.7 Customer Experience

AutonomousField Sales Execution

SimonDechent

Global Adoption LeadSAP Sales and
Service Cloud
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The Impact to CP Brands: Lost Sales & Increased Cost to Serve

Out of Stocks

Phantom Inventory

Overstocks

Missing Price Tags

Late Deliveries

Missing Displays

© 2026 SAP SE or an SAP affiiate company. All rights reserved. | PUBLIC

Missing Promotions

On-Time InFull Penalties




Customer Success & Analyst Recognition

Industry Recognition

SevenBestin-Class
Category Distinctions

RETAIL ACTIVITY OPTIMIZATION
GUIDED SELLING
OMNICHANNEL ENGAGEMENT
DATA & ANALYTICS VISUALIATION
RETAIL MERCHANDISING
MOBILE UI/UX
BACKOFFICE UX

POI 2025 Consumer Goods Enterprise
Planning EPX and Retail ExecutiofRét¥
Vendor Panorama Report

© 2026 SAP SE or an SAP affiiate company. All rights reserved. | PUBLIC

Retail Execution Customers
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End-to-end Visit Execution for all Personas & Operational Models

Sales & Merchandising

A Customer 360 view

Ve A Dynamic Visit Planning

l o 28 A Retail Activity Optimization

' SRR o A Integration with Promotions

Sales Representatives & 4 Guided Selling
Merchandisers A Suggested Orders

A lmage Recognition

A Perfect Store Strategy

Agencies & Distributors

: : A Prioritize Agencies Activities

Direct Store Delivery &8 4 pog datay OSA & Promotion
Party Distributors A Distributor Management

A Visibility to Distributor Inventory

A Visibility to Selfouts

Van Sales & Presales

© 2026 SAP SE or an SAP affiiate company. All rights reserved. | PUBLIC

Delivery & Distribution

A Route & Load Optimization

A Omnichannel Orders Fulfilment
A Route Execution & Monitoring
A Automated Route Settlement

A Integration with WMS & TM

A Embedded in S/4 HANA

Sales Managers & Key
Account Managers

KAM & Service

A Complete CRM capabilities

A Visibility to Promotion Compliance
A Visibility to OOS & OSA

A Aggregated view of Accounts
ATelesales

A Manage Service Requests

Trade Planners &
Category Managers

B2B Commerce

A Self Service for Independent Stores
A Maximize coverage

Alncrease efficiency

A Integrated with Field sales team

Telesales, Service cente
& Self Service Portal
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. _ ** Endto-end Mobile App
SAP Sales Cloud for Retaill Execution REX Execution

Perform Perfect Store Visit

Al Agent based visit darief

Seamless Order Taking

© 2026 SAP SE or an SAP affiiate company. All rights reserved. | PUBLIC 7



Al In Sales Cloud REX _

mm

A Intelligent visit A Account Synopsis A Order taking w/ A Post visit briefing
prioritization Predictive Product

A Pre visit briet; past visit A Product Survey summary
A Route optimization summary proposals
A Cross sellUp sell

recommendations
A Al based Order Insights

A Audit survey summary

A Automated weekly A Past Survey Summary Ab23S3aQ ylfaans:

route planning

© 2026 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC



SAP Sales Cloud Dynamic Visit Planning - The Journey till now and beyond

Intelligent and efficient

planning process that Analyze signals to prioritize
enables automation of accounts and provide data Seamless Integration and
visit scheduling driven visit recommendation Simplified extensibility

[} [} ° °

[ ] [ ] o [ ]
Comprehensive planning Leverage insights to Holistic approach to  field
and optimization solution understand customers sales automation
for enhancing operational and accelerate sales

efficiency

© 2026 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC



Key Innovations for Dynamic Visit Planning in V2 with RE>XAdd

A Calendar view

Calendar in cockpit would consists of visits, appointments coming
from Sales Cloud and include planned visit list items in DVP

The user would be able to toggle between calendar view and map
view.

Calendar Day view : For day view, user would see map view on right
and calendar view on left for that day. The user would be able to

drag and drop the visits within that day or add them from map pins|

Calendar Week view : For week view, user would see the calendad
view for entire week. The user would be able to drag and drop the

i
visits for same day/different day for that week.

i

A

A

A

A

© 2026 SAP SE or an SAP affiiate company. All rights reserved. | PUBLIC A

A Integrated Maps Wirkspace
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elements onto an easily usable map

Make informed decision on whom to visit, how often and in what
particular order

Find the right prospects, enhance relationships by meeting key cust
and locating hidden opportunities by including below:

Which opportunities were won recently?
2KFG | O0O2dzyia KIRyQi
What are recently converted leads near by?
What Accounts existed for specific Territory (sales rep)?
Accounts over 100K$ in Revenue?

0SSy ass

Y]

Subject to change

A Automated Maps Planning

U Leverage Cockpit to dynamically plan multiday visitsales reps
on aday to daybasis for accounts which are spread out over
different cities and states

U Automated Multiday planning to provide maps and route plans for
sales reps who may be on the road for multiple days/weeks, visitin
multiple customers, who may have multiple overnight stays, and

| & Swdse daily folitas may StarFrom differen2pl@@NI | @ RA T

U Enhance flexibility and allow sales reps to be agile during their trips
¢ ex. if a meeting gets cancelled or pushed, being able to make on
the-fly adjustments to their route plan to optimize their time.

DMers,

AY Rl 84K

onkKcnkdon
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Thursday, Nov 14
Good morning, Simon Dechent

My Cards

b 156 * Learning

Pins

Create Task

a

Create
Account

&

Create
Contact

Q search

Learning

Y »>

To exit full screen, press and hold

;]

Video Feed

Introduction to SAP Sales Cloud
® 6:34

How to Use Guided Selling
© 2:38

Opportunity Management - SAP Sales ...

© 2:42

Using Agent Desktop with SAP Service...

® 6:24

Core Features SAP Service Cloud
® 5:35

Learning Content

02

=3

Create Lead

Sales Quotes

Approval

Cases

Create Registered Products

W

SD




Please confirm if all details are
correct or let me know if you would
like to make any changes.

Opportunity created

The opportunity has been
successfully created for Cbont.
incustres withthe detais you
provided. If you need to add more
information or require further
assistance, please let me know.

You are most welcome, Mike. If you
additional requests, please let me
know. Have a productive day!

Talking about:
'Visit 25Q411 Cbont’

Donna

mobile

=)

a PN




Pre-meeting breifing






Subject to change

Key Highlights for Visits

/
¥ 20Mins g -]
A
Planned Duration Priority Last Visited E,_'J Mext Visit ﬂ_'__
T ] D &
0 B
lhr 30mins RORMAL 1072642023 12:10 11/13/2023 14:25
Users will have the capability to prepare and perform their objectives
like tasks, survey etc. while on a visit collating important informatior]
and understanding key KPIs to ensure every visit is productive and =
H s = AF Search everythin;
every store is efficient. ™ Sates Cloud g - LG ¢ )
A Intelligent Past Visit Summarization through Gen: Al B vists 5 pestouy
Summaries of the Key Differences of the last three visits are ot st N _

. . . . et Status v I » pr—
provided to ensure clarity, enabling sales representatives to e Objectives 2/12 g 20Mins ()
focus their time where it's most needed. o

K l;ixo Inc. Planned Duration ) Priority - Last Visited &% -, Next Visit &7
eseller 1hr 30mins NORMAL 10/26/2023 12:10 = 11/13/2023 14:25
A Understand KPIs and take important decisionéey Store KPIs
are available along with trend analysis and complaint products QT A General  Objectives (+ create
to ensure sales rep understand key areas and products to wor
with ensuring faster and productive visit delivery. (A a2)) (Tasks ()] (surveys (s) + VO suusAdve v @ Mandsoy
0 100 PM :30 PM
. . v+ BestBuys 2022 Low  Checklist @ @
A Modern User Experiencel:everage modern user experience to T2 @ Open - Due oy CAOB02L 2300 + @ 79110 ~ emm——112 Z
perform all the objectives of the tasks through quick view and % John Smith )
structured objectives. Owner Primary Contact ) _ _
@ Setting up products and banners for big shopping sale NormaL @ @ # i
@ Open + @ 20mins + Category =
A Make Informed Decisions through Embedded Map Experience Meeting Location
Users understand the purpose of their store visits and can malje Talk about new campaign with store manager NowAL © @ ¢ o
wellinformed decisions accordingly ©0pen = @ 20mine + Cotegry
o Learn More about Kixo NormaL ) & & .
@ Open + © 20 mins = Category &
. Replace defective goods normaL (D @ # o
Primary Contact @ @ Open + © 20mins « Category =

@ John Smith
f
IT, Manager

© 2026 SAP SE or an SAP affiiate company. All rights reserved. | PUBLIC 15



Modern User Experience ——

Leverage modern user experience to perform all the objectives of the tasks through quick view and structured 3 Visk Thie

objectives W .

= L-':' ¥ Sales Cloud Q, search everything v > + 0 @ 0 @ g

Objectives  2/12 2 20Mins \/;ﬁl Overview Deta Dbgectives Related E
Planned Duration Priority Last Visited &T’J MNext Visit .éa—'J

= ) @ 0) ] ora
1hr 30mins NORMAL 10/26/2023 12:10 11/13/2023 14:25

O Jame Dawson

° Sara S

(D Overview -2 Timeline L I Y
= ~ General Objectives | + Create |

€] Check out (A (22)| [Tasks ()] [surveys (s)| + ?o status: Active v @) Mandatory A
. i, \ — A -~
.0 M

Best Buy Survey 2022 Low  Checklist @ @ &
= @ Open + Due by D4/08/2021, 2:30PM « @ 739/110 - emm— 612

0J Duvid Johmson

¢ »
@ Setting up products and banners for big shopping sale normaL @ & # o
@ Open + © 20 mins + Category
Meeting Location
Talk about new campaign with store manager normaL ) & # y
- “
@ open + © 20mins + Category -
Learn More about Kixo normaL @ & # o
v o
s “ “
o Replace defective goods normaL @ & ¢ i -
. o o
OOt @® Open + (© 20mins « Category o

‘a John Smith
IT, Manager

Modern User Experience
4 A Users can view key metrices associated with
-— : & 20Mins E i the visit with contextual information
A Better structure of information and objective
g  Planed Duraton o " @ Lot Visied & Next Visit &9 _ allowing for easy and qu_ick_ access.
1hr 30mins NORMAL 10/26/2023 12:10 " 11132023 14:25 A Complete your short visits in a quick manner
vy with the capability to perform tasks quickly.

o

© 2026 SAP SE or an SAP affiiate company. All rights reserved. | PUBLIC 16




Subject to change

Intelligent Past Visit Summarization through Make Informed Decisions through
Embedded Map Experience

AP AR
L7 Sales Cloud

7 0004579231
O, Guided Selling B Route Group 12

Gen Al
Intelligent summarization of the differences of the last three visits.
Q. search everything

() wigh priority () Low Performing (] Dectining

All Accounts v

Good morning, Henry -
07/2772020 - 08/12/2020 £) @ Planning Attributes v
Route Sun, Jul 27 - [©
a8
1hr 30min 12 3 @
@ 02:00 pm a
« o 220w
a 01:30 pm
O 2B U P, isit for Kixo Automotive 11:30 am Q
aat ey 4 ey o < ?
10:30 am
A AR Q
e Q.
a IS 09:30 am e
* e 01:00 pm o,
. 7 Visit Title 9 03:00 pm
ix0 Automotive 12:30 pr 9 Q
e : 9 - 04:30 pm
09:00 am
06:00 pm 9
Q

bt T e -
150 [ s G5 e by 1 B S

Ny ol B e e S
3 Appointment name 123

D Kixo Automotive

.
159,

Last 5 Visit Summary

During the Ja
ith 5 f
£ Appointment name 123
© Kino Automotive

Users understand the purpose of their store visits and can make well

informed decisions accordingly.

g on the top

in the other

third

17
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Understand KPIs and take important decisions

Key Store KPIs are available along with trend analysis and complaint products to ensure sales rep understand key
areas and products to work with ensuring faster and productive visit delivery.

= EI7 sales cloud Q) search everything Y > + 0 @ & @ g
= TNV cales Search everything
& visits A = ;¥ sales Cloud Q) search everything
B e isit
&Y Visits Y pest Buy
KPls ;9 1 Hr 20 Min @ ®
4 Back
General + Create p -
| Outof Stock Pricing Compliance Share of Shelf
KPls (3) Calculate Score o )
Out of Stock
m Out of Stock m Pricing Compliance
Last score: (B Last score: (B @ KP! Info m ,,:; Trend Analysis M
20 50 )
Objectives + @) Mandatory ~ & Theeshokd — & Achieve Apr May Jum
Meeting Location
Tasks (7)
® setting up products and banners for big shopping sale @ Best Buy Survey 2022

@ Talk about now campaign with store manager @ Audit Survey @ Products (50)

Compliant Products (24)

@ Learn More about Kixo @ Audit Survey

@ Audit Survey .
D Audit Survey
. :
A&

@ Check placement of products on aisle iPhone 13 256 GB .

PHNOS0S

iPhone 13 256 GB
IPHNOS0S

§PN iPhone 13 Mini
|

@ Replace defective goods

@ setting up products and banners for big shopping sale iPhone 13 Mini

IPHNO101

Primary Contact

@ Jahn Smith
I o1

@ Setting up products and banners for big shopping sale

Understand KPIs and take important

decisions

A Key KPlIs are available to understand
compliance and availability at the store.

A Users can understand trend of these KPls
and analyze the changes.

A Users can understand key products which
are complaint and take informed decisions.

© 2026 SAP SE or an SAP affiiate company. All rights reserved. | PUBLIC

Subject to change

> + 0 @ 8 @ g
Current Score; m Last Score: E .
Kixo Survey =
Y= OPEN - @ 79110
OKixo * MS Maggie Smith
Checklist « Due by: 09/26/2022

iPhone 13 256 GB

IPHNOS05

iPhane 13 Mini
IFHNO101

. iPhone 12 256 GB

IPHNOS05

iPhone 13 Mini
IPHMO101

18



Key Highlights for Surveys

enabling store and product audits

Survey SAP Helpsurvey Microlearning
3 visis . Channel

Subject to change

Competitor Products (12)

Products (20}

Surveys are efficient way to ensure key store and product information is
collated and key actions and analysis is performed.

A Flexible and Advance Survey functionalitgurvey supports advance
functionalities such as dynamic survey, scoring of survey, support of
business validations available in multiple languages for both general
and product surveys.

o Mnstant Cnl‘l:e - 100g

CoMen Bars Medium Roast
- .00

Cotes Boans Medium Roast.
&

Coffes Pods - Medium

QL Is the product in Stock? L | @ ©2: Facing on the sheti ©3: What Is the inventory level of this... L& | @

A Seamless Generation of Follow up taskutomated creation of follow
up objects- tasks when the conditions are met.

A Swiftly review all imagesCapture product images and swiftly

& Esnr:usDCnHee Maker Mini O O w ) g Comoe: I_.I - '_?:.:-u ‘
§ Dot Mbela® Qe O I I g Mo A 45
review them in either thumbnail or expansive scrollable views,

enhancing efficiency and facilitating informed decision-making for e £V 6 £V 6
your business. | i :

Gain Out of the box Survey Insights  : Intelligent Insights are I
provided out of the box which helps the survey designer and the
processor to understand various dimensions of survey and

guestions. -

g 0T o o0 U,

aCr

Intelligent Survey Summarizatiarintelligent summarization of the
differences of the last three survey responses. (Not Released)

> .||O>o

Product Survey KPI€reate KPIs on the product survey and help salgs
rep identify key areas to work.

Gen Al Product Survey Summarggregated Product Survey
Summary is generated via Gen Al to help the users understand the fey
aspects of the data taken in product survey.

-||O >

© 2026 SAP SE or an SAP affiiate company. All rights reserved. | PUBLIC


https://help.sap.com/docs/CX_NG_SALES/ea5ff8b9460a43cb8765a3c07d3421fe/c5289085ce214b4bbae4ec77fbfb5ddf.html?locale=en-US
https://microlearning.opensap.com/playlist/dedicated/297490822/1_fk7ciu7i/
https://microlearning.opensap.com/playlist/dedicated/297490822/1_fk7ciu7i/

Flexible and Advance Survey functionality

survey supports advance functionalities such as dynamic survey, scoring of survey,
support of business validations available in multiple languages

eAnd
e

@ Home

DSAG Demo Feb

o=

Questions  Results  Exceptions  Follow-Ups

Version History  Translations

1 Q1 Industry of the custome:

i Q3 Dis they receive bochure

MULTIFLE CHOICE SINGLE SELECT

5 O4 Which product i customer intersted in

Flexible and Advance Survey functionality

A Scoring is supported at Question and
response level

A Availability of due date and timeline events

A Can be easily access through Quick View

A Survey can be translated to multiple
language

A Dynamic surveys are supported.

A Easy drag and drop for sequencing

DSAG Demo - Opportunity Qualification Survey E

x

Surveys

DSAG Demd - Oppart..  COMPLETED

Completed on 190212024 04:25 AM

Time Taken Attachments Last Changed On

Summary Entities

Exceptions (1)

@3 Which product are they locking fo

[-}1
| oil
a8 b o o8 P
Automotive
4t [-H
B ®
Builder  Question Bank 0 Vi
+| ERP
Qe
RM
E oI Amount ® iba
Eo# GQuantity ®
ERP
. ~| cRm
Numeric Value ®
Ariba
Date ® & o
ERP
Date Range ®
+| CRM
Ariba
Matrix ®
d
Multiple Choice Multiple .
Select =
EE Multiple Choice Single Select
E T Ten ®

Follow-Ups (1)

Email Oil Brochure

A Kixo + SM Shagun Mahoshwar

Flexible and Advance Survey functionality

A Business conditions and validations are
supported

A Automated creation of tasks as follow ups
according to conditions set up.

A Notes Sentiment analysis to support sales
rep take key decisions.

Subject to change
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Subject to change

Enhanced Product Survey

Checklist Survey Question

Runtime Attachments

Survey: Runtime Attachments (5) Q21: Ut arcu tempor adipiscing in in faucibus tempor, aenean adipiscing + 4 Downloadan @ |@ < > @ e

= FUF sales cloud Q Search everything AT + o 63 B a
Q1: 15 the product in stock? & Orop or Br Eites
r— ¢z Sveys| 13579 MANDATORY
= Surveys = Best Cotfee Survey X 5 -
QS: Ut arcu tempor adipiscing in in faucitus tempor. e -~
a 5 = 5 hﬁ_"& ,unra,gu%_
7
Best Coffee Survey oz - [ & s kot sed e gy
‘ ' — & &
_ Q8: 15 the product in stock? (2) #/
) Q a = ! ;
Products (20) Competitor Products (12) o
———— -t
i Q9: Ut arcu tempor adipiscing i in faucibus tempor.
. . i . What is the inventory . -
D Products 3 Is the product in stock? C Facings on the shelf? ¥ level of this product? What are the marke' Actions aenean adipiscing. Uttricles pellentesque viverra lacus
massa nunc porttitor sed ipsum? (2) . " . "
Finalized Execution Plan for Camp.. Finalized Execution Plan PDF Finalized Execution Plan DOC.
(ST = v ﬂﬁv = ¥V @ =V i@ =V (@ & 4002xk8 - 04.02.2020 %2 400.2K8 - 04.02.2020 5 400.2KB - 04.02.2020
Q13: On a scale of 1.10, how likely are you to UOTE MEADER QUOTE HEADER QUOTE HEADER

recommend us to your friend of colleague? (5)

D Coffee Preparation (6)
MANDATORY

Instant Coffee - 50g i e
O - PIOI0L + O @& © Qv O e o s + High ¥ “ B9 Q15: On a scale of 1-10, how likely are you 10

nstant Coffee - 100 recommend us to your friend or colleague? (3)

Instan - it Maintenance A i
O o pmamSgrio® Qv Qo - 5+ Medium v [ Maimenancevo &4 [ 8

) Q21: Ut arcu tempor adipiscing In In faucibus tempor,

D - C_olfee Beans Medium Roast.. o ves o No + - A ¥ BB aenean adipiscing. Ultricies pellentesque viverra lacus

Pa00I03 + O @ o Massa nuNC porttitor sed ipsum? (5)

Coffee Beans Medium Roast.. . SANDIORY
O i P O ves O ne + w evo ¥ R 0B

7y, Coffee Pods - Medium M o o
O & o Qs Qo + - [] maimenanceve &4 B &
p, Coffee Pods - Lan . Maintenance ' “
O & orore L O ves O ne - ~ [ Maintenanceva &4 B
O Coffee Makers (3)
D E Ef;rgsw Coffee Maker Mini O Yes O Mo + - [ Maintenance vo ~ §4
O a. ﬁpmfm Coffee Maker Large O ves O e + w [] maintenancevo &4 B B
Reset Save As Draft m Cancel

Enhanced Product Survey Swiftly review all images

A Product Sgrvey 1S enhanced to show A Attachments can be uploaded in a separate
category view, filter by categories and section with side pane to show all questions

_ Classification’ o which require attachments

A Mass answering functionality A Attachments can be made mandatory

A Flag a product A Full scrollable view of the images is
A Quick Product Results available.

A Filter errors and exceptions and navigate to
those 21




Intelligent Survey Summarization (General GenAlProduct Survey Summary and
survey) Insights

Intelligent summarization of the differences of the last three survey responses Aggregated Product Survey Summary is generated via Gen Al to help the users
understand the key aspects of the data taken in product survey.

g o

Survey LR Survey
: Best Buy Survey v © __ BestBuy Survey o Subject to change
Good morning, Henry e 4 Y= @ Kixo Auto
Y= O KixoAuto @ 79/110 Vieir
Due by 02/07/2022 9:30PM
Due by 02/07/2022 9:30PM 7110
1hr 30min 10 day 12 N 3 7110 .
30 mins 25 Q2007122
Lot 3 Vied Summary
Time Taken Attachments Last Changed
Durrg o 4 o domary L LA o mwwring wen Swut ,
ol P e rusagw snd B venabelgs (f s « 30 mins 25 02/07/22
Time Taken Attachments Last Changed Summary Details Insights
g £ mget
ot sy oras
! N ) N Top 2 Products -
Overview Details Insights

100 4l o e b ok e wem et ety e sttt Fom ¢ smpegt S4h v merag . . )
e B Mretyl. Wit P Wy Svey seng § 00 RIALE L n m 3D Printer - Razor 2.5
ouvtem oot Tu s e o oo g ¢ Score: 30/100
The pamamre soe GXEE setnd, Moy #1 o 4@ > o Summary Q. A
e = Pw o Ay wood > e e e 5 B Revois dote i g N _

Overall, the total points eamed by all products were 400 out of a possible n D 3D Printer - Razor 2.5

‘ 700, or 57%. seane: 20099
= 3D Printer - Razor 2.5
* 57.14% of products were on the shelf, and the same percentage were Score: BL00
in stock.

See More
+ The average sales price across products was $143, and the average
[} maximum discount percentage was 2%

« Majority of the products (71.43%) had a medium inventory level Wotes Sentiment Analysls >

(Between 30% and 63% of agreed max stock).

(@ Your notes show a neutral response.

« The most common marketing activities were Maintenance Viouchers and

Item Leaflets, implemented for 42.86% of the products.
+ The total number of facings on the shelf was 145 cartons, averaging to Most Answered Questions ~

about 21 cartons per product
@1 How was your experience in the store when you went for the visit?

These results can help the organization identify where improvements can o4 There are several types of responses Lo the question indicated on

be made in product availability, pricing, and promotional activities. your template. Sa how will you know which respanse to select?

re on the shelf?

See Less a5 How many products

Follow-up Actions Q. See More

+§; Sales Quote E‘a Sales Order Most Skipped Questions ~
$

cond and thi

@1 How was your experience?®

General v There are several types of responses to the question indicated on
a4
your template. So how will you know which response to select?
Category Checklist
a5 How many products are on the shelf?
Signed Status Yes

See More

© 2026 SAP SE or an SAP affiliate company. All rights reserved. | PUBLIC Last Changed By g Marcy Jane 22



Gain Out of the Box Survey Insights

Subject to change

Intelligent Insights are providexlt of the box which helps the survey desigmaat the processor to understand varialimensons of survey and questions

(@ Home 5 Guided Selling

Insights ~ Summary  Responses

= &

Total Responses Captured

Tatal Questions

9]

Average Time Taken

]

Average Completion Rate

tz Survey Results

&

ChangedBy v LastChanged v

21 @ 3B a

Average Seore N
¢ Most Active Account

o
8 6]

Most Used Entity

Response to Questions

e Questians
# 2

8,515m

Most Used Version

100% Most Skipped Questions

(E) Notes Sentiment Anatysis

1 0

=) weutRaL

Out of the box Survey Insights
A Survey Insights available for Sales Manager like

Average Completion rate, Average score,
frequently occurring validations and follow ups.

A Survey insights available for Survey Designer such
as Most skipped question, most answered
guestions, average time taken.

A Notes Sentiment analysis driven by machine

learning

© 2026 SAP

.

Survey Question Summary

A Question summary is a collated view for all the sunjey

responses.
A Insights like Average Score and completion Rate arfe

available for all questions

A Basic insights like Mean, Max, Average are available

out of the box.
A Various visualizations are supported.

23



Product Survey KPIs

Create KPIs on the product survey and help sales rep identify key areas to work.

= w Sales Cloud Q Search everything V > + )l [.,T-‘ ﬁ H g
- - 1 Hr 20 Min E fﬁﬁ ®
@’ KPIs C\j KPI Design
KPIs (3) Calculste Score  [2  ~
KPI Name * KPITag * Survey * Questions Constants cf”_‘"_s.“l“:'f”_"m m P."'_Ci“ff‘:’.'."‘P"_’""a m 5_"?"’I°'ff“°." @ m
Out of Stock 00s KIXO Survey fal
Q, Search
$Count { {Q1: Is the product...; RZ: No...} ) f|
Q1: What is your age? ®
218 a L Product Survey KPls——
[ Sum } [ Count ] [ Aggwt ] [ Scale ] [ SumFP ] [ CountFP } 1 ves G)
reence T Gz e st sed B2 e R2: No ® A Create KPIs on product survey using an eagy
to use calculator.
R3: Restocked ®
Threshold (=D Enable Three-Level Scoring Range ~ ~
, , A Different functions like count and sum are
75 From 00 to 75 @ Green v Legend _ How many different types of will . j L.
0 % you be using? - available along with definition of
From 76 to @ Red Legend There are many different types of threSh()ldS, targets and focus prOdUCtS
- R1: products will you be using for your G)
application
What else can you add to your survey? Rz: Excallent ® A Enhanced CalculatgrHand typed, easy and
quick to created and edit.
R3: Strongly Agree and Disagree ®
How many different types of

Q&: products will you be using for your G)
application?

cance"
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Endto-end Mobile App

SAP Sales Cloud for Retail Execution REX Execution
O
Visit Planning -
L Prepare and Perform your Visit N s
T

Perform Perfect Store Visit

Perform your perfect visit with a clear store walkthrough,
navigate to different points in a store and calculate store kips
to understand how is the store performing. Take corrective
actions to end the journey with high efficiency.

Seamless Order Taking

25
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\ Subject to change

Perfect Store E2E Flow
(External)

=" Sales



https://www.figma.com/proto/mJWUmwPO1f2nNWiEouFVrA/Perfect-Store-UX-Flow--External-?page-id=424%3A140860&type=design&node-id=2003-24192&viewport=328%2C-314%2C0.06&t=N3iixgOQ1Q6P78T7-1&scaling=scale-down&starting-point-node-id=2003%3A24192

Key nghhg hts for Perfect Store e T = o8 Subject to change

A9 Sateway Visit

cC - ® Wed, Jul 14 + S7°F
Safeway Visit Good morning, Henry s 1
Perform your perfect visit with a clear store walkthrough, navigate to @ 2 —
different points in a store and calculate store kips to understand how is thp Hews what youe day lookd e
store performing. Take corrective actions to end the journey with high @ Overview -8 Timeline :
efficiency. s oo 1hr30min 2 notes Henry 20
PM
Dynamic Perfect Store Planning v e " A

A Plan your perfect store visit according to store layouts by maintaining
scale, targets and thresholds through the enhanced and flexible
calculator.

A Dynamic Perfect store are possible to cater to different needs of
promotional periods, seasonality etc.

KPIs for this Visit (3) ~

Share of Shelf On Shelf Availability |

Insights Last Visit Info

A Resuability of KPIs
Guided Perfect Store Visit on Tablet

A Perfect Store Execution is a guided yet flexible approach to complete
all your objectives in a given visit.

g Previous Visit mueoure

Task subject in one...

A Ability to do a store walkthrough, jump from one point to another and
monitor the key things from past and this visit. s

A Ability to take images, notes, product surveys and follow up items like I p— [ 27 rommma—— —
orders, calls on the go. '

) Go through the document  NORMAL

KPI Review and Monitoring

A KPI calculation according to your most important products

Internal Note External Note

& scnny smith

A Easily monitor your KPIs in the visit and compare it to the targets or @ aciirion ' e
last visit. & vt sy

9 8t iy Sty 2013

-

P

A Take corrective actions on your KPIs PR < e -

@ Arvace i poucs © tot Sury

0 Sering ap Pty and Bawets W g Lhapping skt

18 Sering s pendns ad banoas b shapping st
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Dynamic Perfect Store Planning Subject to change

= BTV salescloud Q Search everything Y > + 0 © & B &
Y= Surveys 7= Create Survey
= :’- ¥ Sales Cloud Q) search everything + 0 @ g @\ a
€ Back
= Survey KPI Components Q
+ Add Customer Information 3 SetupKPis 4 KPIScoring s Corrective Actions KP! Name * KPi Tag * | 2 setected X | v
Out of Stock 00s
In-Store Points Stand Alone Activities KPIs Questions Constants
) = {K_00S} + {C_00S})|
n-stare Points + o |:E o Main Shelf POE / Kixo survey
@ o Munsner wo o 8
H12234 B Validity : 0022020 - 0102020, +1 More ¢ &2 + B l 4 | =2 | - ] | | ( ‘ ) = g ‘ = ‘ oR ‘ AND 01: What is your age? ®
. Counter Survey  HGH = \ \
11 B = Mandat,
B 1123« g Checkist + 63 Validity : DUD2/2020 - 0110212020 B Mandatery @ | sum ! l Soucs ' ] Aggwt oa ‘ ‘ S ‘ Counue
—— = % el = 02: Is the product in stock? ~
o H “‘“'"“;’_‘"““"_“"I’::l’_‘::l;i"‘:‘;"::’m_""‘:'lmz'zoz“ R @ Mandatory @ 4 Reference + K_0OS : Out of stock; Main Shelf POE / Kixo Survey
A e S + C_OO0S : Out of stock: Cooler Section POE / Main Survey RL: Yes ®
@ i Secomyshet o _— R2: No ®
11734« B Vakdiy ; 0110212020 - 0110212020 Threshold (P Enable Three-Level Scoring Range A
R3: Restocked ®
.. Third Coaler Shelf v
i - L T L d
o 11234 + [ Validity ; OLO22020 - OLOZI2020 + #2 + @ mw @ s From 00 to s @ Green v i
ot & How many different types of will
o ? 7
wi® Mevt the ransger (T i o From 76 to @ Red Legend you be using’
i ) ' N . N € Mandatory -
Category + 20 min = 5 Validity : 0100212020 - 01/02/2020 There are many different types of
B Cooler Shetf Survey 1GH R1: products will you be using for your (@
BoE = « of Product = 53 Valigity : DLID2/Z020 - 01022020 C Mandatory @ + Targets (B show targets with kPI  (ZJ) Calculate as percentage of Target v application
R2: Excellent ®
What else can | add?
R3: Strongly Agree and Disagree ®

[ Store Layout ]

a Gancel

A Plan your perfect store visit according to store I%youts by
maintaining scale, targets and thresholds and add formulas
through the enhanced and flexible calculator.

A Modernized UX to create and view your points

A Dynamic Perfect store are possible to cater to different needs of
promotional periods, seasonality by providing validity periods.

A Resuability of KPIs through the stand alone KPI workcentre.
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Guided Perfect Store Visit

Guided Perfect Store Visit

A Users can experience and take objectives
through the guided store experience.

A Perform all functions of the perfect store
along with standard visit functionality.

A Easily navigate through the store using store
walkthrough and navigation pane.
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