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Point of View: Example Customer

PUBLIC

THE BEST RUN w



What is this document?

An of Your Strategic Priorities
\ (impacted by Internal and External Factors)

of how SAP can help you achieve your Strategic Priorities and how some
I M of your other peers are making their MOVE

' & the SAP S/4AHANA Value Starter Engagement as a starting point to
Ln// define a Benefits Assessment & Next Steps aligned with your Priorities
m]
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In the Building Products Industry

Key Challenges
within your industry

i Key Trends
within your industry

Key Value Creation Levers
within your industry

Demanding customers

» Socially connected customers

* Omni-channel business

* Segmentation & brand management

Changing playing field

» Competition coming in from industries as varied as
retail and high tech

» Diversified products

* Smart homes

Global operations

+ Increasing global activities
» Complex supply chain
» Volatile raw material prices

© 2021 SAP SE or an SAP affiliate company. All rights reserved. | Public

Smart factories & distribution networks

* Providing vital information across the network and
enabling better collaboration

* Improving real-time analysis

Value-added services and new business
model

» Digitalization or interconnection of products and
services

« Outcome-based services can both increase
customer satisfaction and revenue

Operating for purpose

* Products that are designed and built with
sustainability topics in mind

» Leads to purchase decisions

» Leads to employee engagement

Listen, sell, plan and source

360-degree view of customer
Procurement with machine matching

Planning and scheduling with collaborative
planning

Produce safely and sustainably

Energy management with optimized energy mix
and use

Quiality: meeting expectations at lowest cost.
Work safety in tracking environment and warning
workers

Deliver, track and trace

Maintenance through optimized asset
performance

Service with optimized asset performance

Adapted from White Paper for the Building Products Industry at www.sap.com



https://www.sap.com/industries/building-products.html?btp=50a891b8-8048-457e-b0de-6c2d577af789&pdf-asset=287de448-747c-0010-82c7-eda71af511fa&page=2
http://www.sap.com/
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for Example Customer

( Example Customer’s STRATEGY IS FOCUSED ON... )

...continuing to grow —
business

...ensure to meet —

sustainability commitments
(reduction of 30% greenhouse gas
emissions by 2025)

...reacting on trends and —
new mandatory regulations
(European regulation on chemical

— ...continuing to focus on Process Excellence
« Use of the most modern IT & equipment
- Standardized processes

— ...expanding internationally into
markets in Africa and South America
(new offices in Nigeria and Colombia)

building products ECBP)  «

While doing so, Example
Customer needs to focus
on...

- ...accelerated revenue growth
(~5% increase in main business,
and ~20% in emerging markets)

- ...cost control & margin
improvement (Decrease costs
for raw materials and logistics
with improved Sourcing)

- ...improve operational efficiency

© 2021 SAP SE or an SAP affiliate company. All rights reserved. | Public

Sources: Company Website, Annual reports



SAP’s View on some of Example Customer’s
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Continue to grow company’s main
business and in emerging markets

Focus on Process Excellence

Ensure to meet sustainability commitments

Expand internationally

React on trends and
new mandatory regulations

© 2021 SAP SE or an SAP affiliate company. All rights reserved. | Public




VALUE LEVERS

Impact Areas

Primary
Value Drivers

Other Key
Value Drivers

Example Customer’s
Strategic Priorities

Sales volume,
New business models M&A

Reduce time to market for
new products

Increase revenue from

new products / services
Reduce un-planned downtime
or outages

Reduce revenue loss due to
stock-outs

Increase revenue from cross-
sell/up-sell

Reduce customer churn

Continueto grow
company’s main
business and in emerging
markets

Expand internationally

© 2021 SAP SE or an SAP affiliate company. All rights reserved. | Public

COGS, SG&A,
Pre-tax margin

Reduce finance cost

Reduce total manufacturing cost
Reduce service and support cost

Improve procurement
FTE productivity
Reduce sales cost

Optimize research and
development expense

Reduce inventory carrying cost
Reduce turnover

Improve accounts payable
FTE productivity

Focus on process
excellence

by SAP solutions

Fixed assets (PP&E),
Working capital

* Reduce days in inventory

* Reduce days sales outstanding

Improve days payable
outstanding

Focus on process
excellence

PROFABILITY ASSET EFFICIENCY STRATEGIC

Agility, Experience,
Risk, Insights

Improve on-time delivery
performance

Improve customer satisfaction
Increase employee engagement

Support mergers & acquisitions
Improve overall equipment
effectiveness

Increase sales forecast accuracy
Increase financial forecast
accuracy

Ensure to meet
sustainability commitments

React on trends and
new mandatory regulations



Click here for the Building Products Shareholder Value Map

Strategic
Priorities ...

05 — React on trends and
new mandatory regulations

02 — Focus on process excellence

can enable Example Customer’s
Strategic Priorities & Supporting Processes

03 — Ensure to meet sustainability commitments

01 — Continue to grow company’s main
business and in emerging markets

04 — Expand internationally

... are enabled by
SAP Business

Portfolio and Project

Buy and deliver

Plant and Asset
Operations Excellence

Order Promising

Quote to Cash

Management direct goods )
Capabilities ... g . g Product Compliance Sales Force Support
Quality Management
Product Development Central Procurement Warehouse Management Order and Contract
; ; ) Industrial Insights
fﬂom mercial Project Procurement Analytics 9 Management
anagement Environment, Health
Supplier & Risk and Safety '
Management
Manufacturing Execution
Manufacturing Networks
... by driving
maturity across
best practices
P R&D f Procurement f Manufacturing f Supply Chain f Sales & Marketing
G g A g

across Core LoBs
& E2E processes

CORE FINANCE

HR

© 2021 SAP SE or an SAP affiliate company. All rights reserved. | Public




2enchmarking indicates significant Value Potential

KEYEEI@};%I\Q@NCE BOTTOM QUARTILE TOP QUARTILE
< Impact Areas for Example )
Revenue growth (in %) Peer company 1 9.9 27 5.8 Peer company 2 Customer
Operating margin (in %) Example customer 0.6 6.8 Peer company 3 ﬁﬂ] Accelerate revenue growth

Cost of goods/services

Peer company 4
sold (% revenue) pany 84.1 67.1 Example customer
® Cost control & margin improvement
0 8.4
SG&A expense (% of Peer company 2 15.0 v 5.4 Peer company 3
revenue) : -
Days in inventory Peer company 4 68.3 5%6 48.1 Peer company 1 %E Manage credit & receivables

Financial numbers of Example customer are based on Group/Parent level information
Directional overview based on Peer set: Peer company 1, Peer company 2, Peer company 3, Peer company 4

Source: S&P Global Market Intelligence. Data is normalized by S&P for comparative purposes and might not exactly match the financial filings of the companies.
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SAP S/AHANA can play an important role in helping Example Customer

Improve Opportunity & Strategic Areas and transform its business

Finance

Sourcing & Procurement

Sales

Supply Chain

Manufacturing

Asset Management

Accelerate
revenue growth

Reduce G/L Effort and
Financial Closing Time:

by enabling automated, highly
efficient closing tasks
supported by single source of
truth

Reduce revenue loss due to
stock-outs: by searching
inventory using rich, descriptive
item descriptions, multiple
images, videos, and stock
levels by location

Improve customer
satisfaction: by generating
clear, easy-to-understand
invoices for all services on a
single bill

Increase revenue from cross-
sell/up-sell: by recommending
contextual offers that are more
likely to be accepted by
customers

Reduce manufacturing cycle
time by seamlessly integrating
quality monitoring and tracking
in the manufacturing cycle

Reduce unplanned
downtimes or outages:
Leverage preventive or
condition based maintenance
strategies to keep assets in a
high performance status

Cost control &
margin
improvement

Reduce finance cost by
providing a holistic view of the
drivers of cost and the causes
of underperformance

Reduce inventory carrying
cost: by optimizing inventory
using prediction about
purchase order item delivery
date

Reduce service and support
cost: by automatically
recording costs incurred as a
result of providing services,
which are then rolled up to
profitability analysis

Reduce Sales Cost: by
promoting trusted customer
and partner relationships

Improve demand forecast
accuracy: by leveraging
sophisticated forecasting
algorithms that take into
account seasonality, trend, and
all known demand-influencing
factors

Improve supply chain FTE
productivity: by establishing
effective collaboration with
internal and external partners

Reduce total manufacturing
cost: by embedding quality
engineering in the product
design process

Reduce fixed asset service
and maintenance costs:
Enable streamlined work order
planning and execution, while
including effective safety
measures

Reduce days sales
outstanding: by taking a
strategy-based approach to
prioritizing customers for
collections activities

Manage credit &
receivables

© 2021 SAP SE or an SAP affiliate company. All rights reserved. | Public

Improve days payable
outstanding: by enabling
effective liquidity planning by
updating cash management
records with invoice data

Reduce accounts receivables
management cost: by
consolidating invoices and
billing items from multiple lines
of billing

Reduce days in inventory: by
analyzing inventory coverage
and ensuring inventory is
aligned with demand through
total visibility

11
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IMPACT AREAS

Key Outcomes

Realized Proof Points
across Value Drivers

Industry Shareholder Value Map

Faster Time to Market, Increased
portfolio of Products/Services, New
Revenue Streams

Increase revenue growth with better

product personalization

* Increase the qualified rate of
customized furniture by 99%

Reduce timeto market for new
products
* Increase the production
efficiency & capacity of customized
furniture 3 times

SERXIMMERAERLS
FuYang Dake new materials co., Itd

Reduce customer churn
*  25% improvementin customer
retention

O EXIDE

© 2021 SAP SE or an SAP affiliate company. All rights reserved. | Public

Enabled Intelligent and autonomous
processes, Reduced Costs, Optimized

R&D Spend, Improved Sales Productivity

Reduce total manufacturing cost

* Increase the accuracy of cost
accounting and reduce production
cost by 10%

+ Reduce labor cost and working time
by 50% with unchanged
manufacturing output

ERXTHMEHRAAERLS
FuYang Dake new materials co., Itd

Reduce COGS with better product

design

*  50% Potential savings in building
time and costs

‘||K<<<
KATERRA

Reduce inventory carrying cost

* 6% cost reduction for the finished
product due to optimized inventory
control (lowering inventory working
capital by 8%”)

Reduced inventory levels, Optimized
CAPEX, Improved uptime and
asset utilization

Reduce days in inventory

* Reduce the inventory counting time
from 1 day to 2 hours and improve
the inventory turnover rate by 20%

ERXOmMTHRAARLS
FuYang Dake new materials co., Itd

Improve days payable outstanding
* Vendor payments went down from 90
days to 15 — 20 days

TALCA

UNIVERSIDAD
CHILE

Click here to view a comprehensive list of SI4AHANA driven Value Proof Points for LoB/Industries

PROFABILITY ASSET EFFICIENCY STRATEGIC

Improved customer satisfaction,
Reduced TCO, Improved Agility,
Increased Scalability, Reduced
Business & Technology Risk, Improved
Decision Making, Reduced emissions
from operations

Improve customer satisfaction
*  97% on-time delivery for increased
customer satisfaction

gelgraphe”

Increase sales forecast accuracy |

Improve on-time delivery

performance

+ Captured demand and increased on-
time delivery rates while reducing
inventory-carrying costs. Unified
manufacturing and inventory
operations globally, boosting
efficiency and slashing overhead

%dg‘?_‘!!%l'_”_

Reduced TCI
* Go-livein just 3 months, surpassing
management expectations

13


https://www.sap.com/documents/2020/04/24aadf25-957d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/09/36bce0bc-657d-0010-87a3-c30de2ffd8ff.html
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https://www.sap.com/documents/2020/04/24aadf25-957d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/assetdetail/2018/03/bc14281c-fa7c-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/05/2c1d73cc-4e7d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/assetdetail/2018/03/bc14281c-fa7c-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2020/04/24aadf25-957d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2020/04/24aadf25-957d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/12/f68ebcd7-777d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2020/04/24aadf25-957d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2018/06/5ac4079f-087d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2018/09/32a68420-1e7d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/05/2c1d73cc-4e7d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2020/04/24aadf25-957d-0010-87a3-c30de2ffd8ff.html
https://impact.s4value.com/

Industry Shareholder Value Map

PROFABILITY ASSET EFFICIENCY STRATEGIC

Realized!

IMPACT AREAS

Faster Time to Market, Increased
portfolio of Products/Services, New
Revenue Streams

Key Outcomes

Enabled Intelligent and autonomous
processes, Reduced Costs, Optimized
R&D Spend, Improved Sales Productivity

Reduced inventory levels, Optimized
CAPEX, Improved uptime and
asset utilization

Improved customer satisfaction,
Reduced TCO, Improved Agility,
Increased Scalability, Reduced
Business & Technology Risk, Improved
Decision Making, Reduced emissions
from operations

What Outcomes
are others realizing?
(Business & IT)

“Make more-accurate, data-driven
decisions about market expansion,
product replacement, and R&D
through real-time access to data
regarding marketing, finance, and
consumer behaviors”

= B1K Royalstar

“To be fit for the future, we need
capabilities that allow us to
consistently deliver high-quality
products and launch
innovations faster

-
I

© 2021 SAP SE or an SAP affiliate company. All rights reserved. | Public

With the real-time insights provided

by SAP S/4HANA, we’re able to react

quickly to identify and resolve any
issues in our supply chain, helping
ensure that our products reach
customers in optimal condition”

EVEREST

APERFECT BLEND OF PURE SPICES

“Duizey is an important partner for
TAT. We now work together better
than ever and are saving big in
terms of effort and costs.”

@D Diizey

S 7 M SR A PR A F]

Guangzhou Shuangqiao Company LTD

“Alcohol Siberian Group digitalized
its operations and uses data-driven
decisions to respond faster to
shifting consumer tastes”

A% Alcohol

4 Siberian
G o~
Mﬂ-@:‘) Group
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Featured Story: Customers Are Achieving Value with SAP Solutions

Fuyang Dake New Materials

Industry Customer Web Site
@ Mill Products — furniture www.dakecn.com (Chinese)
Click here to read the
business transformation study.
Yy SAP Solution
:@: SAP S/4HANA Cloud

Fuyang Dake New Materials Co. Ltd., a privately owned fiberboard producer, wanted to
expand into the customized home furnishings market. The company implemented SAP
S/4HANA Cloud to help it transform to a design-to-production business and address the
need for both customization and mass production. Fuyang Dake has been able to
increase the production efficiency and capacity of customized furniture by 3 times while
reducing labor cost and working time by 50%.

*Increase revenue growth with

better product personalization

Increase the qualified rate of customized
furniture by 99%

*Reduce time to market for new products
Increase the production efficiency &
capacity of customized furniture 3 times

*Reduce total manufacturing cost

Increase the accuracy of cost accounting and reduce
production cost by 10% | Reduce labor cost and working
time by 50% with unchanged manufacturing output

*Reduce days in inventory
Reduce the inventory counting time from 1 day to 2
hours and improve the inventory turnover rate by 20%

© 2021 SAP SE or an SAP affiliate company. All rights reserved. | Public Explore SAP S/4HANA customer stories and videos; find out how organizations that have made the shift to an intelligent ERP system are realizing remarkable result 15



https://www.sap.com/about/customer-involvement/customer-stories/s4hana-customer-finder.html?sort=title_asc
http://www.dakecn.com/
https://www.sap.com/documents/2020/04/24aadf25-957d-0010-87a3-c30de2ffd8ff.html

Thank you.
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No part of this publication may be reproduced or transmitted in any form or for any purpose without the express permission of
SAP SE or an SAP affiliate company.

The information contained herein may be changed without prior notice. Some software products marketed by SAP SE and its
distributors contain proprietary software components of other software vendors. National product specifications may vary.

These materials are provided by SAP SE or an SAP affiliate company for informational purposes only, without representation or
warranty of any kind, and SAP or its affiliated companies shall not be liable for errors or omissions with respect to the materials.
The only warranties for SAP or SAP affiliate company products and services are those that are set forth in the express warranty
statements accompanying such products and services, if any. Nothing herein should be construed as constituting an additional

warranty.

In particular, SAP SE or its affiliated companies have 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 SE'’s or its affiliated companies’ strategy and possible future developments, products, and/or platforms, directions, and
functionality are all subject to change and may be changed by SAP SE or its affiliated companies 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. 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, and they
should not be relied upon in making purchasing decisions.

SAP and other SAP products and services mentioned herein as well as their respective logos are trademarks or registered
trademarks of SAP SE (or an SAP affiliate company) in Germany and other countries. All other product and service names
mentioned are the trademarks of their respective companies.

See www.sap.com/copyright for additional trademark information and notices.
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