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Qual é nosso Clientes

1 jO gOII? Querem vender mais e melhor.

VTEX

Eliminar as barreiras as vendas e
aumentar produtividade na
operacao.

E o take rate?
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Admin de
Promocoes

Modulo onde lojistas
gerenciam promocdes como
descontos, frete gratis,
brindes, etc.

V=

Busca

am .
= Inicio

PEDIDOS

™ Gerenciamento de pedidos

= Estoque & entrega

TRANSACOES

&= Pagamentos

& Customer Credit

PRODUTOS

al Catalogo
© Precos

T Taxas & promocoes

Campanhas

Promogdes

Cupons

Taxas
ANALYTICS
Insights
CLIENTE

= Master data

B9 centralde mensagens

ambiente...

Promocoes

Y Buscar por Nome, Descricao, UTM ou Politica Ct

17 Ordenar por: Status ~

Inicio: Inicio:
Y £ mai A ) dez
P4l | 2015 - 2015

Z_\_/0O17:30 16:00
Fim: Fim Fim:
™ A mai /] A dez A /T jan
2020 L /| 2020 / 2021
7l 18:30 I ©16:00 Z_ ©®13:00
Compre-Junto Desconto 28% (MABE) teste cupom
Muiltiplos Skus Lista 2
Promogao Regular Arquivar Promogdo Regular
Compre Junto Arquivar
(i} Desconto 28% (MABE) - Produto T B e roin
© Compre-Junto Muiltiplos Skus especifico
Lista 2
Inicio: Inicio: Inicio:
7\ /] ago /) dez ™\ ] jun
() l 2015 / 2016 () lzms
18:00 Z_ (©14:30 Nesk 17:00
Fim: Fim:
I ago 1 /7y jan
< 2020 / 2032

I © o e

xibir

Itens: 233

X

Arquivar

X

Nova Promocao 88

® Nao Arquivadas =~ O Arquivada(s)

Exibindo: 20 ~ 1 »

16 promogoes ativas de um limite de 100

Inicio:
‘v‘/-"'\.‘ /) ago
( [ 2015

15:30

Fim:
/'*‘x.l yZ ago

-:; J} 2020
./ 15:30

Desconto 50% para
ColecaoPromocao

Promogao Regular Arquivar
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Refatoracao

Refatoracao ou - .
Tornar a evolugao do sistema mais
red eSig n? escalavel, acelerar desenvolvimento de

futuras novas features, melhorar
eficiéncia.

Redesign

Repensar conceitos, reorganizar fluxos,
corrigir problemas de usabilidade e
melhorar consisténcia com 0 NOVO
Design System.

THE DEVELOPER'S CONFERENCE 2019



Gerando insights a partir de dados em produtos B2B complexos

Oportunidade rara de revisitar as
estruturas do passado para simplifica-la,
melhorar a experiéncia tanto de devs
guanto de usuarios.

Refatoracao &
redesign
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Pedidos por dia

200000 BN Pedidos

BN Pedidos com

150000 promocoes

100000

- ”|”|“|||||||||||||H|||”|“|”“””|||”|“ ||||||||||”“ ”””|||||||||
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Demandas de suporte

XP Merch::Catalog B Incidentes

XP Post Purchase::OMS (orders)
Bl Perguntas
XP Merch::Rates and Benefits
XP Post Purchase::Logistics
XP Merch::CMS

Others
Ecosystem::Integration

XP Financial::PCl Gateway

Ecosystem::Front-End

XP Shopping::Checkout Ul

XP Financial::PCl Gateway::Afiliac.. li

XP Developer::Master Data
XP Merch:: Catalog Indexer

XP Identity::License Manager

]
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Complexidade — /AN\_
da Ul

ANTES

>

\ Funcionalidades

VVTEX THE DEVELOPER'S CONFERENCE 2019




Gerando insights a partir de dados em produtos B2B complexos

Complexidade — /N_
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que ele precisa fazer?

Ha KPIs? Como vocé mediria o sucesso
desse projeto

Atender
cenarios
complexos
Permitir -
Minimizar
oo oy :
T dindmicas tickets
R erados
comerciais E
S
Duavidas
geradas
A malor parte da logica do
pessoalté fora da VTEX
Ser mais
inteligente
—
Sugerir
Ir além de uma promogdes Vaiter equipe que usa Tableau o da inteiro &
tela para crlar ‘que vl cagar pro que tu vai fazer, porque eles j4
regras, @550 Multo mals avany M35 tom outros
rechammos da — 85%, 0% que ¥30 se ferrar se a gente n3o fizer
nada, pq eles 56 tem um Excel mesma.
insights.
—
“Alguém cria uma promogao nova que
acaba acumulando com outra que j&
tinha e o cara n3o sabia. Acontece
principalmente em clientes maiores,
onde tem muita gente mexendo.”
Visibilidade
Ul eomaurs do Sistema e
o exce
PG lexbliadeo oo
ot e e 0 preco o
Brindes é complexo @0 produto romogdes
sem fuso - final promog
poderoso, s Visibilidade que tio
— mas dificl do que estd — rodando
de usar aconecendo
[ ~—
s epetens ~—
bl Seletores D i Prever
UXn: sales impacto de
listagemde  channel uma nova
promogdes *Tem muita coisa na Ul de promogio
que Induz a0 erro. A concorrénci —
Cluster s gente tem vergonha do as Testar
que a gente mostra." — quando que Sous
andsor na a promogio s v
— configuragio ¢ativada {easo pumive)
c
Audiencias —
Cupons
Campanhas Couponse
estranho
deusar  Coupon
Ndo sabe — +UTMé
Diferengas usar =
i i Conceitos confuso
A c(cnmso:, e
s Campanha tinha que de
Diotesdc ter opgao de
Campanhai & — uso dnico
sl geusarien
e —
ers
ool
—
Teaser
Limite  umiece
Teaser Teaseré promogses
depende de rnpocaetss
I i mo. A gente
tinha, mas ——
customizagdo Sris Viiita de
— —_— promogdes
Teaser na
pagina de
produto
(5E0)

0 quanto usa
promogio em
relagio a
tabelas de .
precos Medir se
clientes
Tickets usam bem
gerados 0 médulo
(mesmo que NPS
tenham artigo ~——
1o Help!) —
—
Metrificar a
Promogédo grana que as
=vender promosoes
= t3o gerando
mais “Varlagho de taxa
—— Voot
— antes e depals de
fazer promogac’.
Performance
; do ponto de
Variages dehl —
nas taxas lojista
de
—_—
conversao
S —

Tem um c6digo na
promogao que o
pessoal usa pra

cruzar no ERP "Isso
&éuma coisa que
deveria estar no

Insights”

Regular

Mais por

Menos
Compre

1 leve
outro

S —

Quais sdo os principais tipos de
promogao pros seus clientes?

Dependendo da
industria/segmentos de mercado as

promogbes de diferenclam entre
mals "estévels" ou mals "erréticas”

Inteligencia

Cluster

Nao sabe
usar
Campanha

Coupon

visibilidade
do que estd
aconecenco

Concor
rencias

Conceitos
confusos,
Campanha

Teasar
aepende de
muita
customizagdo

£ =

Testar Diferencas Cupem sblidade =
Limite de quando que entre tipos nha que de i
pramogges a promogio de cer opgiade
éativada promocao uso linlco
Coupon Seletores Coupons & el Warkflow
+UTM é sales estranho 3 de
5 de cenarios Bl
confuso channel le usar s aprovagao
Datae L.eemoutrcs
hora Aimits ce vt
promogdes sasd
sem fuso corslexa
mdjorns Prever Ver
Ll impacto promogdes
Audiencias duma nova quetdo
promacaa rodando
Brindes & Teaserna Simuagdo
poderosa, pagina de suma data
mas dificl produto especitca
de usar (sE0) cas0 Jumbo)
Fe et Jumbo: Pr
corsgnfaze omogdo
Probidy bancéria
Tosser &
ergonarss s
i mixime com
b mas Condigio g
5 - faz sentidol
Uxna
Iistagem de
promogges
Visibilicade
de
concarrénci
*Promagio
sobre
servigo"

ISobre o Merchandising & Marketing XP: tem algum ponto
importante sobre os produtos do time que vc acha que devemos
estar atentos no futuro?

e 0

Pricing Canalopo igmtioes Caalope M::,"’::Z’ Catdlopn

anwmn

Suetions Cardlogn Pages Pr— CRM

Sugestions SEO Pages

Catdoga

Pricing

Quem e como s3o 0s usuarios deste

Néo s3o Focados em Deas:s s30
desenvolvedor nameros, ‘Z‘"': n:;:zc:
S5 NI PEASOAR em entregar Aolmiie

técnicas resultados ot
— e —

Markering Comarcial

Mapeamento de UTM, cupons.
Focado nas campanhas,

Ligado & agéncia de resutados
(ROI, campanha, origem do
cliente, campanha de Natal, Black
Friday).

Fecado nos canais (desktop,
mobile, via facebook ou via email).

Clientes grandes Marketing

Promogées mais gerals: prego por
categoria, frete gratis, queima de
estogue...

Ligado & area ce compra e
produgdo.

NUmeros macro, visio mais geral,
Ofertas, outlets, cole¢do nova. Ndo
& preocupada com © canal por
qual o chente vai chegar.

Operador
»
’
’
/,
’
’
’
r
’
’
A
’
' Comerclal

Médios Marketing  Comercial

Pequenos

i Carrinh Message
Catélogo Suggestions Pages Pricing SEO B CRM Center

6 4 2 2 1
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CRIATIVIDADE

PROFICIENCIA

USABILIDADE

CONFIABILIDADE

FUNCIONALIDADE
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RIATIVIDADE

/ROF!CIENCIA “
USABILIDADE :
USABILIDADE

CONFIABILIDADE

FUNCIONALIDADE

Foco do produto até
entao

CONFIABILIDADE
FUNCIONALIDADE

____________________ )

Evolucao esperadade
um produto

VVTEX THE DEVELOPER'S CONFERENCE 2019




Vallgando com
dados
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Obj etiVOS - Validar suposicoes das entrevistas sobre

COMO 0OS clientes usam o sistema

- Gerar insights para definicao de métricas
de sucesso pro produto

- Investigar padroes de uso segmentando
clientes por tipo de negocio, tamanho,
etc.

- Investigar se ha dados com
comportamento inesperado

- Medir o0 engajamento dos clientes com o
modulo de promogoes

THE DEVELOPER'S CONFERENCE 2019
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Estruturando os
dados das
promocoes

Retrato das promogoes nao arquivadas
até o momento da extracao.

Conversao dos dados das promocoes
em grandes tabelas, traduzindo
configuracdes muito especificas em dado
de negocio.

Preparacao dos dados de clientes
(segmentos, GMV, etc) em estrutura
semelhante

THE DEVELOPER'S CONFERENCE 2019



Gerando insights a partir de dados em produtos B2B complexos

amazon
web services™

.................. |~++
S3 - — ~ 4tp+ableau
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Analytics

& exportPromo

Search

Dimensions
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*  Pages

0 Filters
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v & Causes

Abc
+H#
TIF
Abc
TIF
Abc
Abc
Abc
Abc
TIF
+#
TIF
#
TIF
H#
TIF
Abc
TIF
Abc

Abc

Origin
Id Seller
Id Seller Is Inclusive

|ds Sales Channel

Are Sales Channel Id...

Marketing Tags
Payments Methods
Stores

Campaigns

Stores Are Inclusive
Categories
Categories Are Inclu...
Brands

Brands Are Inclusive
Products

Products Are Inclusive
Skus

Skus Are Inclusive
Utm Source

Utm Medium

Measures

> Bm Ca
> BB
> il

# # @ O

8 Data Source

211 marks

uses

Effects

Metadata

Latitude (generated)
Longitude (generated)
Number of Records

Measure Values

37 rows by 1 column

Types distribution

- Segment

Marks

ool Automatic

°e &
Color Size

°
000

Detail Tooltip

*: QD

SUM of CNT(Type): 47,297

Label

Usage of Campaign Benefits

i Columns

= Rows
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Show Me
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QUANTI

New Benefit 2=

Uso dos tipos
de promocoes

yales Policy

Reqular

Buy Together - Bundle

End:
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Campaign Benefit
redit-Control Percentual teste 25
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QUANTI

Uso dos tipos
de promocoes

25K

20K

Count of Type

15K

10K

5K

oK

regular combo forThePriceOf progressive buyAndWin campaign maxPricePerlt..



QUANTI

Uso dos tipos
de promocoes

30K
25K
i 20K
15K
» Maioria dos
esforcos
recentes

5K
OK . ] - B =
regular combo forThePriceOf progressive buyAndWin campaign axPricePerlt..
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¢ Fromotions

New promotion

General

Accumulation & concurrency

Effect

&

Price

Conditions

@ Everyune

Specilic customans
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Gerando insights a partir de dados em produtos B2B complexo:

Duracoes
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Gerando insights a partir de dados em produtos B2B complexo:

Duracoes
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Gerando insights a partir de dados em produtos B2B complexos

Duracoes

Start date

™ 01/04/2018
Time zone is GTM-3 (Brasilia).

Set end date

VVTEX THE DEVELOPER'S CONFERENCE 2019
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Gerando insights a partir de dados em produtos B2B complexos

Produtos
atingidos pela
promocao
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https://docs.google.com/file/d/1LtmRlfXmZ_zy8Gf5UoqGjlHFmvqNKv2u/preview
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Gerando insights a partir de dados em produtos B2B complexos

Tipos de
Promocao por
segmentos

Moda e Acessorios

Alimentos e Bebidas

Cosméticos e Perfumaria

Casa e Decoragao

Eletrodomésticos

Eletronicos

Acessorios Automotivos

Loja de Departamentos

Papelaria e Escritorio

Livros

Esporte e Lazer

Construcdo e Ferramenta

Pet Shop

Brinquedos

| |
1 ——
|
——
I ———
.
n__________________________________
1 —
T
|

B regular
B combo

B forThePriceOf

B tax

B progressive

B buyAndwin
campaign

| maxPricePeritem
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1
2

P a——— )

3

Class name

Affiliate

BuyAndWin

CardlIssuer

ClusterExpressions

i Combo

| FirstBuy

| ForThePriceOf

10
11
12
13

14

15

16
17
18

19

20

21

22

23

24

25

26

27

28

29

30

w
-d

| GiftListType

HasBrand

| HasCategory

HasCommercialCondition

HasCoupon

HasManualPrice

'HasProduct
'HasProductCluster
‘HasSeller
'HasSkus

| HasTradePolicy

InstallmentCount
IltemPriceRange

| ListPriceEqualsPrice
| ListPriceNotEqualsPrice
| MarketingTag

| MaxCalculatorUsage

| MaxCouponUsage

MaxUsage
MaxUsagePerClient

MinimumQuantity

CGUSéS

Humanized
Affiliate

not an actual condition

Customer cluster

not an actual condition

Is customer's first buy

not an actual condition

Has product in cart of Brand

Has product in cart of Category

Has product in cart of ID

Has product in cart of Cellection

Has product of Seller
Has product in cart

Sales channel filter

Installments count
Cart iterns are within price
range

List price and final price are
equal

List price and final price are
different

Has marketing tag

Has coupon usage limit

Maximum usages

Maximum usages per client

% Usage

Description

101% -

2.77%

2.53%

5.02%

9.59%

0.00%

36.64%
17.00%

33.97%

54.20%

1.83%

0.20%

2.80%

2.80%

0.06%

Buying a minimum quantity of products in a skus list
implies in free shipping, gift or maximum price per
item

Seems to be a deprecated
Custom conditions for clustering customers from CRM,
such as "newsletter=true”

Buying a minimum quantity of products in a skus list A
implies in discounts in items of skus in list A and/or in
one item of list B

Only ifit's a customer's first buy.
Promotion of More for Less type. Allows discount in a

list of sku B if a minimum quantity of a list sku A isin
PC

Deprecated.

Presence of products of certain brands.

Presence of products of certain categories.
Deprecated.

Deprecated.
Internal cause, if effect is a discount, by default, the

promotion will be deactivated
Presence of certain products (productids)

Presence of certain collections

Products in the cart are provided by specific sellers.

Presence of certain skus

List of sales channels in which this promotion will be
applied.

Acceptable range for number of installments chosen.

Applies the promotion only if all items are inside a
range

If *from" and "to" prices are different. The list price is a
Pricing setting.

Same as ListPriceEqualsPrice.

It is a generic cause. Evaluates if the PC contains a
marketing tag (string) that matches any of the
marketing tags listed.

Deprecated.
Configurable in Coupon admin

Maximum number of times this Promotion can be
activated for all orders of the store.

Maximum number of times this Promotion can be
activated per client.

w
Q
—
Q.
)
]
o
O

Regular Promotion

Backend
v

v
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Campaign
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10
11
12
13

14

15

16
17
18

19

20

21

22

23

24

25

26

27

28

29

30

| Class name

Affiliate

| BuyAndWin

CardlIssuer

ClusterExpressions

| Combo

| FirstBuy
ForThePriceOf

| GiftListType

HasBrand

| HasCategory

HasCommercialCondition

HasCoupon

HasManualPrice

‘HasProduct
'HasProductCluster
‘HasSeller
'HasSkus

| HasTradePolicy

InstallmentCount
IltemPriceRange

| ListPriceEqualsPrice
| ListPriceNotEqualsPrice

| MarketingTag

| MaxCalculatorUsage

MaxCouponUsage

MaxUsage
MaxUsagePerClient

MinimumQuantity

Caus <

Humanized
Affiliate

not an actual condition

Customer cluster

not an actual condition

Is customer's first buy

not an actual condition

Has product in cart of Brand

Has product in cart of Category

Has product in cart of ID

Has product in cart of Collectio

Has product of Seller
Has product in cart

Sales channel filter

Installments count
Cart iterns are within price
range

List price and final price are
equal

List price and final price are
different

Has marketing tag

Has coupon usage limit

Maximum usages

Maximum usages per client

Regular Promotion Campaign c
Description Backend ul ul Ul (Builder)
v t 4 .
o sk i, G e o ek e v v v v
tem
Seems to be a deprecated ® ° ° v
B cs;oansw c::i;tlm; fzot:letistering customers from CRM, v v v -
apkes b dacouta s st aine et h dodhors v v . v
pne item of list B
Dnly if it's a customer's first buy. v v v ®
Promotion of More for Less type. Allows discount in a
ist of sku B if a minimum quantity of a list sku A is in v v v v
Deprecate” 14 Higommignivau 1ive N
Presence c 1
16  HasProduct Has productin cart of ID 36.64%
Presence ¢
”m 17  HasProductCluster Has product in cart of Collection 17.00%
Peprecate |
nma.; 18  HasSeller Has product of Seller 33.97%
promotion
= 19 | HasSkus Has product in cart -
Presence ¢ |
roductsllj 20 HasTradePolicy Sales channel filter 54.20%
Presencec =~
isu::d.s* 21 |nstallmentCount Installments count 1.83%
ppplied. |
' oeptabll 22 Item PriceRange Cart iterms are within price 0.20%
f\pplies the range
= nge | | - - . -
rom'a 5 ListPrice Equ alsPrice List price and final price are 2.80%
ricing sﬁ equal
pame as |
i i i List price and final price are 2.80%
o N ListPriceNotEqualsPrice P P

arketing tag (s

arketing tags listed.

Deprecated.

onfigurable in Coupon admin

aximum number of times this Promotion can be
betivated for all orders of the store.

aximum number of times this Promotion can be

ctivated per client.

AR SRS

scope
scope

scope

scope

promotion will be deactiv

Presence of certain produ
Presence of certain collec!

Products in the cart are pr

Presence of certain skus

List of sales channels in w
applied.
Acceptable range for num

Applies the promotion on
range

If *from" and "to" prices a
Pricing setting.
Same as ListPriceEqualsP




CRM
Session

Clusters

]

Campaigns

Benefits (Promotions)

Coupons <

Taxes <

Search
Dashboard <
Filters

Campaign form

Benefit form

Prc
Conditions -<
Tar

Search
Dashboard <
Filters

General data

Scope (affected items)
Conditions

Restrictions and limitatic

Sales policy filters

Search
Dashboard <
Filters
Basic coupon settings
Coupon form <
Restrictions and limitations

Search
Dashboard <
Filters

Tax form

Campaign

CAUSES

Promotions

Banners

Email marketing

Payment methods

Pricing (Price Tables)

Conditional Sales Policy

EFFECTS

MERCH

PAYMENTS

PRICING

B2B

General data
Scope (affected items)
Conditions

Sales policy

New promotion

— General

—— Effects *

Triggers

I Restrictions

L— Appearance

Name

Start/end date

Status

Description (?)

Extra info (?) @rios knows more about this

r Max items
—— Gift SKUs : Multiplier

(By seller)
~—— Nominal

—— Reward !
—— Percentual

r Nominal
e Percentual
L Méximo

Price table

L— Price ;‘» Nominal

Percentual

|~ Shipping

Navigation-level

Context-driven conditions

Cart-level

Coupon

External marketplaces
—— Channels H
Sales policies

...with benefits

~—— Accumulate

..with manual prices
—— Highlight in product page (teaser?)

+—— Label to show on storefront

S——

Max nbr of affected items

UtT™
Has marketing tag
Customer cluster
Has product in cart of Brand
Has product in cart of Collection
Has product of Seller
Has product in cart
Has product in cart of Category
Has product in cart of ID
Installments count
Total cart price
Cart items are within price range
Credit Card BIN
Shipping method chosen *
List price and final price are equal
Delivery address ZIP/CEP code
List price and final price are different
Payment method chosen *
Customer cluster
Is customer's first buy
Customer order history (total)
New subscription

Order type Recurrent (from subscription)

Monthly
Subscription period

Subscription sequence nbr

Per store
Max nbr of activations —|
et Usage Limits —[ Per client
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Gerando insights a partir de dados em produtos B2B complexos

Métricas de produto Revenue / orders

"tradicionais”
Tempo de sessao

Conversoes
NPS

Bounce rate

DAU/MAU

App installs
Churn

VVTEX THE DEVELOPER'S CONFERENCE 2019



Gerando insights a partir de dados em produtos B2B complexos

appiness
ngagement
doption
etention

ask success

VVTEX THE DEVELOPER'S CONFERENCE 2019



Gerando insights a partir de dados em produtos B2B complexos

Metrics

VVTEX THE DEVELOPER'S CONFERENCE 2019




Gerando insights a partir de dados em produtos B2B complexos

Easily create
everything my
business needs

Users keep
creating/managi
ng promotions

Users dont give
up on RnB (and
aren't fired)

Users complete their
tasks successfully and
they behave as
imagined

Unsupported
promotions
decrease
Surveys

answered

User More time spent in
edits/creates monitoring areas of
often RnB (active or passive)

User decided Users mention

frustration with RnB
to replace RnB | (nps/supporty...)

Users create
promotions w/o

errors Misconfigured

promotions
decrease Users quickly know the
impact of promotions
configurations

Time to deliver Increase of
new features survey

from the time it pointing

enters Clubhouse system (l.e.

(decreases)

Promotions

created "in a

row" (in the
same session)

Usage of OMS
filters/reports
related to Rn8

Complaintsisoive
ratio

Sessions per
user/account

Splunk
events of
invalid
promo

Orders with
recently
started
promos

Active session
time (user
interacting

with Uy

Time spent
to create a
promotion

Users thal creates
Xor more
promations ard
remains creating
s X or more
after Ttime

Frustrations
related to
RnB (tickets)

Interactions
with total nbr
of search
results

FE/BE errers
when
creating/editing
& prome

Requests
for new
promotions
SUs) (decrease)

Promotions

created

and edited

Accounts
without AP|
req. to RnB

Promos
edited while
they were
running

#ctive promes that
wer o

Conv.rate | "Power-
of survey
(increase)

users”
engaged
with surveys

Admin
pageviews

Clients
leaving
VTEX b/c of
RnB

Promos
deactivated
after few
orders placed /
time passed

Tickets
regarding
promos
misbehavior

THE DEVELOPER'S CONFERENCE 2019




Uma receitinha de £
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Gerando insights a partir de dados - Uma receitinha de £

-
N\

Entenda do produto

Vocé conhece em profundidade
todas funcionalidades do seu
produto? Sabe de tudo o que ele
€ capaz, e para qué cada parte é
usada”? Duvido! ;)

Valide com dados

Agora sim! Valide as hipoteses
— € Se aparecerem outras
perguntas no caminho ta tudo
bem

Vo VTEX

]

Converse com
pessoas

Seus colegas s&o seus amigos!
Suporte, comercial,
atendimento, pesquisadores,
fale com todos, te garanto que
vao adorar.

Compartilhe seus
resultados

Viver é compartilhar! Documente
seus resultados para facilitar
referéncias futuras, mas tambem
apresente seus resultados de
maneira didatica.

7

Levante as hipoéteses

Documente as certezas,
suposicdes e duvidas. Mas
escreva mesmo, elas vao ajudar
muito depois.

o

Acompanhe as
métricas

Aqui entram os benditos
dashboards ;)

Entenda os dados
disponiveis

Onde estao os dados? O quao
disponiveis eles sao? Que
formatos estao? Quais outros
formatos eles poderiam ser
facilmente convertidos que
facilitariam sua vida?

Accelerate Commerce Transformation



Gerando insights a partir de dados em produtos B2B complexos

Alessandra AnyzewsKi
inkedin.com/in/aleanyzewski

Cristiano Dalbem
cristianodalbem.com

careers.viex.com
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SECTION NAME

consectetur adipiscing elit, sed

with icons do eiusmod tempor. Donec

facilisis lacus eget

Sllde fOr bU”etS @ Lorem ipsum dolor sit amet,

Lorem ipsum dolor sit amet,
consectetur adipiscing elit,

sed do eiusmod tempor. Lorem ipsum dolor sit amet,
Donec facilisis lacus eget consectetur adipiscing elit, sed

do eiusmod tempor. Donec
facilisis lacus eget

Lorem ipsum dolor sit amet,

consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget

V VTEX Accelerate Commerce Transformation
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SECTION NAME

Slide for big numbers

31% 25

Raised 15% the New features
average platform released in
conversion production

New strategic
marketplaces
integrated

NIs the decrease
of support

tickets

Accelerate Commerce Transformation



SECTION NAME

Slide for big numbers

$23 39,340 $55.7 M ©

Average ticket by item Stockouts for the top Estimated revenue loss by year
100 products of the 40 (only from stockouts)
biggest VTEX accounts
last month

w VTEX Accelerate Commerce Transformation



SECTION NAME

Slide for big numbers

$23

Average ticket by item

23

Average ticket by item

\V VTEX

39,340

Stockouts for the top 100
products of the 40 biggest
VTEX accounts last month

39,340

Stockouts for the top 100
products of the 40 biggest
VTEX accounts last month

$55.7 M

Estimated revenue loss by year

(only from stockouts)

Accelerate Commerce Transformation



Slide for
short text and
a statement

Lorem ipsum dolor sit amet,

consectetur adipiscing elit.
Aenean in mi eget nibh
facilisis pulvinar at quis nisl.

“Write your
Important
statement within
this text box”

Accelerate Commerce Transfor

mation



SECTION NAME

Slide for

unordered lists

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Accelerate Commerce Transformation



SECTION NAME

Slide for

unordered lists

Lorem ipsum dolor
amet, consectetur
adipiscing elit

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Vo VTEX

Lorem ipsum dolor
amet, consectetur
adipiscing elit

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Lorem ipsum dolor
amet, consectetur
adipiscing elit

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Lorem ipsum dolor
amet, consectetur
adipiscing elit

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.
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SECTION NAME

Slide for

unordered lists

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Accelerate Commerce Transformation



SECTION NAME

Slide for

unordered lists

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Accelerate Commerce Transformation



SECTION NAME

Slide for
unordered lists

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed
do eiusmod tempor. Donec
facilisis lacus eget.

Accelerate Commerce Transformation



SECTION NAME

Slide for
unordered lists

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed do
eiusmod tempor. Donec facilisis
lacus eget.

Vestibulum congue
tempus

Lorem ipsum dolor sit amet,
consectetur adipiscing elit, sed do
eiusmod tempor. Donec facilisis
lacus eget.

Accelerate Commerce Transformation



SECTION NAME

Slide for mock-ups

with highlights

You can always
highlight a few items
of your screen if it is
necessary. Just
please, don't write
too much

TOTAL ORDERS UNTIL 19H06: W
11 today J

You can always
highlight a few items
of your screen if it is
necessary. Just
please, don't write
too much

DE 1 N7N 17

. O

Accelerate Commerce Transformation



SECTION NAME

Slide for mock-ups
with highlights

You can always highlight a few items
of your screen if it is necessary. Just
please, don't write too much

You can always highlight a few items
of your screen if it is necessary. Just
please, don't write too much

\v 4 lojadomatheus

Search

Home

Orders Management
A‘lll Ol UICI -
Subscriptions
Settings

Inventory & Shipping

Payments

Credit Control

Catalog
Prices
Rates & Benefits

Suggestions

Master Data

# (SEQUENCE)

CREATION DATE >~ PRODUCTS TOTAL VALUE

Auto Auto

13ADr2018:1124 ToholedamEicu Se RS455.09

R lojadomatheus Seu p

10 Apr 2018 18:01 R$ 25,00

Auto Auto
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SECTION NAME

Features

You can always highlight a few items
of your screen if it is necessary. Just
please, don't write too much

ENCE) CREATION DATE~Y CUSTOMER PRODUCTS
Auto Auto
72077-01 500215 13 Apr 2018 11:24 R lojadomatheus Seu pagamento foi aprovado! p o
' edido realizado em: 13/04/2018 Ola, auto. Seu pa
PC
08548-01 500209 10 Apr 2018 18:05 R lojadomatheus Seu pagamento foi aprovado! p o
' edido realizado em: 10/04/2018 OIl3, p. Seu paga
PC
06190-01 500206 ( 10 Apr 2018 18:01 R lojadomatheus Seu pagamento foi aprovadol p o
' =dido realizado em: 10/04/2018 Ola, p. Seu paga
TOTAL ORDERS UNTIL 18H20: O today O yesterday (~ 0 %) O last week (~0%)

ﬂ Search by Order ID, Customer name...

6 months ago until today ©

TOTAL JALES AVERAGE TICKET

You can always highlight a few items
of your screen if it is necessary. Just
please, don't write too much

\V VTEX

A

# (SEQUENCE) CREATION DATE~ CUSTOM

m
A

42 R$ 1.284,97

PRODUCTS
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SECTION NAME

Slide for mock-ups

Lorem ipsum dolor sit amet,
consectetur adipiscing elit,
sed do elusmod tempor.
Donec facilisis lacus eget

— oQBoticano

= o ANTECIPE AS
\ wed (Y.  COMPRAS DE NATAL

“1
%

Presentes com até

85% o

< de descontor
\ / e COMPRAR

A CONFIRA REGRAS
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SECTION NAME

Slide for mock-ups

Lorem ipsum dolor sit amet,
consectetur adipiscing elit,
sed do elusmod tempor.
Donec facilisis lacus eget

v ACESSIBILIDADE lii AJUDA

L . ST T A LR "-‘f‘r:{,x'g._ﬂ"
207
DE

DESCONTO

EM ITENS
SELECIONADOS

DE INTENSE

Arrase no bocdo
e no brilho com Intense!

a VEM CONHECER

\‘.".%‘:

2N den

P ATT

~ CONFIRA REGRAS

FRETE GRATIS QUER PARCELAR? NAO GOSTOU? VEJA TODAS
NAS COMPRAS ACIMA DE R$ 124,90 PAGUE EM ATE 5X SEM JUROS A PRIMEIRA TROCA E GRATIS! AS PROMOGOES

OFERTA DO DIA: ECONOMIZE R$ 52

Coffee Desodorante Colonia Woman...
% % % k% %k 1
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SECTION NAME

Slide for showing
long screens

Lorem ipsum dolor sit amet,
consectetur adipiscing elit,
sed do elusmod tempor.
Donec facilisis lacus eget

LOGIN CADASTRE-SE ' So (41) 3045-5656

CHARACTERS OBJECTS

Meus créditos

Meus Pedidos Minhas Recorréncias Meus Créditos

ALDO DISPONIVEL \ LIMITE DE CREDITO

[s
(\ R$ 884,21 / R$ 1.000,00

Titulos de cobranca

Vencimento Descricao

8 de jun de 2018
10 de jun de 2018

10 de jun de 2018

Dependentes adicionais

ID Data de criagcao

Order id: 1656498. Order id: 1656498.

Order id: 1656507. Order id: 1656507.

DIGITE AQUI

TOTAL A PAGAR

R$ 115,79

Valor

R$ 24,20

R$ 6,33

R$ 16,14

Estado

Aberto

Gerenciar

PROXIMO VENCIMENTO

10 de jun de 2018 - R$ 16,14

VISUALIZAR TiTULOS

Pagamento

© NOVO DEPENDENTE



SECTION NAME

Slide for
bar charts

Lorem ipsum dolor sit amet,
consectetur adipiscing elit,
sed do eilusmod tempor.
Donec facilisis lacus eget

20

15

10

Opportunities Overview - Jun/19

B Lost

B won

B Contract

18

Opportunities

B Frice

B Deep Dive

B 1stDemo [ Discovery
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SECTION NAME

SEO Weekly Traffic Portugal

Slide for
chart comparison

Lorem ipsum dolor sit amet,

consectetur adipiscing elit,

sed do eiusmod tempor. o ey
Donec facilisis lacus eget

\

1/9 1711

SEO Weekly Traffic Portugal

\

1/5 1/7 1/9 1/11
® 2018 @ 2017
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SECTION NAME

Slide for photos
with Highlight text

Lorem ipsum dolor sit amet,
consectetur adipiscing elit,
sed do eiusmod tempor.
Donec facilisis lacus eget




SECTION NAME

Slide for photos
with text

Lorem ipsum dolor sit amet,
consectetur adipiscing elit,
sed do eiusmod tempor.
Donec facilisis lacus eget




EEEEEEEEEEE

| orem Ipsum dolor sit amet,
consectetur adipiscing elit, sed
do elusmod tempor. Donec
facilisis lacus eget. Lorem
posum dolor sit amet.



