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Legal Disclaimer

The information in this presentation is confidential and proprietary to SAP and may not be disclosed without
the permission of SAP. This presentation is not subject to your license agreement or any other service or
subscription agreement with SAP. SAP has no obligation to pursue any course of business outlined in this
document or any related presentation, or to develop or release any functionality mentioned therein. This
document, or any related presentation and SAP's strategy and possible future developments, products, and or
platforms directions and functionality are all subject to change and may be changed by SAP at any time for any
reason without notice. The information in this document is not a commitment, promise, or legal obligation to
deliver any material, code, or functionality. This document is provided without a warranty of any kind, either
express or implied, including but not limited to, the implied warranties of merchantability, fithess for a particular
purpose, or non-infringement. This document is for informational purposes and may not be incorporated into a
contract. SAP assumes no responsibility for errors or omissions in this document, except if such damages were
caused by SAP’s willful misconduct or gross negligence.

All forward-looking statements are subject to various risks and uncertainties that could cause actual results to
differ materially from expectations. Readers are cautioned not to place undue reliance on these forward-
looking statements, which speak only as of their dates, and they should not be relied upon in making
purchasing decisions.
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Increasing Uncertainty Driven by a Set of Global Disruptions and Exacerbated
by Macroeconomic Headwinds Needs to Be Met Head on by Consumer
Products Companies

Climate change

@ Record inflation

g Raw material shortages

Supply chain disruption (= 9

Private label competition
Consumer Q

Products

company

NN
f$1 Economic slowdown Skilled labor shortages a

@ Geo political instability Changing consumers @
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For Consumer Products Industry Leaders To achieve Business Resilience and

Agility, you need...

All decisions must be
supported and enhanced
by timely data

Innovate quickly, while
connecting securely &
effectively to all other systems

PPPPPP

Everything must integrate well
to maximize the value
of IT investments

Systems must leverage ML, Al,
automation to drive scale
and efficiency



BTP

Precision-engineered platform for a simplified modular approach
that optimizes business processes.

ML & Al

Integration Process Automation

Extensibility &

Modularity
App Dev

. Business-Ready
Data Fabric Pre-Built Content

Analytics Cloud
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SAP Portfolio: SAP BTP Is the Foundation of the Intelligent Sustainable

Enterprise

N—P°‘Nered business loroces8es

Ecosystem solut,'c,ns

Spend management
and business network

Customer
relationship
management

Human
capital
management

Cloud ERP

Business Technology Platform

PUBLIC

Create personalized experiences
that instantly work with SAP
applications

Build faster with business context
to meet change with agility

Run with confidence on a trusted,
enterprise-grade platform

App Dev: Build and innovate
Automation: Optimize and automate
Integration: Integrate to innovate

Data and Analytics: Give data purpose

Al: Infuse intelligence



SAP BTP Cloud Capabilities

PUBLIC

Secure & compliant
Open & flexible
Unified & simple

Broad ecosystem
Enterprise-grade & scalable
Business-centric

Business Technology Platform

App Dev Automation Integration Data and Analytics Al
- Visual Low-Code / - Workflow Process integration - Analytics & planning - Pre-built business
No-Code experience Management Al models
. API-led integration
. - Robotic Process - Data management
- Pro-code tooling AUEETE
Event-driven
. . ->
o integration . MLOps
o . = Process monitoring & = Operational database
- Digital experience analytics
B2B integration
- Automated document i
- DevOps Data integration - Data warehouse & data - Responsible Al

processing

lake




Many Consumer Products companies are already leveraging SAP Analytics
Cloud (SAC) solution, not only to survive, but thrive during this uncertain
time.

RESPONDING TO @, RESILIENT SUPPLY & > ENABLE PROFITABLE

INFLATION Ak VALUE CHAINS GROWTH %‘
LUl National Vision: Modernizing Callaway: Aligning planning Ferrara: Speeding Insight with SAP HANA and SAP Analytics
> Financial Planning and cycles across the Enterprise Solutions
w|  Analysis with SAP Analytics with SAP Analytics Cloud Mrs. T’s Pierogies : Rackspace’s Migration to SAP S/4HANA
e Cloud on GCP with SAP Analytics Cloud

— _
D) nartionaL " \law O
o yisioi e\ Yy, Snara Mrs7s>
v candy company Pierogies

I\DAZI_AIVERING SUCCESSFUL Eg.]. T Iy Qov\'
Ll
> GEBERIT: Simplifying Data Complexity Freudenberg: Pivoting quickly to address changing customer needs with SAP
®  and Gaining Insights for Intelligent Analytics Solutions

Operations in the Cloud.
= VN FREUDENBERG

.GEBERIT INNOWVATING TOGETHER
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What Is SAP Business Content?

SAP BTP Business Content are pre-packaged objects/templates encompassing best practices that can be
deployed as part of a specific SAP BTP service, to jump start customer implementations.

] o o o

Integration Data Models & Bl Stories & SAP Process
Pa-cks Business Analytic Automation
(e.g. iFlows) Semantics Applications (bots, process

flows, business rules)

2D
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Accelerate Time to Value

Time to Value

feeeeren ettt en et ens T — grrmsnasssaassansnassnassasssnassnaeaesnnas FOONORTTIOTIOTRIOTON
® ‘ o, u:‘ ‘
/ Gather requirements Understand data - Build data models
-------------------------------------------- /::----------------------------------------.’ .t.-:---------------------------------------------------------------0
Start from
scratch
™ Under- ™  Customize >  Customize ™
: Review . :
Erequirements ++ stand a3 pre-built i3 pre-built K hﬁ
: ~ semantics © datamodels - analytic content .
Start from
best practice
pre-built
content
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How Can SAP Business Content Help You?

4 N

v

4 N

o J

Built on best practices

Learn from the best practice
content built by analytics,
process, and semantics experts
of partners and the community

PUBLIC

- J

Jump start

Don’t start from a blank sheet —
get inspired and customize the
pre-built data models, analytic
workflows integration, bots and
workflows for your own business

- J

Accelerate time to value

Leverage the collection of
composable and modular
business content for line-of-
business and industry use cases

12



Too manual, time consuming Aut & dat
utonomy & data access

Graphical vs rows & columns

Marketing
& Sales

Finance ‘ '

Scenario planning

Role based dashboards

Easy to use Self -
Service '

Secure agency access

Marketing ‘
L & Sales \
Flexibility to

~ I
create, c_hange — eaders Expense timing separate from campaigns
campalgns Budget allocation -
' best practices \ /
e .P




Commercial Planning with SAP Analytics Cloud

Commercial Planning

Portfolio
Planning

Including:
List Price Planning

L/

Sales Planning

Including:
Budget Planning
Demand Planning
Activity Planning

Marketing
Planning

Including:
Budget Planning
Demand Planning
Campaign Planning

Q3 2023



SAP’s Vision of Planning Transformation
Linking execution and planning across the enterprise

Extended Planning & Analysis (XP&A)

PLANNING

CAPABILITIES PROCESSES

Collaborate

Visualize

Plan &
Forecast

Model

Analyze

Predict

Sales &
Marketing

ACCELERATORS

Proven Industry
Practices

Modular Content
Packages

Plan retraction
for execution

Live Analytics,
(Master) data
sync

Design to
Operate

Hire to
Retire

OPERATIONAL
PROCESSES

Record to

Report

Lead to
Cash
Source to
Pay

Business Execution

BTP: Data orchestration, governance, automation and extensions

BUSINESS DATA FABRIC integration powered by SAP Business Technology Platform

15
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SAP’s Vision of Planning Transformation
Linking execution and planning across the enterprise

Commercial Drivers Volume Drivers

Demand Inventory
Consumer Market Planning Optimization
Trends Share
Supplier Supply
Sales Marketing Network Planning
Activities Campaigns
Sales &
Marketing
) Financial Drivers
Product Marketing
Mix Mix Product Overhead
Costing Expenses
Price Incremental
Planning Revenue Operational Capital

Expenses Expenditure

PUBLIC



The Enterprise Planning Framework for xP&A Business Content

Enterprise Planning

Extended Planning & Analysis (xP&A)

Strategic Plan

Horizon: 7 to 10 years
Frequency: Annual
Granularity: Aggregated

> Long Range Plan

Market & Commercial Plan

Long Term Supply Chain &
Operations Network Plan

Workforce Plan

Investments & Divestments

N1 N1 INT N

N N N NV NNV

Horizon: 1 year
Frequency: Annual
Granularity: Aggregated

> Opex & Overhead Plan

Product Cost, Profitability Plan

Workforce Plan

P&L, Balance Sheet,
Cash Flow Plan

)
) )
Y o)
) )
) )

Extended Integrated
Business Plan (xIBP)

Horizon: 18 to 24 months
Frequency: Monthly
Granularity: Detailed

> Portfolio Health Plan

Demand & Net Revenue Plan

Supply & Cost Plan

Overhead, Opex & Capex
Plan

Demand, Supply &
Gross Profit Reconciliation

P&L, BS, CF
Financial Forecasts

N1 N INT INAT N

)
)
)
)
)
)

Sales & Operations
Execution (S&OE)
Horizon: 13 weeks

Frequency: Weekly / Daily
Granularity: Detailed

Demand Sensing &
Prioritization

Detailed Planning &
Scheduling

Additional Costs Plan

Balanced Short Term

> Credits, Cash Flow, Pricing,
> Demand & Supply

N N NV NV

PUBLIC
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Commercial Planning business content planning processes

Enterprise Planning

Extended Planning & Analysis (xP&A)

Strategic Plan

Horizon: 7 to 10 years
Frequency: Annual
Granularity: Aggregated

Horizon: 1 year
Frequency: Annual
Granularity: Aggregated

> Sales Budget Planning >

> Marketing Budget Planning >

Extended Integrated
Business Plan (xIBP)

Horizon: 18 to 24 months
Frequency: Monthly
Granularity: Detailed

> Sales Activity Planning

Sales Revenue Planning

Marketing Campaign Planning

Marketing Revenue Planning

N1 O INAAINAT NV

List Price Planning

)
)
)
)
)

Horizon: 13 weeks
Frequency: Weekly / Daily
Granularity: Detailed

PUBLIC
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Commercial Planning business content planning processes

Sales Budget Planning

- Use financial targets to guide
the allocation of Revenue and
Spend budgets to sales orgs

- Allocate regional budgets,
including customer budgets

- Review variances between
budget versions and choose
which to move ahead with

Sales Activity Planning

> Sales Revenue Planning

Sales Analysis

- Plan activities for customers

for a defined product scope

- Plan the related sales

deduction by tactic and spend

- Plan the expected incremental

revenue as a % of baseline

- Review planned Revenue,
including the split between
baseline and incremental
drivers

- Make adjustments to planned
revenue in Amount or
Quantities

« Analyze the return on

investment for individual
activities

- Review the customer

performance for revenue,
spend and profitability

Commercial
Leadership

Sal es revenue
- Send activities for approval
Managers
F) tf | List Price Planning
ortrolio - Plan generic list prices
Managers - Plan related revenue impact

Marketing Budget Planning

- Use financial targets as input
to determine global Revenue
and Spend budgets by
company code and product
line

Marketing
Managers

Marketing Campaign Planning

Marketing Revenue Planning

Marketing Analysis

- Plan marketing campaigns for

a defined product scope

- Plan the expected expenses

and incremental revenue

- Send campaigns for approval

- Plan activities within

campaigns by spend type

- Define impact of market share
and consumer trend drivers as
a % of baseline revenue

- Review planned Revenue,
including the split by drivers

- Make adjustments to planned
revenue in Amount or
Quantities

- Review campaign spend

allocation compared to related
activities

- Analyze the return on

investment for marketing
campaigns

- Review the product

performance for revenue,
spend and profitability
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Commercial Planning business content administrative processes

‘ Commercial
", Administrator

Trigger inbound data flows Sales
Baseline quantities from SAP Managers

Integrated Business Planning

Generic list prices from SAP

S/4HANA pricing tabl )
) . pricing abie Portfolio
Financial actuals from SAP )

S/4HANA ACDOCA Commercial // Managers

Standard COGS Rates from SAC Leadership

Integrated Financial Planning
Prepare and load financial targets Marketing

Maintain mapping of Sales Activity Man agers
Tactic/Spend Type combinations to

GL Account

A Commercial
» Administrator

Trigger outbound data flows

Commercial spend to SAP
Integrated Business Planning

Sales and Marketing plans to SAC
Consensus Net Revenue (2024Q1)
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Commercial Planning with SAP Analytics Cloud

COMMERCIAL PLANNING

MARKETING PLANNING

BUDGET PLANNING

Revenue Budget

Marketing Spend Budget

CAMPAIGN PLANNING

Baseline w IBP

Demand
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Campaign spend planning

Activity spend planning
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. ‘e
N .

Financial : Incremental revenue planning

Actuals
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REVENUE PLANNING
Total Revenue Planning

Product

Costing Consumer Trend Planning

. o
. .
. .
. .
. .
DY
o

Market Share Planning

PUBLIC

Highlights:

Driver based planning
Global & Local Currency

Product and Customer
profitability @ standard
COGS rates)

Variances between Budget,
Plan and Actual versions

Integration with S/4 and IBP

PORTFOLIO PLANNING

PRICE PLANNING

List Price Planning
Impact on Revenue

B SAC

SALES PLANNING

BUDGET PLANNING

Global Revenue and
Spend Budget

Regional Revenue and
Spend Budget

“““
. ‘e
. .
o .
g
. ‘e
K .

— 5 |ET7BP §Commercialé

ACTIVITY PLANNING
Spend

LN o

. .
. .

. .

. .
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Activity spend planning

Incremental revenue planning
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o,

REVENUE PLANNING

Total Revenue Planning

o
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xpa-demo.eu10.hcs.cloud.sap,

Today  Catalog Favorites  Shared With Me

Hello, Valerie Legris!

Gross Margin per Sales Organisation

i Plan ...

106.87

43.49

36.31

Recent Stories X

SAP_SD_SalesActivityPlanning
Sales Activity Planning
Copy data

00000

Planned Gross Revenue

39.82

Dom. S

54.95

45.95 46.51
1842
4116 4101

1544 1435

39.19

O
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Realizing the closed-loop "Insight to Action” lifecycle

Integrate directly to the system of record

to inform future strategy and plans

Monitor business performance
tracked in source systems, predict next
disruptions, adjust plans

PUBLIC
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.Execution.*

‘e

. .

Marketing : :
Campaign : :

.
R

.

R

.

: I Revenue
Growth
:Optimization

CELELLE LN

.o
*
. ot Y,

‘e
e
.

g

- Link financial and operational drivers for a
complete overview of the commercial business,
while breaking down departmental silos

»

o
o*

.

. -
“o #..
. -

Trade :
Promotion :
Execution ;

.

.

! Period Treasury Sl 2 EQuotin_g and§
Close : iOpera’uons; VeGSR : Pricing :
Yo, o* "... R ".'. “".
: Universal : | S/4HANA
- allocations : | Finance
‘.' ““‘. ot ““‘...'.
et o Demand :
: Payables & : Working : Planning :
‘Receivables: : capital : ;
"0 t". ‘.'. “" "‘: e .
: Inventory : : Supply
:Optimization: : Planning :
;. “: :n. ‘¢’. Lo i
N - Leverage sophisticated volume demand planning
e o and sensing, for accuracy in demand and
: SCuhppIy : = Supplier : . t fg i y
: Chain :% Nowork inventory forecasting
: Visibility :: :

-+ Optimize supply chain network, for increased
efficiency at minimum cost
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A powered business procesSes

Vision for xP&A Content Architecture

gcosystem solutiop

Spend management
and business network

Only SAP has the ability to enable a
horizontally integrated planning process with a

vertically integrated business application suite Human Customer
. . capital 9\3‘)' relationship
on top of an extensible business technology e T

platform
Cloud ERP

Business Technology Platform

. Data federated and/or replicated from business Enterprise Planning Business Content
applications to Cloud data warehouse

Financial Planning Workforce Planning Busilngflzendnin Commercial Planning
- Business data fabric modelled and catalogued &

across various information domains

Business Data Fabric

- Planning and analytics models developed to support

planning processes required by the business in a
holistic, collaborative, and centralized manner Planning & Analytics Models
- Business content provided to support each line of
busi ith r rience that make FIN psc FXM ISBN X
USINESS persona with a user expe S Data Foundation Data Foundation Data Foundation Data Foundation Data Foundation

sense for their respective role




Summary of Commercial Planning Business Content
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List Price Planning, Sales Planning and Marketing Planning in one easily customizable package

Driver based planning on amounts and quantities, commercial P&L planning and analysis using
local and global currencies

Built with the new Unified Story, using a common template for a standardized look & feel

Integration with:
S/AHANA - financial actuals, standard COGS rates, list price
Integrated Business Planning (IBP) — baseline demand quantities, planned commercial spend

Can be enhanced by integrating with:

SAP Trade Promotion Management and Revenue Growth Management for linking planning and
execution

SAP Enterprise Portfolio and Project Management and Ariba for marketing campaign execution
SAP Customer Data Platform and Emarsys for complete campaign performance evaluation

Visit the XP&A content team’s Community Page for updates!

» Main Navigation

Home Page

Portfolio Planning

List Price Planning

List Price Analysis

Sales Planning

Sales Budget Planning

Global Sales Budget

Regional Sales Budget

Sales Demand Planning

Sales Activity Planning

Sales Activity Analysis

Sales Performance Analysis

Marketing Planning

Marketing Budget Planning

Marketing Demand Planning

Marketing Campaign Planning

Marketing Campaign Analysis

Marketing Campaign Analysis



https://community.sap.com/topics/cloud-analytics/planning/content

Thank you.

Contact information:

Valerie Legris
valerie.legris@sap.com

© 2023 SAP SE or an SAP affiliate company. All rights reserved. See Legal Notice on www.sap.com/legal-notice for use terms, disclaimers, disclosures, or restrictions related to this material.
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