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Customer Data Management
B2C Consumers, Professionals



CONSUMER Commerce  Personal Data  Interactions  Scores

Nik Fish SAP ERP - Customer/Consumer
FRAMKLIN STREET 114

10001 Sydney 0000165572

Alstralia E D

[ mobiles

61420277268 E @ 61420277265
alexkress@gmail.com
= & [ mobiles

+61420277265
7 -
Activity Score Age u

- [ mobiles
ﬁ' +H51420277265
364 25

. B4 Email/
Gender Latest Activity

a a @ alexkress@gmail.com

Additional Data

Male Recent m Email/
alexkress@gmail.com
Marital Status Recent Interactions Gender  Male @
<n Marital Status ~ ;
= Single
hall = |
Single 40 Date of Birth ~ 11.03.1890 alexkress@gmail.com

Sentiment Score ﬁ Address Data

FRAMNKLIN STREET 114
Neutral 10001 Sydney

Australia

Business Data

im

Caonsumer |D: 0000499773
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-----------------

Commerce Personal Data . Interactions . Scores

_________________

Reset Filters

Pro Mixer

NOX1010
VMX100USB

DDM4000

| HSI4 MIN - ¥3WNSNOD v |

September
072015 10.2015

Outbound Unknown [ |

1 0| = 1) |== 2

Lead Sales Order Opportunity Activity
(1] =
= 1 !. 0 I:I 2 = 1 August
Personal Co... Social Media Phone Letter
a 7= BN 0 0
Event Commerce Email Lead
- ) =
% 7|03 0 @ 2 2
Web Sites Service Cen... Campaign Survey
= 1] 0 B 0 July
Webshop pu... Twitter Facebook

=Y

% N

Visibility to customer journey
across multiple channels
including Commerce

- javascriptvoid(0);
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CONSUMER {

Commerce Personal Data Interactions Scores

Nik Fish Browsing Favorites
FRANKLIN STREET 114
10001 Sydney

Australia

+61420277265

alexkress@gmail.com

A 1]

Activity Score Age

‘ s P - = Keeps track of browsing pattern
Digital Mixer Digital Mixer
(9 and buying history from orders

NOILVZITYNOSYH3d d13H

364 25
Gender Latest Activity Top Recommendations Buying History
ﬁ‘a C‘—) Product ID Product ID Revenue
Male Recent Standard Laplop T530 15 8GE F-100 18 18 Channel RESGAS 435 EUR
Monitor TFT 24-inch HP ZR2440w P-108 12 Bus Digital Mixer BUSIGAS 1.369 EUR
Marital Status Recent Interactions
DICOTA DataDeskBox 100 P-400 DX2000USB prof 7 Channel ... RESELEC 355 EUR
Iall [é]
—_— Superlight Laptop X230 15 P-102 DX2000USB prof 5 ChannelD... BUSIELEC 2.229 EUR
Single 40 0 P
Pump PRECISION 104 P-104
Sentiment Score Fump standard IDESNORM 100-402 F-402

Neutral



hyb ris Marketing Welcome Kate Jacob

HOME DATA MANAGEMENT INSIGHT SEGMENTATION CAMPAIGNS PLANNING RECOMMENDATION  BUSINESS ADMINISTRATION

Contact Engagement  Contacts  Sentiment Engagement  CustomerJourney Insight  Corporate Accounts  Import

Standard &) Show Filter Bar Filters H

Customer Journeys (6) '?! @\ Q C IE'
Entry
Phone
Buy
[] Commerce ~U
[_Iweb S

C_TEmail = Social Media

=== Social Media

Multiselect On Remove Highlight Highlight Create Target Group




Customer Data Management
B2B Enterprise



CORPORATE ACCOUNT

weanr = Marina Bay Sands
Consum.Prod.Non-Food

PARK CENTRAL
United States / California

Philippe Arnoul
Head of purchasing
Purchasing

Kate Jacob

Marketing Professional
Social Media Planning

+49165754503453
+4916575450348

kate jacob@compmail.com

javascriptveoid(Q);

( Scorecard

Reset Filters

Outbound

0

Lead

sal 8
Event

= 1
Webshop pu...
‘t Favorite

White Space Analysis

&® Select Favorite Contacts

Unknown

Sales Order

=

Commerce

fin
Twitter

Sales Analysis ~ Customer Contacts  Account Team ! Intéractions © Scores
I u
Days Months OQuarters Years User-Defined
07.2015 10,2015

= 2 | s 2= 2 " 0 IF 7= 2
Opportunity Activity Personal Co... Social Media Phone Letter
M 0 ® 06 123 2@ 2FH 3
Email Lead Web Sites Service Cen... Campaign Survey
Fie, 0
Facebook

Brain Perry + Deena Stella + Philippe Arnoul +
- Personal assistant ‘ Executive Board Head of purchasing

October 2015

®

@
®

&

Campaign

Campaign
Campaign 1D 268, PD Campafia 2015

Philippe Arnoul

Campaign

Campaign
Campaign ID 273, T1

Philippe Arnoul

September 2015

PA Systems

League Game

Philippe Arnoul

Equalizer

Proceeded to Checkout

Philippe Arnoul

PA Systems
CRM Oppaortunity

Philippe Arnoul

Equalizer

Optin for Marketing Permission

Philippe Arnoul

Octg

et

Sep 27

Sep 27

Sep 25

Sep 25

Sep 24
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CORPORATE ACCOUNT

Consum.Prod.Non-Food

PARK CENTRAL
United States / California

Enter Web Site

Add Social Media

Philippe Arnoul
Head of purchasing
Purchasing

Kate Jacob
Marketing Professional
i Social Media Planning

+49165754503453
+4916575450348

kate jacob@compmail.com

Revenue Distribution Calculated Against Industry Consum.Prod.Non-Food

Customer Contacts

Account Team

Interactions Scores

25.000
20.000
15.000
=
=
1
10.000
5.000
1]
Amplifiers DJ Mixer Guitar Tuners Microphone
Product Segment ID Actual Revenue | Actual Distrib. . Target Revenue Target Distri. .. Revenue Gap
Amplifiers ZCO.. 13.404 EUR 25 % 5554 EUR 10 % 0EUR
DJ Mixer ZCO... 13.150 EUR 24 % 22216 EUR 40 % 5.066 EUR
Guitar Tuners ZCO... 16.662 EUR 31 % 16.662 EUR 30 % 0 EUR
Microphane ZCO... 11.271 EUR 21 % 5.554 EUR 10 % 0 EUR
ZCO... 0 EUR 0% 5.554 EUR 10 % 5.554 EUR

50

| Actusl
B Gsp

Expected Margin
DEUR

1.665 EUR

DEUR

DEUR

DEUR
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CORPORATE ACCOUNT { Scorecard \White Space Analysis  Sales Analysis  Customer Contacts ~ Account Team  Interactions  Scores

weanr = Marina Bay Sands

Consum Prod Non-Food Scorecard Calculated Against Sales Organization USA Denver

PARK CENTRAL Marginal
United States / Califarnia ]
Net Profit Customer Lifetime Value
Philippe Arnoul
Head of purchasing
Purchasing . . . .
Profitability Cost-to-Serve Customer Loyalty Buying Power
: Average Number of
. Gross Margin 4700 EUR By 4 . Number of Orders 8 B MNumber of Products 4
Line ltems
Kate Jacob . Gross Margin Percent 8% . Number of Returns 0 . Order Consistency 0 . Customer Spend 54 486 EUR
Marketing Professional Share of all Product
J Social Media Plannin Gross Margin Trend 0 Average Order Size 8.075 EUR Revenue Trend 0 17 %
; : Ll g B averag D s
‘I_ +40165754503453
+4016575450348

kate jacob@compmail.com
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hYb ris Marketing Welcome Kate Jacch V)

HOME DATA MANAGEMENT INSIGHT SEGMENTATION CAMPAIGNS RECOMMENDATION  BUSINESS ADMINISTRATION

Relationship Analysis - Presales  Relationship Analysis - Sales ~ Stratification  Margin Decomposition

S Customers v Save View Add to New Target Group C, *ﬂt

)  NetProfit A 4+ a @ £

403

MOILYZITYNOSH3d d13H
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Stratification Result
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Customer Segmentation

Building segments on the fly
Predictive Model



hybris Marketing Welcome 1076061 | (%

HOME DATA MANAGEMENT SEGMENTATION CAMPAIGNS PLANNING DASHBOARD

Segmentation  Segmentation Models  Building Blocks  Target Groups  Release Target Groups
= New Segmentation Model Profile: Interaction Contacts
| o = ¢ w TO100% ® Q
- Contacts @ Interaction Contacts
ff Country 2.852.882

MOILYZITYNOSH3d d13H

1% Region

- A
1T City I

1% City Postal Code Y Marketing Opt-in =

1% Industry Yes

1T Account 134697
1T Account 1D

ff Department

1% Job Function
1T Contact Level
1% Loyality Status

1% Tenure 1
f Gender
% Age Preview for Segment: Marketing Opt-In = Yes ¢ piecnart , =
istri » Marital Status
% Warital Status Keep Exclude Separate Distribute O‘|
% No. of Children T Marital Status Description Count % 1-Single
2 - Married
1 Hobby 1 Single 50.178 [ 4 - Divoresd
1% Registration Channel . (I 3 - Widowed
. 2 Married 46.889 [I| Remaining < 2%
1% Marketing Opt-In
4 Divorced 25.475
1% Preferred Channel |
) 3 Widowed 12152 ~
1% Email Opt-in
3

1% Phone Optin
1% Last Contact
1% Target Group
1% Date of Latest Change
1% Geolocation




Welcome 1076061 | (9

hybris Marketing

HOME DATA MANAGEMENT SEGMENTATION CAMPAIGNS PLANNING DASHBOARD

MOILYZITYNOSH3d d13H

ff Communication Medium B

Segmentation  Segmentation Models  Building Blocks  Target Groups  Release Target Groups
= New Segmentation Model Profile: Interaction Contacts
o ™ ¢ B B 100% @ Q
i Contact Level _ siEmen
7 Loyality Status 1
it Tenure Y Marketing Opt-In =
i Gender =
134.607
T Age - <
17 Marital Status I
i No. of Children [T Sk
DE
i Hobhby 9889
— A
i Registration Channel
i Marketing Opt-In + +
T Geolocaton T HNOT Geolocation
i Preferred Channel Munich, Upper Bs.. Munich, Upper Bs..
409 9480
i Email Opt-in 4 ¢ 4
i Phone Optn |
I Last Contact |
ff Target Group Preview for Segment: Country = DE @ Geospatial Map
Keep Exclude Separate Distribute Stadtbezirk 08 Schr X km w Add Radius Draw Polygon Hide Clustering
i Date of Latest Change
L ; Dill Dingolfing - | Rohirbach- ) :
ra— 0= 09w w0 FEY) @ Oy B “6 (- B S o ¢
d ’- Thblngen__/" tReutilngen g \ # gl 3 f i (@Y Freistadt o
- Interactions Wh - \ N pictadf” Schiltherg iy 5 10] @
. ' .Munsmgen - E
% CRM Campaign .-i’ /o Erdlnsg 13
i Channel % 'Ballngen- 5. &Y_ ./.-" Mihidorf. -

I Interaction Type
7 Item of Interest
It Interaction Date

Klrl:hdcrf an
der Krems ™ ol

@ fheurén é‘ b
£/ Weilheim in

Kempten 7, @Dherhay\e“q i ; 3 M : : e i Nationalpark :
P Z l 2 R Rend'lenhall :

-\F’E‘Hallem
o

w Interaction Rating

o Sentiment Score

o

== Activihe Srmra



s Banking Model ID: 2341, Profile: Demo Banking

O | ¥ ¢ &’ W 100% @ Q
'I- PISICHSW S W ndne-Quul snaininen
lﬁ Reqgular Communication Channel
i Email Allowed @ Demo Banking
i Phone Contact Allowed -
@ Hobby - A
7 Loyalty Status 1
- Activities Y Marital Status =

Married
i Segment 2628
- - A
== Income |
If Wealth ¥ 1
== F-Score Y Age[] Y NOTAgel[]
= 5-Score 30 and 60 30 and 60
= 1.304 1.324
== S-Percent - A A
= Time Deposit: Current Amount 1
o Checking Acc.: Current Amount T City =
w= Checking Acc.: Last Months Transacti.. Beriin

45

o Checking Acc.: 3 Months Avg. Transa. .. A
= Checking Acc.: 1 Year Avg. Transacti...
e Current Credit Card Balance
&= Home Loan: Current Amount Preview for Segment: City = Berlin /= GainChart , ™
== Auto Loan: Current Amount
- [% Keep 100%

& Personal Loan: Current Amount )
Banking Product > Giro Account

= Investment Acc.: Current Amount E
) Top-Ranked Customers: 62 | % —

w Retirement Acc.: Current Amount o 5%
. ) Selected Customers: 29 B
= Savings Acc.. Current Amount =
2
&5 Sum of Deposits Coverage of Potential Buyers: 75 | % g
== Sum of Investments Predicted Potential Buyers: 23 3
=
== Sum of Lendings E
Propensity: 0,7824 2
=]

w Calculated Scores

Predictive Model ID: 1540 > N
= Customer Banking Score 0% 62% 100%
Predictive Model Name: PMM Test 25052015
== Buying Propensi
= Bwing P y Owner: Lan Zhang Share of Top-Ranked Customers

o Cancellation Propensity
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Customer Acquisition

Email Campaign



Welcome Kate Jacob

hybris Marketing

HOME DATA MANAGEMENT INSIGHT SEGMENTATION CAMPAIGNS PLANNING RECOMMENDATION BUSINESS ADMINISTRATION

Segmentation  Segmentation Models  Building Blocks  Target Groups  Release Target Groups

/_ 10 /_ 1.083 1.864 /‘\54
: B ) (A 0 ) proma x

Recent In Preparation Released Completed

Target Groups (1)

[C] Create @ Merge # Intersect & Subtract

T Target Group ID Members Owner  Status C.. Created Changed = Operation Segment.. | C..

Special Fromao 2000001... 576 Erwin Tenhumberg  Released Oy 0 09072014 09.07.2014 High Tech ...



SAP Hybris Marketing Cloud Campaign Designer v

Done m = CAMPAIGN

Overview

ID:
440

Status:

Released

Execution:
[ Finished

Marketing Area:

<] SEND EMAIL

- Women fashion Global
[» CAMPAIGN 23 TARGET GROUP [] SEND EMAIL
SM_Email Campaign_Dr... SM_Segmentation Model... Women Catalog Q *Name:
11 Member(s) 7 : Delivered Messages ﬂ:OPENED ; .
Finished C SM_Email Campaign_Dry10042017v4
(=) SEND TEXT MESSAGE D ini
i escription:
- 5 Reminder SMS p
B 7 Wait 1 day(s) Email Campa|gn

*Category:

Automated Campaign v
*Start Date:

10/04/2017
*End Date:

10/11/2017




%o SAP Hybris Marketing Cloud

< SM_Email Campaign_Dry10042017v4 Reicased | Finished

Campaign Details ~

OVERVIEW AUTOMATION TARGET GROUP SUCCESS SPEND COLLABORATION ~  JOURNEY

Outbound Funnel
Email v 7 1
. . Delivered Messages Number of Leads
Triggered Emails
8
Email Address Missing
Marketing Permission Check Failed 6
Failures
Sent Emails 4
Hard Bounces
2
Soft Bounces
Delivered Emails 0 _
Delivered Messages Number of Leads
5 6 7 8 9 10 11 12
Distribution Trend
Delivered Messages g By Content Name g Sent Messages Y

4

Delivered Messages

7

Sent Messages




Customer Acquisition

Facebook Ads



Home Profile Account v

Rene Liaw GWT Office Grand Opening ribbon cutting with Mayor of Richmond Hill 2:15pm! 50 West Pearce St, Richmond
Hill. See Youl all there!!! = hours ago

wall Info Photos Boxes Yideo

Create an Ad

Write something...
Toronto 1-Day

Attach: I = ST m Coupons

View Photos of Rene (332)

Filters
e Renerablessage Rene Liaw GWT Office Grand Opening ribbon cutting with Mayor of Richmond Hill
Poke Rene 2:15pm! 50 \West Pearce St, Richmond Hill. See you all there!!!
3 hours ago * Comment * Like
B Sign up For 1 ridiculously
Information Restie Cariaso Today? huge coupon emailed free to
o \Why during business hours? vou each day. Toronto's best
Relationship Status: 3 hours ago restaurants, spas & more,
Married to See today's!
Heidi Tsao Rene Liaw All grand openings of offices especially with the &Y Like
Birthday: R Mavor will have to be during business hours. However, the
October 15, 1980 ' office is open from 3pm-8pm for us to go and take a look.
Sen Office party starts at 8pm. Can you come after your work? Self Inprovement %
Al 2 hours ago
Toronto, ON
Jamie Maltman Hope you can make it!
2 hours ago
Mutual Friends
5 friends in common See Al Write a comment...
i o . More than ever, people
RECENT-ACTIVITY recognize the need to be
—1 : &5, Rene and Joanne Wezyk are now friends, « Comment « Like * Add as Friend better...yes, even you! Now
Jamie JliuskKo  Sherry is your chgnce to join this
Maltran Zhao 25 Rene and Mia Garmash are now friends. + Comment « Like * Add as Friend explosive industry!

2 more similar stories Y Like

= Rene is attending Become Financially Free through Designer Jewelry, Watches and Handbaas.
Friends  Comment + Like ' RSP to this event Jackson-Triggs| 4® Chat (Offline)




CAMPAIGN General Information  Target Group ~ Automation  Notes SAP Jam  Team
1‘ Kamera64 Q3 2015
0,03 USD Facebook Spend
KEY INFORMATION Cost per Click Total Planned - Facebook Ads
ID: 28239
0,04 -

Campaign: | KameraG4 Q3 2015

Category: 0,03 4 2!5K
Status: Released oo Total Planned (USD)
Execution St... e
100%
Owner: Michael Knoespel 0
0,01
Marketing Area: Global '
Program: v o004 . a__a - 3’7 K
: L Facebook Ads (USD)

o o O o o o O 9O 9o 9o

Cost

Priority: | Low w 5 = : :
8 AN M oM A A AN MM Ao mo e 8 8 3 8
Start Date: | 20.09.2015 1]
End Date:  08.10.2015 7]
CRM Campa... O, 96,5K 2,6M
Clicks People Reached
FACEBOOK
Campaign: 6030661969164 15,0K - 200,0K -
Objective: Click to Wehsite
~KameraG4 Werbekonto G00.0K
Ad Account (14458757957 18968) o
= 2
status: @ E &  4000K -
z o
DESCRIPTION
200,0K A
[ B e p |
S &8s 8 s 82 g - < 2 - - 0 —— . - . .
S L A S F & 8E s s 8 - 3 8 Zos 13-17 18-24 25-34 35-44 45 - 54 55-64
INTERESTS

No interests assigned

ADMINISTRATIVE DATA
Changed By: Michael Knoespel

Authenticate ' Acfivate B Complete

MOILYZITYNOSH3d d13H



Customer Acquisition

Personalized Content



= MG Segmentation Model ID: 230, Profile: Retail Customers

| O B ¥ ¢ ™. W 100% @ Q
1% Average Spend by Month
1% Total Annual Spend

@ Retail Customers

1T Customer Value 1.293.889
1T ZIP Code
% State \ 4 v
'& City T Marital Status = T NOT Marital Stat... =
Married Married
7 Marital Status 399.328 p 894,561
1T Last Name
1% First Name l
l‘& Gender Description T Shopper Profile =
r& Gender Brand Loyal
106.316
'& Age - A
f& Average Number of ltems per Transaction I
1% Most Purchased Depariment v \
T Buying Propens...[] T NOT Buying Pr...[]
G Shopper Profile 30 and 70 30and 70
Store Visit Frequency 38.896 67.420
o § A A

1% Preferred Contact Method
1% Income Level

17 Club Member

I Club Member Description
1% Customer Tenure

1% VIP Customer Indicator
% Staff Indicator Preview for Segment: Buying Propensity [] 30 and 70 il Histogram , =

a

I Student Indicator Keep Exclude
f7a Children
l‘ﬁ Caountry Ef 0
« Key Figures ; :
== Customer Tenure E
= Children 0
- el AnnualseEne = % 42 45 43 51 54 57 60 82
== Average Spend by Manth Buying Propensity

o Buying Fropensity

MOILYZITYNOSH3d d13H



i Dage
gs
B0
Shortcuts
All segments

Blacklist (0}

Quickeoliection (0)

Websites
Apparel Site UK
Apparel Site DE

Electronics Site

Camera Cro .../ Online )

Camera Cross Selling Segment ( Electrenics Content Catalog / Online }

Customer Segmenis

History
* Undo | Redo #

no elements

Infobox

B

i Customer Segment Rules

3

4]
=

3
—

¥

=

Qutput Actions




Personalized Content across channels

(Y) commerce a_l:l:eleratur Welcome Fred | My Account | Call us: +1 302 295 5067 | Find a Store | Sign Out | your shopping cart
b2c electronic store English v || suso

Brands  Digital Cameras  Fllm Cameras  Hand Held Camcorders  Power Supplies  Flash Memory ~ Camera Accessories & Supplies

soNY (/)
IO canon  fFu

Canon Power Shot A480
Affordable, intuitive
and funt

BRANDS
GALORE >

Sony Cybershot DSC-S930
Compact, easy to use]
[omer sl and amazingly
' affordable

Kodak EASYSHARE V1253
Seize the moment wi

12 megapixel photos|

Sony DSC-H20

WHAT COLOUR ARE YOU? FUN ON THE RUN

Perect for serious Sony Cybershot - a colour for any mood > Never miss a memoryl >
oot
ot iasian

OUR BESTSELLING PRODUCTS




Customer Conversion
Abandoned Shopping Cart



Retarget campaign for abandoned shopping carts

=  Enrich Contact Profile with browsing

favorites

= Event Trigger campaigns for abandoned

shopping carts

Commerce Sites

2 g
‘/ T e

Hybris Marketing :

Injection of tracking snippet

Profile Enrichment

nnnnnnnnnnnnn

tomotive
surentycun B Data

Busress Inteligence.

S BENKING

Trigger Based Campaigns for abandoned

shopping carts




CAMPAIGN General Information | Automation : Notes SAPJam Team T
m
i n

1‘ THB_Trigger_3 Execution Details —
.
5
Execution Status: Started Executed: 26.06.2015, 17:28:49 (0]
KEY INFORMATION g
ID: 17653 %
. [~
Campaign:  THB_Trigger_3 ﬁ Shopping Cart Abandoned >
Category: Filter Condition: THE_Trigger_2 @ Send Text Message [ ] g

Status: Released ZMS Usage Event Triggered SMS

Execution St... Started
Owner: Tohias Hoppe-Boeken
Marketing Area: Global

4 SendEmail [ |

ZMS usage event triggered EMAIL

Program: w

Priority: | Medium w

Start Date: | 26.06.2015 1]

End Date: | 03.07.2015 1]
DESCRIPTION

B Deactivate B Complete # Copy




Market Recommendation

Recommendation in Commerce



RECOMMENDATION MODEL

¥ SUMMERSALE
[#]

KEY INFORMATION

Status: Active
Name: SUMMERSALE

Model Type ID: SAP_MOST_VIEW..

~8AP - Most Viewed

Model Type:
P2 ttems

Active On: 02.092015

DESCRIPTION

(Empty model)

KEYWORDS

REFERENCE

Name: SAP_DEFAULT_T..

Madel Type 1D: SAP_TEMPLATE
Model Type: SAP - Template
GENERATION DETAILS

Last Generated On: 02.09.2015

Status: Successful

ADMINISTRATIVE DATA
Changed On: 01.09.2015
Changed By: Kate Jacob

Created By: Kate Jacob
Created Cn: 01.09.2015

i

(

Definition

1

Preview Recommendations

RECOMMEend|

o et e o o

i
0
L]

Top Sellers (SAP ERP)

4

REShank

o et o o

i
0
L]

Detect Cyclic Items and Re-
Rank

o et e o o

i
0
L]

Remove Items Already in the
Cart

Generate Deactivate
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Canon PowerShot A480
Affordable, intuitive
and fun!

Sony Cybershot DSC-S930

Compact, easy to use
and amazingly
affordable.

Kodak EASYSHARE V1253
Seize the moment with
12 megapixel photos!

WHAT COLOUR ARE YOU?

Perfect for serious Sony Cybershot - a colour for any mood >
performance in a \

compact design.

OUR BESTSELLING PRODUCTS

Canon

Photosmart $11412 DSC-N1 $48557 NV10 $264.69 Cyber-shotW55 $260.87 PowerShotA480 $99.85 EOS450D + 18- $574.88
E317 Digital 55 IS Kit
Camera

DIGITAL COMPACT CAMERAS DIGITAL SLR CAMERAS CAMERA AND CAMCORDER MEMORY CAMERA ACCESSORIES AND SUPPLIES







