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Challenges in Consumer Products Industry
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Engaging entire path to purchase

Reaching consumers across channels

Repeat purchases and brand loyalty
Build volume, maximize revenue & profitability

Maximize overall spend & mitigate lost sales

Deliver high service levels

Lack smart
recommendations to
reduce out of stocks*

Lack tools and real-time
information to make
business decisions*

Lack visibility to product,
price, promotion and
placement*



Different users

Sales & Territory

Management Sales Operations &

G2M

Retail Sales Service Management, Service Technicians
Representative & Service Agents, Call
Merchandiser Center, Customer
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SAP Sales Cloud
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Shelf Workflow romotlor_1 _Ca endar View _
Mass Activity & Lead Generation
Full-Featured support for MS Outlook , Google ~

Gmail and Lotus Notes, Server side via
partner (e.g. Office 365)

Pre-built integration to SAP ERP & CRM, SAP JAM
Partners like InsideView, Xactly & more

Mashups with most other apps (. — L = 9.9
L @ 833560 ‘ o i /
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Internal, Customers, Partners 3 o e: /
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Deal Sites, Social Selling

Embedded & Custom Dashboards, Forecasting
Mash-ups with SAP BW & Business Objects
KPIs, embedded & ad hoc reporting
Broadcasting

Local & Global Administration

Real-time, scalable, powered by SAP HANA
Simplified enhancement tools for power users
Easily extended for tailored UX and business processes
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Account & Contact Update, Merging, Relationship
management

360 Customer Intelligence, Change history
Territory management & Alignment

Easy Lead, Opportunity, Activity Management & timeline
Tailored sales methodology, Guided Selling

Competitor insight, Parther Management

Notes History

Complete Activity and Task Management
Visit and Route Planning and Execution, Map Views
Survey Design and Execution

Integrated pricing and transactional document
creation with SAP ERP or CRM

Mobile online & offline order capture

CPQ through partners

Signature Capture

Complete mobile apps, no extra cost

Support for iPad, iPhone, Android, Windows Tablet, Apple
Watch

Responsive Ul with Off-line support

Business Card Scanner 8
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Customer Logos
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CUSTOMER WIN = REX

Need

Improve relationship with B2B customers

Grow sales by improve average deal size

Get connected with end customer B2B2C by understanding
customer behavior.

Improve Sales Team productivity and efficiency

Build a single repository for customer engagement and
market intelligence data, embed and automate key sales and
marketing processes.

Why SAP

SAP had the most comprehensive CX platform to support
their business objectives with strong functionality OOTB.

REX Integrated to CRM onprem and SAP Marketing.
Ability to get own developed application data integrated.

colombina @

Partner: IBM

SAP CX Products Sold:

SAP Sales Cloud, SAP REX,

Service Cloud, Marketing Cloud;
Commerce Cloud;

Date of Purchase; June 29, 2018
Go live: Jan 2020



R
CUSTOMER WIN - REX |

D E U T 5 € H E BE | E R K U L T U R
Need
* Nosingle view on customers and activities Partner: Reply
* Asynchronous processes and Data spread across different
business models and channels SAP CX Products Sold:
«  No connection between marketing and sales. SAP Sales Cloud, SAP REX,

SAP Marketing Cloud
» CAS going out of maintenance

» Lack of mobile and offline capabilities.
Date of Purchase: Dec 18, 2018
Why SAP Go live: Apr 2019

« SAP hadthe best ROl and lowest TCO to support their
business objectives with strong functionality OOTB.

+ REXIntegrated to SAP Marketing.

» Flexible Cloud business model with ramped up contract over
5 year contract.



SAP Sales Cloud

Retall Execution

PERSONAS:
Sales Operations, Sales Management, Key Account Management (KAM)
Sales Representative/Merchandiser or KAM

« Territory planning
* Survey and priority planning
* Headquarter route and visit

+ 360-degree store view

Preparation . Order history

planning * Visit task and audit preparation
» Content and picture * Check past notes and results
Assignment + Check content and pictures

* Check store performance

+ Guided in-store execution

*  Product-/ competitor product audit

» Store-/ shelve checks

* Imaging Intelligence

* Promotional activities and documents

* Manage and install POSM

* Orders management (Including Pricing)
» Asset check and service

» Collections

* Visit summary and next visit planning

* Audit analytics

« Survey results and scoring
metrics

» Perfect store analytics
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Frankfurt
Main

Perfect Store Execution

1 Your eniries have been saved

LastVisitScore (@) This Visit Score

3. Spring Promational Placemen

Objectives (3)

Offline Click Through Demo

How to demo

Video: Plan
Video: Execute
Video: Measure/Analyse

14


https://tsfr.io/jqckgk
https://video.sap.com/media/t/0_mxz76lmc
https://jam4.sapjam.com/groups/4lcZP7HVBybuyJTZHcWo2k/documents/DG0AKyD0k8p0B4doDlYoHl/video_viewer?_lightbox=true
https://jam4.sapjam.com/groups/4lcZP7HVBybuyJTZHcWo2k/documents/BUikvUhro0oCiCYSlUOQUP/video_viewer?_lightbox=true
https://jam4.sapjam.com/groups/4lcZP7HVBybuyJTZHcWo2k/documents/jK0yJGKbSFcEwSOZ47mGwO/video_viewer?_lightbox=true

SAP  sales Cloud
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Key Roadmap Highlights

Intelligent Ordering

Image Intelligence Perfect Store Execution Dynamic Routing

I
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: - Dynamically prioritize visits and Intelligent Ordering with
Enhance Cgrrent IR offering Actlona_lble Perfect Store ynam yp : conversational Al and using Machine
with generic plug-in open to Execution to convert activities based on internaland Learning on historical transactions
int ti ith IR id titative bench ks int external data such as audit history, g . ’
integration wi providers quantitative benchmarksinto  J /&~ Keting initiati products on promotion and external
for improved sales rep corrective actions and ata, marketinginitiatives, data such as trends, demographics,
productivity. gamification points. etc. etc.

This presentation and SAP's strategy and possible future developments are subject to change and may be changed by SAP at any
time for any reason without notice. This document is provided without a warranty of any kind, either express or implied, including but 16
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SAP Sales Cloud — REX Product Roadmap

AN 7/
—@Recent Innovations
= 1911, Q4 2019

» Integration to Planorama for automated O

survey response
* E-malil Templates
* Route Optimization by maihiro O

» Smartphone Optimization of order entry
* View price in product search (offline)
* Free good determination (beta)o

» Offline — Party Determination <=

» Dynamic targets in KPIs with Account
extension fields

» Advanced KPI drilldown online and offline

* Visit refresh with latest engagement map

* PDF generation of images and associated
attributes from survey related attachments

» Intelligent Sales Content with Mediafly
© 2020 SAP SE or an SAP affiliate company. All rights reserved. | ==

min .
= | Planned Innovations

= | 2002, Q1 2020

Color coding of activities in Calendar
Assign task for multiple processors
Default visits to perfect store visits

Attachment reporting data source

Free good determination (GA)
View price in product search (online)

Smartphone Optimization of order entry

Smartphone Optimization of Perfect Store
execution

Enhanced follow-up actions for surveys
Workflow enablement of PS refresh

Product image viewer on product surveys

min .
= | Planned Innovations

= | 2005, Q2 2020

Visit execution re-design with combined
standard and perfect store visits
Recurring Appointment — beta (Groupware)

Archiving support

Barcode in Order Summary
Flexible pricing for order entry in

online before Simulate

Perfect Store execution UX re-design
Offline KPI drilldowns

Competitor survey enhancements
Error handling for IR integration
Corrective actions (beta) O

-

\

N /
@/

Intelligence O

Future Innovations
2005+

Dynamic visit & activity prioritization using
internal and external data

Gamification in visit execution

Attachment tagging — manual and automated
using Google Vision O

Predictive ordering - product recommendation
using ML

@)

Promotion Calculator

Van Stock & Returns Management

Follow-up/ corrective actions based or perfect
store KPI thresholds

Augmented reality in visit execution and
promotion negotiation

Multiple Engagement Map Support

Simulation of Perfect Store execution
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Corrective Actions
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Tasks, Surveys, Questions and/or
Actions
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Save Close
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Retail Execution Roadmap

Team

Perfect Store Assessment

PAONRS)

Offline Perfect Store Execution &
KPI calculation

Custom KPI exits

IR Integration (partner)

2020

Corrective Actions based on scores
and KPlIs

Ul/Smartphone Optimization
Conversational Execution

2021

VR/AR based consultative selling
Advanced KPI enhancements and
trends

PSE on SCP / CRM2020

In-Store Execution &
Merchandizing

Follow-up actions for surveys
Enhanced Calendar with
configurable color coding
Gamification integration

Key Account Planning
Response capture using IR
Notes Analysis

Crowd sourcing integration
Visit Execution on SCP / CRM2020
Product mix recommendation

Order Entry & Pricing

Free good determination
Exits in offline pricing
Returns Entry

Promotion Calculator
Stock/Inventory data
Voice Assisted Order Entry

Distributor Management
Order Entry on SCP / CRM2020

Native Android App (for Asia / LATAM)

Visit & Route Planning

Route group, visit plans and visit
lists

Central Planning cockpit for
unified visit and activity planning

Route Simulation & Optimization
Support for delivery driver, van
selling and pre-selling scenarios
Include dynamic proposals into
planning cockpit

Capacity Planning

New store onboarding

Intra-day dynamic routing

Call Planning and follow-up
Dynamic proposal of call activities

Activity Intelligence &
Integration

Integration to S/4
Transportation Management
Integration to C/4 and TPM for
proposals based on promotions

Dynamic scoring of visit
proposals based on marketing
events and planned / ongoing
promotions

Sales Analytics & 360-degree
customer view

Intelligent visit proposals based

on external data- PoS,

Nielsen (Datahub integration)
Integration of PoS data and
external demand signals

ML based visit prioritization
Integration with call center solution
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SAP Customer Experience

Contact Information:

Simon Dechent

Global Market Development Lead
SAP Sales Cloud Retail Execution
simon.dechent@sap.com

+49 151 53858929
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