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Dynamics 365 — Customer Engagement

Intelligent business applications in the cloud

Microsoft AppSource

E Customer & Partner Portal

0
Og
Integration

g Ofﬂce 365 Operations
+ o

Yammer (Social Network)
SharePoint

Automation

Project Service

CI

Sales Marketing

Microsoft
Dynamics 365

Customer Engagement r%'

Field Service

Customer
Insights

€|;| Customer Service

% ORBIS Best Practice Apps & Processes

.rm Power Bl

Cortana Intelligence
Suite

Azure loT
Suite

Common application platform: PowerApps, Microsoft Flow, Common Data Model



INNOvation for Discrete Industry
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ORBIS MANUFACTURINGONE

Dynamics 365 for Customer Engagement
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ORBIS MANUFACTURINGONE

Dynamics 365 for Customer Engagement

" ! Herrenknecht
DMG MORI [} 550 CRM Users
[ Tumnehvorkiebstechnic | i

DMG MORI
3.500 CRM Users

SIcK.. HEIDZLB=RG

Bystronic
600 CRM Users

WIlIF N
Energiesparen und Kimoschutz seeienmdBig L
Stahl

300 CRM Users

ifm electronic

metabo e

SICK
PROFESSIONAL POWER TOOL SOLUTIONS

2.700 Users

HEIDELBERG

1.500 Users

LiSEC Giwomm i




ORBIS SERVICEONE

Dynamics 365 for Customer Engagement
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DMG MORI DMG

3500 CRM Users (> 550 Service)
CRM Online

ZF
250 CRM Users (>10.000 planned)
CRM On Premise

ferrum

Ferrum
120 CRM Users, CRM Online

Bystronic

Bystronic
410 Users Service, CRM On-
Premise

KAISER+KRAFT Kaiser+Kraft
20 Users Service, CRM Online
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Amplitying Human Ingenuity




Trend topics in digitization

" Microsoft

| 3ok Yy

Cloud computing

a ©

Industry 4.0 Smart service Future of work and society



Artificial intelligence

" Microsoft .
- Driver of the second wave of digitization

First wave siaies Second wave

Sspm0, L.

Digital data RN Digital data

— Capture . ::.'!;ﬁ; — Understand

— Store fngtels resd! — Refine

P -'l L .
— Transfer r‘:g"‘.T':E‘.*:-' ! g.*;‘;'T — Use actively
onola™gseluten s e S i ge®

— Process -';;:::-_*-_;.';.:A._‘:gr_-:;.;,;-‘;"_ 3 T Lol — Make money
Machine readable data: Machine understandable data:
Internet and cloud technology Artificial intelligence and machine learning

Digitization should make sense and be intelligent




Microsoft

_/ E Future

Machine Learning

Cognitive

Intelligence enables decisions

What will
happen and
auto-adjust

Prescriptive

What will happen
and how to handle it

Anticipate what will happen

Predictive And assigning probability to
Sto C h a St| C events and probable outcomes
L. Reacting to what happend based on
Descriptive historical data
Today




= Microsoft

The core currency of any business will be the ability to convert their data into Al
that drives competitive advantage.

-Satya Nadella, CEO, Microsoft
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Adoption of Al

Technological Technological Technological Technological )
Innovation Breakthrough Stabilization Advancement Technical
) S L ) | Develop-
L ' ments
Areas of
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advantage
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Unawareness Innovation Exaggeration Undervaluation Maturation



Be smart! How ORBIS supports

Microsoft

Getting the use case (1d)

*1 Day Workshop
*Get your Use Cases and make it ready for Al

Use Cases / Sources of Values

<

Data-Ecosystem Deep Dive into your data (2d)

¢2 Days Workshop

*Deep Dive into your Data- Ecosystem and
prepare for your use case

Technology & Tools

N\

HelloWorld@MachineLearning (1d)

¢1 Day Training
ebe able to solve a complex problem in a simple
way

Processes & Integration

( A

Prepare the project (1d)

*1 Day Workshop

*Now we are ready to define the project (backlog;
split of work)

L J

Open Culture & Organization

e ™
Do the project (?d)
eIndividual project

eDefined by Statement of Work
eContracted individually

Business Plan
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[ Hewenber Freudenberg Sealing Technologies

The world’s leading specialist

for sealing technology

> 2.3 billion > 15.000

Euro Sales Employees

2016

at a Glance

Located in more

60 countries

worldwide
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than - Largest
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Freudenberg Group

INNOVATING TOGETHER

i 7N FREUDENBERG

> 5 billion

i seals per year or 20
! million per day

> 1.800

specific ;
material blends and |
1.000 raw materials i

One of the Production of the
. first seals
biggest

buyers of rubber 1 1 9 2 9

(without tire
manufacturers)

Successful

Partnership

with NOK in North America
and Asia




Freudenberg Sales in 2016 — FreUdeﬂberg Sea|iﬂg
A Technologies

Automotive Industry

Motor Spare Parts
Business

SALES BY
S INDUSTRY
Industrial Services

General Industry

NAFTA

China

SALES BY oy, South America
REGION
India

T Europa




I;Freudenberg CRM Histo 'y

Efficiency

Migration
Initialization Development




I;Freudenberg Where dO we Sta ﬂd7

= Working with Microsoft CRM over the last 8 years
»  Globally used system with 1500 users

Input
= Diverse application scenarios
= Many new features = core feature is still the request-quotation process Output
= |n the meanwhile there are over 400 new request items coming daily from sales anG
out of the eCommerce Platform Learn?

=» How do we get added value from this data?




[ reudenber Usecase: Big Data on Sales Data 1/2

Definition

Usecase
Results

Participants

Data
harmonization

Learning about
unstructured
Data

Data Analysis
with market
leading tools

SAS

-

SAP

Microsoft

Statistical
Model Design

Describe data
with a high
quality model

Feedback into
process via web-
service /
program code

Develop a model to predict the Win Probability of CRM Opportunities

Usecase successfully implemented
* Data aggregation and harmonization implemented

* Creation of a statistical model based on Azure Machine Learning
* Technical integration into Microsoft CRM

*  Ongoing live-evaluation of CRM Opportunities implemented within productive CRM

Internal IT + Business + Partner




[ Froudenber Usecase: Big Data on Sales Data 2/7

Digital Data Hierarchy

Task Layer
. NN
Data Analysis Analytics ; N NS
Recognition of Patterns L‘ ==_5
Feedback & —
Process Optimization

Azure Machine Learning

Data Integration REDS, ; % 150ms
Data Lake o
internal & external data SQL Server

Internal data
Data Generation Physical ‘
Order Management : . ﬁicro'soft
Planning, Sourcing S | T , Dynamics CRM

Manufact. Execution
Delivery

SEALING TECHNOLOGIES
EASY E-SERVICES




I;Freudenberg FUtU e p [OCESS

OPPORTUNITY
Very likely will order 18 Product SK...

o create new opportunity

e © :
. . interpreted as (NI .
Q calculates approximation CuEsRCAuY <~
to a typical winner =S = AL
o Olike  ©

will order 18 Product SKU )20
}, 2. Februar 2018 15:07
Preis for Account Alpine Ski House e + | Role A
Stakeholder
Reply -+
Purchase Process Committee ’ '
PPPPP
Description =
SSSSSSSS ] -
L] | t L] t L] Name * Role

possible actions to

increase likelihood ..ship available parts earlier
...replace by alternative product

...place quote within 2 days




FrEUdenberg Opportunity Engineering

OPPORTUNITY : OD4U_VERKAUFSCHANCE

Encory - CRM OL =
EXEEEN) 7 e o L Rescieoss

4 Summary

Est. Close Date Probability Est. Revenue
473072018 B2 Beooo

Topic* Encory - CRM OL Last Activity On Next Activity On
83/16/2018 12:46 PM @3/16/2018 8:30 AM

Account Encory GmbH
Last Activity On Quotes Next Activity On Quotes Relationship Type B Prospect

Contact Angeli, Wolfgang i -
- U a MS Kundensegment & --
Currency Euro

Owner * & Huschka, Sabine

Simulation

ccouns_oddu_wmatrnspesan_Base <= 16,85

# Licenses 0
—

Producilist_BSIBLSTC-|ETS-E01[-SEFD-1SARISTINSDF <= 0.5 ActivitylCount <= £.5
= 0131 = 0402 Discounts

smplos = TH sampls = 212
vakic = (738, 56 vakic = 59, 153

ecout o NS Kundemscgment_SISTI00000 <= 0.5
= :
- i 5t Budget: '
ke = (26, vaue= (33, 31)

‘accouns_od4y_branche_{F216ETDI9DSE-E6 1-50F 1-5065F 3582631 | <= 0.5 |  [[opporumity_Estemated Vakse_Base <= 1413852
= 0.418 i =013
o oy e Add. Quote

samples = 714 les samph samp)
value = [731, 43] : value = 20, 48] value = [6, 74]
- O

ProductList_BFCEGH6A-939-E211-6B5- JCAATZDRCCDF <= 0.5 ‘accoun_tdustryCode_SO8140045.0 <= 0.5 ey
i = 0,098 i = 0386 )
samples = 770 samples = 65 e
vakc = [730, 40] value = [17. 45 Rating:

- Mevsarr

4

‘account_od4u_Empfehler_{ IDBEGX0-3S8B-E21 1-BSSB-DIRSGSI0CCH] <= 0.5 | [oppornmey_odbu_Ansblliser <= 140
=008

opportunity_oddu_Mabewerber_ | FOSMACC-60 I9E2] |-B739%-DISS64S19CCH) <= 0.5 =
S . H Access Level
- Medn

samples = 768
valbe = (730, 38]

ComactldCours <= 17.0
gini = 0.09
J 5

Quotation Date:

Produs(Li_iDSBOSF3-7F S0-E41 1-92C &C 3BESBEFDG! <= 0.5
o= 0.085




Freudenberg

Opportunity Engineering

gini = 0.329
samples = 1006
value = [797, 209]

account_od4u_umsatzinsgesamt_Base <= 16.85

=z

ProductList_B59B457C-1E78-E01 1-8EFD-18A90573B8DF <= 0.5

gini= 0.131
samples = 794
value = [738, 56]

account_od4u_referenz_False <= 0.5 P account_od4u_MSKundensegment_808140000.0 <= 0.5
gini=0.119 gm0 S gini=029
samples = 786 - '_ samples = 148
vaue = [736, 50] value = [2, 6] value = [26, 122)

Fake

ActivityldCount <= 8.5
gini = 0.402
samples = 212
value = [59, 153]

4

\

/

~,

2E620-358B-E211-B55B-D48564519CCB} <= 0.5 opportunity_oddu_AnzahlUser <= 14.0 account_od4u_branche_{F216E7D3-9D55-E611-80F 1-5065F38B2631} <= 0.5 opportunity_Estimated Value
gini = 0.105 gini = 0.486 gini = 0.415 gini= 0. 131
samples = 774 samples = 12 samples = 68 samples =
value = [731, 43] value = [5, 7] value = [20, 48] value = [6, 7
/ / / / \
1-B6B9-3C4A92DBCCDF <= 0.5 T — account_IndustryCode_808140045.0 <= 0.5 =
098 g 123_7 i gml :‘.2_1: gini = 0.386 g .:"_:'9.?8
=770 e . 3] ““"_“ ) samples = 65 i 4. 74)
30, 40] value =1, vakie = [1, value = [17, 48] value = [4,
39-E211-B739-D48564519CCB} <= 0.5 i =00 ProductList_[MISSING] <= 0.5
B omtSigar gini =0.339
- e —

il




Freudenberg [l

OPPORTUNITY : OD4U_VERKAUFSCHANCE

E ncory - C R M O [_ — Est. Close Date Probability Est. Revenue
- 4/30/2018 820 Beooo

v Queif Wt Y ) i asshisten

“Summary

Topic* Encory - CRM OL Last Activity On Next Activity On
0371672018 12:46 PM 8371672018 8:30 AM
Last Activity On Quotes Next Activity On Quotes Relationship Type B Prospect
Contact Angeli, Wolfgang a-- &

Account Encory GmbH

. MS Kundensegment @ --
Currency Euro

Owner* & Huschka, Sabine

Simulation

T TR —r— ey T
i =0

# Licenses 8%

Productlisy_BSOB4SIC-1ETE-E0| 1-SEFD-1RASSTIBSDF <= 0.5 -
i 0131 Discounts

samples =
~akie = [738, 56]

‘account_oddu_rcforens_Fale <= 0.5 = QuotcldCount <= 0.5
=05

=0.119
vavpls = 786 spks = gl = 148 o Budget
valoe = [26, 122] valoe = 33, 31]

account_oddu_Empichler_{ IDB2EAY-3S3B-E21 1-BSSBDR4S19CC] <= 0.5 | [[oppomumiy_oddu_Ancshiser <= 140 | [[sccoust_odda_branche_[F216ETDR9DSS-EI1.50F 1. S06SF3802631) <= 0.5 |  [[pporuinny_Estimaed Vakie Bise <= 18835 QuoteldCount <= 2.5
= 0108 i = 0,486 i = 0.415 =019 ini = 0,466

samples = T4 s les = 50 samples = 46
-ﬂmlﬂl--ﬂl s, = [, “.‘i.."‘-..‘_m vakoe =17, 29] Add. Quote

L]

$99,600.00

Productlist_BFCEB6A-5939-E211-BAB3-ICIARDRCCDF <= 0.5 account_lndustryCode_SON1400450-<= 0.5
i = 0.09% i = 386

samples = 770 samples = 65
~ake = (730, 0] value = {17, 45)

Rating

oppottunity_oddu_Mabewerber_[F65MACCHC I0-E211-BT3-DIRG510CCB] <= 0.5 ProductLst_[MISSING] <= 0.5
o= 0,094 im0,

camplos = 768 samples = 60
vake = (730, 38] vakue = [13, 47)

ComtacthdCourt <= 17.0 ¥T7] ‘opportumity_odiu_q_WchSeminar_KIS 140003 0 <= 0.5
gmi=0.00 . i = 0307

samples = 768 samples = S5 » Medorm
value = (729, 36] vale = [11, 47]

‘accoun:_oddu_mace_ :Dml)s:mss‘.;:s;-.ﬁl 1MFR-DISSASIC20] <= 0.5 Quotation Date:
-6

samplcs = 5
valoe = (9. 47)







ORBIS and FACTON: A Strong Partnership

ORBIS FACTON

’ Customer & Partner Portal

MORE CLARITY.

ul @E
% Through enterprise-wide cost

transparency along the entire product
lifecycle.

Qg Sales Marketing

Integration . Customer A

Operations M !CfQSOﬁ Insights ;"' Q"

Dynamics 365 -
h

B] Customer Engagement r%

Project Service

Automation @D CngtO_mer
ervice

Field Service V1

‘ % ORBIS Best Practice Apps & Processes ‘

= An integrated Sales and Costing environment helps to reduce time to quote, workload
and errors!

31 | 07.06.2018 | FACTON Trade Secret & Copyright, for authorized use only WWW.FACTON.COM



Efficient product costing often fails because of three
main challenges

1. Processes are complex, cross-departmental and
not standardized.

2. Information is scattered across different sources.

3. Costs are not evaluated throughout the
entire product lifecycle.

PRODUCT DEVELOPMENT
& PRODUCTION

WWW.FACTON.COM

32 | 07.06.2018 | FACTON Trade Secret & Copyright, for authorized use only



Enterprise Product Costing means calculating product costs
across the organization and the lifecycle.

33 |

TOP MANAGEMENT

Streamlined processes and targeted reporting facilitate effective enterprise management

FINANCE / CONTROLLING

Sound analyses and profitability calculations accelerate the decision-making process, thereby enhancing growth and profitability

PRODUCT DEVELOPMENT G G
AND PRODUCTION EES
Target cost-oriented design and manufacturing Cost and value analyses deliver sustainable Faster sales proposals with clear pricing
concepts result in optimized costs purchased parts optimization ensure profitability

PLM ENTERPRISE PRODUCT COSTING (EPC) ERP
&~ Product cost transparency and management throughout the entire product lifecycle &~
Uniform standards Calculation, analysis and optimization Enterorise-wide integration
for calculation processes, of product costs and profits throughout the of de :rtments and thgeir data
methods and data content entire product lifecycle P

07.06.2018 | FACTON Trade Secret & Copyright, for authorized use only WWW.FACTON.COM



Enterprise Product Costing closes the gap between ERP-
and PLM-systems.

Engineering BOM Costing BOM Production BOM
Versions Material and manufacturing costs Labor costs
Routings & Alternatives and variants - Overhead costs

Purchased parts Change history Machine rates
Carry over parts Investment calculation Purchased parts prices
Measures planning Exchange rates
Key figures (ratios) and methods

v

The objective is to create cost transparency, minimize cost drivers
and thus permanently increase profit.

34 | 07.06.2018 | FACTON Trade Secret & Copyright, for authorized use only WWW.FACTON.COM



Dramatically changing cost structure of the manufacturing
industry will further increase complexity for all of us

Sharing Economy Digitalization of components
= Carsharing S00% = More difficult to manage than
= Rental instead of buying 2o ordinary product costs ')
(MRO) 100% = Change of supply chain
0% . (OEMS don’t have d USP) m Software  m Other electronics

5yr ops Buying

New materials New processes

= Costs of new materials more = 3D printing
difficult to estimate — allows new structures

— carbon fibre — changes manufacturing
— composites makes processes

35 | 07.06.2018 | FACTON Trade Secret & Copyright, for authorized use only WWW.FACTON.COM



Digitalization, cloud computing, collaboration and artificial
intelligence

Aero- Health- Engin- Elec-
space care eering tronics

FACTON

INNOVATIVE COST MANAGEMENT

Collaborative costing through the cloud
= Standardized exchange of costing data along the
supply chain via FACTON

Leverage of costing data (while keeping confidentiality)
=  Basis for machine learning

- Optimal material / personnel costs

- Optimal process times

36 | 07.06.2018 | FACTON Trade Secret & Copyright, for authorized use only WWW.FACTON.COM



Two Initial Use Cases

Outlier Analysis
— ldentify cost estimates differ from the rest

= Potential Goals
— Optimize cost estimation process
— Understand cost structure of specific products

Quick Early Cost Estimator

— Provide quick cost estimation based on to be
evaluated critical key driving cost parameters

= Potential Goals

— Get a first cost estimation in an early stage of
the bidding process for offering a product

MC (pl;"';pn) —C

37 | 07.06.2018 | FACTON Trade Secret & Copyright, for authorized use only
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From Highly Structured Data via
a Feature Rich Flat Al Model to Ready to Use Results

° L] [ ]
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Azure
Machine Learning
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= From Highly Structured Data via a Feature Rich Flat Al Model to Ready to Use Results
Using Azure Machine Learning

|OFABIZ038 rdde Secret & Copyright, for authorized use only WWW.FACTON.COM
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" Microsoft

loT Pump 4.0
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. Fun Stuff: WahlOmat

mn Microsoft

Alternative
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Be smart! How ORBIS supports

Microsoft

Getting the use case (1d)

*1 Day Workshop
*Get your Use Cases and make it ready for Al

Use Cases / Sources of Values

<

Data-Ecosystem Deep Dive into your data (2d)

¢2 Days Workshop

*Deep Dive into your Data- Ecosystem and
prepare for your use case

Technology & Tools

N\

HelloWorld@MachineLearning (1d)

¢1 Day Training
ebe able to solve a complex problem in a simple
way

Processes & Integration

( A

Prepare the project (1d)

*1 Day Workshop

*Now we are ready to define the project (backlog;
split of work)

L J

Open Culture & Organization

e ™
Do the project (?d)
eIndividual project

eDefined by Statement of Work
eContracted individually

Business Plan




" Microsoft

Democratizing Al

For every person and every organization

Agent Applications Services Infrastructure

“
N\
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