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Disclaimer 

The following is intended to outline our general product direction. It is 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, and timing of any features or functionality described for 

Oracle’s products remains at the sole discretion of Oracle. 
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Introduction 

Oracle’s acquisition of Eloqua (now referred to as Oracle B2B Cross-Channel Marketing) 

presents Oracle customers, including those with Oracle Siebel deployments, with a unique 

opportunity to leverage Oracle B2B Cross-Channel Marketing functionality with their existing 

Oracle Siebel Marketing functionality. Oracle B2B Cross-Channel Marketing (formerly Eloqua) is 

a part of the Oracle Marketing Cloud Suite.  As an industry leading cloud marketing solution, 

Oracle B2B Cross-Channel Marketing complements the robust on premise functionality provided 

by Oracle Siebel Marketing. By leveraging both solutions in an integrated fashion, customers can 

optimize their marketing processes to take advantage of Oracle B2B Cross-Channel Marketing’s 

advanced digital marketing capabilities and ease of use while continuing to leverage Oracle 

Siebel as the master marketing application for segmentation, planning, analytics and CRM 

integration. 

Implementation Guide Overview 

This implementation guide provides design guidance for customers who plan to integrate Oracle 

Siebel Marketing and Oracle Marketing Cloud Service.  Customers can incorporate the concepts 

and methodologies illustrated here as part of their own or partner assisted efforts in an integration 

project.  The applications used as a basis for this paper include the following components: 

» Oracle Siebel Marketing release 8.1.1.11 
» Oracle B2B Cross-Channel Marketing release 10 

Integrations between highly flexible solutions such as Oracle Siebel and Oracle B2B Cross-

Channel Marketing generally have varying requirements. Rather than proposing a rigid solution, 

this document is intended to guide a customer through a best practice approach for delivering a 

solution based upon Oracle Siebel as the master Marketing system and Oracle B2B Cross-

Channel Marketing being used to augment and extend capabilities and usability in marketing to 

digital channels. 

The document serves as a reference and is subject to changes.  The integration approach 

outlined in this document has not been developed, tested or validated.  This guide assumes basic 

knowledge of Oracle Siebel Marketing and Oracle B2B Cross-Channel Marketing functionality 

and terminology. 

Key Assumptions 

The general assumptions guiding this integration are as follows: 
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» A customer is using or will use Oracle Siebel Marketing as the system of record for cross-
channel marketing program management, segmentation, campaign planning and strategy.  
The customer may have complex segmentation requirements or the need to segment data 
from several sources, requirements which are more easily met with the use of Oracle 
Siebel Marketing and Oracle Business Intelligence Enterprise Edition.   

» The customer is also using or will use Oracle B2B Cross-Channel Marketing to manage 
digital campaigns such as email, social, mobile and web marketing.   

» This integration is intended to support the scenario in which the customer is interested in 
combining these capabilities to optimize their marketing processes taking advantage of 
Oracle B2B Cross-Channel Marketing’s advanced digital marketing capabilities and ease of 
use while retaining Oracle Siebel as the master marketing application for segmentation, 
planning, analytics and CRM integration. 
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High Level Integration Use Cases Between Oracle Siebel and Oracle B2B Cross-Channel 
Marketing 

There are three high level use cases for the integration of Oracle Siebel and Oracle B2B Cross-
Channel Marketing: 

1. Oracle Siebel Campaign Management and Oracle B2B Cross-Channel Marketing – 
This use case describes the scenario when a customer is using and plans to continue to 
use Oracle Siebel Marketing as the marketing master but desires to extend capabilities by 
integrating Oracle B2B Cross-Channel Marketing to take advantage of Oracle B2B Cross-
Channel Marketing’s ease of use and digital campaign features.   

2. Oracle Siebel Sales Force Automation and Oracle B2B Cross-Channel Marketing – 
This use case describes the scenario when a customer is using Oracle Siebel Sales Force 
Automation with integration to the Oracle B2B Cross-Channel Marketing.  The Oracle B2B 
Cross-Channel Marketing is the marketing master that will be responsible for managing 
campaigns, being the system of record for marketing contacts, and lead scoring.  The 
Oracle Siebel Sales Force Automation will be used for lead assignment, opportunity 
management and the integrated sales process.   

3. Oracle Siebel Marketing Resource Management and Oracle B2B Cross-Channel 
Marketing – This use case describes the scenario when a customer uses Oracle Siebel 
Marketing Resource Management and the Oracle B2B Cross-Channel Marketing.  Oracle 
Siebel Marketing Resource Management is used for planning, budgeting and expense 
management, and approvals while Oracle B2B Cross-Channel Marketing is used to 
execute campaigns. 

 

This whitepaper is focused on the first use case and will cover the integration between Oracle 
Siebel Campaign Management and the Oracle B2B Cross-Channel Marketing. 

 

Integrated Process Flow 

This section describes the high level integrated process flow between Oracle Siebel Marketing and 
Oracle B2B Cross-Channel Marketing. 
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» Create Program/Campaigns – Program and campaign information will be entered and 
managed within Oracle Siebel Marketing.  In the integrated environment, key program and 
campaign attributes can be stored in the Oracle B2B Cross-Channel Marketing Campaign using 
custom fields.   

» Define Offers and Treatments – Marketing users will define the offers and treatments in Oracle 
Siebel Marketing.  Treatments that will be executed in Oracle B2B Cross-Channel Marketing will 
also be created in Oracle B2B Cross-Channel Marketing in a later step.  For example if there is a 
plan for a 40% off email to be sent, the offer and treatment will be defined in Oracle Siebel and a 
corresponding email asset will be created in Oracle B2B Cross-Channel Marketing. 

» Create Segmentation – Segments and lists can be created in Oracle Siebel Marketing with 
OBIEE.   

» Add Segments and Allocations – Segments, lists and segment trees can be added to 
campaigns.  Users may define allocations for each treatment.  Allocations will be used to 
determine the shared lists that are created in Oracle B2B Cross-Channel Marketing. 

» Load Segments to Oracle B2B Cross-Channel Marketing – The Oracle Siebel Marketing 
“Load Campaign” process will need to be modified to trigger the load into Oracle B2B Cross-
Channel Marketing.  The load process will create a blank campaign, export the contacts that do 
not already exist in the Oracle B2B Cross-Channel Marketing database and create the shared 
list(s). 

» Define/Build Digital Campaigns – Marketing users will go to the Oracle B2B Cross-Channel 
Marketing Campaign and build the campaign.  Assets that are used in the campaign will need to 
be associated to an Oracle Siebel treatment and offer.  See “Associate Assets to Treatments” for 
more information. 

» Create Digital Assets – Marketing users will create their assets (email templates, landing 
pages, etc) in Oracle B2B Cross-Channel Marketing. 

» Associate Asset to Treatments – Each asset that is planned to be used in the campaign will 
need to be associated to an Oracle Siebel Treatment.  This will allow activities against those 
assets to be tracked as responses against an Oracle Siebel offer and treatment. 

» Execute Campaigns – Once the campaign has been built in Oracle B2B Cross-Channel 
Marketing it can be executed within Oracle B2B Cross-Channel Marketing.   
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» View Responses – Activities that are captured by Oracle B2B Cross-Channel Marketing will be 
exported to Oracle Siebel and can be viewed within Oracle Siebel.  Activities will be exported to 
Oracle Siebel and associated to a contact, offer and treatment. 

 

 

Entity Mapping 

Mapping Oracle Siebel Marketing to Oracle B2B Cross-Channel Marketing 

This section describes how marketing data maps from Oracle Siebel entities to corresponding 
Oracle B2B Cross-Channel Marketing entities. The diagram below depicts the conceptual 
relationship between entities and how Oracle Siebel entities map to Oracle B2B Cross-Channel 
Marketing entities. 

 

 

 

Note the differences between the Oracle Siebel Marketing and Oracle B2B Cross-Channel 
Marketing entities.  Our approach for integration takes the following into consideration: 
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ORACLE SIEBEL-ORACLE B2B CROSS-CHANNEL MARKETING ENTITY MAPPING 
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Oracle Siebel Object 
Oracle B2B Cross-
Channel Marketing 
Object 

Notes 

Program 

Campaign 

Oracle B2B Cross-Channel Marketing 
does not have the concept of Programs 
as a parent of Campaigns.  The Oracle 
B2B Cross-Channel Marketing Campaign 
can be extended with custom fields to 
store Oracle Siebel Program and 
Campaign details. 

Campaign 

Segments/Lists/Segment 
Tree Node 

Segment/Shared 
List 

In this integration approach there does 
not need to be a one to one relationship 
between a segment in Oracle Siebel and 
a segment in Oracle B2B Cross-Channel 
Marketing.  A shared list contained within 
a segment in Oracle B2B Cross-Channel 
Marketing will be used to group the 
contacts that are being marketed to per 
Oracle Siebel treatment.  For more 
information see section on Oracle Siebel 
Allocations.  

Offers 

Asset 

Oracle B2B Cross-Channel Marketing 
does not have Offers and Treatments, 
instead it has Assets.  An asset in Oracle 
B2B Cross-Channel Marketing, for 
example, can be an email, landing page 
or form.  We will consider an Asset as an 
equivalent to an Offer and Treatment in 
Oracle Siebel.  For example, an Asset 
might be an email with a 40% off coupon.  
In Oracle Siebel the Offer would be the 
40% off coupon and the Treatment is the 
email. 

Treatments 

Prospect/Contact Contact 
Oracle B2B Cross-Channel Marketing 
has a contact table that uses email as the 
unique key. 
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Response Activity 

Activity history in Oracle B2B Cross-
Channel Marketing will be exported into 
Oracle Siebel Responses.  The following 
Oracle B2B Cross-Channel Marketing 
activities can be tracked: 
» Email Bounceback 
» Email Click Through 
» Email Opens 
» Email Sends 
» Form Submits 
» Website Visit 

 

 

 

Summary of Integrations 
 
Using the Oracle B2B Cross-Channel Marketing Rest API and Bulk API will be the two primary 
ways of integrating data between Oracle Siebel and Oracle B2B Cross-Channel Marketing.  The 
table below summarizes the different data entities and the recommended integration method to be 
used. 

 



 

 
 
9  |   SIEBEL MARKETING – ELOQUA INTEGRATION GUIDE 

DATA INTEGRATION APIS 

Data Entity API Description 

Programs Rest API 
Used to import Oracle Siebel program info 
into Oracle B2B Cross-Channel Marketing 
campaign object 

Campaigns Rest API 
Used to import Oracle Siebel campaign 
info into Oracle B2B Cross-Channel 
Marketing campaign object  

Assets Rest API Used to view or create assets within Oracle 
Siebel 

Shared Lists Rest API 
Used to create Oracle B2B Cross-Channel 
Marketing shared list based on Oracle 
Siebel allocations 

Segments Rest API 
Used to create Oracle B2B Cross-Channel 
Marketing segments based on Oracle 
Siebel allocations 

Contacts Bulk API 
Used to import Oracle Siebel contact data 
into the Oracle B2B Cross-Channel 
Marketing contact object 

Activities Bulk API 
Used to export Oracle B2B Cross-Channel 
Marketing activities into Oracle Siebel 
responses 
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General Design 
 
This section describes the general design approach for the integration.  This should be used as a 
guideline and is not the only solution for integration between these two applications.  There are 
other alternative methods for integration and depending on a customer’s processes and 
requirements it may be necessary to utilize other standard methods of integration.  

 

Defining Treatment Channels 
In Oracle Siebel, Treatments are defined for a particular channel.  In this proposed integration we 
will need to designate which channel types will be handled by Oracle B2B Cross-Channel 
Marketing.  We can either create new channel types or leverage existing ones.  One way could be 
to append the channel with “- Oracle B2B Cross-Channel Marketing”.  So for example there may 
be an “E-Mail – Oracle B2B Cross-Channel Marketing” channel.  The integration process will use 
this information to determine which treatments on a campaign are to be executed in Oracle B2B 
Cross-Channel Marketing vs being executed via Oracle Siebel Marketing.  This provides the 
flexibility of supporting campaign execution in both Oracle Siebel Marketing and Oracle B2B 
Cross-Channel Marketing from a single campaign.  See “Load Campaign Process” for more details 
on how the association between the treatment and asset is used. 

 
 
 

Load Campaign Process 
In this process a marketer would be defining the campaign strategy and meta-data in Oracle 
Siebel and building and executing campaigns in Oracle B2B Cross-Channel Marketing.  The tasks 
to be completed in Oracle Siebel include: 

Defining programs and campaigns 

» Creating segments, segment trees and lists 
» Defining offers and treatments 
» Loading the Campaign 
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Segmentation can be done using Marketing Analytics/OBIEE within Oracle Siebel.  The user will 
create a campaign record in Oracle Siebel and associate lists, segments or segment trees.  Offers 
and treatments will also be specified in Oracle Siebel.  Lastly the campaign allocation will be 
defined in Oracle Siebel. 

Once the user has completed those steps and “Loads Campaign” a trigger should be called to 
export the campaign data in Oracle Siebel and load it into Oracle B2B Cross-Channel Marketing.  
This will trigger the creation of a campaign, segments and contacts in Oracle B2B Cross-Channel 
Marketing.  This trigger can be added to the “Load Campaign” workflow that is called from the 
Oracle Siebel Campaign Allocations view. 

Users will finish designing and building their campaign in Oracle B2B Cross-Channel Marketing by 
creating assets and utilizing the campaign and segments that were created in Oracle B2B Cross-
Channel Marketing based on the Oracle Siebel meta-data.  When it is ready, the campaign will be 
launched in Oracle B2B Cross-Channel Marketing and responses captured in Oracle B2B Cross-
Channel Marketing.   

 

Load Campaign Modifications 

The vanilla Load Campaign workflow will need to be modified.  This workflow will need to be 
modified to determine which treatments on a campaign are designated to be handled via Oracle 
B2B Cross-Channel Marketing.  This is done by checking the Treatment Channels on each 
Campaign Treatment for ones that are designated for Oracle B2B Cross-Channel Marketing.  If the 
treatment channel is one that is designated for Oracle B2B Cross-Channel Marketing, the contacts 
associated to that treatment will be included as a part of an Oracle B2B Cross-Channel Marketing 
Segment.   

 

Use Oracle B2B Cross-Channel Marketing Rest and Bulk API’s to Create Segment, Shared List 
and Contacts in Oracle B2B Cross-Channel Marketing 

Oracle B2B Cross-Channel Marketing’s Bulk API is used for optimizing the importing and exporting 
of large data sets to and from the Oracle B2B Cross-Channel Marketing application.  The Bulk API 
is a RESTful API that enables  

1. Management of import and export definitions 

2. Read access to system metadata necessary for creating import and export definitions 

3. A staging area for data 

4. Control over synching data between the staging area and the Oracle B2B Cross-Channel 
Marketing marketing database 

The Bulk API supports the importing of contacts, accounts, custom objects and external activities.  
The workflow for each of them is very similar. 

The import process can be described in three steps: 

1. Define:  In this step, the definitions for various import steps are created.  This includes field 
mappings, interaction with the staging area, and the priority of data being imported. 
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2. Import:  In this step, the data is imported into the staging area. 

3. Sync:  In this step, the data from the staging area is synchronized into the Oracle B2B 
Cross-Channel Marketing database. 

As part of the import to Oracle B2B Cross-Channel Marketing, the contacts should first be added 
to a shared list.  This can be accomplished by using a sync action.  Secondly that shared list can 
be added to a new segment. 

Check for email address.  Oracle B2B Cross-Channel Marketing uses email address as the unique 
key.  Contacts that do not have an email address should not be exported to Oracle B2B Cross-
Channel Marketing.  These can be filtered out and logged to a file for review at a later time by the 
marketing user. 

 
Translating Oracle Siebel Allocations to Shared Lists 

Campaign allocations are defined in Oracle Siebel by a user to designate the number of contacts 
within a segment that should be targeted by a specific treatment.  While targeting 100% of a 
segment or a list or a node within a segment with a specific treatment may be the most commonly 
used scenario, there could be circumstances where you may target a partial percentage to one 
treatment and another percentage to other treatments within the same campaign.  Our integration 
takes the approach of creating a single shared list in Oracle B2B Cross-Channel Marketing 
consisting of all the contacts to be targeted by a single Oracle B2B Cross-Channel Marketing 
treatment.  If the campaign has two Oracle B2B Cross-Channel Marketing treatments then two 
shared lists may be created, one with all the contacts to be targeted by the first Oracle B2B Cross-
Channel Marketing treatment and a second with all the contacts to be targeted by the second 
Oracle B2B Cross-Channel Marketing treatment.   

 

Here is an example of how this works.  Take the following allocation table which shows a list, a 
segment and a segment tree: 
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Name Priority Net Count Control 
Group % 

% 
Allocation Treatment 1 Treatment 2 

List A  100  Y 100%  

Segment 
B  80  Y 75% 25% 

- Segment 
Tree    Y - - 

   - Branch  50  Y - - 

       - Node 
1  10  Y  100% 

       - Node 
2  40  Y 100%  

 

 

In this example two shared lists will be created. 

[Campaign Name] – T:Treatment 1: is a shared list that will contain 100% of List A, 75% of 
Segment B, 100% of Node 2  

[Campaign Name] – T:Treatment 2: is a shared list that will contain 25% of Segment B, 100% of 
Node 1  

 

Here is a second example: 
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Name Priority Net Count Control 
Group % 

% 
Allocation

Treatment 1 
(Thank you 
email) 

Treatment 2 
(We missed you 
email) 

- Segment 
Tree    Y - - 

   - Branch  100  Y - - 

       - Node 1 
(At least one 
purchase 
within past 
year) 

 60  Y 100%  

       - Node 2 
(No 
purchases 
within past 
year) 

 40  Y  100% 

 
       

In this example two shared lists will be created. 

[Campaign Name] – T:Treatment 1: is a shared list that contains 60 contacts who had purchased 
something within the past year and will be used for sending them a “Thank You” email 

[Campaign Name] – T:Treatment 2: is a shared list that will contain 40 contacts who have not 
made any purchases within the last year and will be used for sending them a “We Miss You” email.  

 

Note that in this integration approach, when a user is setting up a Oracle Siebel Campaign they 
may have more Oracle B2B Cross-Channel Marketing Treatments added to the Oracle Siebel 
Campaign than the number of Oracle B2B Cross-Channel Marketing shared lists that will be 
created in Oracle B2B Cross-Channel Marketing.  The reason for this is because each asset that 
is planned to be used in the Oracle B2B Cross-Channel Marketing Campaign will be associated 
with an Oracle Siebel treatment.  This relationship between the asset and treatment is what allows 
the system to tie activities (responses) to a treatment.  Without the asset and treatments being 
associated, when activities are captured for Oracle B2B Cross-Channel Marketing assets, there 
would be no relationship made possible to any treatment, which could impact reporting.  When 
designing a campaign, a segment might be initially sent an email. That email is the treatment that 
will be allocated to in Oracle Siebel.  This allocation would result in one shared list and segment 
created in Oracle B2B Cross-Channel Marketing.  But in addition to that email treatment, additional 
treatments may be added to the campaign which are for the follow on emails that are planned for 
the same campaign flow.  These emails would be created as treatments and associated to assets, 
but since they are for a latter part of the campaign, they do not have an allocation and therefore do 
not have segments or shared lists created during the campaign load process.  



 

 
 
15  |   SIEBEL MARKETING – ELOQUA INTEGRATION GUIDE 

 

Control Groups 

The specification of control groups in Oracle Siebel will not affect the integration to Oracle B2B 
Cross-Channel Marketing.  The contacts belonging to a control group will not need to be sent to 
Oracle B2B Cross-Channel Marketing as a shared list or segment.   

Here is an example with control groups: 

Name Priority Net Count Control 
Group % 

% 
Allocation Treatment 1 Treatment 2 

- Segment A  400 10 Y 30% 60% 

- Segment B  100 10 Y 30% 60% 

 

In this example 2 shared lists will be created. 

[Campaign Name] – T:Treatment 1: is a shared list that contains 150 contacts  

[Campaign Name] – T:Treatment 2: is a shared list that contains 300 contacts  

The control group contains 50 contacts and will not be sent to Oracle B2B Cross-Channel 
Marketing.  

 

Waves 

Within a campaign in Oracle Siebel Marketing, a user is able to also specify multiple waves which 
a campaign can be executed.  This is done by creating a wave record and specifying a percentage 
which controls how many targets that wave should contain.  The shared lists sent to Oracle B2B 
Cross-Channel Marketing can further be split up by Waves.   

Thus in the following example: 

 

Name Priority Net Count Control 
Group % 

% 
Allocation Treatment 1 Treatment 2 

- Segment A  400 10 Y 30% 60% 

- Segment B  100 10 Y 30% 60% 

 



 

 
 
16  |   SIEBEL MARKETING – ELOQUA INTEGRATION GUIDE 

Wave Code % 

A 40 

B 60 

 

In this example 4 shared lists will be created. 

 

[Campaign Name] – T:Treatment 1 – W:A: is a shared list that contains 60 contacts  

[Campaign Name] – T:Treatment 2 – W:A: is a shared list that contains 120 contacts  

[Campaign Name] – T:Treatment 1 – W:B: is a shared list that contains 90 contacts  

[Campaign Name] – T:Treatment 2 – W:B: is a shared list that contains 180 contacts  

The control group contains 50 contacts and will not be sent to Oracle B2B Cross-Channel 
Marketing. 

 

 

Use Oracle B2B Cross-Channel Marketing REST API to Create a Campaign in Oracle B2B Cross-
Channel Marketing 

 

After the “Load Campaign” process creates the contacts, shared lists and segments in Oracle B2B 
Cross-Channel Marketing, an optional step of creating the campaign can be added to the process.  
Oracle B2B Cross-Channel Marketing’s REST API can be used to create the campaign in Oracle 
B2B Cross-Channel Marketing and add the already created segments to the campaign.  In this 
integration approach, an Oracle B2B Cross-Channel Marketing campaign should be created.  This 
Oracle B2B Cross-Channel Marketing campaign should also include one or more segments that 
are made up of the shared lists that have been created in Oracle B2B Cross-Channel Marketing 
for this campaign. 

Here is how the full Load Campaign process may look: 

 

Sample Design to Load Campaign Data to Oracle B2B Cross-Channel Marketing 

» Call Rest API to create shared list in Oracle B2B Cross-Channel Marketing 
» Call Bulk API to export contacts to Oracle B2B Cross-Channel Marketing 
• Check if contact has email address, if no then filter out and add to log 
• Check to see if contact already exists, if contact does not exist add contact to Oracle B2B 

Cross-Channel Marketing (the Oracle Siebel Contact Id or Oracle Siebel Prospect Id 
should be stored in custom fields on the Oracle B2B Cross-Channel Marketing Contact to 
facilitate synchronization processes.) 
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• Using Sync Action add contacts to shared list 
» Call Rest API to create Oracle B2B Cross-Channel Marketing campaign with same name as 

Oracle Siebel Campaign 
• Create campaign canvas 
• Create segments in campaign and add shared lists to segments 

 

Associating Treatments to Oracle B2B Cross-Channel Marketing Assets 
The process of associating an Oracle Siebel treatment to an Oracle B2B Cross-Channel Marketing 
asset is important to measure the performance of the campaign at the asset level from the CRM 
database.  By associating Oracle B2B Cross-Channel Marketing assets to Oracle Siebel 
treatments, activities that are captured for a particular asset in Oracle B2B Cross-Channel 
Marketing can in turn be imported as responses and associated to a treatment in Oracle Siebel.   

The proposed method of associating treatments to assets can occur within Oracle Siebel.  
Modifications can be made to the Offer>Treatment view to provide users with a picklist or MVG to 
select the assets to be associated to a particular treatment.  The Oracle B2B Cross-Channel 
Marketing REST API can be called to populate an Oracle Siebel VBC that would be used to show 
the assets within Oracle Siebel.  Picking an asset should populate the Asset Id into a custom field 
stored on the Oracle Siebel treatment.  See “Defining Treatment Channels” for more information. 

 

Alternative Method 

A different approach can be used to allow users to create treatments and automatically trigger the 
creation of an asset shell in Oracle B2B Cross-Channel Marketing.  One design for this approach 
is to add a “Create Oracle B2B Cross-Channel Marketing Asset” button in the treatment applet.  
Once a user has created an Oracle Siebel Treatment, they could hit the “Create Oracle B2B 
Cross-Channel Marketing Asset” button which could call a business service that in turn calls the 
Oracle B2B Cross-Channel Marketing REST API to open the Oracle B2B Cross-Channel 
Marketing email editor in a pop up and allow a user to directly create an Asset and pass back the 
Oracle B2B Cross-Channel Marketing Asset Id to be stored in Oracle Siebel.   

 

Capturing Activity/Response Data In Oracle Siebel 
Once a campaign in Oracle B2B Cross-Channel Marketing is executed, Oracle B2B Cross-
Channel Marketing activities (digital body language) for the contacts will start being captured such 
as email opens, email click through, form submits, etc.  These Oracle B2B Cross-Channel 
Marketing activities can be exported using the Bulk API to Oracle Siebel as responses.  
Responses in Oracle Siebel can be made available under the Campaigns Track Results > 
Responses view. 
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Responses in Oracle Siebel can also be available under the Contacts>Campaigns>Campaign 
Responses view. 

 

 
 

 

To export activities from Oracle B2B Cross-Channel Marketing the Bulk API should be called.  This 
API can export a list of activities based on different filters such as activity type and date range. 
This API can be called using a batch workflow from Oracle Siebel to retrieve activities on an 
hourly, daily, or other defined schedule. 

 

**As of March 2014, the Bulk API for Activities does not provide for the association of Activities to 
Campaigns.  There is no Campaign Id on the Activities export from Oracle B2B Cross-Channel 
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Marketing.  This means that there is no direct way to know which campaign an activity that is 
coming from Oracle B2B Cross-Channel Marketing is for.  The addition of the Campaign Id to the 
activity export for email activities is currently on the future roadmap.   

There are two methods of enforcing a process to remove our dependency on the campaign id.  
The first and recommended method is to create new treatments and assets for each campaign, in 
other words do not use a treatment or asset in more than one campaign.  By doing this, knowing 
the treatment or asset will also mean that the campaign is also known since the treatment and 
asset is only associated to a single campaign.  A second alternative method is to use a naming 
convention for the assets in Oracle B2B Cross-Channel Marketing.  The Oracle Siebel Campaign 
Id can be added to the asset name and used by an import workflow to associate the activity to a 
campaign, but this is a less desirable approach. 

 

Contact Synchronization 
Partial Contact Synchronization 

The recommeded approach for integration of contacts in our scenario involves not synchronizing 
all of the contacts between Oracle Siebel and Oracle B2B Cross-Channel Marketing.  Instead only 
contacts which are being targeted in a campaign would be sent to Oracle B2B Cross-Channel 
Marketing as part of the segmentation/load campaign process.  These contacts would be created 
in Oracle B2B Cross-Channel Marketing and would store the Oracle Siebel Contact Id or Oracle 
Siebel Prospect Id in two custom fields created on the Oracle B2B Cross-Channel Marketing 
Contact.   Oracle B2B Cross-Channel Marketing does not differentiate between contacts and 
prospects.  Oracle B2B Cross-Channel Marketing uses Email Address as the Unique Key, thus a 
process will be needed to log any conflicts due to records having the same email address.  It is 
recommended that data is cleaned and processes be put in place before integrating these two 
solutions to minimize data conflicts. 

For more information on how contacts are created as part of the load campaign process, see Load 
Campaign Process section. 

 

Contact Expiration Strategy 

Even with a partial contact synchronization approach, eventually as more and more contacts are 
created in Oracle B2B Cross-Channel Marketing, there will be a need to purge some of the older 
records that are no longer used.  It would be possible to query Oracle B2B Cross-Channel 
Marketing contacts to determine which ones have not been used in a campaign or have had 
interactions over the last X amount of time.  These contacts should be purged to maintain an 
optimal number of contacts in Oracle B2B Cross-Channel Marketing below 10 million. 

 

Contact Updates 

Regular updates from Oracle Siebel Marketing to Oracle B2B Cross-Channel Marketing can be 
scheduled to keep data in sync.  This can be done in two ways.  The first method is to schedule 
batch workflows to query for updated data that can be sent to Oracle B2B Cross-Channel 
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Marketing via the Bulk API.  The second method is to utilize real-time event triggers built on top of 
the Oracle Siebel objects.  This would require the use of scripting in Oracle Siebel and the Rest 
API for importing to Oracle B2B Cross-Channel Marketing.  

Note:  This process is uni-directional, contact updates are only synchronized from Oracle Siebel 
Marketing to Oracle B2B Cross-Channel Marketing.  To synchronize updates bi-directionally would 
require additional work that would depend on implementation specifics. 

 

New Contacts 

In the event a new contact is created in Oracle B2B Cross-Channel Marketing (for example 
through a form submission), the contact should be sent to Oracle Siebel via the bulk API and 
created as a Prospect with the Oracle B2B Cross-Channel Marketing Contact Id stored in a 
custom field on the Prospect Record.  A subsequent process should be used to call the Bulk API 
to update the Oracle B2B Cross-Channel Marketing contact record with the Oracle Siebel 
Prospect Id. 

 

Once a prospect has been created in Oracle Siebel, it can be promoted to a contact.  When a 
prospect is promoted the Oracle Siebel application checks for the following items: 

 

If Data Quality deduplication is enabled, the promotion matches the prospect against existing 
contacts.  If a match is found, then a pop-up window appears showing the matching contacts.  You 
can then pick or ignore the matches and proceed with the promotion: 

 

» If the user chooses an existing contact from the pop-up window, then the prospect record is 
marked as Promoted and its associations with any campaigns, lists, or responses are linked 
to the selected contact. 
 

» If the user ignores all matches in the pop-up window, then the promotion continues as if no 
match was detected. 
 

If Data Quality finds no matching contact or Data Quality is not enabled, then the promotion checks 
whether the combination of the Account Name and Account site fields matches an existing 
account record. 

 

If the combination of the Account Name and Account Site fields match an existing account record, 
then one of the following occurs: 

 
» If the account name exists but the account site is empty, then the promotion compares with 

existing accounts that have the same Account Name and Account Site. If an identical 
account exists, then the promotion links the contact to the existing account. For the prospect 
address fields, either an update or an insert on the Account Address is performed, based on 
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the combination of Street Address, City, and State (Industry Applications also use Postal 
Code as well). If there is not a match with an existing account, then a new account is 
created and the prospect personal address becomes the account address. 
 

» If no account location or account name is specified, then an account is not created or 
associated with the promoted prospect. The prospect personal address becomes the 
contact personal address. 

 
Lastly, the Promote Prospect workflow should be modified to check whether the prospect being 
promoted has an Oracle B2B Cross-Channel Marketing Contact Id.  If the prospect has an Oracle 
B2B Cross-Channel Marketing Contact Id then a process should be triggered to update the Oracle 
B2B Cross-Channel Marketing contact with the new Oracle Siebel Contact Id and NULL the Oracle 
Siebel Prospect Id.  This will ensure that the existing Oracle B2B Cross-Channel Marketing contact 
will have it’s association transferred from the prospect to the contact. 

 

Contact Deletes 

There will be no synchronization of contact deletes between the two systems.  When a contact is 
deleted from Oracle B2B Cross-Channel Marketing, the contact within Oracle Siebel will not be 
deleted.  Oracle Siebel will be the system of record and deletes will not flow into Oracle Siebel.   

There will also be no synchronization of contact deletes when a contact is deleted from Oracle 
Siebel.  This will instead be taken care of by the data purge strategy which will remove contacts 
from Oracle B2B Cross-Channel Marketing on a regular basis. 

 

Triggered Campaigns 
 

There are two approaches to handling triggered campaigns.  A triggered campaign is a campaign 
that has a step which is executed when a certain condition is met.  For example if there is a 
campaign that should send an email if a contact has purchased a product. 

 

The first approach is to utilize AppCloud Decisions (targeted for a Summer 2014 release)  that will 
allow Oracle B2B Cross-Channel Marketing to determine when certain conditions have been met 
in an external system and to tell the Oracle B2B Cross-Channel Marketing campaign that 
something has happened so that a campaign step can execute. 

 

The second approach is to create custom objects in Oracle B2B Cross-Channel Marketing to store 
additional data that would be used as the trigger.  For example if there will be a desire to create a 
campaign with a step that should be triggered if a contact has purchased a product, a custom 
object field such as Date Last Purchase Made might be created.  This is the field that would be 
used by the Oracle B2B Cross-Channel Marketing campaign to determine if a purchase was 
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made.  This is just an example, depending on business requirements, a company may want to 
store other records in Oracle B2B Cross-Channel Marketing. 

 

 

Lead Management 
 

As part of a complete process, the flow of leads from Oracle B2B Cross-Channel Marketing to 
Oracle Siebel is necessary to enable Sales follow up to interested contacts.  Depending on your 
business requirements, Oracle B2B Cross-Channel Marketing can be used to assign lead scores 
to contacts.   Based on whether the score meets a certain threshold, the contact could be 
considered a “lead”.  This lead can be sent to Oracle Siebel for sales representatives to follow-up 
on.  The following shows how leads are integrated with Oracle Siebel. 

 

  

 

 

 

The steps to integrating leads into Oracle Siebel are: 

1. Oracle B2B Cross-Channel Marketing’s lead scoring engine is used to calculate the lead 
scores based on profile and engagement level 

2. Create a program in Oracle B2B Cross-Channel Marketing to use a shared filter to go 
through all contacts to determine if their lead score meets a minimum threshold 

3. If the lead score meets the threshold then add the contact to a shared list 

4. Create a scheduled workflow in Oracle Siebel to create the leads in Oracle Siebel.  The 
Oracle Siebel Marketing Data Lead Import Process can be extended to do the following: 
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a. Call the Oracle B2B Cross-Channel Marketing Bulk API to export the contacts 
from the shared list into  a CSV file (Oracle B2B Cross-Channel Marketing API 
can only export into a JSON or CSV file).  This file should also contain the Oracle 
B2B Cross-Channel Marketing Contact Id so that it can be stored on the Oracle 
Siebel Lead for reference. 

b. Using the Oracle Siebel Lead Import process import the Leads in the CSV file into 
Oracle Siebel.  This process can be scheduled to run on a regular basis. 

c. During this import process, if the contact in Oracle B2B Cross-Channel Marketing 
has a Oracle Siebel Contact Id  or Oracle Siebel Prospect Id, then it will be 
created as a lead and associated to the existing Oracle Siebel Contact or 
Prospect. If the contact in Oracle B2B Cross-Channel Marketing is a new contact 
that doesn’t have a Oracle Siebel Contact Id or Oracle Siebel Prospect Id then it 
will go through data quality checks in the Lead Import process and if no matching 
contact or prospect is found a new Prospect or Contact can be created and 
associated to the Lead.  If a new prospect or contact is created in Oracle Siebel, 
the Oracle Siebel Id will need to be sent back to Oracle B2B Cross-Channel 
Marketing and be stored on the Oracle B2B Cross-Channel Marketing contact 
record. 

d. As part of the process also create a file containing the Lead Id and Email Address 
of all the leads that have been created.  This file will be used to update the 
contacts in Oracle B2B Cross-Channel Marketing with the Oracle Siebel Lead Id.  
This is used to keep track of contacts within Oracle B2B Cross-Channel Marketing 
that have leads in Oracle Siebel. 

e. The Oracle B2B Cross-Channel Marketing Bulk API can be called to update 
Oracle B2B Cross-Channel Marketing contacts with the Lead Id (a new Oracle 
Siebel Lead Id field will need to be created in Oracle B2B Cross-Channel 
Marketing to store this value)   

 

Retiring Leads (Optional) 

Depending on a company’s business processes, there may be the desire to retire a lead once it is 
no longer considered a lead.   This can be done in the following manner: 

1. When the lead status in Oracle Siebel is changed to a lead status that indicates it is no 
longer an active lead (for example Rejected or Retired) this could be used to trigger a call 
to the Oracle B2B Cross-Channel Marketing Rest API to remove the Oracle Siebel Lead Id 
from the Oracle B2B Cross-Channel Marketing contact.   
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Alternative Design 
 
 

Overview 
 
This section describes an alternative use case for integrating Oracle Siebel Marketing and Oracle 
B2B Cross-Channel Marketing.  In this use case, an organization may want to solely use Oracle 
Siebel Marketing for its advanced segmentation capabilities and leverage Oracle B2B Cross-
Channel Marketing to manage all their campaigns.  Thus when creating a segment in Oracle 
Siebel Marketing, that segment can be exported to Oracle B2B Cross-Channel Marketing and 
used when building Oracle B2B Cross-Channel Marketing Campaigns.  Activities captured by 
Oracle B2B Cross-Channel Marketing can be imported back into Oracle Siebel or the data 
warehouse.  

 

Integrated Process Flow 
 
 

 

 

Create Segment – Segmentation to be done in Oracle Siebel Marketing.  Leveraging Oracle 
Siebel Marketing/OBIEE marketers have the ability to create complex segments and access 
external data sources such as other application or data warehouses. 

Save Segment to Saved Result Set – Once the segment is completed and ready to be sent to 
Oracle B2B Cross-Channel Marketing, save the segment as a result set specifying the format and 
location to be saved.  This will create a file to be picked up by the Segment Export Process. 
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Segment Exported to Oracle B2B Cross-Channel Marketing as a Shared List – A scheduled 
workflow process that processes the records in the saved result set file and calls the Oracle B2B 
Cross-Channel Marketing Bulk API to load the contacts into Oracle B2B Cross-Channel Marketing 
and create a shared list. 

Create Campaign – A campaign is created in Oracle B2B Cross-Channel Marketing 

Add Segment and Select Shared List – Add a segment to the newly created campaign and 
select the segment created in Oracle B2B Cross-Channel Marketing that originated in Oracle 
Siebel Marketing. 

Build/Execute Campaign Flow – Build out and execute campaign in Oracle B2B Cross-Channel 
Marketing. 

Analyze Responses – View reports and dashboards in Oracle B2B Cross-Channel Marketing 

 
 

Summary of Integrations 
 

Using the Oracle B2B Cross-Channel Marketing Rest API and Bulk API will be the two primary 
ways of integrating data between Oracle Siebel and Oracle B2B Cross-Channel Marketing.  The 
table below summarizes the different data entities and the recommended integration method to be 
used. 

 

Data Entity API Description 

Shared Lists Rest API 
Used to create Oracle B2B Cross-Channel Marketing shared 
list based on a saved result set created in Oracle Siebel 
Marketing/Oracle Business Intelligence 

Contacts Bulk API Used to import/export contact data between Oracle Siebel 
and Oracle B2B Cross-Channel Marketing contact objects 

Activities Bulk API Used to export Oracle B2B Cross-Channel Marketing 
activities into datawarehouse 

 

 

Define List Format 
 

List formats define the layout of files that you can use for a variety of purposes.  In our integration 
we will be using a saved result set format to save the result set from the segment that is created in 
Oracle Siebel Marketing Segmentation. 
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To create a List Format go to Oracle Siebel Marketing, Administration – Marketing > List Formats.  
The list format should include the fields that will be imported into Oracle B2B Cross-Channel 
Marketing using the bulk API. 

 

Creating a Segment 
 

Segments will be created using Oracle Siebel Marketing Segmentation in the Segments screen.  
After creating the segment, save the segment as a saved result set.  Be sure the select the proper 
saved result set format used for exporting to Oracle B2B Cross-Channel Marketing in the 
Advanced Options.  Save this saved result set in the folder which the Export to Oracle B2B Cross-
Channel Marketing process uses.  

 

 

Export Segment to Oracle B2B Cross-Channel Marketing 
 

An Oracle Siebel workflow process can be scheduled to export the segment from Oracle Siebel 
into Oracle B2B Cross-Channel Marketing.  This workflow process will contain the following steps: 

 

1. Process the records in the saved result set file created in the folder location used for 
export to Oracle B2B Cross-Channel Marketing.   

2. Call Rest API to create a shared list in Oracle B2B Cross-Channel Marketing.  The shared 
list will be used to group the contacts in the segment being exported to Oracle B2B Cross-
Channel Marketing.  

3. Call Bulk API to export contacts to Oracle B2B Cross-Channel Marketing.   

a. Check if contact has email address, if no then filter out and add to log 

b. Check to see if contact already exists, if contact does not exist add contact to 
Oracle B2B Cross-Channel Marketing 

c. Using Sync Action add contacts to shared list 

 

Once this workflow process is completed there will be a shared list in Oracle B2B Cross-Channel 
Marketing which contains the contacts which were part of the segment created in Oracle Siebel 
Marketing Segmentation.  At this point, a marketer can use the shared list in Oracle B2B Cross-
Channel Marketing as part of a campaign. 

 
Manual Import into Oracle B2B Cross-Channel Marketing 
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Oracle B2B Cross-Channel Marketing also provides capabilities to manually import contact lists 
through their Contact Upload Wizard.  This provides a way to import contacts into Oracle B2B 
Cross-Channel Marketing from a file which could come from an external system, a third party 
vendor, or other source.  The contacts that are uploaded are added to a shared list that is available 
to users. As part of the import, it should be noted that the Oracle Siebel Contact Id or Oracle 
Siebel Prospect Id should be stored in custom fields on the Oracle B2B Cross-Channel Marketing 
Contact to facilitate synchronization. 

 

 

 

To do a manual upload of contacts into a shared list follow these steps:  

1. Navigate to Contacts > Contacts. 

2. Click Upload in the upper-right corner of the page. 

3. The Contact Upload Wizard dialog box opens. 

 

4. Give your Upload a name that will be useful for purposes of identifying specifically what is 
the purpose of this particular upload. The default name will be Data Import - 
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xxxxxxxxxxxxx, where xxxxxxxxxxxxx represents a number assigned to this import in 
Oracle B2B Cross-Channel Marketing (however you can rename it to anything you wish). 

5. In order to upload your contacts in bulk using this wizard, you must have them in a file of 
one of the following formats: 

a. Comma Separated Value (.csv) 

b. Delimited file (Tab, Pipe, Semicolon) 

c. Microsoft Excel® 97-2010 (.xls or .xlsx) 

In order for the import to be successful using one of these file types, bear in mind that you 
will map each of the fields in the file to a field in the Oracle B2B Cross-Channel Marketing 
database, so they should be named appropriately (e.g. have a column labeled 
EmailAddress in order to map to Email Address in the database). This will make your 
mapping task easier, and will ensure that your contacts are uploaded successfully. 

6. In the Import Purpose drop-down, select Add Contacts to Database if your primary 
purpose is to add new contacts. Note you can also use this Contact Upload Wizard to 
update contacts already contained in your database, i.e., to update their email addresses, 
mark as bouncebacks, unsubscribe or delete them. 

7. In the Presets field, select the Preset that you have created (see Presets below) or 
continue with No Preset (default) (note: using a Preset is optional, however you must 
select either No Preset (default) or a pre-defined Preset). 

8. Click the cloud to begin uploading your file. 

9. Browse to the location where your data file is located, select it and click Open. 

10. Next, the source fields in your data file must be mapped to fields in Oracle B2B Cross-
Channel Marketing. Oracle B2B Cross-Channel Marketing attempts to match your field 
names to field names in the Oracle B2B Cross-Channel Marketing database based on 
their titles, for example "First Name" maps to "First Name", "Last Name" to "Last Name" 
and "Email Address" will map to "Email Address": 

 

11. To modify one of the mappings, double-click on its name. A pop-up dialog box opens 
where you can configure (customize) your data field mappings: 
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12. Once all mappings are correct, click Next Step. 

13. The Review step opens. Verify that all fields are mapped correctly and that the contact 
information will be populated as desired. If there are any inconsistencies or errors, click 
Previous Step to correct the mappings. Click Next Step when all mappings look correct. 

14. Enter the email address to which you wish the confirmation email report sent. By default, 
the email address associated with your current login is populated in this field, however you 
can change it to any one of your choosing. 

15. If you are using the Wizard to upload new contacts and wish to create a Shared Contact 
List at the same time, select the checkbox next to Place Contacts into a Shared Contact 
List. Selecting this option will add the list of contacts to your database for future use. As 
an example, if you are uploading a list of names of attendees at a recent trade show, you 
can reuse this list for later campaigns without having to manually create a Shared List. 
You can place the contacts into a new list or add them to an existing one by selecting the 
respective option. 

16. Click Finish to generate the email. 

 

Contact Synchronization 

 

The approach for contact synchronization in this solution is the same as described in the previous 
section.  See Contact Synchronization under General Design. 
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Conclusion 

Companies have many different options when considering the integration between Oracle Siebel 
Marketing and Oracle B2B Cross-Channel Marketing. Oracle Siebel Marketing and Oracle B2B 
Cross-Channel Marketing are both highly flexible in that they support many different types of 
business requirements and business processes which may differ from one customer to the next.  
The integration approach described in this document is meant as a guide and may not fit every 
customer’s unique set of scenarios and use cases.  It is highly recommended that customers 
examine their own requirements and business processes to determine the use cases to be 
supported in their applications.  Modifications to this integration approach may be needed to 
support other requirements.  
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Appendix A: Field Level Entity Mapping 
 

Below is an example field mapping of Oracle Siebel entities to Oracle B2B Cross-Channel 
Marketing entities.  

 

Contact Entity 

The Oracle Siebel “Prospect” and  “Contact” entities primarily map to the Oracle B2B Cross-
Channel Marketing “Contact” entity 
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Oracle Siebel Field 
Oracle B2B 
Cross-Channel 
Marketing Field 

Notes 

Row Id 

Oracle Siebel 
Contact Id 
Oracle Siebel 
Prospect Id 

Oracle Siebel Contact Id and Oracle Siebel Prospect 
Id needs to be created as custom fields in Oracle B2B 
Cross-Channel Marketing.   

Oracle B2B 
Cross-Channel 
Marketing 
Contact Id 

Id 
Oracle B2B Cross-Channel Marketing Contact Id 
needs to be created as a custom field in Oracle 
Siebel. 

First Name First Name  

Last Name Last Name  

Email Address Email Address  

Address Line 1 Address 1  

Address Line 2 Address 2  

City City  

State State   

Zip Code Zip   

Country Country  

Work # Business 
Phone  

Mobile Phone # Mobile Phone  

 
 

Campaign Entity 

The Oracle Siebel “Campaign” entity primarily maps to the Oracle B2B Cross-Channel Marketing 
“Campaign” entity 
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Oracle Siebel Field 
Oracle B2B 
Cross-Channel 
Marketing Field 

Notes 

Campaign Name Campaign 
Name  

Campaign Code Oracle Siebel 
Campaign Id 

Oracle Siebel Campaign Id needs to be created as a 
custom field in Oracle B2B Cross-Channel Marketing 

Description Description  

Type Campaign 
Type  

Program Name Program 
Name 

Program information from Oracle Siebel can be 
stored on the Oracle B2B Cross-Channel Marketing 
campaign entity as custom fields. 

Program Code Program Code 
Program information from Oracle Siebel can be 
stored on the Oracle B2B Cross-Channel Marketing 
campaign entity as custom fields. 

 

 

Activity Entity 
The Oracle Siebel “Response” entity primarily maps to the Oracle B2B Cross-Channel Marketing 
“Activity” entity 
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Oracle Siebel Field 
Oracle B2B 
Cross-Channel 
Marketing Field 

Notes 

Response Date Activity Date  

Contact  Contact  Oracle B2B Cross-Channel Marketing contact record 
has a Oracle Siebel Contact Id 

Prospect Contact Oracle B2B Cross-Channel Marketing contact record 
has a Oracle Siebel Prospect Id 

Campaign  Campaign  Campaign Id is not available in the Oracle B2B Cross-
Channel Marketing API as of April 2014.   

Treatment Name N/A 

Treatment will need to be determined based on the 
Oracle B2B Cross-Channel MarketingAssetId stored 
on the treatment.  Oracle B2B Cross-Channel 
Marketing Asset Id needs to be created as a custom 
field in Oracle Siebel on the Treatment. 

Offer Name N/A 

Offer will need to be determined based on the Oracle 
B2B Cross-Channel MarketingAssetId stored on the 
treatment.  Oracle B2B Cross-Channel Marketing 
Asset Id needs to be created as a custom field in 
Oracle Siebel on the Treatment. 

Response Type Activity Type  

Response Method Asset Type  

Description Details 

Depending on the Activity Type, Oracle B2B Cross-
Channel Marketing’s API will provide a list of details 
related to the activity.  For example for 
emailClickThrough details would include 
emailClickedThruLink, EmailName, EmailWeblink, 
EmailRecipientID, SubjectLine 

 
 
 

Lead Entity 
The Oracle Siebel “Lead” entity primarily maps to the Oracle B2B Cross-Channel Marketing 
“Contact” entity 
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Oracle Siebel Field 
Oracle B2B 
Cross-Channel 
Marketing Field 

Notes 

Description  

Description is a field in Oracle Siebel that will be 
programmatically populated by the interface.  This 
field can be used to store information that may be 
useful to sales reps. 

Contact Last 
Name 

Contact Last 
Name 

Oracle Siebel Contact fields populated if the lead is 
for an existing Oracle Siebel Contact. 

Contact First 
Name 

Contact First 
Name 

Oracle Siebel Contact fields populated if the lead is 
for an existing Oracle Siebel Contact. 

Prospect Last 
Name 

Contact Last 
Name 

Oracle Siebel Prospect fields populated if the lead is 
for a contact that does not already exist in Oracle 
Siebel as a contact. 

Prospect First 
Name 

Contact First 
Name 

Oracle Siebel Prospect fields populated if the lead is 
for a contact that does not already exist in Oracle 
Siebel as a contact. 

Oracle B2B 
Cross-Channel 
Marketing 
Contact Id 

Contact Id 
Oracle B2B Cross-Channel Marketing Contact Id is 
stored on the Oracle Siebel Contact or Oracle Siebel 
Prospect table 

Email Address Email Address  

Lead Status N/A Defaults to “Unqualified” when first created in Oracle 
Siebel. 

Oracle B2B 
Cross-Channel 
Marketing Lead 
Score 

Lead Score 

New field to be created in Oracle Siebel.  Oracle B2B 
Cross-Channel Marketing Lead Score is populated 
with the lead score from Oracle B2B Cross-Channel 
Marketing ie A4.  
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Appendix B: Oracle B2B Cross-Channel Marketing APIs 

 

Oracle B2B Cross-Channel Marketing provides three types of APIs for integrating with external 
applications.  There is some overlap between the three APIs and what they can be used for.   

 

REST 

REST is a modern web API design paradigm.  The vast majority of new web APIs being developed 
today use REST.  When using REST, it is important to be aware of the Oracle B2B Cross-Channel 
Marketing product thresholds.  A limit of one call per second is recommended for optimal 
performance. 

 

Bulk 

A newer, high-scale, high-volume API for importing and exporting customer data.  Bulk API is a 
web service that is based on REST API.  It is designed only to add or update records, and not for 
other purposes such as deleting records or marking contacts as unsubscribed. 

The threshold for Bulk API is 2000 syncs per day. 

For more information on the Bulk API see “Oracle B2B Cross-Channel Marketing Bulk API 1.0: 
Importing and Exporting Data” in Topliners. 

 

SOAP 

An older API that does a subset of what the REST and bulk APIs do, at a smaller scale, for certain 
types of integrations.  Generally you will be using a combination of the REST and Bulk APIs to 
integrate with Oracle Siebel. 
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Appendix C: Viewing Oracle B2B Cross-Channel Marketing Activities Within Oracle Siebel 

 

Listed below are alternative approaches for viewing Oracle B2B Cross-Channel Marketing 
activities within Oracle Siebel.  These two approaches do not rely on having Oracle B2B Cross-
Channel Marketing activities exported to Oracle Siebel.   

 

Embedding the Oracle B2B Cross-Channel Marketing Profiler In Oracle Siebel 
 

Another way to view Oracle B2B Cross-Channel Marketing campaign results within Oracle Siebel 
is to embed the Oracle B2B Cross-Channel Marketing Profiler into a Oracle Siebel Contact View.  
Here is an example of what this would look like. 

 

 
 

This can be achieved via the use of Oracle Siebel symbolic urls.  

 

 

Adding Weblinks In Oracle Siebel 
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Alternatively users in Oracle Siebel can be given access to view web reports generated by Oracle 
B2B Cross-Channel Marketing.  This can be done by creating a button in Oracle Siebel to open a 
url with the weblink from Oracle B2B Cross-Channel Marketing.  This allows sales to see in detail 
the activities and interactions from their leads or contacts. With one click, it opens a report directly 
from Oracle B2B Cross-Channel Marketing and they can see a detailed view of emails received, 
clicked-through, form submissions, they can drill into form submissions and view the data 
submitted. They can also drill into a web visit and see a list of pages visited. 
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Appendix D: FAQ’s 

 

1. How are campaign waves handled by the integration? 

Waves can be defined in Oracle Siebel and used to create additional shared lists of data which 
separate the target contacts in to the different waves.  See section on Waves. 

 

2. How will control groups be handled by the integration? 

Control groups should behave similar to treatments.  They are specified in Campaign 
Allocations in Oracle Siebel and will result in the creation of a shared list and segment in 
Oracle B2B Cross-Channel Marketing.   

 

3. How are multistage campaigns handled? 

A multi-stage campaign in Oracle Siebel is sometimes used to execute a complex campaign 
flow.  When using Oracle B2B Cross-Channel Marketing in an integrated environment, 
because of the flexibility it has for building complex flows, it may allow you to build campaigns 
that can be done in a single Oracle Siebel campaign and a single Oracle B2B Cross-Channel 
Marketing campaign.  Whether or not a multistage Oracle Siebel campaign can be rebuilt into 
a simplified Oracle B2B Cross-Channel Marketing campaign will depend on the actual 
requirements of the campaign. To execute a multistage campaign in an integrated 
environment, the user would need to ensure any triggers used in later stages are stored in 
Oracle B2B Cross-Channel Marketing.  See section on Triggered Campaigns. 

 

4. Will there be a need to enter in separate logins for Oracle Siebel and Oracle B2B Cross-
Channel Marketing? 

Unless single sign on is implemented, a user would need to login to both Oracle Siebel and 
Oracle B2B Cross-Channel Marketing. 
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Appendix E: Example Multi-Stage Campaign 

Great Sounds At Home Campaign 

This is an example of a campaign that would have been considered a multi-stage campaign in a 
Oracle Siebel only environment. 

In this program's first stage, a campaign will send an intial offer to a targeted segment of potential 
buyers. 

Any person that actually buys will be automatically sent an email with a link to a survey in order to 
gather his/her feedback. 

After 15 days, all those targets that have not answered in any way will be contacted to remind 
them of the offer. 

There might be some sells generated by the campaign but not directly registered in the system (a 
customer went to a local store and bought the product). Those will be captured as inferred 
responses. 

Finally, any customer that scheduled his/her installation, will be automatically contacted for a 
customer satisfaction survey on the installation process. 

 

Proposed Approach  

High Level Requirements 

• Synchronization of contacts between Oracle Siebel and Oracle B2B Cross-Channel 
Marketing 

• Mapping of assets to treatments. 

• Synchronization of fields (ie customer purchase, product installation) that would be used to 
trigger follow up actions (emails, surveys) between external system and Oracle B2B 
Cross-Channel Marketing 
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Walk Through of Process 

A user would create an initial segment within Oracle Siebel.  This segment would be associated to 
a Oracle Siebel campaign.  The campaign would also have treatments associated to it that the 
user would also need to map to the planned assets that would be used in Oracle B2B Cross-
Channel Marketing.  Mapping of the treatments to the assets would occur in the treatments view.  
The user would then allocate 100% of the segment to the initial email treatment.  When user loads 
campaign, the process would create a campaign and segment in Oracle B2B Cross-Channel 
Marketing.  User would build the campaign flow using the email/survey assets that have been 
mapped to Oracle Siebel treatments.  The Oracle B2B Cross-Channel Marketing campaign is then 
executed.  Activities will be captured by Oracle B2B Cross-Channel Marketing and exported to 
Oracle Siebel as responses.   

If a contact on the target list purchases a product, this transaction in Oracle Siebel will in turn 
update a transaction in Oracle B2B Cross-Channel Marketing, which will trigger a secondary email 
to be sent with a link to a survey.  The survey may be an Oracle B2B Cross-Channel Marketing 
landing page asset with a form asset.  Information captured by the form would be stored in Oracle 
B2B Cross-Channel Marketing’s database based on processing steps defined in Oracle B2B 
Cross-Channel Marketing.  If some of the information contains contact fields, the contacts could be 
updated in Oracle B2B Cross-Channel Marketing and synced with the corresponding contact in 
Oracle Siebel.   

Triggering emails based on inferred responses or product installations would be similar in that the 
transactions that would act as a trigger would need to be synchronized to Oracle B2B Cross-
Channel Marketing. 

 

Below is an example of what this campaign may look like in Oracle B2B Cross-Channel Marketing.  
This is just one of potentially many ways to build the campaign in Oracle B2B Cross-Channel 
Marketing. 
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Appendix F: Additional Resources 
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For more information on topics mentioned in this paper you can go to the following locations: 

 

Siebel Business Process Framework: Workflow Guide 

http://docs.oracle.com/cd/E14004_01/books/BPFWorkflow/BPFWorkflowTOC.html 
 

Integration Platform Technologies: Siebel Enterprise Application Integration 

http://docs.oracle.com/cd/E14004_01/books/EAI2/EAI2TOC.html 
 

Oracle Siebel Marketing Installation and Administration Guide 

http://docs.oracle.com/cd/E14004_01/books/MKTG_InstallAdmin/MKTG_InstallAdminTOC.html 
 

Oracle Siebel Marketing User Guide 

http://docs.oracle.com/cd/E14004_01/books/MKTG_User/MKTG_UserTOC.html 
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