markdown” on page 124.

To remove a markdown for a specific item or pricing group:

1. Select the check box for the item(s) or pricing group(s) whose markdowns you
want to remove.

2. From the Action list, select Remove Markdown and click Apply.
The Taken MD column updates to Not Taken for the specified items.
To change markdown prices to the Price recommendation and to change sendback

dates to the global date for your company, see “Reverting a Markdown” on
page 124.

To make these the final recommendations, you must submit the worksheet
(“Submitting Worksheets for Approval” on page 136) and make sure it is approved
(“Approving Worksheets” on page 137).
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Reverting a Markdown

Note: You cannot revert a markdown price or sendback date after you have
submitted a worksheet. After you submit a worksheet, the worksheet is read-only.

Use the revert markdown feature when you have changed one or more markdowns
and/or specified a sendback date but then decide that you want to use the original
Price markdown recommendation and global sendback date instead.

Reverting a markdown does not affect the Taken MD status. Instead, it simply
reverts markdown prices to the Price recommendation and sendback dates to the
global date set for your company.

If you want to change the Taken MD status, see “Removing a Markdown” on
page 123.

To revert a markdown for a specific item or pricing group:

1. Select the check box for the item(s) or pricing group(s) whose markdowns you
want to revert back to the original Price markdown recommendation(s) (for the
current week).

2. From the Action list, select Revert Markdown and click Apply.
The worksheet updates with the original Price markdown recommendation(s).
To make these the final recommendations, submit the worksheet (“Submitting

Worksheets for Approval” on page 136) and make sure it is approved (“Approving
Worksheets” on page 137).

To remove the markdowns so that not even the Price markdown recommendation is
taken, see “Removing a Markdown” on page 123.
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Deciding Not to Take a Recommended
Markdown

You may have more current data about your merchandise than the last weekly data
sent to the Price optimization engine. As a result, you may decide not to take a
recommended markdown for a particular reason.

Valid reasons for not taking a markdown recommendation include competition,
incorrect exit dates, future promotions, pre-planned markdowns (national brand
suppliers), and RTV (return to vendor) guaranteed sales/recall.

No action is required to postpone or defer a markdown. However, if you already
applied the Take Markdown or Take Markdown Adv action to a worksheet, you
must remove the markdown(s) before the cutoff date. See “Removing a Markdown’
on page 123.

]

Viewing Results of Pricing Decisions

When you make changes to your worksheet and click Save, Price updates the
summary metrics at the bottom of the screen. These metrics vary by Price
implementation, but in general they summarize the results of the actions you have
taken on the Worksheet screen, possibly including information such as the number
of taken and modified recommendations, current and next month budgets, and
opportunity costs.

Saving Changes
From the Worksheet screen you can save your changes in any of the following ways:

* Click Save to save any changes made to the worksheet.
¢ Click Done to save changes and exit the screen.

* Click Submit to save changes, exit the screen, and submit the changes for
approval.
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Viewing Forecasts for One or More Worksheets

To view a recommended forecast:

1. From the Worksheet Summaries screen, select one or more check boxes
corresponding to the worksheets that you want to include in the forecast.

Note: To select all the worksheets, click the top check box.

2. From the Action list box, select Show Recommended Forecast and then click
Apply.

The Recommended Forecast screen appears. For an explanation of the metrics
on this screen, see “Recommended Forecast screen” on page 127.

ProfitLogic Price
Recommended Forecast Send to Excel | tlose |

Surnmary only includes iterns with exit dates and at least 4 weeks of sales

EOL LD moos 11/2/02 /902 | 11/16/02 11/23)
m $42089813.66| $16649882,30 $25439931,36 $2006575.43) $1911444.05) $1983200,83 $186118
oM $24,833,000,21 [§10,115,711,77 $14,707,286.44 $1,277,507.17$1,204, 171,22 |$1,238,733.43 $1,154 63
GM % 39.0 % 60,8 % 379 % £3.7 % 63,5 % 623 % 62
ST 9.0 % 29,0 % 94,0 % 60 % 70% 8.0% g
Inventory Units 114,421 2,061,316 114,421 1,920,837 1,786,317 1,643,273 1,307
Sales Units 3,309,938 1,362,863 1,947,093 140,659 134,340 143,042 133
EOH Inv § 1586,357,7/610,722,642.92  $566,357.7 $9,993,57466§9,296,301,33[49,551,334,43 47,845,34
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Recommended Forecast screen

Use the Recommended Forecast screen to view summary metrics for the weekly
forecast for all items that have forecast information.

Some items have forecast information even though they do not have recommended
markdowns. Each value on this screen is the sum of the corresponding values on all
of the worksheets you selected when you chose to display the screen. Note that these
values are view-only, and there are no item-level pricing drop-down lists.

From the Recommended Forecast screen you can:

* Send the summary to Excel.

e Click on column headings that are linked to descriptions of information in a
column.

The Recommended Forecast screen always displays the forecast based on Price’s
markdown recommendations.

Metrics

The data displayed on the Recommended Forecast screen is configured at system set
up to display the information most meaningful for your company. Thus, the metrics
that appear on your Recommended Forecast screen depend on how your
implementation of Price was configured.

To display the metric definition selected by your company, click the metric name. A
smaller browser window appears with the metric name and definition.

Some common metrics and definitions include the following (starting with time

periods):
Metric Definition
LTD Life to Date — The total from the beginning of the
season to today.
TTOOS Today till Out of Stock — The forecasted total from
today until the exit date.
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Metric Definition
EOL End of Life — The sum of the STD and TTOOS totals,

representing the forecasted total from the beginning of
the season to the exit date, using your What-If
markdown schedule.

EOH Inv $ The dollar value of the number of on-hand inventory
units.
Forecast Price The Price optimized price schedule, constrained by

business rules and including any planned promotions.

Sales $ The total sales, calculated in dollars summed for
multiple items or weeks.

Sales Units The total number of unit sales for a given time period.

GM § The dollar amount of gross margin generated for an
item in a given time period.

GM % The gross margin percent generated for an item in the
relevant time period.

ST % The sell-through, which is the percentage of inventory
sold at a given point in time.

Inventory Units The number of on-hand inventory units.
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Viewing Item Details

To view detailed information about an item, click the item name link on the
worksheet. This displays the Item Info dialog box, which provides you with the
following:

Edit Business Rules button - Opens the Business Rules Property Manger utility
for the selected items. If this button does not appear, you do not have access to
the Business Rules Property Manager. For more information, see “Managing
Business Rules” on page 157.

Print button - Opens a print dialog box so that you can print the displayed
information for further review.

Hierarchy Information - Shows you the item’s place in the merchandise
hierarchy.

Markdown Information - Shows you the item’s original retail price, its price last
week, its current recommended price, and the outdate (exit date).

Item Messages - Provides you with status messages that can give you insight
into why an item did not receive a markdown recommendation. For a list of the
item messages, see “Item Messages” on page 130.

For example, the illustration on the next page shows an item named PF MOCK and
numbered 14498407. Clicking the name, which is an underlined link, opens the Item
Info screen, which also contains links. Clicking the Division link opens the Division
screen. In general, the additional screens provide more information about the item
whose link you clicked.
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ProfitLogic Price About | Help | Logout | Main Menu
Worksheet 1 212 Thu Jul 29 17:00:00 EDT 2004 Save Submit I Done

ms By Name ricing Groups ms By Pricing Group
Items By N Items (Flat) | pricing G Items By Pricing G

Action Class sub Class Itern Region

I[se\ect action) - Apply I I 'l - I - Show - Show I

" [ |Name item_id | hi 1:Sls $ LLLLW ST LLLLW |Sls Units LLLLW Sks § LLLW |ST% LLLW |Sls Units LLLW |Gls $ LL|
T PEMOCK 1443A353 10 $31.082.33 15 Bl 363 $24.14315 13 2341 14624
T PEMOCK 14433405 1§88 1010 897 $7.330.23 280% U2 $5475
©  PEMOCK 14433407 1 §38.42851 14.90% 3930 $32.31408 13.30% 04 $22.270,
T PEMOCK 14435411 LI i AL R 4603 123 $11.79519 4 il 1136 38665

ProfitLogic Price
Item Info Edit Business Rules I Print I Close |

Hierarchy Information

D:E':':“e,.t a1 I ProfitLogic Price

Key 312 .
Class g Division Close I
Sub Class 1 B el | hh h
op most level in merch hierarchy
P Item 14438407

Region Desc. CHAIN TOP LEVEL LEVEL

Markdown Information

Orig RH Price $16.00 RH Price LW

Rec Rt Dut Date

Item Messages

Not Recommended Sells to target without

Item Messages

On the Item Info dialog box, the message category is in bold text followed by the
actual message in plain text.

This table lists the categories of messages that may appear in the Item Messages
section of the Item Info dialog box. In general, the categories are grouped from most
common to least common.

Category Description

Not recommended Indicates that the item has reached the date in its
lifecyle when it can receive a markdown
recommendation, but a recommendation would not be
optimal for this item. This can occur when the next
markdown price available on the price ladder is lower
than the optimal markdown, so, given the history and
business rule settings, it is better to wait.
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Category Description

Markdown blocked Indicates that the item has reached the date in its
lifecyle when it can receive a markdown
recommendation, but a markdown recommendation
was not allowed. In most cases, this is the result of
promotions or a business rule setting.

Item data If any of these categories appear, inform the Price

Inactivity administrator or ProfitLogic Professional Services.

Error

Model configuration
System
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Worksheet screen

The Worksheet screen appears when you select a key (or the equivalent) from the
Worksheet Summaries screen. Each Worksheet screen represents a key, which is a
department or a level in the merchandise hierarchy, and it lists all of the key’s
merchandise items that are recommended for a markdown in the current week.

Use the Worksheet screen to view merchandise and make markdown decisions, as
explained in “Selecting Markdown Prices” on page 116.

You can view merchandise and take markdowns on merchandise at the item and
pricing group levels. The tabs, column names, and content that appear on the
Worksheet screen are customized for each Price implementation. Therefore, if you
are unsure about the meaning of a tab or column, check with the Price administrator.
Following is a description of information that commonly appears on worksheets.

Note: The data that appears on each worksheet is current as of the last Price
optimization. Thus, if you use Business Rules Property Manager to change item
properties after the Price optimization, those changes are not reflected on the
worksheet. The changes are, however, reflected on the Maintaining Merchandise
screen, where you can also edit item properties.

Items and Pricing Groups in Data Views

Data views are configured during Price implementation, and in the user interface
you can access them via the named tabs on Price screens, particularly the worksheet
screen. Items appear on all worksheet data views whether they are independent or
members of pricing groups. However, you can view worksheets in the following
ways:

* Grouped by items - In this case, all items (independent and those that are
members of a group) appear in the worksheet in order of the hierarchy sorting
and filtering you have selected.

*  Grouped by pricing groups - In this case, pricing groups appear first (you must
expand them to view their items) followed by the independent items (those that
are not members of a pricing group).

Data views are important because they determine, in part, the mechanism for taking
markdowns. For example, you can always take a markdown by selecting one or
more items or pricing groups and selecting the Take Markdowns action (see “Taking
Recommended Markdowns” on page 117). You can also simultaneously change and
take a single markdown for one or more items or pricing groups via the Take
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Markdowns Adv action (see “Taking Markdowns in a Group” on page 119).
However, each data view provides a level with the drop-down price ladders and
price-ladder values that make it easier for you to select new markdown prices.

The following table describes some common data views and the level of the price
ladder (MD Type in the following table) and price-ladder values (MD Price in the
following table).

View Description

Items By Name Displays an entry, including price or percent off ladder,
for each item along with the item’s parent pricing group,
if applicable. You can set markdowns on individual
items, not a group.

Use this data view when you want to set markdowns for
individual items but you want the further context of
which pricing group, if any, the item belongs to.
Grp Desc. Hame item_id |MD Price MD Type
E S5TPZIPCARDIGN/F2/2002 S5TP ZIPCARDIGN WOMENS

STRZIPCARDIGN/F2/2002 STP ZIPCARDIGH | 14650035 ?99 > |'WOMENS
STP ZIPCARDIGN/F2/2002 STP ZIPCARDIGN 14550037 [16.89 v [WOMENS ¥

Items (Flat) Displays an entry, including price or percent off ladder,
for each item, completely independent of pricing
groups. In the Items (Flat) view, you can set markdowns
on individual items, not on a group.

Use this data view when you want to take markdowns
for individual items.

Hame item_id :MD Price MD Type

STRZIPCARDIGH 14650035:17.93 = |'WOMENS =
STRZIPCARDIGH 14650037:16.93 = |WOMENS »
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View

Description

Pricing Groups

Displays each pricing group, including its price or
percent off ladder, followed by items that are
independent of pricing groups. To view the member
items of each pricing group, expand the pricing group.

You can change the price of pricing groups in a
particular region, and you can take markdowns on entire
pricing groups or on arbitrary collections of individual
items, but you can’t set item prices individually (unless
you use the take advanced markdown feature, explained
in “Taking Markdowns in a Group” on page 119).

In the Pricing Groups view, you can set a markdown for
an entire pricing group, but you can’t set a separate
markdown for a member of the pricing group.

MName item_id :MD Price MD Type
= 5TPZIPCARDIGN/F2/2002 WOMENS
=l 5TPZIPCARDIGN /F2/2002 17.99 vIWDMENSLI

STRZIPCARDIGH
STRZIPCARDIGH

14650035
14650037

$17.93 WOMENS
$16.93 WOMENS

Items By Pricing
Group

Displays each pricing group and its member items. Each
item is displayed with its price ladder.

In the Items By Pricing Group view, you can set
markdowns for individual items, and you can set
markdowns on arbitrary collections of individual items.

MName item_id

MD Price MD Type

=]

STF ZIPCARDIGN/F2/2002

Bl 5TPZIPCARDIGN/F2/2002

WOMENS
$17.40 WOMENS

STRZIPCARDIGH
STRZIPCARDIGH

14650035:17.93 = [WOMENS =
146500371693 = |'WOMENS =

Items (Aggregated)

Displays merchandise at the style level or some other
level (depending on your implementation of Price)
instead of the item level. You cannot drill down from
this level, but you can take markdowns and make other
changes that you would ordinarily make on worksheets.
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Taken Markdown Status

Most worksheets include a markdown status column that lists the status of the
markdown for each item, pricing group, and items within pricing groups. A common
name for this column is Taken MD, but the name might be different for your
implementation.

Previously, the statuses were Taken (meaning that you had accepted a markdown on
an item) or Not Taken (meaning that you had decided not to take the recommended
markdown). The markdown statuses are now refined as follows:

Status Description

Not Taken You decided to delay (not take) the markdown.
Taken You decided to take the Price recommendation as is.
Taken Modified You decided to overwrite the ProfitLogic markdown

recommendation and instead enter your own
markdown price. This status applies to all items,
regardless of whether or not they are members of a

group.

Taken Item Rec You decided to take the recommended markdown for
the item instead of the recommended markdown for
the group to which the items belongs.

Taken Pricing Grp Rec | You decided to the markdown that was recommended
for the entire group instead of the markdowns that
were recommend for each individual item.

Taken Mixed This applies to pricing groups only. It indicates that
you decided to apply a mixed approach to taking
recommendations for the items in the group, i.e.,
taking the recommended markdown for some,
entering a modified recommendation for some, and/or
not taking a markdown for some.

Budget Constrained You used the optimize-to-budget functionality and
decided to take those markdown recommendations.
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Approving Decisions

You can complete the following with the worksheets to which you have access:

Submitting Worksheets for Approval
Approving Worksheets (requires that you have Approve access)
Declining Worksheets (requires that you have Approve access)

Executing Worksheets (requires that you have Approve access)

Submitting Worksheets for Approval

Before you submit a worksheet(s):

Wh
app

Make sure that the worksheet(s) reflects the markdowns you want. After you
submit a worksheet, you can no longer make changes to it.

Allow enough time for the worksheet to be approved and executed. In order for
the worksheet’s markdowns to be reported as input into your pricing system, the
worksheet must be executed before the cutoff time.

en your worksheet(s) reflect the taken markdowns (and sendback dates, if
licable) you want, submit it for approval by clicking Submit.

After you submit the worksheet:

The Worksheet Summaries screen appears with a status of Submitted for the
affected worksheet.

ProfitLogic Price About | Help | Logout
Worksheet Summaries 1, yo, 20 17:00:00 3T 2002 EI
Worksheet 311 submitted.

Action

I(select action] ;I Apply |

I ] EDivisioaneylSlalus |# Mod|# Accepted|M1 Budget|On Hand|On Order | # Recs |Var. Fim T«
| =2 7 7 25846804 5750083 277

[] 31 Submitted 1] 1] 1840199 503964 5

= 312 Mot Submitted 2 2 278775 175015 14

[] 313 Mot Submitted 1] 1] 200000 95643 1

= : 314 Mot Submitted a a 329150 59734 2

[] 315 Mot Submitted 1] 1] 316367 110832 7 -
al .

You can no longer make any changes to the worksheet. You can open the
worksheet, but a message appears telling you that the worksheet is read-only.
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Approving Worksheets

If you have Approve access to a worksheet, you can approve a worksheet after it is
submitted for approval.

To approve a worksheet:

1. From the Main Menu, click Markdowns.
The Worksheet Summaries screen appears.

2. From the Worksheet Summaries screen, select the check box for each worksheet
you want to approve. You can approve only worksheets that have a Submitted
status and for which you have Approve access.

3. From the Action list box, select Approve and then click Apply.

ProfitLogic Price

Worksheet Summaries 1y, 20 17:00:00 EsT 2002

Action

(zelect action) ;I Apply |
r(SSEI:Ct action) anded Forecast |ﬂ Mod |# Accepted | On Hand | On Order

zhe 1 11 25846804 5750083
I L 1] 0 1840193 509964
[5ort Table 5 6 278775 175015
rMQdiFl,l Colurnns 1] 0 200000 95643
ribrint or Bxport _ 0 0 329150 59734
v A5 Submitted 0 0 3B3E7 110832
v 216 Submitted 1] 0 455369 44127
v 320 Submitted 1] 0 451244 53643

A confirmation dialog box appears with the keys of the approved worksheets,
and the status for each approved worksheet changes to Approved.

All approved worksheets are executed when the cutoff time is reached.

Declining Worksheets

If you have Approve access to a worksheet, you can decline a worksheet after it is
submitted for approval.

To decline a worksheet:
1. From the Main Menu, click Markdowns.
The Worksheet Summaries screen appears.

2. From the Worksheet Summaries screen, select the check box for each worksheet
you want to decline. You can decline only worksheets that have a Submitted or
Approved status and for which you have Approve access.
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3. From the Action list box, select Decline and then click Apply.

ProfitLogic Price

Worksheet Summaries 1y, 20 17:00:00 EsT 2002

Action
(zelect action) ;I Apply

“(zelect action)
Show Recommended Farecast # Mod|# Accepted| On Hand | On Order|
Approve Worksheet 1 11 25846804 5750083
=t 1] 0 1840193 509964

Msort Table g E 278778 178015
I'Modifl,l Colurnns 0 0 200000 95643
APrint or Export a 0 329150 559734
v 3 A5 Submitted 0 0 3B3E7 110832
v 216 Submitted 1] 0 455369 44127
v 320 Submitted 1] 0 451244 53643
T ] 0

L2

21 Submitted 1914 91857

A confirmation dialog box appears with the keys of the declined worksheets, and
the status for each declined worksheet changes to Not Submitted. However, the
worksheets retain any changes that were made to them. These worksheets must
be re-submitted and approved before they can be executed.

Executing Worksheets

After worksheets have been approved and appear on the Worksheet Summaries
screen, they are ready to be executed. No explicit action is required to execute the
worksheets. Worksheet execution is an automatic procedure that occurs after the
cutoff time is reached. The execution procedure reports all markdowns into the
merchandise system.

All worksheets must be approved by the cutoff time in order to be executed. If you
are working in Price close to the cutoff time, you will receive a warning message
similar to the following. Any worksheets that are open at the cutoff time will not be
executed.

Microsoft Internet Explorer =

& The weekly cutoff will occur in 22 minutes and 32 seconds, After this time, vou will no longer be able to save changes.
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This chapter includes the following information:

“About Maintaining Merchandise” on page 140

“About Exit Dates and Exit Date Inventory” on page 141
“Managing Exit Dates” on page 143

“Setting Exit Inventory or Sell-Through Targets” on page 147
“Maintaining Pricing Groups” on page 150
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About Maintaining Merchandise

You can maintain your merchandise by individual items or by pricing groups.

Items are typically at a level in the merchandise hierarchy below the class or
category level and above the color and size level. An item may also be known as
a lot or a style. You can maintain the following aspects of items:

— Change, remove, and reset (to the default values) exit dates

— Modify item properties such as salvage value, target sell-through, and ending
inventory units

Pricing groups are sets of items that are grouped together by style, or color, or
vendor, or a combination of these, or by any other merchandise attributes that
are meaningful for your company. You can take the same markdown for an
entire pricing group, or you can take different markdowns for each item. The
outdate, target sell through, salvage value, etc., are derived from the individual
item properties. With that in mind, you can maintain the following aspects of
pricing groups:

— Change, remove, and revert (to their original values) exit dates of the
member items

— Modify properties such as salvage value, target sell-through, and ending
inventory units of the member items

— Add items to the pricing group
— Remove items from the pricing group
— Create a new pricing group

— Change a pricing group name

140
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About Exit Dates and Exit Date Inventory

Typically, exit dates and exit date inventory (quantity or sell-through percent) are set
by a Price administrator or ProfitLogic Professional Services at a high level in the
merchandise and location hierarchies via Business Rule Property Manager. Your
worksheets and key items then inherit those settings.

Exit Dates

Price does not recommend markdowns for any item without an exit date, or for any
item with an exit date in the past. New items are eligible for markdown
recommendations when their level in the merchandise and location hierarchy has
been assigned an exit date. If you want to make items ineligible for markdown
recommendations, remove the exit date from them.

Check with the Price administrator to find out what date ranges and days of the
week are valid for exit dates for items and pricing groups.

For example, the Price administrator might configure a date range of 90 days from
the effective date (the Saturday of the week the markdown price is effective in the
stores). In this case, the exit date must be within that 90-day range. If the markdown
price is implemented in the stores on 02/02/2004, the effective date is Saturday,
02/07/2004. Therefore, the exit date would have to be before 05/07/2004 to be
within the 90-day range.

Similarly, if the Price administrator configures Sunday as the only day of the week
that is valid for exit dates, any exit dates you enter must fall on a Sunday.

Enter exit dates and exit inventory targets 30 days prior to receipt. Each month,
review the next month’s receivings and provide exit dates for these items.

Changing the exit date causes inventory to be marked down more aggressively or
more conservatively, depending on which direction the exit date is changed.

* Lengthening the exit date can lead to less aggressive markdowns; you have more
time to sell so you might not need to lower the price as much.

» Shortening the exit date can lead to more aggressive markdowns; you have less
time to sell, so you might need to make steeper price reductions.

For details on changing, resetting, and removing exit dates, see “Managing Exit
Dates” on page 143.
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Percent

Note: You can specify the number of inventory units you want remaining at the exit
date, or you can specify a sell-through percent. You cannot set both. The selection —
exit inventory units or exit sell-through percent — is made during the Price

implementation.

Typically the Price administrator sets the exit inventory or sell-through targets when
the exit date is set. The earlier the exit inventory or sell-through target is set, the
more accurate the markdown recommendations will be.

Exit Date Inventory
Exit inventory is set as a percentage of the beginning inventory.
Depending on the amount of inventory:

» Lower exit inventory targets can lead to more aggressive markdown
recommendations.

» Higher exit inventory targets can lead to less aggressive markdown
recommendations.

Note: If no exit inventory target is provided for an item, Price assumes that the exit
inventory target at the item’s exit date is zero.

Sell-Through Percent

For sell-through percent:

» Lower sell-through percents can lead to less aggressive markdown
recommendations.

» Higher sell-through percents can lead to more aggressive markdown
recommendations.
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Managing Exit Dates

For an explanation of exit dates, see “About Exit Dates and Exit Date Inventory” on
page 141.

If your user account has access rights to Business Rule Property Manager, you can
set exit dates for items or pricing groups anywhere on the merchandise and location
hierarchy levels to which you have access.

Otherwise, you can also manage exit dates from the Maintaining Merchandise
screen as follows:

* Change exit dates from their default values at or below a particular worksheet
level. See “Changing Exit Dates from Their Default Values” on page 143.

* Reset changed exit dates to their default values, which are inherited from higher
levels in the merchandise hierarchy. See “Resetting Exit Dates to Their Default
Values” on page 145.

* Remove exit dates. See “Removing Exit Dates” on page 146.

Note: You can set exit dates only for those items and pricing groups that appear in
your worksheets. If you want to set exit dates for items or pricing groups that don’t
appear, check with the Price administrator about having them added.

Changing Exit Dates from Their Default
Values

To set exit dates for individual items or pricing groups:

1. From the Main Menu, click Maintaining Merchandise.
The Maintaining Merchandise screen appears.

2. Click the tab that reflects the data view you want to work in. Sample data views
include:

+ Items By Name - [tems available at the selected hierarchy levels are listed in
alphabetical order by name, with numbers appearing before letters.

* Items (Flat) - Items are listed in the current sort order on the worksheet. To
change this sort order, click a column heading.

* Pricing Groups - Items are grouped by the pricing groups (formerly called
collections) to which they were assigned.
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+ Items (Aggregated) - Merchandise is listed by the style level or some other
level (depending on your implementation) instead of the item level.

Find the item(s) or pricing group(s) whose exit date you want to change or enter,
and select the corresponding check box(es).

From the Action list box, select Change Item Prop. For Selected and click
Apply.
The Update Item Properties dialog box appears.

ProfitLogic Price

Update Item Properties Done | Cancel |

Uncheck the checkbox for properties you want to leave unchanged. If vou zelect the
checkbox and dont enter a value, the value of the property will be remaoved.

Iv Update ST Perc Iv Update Exit Date

Tgt 5T %0 Set Exit Date

| % |Month | [Day <] [vear »|

Select the Update Exit Date check box, and use the Month, Day, and Year list
boxes to select a new date.

The date you select must meet the restrictions set by the Price administrator.
Typically, the date must fall within a range of valid dates and on a specific day of
the week. (See “Exit Dates” on page 141 for an explanation.)

Important: If you are not changing the exit inventory or sell-through percent,
clear the corresponding check box.

When the Update Item Properties dialog box reflects the settings you want, click
Done.

A message appears that the operation was successful. Click Done on that
message box to return to the items or pricing groups worksheet.

The new exit date appears on the items or pricing groups worksheet, and it takes
effect with the following week’s recommendations.
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Resetting Exit Dates to Their Default Values
Default exit dates are set by a Price administrator at a high level in the hierarchies.

To reset exit dates that you have changed or removed:

1. From the Main Menu, click Maintaining Merchandise.

2. Click the tab that reflects the data view you want to work in. Sample data views
include:

+ Items By Name - [tems available at the selected hierarchy levels are listed in
alphabetical order by name, with numbers appearing before letters.

* Items (Flat) - Items are listed in the current sort order on the worksheet. To
change this sort order, click a column heading.

* Pricing Groups - Items are grouped by the pricing groups (formerly called
collections) to which they were assigned.

+ Items (Aggregated) - Merchandise is listed by the style level or some other
level (depending on your implementation) instead of the item level.

3. Find the item(s) or pricing group(s) whose exit dates you want to revert back to
their original values, and select the corresponding check box(es).

4. From the Action list box, select Reset to Default and click Apply.
The Reset Item Properties to Default dialog box appears.

ProfitLogic Price

Reset Item Properties to Default Done | Cancel |

Uncheck the checkbox for properties you want to leave unchanged. This action will
delete settings at the itermn level and the item will inherit values fram higher level
settings,

¥ Reset 5T Perc ¥ Reset Exit Date

5. Make sure that the Reset Exit Date check box is selected.

Important: If you are not resetting sell-through percent, clear the Reset ST Perc
check box.

6. When the Update Item Properties dialog box reflects the settings you want, click
Done.

The Update Item Properties message box appears with a message that the
operation was successful.
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Click Done on that message box to return to the items or pricing groups
worksheet.

The exit date for the selected item(s) or pricing group(s) is reverted back to the
default date.

Removing Exit Dates

Removing an exit date also removes the affected item or pricing group from Price
optimizations. Therefore, when you remove an exit date, Price will make no
markdown recommendations. To include the item or pricing group in Price
optimizations again, reset the exit date or add a new one.

To remove exit dates:

1.
2.

From the Main Menu, click Maintaining Merchandise.

Click the tab that reflects the data view you want to work in. Sample data views
include:

+ Items By Name - Items available at the selected hierarchy levels are listed in
alphabetical order by name, with numbers appearing before letters.

» Items (Flat) - Items are listed in the current sort order on the worksheet. To
change this sort order, click a column heading.

* Pricing Groups - Items are grouped by the pricing groups (formerly called
collections) to which they were assigned.

+ Items (Aggregated) - Merchandise is listed by the style level or some other
level (depending on your implementation) instead of the item level.

Find the item(s) or pricing group(s) whose exit dates you want to remove, and
select the corresponding check box(es).

From the Action menu, select Remove Exit Dates and click Apply.

The Update Item Properties message box appears with a message that the
operation was successful.

Click Done on that message box to return to the items or pricing groups
worksheet.

The exit date is removed, which means that Price will stop providing
recommendations for the affected pricing groups and items. When you want to
include these pricing groups and items in the weekly Price recommendations,
change or reset the exit date. See “Resetting Exit Dates to Their Default Values”
on page 145 for instructions.
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Setting Exit Inventory or Sell-Through Targets

For an explanation of exit inventory and sell-through targets, see “About Exit Dates
and Exit Date Inventory” on page 141.

If your user account has access rights to Business Rule Property Manager, you can
set exit inventory or sell-through targets for items or pricing groups anywhere on the
merchandise and location hierarchy levels to which you have access. When you use
this method, the value you set at the highest level in the hierarchy is applied to the
lowest level in the hierarchy until you or someone else overrides it.

Otherwise, you can also set exit inventory or sell-through targets in the following
ways:
* By selecting individual items or pricing groups from a worksheet. See Setting

for Multiple Items or Pricing Groups at a Time.

* By entering a value for one item or pricing group at a time. See Setting for One
Item or Pricing Group at a Time.

Note: You can set exit inventory and sell-through targets only for those items and
pricing groups that appear in your worksheets. If you want to set exit inventory and
sell-through targets for items or pricing groups that don’t appear, check with the
Price administrator about having them added.

Setting for Multiple Items or Pricing Groups
at a Time

To set exit inventory or sell-through targets for multiple items or pricing
groups at a time:

1. From the Main Menu, click Maintaining Merchandise.

2. Click the tab that reflects the data view you want to work in. Sample data views
include:

+ Items By Name - [tems available at the selected hierarchy levels are listed in
alphabetical order by name, with numbers appearing before letters.

* Items (Flat) - Items are listed in the current sort order on the worksheet. To
change this sort order, click a column heading.

* Pricing Groups - Items are grouped by the pricing groups (formerly called
collections) to which they were assigned.

Confidential 147



Chapter 4
Managing Merchandise

ProfitLogic

+ Items (Aggregated) - Merchandise is listed by the style level or some other
level (depending on your implementation) instead of the item level.

3. Find the item(s) or pricing group(s) whose exit inventory or sell-through target

you want to change or enter, and select the corresponding check box(es).

From the Action list box, select Change Item Prop. For Selected and click
Apply.
The Update Item Properties dialog box appears. The example below is from

ProfitLogic Price implementation that standardized on sell-through percent
rather than exit inventory.

ProfitLogic Price
Update Item Properties Done | Cancel |

Uncheck the checkbox for properties you want to leave unchanged. If vou zelect the
checkbox and dont enter a value, the value of the property will be remaoved.

Iv Update ST Perc Iv Update Exit Date

Tgt 5T %0 Set Exit Date

| % |Month | [Day <] [vear »|

Note: Depending on the ProfitLogic implementation at your site, exit inventory
and sell-through percent may not be available to you.

Select the appropriate check box — either Update Exit Inventory or Update ST
Perc — and enter a value in the corresponding text box. Using the example dialog
box above, you would select Update ST Perc and enter a value in the Tgt ST %
text box.

Important: If you are not changing the exit date, clear the Update Exit Date
check box.

When the Update Item Properties dialog box reflects the settings you want, click
Done.

A message appears that the operation was successful. Click Done on that
message box to return to the items or pricing groups worksheet.

The new exit inventory or sell-through target appears on the items or pricing
groups worksheet, and it takes effect with the following week’s
recommendations.
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Setting for One Item or Pricing Group at a
Time

To set exit inventory or sell-through targets for one item or pricing group at a
time:

1.
2.

From the Main Menu, click Maintaining Merchandise.

Click the tab that reflects the data view you want to work in. Sample data views
include:

» Items By Name - Items available at the selected hierarchy levels are listed in
alphabetical order by name, with numbers appearing before letters.

+ Items (Flat) - [tems are listed in the current sort order on the worksheet. To
change this sort order, click a column heading.

* Pricing Groups - Items are grouped by the pricing groups (formerly called
collections) to which they were assigned.

» Items (Aggregated) - Merchandise is listed by the style level or some other
level (depending on your implementation) instead of the item level.

Find the item or pricing group for which you want to set the exit inventory or
sell-through target.

In the corresponding column, click and type the exit inventory or sell-through
target value. Cells in which you can type value appear with a thin black border,
as in the example below.

Slyg ¥al.% |Tgt 5T %
0.007]

Note: Depending on the Price implementation at your site, exit inventory and
sell-through percent may not be available to you. Further, the names of the exit
inventory and sell-through percent columns may be different than those shown
above.

Click Save or Done to save your changes.

The new exit inventory or sell-through target takes effect with the following
week’s recommendations.
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Maintaining Pricing Groups

Maintaining pricing groups involves the following tasks:

Creating New Pricing Groups
Adding Items to Pricing Groups
Removing Items from Pricing Groups
Changing Pricing Group Names
Deleting Pricing Groups

Creating New Pricing Groups

To create a new pricing group:

1.

From the Main Menu, click Maintaining Merchandise.
The Maintaining Merchandise screen appears.
Click the tab that represents the data view you want to display.

From the hierarchy list boxes, select the areas to which you want to add this
pricing group and click Show.

The current data view updates with the pricing groups in the selected hierarchy
levels.

From the Action list box, click Create Pricing Groups and click Apply.
The Pricing Group Name dialog box appears.

Pricing Group Name _submit | | cancel |

Enbar Nama For tha ricng Group: |

Enter a name for this pricing group, up to 200 characters using letters, numbers,
spaces and dashes, and click Submit.
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The Edit Pricing Groups screen appears with the new pricing group name at the
top of the screen, as in the following example.

I ProfitLogic Price About | Help | Logout

Edit Pricing Groups Maintenance |

Remowe items from the pricing group

Find by Itermn Class  Sub Class  Ttem

I(select action] ;I Apply | I Search | I 'I I vl I 'I Show |
I” | Division | Department | Key | Class| Sub Class | ltem |D iption | Orig. Pr. | Cumr Retl. |

Items you add to the pricing

group appear here,
Add items to the pricing group

Find by Itermn Class  Sub Class  Ttem

I(select action] 'I Applyl I Seaﬂ:hl I 'I I vl I 'I Showl
I” | Division|Department | Key|Class | Sub Class|ltem |D iphi | Orig. Pr.|Curr Retl.|
O 1 31 am 0171103 HAL MINI CHSTR
= 1 31 am 3 0175673 HD SPRTY GLTTR
= 1 31 am 0 0175684 MFVNECK
[ 1 31 am 3 0175717 RSTH FADE ICON

Select one or more of these items
to add to the pricing group.

In the bottom portion of the Edit Pricing Groups screen, select the check box for
each item you want to add to the pricing group, and from the Actions list box,
select Add Items and click Apply.

The item(s) you selected now appear in the top portion of the Edit Pricing
Groups screen, where you can remove them from the pricing group if necessary.

When you are finished adding items to this pricing group, click Maintenance to
save your changes and to return to the Maintaining Merchandise screen.

(Optional.) On the Maintaining Merchandise screen, update the exit date and
exit inventory or sell-through target for each item in this pricing group. You can
set these values on the item level only, not on the pricing group level.

For exit dates, each pricing group uses the latest exit date of the items

contained in the pricing group.

Important: All items must have an assigned exit date or Price will not
consider the item for recommendations. However, even if one or more items
in the pricing group is missing an exit date, Price will still consider the
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remainder of the pricing group for recommendations. (In previous releases
of Price, one item without an exit date would make the entire pricing group
ineligible for markdown recommendations.)

» For exit inventory, each pricing group uses an adjusted exit inventory target
that is calculated based on each item’s individual target.

The alternative is to let the pricing group inherit the exit date and exit inventory
or sell-through target as they are set in the business rules. See “About Exit Dates
and Exit Date Inventory” on page 141 for more information.

Adding Items to Pricing Groups
To add items to a pricing group:

1. From the Main Menu, click Maintaining Merchandise.
The Maintaining Merchandise screen appears.
2. Click the tab that represents the data view you want to display.

In most cases you will probably select the Pricing Groups tab (or its equivalent),
but you can also access the edit pricing groups link from the items views.

3. From the list boxes, select the hierarchy levels to display pricing groups (or
items) and click Show.

4. For the pricing group (or item) to which you want to add items, click the edit
link. The edit link is in the next to the last column in the same row as the pricing
group (or item), as in the following example:

ProfitLogic Price About | Help | Legout

Maintaining Merchandise Thu Jul 22 17:00:00 EDT 2004 Save Done
Items By Name | Items (Flay) | Pricing Groups |

Agion | pivsion Departmant  Key Sub Class  Itemn

5l B me e me e

[(select actian) =1 _apply |
" E  |Mame | Total Units LTD | Target ST% EOL New Sell Thiu % | Target OH EOL |Taken MD Cost|Taken MD | Curr % Off
[~ = STPZIPCARDIGN/F2/2002 54520 75.00% 75.00%] 4544 $0.00 Mot Taken 000k edi 3llete
[ STF ZIPCARDIGN 24734 75.00% 7E.00% 1305 $0.00 Mot Taken 000
[ STF ZIFCARDIGN 297885 75.00% 75.00% 3233 $0.00 Mot Taken 0.00%

The Edit Pricing Groups screen appears.

5. In the bottom portion of the Edit Pricing Groups screen, click the check box of
each item you want to add to this pricing group, and from the Actions list box,
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select Add Items and click Apply.

Add items to the pricing group

Find by Itermn Class  Sub Class  Ttemn
I(select action] ;I Apply I I Search | I 'I I 'I I 'I Show |
zelect action ]
nt|Key Clagz Sub Class|ltem |D pti Orig. Pr. | Curr Retl.
Sort Table A m 3 0171109 HAL MINI CHSTR
Modify Columnns AN Mm 3 0 175678 HD SPRTY GLTTR
Print ar Expart Ao 0 0 175684 MFWNECK.
3 1 il I I

0175717 RSTH FADE ICON

The item(s) you selected now appear in the top portion of the Edit Pricing Group
screen (as in the example below).

ProfitLogic Price About | Help | Logou

Maintenance |

Edit PriCing Groups Girls Haliday Wear

Remowe items from the pricing group

Find by Itermn Class  Sub Class  Ttemn
I(select action] ;I Apply | I Search | I 'I I vl I 'I Show |
[” |Division | Department Key|Class Sub Class|ltem |D p Orig. Pr. | Curr Retl.
O 1 A m 3 0 175678 HD SPRTY GLTTR
] 1 31 311 3

0175717 RSTH FADE ICON

Add items to the pricing group

Find by Itermn Class  Sub Class  Ttemn
I(select action] ;I Apply | I Search | I 'I I vl I 'I Show |
[” |Division | Department Key|Class Sub Class|ltem |D ipti Orig. Pr. | Curr Retl.
O 1 A m 3 0171109 HAL MINI CHSTR
] 1 31 311 ]

0 175684 MFWNECK

6. When you are finished adding items to this pricing group, click Maintenance to
save your changes and to return to the Maintaining Merchandise screen.
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To remove items from a pricing group:

|
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1. From the Main Menu, click Maintaining Merchandise.
The Maintaining Merchandise screen appears.
2. Click the tab that represents the data view you want to display.

In most cases you will probably select the Pricing Groups tab (or its equivalent),
but you can also access the edit pricing groups link from the items views.

3. From the list boxes, select the hierarchy levels to display pricing groups (or
items) and click Show.

4. For the pricing group from which you want to remove items, click the edit link.
The edit link is in the next to the last column in the same row as the pricing
group, as in the following example:

ProfitLogic Price About | Help | Logout

Maintaining Merchandise  1h, . 22 17,00:00 £0T 2004 [ oo [ e |
Items By Name | Ttems (Flat)| Pricing Groups ‘

Action Division Department Ky s AT e

[teelact actiony =1 _apoly || [t = 34 = 343 =] Showr | - = Show

[ = | Name Total Units LTD | Target ST% EOL |New Sell Thiu % | Target OH EOL | Taken MD Cost | Taken MD | Cum % 0fp—

T © 51PZIPCARDIGN/F2/2002 54520 75.00%] 75.00%] 4544 $0.00 Not Taken 0.00%; odit délele
[ STPZIPCARDIGH 24734 75.00% 75.00% 1308 $0.00 Mot Taken 0.00%

— STPZIPCARDIGH 23796 75.00% 75.00% 3239 $0.00 Net Taken 0.00%

The Edit Pricing Groups screen appears.

5. In the top portion of the Edit Pricing Groups screen, click the check box of each
item you want to remove from this pricing group, and from the Actions list box,
select Remove Items and click Apply.

The item(s) you selected now appear in the bottom portion of the Edit Pricing
Groups screen, where you can add them to other pricing groups if necessary.

6. When you are finished removing items from this pricing group, click
Maintenance to save your changes and to return to the Maintaining
Merchandise screen.

154 Confidential



ProfitLogic Price 4.5
User Guide

Changing Pricing Group Names
To change a pricing group name:
1. From the Main Menu, click Maintaining Merchandise.
The Maintaining Merchandise screen appears.
2. Click the tab that represents the data view you want to display.

In most cases you will probably select the Pricing Groups tab (or its equivalent),
but you can also access the edit pricing groups link from the items views.

3. From the list boxes, select the hierarchy levels to display pricing groups (or
items) and click Show.

4. For the pricing group whose name you want to change, click the edit link. The
edit link is in the next to the last column in the same row as the pricing group, as
in the following example:

ProfitLogic Price

About | Help | Logout|

Maintaining Merchandise Thu Jul 22 17:00:00 EDT 2004 paved] Beons
Items By Name | Items (Flat)| Pricing Groups

Action Division Department ey Class Sub Class Itermn

|(select action) =1 apply |[[1 = 34 = [543 = Show l = = | = | shour

CE  [Mame | Total Units LTD |Target ST% EOL |New Sell Thru % Target OH EOL [Taken MD Cost|Taken MD |Cun % Off—h,
[— = STPZIPCARDIGN/F2/2002 54520 75.00%] 75.00% 4544 $0.00 Mot Taken 0 DDQ%}}@
O STP ZIPCARDIGN 24734 75.00% 75.00% 1305 $0.00 Mot Taken 0.00%

[ ] STP ZIPCARDIGHN 29786 76.00% 75.00% 3239 $0.00 Not Taken 0.00%

The Edit Pricing Groups screen appears.

5. In the top portion of the Edit Pricing Groups screen, from the Actions list box,
select Specify Pricing Group Name and click Apply.

The Pricing Group Name dialog box appears.
ProfitLogic Price
Pricing Group Name ml L“E'I
Enter Name For the Pricing Group: I

6. Type a new name for this pricing group and click Submit. The name can be up
to 200 characters. Valid characters are letters, numbers, spaces, and dashes ( - ).

The name of the pricing group is updated and appears at the top of the Edit
Pricing Groups screen.

7. Click Maintenance to return to the Maintaining Merchandise screen.
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Deleting Pricing Groups

To delete a pricing group:

1. From the Main Menu, click Maintaining Merchandise.
The Maintaining Merchandise screen appears.

2. On the Maintaining Merchandise screen, click the Pricing Groups tab (or its
equivalent).

The Pricing Groups tab appears.

3. Select the hierarchy levels for the pricing group you want to delete and click
Show.

4. For the pricing group you want to delete, click the delete link. The delete link is
in the last column in the same row as the pricing group, as in the following

example:

ProfitLogic Price About | Help | Logout
Maintaining Merchandise Thu Jul 22 17:00:00 EDT 2004 ﬂl E‘
Ttems By Name | Items (Flat)| Pricing Groups ‘
Action Divizion Departrnent Key Class Sub Class Itern
| tselect action) =| Apply 1 vl a4 v |343 = Show | = = = Shan
1 | Hame | Total Units LTD | Target ST EOL Mew Sell Thru % | Target OH EOL | Taken MD Cost|Taken MD |Cun % Off|
[~ = STPZIPCARDIGN/F2/2002 54620 75 00% 75.00% 4544 $0.00 Not Taken 0.00% edi_delete
[m] STF ZIPCARDIGN 24734 75.00% 75.00% 1305 $0.00 Nat Taken 0.00%
(] STP ZIPCAADIGN 29786 75.00% 75.00% 3239 $0.00 Nat Taken 0.00%

A confirmation dialog box appears asking if you want to delete this pricing
group.

5. Click OK to delete the pricing group.
The pricing group is removed from the list of pricing groups. Note, however,

that the items in the pricing group are not deleted; they are still available to be
added to other pricing groups, if necessary.
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Managing Business Rules

This chapter includes the following information:

“About Business Rules” on page 158

“About Business Rule Property Manager” on page 163
“Supported Business Rules” on page 165

“Accessing Business Rule Property Manager” on page 169
“Using the Filters” on page 172

“Adding Business Rules” on page 175

“Modifying Business Rule Settings” on page 176
“Copying Business Rule Settings” on page 178

“Deleting Business Rule Settings” on page 180

“Viewing Business Rule History” on page 182
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About Business Rules

Business rules are the guidelines that Price uses when making pricing and
markdown decisions. The business rules are determined during Price
implementation.

Working with your company, ProfitLogic Professional Services develops an
understanding of your business rules (operational constraints that affect your pricing
and markdown decisions). These business rules determine which data is needed for
the optimizations provided by Price, and how the data should be displayed.
ProfitLogic Professional Services enter this data into Price and configure it to make
markdown recommendations within your business rules.

Business rules govern if, when, and how much an item, or an item in the context of a
pricing group, may be marked down. The term may also be used to refer to rules that
determine how particular values are to be calculated.

Business rules are applied to items, not to pricing groups. Instead, business rules
apply per item regardless of membership in a pricing group. When items in the same
pricing group have differing outdates, target sell throughs, salvage values, etc., the
final value is derived by rules set during Price implementation.

Note: Although business rules are applied to items instead of pricing groups,
typically business rules are set at higher levels in the merchandise hierarchy than the
item level. For more information on this, see “Rule Settings and Inheritance” on
page 163.

Following are some of the concepts related to business rules. For specifics on
viewing or modifying business rules for your assigned worksheets/merchandise and
location hierarchy levels, see “Accessing Business Rule Property Manager” on
page 169 and “Modifying Business Rule Settings” on page 176.

*  What are exit date constraints?
* How do exit date constraints relate to target inventory?
* How does Price deal with markdown accounting?

e What are the rules about business operations?
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What are exit date constraints?

An exit date signifies the end of the selling period for an item. At the exit date, it is
assumed that any remaining inventory will be removed from the selling floor and is
to be packed away, shipped to outlets, sold to a jobber, or otherwise disposed of.
Items that do not have an exit date are assumed to be basic items that are sold year
round.

ProfitLogic Price provides permanent markdown recommendations for items with
exit dates. Recommendations are aligned with the specified exit date goal. Given an
amount of inventory, the sooner the exit date is (and therefore the shorter the selling
period is) the more aggressive the markdown recommendations are and vice versa.

For the best forecasting and recommendations, set exit date values far in advance of
the exit date. The earlier an exit date is set, the more accurate the recommendations
are. If the exit date is changed mid-season, markdown recommendations made prior
to that change will not be consistent with the new exit date. All new
recommendations made beginning the following week are consistent with the new
exit date.

You can make new items eligible for markdown recommendations by providing an
exit date for those items.

Note: Price does not recommend markdowns for any item that does not have an exit
date. Also, Price does not provide recommendations for any item that is past its exit
date.

How do exit date constraints relate to target
inventory?

A target inventory level (units or sell-through percent) at the exit date must be set
for each item. Price provides permanent markdown recommendations, which drive
the merchandise to meet the exit date and inventory goals. Given an amount of
inventory, the lower the target exit date inventory, the more aggressive the
markdown recommendations are and vice versa.

You must specify remaining inventory level targets in advance of the exit date. The
carlier that target level is set, the more accurate the recommendations are. If the
target level is changed mid-season, markdown recommendations made prior to that
change would not be consistent with the new target. Beginning the following week,
all new recommendations made are consistent with the new inventory target.

If no inventory level is provided, Price sets the target inventory level at the exit date
to be zero.
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Residual values can be set in the beginning of the season for each item and represent
the most accurate valuation of inventory at the end of season. If an item is not
assigned a residual value, Price assumes that it is zero; that is, by default Price
assumes the inventory is worthless after the exit date.

Price considers this value of inventory when driving to end of season gross margin
and inventory goals. A higher residual value results in a less aggressive markdown
recommendation in season and a lower residual value results in a more aggressive
markdown recommendation in season.

How does Price deal with markdown
accounting?

Price assumes all markdowns are permanent, and its recommendations are based
upon the assumption that prices cannot go back up.

Nonetheless, for accounting purposes, you can indicate that you want a markdown
to be taken as a temporary markdown. Typically you would do this because the
markdown is expensive, and you want to evaluate the financial impact of spreading
the cost over the remainder of the item’s selling life. Except for this difference in
accounting, taking a markdown recommendation as a temporary markdown is the
same as a permanent markdown.

Return to Vendor ltems

Sometimes you can send items back to a vendor at a negotiated price. In effect, this
return price (minus any identified handling costs) can serve as the residual price for
these items. In this case, Price uses the same logic as for residual values - a higher
residual value results in a less aggressive markdown recommendation in season and
a lower residual value results in a more aggressive markdown recommendation in
season.

Inventory Transfers

Price assumes clearance inventory will not be transferred between stores. When
transfers do occur, Price will become aware of them via the changes in a store’s
inventory position that is not attributable to sales/returns or additional deliveries.
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Consolidation of inventory between stores is common practice today and can be
included in the business model implemented by Price. For instance, if transfers
occur, Price can receive the revised inventory amounts in the weekly data update
and use that updated inventory information in all future markdown
recommendations.

There is a risk that if a significant amount of inventory transfers from one store to a
sister-store, the optimum price strategy to date has been compromised for both
stores.

Minimum and Maximum Markdown Levels

Recommended permanent markdowns can follow a tiered minimum and maximum
markdown strategy. Typically your company defines the increments (in price or in
percent off) that can be taken off the current ticket price.

For example, you might define a rule that items with an original ticket price greater
than $20.00 must be marked down at least 10% less than the original ticket price. No
markdown recommendations would be given below the thresholds of the current
price set by the price tier (also called price ladder).

Pricing Groups

Pricing groups are groups of merchandise that can be priced at the same level at the
same time. Typically, items in pricing groups are from the same style or class, and
they share common attributes such as color or vendor.

Markdown Effective Date

The markdown effective date is the day that a Price markdown decision will actually
be in effect in the stores. This is tied to a particular run cycle; the same effective date
is used for all the items in the system. For example, you may make markdown
decisions for some items on Tuesday of this week, and some more on Wednesday.
The effective date may be such that those markdowns will first appear on the floor a
week from the coming Saturday.

Each week, Price shows the recommendations (based on the most current data) for
the next eligible markdown time period. There can also be a “week-ahead” report,
which suggests markdowns to be taken on a different date.
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Blackout Periods

A blackout period is period of time when you prohibit markdowns for some reason
(holiday, other store activities, etc.). Price can incorporate blackout periods (if any)
as constraints in the optimization scenarios it evaluates.

Scan-Down Credits

Scan-down credits are cost breaks on merchandise that a vendor gives to a retailer. If
a price change is made to pass the scan-down savings to the consumer, Price can
recognize the change in the weekly data feed and adjust future pricing strategy.

What are the rules about business
operations?

Business rules include the specifics about your weekly process, timing, and
availability. For instance, here are some typical rules:

*  You can review your pricing strategies on a weekly basis to determine which
items need markdowns.

¢ Price will execute markdowns once a week with an effective date in the stores of
Friday.

» Business data needed for updates can be current at close of business on Monday.

« Data will be loaded Tuesday afternoon and the optimization model will be run
Tuesday evening and Wednesday.
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About Business Rule Property Manager

Business Rule Property Manager (BRPM) is a utility within Price that allows you to
do the following:

* View current business rule settings for specified items. See “Using the Filters”
on page 172.

* View the business rule settings that were in effect for one or more optimization
runs. See “Viewing Business Rule History” on page 182.

* Change business rule settings in time for the next optimization. See “Modifying
Business Rule Settings” on page 176.

* Change business rule settings when you notice a problem and therefore want to
restart optimization. See “Modifying Business Rule Settings” on page 176.

e View an audit trail of which business rules were changed and when. See
“Viewing Business Rule History” on page 182.

Rule Settings and Inheritance

Business rules and their default settings are determined during Price
implementation. Each business rule setting is defined at the chain level (i.e., the top
level of both the merchandise and location hierarchies) with optionally one or two
attributes. (For example, if one of the attributes is a season code, some items in the
early fall season might have different business rule settings than the same items in
the late fall season.) In short, each business rule setting applies to a unique
merchandise-location hierarchy level and attribute combination.

Your worksheet items inherit the business rule settings from the chain level
(merchandise-location hierarchy combination plus one or two attributes) unless you
explicitly change the rule settings at a lower level (you cannot change the default
settings at the chain level).

This inheritance is applied top to bottom from level to level. For example, assume
your company is using a 10-level hierarchy with level 1 being the top (or chain
level). When you change a rule setting at level 4, levels 5 through 10 inherit that
setting. If later you change a rule setting at level 6, levels 7 through 10 inherit that
new setting, but all of the levels above retain their settings.
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Finally, if you decide to remove the setting at level 4, levels 4 through 5 inherit the
setting from the next highest level. On the other hand, levels 6 through 10 retain
their setting because they were explicitly set to a new value. Once you explicitly
change a setting, that value is retained for that level (and the levels below it) until
you change or remove it.

In summary, when you change or remove a rule setting at any level except for the
top (chain) level, the levels below the changed level - up to the first level that was
changed previously from the default - inherit the new setting. Settings above the

changed level remain the same.

Access

You can access Business Rule Property Manager business rule settings only if your
user account as been assigned the rights to do so.

You can modify or delete rule settings in the following circumstances:
*  Your user account has been assigned the rights to do so

*  The administrator allows the business rule value to be changed at that level
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Supported Business Rules

The business rules managed by Business Rule Property Manager are listed in the
table on the next page. You can view and change these settings only if your user
account has been assigned the rights to do so.

Each business rule has a default setting that is applied to the top of the merchandise
and location hierarchies and to all attributes. The items in the worksheets and
merchandise and location hierarchy levels assigned to you inherit those top-level
rule settings unless you change them.

Note the following:

The business rules are sorted by category (markdown timing, markdown depth,
and exit targets)

All business rule names can be customized, so the rule names that appear on
your screens may not match those in the table below.

Valid values for each business rule vary from company to company. Therefore,
use the “Valid values” column to record the range of values your company
allows. Sometimes the default rule value can be set to null (nothing). When that
is the case, you can replace an existing value with a null value by typing NONE
in place of the value.

There is space at the end of the table for you to record custom business rules
developed specifically for your company.

Confidential 165



Chapter 5
Managing Business Rules

ProfitLogic

Business Rule

Description

Valid values

Markdown timing

No touch 1st

The minimum number of weeks that

must pass after the first optimization

run date before the item is eligible for
a markdown

Between

After the first markdown has been
taken for the item, the minimum
number of weeks that can pass
between each subsequent markdown

Max #

The maximum number of markdowns
the item can receive during its
lifecyle

Markdown depth

Min initial

The minimum amount of the first
markdown, which is the lowest
percentage drop allowed from the
current ticket price at the time of the
initial markdown

Max initial

The maximum amount of the first
markdown, which is the highest
percentage drop allowed from the
current ticket price at the time of the
initial markdown

Min other

After the first markdown, the
minimum amount of any subsequent
markdown, which is the lowest
percentage drop allowed from the
current ticket price at the time of the
markdown
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Business Rule

Description

Valid values

Max other

After the first markdown, the
maximum amount of any subsequent
markdown, which is the highest
percentage drop allowed from the
current ticket price at the time of the
markdown

Planned

Start date

The date on which your stores plan to
start selling the item

Exit targets

Out date

The date by which you plan to be out
of inventory or by which you want to
reach a specified sell-through target

Note: You can still change exit dates
for individual items via worksheets,
and those changes will automatically
be reflected in the Business Rule
Property Manager. However, to set
exit dates at or above the worksheet
level you must use the Business Rule
Property Manager.

Sell Thru

The percentage sell-through planned
for the item by the exit date, which is
also known as the inventory target

Salv Within

The salvage value of the items if the
inventory equals or is below the
target inventory level

Salv Above

The salvage value of the items if the
inventory is above the target
inventory level
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Business Rule Description Valid values

Custom - Enter business rules created specifically for your stores.
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Accessing Business Rule Property Manager

You can start the Business Rule Property Manager in the following ways:

From the Price main menu by clicking the Business Rule Property Manager
link.

This opens the Business Rules screen at the top level of both the merchandise
and location hierarchy, including all attributes.

From any worksheet’s Action list by selecting Edit Worksheet Rules and then
clicking Apply.

This opens the Business Rules screen at the same merchandise and location
hierarchy level as the worksheet.

From the Item Info dialog box by selecting the Edit Business Rules button.

This opens the Business Rules screen at the item level in the merchandise and
location hierarchy.

Business Rules

CHAIN:O  CHAIN:O ﬂl M M
Action
[*select® =] Apply |
Eiltare < | i=| Merchandize = Location = Attib =/ Markdown Timing =N
™ :Chain |> Chain |> Season Mo touch 1st Between EOL Max # |Day of week Mir
Merchandise: [mR] B i > [ 14] 14] 14 20 H|
© Brawse _0 ’I
PR o |
Location:
© Browse o ’I
' Find
STORE:
Attributes:
Season: = |
Show rules:
& Higher levels with rules
' only filkered level
© settable levels in view
Filter |
K1 ’

Once you access the Business Rules screen, you can view, add, change, or remove
business rules only if your user account as been assigned the rights to do so and only

at the levels of the merchandise and location hierarchies assigned to your user
account.
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The left pane of the Business Rules Property Manager provides navigation and
filters, explained in the following table. The right pane shows the currently selected
filters and the business rules that apply to the selected hierarchy levels

To

Do this

Display the next level of
either hierarchy

Hover the mouse pointer over each solid right
arrow until the next hierarchy level appears. To
select a node from a particular level, click that
node and then click Filter.

For more details, see “Browsing through the
Hierarchies” on page 172.

Display a specific item or
store

Select the Find option, enter the item or store
identifier, and then click Filter.

For details, see “Navigating Directly to a Node
in the Merchandise or Location Hierarchy” on
page 174.

Filter the hierarchy levels by
attributes

In the Attributes section, select the attribute by
which you want to filter the current hierarchy
levels.

« To filter with no attributes, select the blank
line.

+ To filter by all attributes, select Any.

Note: The attributes are unique to your
company, so if you have questions about the
attributes, see the administrator or a ProfitLogic
Professional Services representative.

Display inherited business
rules (i.e., those set at higher
levels in the hierarchy that
items created at lower levels
inherit)

In the Show Rules section, select the Higher
levels with rules option and click Filter.

Display only the filtered
level (also called rule set)
instead of the filtered level
and the rows that precede it

In the Show Rules section, select the Only
filtered level option and click Filter.
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To Do this
From within the current In the Show Rules section, select the Settable
view, to display only the levels in view option and click Filter
level(s) at which rule values
can be edited
Close the Filters section to Click the double left-arrow (<<) button. To later
make more room for the display this section, click the double right-arrow
display of business rules (>>) button.
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Using the Filters

Business rules can be set on one or more levels in the hierarchies. You can view
business rules that are set on a specific hierarchy levels by:

e Browsing through the Hierarchies
* Expanding the Hierarchies within the Grid (right pane)

* Navigating Directly to a Node in the Merchandise or Location Hierarchy

Browsing through the Hierarchies

To navigate through the merchandise or location hierarchies:

—

Click the Browse radio button.

2. Move the mouse pointer to the right arrow next to Browse:

' Browse 0 g

The pointer becomes a hand 8 and the next level of the hierarchy appears.

W

Move the mouse pointer to each successive right arrow until you reach the target
hierarchy level.

Following is a small merchandise hierarchy fully expanded using this method:

Business Rules

CHAIM:O  CHAIN:0 save | | Revart | Done |
Action
[*selec =1  apply
Filters s I i~| Merchandi: = Location -] Attributes —| Markdown Timing =20
I” :Chain |> Chain | » Season No touch 13t |Between |[EOL |Max # | Day of week |Mi
o —— = R | 4] a4 z0] 7

€ brovse IO _covpany_|

DIVISION
C Find [ *Leue 51 »l

DEFARTMENT
zz0 3

hI

rvrvw

Lacatian:

26
T Browse L a7

© Find
STORE! |

Attributes:

Season: [ ] vl

Show rules:

@ Higher levels with rules
© only filkered leuel
7 settable levels in view

Filter I
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4. When you reach the target level and node, click it.

The level name and node name appear next to the Browse option, as in this
example:

Merchandize:

" Browse 1 SUBCLASS:2 |
5. Click the Filter button.

The Business Rule Property Manager grid (right pane) updates to reflect your
hierarchy selection.

6. To traverse back up the hierarchy, hover the mouse pointer over the left arrow of
the selected hierarchy level and select a hierarchy level, as in this example.

Action
I *Selec* !
[u]

COMPANY: 1
DIVISICN: 32
DEPARTMENT: 321
Merchandize o) asg; 1

Filters

' Browse
I *#Level* |+ I

' Find

Expanding the Hierarchies within the Grid

An alternate method to traversing the hierarchies is to expand the hierarchies levels
within the grid (right pane).

To expand the hierarchies within the grid:

1. Inthe Merchandise or Location hierarchy section of the grid, click the blue angle
bracket.

il Merch.-| Locatil—|

iChain | > |Chain > 51

1] > 0 >

The grid expands by adding a column to show the next level (e.g., Department)
and all of its nodes (e.g., Dept. 001, Dept. 002, Dept. 003, etc.).

2. Repeat step 1 until both the merchandise and location hierarchies are expanded
to the levels you want.

As you expand the hierarchies, observe that the cell borders and text may
become gray or black, depending on where the value was set and whether or not
you can edit the value at that level. See “Modifying Business Rule Settings” on
page 176 for an explanation the border and text colors.
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Navigating Directly to a Node in the
Merchandise or Location Hierarchy

Rather than browsing through the hierarchies, you can use the find feature to go
directly to a node in the merchandise or location hierarchy. A node is an entity on a
hierarchy. For example, on the department level of the merchandise hierarchy, some
nodes might be Men’s Dept., Women’s Dept., Children’s Dept., Housewares Dept.,
Sporting Goods Dept., etc.

Chapter 5 2 = Illll

Note: Depending on how Business Rule Property Manager is configured for your
company, the find feature may be the only way for you to access a particular node. If
you find that you cannot browse through the hierarchies to the level and node that
you want, try the find feature. If that doesn’t work, see the Price administrator about
obtaining access to the level you need.

To use the find feature, you must know the node identifier (e.g., the style, product,
or store code or name or whatever is defined for your company).

To navigate directly to a node in the merchandise or location hierarchy:

1. Click the Find radio button.

2. If applicable, from the list box, select what you want to find. For example, the
Find list box for merchandise might include Style and Product. The Find list box
for stores might include Region and Store.

3. In the text box, enter the identifier for the node you selected to find in step 2
(e.g., style, product, region, store, etc.). The identifiers are unique for each
company, so if you are unsure what to use, check with the Price administrator.

4. Click the Filter button.

If the Business Rule Property Manager locates the node, the right pane of
updates with the match. Otherwise, a message appears indicating that the node
could not be found.
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Adding Business Rules

The set of business rules available in Business Rule Property Manager and the levels
at which you can manage them are configured during your company’s
implementation of Price. While you can change existing business rule settings on
different levels in the merchandise and location hierarchies (depending on the
Business Rule Property Manager role and hierarchy levels assigned to your user
account), you cannot add new business rules to the system. If you think a new
business rule needs to be added, see the Price administrator or a ProfitLogic
Professional Services representative.

Otherwise, you can manage business rules as follows:

* To change the values of existing business rules, see “Modifying Business Rule
Settings” on page 176.

* To copy business rule values and paste them to another portion of the
merchandise and location hierarchy (and optionally an attribute), see “Copying
Business Rule Settings” on page 178.
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Modifying Business Rule Settings

S M

h

=

You can modify business rule settings if:

*  Your user account has been assigned the rights to do so

* Your user account has rights to the merchandise and location hierarchy levels
you need to access

* The rule is allowed to be modified. Depending on the implementation at your
site, the administrator may prohibit one or more rules from being changed. In
addition, the administrator may also limit rules from being changed at specific
hierarchy level and optionally attribute combinations.

Before you modify business rule settings, make sure you understand that lower
levels in the merchandise and location hierarchies inherit the changes you make at
higher levels. See “Rule Settings and Inheritance” on page 163 for details.

Note: Rule values can be null only if that was set as the default value during Price
implementation. To enter a null value, type NONE in place of the value.

To modify business rules:

1. Access Business Rule Property Manager. (If you are unsure of how to do this,
see “Accessing Business Rule Property Manager” on page 169.)

2. On the Business Rules screen, scroll horizontally to find the business rule whose
value you want to change.

3. If applicable, modify the business rule value:

= Locati =l Exit Targets

Black borders indicate an edit

Chain | Comp |Div | Dept |Class | S5ub |Style |Product | Chain | > Out Date |Sell Thru % | Salv Within |Saly Above

box in which you can modify

0
0
0

il

a2

3

0 NONE TEO0E_ 2500%] 00— s yslue.

2
0 2 0240142003 e Black text indicates the level
>

0 175810 6170562 0 03/31/2003 90.00% at which this valua was sat
/ {Chain in this case).

Green shading indicates achanged, « Gray borders indicate that

unsaved value. The shading is this walue cannot be

removed when you click Save. modified.

s Gray text indicates that this
value was inherited from a
higher lewvel,

The black and gray borders and text indicate the following:
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* A black border indicates an “edit box”, meaning that you can edit the value
in this cell. A gray border indicates that you cannot edit the value (as
determined by the implementation of Price at your company).

» Black text indicates that the value was set at this level; gray text indicates
that the value was inherited.

4. When you have changed the business rule values as necessary, click Save.
Reminder: Lower levels of the hierarchies inherit values from the higher levels.

The changed values take effect in the next Price optimization run.
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Copying Business Rule Settings

Copy business rules settings so that you can paste them to another hierarchy level /
attribute combination.

Note the following:

You can access only the levels of the hierarchy that are assigned to your user
account.

There may be some restrictions on the rules you can copy or paste.

Copying business rule settings is actually a two-phase process - copying the
settings and then pasting them to another hierarchy level / attribute combination.

Before you copy business rule settings, make sure you understand that lower levels
in the merchandise and location hierarchies inherit the changes you make at higher
levels. For details, see “Rule Settings and Inheritance” on page 163.

To copy business rule settings:

1.

Access Business Rule Property Manager. (If you are unsure of how to do this,
see “Accessing Business Rule Property Manager” on page 169.)

Use the filter options to navigate to the rule set, which is the set of rule values
assigned to a specified merchandise and location hierarchy level and optionally
an attribute, whose rule values you want to copy. (If you are unsure how to do
this, see “Using the Filters” on page 172.)

Select a rule set by clicking the left most check box for the row that contains the
rule set.

From the Action list, select Copy rule values and click Apply.
The Copy Business Rules dialog box appears.

On the Copy Business Rules dialog box, clear the check box for the rules whose
current values you do not want to copy and then click Copy.

Use the filter options to navigate to the rule set you want to update with the
copied values.

Reminder: When you update values at higher levels, the lower levels inherit
those values.
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7. Click the check box next to the rule set and from the Action list, select Paste
rule values and click Apply.

Provided the rules are allowed to be updated, the rule set is updated with the
copied values.

The business rule settings you pasted take effect in the next Price optimization
run.
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Deleting Business Rule Settings

Delete a business rule setting when you want to remove the setting for that level
(merchandise/location hierarchy and attribute combination) and let that level inherit
the setting from the next higher level. Likewise, levels below the level from which
you delete a setting will also inherit the new setting unless they already have a value
that is set explicitly. (For more information, see “Rule Settings and Inheritance” on
page 163.)

Deleting the setting for a business rule does not remove the business rule from the
Business Rule Property Manager, and it does not delete the rule from Price
optimization runs.

You can delete business rule settings in the following ways:

e One Rule Setting at a Time
e Multiple Rule Settings at a Time

Note: When you delete top-level rule values, those values are replaced with the
default values set during Price implementation. Rule values can be null only if that
was set as the default value during Price implementation. To enter a null value, type
NONE in place of the value.

One Rule Setting at a Time
To delete one business rule setting at a time:

1. Access Business Rule Property Manager. (If you are unsure of how to do this,
see “Accessing Business Rule Property Manager” on page 169.)

2. Use the filter options to navigate to the rule set, which is the set of rule values
assigned to a specified merchandise and location hierarchy level and optionally
an attribute, whose rule values you want to delete. (If you are unsure how to do
this, see “Using the Filters” on page 172.)

3. Click in the cell of the rule whose value you want to delete and press the Delete
key.

Note: Values are removed only if the rule is allowed to be edited at that level. (A
black cell border indicates an edit box; a gray cell border indicates a rule value
that cannot be edited.)

Cells whose rule values were removed are updated in a pale green shade.
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Do one of the following:

» Click Save to update the pale green cells to the default rule values.

« Enter one or more values and then click Save.

The Business Rules screen updates with the inherited values.

Multiple Rule Settings at a Time

To delete multiple business rule settings:

1.

Access Business Rule Property Manager. (If you are unsure of how to do this,
see “Accessing Business Rule Property Manager” on page 169.)

Use the filter options to navigate to the rule set, which is the set of rule values
assigned to a specified merchandise and location hierarchy level and optionally
an attribute, whose rule values you want to delete. (If you are unsure how to do
this, see “Using the Filters” on page 172.)

Select a rule set by clicking its left most check box.
From the Action list, select Delete selected rules and click Apply.
The Delete Business Rules dialog box appears.

On the Delete Business Rules dialog box, clear the check box for the rules
whose current values you want to retain and then click Delete.

Note: Values are removed only if the rule is allowed to be edited at that level. (A
black cell border indicates a rule value that can be edited; a gray cell border
indicates a rule value that cannot be edited.)

Cells whose rule values were removed are updated in a pale green shade.
Do one of the following:

* Click Save to update the pale green cells to the default rule values.

* Enter one or more values and then click Save.

The Business Rules screen updates with the inherited values.
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Viewing Business Rule History

View the history of business rule changes when you are interested in an audit trail of
what changes were made when. You can also view a business rule value that was in
effect for a particular item on a particular date.

To view business rule history:

1.

Access Business Rule Property Manager. (If you are unsure of how to do this,
see “Accessing Business Rule Property Manager” on page 169.)

Use the filter options to navigate to the merchandise and location hierarchy
levels you are interested in. (If you are unsure how to do this, see “Using the
Filters” on page 172.)

From the Action list, select View rule history and click Apply.
The Business Rule History dialog box appears.

From the Rules list box, select the rule whose history you want to view, and in
the Changes between text boxes, enter the dates for which you want to view the
history.

To view a business rule value that was in effect for a particular date, enter the
target date in both date text boxes (i.e., enter the target date as both the start date
and the end date). The result is all the rule values that would apply via
inheritance (“Rule Settings and Inheritance” on page 163). The value on the
target date is the one with the highest precedence.

The number of weeks available to you is dependent on how Price is configured
for company.

Click View.

The Business Rule History screen appears with the history for the specified rule
at the hierarchy levels you selected in step 2.
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This screen is organized by merchandise and location hierarchy levels and then
by date, with the newest date at the top of each merchandise/location grouping
and the oldest date at the bottom of each merchandise/location grouping. Thus,
by viewing from bottom to top, you can see how a value was modified over
time.

* The Start Dt and End Dt columns show you the range of time for which the
business rule and its value were effective. This can help you to determine if
one or more weekly optimizations were affected by a particular business
rule.

» The User column displays the user name of the person who made the change.

6. To print or export the rule history, from the Action list select Print or Export
and then click Apply. Otherwise, click Done to return to the Business Rules
screen.
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Managing Worksheets

This chapter includes the following information:

“Displaying Columns” on page 186
“Hiding Columns” on page 187
“Reordering Columns” on page 188
“Creating Columns” on page 189
“Editing Columns” on page 191
“Deleting Columns” on page 193
“Definition for Column dialog box™ on page 194
“Sorting Data” on page 196
“Filtering Data” on page 197
“Exporting Data” on page 199
“Printing Data” on page 200

“Items which satisfy the selected alert screen” on page 201
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Displaying Columns
You can display existing, previously defined columns. If you want to create a
column, see “Creating Columns” on page 189.

To display a column on a worksheet:

1. From the Main Menu, click Markdowns or Maintaining Merchandise and
navigate to the worksheet you want to work with.

2. From the Action list box, click Modify Columns and click Apply.

The Customize Table dialog box appears.

ProfitLogic Price About | Help
Customize Table Done | Cancel |

Sort Table | Filter Table | Change Columns |

* Must Show
# User Defined

Hidden Columns: Visible Columns:
* D1wis1on ~ -~
—> | * Department |
* Key
* Class
(_l * Sub Class | |
* Ttem
Description LI hd

Add Definiion || EditDefiiiion || Deleie Definiiion |

3. From the Hidden Columns list box, click the name of the column you want to
display on your worksheet.

If no columns are listed in the Hidden Columns list box, all of the columns
defined for this worksheet are already visible.

4. When the column you want to display is selected, click the right arrow button to
move the column to the Visible Columns list box.

The column is added to the bottom of the Visible Columns list.

5. Ifyou want to reposition the column, click the column name and click the up
arrow button to move the column up or the down arrow button to move the
column down.

6. Repeat steps 3 through 5 until you have added and repositioned all of the
necessary columns, and then click Done.

The Customize Table dialog box closes and the worksheet updates with the
columns you just added.
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Hiding Columns

Hiding columns is a convenient way to customize your worksheets to show only the
data you are interested in. You can hide almost all columns except for those
designated by an asterisk ( * ) on the Customize Table dialog box.

To hide columns on a worksheet

1.

From the Main Menu, click Markdowns or Maintaining Merchandise and
navigate to the worksheet you want to work with.

From the Action list box, click Modify Columns and click Apply.
The Customize Table dialog box appears.

ProfitLogic Price About | Help
Customize Table Done | Cancel |

Sort Table | Filter Table | Change Columns |

* Must Show
# User Defined

Hidden Columns: Visible Columns:
* D1wis1on ~ -~
—> | * Department |
* Key
* Class
(_l * Sub Class | |
* Ttem
Description LI hd

Add Definiion || EditDefiiiion || Deleie Definiiion |

From the Visible Columns list box, click the name of the column you want to
remove from your worksheet.

You cannot hide columns designated with an asterisk ( * ).

When the column you want to hide is selected, click the left arrow button to
move the column to the Hidden Columns list box.

Repeat steps 3 and 4 until you have listed all of the columns you want to hide,
and then click Done.

The Customize Table dialog box closes and the worksheet updates without the
columns you just hid.
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Reordering Columns

You can customize all of your worksheets by positioning the columns in the order
that is most relevant to you.

To reorder columns on your worksheet:

1. From the Main Menu, click Markdowns or Maintaining Merchandise and
navigate to the worksheet you want to work with.

2. From the Action list box, click Modify Columns and click Apply.
The Customize Table dialog box appears.

ProfitLogic Price About | Help
Customize Table Done | Cancel |

Sort Table | Filter Table | Change Columns |

* Must Show
# User Defined

Hidden Columns: Visible Columns:
* D1wis1on ~ -~
—> | * Department |
* Key
* Class
(_l * Sub Class | |
* Ttem
Description LI hd

Add Definiion || EditDefiiiion || Deleie Definiiion |

3. In the Visible Columns list box, click the name of the column you want to
reposition on your worksheet.

4. When the column you want to reposition is selected, click the up arrow button to
move the column up in the list, or click the down arrow button to move the
column down in the list.

5. Repeat steps 3 and 4 until the columns are listed in the order you want, and then
click Done.

The Customize Table dialog box closes and the worksheet updates with the new
order of columns.
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Creating Columns

If you want a value that is not already provided by the existing columns, you can
create a new column that produces a value from one or more columns. For example,
you may want the value of total inventory for a given item or pricing group. In this
case, you could create a new column called Total Inventory that sums the values of
the On Hand inventory column and the On Order inventory column.

The columns you add are available to your login only; they are not available to other
Price users. In addition, the columns you add are specific to worksheet types. For
example, if you add the Total Inventory column to the Worksheet Summaries
worksheet, that column is not available to the pricing groups worksheets. However,
if you add a column to a pricing groups worksheet, that column is available to all
pricing groups worksheets to which you have access.

To create a column:

1. From the Main Menu, click Markdowns or Maintaining Merchandise and
navigate to the worksheet to which you want to add a column.

2. From the Action list box, click Modify Columns and click Apply.
The Customize Table dialog box appears.

ProfitLogic Price About | Help
Customize Table Done | Cancel |

Sort Table | Filter Table | Change Columns |

* Must Show
# User Defined

Hidden Columns: Visible Columns:
* D1wis1on ~ -~
—> | * Department |
* Key
* Class
(_l * Sub Class | |
* Ttem
Description LI hd

Add Definiion || EditDefiiiion || Deleie Definiiion |

3. Click Add Definition.
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The Definition for Column dialog box appears.

ProfitLogic Price  about | elp | £e

Definition for Column Done | Cancel |
Mame: I—

Operator: I*Select* ;I
Column 1: I*Select* vl
Column 2: I*Select* vl

Complete the “Definition for Column dialog box”, explained on page 194.
When the definition for your new column is complete, click Done.

The Definition for Column dialog box closes, and the column you just created
appears in the Hidden Columns list. The column name is preceded by an
ampersand ( & ) to indicate that it is a user-defined column.

On the Customize Table dialog box, select the column in the Hidden Columns
list and click the right arrow button to move it to the Visible Columns list.

The column is added to the bottom of the Visible Columns list.

If necessary, reposition the new column by clicking the up and down arrows, and
then click Done.

The Customize Table dialog box closes and the worksheet updates with the
column you just created. The column is populated automatically.

190

Confidential



ProfitLogic Price 4.5
User Guide

Editing Columns

You can edit only columns that you have created, which are called user-defined
columns and which are designated by an ampersand ( & ) preceding the column

name on the Customize Table dialog box. You cannot edit the existing columns
supplied by Price.

To edit columns:

1. From the Main Menu, click Markdowns or Maintaining Merchandise and
navigate to the worksheet for which you want to edit a column.
2. From the Action list box, click Modify Columns and click Apply.

The Customize Table dialog box appears.

ProfitLogic Price About | Help
Customize Table Done | Cancel |

Sort Table | Filter Table | Change Columns |

* Must Show
# User Defined

Hidden Columns: Visible Columns:

a -
> |z veparinene :I % |
* Key
* Class
< | * %Iéb Class |
* Item |
Description LI hd
Add Definiion || EditDefiiiion || Deleie Definiiion |

3. In the Hidden Columns list box or the Visible Columns list box, select the

column you want to modify. You can edit only those columns whose names are
preceded by an ampersand ( & ).

4. Click Edit Definition.
The Definition for Column dialog box appears, as in the example below.

ProfitLogic Price  about | Help |1
Definition for Column Done | Cancel |
Name:  [var orig to Gurr Pr |

Operator: IDiFFerence of 2 calumnz ;I
Column 1: IOrig. Pr. vl
Column 2: ICurr Retl, vl
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5. Update the “Definition for Column dialog box”, explained on page 194, as
necessary.

6. When your changes are complete, click Done.

The Definition for Column dialog box closes, and the updated column remains
in its original position on the Customize Table dialog box.

7. If necessary, move or reposition the column on the Customize Table dialog box,
and click Done.

The Customize Table dialog box closes and the worksheet updates with the
column you just modified.
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Deleting Columns

You can delete only columns that you have created, which are called user-defined
columns and which are designated by an ampersand ( & ) preceding the column
name on the Customize Table dialog box.

To delete columns:

1.

From the Main Menu, click Markdowns or Maintaining Merchandise and
navigate to the worksheet from which you want to delete a column.

From the Action list box, click Modify Columns and click Apply.

The Customize Table dialog box appears.

ProfitLogic Price About | Help

Customize Table Done | Cancel |
Sort Table | Filter Table | Change Columns |
* Must Show
# User Defined
Hidden Columns: Visible Columns:
* Diwision - ~
_ * Department |
> * Key
* Class
< | * Sub Class |
* Ttem |
Description LI hd

Add Definiion || EditDefiiiion || Deleie Definiiion |

In the Hidden Columns list box or the Visible Columns list box, select the
column you want to delete. You can delete only those columns whose names are
preceded by an ampersand ( & ).

Click Delete Definition.

A confirmation dialog box appears, as in the example below.

I ProfitLogic Price
? Confirm

Are you sure you want to Delete:
CurnulativeSum<onHand

_ok | [ cancel |

Click OK to delete the column.

The column is removed from the Customize Table dialog box. If you want to use
this column again, you must recreate it.
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Definition for Column dialog box

Use the Definition for Column dialog box to create a new user-defined column or to
modify an existing user-defined column.

Field Description

Name text box Enter the name of this column as you want it to appear
on the worksheet. The size of the worksheet column will
expand to fit the name.

Use only letters and digits in the column name - no
spaces or special characters.

Operator list box Select one of the following:

*  Sum of 2 columns to add two columns. For
example, you might want to add the On Hand
inventory column and the On Order inventory
column to show the total of all inventory that will be
available for selling.

» Difference of 2 columns to subtract one column
from another. For example, you might want to see
the difference between the Orig. Price column and
the Rec. Price column to show the dollar amount by
which the item has been reduced.

* Ratio of 2 columns to divide two columns. For
example, you might want to divide the On Hand
inventory column by the On Order inventory
column to produce of ratio of how much inventory is
in stock to how much inventory you expect to arrive.

e Cumulative sum of a column to show running (or
incremental) totals. For example, you may want to
see how the value of on hand inventory increases for
each pricing group.

Column 1 list box Select the column appropriate for the operator that you
selected. Make sure that you select only columns with
numerical data; for example, the Status and Description
columns cannot be calculated.
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Field

Description

Column 2 list box

If you selected Cumulative sum of a column as the
operator, the Column 2 list box is disabled. Otherwise,
select the column appropriate for the type of operation
you selected.
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Sorting Data

Sorting data allows you to display data in a specific order, such as highest to lowest
gross margin and lowest to highest opportunity cost. By default, columns are sorted
by opportunity cost.

To sort data:

1. From the Main Menu, click Markdowns or Maintaining Merchandise and
navigate to the worksheet whose data you want to sort.

2. From the Action list box, click Sort Table and click Apply.

The Customize Table dialog box, Sort Table tab appears. The following example
shows three sort criteria. (If the filter action is available for the worksheet, the
Filter Table tab also appears on this dialog box.)

ProfitLogic Price About | Help | Feedback

Customize Table Done | Cancel |

Sort Table | Cthange Columns|

A-Z Z-A
1-100 100-1

Sort by IOn Hand ;I i+ o
Then by: IOn Order ;I i+ o
Then by: IOpptl,l. Cost ;I i+ o

3. Enter sort criteria as follows:

a. Select a column from the first list box. This column becomes the primary
sort column for the worksheet.

b. For that column, select a sort order, either ascending order (A - Z or 1 - 10)
or descending order (Z- A or 10 - 1).

c. If you want the worksheet to be sorted by additional columns, select a
column and sort order for the remaining two list boxes.

4. When the list boxes and sort order reflect the way you want the worksheet to be
sorted, click Done.

The Customize Table dialog box closes, and the worksheet is updated to display
data in the sort order you selected.

To remove one or more of the sort criteria, click *Select* from the list boxes and
then click Done.
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Filtering Data

Filtering allows you to display a subset of data that meets the criteria you define
(such as Current Retail > $10.00). You can filter by item and grouping attributes, or
by using multiple criteria.

» Filtering by Columns

» Filtering by Merchandise Hierarchy

Filtering by Columns
To filter data by column, independent of the merchandise hierarchy:

1. From the Main Menu, click Markdowns or Maintaining Merchandise and
navigate to the worksheet whose data you want to filter.

2. From the Action list box, click Filter Table and click Apply.
Note: The Filter Table action is not available on all worksheets.

The Customize table dialog box, Filter Table tab appears. The following
example shows two filters already created.

ProfitLogic Price About | Help | Feedback

Customize Table Done | Cancel |

sort Table | Filter Table | thange Columns |
[~ f1tem =l iz equalte =] 18979
I~ |orig. pr. == =l |29.00

o I*Column* 'IE

ril Delete Selected Filter(s) I

3. Add a filter as follows:

a. Click Add Filter. A new *Column* list appears.
b. From the *Column* list, select the column you want to filter by.

c. Inthe middle list box, select an operator (less than, less than or equal to,
equal to, greater than, greater than or equal to).

d. In the text box, type a value appropriate for the data you want to filter.

4. Repeat step 3 until you have added the necessary number of filters, and then
click Done. (The check boxes to the left of the *Column* lists apply only to the
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Delete Selected Filter(s) button; they do not affect which filters are used on the
current grid.)

The Customize Table dialog box closes, and the worksheet appears with data
based on the filters you defined. In addition, the following message appears at
the top of the screen:

This table has been filtered. Not all rows are visible.

To remove one or more of the filters, click the check box next to the filter(s) you
want to remove, click Delete Selected Filter(s), and then click Done.

Itering by Merchandise Hierarchy

To filter data by the merchandise hierarchy:

1.

From the Main Menu, click Markdowns or Maintaining Merchandise and
navigate to the worksheet whose data you want to filter.

From the merchandise hierarchy drop-down lists, select Class, Sub Class, and
Item (or whatever the equivalent is for your implementation of Price), depending
on the level of data you want to display.

Class  Sub Class  Itemn

[ = [ =] show|

When the merchandise hierarchy filters reflect the level of data you want to
display, click Show.

The worksheet appears with only the merchandise that meets the criteria you
selected.
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Exporting Data

You can export data from most Price worksheet or maintenance grids into Microsoft
Excel 2000 or newer.

To export data from worksheets:

1.

From the Main Menu, click Markdowns or Maintaining Merchandise and
navigate to the worksheet whose data you want to export.

On the resulting screen, filter the worksheet or merchandise grid,
expand/collapse rows, and show/hide columns to reflect the data you want to
export. Only visible data is exported.

From the Action list box, click Print or Export and click Apply.
The appears.

ProfitLogic Price  about | Help | Feedback | 1og

Print or Export Print I Send to Excel I Cancel I

Only visible data in the grid will be printed.

# Sending the Grid to Excel will produce 43 rows and 15
columns,

Click Send to Excel.

A message box appears with an Export Complete message followed by the path
and file name of the Excel file. Additionally, an Excel spreadsheet file with the
exported data opens in a new browser window.

If an error message appears instead, see “Price Problems and Solutions” on
page 218.
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Printing Data

You can print from most Price screens, including worksheets, merchandise, and
business rules grids.

To print a worksheet:

1.

From the Main Menu, click Markdowns, Maintaining Merchandise, or
Business Rule Property Manager and navigate to the worksheet you want to
print, or use filters to list the merchandise or business rules you want to print.

On the resulting screen, filter the worksheet, merchandise, or business rules grid,
expand/collapse rows, and show/hide columns to reflect the data you want to
print. Only visible data is printed.

From the Action list box, click Print or Export and click Apply.
The appears.

ProfitLogic Price  about | Help | Feedback | 1og

Print or Export Print I Send to Excel I Cancel I

Only visible data in the grid will be printed.

# Sending the Grid to Excel will produce 43 rows and 15
columns,

Click Print.

A print dialog box appears. This dialog box is part of your operating system and
not Price.

Adjust the options on the dialog box as necessary and click OK.
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Items which satisfy the selected alert screen

The Items which satisfy the selected alert screen appears when you click a hierarchy
level in the Merchant Desktop Alerts component (View Details column). This
screen lists the items that caused the alert.

This screen is for context only; you cannot make changes to this screen, but you can
go directly to the corresponding worksheet by clicking the View Worksheet button.
On the worksheet, you can make the changes necessary for the alerted items.

Important: For the “buy more” alert type, the Items which satisfy the selected alert
screen displays the items that have triggered alert, but the worksheet that appears
when you click View Worksheet does not. This is because worksheets are intended
to display only items that have been recommended for a markdown, and an item that
is recommended for a markdown is not a candidate for more orders. Thus, to view
these non-recommended items on the worksheet, you must add them following this
procedure, “Editing Worksheets” on page 83

As with all Price screens, the Items which satisfy the selected alert screen is
typically customized for your company, and it is typically unique for each alert, as
explained next.

Column Description

Benefit The approximate amount in dollars that you could make or lose
on the selected items

Rec Units The approximate number of units you need to buy or sell/cancel
orders for
% Time OOS The projected time you will be out of this item, expressed as a

percentage of the number of weeks in the life cycle

This is specific to the “buy more” alert type.

WOE Weeks out early - The projected number of weeks (from the
planned out date) that the item will sell out early

This is specific to the “buy more” alert type.
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Column Description

WOS Weeks of supply - The projected number of weeks of remaining
supply
This is specific to the “buy more” alert type.

Sls Units LW The number of units sold last week

Excess Inv Excess inventory - The projected number of units that will be
left at the out date
This is specific to the “cancel orders” alert.

% Inv Rem Percent inventory remaining - The percentage of life cycle
inventory (sold, on hand, and on order) that will be available at
the out date
This is specific to the “cancel orders™ alert.

Sales Units LT | The number of units sold to date

D

Out Date The planned out date, i.c., the one originally set for this item

Proj Out Date

The projected out date if you make none of the recommended
changes

MU %

The initial mark up per item. This is useful in determining the
per-item profitability behind the recommendation. For
example:

o Ifthe MU is 5%, there is not a much room for markdowns
or promotions in the future.

» Ifthe MU is 60%, there is more flexibility in how the item
can be cleared later.

Vendor

The vendor that supplied the item. This is useful because you
can determine which items you can return to the vendor.
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Reviewing Reports

This chapter includes the following information:

*  “About Standard Reports” on page 204

*  “Creating Standard Reports” on page 206

*  “Accessing Standard Reports” on page 209
*  “Deleting Standard Reports” on page 211

*  “About Enhanced Reporting” on page 212

*  “Accessing Enhanced Reports” on page 213
*  “Opening Enhanced Reports” on page 214
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About Standard Reports

Note: Additional, enhanced reports are available if you are using the Merchant
Desktop feature. For details, see “About Enhanced Reporting” on page 212.

Price includes a reporting feature that lets you view data in ways that are not
available in the worksheets. For example, you may want to view data similar to that
in the worksheets, but you may want to view it across multiple worksheets.

The reports that are available to you are determined during the Price
implementation. In some cases, there may be several pre-defined custom reports. In
other cases, there may be just a few standard reports. This documentation references
the two sample reports listed below. (These are sample reports, and they may not be
available in the implementation of Price at your company.)

e Sample MD Analysis report — This report provides you with information to
assess how markdowns are being implemented throughout departments. It
includes items, pricing information (e.g., original, current ticketed,
recommended), inventory information (e.g., on hand and on order), and financial
summary metrics.

e Sample Price Change report — This report provides you with information for
your pricing system. It includes a list of changed prices (current ticketed price
and recommended ticketed price) for the current week and selected departments.

From each of the reports available to you, you create a report that you customize
with the departments (and possibly other metrics, depending on the Price
implementation) that you are interested in.

Each report you create represents data for the week in which you created it. When
new data is available, just create another report.

All reports are in Microsoft Excel format.

For more information on reports, see:

*  “Creating Standard Reports” on page 206

*  “Accessing Standard Reports” on page 209
*  “Deleting Standard Reports” on page 211
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Understanding Dates in Reports

Several dates determine when items are first eligible to be include in Price
optimization engine runs.

First receipt date - In general terms, this date marks when activity for an item is
first significant (e.g., Price will start tracking data activity). However, this date is
supplied by your company, and its meaning depends on your company’s
implementation of Price. For example, a receipt date could indicate that an item
number is being reused whereas no receipt date could indicate a new item
number.

Planned start date - The date that your company intends on selling the inventory.

First inventory date - The date the inventory first appears in the stores. At this
point, zero sales on reports indicates that the item is not selling rather than that
the item is not available.

First sale date - The date on which an item is first sold. This date is significant to
you in reports because all life-to-date metric start with this date.

Optimization (model) start date - (formerly called land date) The first date at
which an item is considered available for sale. This date can be determined in a
variety of ways, depending on how Price is configured for your company; it is
not necessarily the same as the first sale date.
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Creating Standard Reports

To create a report, you always start with the standard, custom, or sample reports (the
terminology varies, depending on your site) provided by Price. Think of these
reports as report templates that you customize with the information you want to
include.

For example, you might use a Sample MD Analysis report to create two types of
reports — one that includes only those departments for which you are responsible,
and one that includes those departments and other similar departments for
comparison purposes.

To create your reports:
1. From the Main Menu, click Reports.

The Reports page appears, as in the following example:

ProfitLogic Price About | Help | Logout | Main Menu
Reports Done I
My Reports | Sample Reports |
Delete | Rafrash
I” Report Description Date - Time

2. Click Sample Reports (this tab may be labeled Standard Reports or Run
Reports or something else).

The Sample Reports appears, as in the following example

s g n
Prof|tLog|c Price About | Help | Logout | Main Menu
Reports Done
My Reports | Sample Reports |
Report Deseription Email (optional) ~
|sample MD #nalysis =] | | G Report

Div. / Dept

34:342;|

206 Confidential



ProfitLogic Price 4.5
User Guide

3. Complete the Sample Reports screen as follows:

a. From the Report list box, select a report.

Depending on the report you select and depending on the Price
implementation at your site, one or more options may appear.

b. Select from any of the options that appear. In addition to the division and
department list box, there may be options for including subtotals or for
further filtering the data by category, class, etc.

c. In the Description text box, enter a brief description for this report, such as
the divisions and departments that are represented, or what you intend to use
the report for.

The description is important when you create multiple reports from the same
sample report. Your reports will be listed by sample report name, and the
description helps you to differentiate them. In addition, the description is
included in the actual report, directly underneath the report name.

If you omit a description, the reporting feature creates one for you using the
the divisions and departments you select.

d. (Optional.) Enter your email address. When you enter your email address,
Price sends an email to you as soon as the report is generated. The email
notification is especially useful when you select large amounts of data for
your report. Depending on the amount of data you selected, the report could
take several minutes or more to generate.

4. When the Sample Reports reflects your choices, click Generate Report.

A confirmation message appears, similar to the following:

I ProfitLogic Price

? Confirm
This report is being submitted to the ProfitLogic Price
report engine for generation, If you entered an

email address a message will be sent to you when
the report is ready for viewing,

_ok | [ cancel |

5. Click OK to generate the report.

If you entered your email address, Price will send a notification email to you
when the report is complete.

In either case, the completed report appears in the list on the My Reports tab (or
whatever name is configured for your site). To access the report, click the report
name as explained in “Accessing Standard Reports” on page 209.
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The reports you create are available only to your username; other users cannot
access your reports. Also, your reports remain available until you delete them, as
explained in “Deleting Standard Reports” on page 211. However, as new
information becomes available each week, you must create new reports.

If you decide to change your report by adding or removing departments or other
metrics, you must create a new report.

6. When you are finished creating reports, click Done to return to the Main Menu.
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Accessing Standard Reports

You can access your reports any time that you have access to Price. If you haven’t
created any reports yet, see “Creating Standard Reports” on page 206.

To access your reports:

1.

From the Main Menu, click Reports.

The Reports screen appears, as in the following example with some reports
already created. The reports that appear on your screen will most likely have
different names.

. . .
ProfitLogic Price About | Help | Logout | Main Menu
Reports Done |
My Reports | Sample Repol'|5|

Delete | Refresh

I_ Report Description Drate - Time

[T Sample Price Change Div. / Dept. 35-356 12/05/03 16:32

[T Sample MD Analysiz  Div. / Dept. 31-324 12/05/03 16:31

On the Reports screen, My Reports tab (this tab may be named differently at
your site), click the name of the report you want to access.

If you created a report but it doesn’t appear in the list of reports, click the
Refresh button. This will update the list of reports to reflect all those that have
been successfully generated. If the report still does not appear, it may not be
generated yet. Depending on the amount data in the report, the generation can
take several minutes.

If the ProfitLogic reports for your site include macros, a Microsoft Excel
message appears notifying you that the report you are attempting to open
contains macros. To open the report with the macros enabled, click the Enable
Macros button.
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The report appears in Microsoft Excel in a separate window, as in the following
example.

File  Edit View Insert Format Tools Data  Acrobat  GoTo  Favorites  Help

§=Back -~ = - ) at | Qhsearch [GelFavorites  GMedia &4 | i B S el

G20 - = 165
A B [ C [ D [ E

1 |ProfitLogic Price

2 |Sample MD Analysis - 12/05/03 16:31

3 |Div. IDeE. 31-324
L Hier? desc Hier3 desc Hierd desc Hier5 desc
_ 5 |GIRLS DIVISION

B (iRLS WOVEH ITEM_S

7 (WOVEH SﬂRTS

8 |GIRLS DIV@ON GIRLS WWOWEN ITEM_S WDYERN SKIRTS SHORT 1 4666659

9 GIRLS DEHIM

10 FASHIOH JEAH
l GIRLS DIVISION GIRLS DEMIM FASHIOMN JEAM SOLID 14495259
i GIRLS DIVISION GIRLS DEMIM FASHIOMN JEAM SOLID 14493461
ﬁ GIRLS DIVISION GIRLS DEMIM FASHIOMN JEAM SOLID 14665335
1 GIRLS DIVISION GIRLS DEMIM FASHIOMN JEAM SOLID 14499033

15 |GIRLS DIV@ON GIRLE DENM FASHION JEARN EMBELISHED 14495641

16 (MEHS

17 MEHNS KHITS

18 L/S MTS
ﬁ MEMS MEMS KMITS LIS KNITS SOLID 14589623

20 |MENS MEMS KNITS LIS KMITS SOLID 14589625
4[4 [» [} 5ample MD Analysis J 4 |

3. If you want to access other reports, click the Reports screen window and click a
different report. You can view multiple reports simultaneously.

4. For each open report, do any of the following:
» Print the report by selecting File > Print.

» Save the report to your computer if you want to make and save changes or
send the report to a colleague. Save the report by selecting File > Save As.

* Close the report by selecting File > Close.

5. When you are finished viewing reports, click Done to return to the Main Menu.
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Deleting Standard Reports

When you are finished with a report, you can delete it from the list of reports on
your My Reports tab (the tab may be named differently at your site). Once you
delete a report, you must recreate it if you want to access it again.

To delete your reports:
1. From the Main Menu, click Reports.

The Reports screen appears, as in the following example with two reports
already created.

ProfitLogic Price

About | Help | Logout | Main Menu

Reports Done |

My Reports | Sample Reports |
Delete | Refresh

I_ Report Description Drate - Time

[T Sample Price Change Div. / Dept. 35-356 12/05/03 16:32

[T Sample MD Analysiz  Div. / Dept. 31-324 12/05/03 16:31

2. On the Reports screen, My Reports tab (this tab may be named differently at
your site), click the check box for each report you want to delete.

3. Click Delete.

A confirmation message similar to the following appears.

I ProfitLogic Price
? Confirm

Are you sure you want to delete?

il Cancell
4. Click OK.

The selected report(s) is deleted and removed from the list of reports.

5. When you are finished deleting reports, click Done to return to the Main Menu.
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About Enhanced Reporting

A few notes on
MicroStrategy

Merchant Desktop provides an enhanced reporting system that is in addition to the
one available within Price. (If you are interested in the reports generated directly
from Price, see “About Standard Reports” on page 204.)

The Merchant Desktop reporting system is provided by MicroStrategy Web
Universal. Although you will always access reports (and graphs) from Merchant
Desktop, the application that provides them is MicroStrategy Web Universal.

To access enhanced reporting, select the Reporting tab from your Merchant Desktop
view. MicroStrategy Web Universal appears within the Merchant Desktop Reporting
screen.

Just as access to Price is seamless, so is your access to MicroStrategy Web
Universal. Once you log on to Merchant Desktop, you are logged on to
MicroStrategy Web Universal.

Most of the time, you won’t notice a difference between Merchant Desktop and
MicroStrategy Web Universal. The biggest difference is probably in the help
systems.

Therefore, when you access reports or graphs, click the MicroStrategy help icon for
information on how to subscribe to reports, customize reports, etc.

In MicroStrategy reports and graphs, there is no way to drill back up. Instead of
re-executing the graph or report, MicroStrategy recommends using the browser back
button.

Using the back button is effective for most reports. However, it does not always
work for reports executed from the Top/Bottom component. In some cases the
Processing Request message may appear for several minutes. If this occurs, try
clicking the back button twice or until the Top/Bottom component appears. Note,
however, that you will have to make all of your selections again.

Another issue with MicroStrategy is when a graph first appears, it fits in the
component window, but when you drill down or navigate to a different page, the
graph becomes larger than the component window.

When this occurs, you must navigate to a different screen and then back to the
screen that contains the graph.

If you find this happens too frequently, consider placing the graph in a larger
component window. In some cases, you might even want one graph per screen,
depending on the complexity of the graph.
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Accessing Enhanced Reports

Merchant Desktop provides you with a variety of ways to access the enhanced
reports.

* Reporting screen that displays the Share and My Reports folders. For
instructions, see “Opening Enhanced Reports” on page 214.

* A screen that is named for a specific report
* A component within a screen

Initially, the only reports available to you will be in a reporting folder called Share.
Only an administrator can create reports for this folder, but you can access every
report in this folder.

From these shared reports, you can create your own copy of a report and save it to a
folder called My Reports. Within your My Reports folder, you can create as many
additional folders as necessary.

*  You can copy reports and graphs, customize them, and save them to your own
folder or to a share folder where other Merchant Desktop users can access them.

*  You can print reports or export them to Excel or PDF format

*  You can select reports and graphs for display on the “Report Component Type”
on page 67 and the “Graph Component Type” on page 68.

Report Data

Updates you make to Price are updated in report data throughout the week, and then
once a week the report data is updated with the results of Price optimization.
Therefore, if you have executed or saved a report, it may not reflect the most current
data a few days or a week later. If you are concerned about getting the most recent
data, re-execute the report or ask the administrator to purge the MicroStrategy
cache. Doing will ensure that report data is updated the next time you open it.
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Opening Enhanced Reports

You can open reports only if the administrator has assigned the Reporting screen to
your user account.

Note: The reporting system is provided by MicroStrategy Web Universal. When
you access reporting, click the MicroStrategy help icon for information on how
to subscribe to reports, customize reports, etc.

To access reports:

1. From your Merchant Desktop, click the Reporting screen link.

Note: The first time you access reporting or any report or graph, there may be a
delay before the actual reporting screen appears. If this is especially slow,
inform the administrator.

The Reporting screen appears with MicroStrategy Web Universal options.

Alerts ProfitLogic Products Top/Bottom Reporting L3

\
gick search
I—@ Shared Reports My Reports
Selemaed] cesrdy Browse a list of prepared services available to all users, View reports you have created and saved for future use,

NEED HELP?
= How do I select a new
project?

» Online help

My Subscriptions ~Th, History List
(RS
View a list of the reports to which you are subscibed. u View an up-to-date surnrnary of the status of my requests.

MicroStrategy Wehb Preferences
Universal help @ General, Grid display, Graph display, Print, Export, PDF

2. From the report options that appear, click one of the following links to access
reports:

* Shared Reports - A list of reports created by administrators and other users
that they have elected to share with other Merchant Desktop users

* My Reports - A list of reports that you have created

* My Subscriptions - A list of reports that you have scheduled to be executed,
typically on a recurring schedule
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* History List - Depending on how the administrator has configured
reporting, every report you have executed appears here, or only those reports
you have selected for the history list appear here

3. Double-click the report you want to open. For information on navigating
through reports, use the MicroStrategy help.

Note: If opening reports or drilling through reports is especially slow, inform the
administrator.
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Troubleshooting

This appendix explains the following:

*  “Price Problems and Solutions” on page 218

*  “Merchant Desktop Problems and Solutions” on page 222
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Price Problems and Solutions

Following are problems and solutions for Price. If you are having problems with the
Merchant Desktop feature, see “Merchant Desktop Problems and Solutions” on

page 222.

Note: At the end of the table are several blank spaces for you to record problems
and solutions specific to your company and customized Price implementation.

Problem

Solution

You attempt to access the Price login screen, but a
security warning message appears, asking if you
want to install and run Service Pack 6 for Visual
Basic.

See step 2 in “Logging on to Merchant Desktop
and Price” on page 20.

This is a normal, expected message when your PC
is missing a Microsoft Common Control dialog
that Price uses.

When you attempt to access the Price login screen,
a blank screen appears instead.

See “ActiveX Downloads and Firewalls” on
page 221.

After you enter your username and password and
click Login, nothing happens.

It is possible that pop-up blocker software is
prohibiting the Price main menu from appearing.
Try disabling the software and then attempt to log
in to Price again.

One or both of the following error messages occur:

*  Error with Excel Initiation: ActiveX
component can’t create object. - This occurs
because of an Excel component that is marked
as unsafe. Price does not install this
component, but it does use it to export data to
Excel.

« Export did not succeed. The settings on your
version of Internet Explorer may need to be
altered to accommodate this feature. Please
contact PC Support to correct this problem.
- This occurs because Price requires the
components to be scriptable even though not all
of the components are marked as safe.

These messages indicate that the internet browser
setting are incorrect for the Price zone (Local
intranet or Trusted sites). To remedy this situation,
follow the instructions in “Checking Your Price
Browser Settings” on page 6, paying particular
attention to the actual settings on the Security
Settings dialog box.
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Problem

Solution

Your password is no longer working

Passwords are case-sensitive, so make sure that the
Caps Lock key has not been selected. In addition, if
the administrator has changed your password or
user name recently, it’s possible that Internet
Explorer is using the wrong stored password. This
can occur when the only change in the user name
or password is case.

You have been working in Price, but a timeout
message still appears.

Timeout messages appear after a configured
amount of time on the application server. Some of
the actions you perform in the Price user interface
do not communicate with the server and thus the
server sends the timeout message.

For more information, see “Understanding
Timeouts” on page 24.

You can’t figure out what some of the column
names mean

When a column name or meaning is unclear, hold
the mouse pointer of over the column name until
the hover text appears, as in the example below. In
most Price implementations, each column has
hover text that explains the column name.

ate |Dut Date |Sls Units, LTD |MUX Init |Sls Units L'w
]

The tatal nurber of urits sold Since the item's Start Sell D ate. ;g

The following error message appears:

A System error has occurred during
this action. Please report this as a
bug.

In addition, the following link appears in the
upper-right corner of the screen:

Must define these in XActionServlet.java.

At least once a week, ProfitLogic Professional
Services must disable logins to Price (typically for
about five minutes) so that they can synchronize
markdown data. If you are using Price while the
logins are disabled, this message appears.

Just quit Price and check with an administrator or
Professional Services to determine when Price will
be available again.
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ActiveX Downloads and Firewalls

Sometimes ActiveX components cannot be downloaded or installed properly, even
if all of the browser security settings are correct. The result is a white (blank)
Internet Explorer screen when you attempt to access the Price login screen.

Two main issues can affect whether or not ActiveX components are successfully
downloaded:

¢ Firewall restrictions

* A restriction on writing to the directory where the ActiveX components would
be stored

The work around is to use a package called ActiveXInstaller.zip, which is located on
the Price CD.

To use ActiveXInstaller.zip:
1. Unzip ActiveXInstaller.zip to a directory on the computer.

2. In the resulting PLActiveXInstaller folder, double-click the
ActiveXWrapper.html file.

This opens the browser and downloads and installs the required components.
When the ActiveX package is complete, the following message appears:

ActiveXWrapper

The ProfitLogic ActiveX comp ts are now i

3. Close the browser window and try accessing the Price login screen again.

If you still cannot access the Price login screen, try the following procedure to
manually register the required ActiveX components.

To manually register the ActiveX components:
1. Obtain PLWebUI.cab from the Price CD.
2. Unzip PLWebUI.cab, which results in the following files:

PLWebULinf
PLWebUI.ocx

3. From a command prompt, type the following and press Enter:

regsrv32 PLWebUI.ocx
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Merchant Desktop Problems and Solutions

Following are problems and solutions for the Merchant Desktop feature. If you are
having problems with Price, see “Price Problems and Solutions” on page 218.

Note: At the end of the table are several blank spaces for you to record problems
and solutions specific to your company and customized Price implementation.

Problem

Solution

I can’t change anything, and there are no
pencil buttons.

This occurs when your user account is assigned a
read-only role that prohibits any changes. If you want
to be able to customize some Merchant Desktop
features, ask the administrator to update your user
account.

The help lists some options that don’t appear
on my screens.

The help system shows all of the available Merchant
Desktop options, but your user account may be
prohibited from using those options. When this is the
case, the option does not appear in the user interface.
For example, if your user account prohibits adding web
sites to the HTTP links component, the Add button
does not appear on the HTTP links personalization
screen.

There are some changes on my Merchant
Desktop view, screen, or component that I
didn’t make.

When this occurs, most likely Merchant Desktop is
configured so that you automatically receive updates
from the administrator. To avoid this, clear the Use
Default check box (the “default” is any change the
administrator makes). You must do this for each
parameter that you do not want to be updated. If later
you do want the administrator updates, select the Use
Default check box.

If the Use Default check box does not appear on your
screens, the administrator has turned that option off.
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Problem

Solution

The administrator made some changes to the
view, screens, or components, but I didn’t
receive the changes.

Check the settings for the Use Default check boxes. For
each parameter, you can receive updates from the
administrator only if the check boxes is selected.

If the check boxes are selected, try quitting all of the
open browser windows and then logging in to Merchant
Desktop again.

I hid the title bar on a component. How do 1
get it back?

If the pencil button £ is not available, you must ask an
administrator to do this for you.

To show a hidden title bar:

1. For the screen that contains the component with the
hidden title bar, click the screen tab and
corresponding pencil button

2. On the Screen Personalization screen in the graphic
of the screen layout, click the pencil button of the
component whose title bar you want to show.

3. On the component personalization screen, select the
Show option and click the Save button.

4. On the Screen Personalization screen, make any
other changes necessary and then click the Save
button.

The screen appears, and the title bar is back on the
component window.

I can’t scroll to all of the prompts on the
Top/Bottom screen

If you have a scroll wheel on your mouse, use that to
scroll down on the screen. Otherwise, use the horizontal
scroll bar to scroll to the right until the MicroStrategy
vertical scroll bar appears.

Only one of my fading news feeds shows
news, but the other one is blank

Replace one of the fading news feed components with a
different news feed display, such as static. Currently,
you can have only one fading news feed per screen.
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Problem

Solution

I clicked a tab and the screen components are
taking a long time to load, but when I click a
different tab to go to another screen, that
screen won’t appear

This situation can occur when the screen you are
accessing has multiple MicroStrategy reports and/or
graphs. Sometimes you must wait until the reports or
graphs have loaded before you can navigate to another
screen.

My password is no longer working

Passwords are case-sensitive, so make sure that the
Caps Lock is off. In addition, if the administrator has
changed your password or user name recently, it’s
possible that Internet Explorer is using the wrong stored
password. This can occur when the only change in the
user name or password is case.

Everything was working fine, but then I
clicked a link and this message appeared:

This page cannot be displayed

When this message appears, quit the browser and then
start it again and access Merchant Desktop. If that does
not solve the problem, the server may be down. Inform
the administrator.

A MicroStrategy log on screen appears instead
of the reporting screen, and when I attempt to
use the log on screen, nothing happens.

This can occur in the following circumstances:

» The MicroStrategy Intelligence Server and Web
Universal application are not available.

* The password you are using is invalid, or your user
name and password are not in the MicroStrategy
users database.

In both of these cases, notify the administrator.

The following Job Expired message appears
when I attempt to access a report or graph:

The results for this report are no
longer available. Please submit the
request again.

This is a MicroStrategy error message. When it occurs,
click the Re-Execute Report button. Typically the
report will update when you click this button.

Accessing the Reporting screen or any screen
that contains a report or graph takes a long
time.

The slow access time should occur only the first time
you access reporting. All subsequent times should be
much quicker.
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Problem

Solution

The following message appear when [ am
using MicroStrategy, particularly the
Top/Bottom screen:

The Web Server encountered an
unknown runtime error.

This is a MicroStrategy error message. When it occurs,
click the Top/Bottom tab in the Merchant Desktop
view. This refreshes the screen, and you can then select
your filters and execute your report.

When a graph first appears, it fits in the
component window, but when I drill down or
navigate to a different page, the graph
becomes larger than the component window.

This is a known issue with the MicroStrategy Web
Universal application. When it occurs, you must
navigate to a different screen and then back to the
screen that contains the graph.

If you find this happens too frequently, ask the
administrator to place the graphs in larger component
windows. In some cases, you might even want one
graph per screen, depending on the complexity of the
graph.

I drilled down through a graph or report, but
now I can’t drill back up.

In MicroStrategy reports and graphs, there is no way to
drill back up. Instead of re-executing the graph or
report, MicroStrategy recommends using the browser
back button.

Using the back button is effective for most reports.
However, it does not always work for reports executed
from the Top/Bottom component. In some cases the
Processing Request message may appear for several
minutes. If this occurs, try clicking the back button
twice or until the Top/Bottom component appears.
Note, however, that you will have to make all of your
selections again.

I am creating Top/Bottom reports, but the
reports are not ordered by the ranking I select,
e.g., Top 10 GM Amt or Bottom 10 Planned
Sales Amt.

This is a known issue with MicroStrategy Web
Universal.

Some folders in the Selected Report or
Selected Graph tree won’t close.

You cannot close the folder (or the parent folder) that
contains the selected report.
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Problem

Solution

I want to select a report or graph for one of the
report or graph components, but there are no
folders under the Please Select a Report folder.

This occurs when the MicroStrategy Intelligence Server
and Web Universal application are not available. It can
also occur when your user name is not in the
MicroStrategy user database. Notify the administrator.

I want to change the type of layout of a screen
but can’t find a way to do it in the user
interface

It is currently not possible to change the layout of a
screen. Instead, you must create a new screen.

For components in open layouts (i.c., 1-, 2-,
and 3-column), very large height parameters
cause unpredictable window sizes

Ultimately, the effects of height and width are
controlled by the browser, not by Merchant Desktop. If
the browser window sizing is not working as you
expect, try decreasing the height of component
windows.
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Glossary

access levels Access levels determine
what actions you are permitted to
perform on each worksheet. Price
provides the following levels of access:

* View
*  Submit
* Approve

blocking promotions Promotions that
prevent a markdown either before,
during, or after the promotion.

business rules Constraints and
guidelines for making pricing and
markdown decisions. Business rules may
include guidelines and constraints such
as the following:

e Markdowns must be at least 2 weeks
apart.

e Markdowns must be at least 20% off
current retail.

* Markdowns are recommended only
for items with exit dates.

You cannot modify the business rules or
the data that is covered by the rules. The
rules and the data can be modified only
as part of the implementation of Price,
which is usually done by ProfitLogic
Professional Services.

business rule instance The
combination of the business rule and its
value at the given hierarchy levels for the
specified attributes.

chain level The highest level of your
location hierarchy. At minimum, a
typical location hierarchy consists of the
chain level, a region level, and a store
level.

clearance price ladder See price
ladder.

collection See pricing group.

cutoff time For a certain period each
week, all worksheets in Price are
read-only until the following week’s data
is available. The beginning of this period
is called the cutoff time.

dates and times See times and dates.

exit dates The exit date (also called the
out date or the out-of-stock date) is the
last day an item is scheduled to be on
hand in the stores. At this date, the intent
is for the item to have the specified exit
inventory target transferred to an outlet
or packed away for the season.

The exit date is an important factor in
generating markdown decisions.

exit inventory targets The number of
items specified to be remaining by the
exit date. These items are then typically
transferred to an outlet or packed away
for the season.

item A level in the merchandise
hierarchy below the class or category
level and above the color and size level.
An item may also be known as a lot or a
style.

key A level in the merchandise
hierarchy.
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location hierarchy The levels or
groupings of stores in your company.
Typically the levels in location
hierarchies are chain, region (or zone),
and store, as in the following example.

Level Description
Highest Chain
Middle Region or zone
Lowest Store

E|jEEN
g im |l [ ] ]
Epilnmm
ProfitLogic
Level Description
7 Style
8 Lot
9 Item
10 Color
11 Size
12 - Lowest SKU

markdown recommendations The
percent off that Price recommends, after
applying business constraints, for
applicable items or pricing groups. Price
provides markdown recommendations
weekly for your review, analysis, and
facilitation of markdown decisions.

merchandise hierarchy The levels or
groupings of product in your company,
typically extending from SKU or size at
the lowest level to company at the
highest. The following table is an
example of many levels in a merchandise
hierarchy, from highest to lowest.

Level Description
1 - Highest Company
2 Division
3 Department
4 Category
5 Class
6 Subclass

password Your password is necessary to
prevent unauthorized access to your data.
Do not give your password to anyone,
and if you think that someone has
learned your password, change it as soon
as possible.

price ladder, price-point ladder,
price-percentage ladder, clearance
price ladder See also POS percent-off
ticket price ladder. A set of values that
establish all possible prices for your
merchandise (items and pricing groups).

A price-point ladder has a set of fixed
prices, such as the following:

1.99
2.99
3.99
5.99
9.99

These values are called rungs.

A price-percentage ladder specifies
percentages that are allowed as
definitions for price markdowns, such as
the following:
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75%
67%
50%
33%
20%
10%

A clearance price ladder distinguishes
prices with a particular decimal amount,
such as the following:

0.97
1.97
2.97

If Price generates a recommended price
that is not on your price ladder, Price
converts the price to the next highest
price in the ladder.

pricing group A set of items that are
grouped together based on style, color,
vendor or any combination of these and
other attributes. Pricing groups can take
the same markdown for the entire group,
or each item within the group can take a
different markdown. There are also
pricing rules about pricing groups —these
rules define inter-item pricing
restrictions, such as a rule that
markdowns must be set to the same price
or percentage off.

POS percent-off ticket price ladder

See also price ladder. A list of
percent-off values that can be applied to
the ticket price (as opposed to the
original retail price) of an item. The
percent-off values are applied at POS
(point of sale) and are accounted for as
temporary markdowns.

promo indicators A promo indicator
(“Promo”) appears next to an item to
indicate that the item is recommended

ProfitLogic Price 4.5
User Guide

for a markdown at a time that occurs
either before or during an advertised
promotion.

The indicator does not affect the way
Price treats the item in the future; it only
alerts you to potential pricing conflicts.

Promo indicators are assigned to
merchandise at only the item-region
level. Thus, you must expand pricing
groups or chain level information in
order to see them.

promotional effect The lift on items
associated with markdowns and
promotions in addition to the effect of
simple price changes.

read-only period For a certain period
each week, all worksheets in Price are
read-only until the following week’s data
is available. The beginning of this period
is called the cutoff time.

region Typically the second level in the
location hierarchy, between the chain
and the store levels. Also called the zone
level.

SKU Stock-Keeping-Unit. A SKU is the
lowest level in the merchandise
hierarchy. Typically the SKU is size, but
it could be item or color.

status codes Status codes provide
information about the merchandise
displayed on a worksheet. Merchandise
is assigned a status code to indicate that
some action has been taken on it.

Status codes are assigned to merchandise
only at the item region level. You must
expand pricing group or chain level
information in order to see a status code.

Status codes include:
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* Added — Assigned to any item that is
added to a Worksheet, and that is not
recommended for a markdown in the
current week.

* Modified — Assigned to any item that
is given a changed markdown;
indicates that the markdown has been
modified.

store level The lowest level in the
location hierarchy, below chain and zone
(region) levels.

ProfitLogic

times and dates Price handles time
zones through an authoritative setting on
the server and displaying the time zone
explicitly whenever a time is displayed.

worksheet Grouping and display of
items or pricing groups of items with
associated pricing information. In Price,
a worksheet is the screen on which you
change markdown prices, take (or do not
take) markdowns, and select items for
forecasting and What-If analysis.

zone Typically the second level in the
location hierarchy, between the chain
and the store levels. Sometimes the zone
is called the region level.
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A

Accelerated markdowns 121
Access levels 28
Accessing
business rules 169
enhanced reports 213
Merchant Desktop 20
MicroStrategy reports 214
Price 20
standard reports 209
Accessing Price
prerequisites 15
procedure 15
Adding
screens to views 47
tabs to view 47
Adding items to pricing groups 152
Adding items to worksheets 83
Alerts component 61
acting on alerts 64
benefit metric 62
buy more items do not appear on
worksheet 64
priority icons 62
recommendation metric 62
Approve access level 29
Approved worksheet status 87
Approving worksheets 137
Audit trail, business rules 182

Benefit metric, alerts 62
Blackout periods 162
Browser settings 6
Budget Constrained status 135
Business Rule Property Manager 163
accessing 169
copying business rules 178

deleting business rules 180
history business rules 182
inheritance 163
list of supported rules 165
modifying business rules 176
rule settings 163
Business rules
accessing 169
Business Rule Property Manager 163
copying 178
custom 165
deleting 180
Ending inventory target 167
exit date 159, 167
explained 158
list 165
Maximum initial price reduction 166
Maximum number of markdowns 166
Maximum subsequent reduction 167
Minimum initial price reduction 166
Minimum subsequent reduction 166
modifying 176
No touch periods 166
Out date 167
overview 158
Residual value of inventory 167
Salvage above 167
Salvage within 167
Sell through percent 167
Start date 167
target inventory 159
viewing 169
viewing history 182

c

Chain level

defined 229
Changing colors (see Changing skins)
Changing markdowns 118
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Changing skins 47
Clearance price ladder (see Price ladder)
Color schemes (see Skins)
Colors, changing (see Skins)
Columns

creating 189

deleting 193

displaying hidden 186

editing 191

hiding 187

reordering 188

repositioning 188
Components

Alerts 61

changing colors (see changing skins)

composed of 55

customizing 52

defined 55

HTML 60

HTTP Links 59

links to web sites 59

list of types 55

News feed 57

placement related to screen layout 50

Price 66

ProfitLogic product 66

renaming 52

repositioning 50

RSS feeds 57

web pages 60
Consolidating inventory 161
Copying

business rules 178
Creating columns 189
Creating pricing group 150
Creating reports 206
Customizing components

general procedure 52
Cutoff date 37

defined 229

related to approved worksheets 137

ProfitLogic

D

Decision period 37
Declining worksheets 137
Deleting

business rules 180

pricing groups 156
Deleting columns 193
Deleting pricing group 156
Deleting reports 211
Drag and drop

component positions 50

E

Editing columns 191
Editing worksheets 83
Effective date for markdowns 161
Email notification for reports 207
Emergency markdown 119
Ending inventory target
business rule 167
Error in RSS News Feed 57
Error parsing RSS NEWS FEED 57
Errors
Error in RSS News Feed 57
Error parsing RSS NEWS FEED. 57
The Web Server encountered an
unknown runtime error 225
This page cannot be displayed 224
Too much data to download 57
Excel, Microsoft
required for reports 204
Executing worksheets 138
Exit date
business rule 167
Exit date inventory
effect of setting high or low 142
related to sell-through percent 142
setting 142, 147
Exit date sell-through percent
effect of setting high or low 142
setting 142
Exit dates
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defined 159
effect of changing 141
removing from items 146
residual value of inventory 160
reverting to original values 145
sell-through percent 142
setting 143
target inventory 142
when to set 141

Exporting worksheet data 199

F

Fit-to-budget feature (see
Optimize-to-budget feature)
Forecasts

viewing recommended 126

G

Generating reports 206
Gross margin and opportunity cost 80

H

Help button 35
Hidden columns
displaying 186
HTML component 60
HTML pages
component 60
HTTP Links component 59

Icons
alert priority 62
Merchant Desktop 35
Internet Explorer settings 6
Inventory
consolidating 161
exit date 142
residual value 160
sell-through percent 142
transferring 161
Item details, viewing 129
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Item status messages 130

Items
adding to pricing groups 152
defined 229
removing from pricing groups 154
setting exit date inventory 147
setting exit dates 143
setting sell-through percent 147
viewing on worksheets 132

J

Java Runtime Environment

required for Merchant Desktop 12
JRE

required for Merchant Desktop 12

L

Levels of access to Price 28
Location hierarchy

chain level defined 229

defined 230
Logging in to Merchant Desktop 20
Logging in to Price 20
Logging on to Price 15

Macros in reports 209
Maintaining pricing groups 150
Markdown accounting
permanent 160
related to optimize-to-budget 110
temporary 160
Markdown budget
applying to pending markdowns 110
entering in optimize-to-budget 113
Markdown recommendations
defined 230
Markdown schedule
overriding 121
sendback date 121
Markdowns
accelerated 121
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changing 118

deciding not to take 125

defined 230

during blackout periods 162

effective date 161

from price ladder 119

maximum 161

minimum 161

removing 123

reverting 124

reviewing 80

status for taken 135

statuses 135

taking as a group 119
Maximize button 35
Maximum initial price reduction

business rule 166
Maximum markdowns 161
Maximum number of markdowns

business rule 166
Maximum subsequent reduction

business rule 167
Merchandise hierarchy

defined 230
Merchandise, maintaining 140
Merchant Desktop

Price reports 204
Messages

item status 130
Metrics

worksheets 85

Microsoft Common Dialog control,

security warning 16
Microsoft Excel
required for reports 204
MicroStrategy screen
can’t log on 224
Minimize button 35
Minimum initial price reduction
business rule 166
Minimum markdowns 161
Minimum subsequent reduction

ProfitLogic

business rule 166
Mixed status 135
Modifying

business rules 176
Modifying columns (see Editing
columns)

N

Names, changing for pricing groups 155
News component 57

No touch periods 166

Not submitted worksheet status 87

Not taken markdown status 135

Not Taken status 135

(o)

Opportunity cost 80
Optimize-to-budget feature
description 110
procedure 111
when to use 110
Out date
business rule 167

P

Password
case-sensitivity 17
changing 26
obtaining new 17
Pencil button 35
PL Group status 135
PL Item status 135
POS percent-off ticket price ladder 231
Price
accessing from Merchant Desktop 66
quitting 66
returning to Merchant Desktop 66
Price ladder
defined 230
selecting markdowns from 119
Price quick reference 38
Price schedule 37
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Price-percentage ladder

defined 230
Price-point ladder

defined 230
Pricing decisions

viewing results on worksheets 125
Pricing groups

adding items 152

changing names 155

creating 150

defined 231

deleting 156

maintaining 150

removing items 154

setting date exit inventory 147

setting exit dates 143

setting sell-through percent 147

viewing on worksheets 132
Printing worksheets 200
ProfitLogic product component 66
Promo indicators 231
Promotion indicators (see Promo
indicators)

Q

Quick reference, common tasks 38

R

Read-only period 37
Recommendation metric, alerts 62
Recommended forecast
viewing 126
Recommended Forecast page 127
Removing
items from pricing groups 154
items from worksheets 83
markdowns 123
screens from view 46, 47
Renaming
components 52
Renaming screens 50
Renaming tabs 50
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Reordering
screens in view 47
tabs in view 47
Reporting
access time is very slow 224
available from Merchant Desktop 204
MicroStrategy log on screen appears
224
Reporting screen type 53
Reports
accessing enhanced 213
accessing MicroStrategy 214
accessing standard 209
creating 206
data freshness (Users) 213
deleting 211
described 204
email notification 207
format 204
macros in 209
Reports take a long time to appear 224
Repositioning components 50
Residual value of inventory 160, 167
Restore button 35
Return to vendor items 160
Reverting markdowns 124
Reviewing markdown suggestions 80
RSS feeds
component 57
RTV (see Return to vendor)

S

Salvage above
business rule 167
Salvage within
business rule 167
Saving changes
worksheets 125
Scan-down credits 162
Schedule
decision period 37
read-only period 37
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Schedule for Price
typical rules 37, 162
Screens
adding to view 46
adding to views 47
changing colors (see changing skins)
composed of 53
defined 53
layouts and component placement 50
list of types 53
removing from view 46, 47
renaming 50
reordering 47
reordering in view 46
Reporting type 53
setting home screen 47
Top/Bottom type 53
Security warning 16
Sell-through percent
business rule 167
effect of setting high or low 142
related to exit inventory units 142
setting 147
Sendback date
related to accelerated markdowns 121
reverting to global default 124
setting 119
Service Pack 6 for Visual Basic Cabinets
16
Session timeout message 18, 25
login again 18, 25
warning 18, 24, 25
Setting home screen 47
Skins
changing 47
changing on view 46
Start date
business rule 167
Starting
Business Rule Property Manager 169
Merchant Desktop 20
Price 20
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Status

items 231

markdowns 135

not recommended 130

taken markdowns 135

worksheets 85
Submit access level 28
Submitted for approval status 87
Submitting worksheets 136
System requirements 6

T

Tabs

adding to views 47

removing from view 47

renaming 50

reordering 47
Take accelerated markdown feature 119
Take advanced markdown feature 119
Take markdowns as a group feature 119
Taken markdown statuses 135

changing 123
Target exit date inventory (see Exit date
inventory)
Target sell-through percent (see Exit
date sell-through percent)
This page cannot be displayed, error 224
Timeout message

login again 18, 25

warning 18, 24, 25
Timeout message, warning 18, 25
Too much data to download, error
message 57
Top/Bottom screen type 53
Transferring inventory 161
Troubleshooting

Merchant Desktop (Users) 222

Price 218

U

URL, for Price 15
User status 135
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View
adding screens 46
changing skins 46
removing screens 46
reordering screens 46

Viewing reports 214

View-only access level 28

Views
adding screens 47
adding tabs 47
changing skins 47
removing screens 47
removing tabs 47
reordering screens 47
reordering tabs 47
setting home screen 47

w

Warning message, session timeout 18,
25
Web address, for Price 15
Web pages

component 60
Web Server encountered an unknown
runtime error, error 225
Web sites

component 59
Weekly process for Price 37, 162
Worksheet screen 132
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Worksheets

adding items 83

approving 137

creating columns 189
declining 137

deleting columns 193
displaying hidden columns 186
editing 83

editing columns 191
executing 138

exporting data 199

filtering by columns 197
filtering by hierarchy 198
hiding columns 187
markdown status column 135
opening 81

printing data 200

removing items 83
reordering columns 188
saving changes 125

sorting data 196

statuses 85

submitting 136

summary metrics 85
viewing item details 129
viewing items 132

viewing pricing groups 132
viewing results 125
Worksheet screen 132
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