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What’s Your Move?
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Safe Harbor

The following is intended to outline our general product direction. Itis intended for information purposes
only, and may not be incorporated into any contract. It is not a commitment to deliver any material, code,
or functionality, and should not be relied upon in making purchasing decisions. The development,
release, timing, and pricing of any features or functionality described for Oracle’s products may change
and remains at the sole discretion of Oracle Corporation.

Statements in this presentation relating to Oracle’s future plans, expectations, beliefs, intentions and
prospects are “forward-looking statements” and are subject to material risks and uncertainties. A detailed
discussion of these factors and other risks that affect our business is contained in Oracle’s Securities and
Exchange Commission (SEC) filings, including our most recent reports on Form 10-K and Form 10-Q
under the heading “Risk Factors.” These filings are available on the SEC's website or on Oracle’s website
at http://www.oracle.com/investor. All information in this presentation is current as of September 2019
and Oracle undertakes no duty to update any statement in light of new information or future events.



http://www.oracle.com/investor

Modern Retall

Pivot to
Customer

Put the
Customer at the
Core of Your
Operations
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Invest with
Intent

Create
Experiences
Based on
Desired
Outcomes

Best to Next
Practice

Engage the
Customer as an
Individual


Presenter
Presentation Notes
Retailers are adapting in a world of modern retail and what we see is them pursuing three very simple strategies:

In a world of Modern Retail, retailers must be able to:​
Put the customer at the core of operations​
Adapt to the fluid customer journeys, and to constantly changing customer demand, ​
Better engage the customer in an individualized manner​
Create unique experiences that keep customers intrigued and coming back​


Pivot to Customer
Put the customer at the core
 of your operations

Shift to Next Practice
Engage the customer as an individual

Invest with Intent
Create unique experiences




The Platform For Modern Retail

Shift To Next
Practice
Continue to blur the

lines between digital
and physical.
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Tailor the
Experience

Immediate action
against event driven
activity, to drive a
unigue and
individualized
experience.

Drive Operational
Agility
Anticipate and adapt to

market changes at
speed and scale.
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How do you pivot to customer, how do you make it easier to achieve retail excellence while uncovering the value of customer to your enterprise.  You do it by 

Shifting your business from current best practice to the new, innovative and improved next practices.  Where you continue to blurr the lined between the digital and physical experiences, 
Curating a tailored experience for each consumer as you convert them into a customer, where you take immediate action to drive an individualized and connected experience across all channels
Anticipating and adaptive to market chanted at speed and scale






Solution Innovation + Next Generation Cloud .
Infrastructure

Supporting a shift to next practice and enabling retailers to uncover

the value of customer
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Key message: Uncovering the value of customer to your enterprise. - Solution Innovation and cloud infrastructure come together to drive a retail shift to next practice  So as we work to help retailers continue to be laser focused on their customer, we are doing the same with ours – with you. Our focus is on how we continue to drive innovation in our solutions, in our processes and in our journeys, and how we deliver that in a consumable format through a cloud infrastructure that allows you to consume the innovation in a timely manner, with out pain or cost to your daily business operations.  Ultimately driving retailer to shift to the next practices that are critical in enabling you to differentiate from the competition.



Oracle Retall: A History of Innovation
Next

Past
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Current

Next Generation Retail
Demand Forecasting

Offer Optimization
Science

Store Inventory
Operations CS

Pricing Cloud Service
Xoffice

Next Generation SaaS
Integration Architecture

>

>

>

Consumer Insights
Mobile Only Store

Next Gen Customer
Engagement

Support of Alternate
Business Models -
Concession &
Consignment

Next Generation Brand
Compliance - GM &
Fashion

Globalization &
Localization

Ongoing On-Prem
Investment

Future

>

Next Generation Order
Management

Next Generation Promo-
driven Halo & Cannibalization

Alternate Business Models -
Wholesale

Supply Chain Transparency &
Traceability

Inventory & Initial Price
Optimization

Al-Enabled Ul / Digital
Assistant

Ongoing On-Prem Investment
Self-Sustaining SaaS
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Past
Planning & Optimization Cloud Services:  This represents built-from-the-ground-up templates of MFP and A&IP on our next generation RPAS Cloud Edition platform, as well as our configurable versions (EE) that enable current customers to migrate their current solutions to SaaS as a starting point, while also taking advantage of new capabilities (dashboards, exception-driven processes, etc.). 
Retail Science Cloud Services:  This represents our science platform broadly.  While this has been available for in SaaS for a while, it is only recently that the market is starting to understand and believe in the value of our capabilities.  DT, for example, has been around for years now, but we are now seeing this be the key motivator for customers to adopt our science platform (e.g. Disney Parks, Helzberg Diamonds, Shop Direct).
Next Generation Cloud-native Planning Platform:  This represents RPAS Cloud Edition.
SaaS Continuous Delivery:  This represents our change to monthly releases in SaaS.  Note that we have been doing this at complex retailers for over 2 years now and we see them regularly adopting the latest updates and capabilities.  
Current
Next Generation Retail Demand Forecasting:  This represents our next generation RDF solution. 
Offer Optimization Science  This represents the launch of Offer Optimization, as well as our continued investment in capabilities (see past evolution slides).  Though we do not have many customers yet on OO, we can absolutely say we have been responsive to the market and to our customer demands.  (e.g. ASOS, MIG, Bealls).  
SIOCS
Xoffice
Next Gen SaaS Integration Architecture
Next
Fashion Sciences Expansion:  This represents investment in our sciences to handle fashion specific use-case and data characterists.  Key example is DT science.  This was originally designed with high-volume grocery scenarios in mind, as well as a focus on imminent assortment changes.  This is changing to accommodate slow movers (e.g. Helzberg), no meaningful customer links (e.g. Disney Parks) and forward looking assortment changes (Disney Parks, for example, plans assortments 12-24 months in advance).
Mobile Only – Pliable and Light Store Shape, we have the ability go from highly mobile to highly tablet oriented store – LV @ Champs Elysee is the example (more detail to come)
Future
Next Gen Order Management
Next Generation Promotion-driven Halo & Cannibalization:  This represents an expansion of our halo/cannibalization capabilities (currently assortment-driven via DT) to also include promotions.  I have referenced affinity analysis capabilities as a hint on where we are headed.  Recall that we can now do item-item level affinities
Support for Alternative Business Models – Wholesale
Supply Chain Transparency & Traceability
Inventory Optimization:  This represents a holistic approach to optimizing inventory, including replenishment optimization, transforming the demand forecast @ store to a fulfilment forecast @ all locations and optimized transfer recommendations to move unproductive inventory.  
Initial Price Optimization:  This represents an expansion to OO to include a recommendation for initial price.  This is a partner to data-driven initial price capabilities available in A&IP.  
AI-Enabled UI / Digital Assistant Expansion:  This represents a smart UI that learns based on specific user interactions (e.g. common searches) and an expansion of digital assistant use cases across oracle retail.
Self-Sustaining SaaS:  Represents continued investment in our SaaS platform to make it more self-sustaining from both customer and technology perspectives.  Customers have access to more service tools, such as placeholder uploads (via excel), enhanced job scheduling and log visibility, increased visibility to solution performance to drive tuning / clean-up (via comprehensive performance diagnostic tools).  We hve also add platform capabilities that increase performance and service, such as optimized parallelization and enhanced SLAs.




Next Generation Demand Forecasting
Driving Customer Success

reduction in Inventory My  decreasein Safety Stock Ny improvement in
while achieving same from higher forecast Service Levels through
30% Service Levels 10% confidence 1 0% smarter placement of
700 same Inventory
Yo
Delivering Tangible
Current Results:

promotional forecasts improved
using completely automated next Performance
generation forecasting science

50
%

___©

Our next generation forecasting
science was evaluated against
2.2M units sold over the holiday
season. With the forecast
accuracy improvements, the
retailer could achieve the same
sales with at least 345K units
Jess of inventory.

10%

Inventory Level

forecasts adjusted by end-users

using current solution Service Level
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98% In- Store Inventory
Accuracy

“By leveraging the Oracle Retail
platform, we have gained efficiencies
and confidence fueled by an enterprise
view of demand and our ability to fulfill
Inventory requirements across
locations and touchpoints.”

lan Halliwell, Deputy CEO
Kamal Osman Jamjoom
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KOJ – 98.5% In-store inventory Accuracy & 99.99% online Inventory Accuracy

Inventory management service that provides real time, granular view of store inventory to support in-store activities, including omnichannel fulfilment requirements

Advantages include: 
Tailor the experience to the user
Pre-built integration points 
Real-time discrete store inventory API’s
Mobile store operations efficiency
Device flexibility 
Operational ability reduces labour costs
Tailor the experience to the user 




Mobile Only: Driving Unique
and Differentiated Customer
EXperiences
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Apparel Group, Kendra Sott, Louis Vuitton 

Physical register counters range between 75 and 120 sq ft


Value of Mobile Only
Average cost of supporting multiple devices
Typically cost per store is x but in mobile only the cost goes to y
The value is breaking down the barriers between customer and associate
Increases customer lifetime value
NPS
All of this helps do more than just save cost on hardware


®
Next Generation Customer

Engagement

Retention Delivers Revenue

Customer retention is the
most surefire way to improve

your bottom line. Acquiring a
new customer is anywhere 25X
from 5 to 25 times more

expensive than retaining an
existing one.

Engagement Drives Retention

Engaged customers are five

5X times more likely to buy only
from the same brand in the

future
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Talk Track:

Shortened Time to Value with New UI
Innovation through Integration
Continuous Improvements
Blur the Lines Between Applications as You Pivot to Customer

Stats on CE
Average basket side of a known customer of at a north American pet supplies retailer (Pet Value) is 2X greater than an 
This represents a significant financial impact to instore sales and drives more unique and tailored interaction with your customer
Ultimately known assisted interactions in the store
increasing average basket size
Increasing CLV
Increasing NPS

***********************************************************************
CE Release Details:

GA is targeted for June 2020.

JET UI –
Upgraded User Experience built on standard Oracle UI Framework, includes functional ehancements to support things such as type ahead intelligent search, which allows users to find customers by entering search into a single input - CE will know if it is a name, a phone number or an email address.

Intelligent UI is sensitive to Role.  If all you do in CE is define and execute promotions then that is where you will land when you log in.  you need not even see the other services (ie loyalty & award).  

‘Accessible for visually impaired.  

Support for ‘inverted languages’.  An Arabic language pack will be included in the base.  

The UI work will be completed in 19.0.  Customer Foundation has been delivered as of 18.1.  Promotion-Deal is delivered in 18.2.  Segment and Loyalty is targeted for 18.3 and Admin and Configuration will be delivered in 19.0.
 
Event Publishing
Driving tighter integration into the Retail Platform (RICS)  – we have been pulling data such as item and location from RMS for a while but now we are better enabled to publish events like new customer and “customer just enrolled in loyalty”.  This near real time integration triggers events in Responsys to immediately send marketing comms out.

 
ORCE and Oracle Data Cloud (ODC)
Marketers will more easily be able to subscribe to the Oracle Data Cloud. 
ODC can augment data on your existing customer profiles to better enable your customer marketing\services. 
It can profile your best customers to find ‘look-a-like’ prospects within its enormous consumer data store.  
The marketer can then use the ODC platform to target digital advertising and accelerate customer acquisition.  
This integration is facilitate through RICS (see above).  
Once established, the integration is automatic and continual.  
Your customer data and your ability to target digital advertising will be in a virtuous cycle of improvement.   
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Consumer Insights

329,064,917

Of the current U.S. population, how
many are customers of any given
retailer? How many should be?

5%

Retailers increasing acquisition
marketing investments for the 2019
holiday season (#1 marketing
investment)”
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We believe that using the right data can help advertisers get a comprehensive view of their customers
So you can reach them in the right place, with the right messaging based on actual behaviors they have exhibited.




How will Retalil realize
value from Oracle Cloud
Infrastructure?

e Cloud Investment &
Autonomous Database

« Move to the Oracle Cloud
Infrastructure

Confidential — © 2019 Oracle Restricted




Oracle Cloud Infrastructure, designed for enterprise
workloads to support the Platform for Modern Retail

& o

Superior Superior Enterprise Security Open
Performance  Economics Expertise First Ecosystem
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Now let’s talk about how, in order to support your most demanding and most innovative workloads, we focused on delivering the following key attributes:

Superior Performance: We built our cloud infrastructure and our services from the ground up to perform better and more consistently than other cloud vendors - Consistent High Performance with Highly Competitive Pricing

Superior Economics: Low, Predictable Pricing: We deliver aggressive, predictable pricing so that you can realize immediate cost savings in the cloud
Lower Cost by 50% for Critical Workloads Compared to Other Clouds

Enterprise Expertise: We understand the needs of mission-critical applications and databases better than any other vendor
Protects Your Existing Investments;  Offers Safe, Realistic Pathway to Cloud

Security First: We built unmatched enterprise-grade security into our cloud to protect your entire IT estate - Highly Secure Gen2 Cloud Architecture

Open: We support for open standards and hybrid estates to enable your cloud strategy while protecting your existing IT investments






Retailers Uncovering the
Value of Customer




HELZBERG

DIAMONDS.

Helzberg Diamonds, Creating
a Meaningful Customer
EXxperience

Long-time Oracle Retail POS and Oracle Retail Customer
Engagement customer

Connecting “Customer to the Plan” by incorporating voice
of customer into the financial plan, assortment plan and

offer optimization process

Empowering associates to consult with shoppers

throughout the store and complete the transaction on the
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Long-time Xstore & CE customer
They are taking and implementing the FP AP OO and they are using this to connect the voice of the customer to how they build out the assortment
And the connection with first insight
Connecting the Customer to the Plan
Helzberg is talking Sunday night at NRF and you can hear it from the head of planning
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