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SAP LEADERS IN FINANCE TRANSFORMATION AND ANALYTICS 1 esad | 5

Customers, SAP and Analysts Continue to Select Protiviti as the End-to-End Partner

As a 7-Time Partner of the Year and Gold Partner, Protiviti’'s expertise in SAP Finance Transformation focused leadership is
unmatched in the industry. Our award-winning solutions help clients around the world maximize their SAP investment by
delivering results that provide real value to the business.

One of a Kind
@ Staffing Solution

19+ Year 7-Time SAP

SAP Gold Gold Partner T
* SAP Full Services .
Implementations Partnership r
]

Provider

* SAP Planning and Assessment

Services .
« SAP Managed Services 2.5 million - +
* SAP Licensed Reseller L]

SAP® HANA 600+ Contractors
15+ SAP Delivery Center of Available
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SAP Industry Thought Leader

SAP HANA
Securty Gaide
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SAP SUPPORTED CONSULTING AREAS

ERP and S/4 Digital Core Implementation Product Areas

Protiviti offers leadership and capabilities across the broad spectrum of SAP products. This breadth of capabilities helps us to assist companies on their
journey to S/AHANA. The table provides an overview of sample products Protiviti focuses on and how we help clients with SAP implementations and support.
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Project Management and
Governance

Organizational Change
Enablement

User Acceptance Testing

Data Conversion

Security and Controls

Business Process Readiness &
Solution Design

Data Governance

Reporting and Analytics

<€—— Audit and Continuous Monitoring

S/I4AHANA

SAP Cent

SAP HANA

Finance Process Optimization & Automation

SAP SAP Process Process
BPC/IBP Optimization Mining
ral Finance BW/4AHANA SAP Hybris®

Analytics, Data & Cloud Strategy

SAP Data Services

SAP Business

Intelligence

@

Access & Process

Control

Identity Access

SAP Analytics Cloud

Master Data
Governance

BusinessObjects

Hyperscale Strategy &
Migration

Regulatory, Cybersecurity & Infrastructure

Risk Management

Access Violation

Audit Management

Identity
Management

Event Threat Code Vulnerability

Governance Management Detection Analysis
Managed Services
Functional SMEs Project Onshore/ Offshore ~ Data& GRC
Support Assistance Resourcing Analytics Services

SAP Partners

ceLonis

Gold
Microsoft Partner

B2 Microsoft

pathlock

&+ blueprism
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Our revenue*:

$1.97 billion

in 2021

Protiviti provides consulting solutions

In finance, technology, operations, data, digital, legal,
governance, risk and internal audit through our
network of more than 85 offices in over 25 countries.

 We serve 80% of Fortune 100
 We serve 80% of Fortune Global 500

« We also work with smaller, growing companies,
including those looking to go public, as well as with
government agencies.

* Protiviti is a subsidiary of Robert Half
International.

More than 85_|_
9000+ offices

professionals**

*Inclusive of Protiviti's Member Firm network

protiviti



Recent market trends and developments have meant that organizations must become more agile by leveraging meaningful insights through
analytics that lead to greater resilience. Business Planning & Analysis is a critical component enabling companies to navigate this challenging
environment and drive business results.

Multiple market factors suggest a potential impending recession,
including the S&P 500 entering a bear market in 2022 and the
federal reserve aggressively raising interest rates

Protiviti believes navigating this
challenging environment to drive
business results is a continuous
journey, identifying ongoing risks
and opportunities through the
power of planning & analytics.

Inflation, rising fuel costs, wage increases, and supply chain
challenges are all contributing to increasing operational expenses
and limiting investment in growth opportunities

The pandemic has led to an acceleration in automation and

digitization of traditional workflows to tackle new norms for There are no one-size-fits-all

strategic planning activities and reporting solutions, as each company requires
an individualized approach aligned with

- their industry and company strategy.
Fast rising labor costs and labor shortages are H S =

challenging companies' profitability and ability to fill

positions with qualified individuals Protiviti's BP&A practice offers end-to-end

customized solutions for our clients to help
understand and address their most challenging
Organizations are feeling pressure from planning and analytics issues. Protiviti combines
consumers and competitors to allocate the strategic approach of consulting with the power
resources to more sustainable practices of practice experience to deliver results.

protiviti




CLIENT EXAMPLE: PLANNING AND FORECASTING ACROSS THE ORGANIZATION NN |
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Trade Rates Gross to Net P&L Standard Costing Drivers Brand Analysis SG&A P&L
Customer Analysis Process Management Material Detail Sales Guidance Allocations
Sales Guidance Executive Reporting Plant Splits Mix Analysis Adjustments
Commercial Phasing Parent Summary P&L COGS P&L Brand P&L . Cost Center
Promotion Analysis Margin Analysis Allocations SRM/ Innovation Strategy Analysis

Mix Analysis Budget Owners

> SAP SAC <

|
Dimensions 1. Account: P&L > GL 1
2. Customer: Channel > Geo :
~ 3. Material: Brand > Category > Species 1 _
~ ,N 4. Entity: Region > FX : [S)efurlmtl ;
Yo | 5. Cost Center: Functional Area | ata Integration
Z | Sy 6 Internal Orders I Master DadtaI
~o” 7. Plant: Internal > External : COPA Models
8. Warehouse: > DC : Life Cycle Management
9 1
|
|
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. Time > Year > Qtr > Period (544 Cal) L
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BUSINESS PLANNING & ANALYSIS MATURITY M

Basic

Developing

Defined

Advanced

Optimized

Service Locally aligned reporting and Decentralized structure with some  Some centralized administration CoE aligned with business units CoEs with advanced skills applied
deli planning functions. Service level direction from corporate. Basic but little mandate to drive change. to drive standards, continuous globally across planning function.
elivery measures do not exist. service level measures exist but Basic service level scorecard. improvement. Comprehensive Driver-based service level
model inconsistently applied. service level scorecard. scorecard.
Transactional, tactical and short- Short-term focus with strategic Developing strategic vision. Long-term focus with strategic Long-term strategic focus.
term focused team. Disjointed or elements. Consolidator role. Basic ~ Business partnership in a vision. Strategic business Multi-disciplined team. Highly-
People & non-existent business partnering. business partnership at business reporting role capacity. partnership. Representation at collaborative cross-functional

Organization

Limited soft skills.

units.

Developing analytical skill set
and business acumen.

Board level. Solid business

acumen, analytical and soft skills.

teams. Change agent.
Storytelling, persuasiveness,
EQ fully developed.

No formal processes. Undefined,

Inconsistent, manual processes.

Defined processes. Low level of

Simplified, automated processes.

Agile processes. Fully integrated.

Functional siloed processes. Lack of Traditional budgeting/ forecasting automation and integration. Business unit focus with Alignment across strategic,
Processes common vision and methods. Traditional and rolling forecast centralized guidance. Integration business, operational and
standardization methods. across functions. financial plans.
Heavy reliance on spreadsheets. Basic planning tools. Multiple Defined planning and Integrated planning and Integrated, flexible self-service
Systems & Lack of planning, BI tools. Limited source tools and systems. Low consolidation tool linked to ERP. collaboration tools. Driver-based tools. Automated systems. Real-
Tech nology integration or collaboration among  levels of integration and minimal Some elements of collaboration. planning models built into time collaboration. Digital on-
tools. collaboration. Heavy reliance on IT. systems. Advanced Bl tools. demand planning.
Data, Manual data entry. Lack of data Some automation. Basic business  Driver-based P&L modeling. Multi-dimensional analytical Integrated 3-statement driver-

. standardization. Undefined drivers defined; may not be Standard global data model. drivers. Predictive analytics. based model. Prescriptive
Reportl n_g business drivers. Basic financial aligned with enterprise standards. Diagnostic analytics. Enhanced Scenario analysis. Automated analytics. Self service reporting
& An alytl CS reporting. Descriptive analytics. financial reporting. reporting. across mobile reporting platforms.

Weak process governance, Standards exist at business unit Some enterprise application of Global standards consistently Fully integrated global standards
Governance methodology and outputs. Ad hoc level but not uniformly applied or common methods, processes, applied; continuously challenged and processes.
& Controls validation. enforced. KPlIs, reporting. Limited and improved.

continuous improvement mindset.

protiviti
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WHAT 15 XPaA B

Extended planning and analysis (xP&A) goes
beyond the boundaries of traditional
financial planning and analysis (FP&A).

SALES
The sales team develops plans to meet their targets

MARKETING

Marketing creates plans for campaigns, promotions, and product
“X” is not a variable that stands for any one jaunches
department, like sales, supply chain, or HR. .

Rather, it denotes the breaking down of silos
between finance and every other
department.

HR builds plans to meet future
workforce requirements

PROCUREMENT

Procurement plans what to buy, from what source,
when

The ability to connect and synchronize plans

. . . SUPPY CHAIN
across the entire organization.

Supply chain teams create demand-based plans for
production, inventory

protivit
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XP&A SCREENSHOTS

Company Code (1) @ Plant (1)

Protiviti Demo North America

@ =7 SAP Analytics Cloud x Wt

k < (& @ protiviti1.us10.hanacloudservices.cloud.sap/sap/fpa/ui/tenants/bc588/app.html#/story8y/s/787CB700FA07F308768E86208B1852E6/?pageld=72eeb91c-d6b5-4656-96d2.. @ 2 W R O &
. L] L]
p rot I V I t I - Extende¢ = < SAP G stories| PRO_FINANCIAL STATEMENT... x ® a 9o ® o
File Edit v Tools v  Display - Publish Data - & Profit & Loss v /1 > 2 © Controls | Edit VY

= Company Code (1) & Profit Center & Functional Area & Trading Partner

—=. Version (2)
Protiviti Demo . =] Actual,

Plan

Financial Statement Reporting Operating Income for Actual Net Revenue for Actual COGS for Actual Cash & Equivalents for Actual

View Profit and Loss Statement

4.05 Billion 2.26 Billion 1.43 Billion 4.30 Million

Operating Income Net Revenue COGS Cash & Equivalents

SMART

Changing Amount per G/L Account, Time for Actual Trend for Net Income
PLAN N IN G 5 *, | 1Filter | 1 Variance | % | 1Fitter
860,174,171 1,054,303,081 1 ?25,979117?
M 3M 6M
PACKAGE \
. . - 333,054,403 i 333,783,551
054, . :
,00558.288 BT oot 3 so 318853925
—

te
JUMP START =%
YOUR CONNECTED
PLANNING PROCESS

§ inUSD @ 1Fiter 20

. v (all)
Time V2022 PO1 (2022) P02 (2022)
Version Actual Plan Var % % Share Actual Plan Var % % Share Actual Plan Var % % Share Actual Plan
. ) — ; — ) — )
- GIL Account

v Net Income 4,047,376,703 3,341,623, -17% 121% 4,047,376,.. 3,325,962,.. -18 % 122% 302,693,604 310,238,892 2% 98% 271,511,004 256,121,379
v Operating Income 4,047,376,703 3,341,623,... -17% 121% 4,047,376,... 3.325,962.... -18 % 1229% 302,693,604 310,238,892 2% 989% 271,511,004 256,121,379
v Gross Margin 3,690,517,402 3,005,302.... -19% 123% 3,690,517,... 2,989,768,... -19% 123% 274,339,712 281,470,419 3% 97 % 245,835,038 230,271,804

> Net Revenue 2,258,427,816 1,901,666,... -16 % 119% 2,258,427,... 1,892,042,... -16 % 119% 172,824,152 177,288,844 3% 97 % 154,506,713 143,860,011

> Cost of Goods Sold 1,432,089,586 1,103,636,... -23% 130% 1432,089,.. 1,097,726,... -23% 130% 101,515,560 104,181,575 3% 97 % 91,328,325 86,411,793

v Operating Expense 356,859,301 336,320,687 -6 % 106 % 356,859,301 336,194,262 -6 % 106 % 28,353,892 28,768,473 1% 99 % 25,675,966 25,849,575

> Employee Expense 2,997,618,128 9,534,459, 218 % 31% 2,997,618, 9,530,875,... 218 % 31% 238,172,690 815,566,335 242% 29% 215,678,114 732,817,597

> Depreciation & Amortization 214,115,581 804,321,444 276 % 27% 214,115,581 804,019,095 276 % 27% 17,012,335 68,800,702 304 % 25% 15,405,580 61,820,067

> Material Expense 1,172,537,703 4,435,668,... 278 % 26% 1172,537,.. 4,434,000,.. 278 % 26 % 93,162,787 379,421,813 307 % 25% 84,363,888 340,925,035

> Change in Inventory -4,027,412,111 -14438,12... 258 % 28% -4,027,412,... -14,432,70... 258 % 28% -319,993,921 -1,235,020.,... 286 % 26% -289,771,616 -1,109,713,..

Technology Consulting
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AGILITY: DRIVER-BASED STORYTELLING AND SIMU

Files / COVID Scenario Planning Webinar* T

~ File Insert Tools
B ya
v By @y &v +v | ¥V A ®
Mavigation Scenario Comparison Profitability Analysis

Profitability Simulation

protiviti-

Face the Future with Confidence

<3

Detail Unit Planning

Gross Margin Plan

Data

Eg

Profitability Simulation

Data Exploration

Display
= Bes -

More

SERE e

View

Designer  Controls

Net Income Simulation - 2020 Year to Go Forecast

1 Filter

>

Gross Margin

Defauit C
13,687,798

Operating Income Q2

Default Currency in USD

Operating Expense

Mar YTD (20;

New Mexico 7471.22%
Texas 7.28268%
Load Baseline Assumption
New York 7.282.68%
Georgia 7,282.68 %
Load Best Case Assumption Wyoming 6372.35%
California 8193.02%
Colorado 9,103.35%
u Load Mid Case Assumption New Jersey 8193.02%
Alabama 8.193.02%
Arizona 6.372.35%
Load Worst Case Assumpt... .
Florida 7.282.68%
Oregon 8,193.02%

Gross Revenue Q>
76,926,601
Net Revenue 04 (2020
Default Currency in USD
35600372 76,926,601
020 03 (2020
Sales Deductions >
unrency in USD
04 (2020
> Cost of Goods Sold (PL) Cost of Goods Sold (Raw Material wio Co...
Currency in USD 1t Currency
23,009,185 574 36345316 36,545, 16,912,574
Jun Jul Aug Sep Oct Nov Dec

[ ] 17% M 0% M 75% 100% i 100 % 100 % 100% A 100 % 100 %
® 17% A 50% A 75% 100 % 100% A 100 % 100 % 100 % 100 %
® 17% A 50% A 75% 100 % 100 % 100 % 100 % 100 % 100 %
[ ] 17% @ sow M 75% 100% g 100% M 100 % 100 % 100 % 100 %
® 17% @ 50% A 75% 100 % 100 % 100 % 100 % 100 % 100 %
® 17% A 50% A 75% 100% 4 100% M 100 % 100% A 100% 4 100 %
[ ] 17% M 0% M 75% 100 % 100 % 100 % 100 % 100 % 100 %
® 17% A 50% A 75% 100% 4\ 100 % 100 % 100% A 100 % 100 %
® 17% A 50% M 75% 4A 100% 100 % 100 % 100% A 100 % 100 %
[ ] 17% M 5o M 75% 4k 100% A 100% 100 % 100 % 100 % 100 %
® 17% @ 50% A 75% 100 % 100 % 100 % 100 % 100% 4 100 %
[ ] 17% @ 50% M 75% 4A 100% 100 % 100 % 100 % 100 % 100 %

prot

New Forecast - COVID

$280,675,632
Revenue (USD)
$2,514,184 (-$19 406,6
Operating Income (USD)
0.9% (-6.0

Operating Margin %
$144,939,220 (30
Operating Expense (USD)

Original Forecast - Pre-COVID
$317,645,392

Revenue (USD)

$21,920,818

Operating Income (USD)

6.9%

Operating Margin %

YTG Apr to Dec

$15,322.93 $22,794.14
$15,204.93 $22,487.62
$14.863.25 $22,145.93
$15,204.93 $22,487.61
$13,304.32 $19,676.66

17,105.55 $25,298.57
$19,006.17 $28,109.52
$16,721.16 $2491417
$17.105.55 $25,298.57
$13.304.32 $19.676.66
$15,204.93 $22,487.61
$17,105.55 $25,298.57




COLLABORATION: NARRATIVE, CONTEXT, RETROSP

9664;force0OpenView=true Q i o B = e

[&] & protivitil.us10.hanacloudservices.cloud.sap/sap/fpa/uifapp.htmi#view_id=story;storyld=A33D62F450358D4DF 1863257
= @ Files / COVID Scenario Planning Webinar ¥t Q 9 % @ @

vigation Profitability Simulation Scenario Comparison Profitability Analysis Detail Unit Planning Gross Margin Plan Data Exploration < David Bath
a00
. . To: David Bath
L] - .
rotiviti- Scenario Analysis
‘Yesterday 12:49
Face the Future with Confidence
Steve Freeman has invited David Bath.
Just sent you an new version
take a look
- Original Best Mid Worst ... let Revenue @ okiseeit
¥ Version Budger Budger Budger Budger 40,000,00 @
1Al “ Operating Income 21,920,818 14,371,216 14178634 335,30? (2 Data Point Comment [i] X looks good
.

‘] Criginal i

g2 > Gross Margin 166,860,038 151,659,788 147,453,404 125,628,591 How do you feel about this version? 30,000,00
‘| Best » Operating Expense 137.288,572 133,274,770 125,293,291

Mid i in % 9% 0% 1% 0.1%

i Operating Margin % 6.9 % 5.0 5.1 .1 20,000,00

7 Worst
Place Comment
/ 10,000,00
0
Jan 2020 Mar 2020 May 2020 Jul 2020 Sep 2020 Nov 2020
Online Advertising Trade Shows & Events Travel & Entertainment Operating Expense

t

Technology Consulting
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PROCESS-BASED COLL

Cost of Goods Sold and Distribution
Version: public.RF 04 | Forecast: April 2022 | YTD Actuals Through March 2022

Intro BU Level of Detail Historical Factor Review and Adj. Missing Costs $Adj Detail Review Gross Profit Review COS Breakdown AOC

Select region and run after importing: EMEA ~ Process Import
Product Factors from Import
Apr (2022) Apr (2022) Apr(2022) May(2022) Jun(2022) Jul(2022) Aug(2022) Sep(2022) Oct(2022)
EMEA et Save After Changes
v Total . > Total > Total > Total > Total > Total > Total
STD CostAdj.  STD Cost Load
3080_BALTIC_PER100 EMEA = 50109999 COS STD 13.189 5.000 8.189 8.770 7.315 8.107 8.220 8.462 7.896
3080_BALTIC_PER100 EMEA . . 50109997 Non-product cost 48.477 - 48.477 57.071 43.812 46.171 48.640 51.022 46.256
3080_BALTIC_PER100 EMEA . 50109999 COS STD 10.749 3.000 7.749 7.622 7.545 7.544 7.576 7.378 7.214
3080_BALTIC_PER100 EMEA 50109997 Non-product cost 57.790 - 57.790 51.879 56.069 53.908 55.076 52.713 52.816
s ————
Product Factors Converted to Product Codes e
KCNA v Enter Product SKU (ex: 10014961) Date  Apr (2022) May (2022) Jun(2022) Jul(2022) Aug (
Save After Changes
Show Region Mapping Filter Table on SKU Input | pjM_AUDITTRAIL vl o cost Adj.  STD Cost Load > Total > Total > Total >
ERH Product PPL8 LvI8PrdctNm Account
3080_BALTIC_PER100 00014599 - - 50109999 COS STD 13.189 5.000 8.189 8.770 7.315 8.107
50109997 Non-product cost 52.477 4.000 48.477 57.071 43.812 46.171 4
|

v, |ERHQ) [y, | Product(l) Channel (1) Year: | 202 v Change Version Push to Consolidation Model
3080_BALTIC_PER100 # (Unassigned)

: = : EX Rates | Master Data
Applies to all Applies to all except both tables on "Factor Review and Adj.” tab

Technology Consulting
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DETAILED ANALYSIS SCENAR

Analysis of Change
Version: public.RF 04 | Forecast: April 2022 | YTD Actuals Through March 2022
Intro  AOC Generator  Gross Sales Details Gross Sales Chart GTN Details GTN Chart COGS Details COGS Chart  Distribution Details  Distribution Chart
AOC Generator
First, select which AOC Accounts you wish to calculate AOCs for. Then, select which AOC Types to calculate in the checkbox group. You may select as many as
desired for each of these checkbox lists. Then, select the Version, Plan Year, Start Date, and End Date. Once all this is complete, click the "Generate AOC"
button at the bottom to start the calculations.
AOC Accounts: AOC Types:
ERH:
Gross Sales AOC Accounts AOC vs. Prior Year
@ ERH
Gross to Net AOC Accounts AOC vs. Prior Forecast
COGS AOC Accounts AOC vs. Plan
Version:
Distribution AOC Accounts AOC vs. Prior Month Period
public.RF 01 v
A&CP AOC Accounts AOC vs. Prior Quarter Period
RSG&A AOC Accounts AOC vs. Previous Quarterly Forecast
Start Date (Month):
Operating Profit AOC Accounts AOC vs. MQF
01 v
Gross Profit AOC Accounts AOC vs. JQF
Gross Margin AOC Accounts AOC vs. SQF
End Date (Month):
AOC vs. DQF
12 v
Generate AOC
Publish Data: )
Once you have run the AOC Generator and are satisfied with your Version Use for Gross Sales, GTN, COGS
results, you can use these "Publish” buttons to publish the data. RF 01 s = =
First, select the Version that you wish to publish. Then, select the ublish Gross Profit Model
correct button based on which model you are working with.

@

—

t
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XP&A CONTENT

Line of Business Models

Reports

Dashboards

....... e InputForms

Business Rules

Allocations

Process Flows

protiviti



FINANCE AND S&0
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Supply plan
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An Authentic 215t Century Brand

Developed by High-Quality, Dedicated to Pet Commitment to Pet
Pet Parents, Natural Ingredients Parent Education and Cancer Research and
for Pet Parents Interaction Awareness




General
Mills

Making Food
People Love



Blue Buffalo

~20 Brands ~2,500 SKUs

S | ife Protection Formul: 5
= <o L£0S0urce s

" HealthBars

High-Quality Meat

BLUE LIFE PROTECTION FORMULA

FREEDOM
&=y GRAIN:FREE

IREEDON |

=5

Grain-Free Formulas

BLUE FREEDOM

Meat-Rich, High-Protein

BLUE WILDERNESS

Support Specific Health Needs

BLUE TRUE SOLUTIONS

amazon
N

Walmart

chewy

PETSMART

|‘(;'\O\S®el‘
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RESULTS

50%
FASTER

CLOSE

3 days

“The ability to now meet
tight deadlines is a huge
benefit that we’ve seen”

Stephanie Donovan,
VP Supply Chain/Capital Finance

ONLINE
COLLABORATIVE
FORECASTING

Personal Scenarios

“We expanded so drastically
to thousands of SKUs, we
could no longer do our
forecasting and planning

in spreadsheets”

John Gramesty, Finance Director

RICHER
FLEXIBLE
ANALYTICS

Customer / SKU level

A

“Previously, when there was a
question about favorability or
why margins are off, we didn’t
have the time to examine root
cause prior to close”

Sharetta Ranaghan, FP&A Manager

19



Face the Future with Confidence®

* [ ] L]
© 2022 Protiviti — Confidential. An Equal Opportunity Employer M/F/Disability/Veterans. Protiviti is not licensed or registered as a public accounting firm rot I V I t I €
and does not issue opinions on financial statements or offer attestation services. All registered trademarks are the property of their respective owners.




