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Non-Disclosure Agreement

© 2015 ORBIS AG

Law in matters of copyright and other legal clauses covers the content (especially text, pictures, charts
and / or graphics) of this document. ORBIS AG reserves all its rights pertaining the content of the doc-
ument.

Nothing in this Agreement will prevent the Recipient from making any disclosure of the Confidential
Information required by law or by any competent authority. The Recipient will, on request from the
other party, return all copies and records of the Confidential Information disclosed by the other party
to the Recipient and will not retain any copies or records of the Confidential Information disclosed by
the other party. Neither this Agreement nor the supply of any information grants the Recipient any
license, interest or right in respect of any intellectual property rights of the other party except the right
to copy the Confidential Information disclosed by the other party solely for the Purpose.

Development Agreement

It is subject to ORBIS to make adaptations in CRM and/ or Resco based on principles of best usability
and technical feasibility. It is also subject to ORBIS to adapt data structure to the needs of development
of the ORBIS ConsumerONE and/ or Microsoft CRM standard.
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1. Common about ORBIS ConsumerONE

ORBIS ConsumerONE for MS Dynamics CRM is a vertical solution add-on to the Microsoft Dynamics CRM
created by ORBIS AG for consumer industry. It was set up due to the fact, that Microsoft Dynamics CRM
does not cover the specific needs of the consumer goods industry.

ORBIS ConsumerONE uses the standard features of Microsoft software as far as possible, but enriches as
well its standard features and provides completely new features.

ORBIS ConsumerONE consists of a basic solution covering specific needs with specific modules and func-
tions to be extended easily by other apps. These additional apps can be integrated seamlessly into the
ORBIS ConsumerONE and MS Dynamics CRM.

The present document will describe solely functionality of the core functionality of the ORBIS ConsumerONE
enriched with a description of the project specific adaptations; common functionality of MS Dynamics CRM
is not part of the given standard functionality description.

All processes described in this document are available in online and offline systems in general and also work
in OnPrem and Online environment. If certain functionality is not available in an specific mode this is men-
tioned explicitly.

Specific field sales processes are also available on a Resco based mobile app, enriched with consumer spe-
cific processes by ORBIS.

ORBIS AG Page 1 2018-09-18
Nell- Breuning- Allee 3-5 ORBIS AG 2012
66115 Saarbruecken
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1.1. Site Map/ Navigation

The Site Map in CRM is divided in areas and subareas which hold the individual module links:

BIS COSUERONE ~ Sales v | Dashboards >

g poao

Getting started Master Data Sales Administration Field Sales Goal Management

@ Business Activity Gr...
LE] =Y = : :
Dashboards e Accounts . Listings E Competitors
i Listing-Massedit Sales Literature Calendar @ Goals
ﬁ Products m Business Activities Appointments Goal Metrics
Product Hierarchies

Productsearch Selection Attributes E Orders
Marketing Lists | | Distributions

Sales

Visit Planning Rollup Queries

| . g P
Selection Groups |3 Activities

Figure 1: Example SiteMap CRM classic mode

ORBIS CONSUMERONE | . cumerONE Hub

Dynamics 385 for Customer Engagement

%) 42 Back Office X Close -+ New [3 Deactivate & Ass
Dashboard
% Dashboards bib , Winzler Strasse ...

Master Data

Accounts
Parameters Distributions and Orders Promot

Contact Persons

) Products

N
&% Product Hierarchies

& Assortments *Tabakwaren Keib

Standard Industr
Sales Administration

{% Business Activities http://www.mein-tabakladchen.de & Accour

Selection Groups
+491622005899 (5 Email
Selection Attributes

Marketing Lists \ {4 01020405 Knoten Tabakkunden, unabhangig . .

Field Sales Default Value Fax

Orders
b Ouler Winzler Strasse 112

¢ Distribution Surveys

Figure 2: Example for sitemap in Unified Ul in CRM

ORBIS AG Page 2 2018-09-18
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Via the Site Map the user has access to all modules he is allowed to; modules are organized in groups. When
clicking on a module’s name the user sees the overview of the specific module.

2 My Active Accounts ¥

O | Account Name 4 | AccountNo | Industry | city | OpenDeals | Open Revenu..|
R &% *ESSO Tankstelle 9999 , ArnulfstraBe 86 , 66954... 1100067890 Consumer Services Pirmasens 1 5.000,00 €
& *Tabakwaren Keib ., Winzler Strasse 112, 66954... 4711 Consumer Services Pirmasens 1 15.000,00 €
12 grad Wein , Martin-Luther-Platz 2, 50677 K&ln 107021 Kéln ] 0,00 €
A. Mayer, Mannheimer Str. 6 , 67158 Ellerstadt 260408 Ellerstadt ] 0,00 €

Adam Getranke GmbH , DorfstraBe 49 , 30966 H... 103841 Hemmingen This list contains 250 Account recorc
Agentur Kimmig , Waldackerweg 9, 79194 Gund... 408014 Gundelfingen 0 0,00 €
Agrarhandel , Bernhardshaf 15, 77876 Kappelro... 263852 Kappelrodeck 0 0,00 €
Akzente , Kélner Str. 51-53 , 53840 Troisdorf 404501 Troisdorf ] 0,00 €
Albietz, Herman-Hesse-Weg 11, 76571 Gaggen... 267610 Gaggenau/Ba... 0 0,00 €
Alex Wein- u. Spirituosenwelt , Marzgasse 16, 6.  B101592 Heidelberg ] 0,00 €
Alexander Baron von Essen , Kénigswinterer Str... 267853 Bonn ] 0,00 €
Alfons Gies & Sohn GmbH , WeinstraBe 500, 67... 132841 Meustadt ] 0,00 €

Figure 3: Example Account overview

In the overview the user can select data records by using views, open records and can start several other
processes like Create New, Delete, start reports, etc.

ORBIS AG Page 3 2018-09-18
Nell- Breuning- Allee 3-5 © ORBIS AG 2012
66115 Saarbruecken
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Sitemap on the Mobile
—onsumerON| = PowerBI

=,

il Exchange

Regal und Disribu-erhebung 1.8.5

OUT OF STOCK DiM. ACCOUNT/PRODUCT

Favorites 00§ last Distribution MTD & PMTD for Product/Account/Owner

e
s g v s T
-
-
_—
ey

LM- MoS2 Leichtiauf 10W-42 (1081)

e ——

Core Data

. Artist Line Startsoniment
g ARTIST LINE ANIVERSARID 140
Antist Line Gutschein, Wert 50 EUR
ARTIST LINE HBFR Double Gorona
Visit Execution ARTIST LINE MATA FINA - JALAPA Dua EehrabuArant . Sl — Al Capone 5%
Heer! Bier Panter 5% — E‘i]g‘znpmduklel Own Produc...
Chips Beer and Whisky 225 gr
- ; Chips Natural 225 gr ile/ B o
Visit Postprocessir SRl
Ghoco Haselnuss/ Hazeinut 100 gr
(Chooe Kakao! Gacan 100 gr LM Motorenile/ Engine ...
15%
Choco Wafer 100 gr Non-Food 10% — i f
__ Luxusgiiter/ Luxuries
Sygte m Choco Wafer Hazeinut 100 gr Motorenél/ Engine oil 5%
15%
Figure 4: Example for Mobile sitemap
ORBIS AG Page 4 2018-09-18
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1.2. Security Roles

What a user can do within Dynamics CRM depends on the assigned security role/ -s. If there are different
levels of allowance, defined by different security roles, always the highest level wins. In security roles, there
is a detailed definition per entity what is possible for a user in terms of Create New, Edit, Read, Delete, etc.
These rights depend on the assignment of the current user as an owner to a specific record and his assign-
ment to a specific organization (business unit).

=  Basics

Business Units Teams Sharing

ad’

Basic Hierarchy Flexible Grouping Granular Control Sensitive Data
First Class Security at to record level

Figure 5: Different parts of the security model

ORBIS AG Page 5 2018-09-18
Nell- Breuning- Allee 3-5 © ORBIS AG 2012
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= Examples for business units and their structure

<Customer>

Figure 6: Example for simple structure

= User assignment to a certain business unit
» User ... 8

8 « User ... 8
« User Friedrich a
« User Paulus s

Figure 7: Example for assignment of users to a certain business unit

User Menzel

ORBIS AG Page 6 2018-09-18
Nell- Breuning- Allee 3-5 © ORBIS AG 2012
66115 Saarbruecken
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= Security roles in context with a business unit

Security roles per business unit

Figure 8: Example for business unit depending assignment of security roles

ORBIS AG Page 7 2018-09-18
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= Access levels of security roles

Sub
Access levels via seucirty organization

roles

Sub

organization

Figure 9: Example for access levels of a seucirty role

Meaning of different levels:

= Root Organization: User has access to all records belonging to the root organisation and all inferior
business units

=  Sub- Organization: User has access to all records of organizations below the organization the user is
assigned to.

= User: has access to records only where he is assigned as owner

ORBIS AG Page 8 2018-09-18
Nell- Breuning- Allee 3-5 © ORBIS AG 2012
66115 Saarbruecken
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= Scheme for access check

Determine Privilege
required

Has Privilege?

Access via Sales Does privilege

Assignment? depth reach record?, trough Sharing

(POAJ?

Figure 10: Example for access check depending on security role assigned

= Scheme of a security role

Detalis. Core Records Marketing Sales. Service i Custom Entities
Entity. Create Read Wre Deiete Append  Append To Assign Share.
pr— ® ° ° o ° ° . O
i s e oot . » s . Nothin: No access granted
snnmuncemet ° ° ° ° ] O —Oing. e access gramac
Aopication e ° ° ® o
Connection L] L ] L ] @ L ] L] L]
S— . ° @ ° ° . :
comemenas e & % 5 % N O = User Access to objects the
Custonver Relatonsti o o] o o o} o o o) user is the owner of
Dstemsert o o o o o o o o
ot Vg o] o o o o o o o
Bocument Location . ° . o . . . . Business Access to objects of the
Duplicate Detection Rule [ ] (] ° (o] L] L Unit business unit the user
£ Tempme e ° . e @ . e o
o . - . belongs to
it S Pl = = Inferior Access to objects in the
::“’Mwﬁmm : : : : - : 0 Business BU the user belonas to
Nete ® ° ° ° ° ° Units or in inferior BUs
R—— . ° . ° ] . ° : : :
R 2 & & 5 & Organi-  Access to all objects in
Prject . ° ° @ ° . ° . zation all business units
Quese ] o L] o ° . o o
——— o o o o o o]
Report L] @ ] ° ] L]
Saved View
SharePoint Ste L L] L [s] [ ] L] L ] [ ]
Subject L] L] L] Q [ ] L ]
Trace Qo L]
Figure 11: Example for access definition within a security role
ORBIS AG Page 9 2018-09-18
Nell- Breuning- Allee 3-5 © ORBIS AG 2012
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1.3. Access level definition
Authorization

Create: right to create a record. Note: You can crate an object for yourself only if you have the right to create and read as well.

Append: right to connect a record to another. Note: to attach a note to an account record the user needs the right *append” for account and
the right “append to” for note.

Delete: right to delete a record.

Figure 12: Access levels within a security role

Page 10 2018-09-18
© ORBIS AG 2012
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3. Master Data
2.1. Account

2.1.1. Description of Standard

The MS Dynamics CRM module “Accounts” maintains data of all accounts that may have different account
types like

= Hierarchy nodes/ Key Accounts and POS/ stores
= Direct and indirect Accounts

=  Wholesalers

The screen layout is the same for each of them (in standard). It is as well the same for different user groups,
but optimized for back office in web mode and for field sales in mobile mode . The focus is on the mobile
application to provide most important information to the sales rep.

Therefore, the following data are shown in account master data:

= Address data

=  Communication data
=  Contact partners

=  Planned promotions
= Assigned listings

= QOrder history

= Activity/visit history

Regularly, account master data are provided from an ERP system, especially SAP ERP. Therefore, the data
model is prepared to import data from an ERP in Common and SAP in detail. It is also possible to use ORBIS
ConsumerONE for MS Dynamics CRM as a stand alone system or with a rudimental link to a ERP system.

If fields are delivered from ERP they cannot be modified in at all. Single non-ERP fields instead can be mod-
ified by MS Dynamics CRM users within the CRM system.

In general it is possible to create new accounts in CRM (for example as a prospect); since each company has
its own way to handle prospects and accounts it is subject to the implementation project to find the appro-
priate way.

2.1.1.1.  Account hierarchy

Account hierarchy is a basic topic in consumer goods industry, since agreements (esp. Listings and Promo-
tions) are mostly negotiated and are maintained on a higher node in the account hierarchy. The need for
these central agreements is mostly on the lowest (store) level of the hierarchy.

Via the “Parent Account” feature, the account hierarchy is built by using to point to the next higher level.

ORBIS AG Page 11 2018-09-18
Nell- Breuning- Allee 3-5 ORBIS AG 2012
66115 Saarbruecken
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2.1.1.2. Owner
The “owner” is important in the consumer goods industry:
= |t specifies the sales person responsible for the account (esp. Key Account Manager or Sales Rep).
= |t enables access rights on records due to security roles.
= |tis used to specify the data to be synchronized to the mobile device
In CRM, it is possible as well to specify a team (of users) as an owner of an account.
ORBIS also provides an enriched version of “Access Teams” that allows specifying several named users with

different access rights and different roles according to an account. This feature, as an AddOn, is not installed
automatically in this package but can be provided on request.

2.1.1.3. Name

Similar to any other module in MS Dynamics CRM, the account master data has a field “Name” as a kind of
identifying the record. The content of name field is usually displayed in GUI controls of type “Lookup”. Since
in the organized market, many POS belong to the same chain, their name is very often the same, e.g. “Metro
C&C Market”.

ORBIS recommends importing into the name field a combination of attributes “Name” & “City” and “Street”
to improve the records identification. ORBIS has implemented a logic to built this name during the save
process.

The name attribute itself can be stored in an additional “Name2” field.

2.1.1.4. Visit Planning Parameters

To consider the account in the visit planning modules (concerning modus “Frequency Planning”) some pa-
rameters need to be maintained or are saved when completing a visit.

=  “Is plannable”: only when checked this account will be regarded in the frequency visit planning

= “Last Scheduled Appointment”: This information is needed in the visit planning to propose a new ap-
pointment.

= “Start Schedule”: This information is used when “Last Scheduled Appointment” is not filled.

= “Visit Rhythm”: This is the visit rhythm in days, weeks, month and years, added on the “Last Scheduled
Appointment” to calculate a new proposal record.

= “Preferred Day” and “Preferred Time”: Are used to specify the day and the time of the proposal. When
“Preferred Day” is not specified, the day of the “Last Scheduled Appointment” will be used.
E.g. “Preferred Day” is “Wednesday” => any proposal in the visit planning will be a Wednesday. If “Pre-
ferred Day” is Empty and the “Last Scheduled Appointments” week day was a Friday => The next pro-
posal will be “Friday”

=  “Tour” is not used in frequency planning, it is just for information; but the sales rep can use it to setup

tours and to plan accounts according to the tours.

ORBIS AG Page 12 2018-09-18
Nell- Breuning- Allee 3-5 ORBIS AG 2012
66115 Saarbruecken
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= “Actual Visits” is information only, not used in visit planning algorithm. The value is calculated when a
visit has been completed.

= “Must Visits”: The calculation of this field is not implemented in the standard, this needs to be done
project specifically because there are many objectives that could influence the logic (like visit types

etc.).

2.12. Ul
Dynamics 365 currently offers different Ul modes:

- Classic Mode

ACCOUNT : CONSUMER STANDARD v
o e 4m Net 30 & & Henning Sittel
*Tabakwaren Keib , Winzler Strasse 112, 66954 Pirmasens =

4AT A GLANCE

ACCOUNT INFORMATION

“Tabakwaren Keib % ohenstite ¥

stan — Consumer Senvices % oo e
z & aae %
; $ nae v %,
hitpy//wwwmein-tabaklidchen.de LeH r o %,
& e & €5
N . S passt 2 %5,
Phone +491622005899 Email rk@my-web.de % ® & “3g,
a o %, & uise
P A 5 e ¢ &
arent Account 01020405 Knoten Tabakkunden, unabhéingig & o
&

Address Winzler Strasse 112 . A

66954 Pirmasens b bing © 2017 Micro#t Corporation © 2017 HERE

Deutschiand .

Default Value
CONTACTS
Primary Go -

Yy Schulz, Andreas L
. FullName 4 | Job Tite | Business Phone | MobilePhone | Emai
ob Tt 8 1. Store Manager
Bauer, Martin Einkaufer +494569 1241 +491908899100

Busiiasiy 8 040327170 de Lamberterie, Gaét.. 3. Buying Agent +49

Figure 13: Example Classic Ul

- Unified Ul

a B save @& Save&Close + New [3 Deactivate & Assign (@ Emailalink @ Delete (O Refresh @ Process v & CallNumber [\ 2 Share % Follow o° Fow V'

AECOUNT Account No Payment Terms A Owner
*Tabakwaren Keib , Winzler Strasse ...
4711 Net 30 © 0 Henning Sittel
ATAGLANCE  Visit Planning Parameters  Distributions and Orders  Promotions and Listings ~ Business Activities  Attributes  Classification Details and Preferenc..  Related

ACCOUNT INFORMATION
t Add New Contact

Name " *Tabakwaren Keib

Price List [& Standard Industry Consuimer Services v | Full Name T | Job Title 70| Business Phone  TL| Mobile Phone T E-mail 0
Website httpy//www.mein-tabakladchende @  Account Type Bauer, Martin Einkaufer +43.4589 1241 +491908899100

Phone +491622005899 &  Email rk@my-web.de =] de Lamberterie, Gastan 3. Buying Agent +49

Parent Account {1 01020405 Knoten Tabakkunden, unabhingig . . Haas, Dominic Solution Sales Executive = +49 info@orbisag.ch
AgoDLRatg DefaultValue L Portalis, Laura Filial Leiterin 425-555-5555 +49 customer@cont.
Acdressti st Winzles Stiasse: 112 Schulz, Andreas 1. Store Manager 040327170 +49 andreas.schulz@.

Address 1: Street 2
Address 1: Street 3

City Pirmasens.

Address 1
State/Province

Figure 14: Example of Unified Ul

ORBIS AG Page 13 2018-09-18
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- Mobile View

< Pirmasens
= Orders @ +
13.09.2018 1409.2018 30.05.2018 30.062018 04.12.2017 24.022017
Standard Order New Standard Order New Standard Order Fulfiled
13.09.2018 14092018 25052018 30.052018 04.12.2017 21062017
Van Sales Order New Standard Order Fulfiled Standard Order New ki
07.09.2018 12.09.2018 04122017 14.07.2017 04.12.2017 28062017
Standard Order Fulfiled [KE=M Standard Order New Standard Order New &
i= Distributions @ +
10.09.2018 1500 18.06.2018 1500 09.05.2018
Slotted and Focus Products 0,00 Slotted Products 080 Slotted Products so00 [E
07.09.2018 1500 25.05.2018 1500 24022018 1500
Slotted and Focus Products Slotted and Focus Products 0,08 Slotted and Focus Products o000 fE
13.08.2018 1500 15.05.2018 1500 14.11.2017 1500
Name “Tabakwaren Keib Slotted and Focus Products Slotted and Focus Products 0,05 Slotted Products oo fE
Account Type LEH v
:= Activities +
Email rk@my-web.de P Al Activities\/
WMainPhione +491622005699 ] 12.0920181..  12.0920181 1009.20181..  10.0920181 | 23082018.. 230820180 15082018 1..  15.0820181
Fax 2 Free L Free Completed Free
Web site http//wwwmein-tabakladchen de @  *Tabakwaren Keib, Winzler Strasse 112... *Tabakwaren Keib, Winzler Strasse 112... *Tabakwaren Keib , Winzler Strasse 112... *Tabakwaren Keib , Winzler Strasse 112
N — . ® “Tabakwaren Keib , Winzler Strasse 112... “Tabakwaren Keib , Winzler Strasse 112... “Tabakwaren Keib , Winzler Strasse 112... *Tabakwaren Keib, Winzler Strasse 112
Currenc EL — . P
2 = ® ;= BusinessActivities
Price List Standard ®
Owner Henning Sittel ® + =
O T N T
= +
:= Contacts )
Regalbereich 223% 223% AT
9‘ +49 4589 1241
! —
G Kundenentwicklung 00% 0.0% T
Figure 15: Mobile view of account
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2.2. Contact
2.2.1. Description Standard

MS Dynamics CRM provides a module to maintain contact partners. Contact partners are usually the person
working for the accounts.
This module is not specifically adapted for consumer needs and is provided from Microsoft standard.

ORBIS AG Page 15 2018-09-18
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2.3. Product
2.3.1. Description Standard
The module “Product Master Data” can be used to maintain material records, like e.g.:
=  Own products to be sold
=  Competitor products

=  POS Material

The screen layout out is the same for each of these types.

2.3.1.1.  Numbers and Name
It is possible to maintain
= |nternal product number (ID)
= EAN (European Article Number)

=  Name

2.3.1.2.  Product Hierarchy

A products hierarchy levels above the product can be maintained in a separate module “Product Hierarchy”
if every hierarchy level should be visible in each product; this functionality is similar to SAP ERP. A product
hierarchy can have the following levels for example:

= Brand

= Sub Brand

= Segment

=  Sub Segment

®=  Product Segment

=  Product
ORBIS AG Page 16 2018-09-18
Nell- Breuning- Allee 3-5 © ORBIS AG 2012
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4 Product Hierarchy Data
Parent Hierarchy Information
Product Structure * B Product

s Hierarchy Mo

roduct Dinone Acimel
Eigenprodukte/ Own Preducts
12 (Sub Food
TK/ Frozen Goods
(5ub  Milchprodukte/ Milky products

Joghurts

Figure 16: Example Product hierarchy

The five levels mentioned are already customized within the consumer solution.

A product can be linked to the lowest level “Product Segment”. The hierarchy can be set up in the Module
“Product Hierarchy”. Additionally, each product level in the hierarchy can be linked to the product, too.
This makes analysis and reporting easier.

The basically possible eight hierarchy levels come from the possibility of SAP ERP standard having maximum
eight hierarchy levels, too. Because most companies do not use eight levels, ConsumerONE provides and
uses five levels.

2.3.1.3. Bill of Material

Displays are very common in consumer goods industry. Displays do usually consist of regular products and
are used to increase the selling of them in the POS as second placement.

The display itself is maintained as a product record. In an additional list the content product of the display
can be maintained. This information is held in the Bill of Material list.

The Bill of Material is not broken up in an order, but is used like regular products. The details of a Bill of
Material list are for information purpose only.
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2.3.1.4. Price Data

ORBIS ConsumerONE uses the price lists of MS Dynamics CRM in orders. The order usually relies on one
price, specified in the pricelist with definition Default = True. It is also possible to maintain a specific price
list per account that will be used in an order instead.

The data in the section “Price Data” are locked fields in MS Dynamics CRM and should not be removed from
the form, even if they are not mandatory for consumer goods processes.

2.3.1.5. Measurements shelf share and logistical data

The fields “Width” and “Length” are the measurements of the consumer unit of the products, as they are
placed in the shelf. These measurements are used in Distribution module for shelf share calculation. Ac-
cording to the alignment of the product in the shelf, “Width” or “Length” is multiplied by the entered facings
to calculate the shelf share of each product. Logistical data “Default Unit” and “Default Value” are manda-
tory fields of MS Dynamics CRM 2011 standard. Furthermore “Decimals Supported” is a mandatory field of
MS Dynamics CRM 2011 standard which need to be filled when creating a record.
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2.4. Assortment (= Listing)
2.4.1. Description Standard
2.4.1.1. Management of listings

A listing! is a set of products that shall be sold to the assigned accounts. Another wording known is “assort-
ment”.

Within the organized retail landscape, having retail chains as main actors a listing represents the set of
products. This set of products is the result of a negotiation between the manufacturer and the chains head-
quarter. In many countries, the manufacturer has to pay for every listed product a so-called “listing fee”.
The acting persons are the Key Account Manager (manufacturer) and purchase manager (retail).

The products defined in the listing can be bought regularly by the retail (central warehouse or even store).
Furthermore, are these the products that should be distributed by the stores belonging to the chain.

The ORBIS ConsumerONE module “Listings” is used to specify the products planned centrally. Listings are
usually maintained by KAMs.

Products specified in the Listing module are used in the modules “Order Entry” and “Distribution” to preset
these products as a list.

Due to this preset functionality in Order Entry and Distribution the ORBIS ConsumerONE enhanced the List-
ing modules to specify further types of assortments. Therefore, there are the following listing types availa-
ble:

= Listing (as described before)

= POS Material: Used in order entry process for ordering POS material

=  Focus Products: Used in Distribution to capture product data in the store relevant for marketing pur-
poses.

In the non-organized retail, the listing functionality can as well be used to specify customer type specific

assortments and to preset them in Order Entry, too.

The graphical user interface of module listings is equal for any listing type.
The basic data object to be maintained in module “Listings” are

= Header data
=  Assigned Accounts
= Positions / listed products

= Notes and attached documents

! The Northern American markets use as well the term ,,Slotting” instead of “Listings”.
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2.4.1.1.1. Listing Header data

The following data are relevant on header data level:

= Node: If a node is given, the listing can be allocated along the hierarchy down to the lowest level. To
which entries in detail it is allocated can be determined by selecting the appropriate value from a drop
down list “Distribute rule”. Alternatively, listings can be tight to members of marketing lists. The appro-
priate marketing lists (one or many) can be specified in the ML area of the listing header.

= Name: this is a free text field for specification of the listings name. It's a mandatory field.

= Validity period

= Notes: variable number of texts and attached documents

4 Overview
LISTING DETAILS Assigned Marketing Lists
Gesamtsortiment/ Total Assortment + =

01.01.2015 Valid To * 31.12.2099 Name 4 Type Marketing List ..| LastUsedOn | Purpose

Alle Kunden Static 14.08.2018

NODE INFORMATION

Figure 17: General entry screen “Listings”
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2.4.1.1.2. Assigned Accounts (= Member in Listing)

“Member in listing” defines the accounts the listing has been distributed to by an automatic process in the
background. These are usually the stores or Point of Sales (POS) belonging to a hierarchy node.

The assignment is technically needed to have a preset functionality of listed products in order entry or
survey process.

The assignment of POS to listings is usually done by some automatism, provided by ORBIS ConsumerONE.
The automatism is set up as a so called recurring job that assigns new accounts to a listing and also removes
accounts, not fulfilling the criteria anymore.

Listing nodes are prerequisite to assign the accounts automatically to a listing. The following node types are
possible:

= Key Account: According to this node specification any account within the hierarchy below the Key Ac-
count will be assigned to the listing (e.g. any account below Key Account/Hierarchy node “Carrefour”),
including this Key Account itself.

= One or many Marketing List/ -s: This type of listing node enables a more precise specification of account
that shall be assigned to the listing (E. g. could any account of type “supermarket” belonging to hierar-

chy “Carrefour” be in the target group. Other example: Any restaurant in city of Berlin.)

The recurring job has the following filter criteria in the standard configuration:

Only listings with flag “Distribute” => True will are considered.
Only listings with “valid from date” => system date are considered.

When having a Marketing List as node, the member accounts of the marketing list are assigned to the listing.
In case there are more than one possible listing, one with node Key account and several with node Market-
ing List, it doesn’t matter- the system will create an assignment for each account found to each listing.
The recurring job can be started manually; it triggers a workflow process in the background that calls a so
called Plugin.
Accounts can be assigned manually, too. In this case the assignment by the recurring job should not be
used.

LISTING : LISTING CONSUMER STANDARD ~

Gesamtsortiment/ Total Assortment -=

Listing Account Relation Associated View «
= ADD NEW MEMBER IN L... |_;“_ ADD EXISTING MEMBER |...  [5 BULK DELETE ||!, CHART PAME ~ [F] RUN REPORT ~ EXCEL TEMPLATES ~ EE, EXPORT MEMEER IN LIS... 2.
O | Name Created On
Listungszuordnung fir . Moritzstrasse 51, 6... 23.08.2018 17:36
Listungszuordnung fiir *“ARAL Tankstelle 567... 23.08.2018 17:36

O Listungszuordnung fiir *ESSO Tankstelle 999.. 23.08.2018 17:36

Listungszuordnung flir *Tabakwaren Keib . ... 23.08.2018 17:36
Listungszuordnung fiir 12 grad Wein , Marti... 05.09.2018 10:34
Listungszuordnung fiir A. Mayer , Mannheim...  05.09.2018 10:34

Figure 18: Listing Screen “Members in listing”
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2.4.1.1.3. Listings in Account master data

The created assignments of accounts to one or more listings are the result of the recurring job “Assign
listings”. These assignments are visualized in the account master data.

2.4.1.1.4. Listing products

The main data of the listing are the specification of the products. It is possible to add products to the listing

and specify them:

= Position type: “Core Product” or “Optional Product”

= Period of validity: a product can not appear twice in a listing with an overlapping validity

4 Listing Positions

+ NEw @ DELETE D REFRESH [5) SAVE  GROUPBY: (Type

nm_—mm

Je Espresso emozioni - gemahlen

Etui Chicago
Flips Caribean 225 gr
Flips Cheese and Onion 225 gr

Frosch Kiichen Hygiene-Reiniger

Frosch Grangen Universslreiniger

‘ Gold Light 0,5 Itr.
O Gold Pils 0,5 ftr.

Gold Spezial 0.33 Ifr.

Figure 19: Listed products

1546

1649

1568

1587

1583

1510

4147

4950

4781

4012346461304 Core Product

Core Product
Core Product
Core Product
Core Product

4012346519005 Core Product

Core Product

Core Product

Core Product

2.4.1.2. Additional Functions

2.4.1.2.1. Copy

Single Listings can be copied:

= Header data are copied. The name field is enhanced by the prefix “(copy of)”

= Listing detail data are copied

07.10.2015

07.10.2015

07.10.2015

07.10.2015

07.10.2015

07.10.2015

07.10,2015

07.10.2015

07.10.2015

31.12.20%9

31.12.2099

31.12.2099

31.12.20%9

31.12.2099

31.12.2099

31.12.2099

31.12.2099

31.12,2099

= Assigned Accounts are not copied, due to the fact that each listing has usually different accounts and

that batch processes do this.
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2.4.1.2.2. Mass Edit: Adding products into several listings

It is possible to add products into several existing listings. This is an important process when new products
arise to be added into listings.
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4. Back office

3.1. Promotions
3.1.1. Standard description

Promotions are any activities to support and to enhance the sales of products. In the consumer goods in-
dustry most promotions take place in the Point of Sales / at the account. Promotions have always a tem-
poral limitation.

Promotions need to be negotiated with the key account in the organized market, before they can be carried
to and executed in the POS. This is the task of the KAM.

In the non-organized market promotions are setup by Marketing or Sales management. The sales rep ne-
gotiates the promotion with the independent accounts. Sales Reps are responsible for planning and execu-
tion of promotions in the Point of Sales.

The ORBIS ConsumerONE for MS Dynamics CRM bases on the MS CRM Campaign module and enhances
this module according to needs of promotions as known in the consumer goods industry. Therefore, the
campaign module is renamed into “Promotion”.

But any campaign feature of MS Dynamics CRM remains as known from the standard.

The actual enhancements of the Campaign module into a “Promotion” module are:

= The possibility to add a key account as promotion node

=  The possibility to maintain different periods (order period, placement period, ...)

= The Possibility to maintain promotional products

= Possibility to add Business Activities with a relation to a promotion (that might be flagged as relevant
for creation of visit proposals = creation of visit proposals out of a promotion)

=  Consider promotional products within order entry

=  Promotions including project specific fields and promotional products can be copied
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3.1.1.1. Promotion header Data

The main promotion header data are name, promotion type, periods, etc.

@ CMP-01008-K4V8J6 @ 2nd Placement a -
Light Drink Summer Promotion =

<« PROMOTION INFO
Light Drink Summer Promot tion Schedules

22062018 Actual End Date 31.10.2018

22.06.2018 Order End 30.09.2018

22082018

22062018

Promotion

424 13p, 50 245

Financials- Budget

B

Financials- Costs

Phase & 140 8

Proposed
Financials- Other

Figure 20: Screen “Header data in Promotions”

3.1.1.2.  Accounts in promotions

It is possible to maintain a key account in the promotion header data and to make this promotion available
to each POS assigned to the specified nodes hierarchy. The appropriate assignments are created by a re-
curring job “Assign Promotion” that also can be started manually instead of defined intervals. As a result of
this recurring job there are assignment records in a separate entity “Promotion Account Relation” that are
used in field sales processes /for example finding promoted products within the order module when creat-
ing an order).

Another possibility is to assign a static/ dynamic marketing list to the promotion, having the member type
“Account”. (Please read the chapter about Marketing List) and having accounts specified.

The assigned marketing lists are also used by the recurring job to create assignment records.
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3.1.1.3. Promoted Products

In ORBIS ConsumerONE for MS Dynamics CRM it is possible to maintain promoted products. These products
are used in sales processes as mentioned before.

4PROMOQTED PRODUCTS

& 12,000 Sell Quantity A0 Costs & 000¢

+ NEW (O DELETE

I S O i T vy
Gold Spezial 0,33 fir.

4781 0,00 0 10,0000

Gold Spezial 0,5 tr. 4971 0,00 0 0,0000

Gold Light 0,5 ftr. 4147 0,00 0 0,0000

1
3 =)

Gold Pils 0,5 ftr. 4950 0,00 [} 0,0000

Gold Weizen 0,5 Itr. 49069 0,00 a 0,0000

Figure 21: Promoted Product specification

3.2. Marketing Lists
3.2.1. Standard description

Marketing Lists are used in MS Dynamics CRM to do a segmentation on accounts or contacts or leads and
to run promotions with these. There are two main types of Marketing Lists:

=  Static Marketing Lists: The user maintains the list of accounts manually. The list does not change auto-
matically. The members are saved in the Marketing List. For each member of the ML an assignment
record is created by the recurring job “Resolve Promotions”. If a member is added or skipped, the as-
signment records get updated.

= Dynamic Marketing List: the user adds an Advanced Find View to the Marketing Lists. The Advanced
Find View basically contains the segmentation criteria. Whenever opening the dynamic Marketing List,
only the members are displayed, fulfilling at this point the criteria. The members are not saved in the
Marketing List. For each member of the ML an assignment record is created by the recurring job “Re-

solve Promotions”. If a member is added or skipped, the assignment records get updated.

In ORBIS ConsumerONE, Marketing Lists should use accounts only as member type only in the following
processes:

=  Promotions
= Listings

=  Business Activities

to specify the targeted POS.
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3.3. Business Activities

3.3.1. Standard description

Business Activities are an important functionality in ORBIS ConsumerONE. Within the visit process the Busi-
ness Activities do have two main intentions:

=  Flexible definition of ‘To Dos’ that should be done at the account by the responsible sales during a visit
and should deliver a dedicated answering record that can be used for Analytics.

= Visit planning function = Business Activities can be used in the visit planning process to plan visits
based on existing business activities (linked to a promotion). = Based on business activities visit pro-

posals can be ctreated.

Mostly, Business Activities are created centrally by
= Sales managers
= Sales Back Office

= Key Account Managers

Normally, sales reps act on these business activities during the visit process.

3.3.1.1. “Permanent” / “Non-Permanent” Business Activities
Business Activities can be defined as Permanent or Non-Permanent:

- Permanent: These could be permanent Business Activities, showing up every time (e.g. “Capture
Order”, “Capture Distribution Data” ...) or

- Non-Permanent: The Business Activity show up during a specified period until the user gave 1 feed-
back/answer. These kinds of Business Activities are important within the promotion process, be-
cause the sales rep need to support the execution of promotions at the POS (e.g. “Present Promo-
tion”, “Check 2" placement”, “Capture Promotional Order” ...).

3.3.1.2.  Validity period

The Business Activity may have a validity period and will be shown only if the visit date is within the specified
date range of the Business Activity. Before or after this range the Business Activity will not appear.

If such an Business Activity has been answered, it will not be shown afterwards even if the visit date is in
the range.

If a Business Activity is flagged as “permanent” and has a validity period it will be raised to be answered
within each visit during the specified period.

3.3.1.1. Flag “Ad Hoc Question”

If a sales rep is doing a visit he might do much more than working on the given Business Activities. Therefore,
ORBIS provides a possibility to maintain a “pool” of defined Business Activities the sales rep can select from
to document his additional time consuming “tasks”. These Business Activities are flagged in the creation
process with a special flag “Ad hoc question” to be available in the pool.
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3.3.1.2.  Flag “relevant for Visit Planning”

If this flag is set, it is possible to create visit proposals based on existing Business Activities. These proposals
have a validity period (taken over from the Business Activity resp. the promotion in the background) and
hold the information of the underlying promotion as well.

In the visit planning assistent the visit proposals show the promotion info; so the sales rep has a chance to
know where the proposals come from.

3.3.1.3.  Assigned accounts

Business Activities might be linked to a hierarchy node or to a marketing list if they are created “stand
alone”. The ORBIS ConsumerONE for MS CRM contains a process that resolves the Business Activity along
the hierarchy of the node or resolves it to all members of the marketing list by creating assignment records.
This logic is also based on the recurring job model by ORBIS.

If a Business Activity is created out of a promotion, the Business Activity does not need a specific account
node or marketing list; it will use the assignment records existing for the linked promotion to make the
Business Activity available for the accounts regarded in the promotion.

3.3.1.4. Business Activities in visit planning

The sales rep can see in the visit planning assistant if visit proposals have been created due to Business
Activities.

3.3.1.5. Business Activities in visit execution

The Business Activities give an overview what to do on account site. E.g. a regular process during a visit is
to create an order; therefore, a Business Activity “Capture Order” can be defined.
Business Activities can be grouped if (in the creation process) a group has been assigned to.

3.3.1.6. Weighting factors in groups and activities

Since spring version 2018 ORBIS ConsumerONE allows to maintain weighting factors per Business Activity
and per group as well. This information can be used to calculate a percentage value per group over all
activities belonging to that group and to calculate an allover value using the groups that also have their
individual factors. Typical example for using this function is the perfect store approach.

In the mobile solution, the system shows also the last existing historical value to enable the comparing of
actual and historical values.
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e S S Y

Theke/ Kasse 100.0% 100.0% z m
Bietet das Regal 3 Boden? yes yes
Humidor: Anzahl Prasentationsboxen gepriift (:: ‘D
Prisentationsboxen neu angeordnet C) D

Zweitplatzierungsflache reservieren @ 9 |

ik 2 =
Visibility 100.0% 100.0% l"““

AuBernwerbung tiberpriifen (4_.) (_)

Rating flr Service

Regalbereich 9 | ( 1]

Figure 22: Example for calculation based on weighting factors

3.3.1.7. Business Activities in visit reporting

At the end of the visit, Business Activities are used to report the results about each single ‘To Do’. These
results are stored in specific “answer records” that can be analysed.
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3.4. Sales Folder
3.4.1. Description Standard

This module offers a possibility to attach documents (in general: files). These files might be tight to records
of other entities, so they can be accessed from there (for example a Produkt-Flyer from product master

data).
3.4.1.1. Adding files
=+ NEW ﬁ DELETE | = e EMAILALINK |~ o/7FLOW ~ m RUM REPORT ~ EXCEL TEMPLATES - @._, EXPORT TO EXCEL | ~ i’ IMPORT DATA
+ All Sales Literature v
O | Title 4 | Subject | Type
Default Subject Marketing Collate...

Ritz Cracker

Figure 23: Example for adding files

Sales literature entries can be created within CRM.
If a new record has been created there are some additional steps necessary:

1. Entering data like Title, Subject, Description, etc.

2. Saving the record
3. Adding files (pictures, documents, etc.) via button “+“ in the attachment grid

SALES LITERATURE

Ritz Cracker =

INFORMATION SALES ATTACHMENTS

Title Modified On | File Name

Ritz Cracker
Ritz Cracker 18042018 1... RitzKleinjpg Ritz Crackers 4400

Default Subject

Marketing Collateral

COMPETITORS

Name Website

Figure 24: Example for adding an attachment
4. Enter title and start search for the relevant document
5. After having added the file, klick on “Add”
6. Klick on “Save”

]
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3.4.1.2. Sending of documents
Dokuments can be sent within CRM resp. the Mobile Client directly.
3.4.1.2.1. Within CRM

1. Navigate to entry
2. Select “Send as email” from menu

EHsavE EJ'sAVE&CLOSE < NEW [ij DELETE 3 PROCESS ~ :ESENDASEMAIL ‘B CALLNUMBER @~ <> EMAILALNK ¢%RUN

Send as Email
SALES LITERATURE

Send the Sales Literature as an attachment to an email message.

Ritz Cracker -=

INFORMATION
Title Ritz Cracker

ubject Default Subject

Figure 25: Example how to send from the sales literature entry

3. Fill in data and send email

SALES ATTACHMENTS

Title

Ritz Cracker

EMAIL : CONSUMER STANDARD ~ Priority Due Status Reason Owner™*
thz Cr'ackev = Normal A Draft & Hem
atachment
To 5 File Name 4 | Followed | File Size (Bytes) |
- Ritz_Kleinjpg No 365.223
bject Ritz Cracker
B I U =| =& a x- Al B AL
Figure 26: Example email within 365 web for sending sales literature
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3.4.1.2.2. Within Mobile Client

Within the mobile client an attachment can be attached directly to an email. This requires the following
steps:

1. Go to Sales Literature
2. Click on “Hamburger menu”
3. Select “Email” from the list

< Ritz Cracker

= Info Clear

Title Ritz Cracker

Open
Author Name
Key Words

Copy
Print
Resize Image
psgEc Email

Edit Image

Export

Figure 27: Example to send attachments within the Outlook client

4. Fill in data and send

< Email ®

To de Lamberterie, Gagtan
Cc Click To Select

Subject

Regarding Click To Select

Figure 28: Example Email created from Sales Literature

ORBIS AG Page 32 2018-09-18
Nell- Breuning- Allee 3-5 © ORBIS AG 2012
66115 Saarbruecken

www.orbis.de



Functional Guide o n B I b

Dynamics ORBIS ConsumerONE

5. Field Processes
4.1. Preparation
4.1.1. Visit Planning
4.1.1.1. Standard description

The ORBIS ConsumerONE module “Visit Planning” is used to support especially sales reps in planning visits
for the appropriate accounts. Since many sales reps have got many visits per week, the time for this admin-
istration activity should be reduced. Visit Planning module therefore allows to create many visits for a week
with a few steps.

This chapter uses the terms “Visit” and “Appointment”:

=  Anappointment could basically be a meeting with anybody at any place.

= Visits shall be appointments with the account at the account’s place.

=  When creating a visit in MS Dynamics CRM a standard activity of type “Appointment” will be created.

Therefore “visits” and “appointments” are treated similarly.

Planning visits is divided into two steps:
=  Show (system created) visit proposals based on:
o Visit rhythm settings in the specific account OR
o Business Activities, flagged as relevant for Visit Planning

= Use the visit proposals to create visits in the calendar

This distinction into two steps is as well regarded in the Visit Planning module:
= Visit proposal list

= Calendar

ORBIS AG Page 33 2018-09-18
Nell- Breuning- Allee 3-5 ORBIS AG 2012
66115 Saarbruecken



Functional Guide o n n I b

Dynamics ORBIS ConsumerONE

< sumerC 2 < Appointment Assistant
&

I. R ‘J' Rhythm v E:;Efermd i

F’ Appointment Assi

09/18/2018

1100am | 38 Weekly Toesday,

??Q 08 /a ngm Mosterei Mohl AG, StGallerstrasse 213, 9320 Arbon 38 9320 Arbon Weekly Tuesday
na/1a/018 Rewe , Schulstrasse 1, 21220 Seevetal 38 21220 Seevetal Weekly Tuesday
11:00 am

09/18/2018

5 1_/00 /am Restaurant Bdren , Baarerstrasse 30 , 6300 Zug 38 6300 Zug Weekly Tuesday

F* Promotion Calend|

09/18/2018 | Restaurant Moosmatt, Moosmattstrasse 24 , 6005

Ooooooao

To0am (M £ 6005 Luzern Weekly Tuesday
09/18/2018
Visit Proposals 2018 Restaurant Bahnhof , Bahnhofstiasse 10, 6102 Malters 38 6102 Malters Weekly Tuesday
09/18/2018 G.etranke Krebs GmbH & Co.KG , WildstraBe 5, 66953 38 e . Weekly e
11:00am  Pimasens
o0 = =
<::' 'f> Week 39 (0) G @ /qx

Figure 29: Planning screen of appointment assistant

4,1.1.1.1. Visit Proposal list
The following modes are available in the Visit Planning module to create account related visits:
= Creating visit proposals for accounts according to last finalized visit and visit frequency, specified in
account master data. This planning mode regards accounts only having flag “Is plan able” set to “Yes”.
=  Creating visit proposals for accounts according to Business Activities (flagged as relevant for visit plan-

ning and that may be linked to promotions).

4.1.1.1.2. Appointment Assistant

The Appointment Assistant is split into two parts: the visit proposal list on the top and the scheduling cal-
endar below.
The proposal list shows all existing visit proposals and allows filtering via the column headers like Excel.

Test

09/18/2018
11:00 am

AN A0 AAA0

Figure 30: Filtering on column header in appointment assistant

The columns may vary depending on the needs in the specific project.
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The scheduling calendar can display weeks and also shows calendar entries from the outlook/ system cal-
endar per selected week:

= o n o
& T ek 34 27) H 4 F
Mo 20. Aug (1) Tu 21. Aug (1) We 22. Aug (3) Th 23. Aug (13) Fr 24, Aug (9)
09:18 » 09:00! . (2501 Flug Wien (VIE) - Frankfurt (FRA) OS 7259 - . .
B Goschatilich OEM- Lizenzthematik % i A Vv Moritzstrasse 51, 65185 Wiesbaden Geschaftlich

11 [ Tabakwaren Keib , Winzler Strasse 112 ewe 03 , Langenhof , 81371 Bad
12:56 [ 4] 66954 Pirmasens Zwischenahn
1900) B ARAL Tankstelie 4711, Aachener StraBie 1006
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Figure 31: Example for the scheduling calendar

The calendar is always the calendar of the actual user, appointments with its origin in Outlook/ Exchange
can be displayed only but not changed/ moved.

4.1.1.1.3. Visit creation
The visit planning module has got the following abilities to create visits from the proposal list:
= Visit creation by using proposed date and time:

o Accept the date and time in proposal list or modify the date and time.

Appointment Assistant

2 )

& |
[ o Jemem

09/18/2018 | ¢ |  September20ts | & | -
1100am o | [we | [ [ e | ] :

Campaign Postalcode

11:00 am

09/18/2018
il 2]

O 11:00 am 320 Arboni 38 9320
09/18/2018 3 4 5 6 7T 8 9

[l S 38 21220
[ 10 11 12 13 14 15 16
09/18/2018

o 11:00 am Zug 38 6300
09/18/2018 ¥ Akl

o 11%01 | 38 6005

am 24 25 26 27 28 29 30

09/18/2018

[ |20 1102 Malters 38 6102

09/18/2018 le 5, 66953
| 11:00 am 11~ 2 00w 8 e

Figure 32: Example for adapting proposed date and time

o Select one or several records in the proposal list
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Appointment Assistant

& | R )
[ e Jowme
L

11:00 am Pirmasens

09/18/2018 *Tabakwaren Keib , Winzler Strasse 112, 66954
11:00 am Pirmasens

D 09/18/2018 Sittel, Henning (Mitarbeiterkunde) , Nell-Breuning-
11:00 am Allee 3-5, 66115 Saarbriicken

D Uh/1%,2018 Alnatura , Hoheluftchaussee 18, 20251 Hamburg
11:00 am

09/18/2018 *ARAL Tankstelle 5678 , Am Bahnhof 25, 22222
11:00 am Hittfeld

09/18/2018 ESSO Tankstelle 1234 , AmsinckstraBe 32 , 20097
11:00 am Hamburg

D 09/18/2018 ESSO Tankstelle 9876 , LudendorfstraBe 652 , 23456
11:00 am Bremen

/. NaM8/2n18 *ECCN Tanketalle 9004 Arnuilfetralfe 2R AARQSA

Figure 33: Example for selecting several visit proposals
o Press Save-Button => for each selected record/account in the proposal list an appointment will

be created.

- L) Week 38 (9)

Mo 17. Sep (0)

BV *Tabakwaren Keib , Winzler Strasse 112,
LB 56954 Pirmasens

L) *ARAL Tankstelle 56758, Am Bahnhof 25, ‘

gl 22222 Hittfeld
) ESSO Tankstelle 1234, Amsinckstrafie 32,
£l 20097 Hamburg

e N
g [Er—
WS

2R

Liste der Module

=R

Figure 34: Example for appointments created by accepting proposed date and time

Because drag-and-drop is not available/ not working well for touch based systems, we worked on an alter-
native solution:

= The user
o selects the proposal from the list
o clicks on the “+” of the appropriate day
= The system displays the visit (but it is not saved yet)

= The user saves the proposed visits
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10/02/2018 - -
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10/02/2018
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10/02/2018 N 15, Industri Kottenforst, 53340 o
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11:00 am Meckenheim
10/02/2018 5
O ) 1_/ o Oim Norma 30, Neustaedter Ring 78 , 39517 Tangerhiitte 40 39517 Tangerhiitte Weekly Tuesday
= = =
<3E>Week35(9) B4 & &

*Tabakwaren Keib , Winzler Strasse 112, Flug Frankfurt (FRA) - Hamburg (HAM) LH 12 Q%] Flug Hamburg (HAM) - Frankfurt (FRA) LH 13
6954 Pirmasens - 19 Sep (11:00-12:05) NPLYNE QAL - 21 Sep (10:00-11:10) NPLYNE

RAL Tankstelle 5678, Am Bahnhof 25

2222 Hittfeld

S50 Tankstelle 1234, AmsinckstraBe 32, 16:00)
20097 Hamburg Ubergabe Wohnung Kiesweg

Business & More Vorgangs-Nr.: 117348983 ﬂ JOUR FIXE Modulentwicklung

Liste der Module

Figure 35: Screen of Appointment Assistant with all functionalities

After having dropped the proposals into the scheduling calendar, the user can move the visits within the
day by selecting the appropriate visit and using the arrows in the menu bar.

If there are many visits on the same start time for a day, he can select a visit and use the wand to straighten
all following visits with default duration and default time blocks between the visits.

Visits can be deleted if the user has not left the screen.

The Appointment Assistant is available in the mobile environment only!
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4.2. Visit Conduction

All processes, relevant for the visit process, can be started directly from within the appointment itself. The
user does not need to click and switch.
The ORBIS ConsumerONE provides the following modules to enable these execution processes:

= “Business Activities”: When opening an already created visit (apointment), the according Business Ac-
tivities for the account are preset in a list. The Business Activities are used to lead the sales rep during
a visit. After execution of the Business Activity the sales rep gives a feedback directly in the list of Busi-
ness Activities in the appointment.
= “Order Entry”: This module is used for order taking. Order Entry might have a pre-population of listing
products and/or promoted products. When creating an order out of the appointment, the account is
taken into the order as well as products are preset automatically from account’s relevant listings.
= “Distribution (Survey)”: This module is especially used to capture data about the products available in
the store. The data to be captured can be:
o Distributed
o No. of Facings
o Consumer Price
o

When creating a survey out of the appointment, the account is taken into the survey as well as
products are preset automatically from account’s relevant listings.
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4.2.1. Selection Criteria
4.2.1.1. Standard description

The selection criteria offer a possibility to store data related to an account without creating new attributes
all the time by customizing. All information available in Selection Criteria are provided by creating data
records in the specific entities “Selection Group” and “Selection Attributes” in the background.

The user, working on customer site, just needs to enter data.

If needed these data are available for analysis in the background as well.

4.2.2. Business Activities

4.2.2.1. Standard description
See chapter 3.3.
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4.2.3. Order
4.2.3.1. Standard description

This process is used to order goods. ORBIS ConsumerONE provides several adaptations according to the
industries needs. The following Order Types are pre-configured:

= Standard Order

=  Fast Entering Order

=  Promotion Order

= POS Material Order

Orders are usually entered into CRM and then transferred to an ERP system. Therefore, the CRM order
entry must not have the same function as the ERP order entry (e.g. availability check or price calculation).
For example, price calculation can be done by sending the order to the ERP directly which calculates the
prices giving them back into CRM (but without creating the order physically).

The order’s status should be set to “fulfilled” when finished. Then it is not possible to modify the order
anymore.

One main feature of order entry in ORBIS ConsumerONE is the automatic preset function for listed products
when creating a new order; the user can enter product order data easily according to an MS Excel sheet.
The preset functionality depends on the order type.

When opening an existing order, ordered products only are displayed. But the preset logic of appropriate
products can be switched on again. It is possible to add products manually, this is needed if:

= The product is not specified in the set of preset products
= Product is available, but there should be several order items having the same product, e.g. 10 units of

product A with category “Sales”, 2 units of product A with category “For Free”.

The definition of “appropriate products to be preset” is different per order type:
= The Standard Order does an presetting of
o Valid products specified in the assigned listing (of type “listing”) AND
o Valid? products specified in linked promotions
= The Promotion Order presets promotional products of the promotion specified in the order header
only.
= The POS Material Order presets valid products specified in the assigned listing of type “POS Materials”,

only.

2Valid promotion products must fulfill the condition: Promotions.OrderdateFrom <= SalesOrder.Orderdate <= Promotion.OrderdateTo
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4.2.3.1.1. Order Value Calculation

The price is gathered from the price list linked to the order. When creating a new order, the price list field
is filled automatically by the price list having the flag “Default”

In the consumer goods standard situation there is one price list only. Therefore, a fixed price list “Standard”
is assigned to the order, using the prices specified in this prices list for the products.

Order item categories affect the calculation:

Iltem category “Sales”: product value is calculated and added to the order total value

Item Categories “For Free ...”: A discount of 100 % is applied: The order value is not affected. It is possible
to specify different Item Categories “For Free” with the same affect in order value calculation.

Iltem Category “Return”: The order value of this item reduced the orders total value.

It is possible to enter manually a discount per order item, when item category = “Sales”. The discount is
considered in order value item level and on header level.

It is possible to enter manually a discount on order header level. This discount is considered on order value
header level only.

4,2.3.1.2. Requested delivery date

The user can request a specific delivery date. This requested delivery date cannot be a weekend (Saturday
and Sunday) or a national bank holiday specified in MS Dynamics CRM module “Business Closures”. The
preliminary lead time can be defined specifically per account. It is set when creating a new order and it is
validated by the system when a date entered below this date.

42.3.1.3. Line item Count

When saving an order, the number of order items are calculated and saved in the order header.

4.2.3.1.4. Availability check

ORBIS ConsumerONE does not maintain quantities on stock level and does not regard quantities on stock
in its standard (subject to project specific adaptation). But in case that a product is not available at all at the
moment, it is possible to maintain in product master data the date when a product will be available again.
This information can be considered in order entry, showing a coloured marker or a symbol (Resco only)
Example: In case that the product’s availability date is before the requested delivery data of the order, a
green bar indicates that the product availability date is before requested delivery date of the order.

The products in the order entry grid are sorted as follows:

=  Promoted products appear on top (according to Promotion Name)

= Sort number, defined in the promotional product:

4.2.3.1.5. Product number

The product number is gathered from the Product Master Data. Typically, these data are delivered by in-
terface from the ERP system.
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4.2.4. Survey
4.2.4.1. Standard description

The Distribution module is used to capture any product related information checked in the POS. Therefore,
it is a very important instrument in the consumer goods industry. The distribution module has got the pur-
pose to

= Check the availability of products in the POS (Distribution)

= Capture the consumer price of the products

=  Check compliance of product situation vs. planned in listing agreement.
= Capture competitor product situation

= Capture the shelf share in the store.

4.2.4.1.1. Distribution header

When creating a new distribution the following data need to be provided:

= Account : This is the POS where the distribution is captured

= Distribution Type: this is the type of the distribution. It indicates which set of products will be pre-
set/displayed when creating a new distribution: The following types are available:

= Slotted Products®: This are the products specified in the listing of type “Listing” assighed to the account.
They are marked with a blue line

*  Focus Products®: These are the products specified in the listing of type “Focus Products”, assigned to
the account. They are marked with a yellow line.

= Slotted and Focus Products: Products of assigned listings of type “Focus Products” and of type “listing”.

The following fields are preset:
= The field “Date” is preset by actual system date.

= The field “Name” is preset by name of the account and actual date

4.2.4.1.2. Common features about distributions

Distribution records can modified on the day of creation only. It is not possible to create more than 1 dis-
tribution per account, day and distribution type.

3 ,Slotted Products” are defined in Listings of type ,Listing”: These are products planned centrally to be available in the store, to be sold to the
consumers.

4 Focus Products: Focus Products are mainly specified by marketing department, to get a feedback about the important products only. Important
products can be “own” products, but as well “competitor” products. Using the focus products feature have as well the advantage to reduce the
workload of survey taking on relevant products only.
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4.2.4.1.3. Distribution Details
In the ORBIS ConsumerONE standard the following data can be captured per product:
=  Facings
= Consumer Price
= Distributed
= Qut Of Stock
= Allignment of the in the shelf
= Shelf location

. *T L I F— - ~ & H Sittel
Distribution: *Tabakwaren Keib , Winzler Strasse 112 , 669... = e

SUMMARY SHELF SHARE INFORMATION

Date” 10.09.2018 Total Shelf Length (cm) @ 1,500 Shelf Share Total (own) @ 0,00 R -
ution Type  Siotted and Focus Products Remarks

Account™ *Tabakwaren Keib, Winzler Strasse 112 , 66954 Pirmasens

4 Distribution Details

I S L S S e e e S
/' /' | |/ mw [ [ |
ARTIST LINE ANIVERSARIO 140 0102050102 0 0,00 Q No No 0,00 Core Product 0102050102
ARTIST LINE HBPR Double Corona 0102050103 0 0,00 m No No 0,00 Core Product. 0102050103
ARTIST LINE MATA FINA - JALAP. . 0102050201 0 000 @D no No 0,00 Core Product 0102050201
Atk 16210 16210 0 oo @D no No 0,00 Optionsl Product
Artist Line Startsortiment 09999554621 0 0,00 Q No No 0,00 Core Product. 0099554621666
Chips Beerand Whisky 225 o 1534 0 oo @D ro No 0,00 Core Product
Chips Natural 225 gr 1556 0 000 @D no No 0,00 Core Product
Choco Haselnuss/ Hazeinut 100 or 4089 0 oo @D e No 000 Core Product

Figure 36: Distribution Detail: Capture product related information

4.2.4.1.4. Features about distribution details
When opening the grid, products are preset according to the definition of “Distribution Type”:
= Slotted products
=  Focus products

= Slotted and focus products

in case that an appropriate listing is assigned to the account.

The fields to be entered per surveyed product can be preset by historical values from previous survey with
the same survey type at this account.

When saving the distribution details, the software checks whether there is any product that has got “Dis-
tributed” = “No” and that is specified in the listing as “Core Product”. Then the field “Distribution Issue” in
account master data will be set to “Yes”. If all products are distributed, then “Distribution Issue” will be set
to “No”.

This information in account master data shall be used in visit planning module to select on accounts having
distribution issues.
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Field “Contact Range”: This field cannot be entered manually. This field is calculated by Facings * Measure-
ments specified in product master data. The setting “Alignment” in Distribution Detail is considered:

When set to “On Edge”: Contact Range = Facings * Width
When set to “Alongside”: Contact Range = Facings * Length

The field “Alignment” is preset by historical value or alternatively by default value of the option set.

Measurements (Shelf Share)

Width |25rgg Length |125,00

Figure 37: Product Master data: Measurements used for shelf share calculation

4.2.4.1.5. Shelf Measurement

Shelf Measurement is a rather new functionality within the ConsumerONE and fully supported in the mobile
application only.

It provides aggregated data about shelf KPI like listing quote or surveying rate per product group. Therefore,
the sales rep has to maintain some detail data per product group once in an initial visit; these data are used
for each follow up created survey and shelf survey with the possibility to adapt if needed.

i —
Survey := ShelfSurvey
Selck Hirarchy Lovel: (o8 Sagmart™]
Account “Tabal Keib . Wingler Strasse 112, 66954 Pirma...
oo e St s e e e e e T N P
Date 2 : : : = L - I -
i . 3 A w00 oo [ = [ o s P
OnwiT] Henning sittel e s 2 2 20 oo [ o oo > o o s =0 [N
Total Shelf Length (cm) 500 te 2 | oo > L ost - -m
Shelf Share Total (own) > oo0 > o 4 \/@, Jl“
Shelf Share %
:= Notes @ +

Note created on 25.10.2017 14:59
Edl image/jpeg 13.11.2017 12:17:41

Figure 38: Example for shelf survey, calculating certain aggregated figures on product hierarchy level.

The system can compare calculated values to historical values and can give a hint about the trend.
It is also possible to aggregate these data along the product hierarchy using the preconfigured five levels:
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Resco Mobile CRM

< Distribution

Select Hierarchy Level:

SL Fac.(cm)
0,0

495,0
LM Fette/ Greases 19 0 0 0,0 0,0 33,0 0,0 0,0 0,0
Motorensl/ Engine oil 8 0 0 0,0 0,0 13,0 0,0 0,0 0,0
Getriebes/ Gear oil 6 0 0 0,0 0,0 18,0 0,0 0,0 0,0
Milchprodukte/ Milky products 0 0 0 0,0 0,0 0,0 0,0 0,0 0,0
Dinone 25 0 0 0,0 0,0 23,0 0,0 0,0 0,0
Cigarren/ Cigars 40 0 8 0,0 20,0 > 83,0 0,0 0,0 0,0
Cigarillos 27 0 8 0,0 29,6 - 68,0 0,0 0,0 0,0
Filter Cigarillos 38 0 0 0,0 0,0 55,0 0,0 0,0 0,0
Longfiller 0 0 0 0,0 0,0 0,0 0,0 0,0 0,0
Shortfiller 0 0 0 0,0 0,0 0,0 0,0 0,0 0,0
Merchandising 5 0 0 0,0 0,0 32,0 0,0 0,0 0,0
Advertising 10 [ 0 0,0 0,0 51,0 0,0 0,0 0,0
Erdal 7 0 0 0,0 0,0 15,0 0,0 0,0 0,0
Frosch NaN 0 0 0,0 0,0 0,0 0,0 0,0 0,0

Distribution Positions

Figure 39: Example for data aggregation in the shelf survey.

All KPI can also be visualized in a graphical way:

Survey

Account *Tabakwaren Keib . Winzler Strasse 112, 66954 Pirma...

Distribution Type ted Products

= Chatts

Select Hierarchy Level:

Brand
Sub Brand
Segment

Sub Segment

Ml historical [l current

Survey Rate

Al Capone Product Segment Al Capone:

Date 25.10.2017 Artist Line Artist Line
i Hesiisiy Sl bl o sere/ Beers
Cpe e

Total Shelf Length (cm) ~ 1.500 e P g s

Shelf Share Total (own) 0,20

Fio

Fio

Fliessatta Fliessiette
Shelf Share % 0,01

Fiio o

Give Avays Give Avays

= Notes B + Gutscheine Gutscheina

Joghurts Joghurts

Note created on 25.10.2017 14:59
image/jpeg 11,2017 12:7:41

L4 Getriebe) Gear ol
L Motorenale/ Engin..

Ukére/ Liquors.
Mexgetranks/ Mixaries

Monttioir

LM Getriebesl/ Gear oil
L Motorensle/ Engin.

Likére! Liquors

Mixgetranke/ Mixeries

Monttioir

Moods e
Shelf Length Rate Facings
e e
Figure 40: Example for graphical visualization of shelf survey data
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4.3. Visit post-processes
4.3.1. Daily Report
4.3.1.1. Standard description

The Daily Report module is not part of the Core standard. ORBIS has an Add On that be used to give a
possibility to the user to see a summary of the day what he has done. On the screen he can see:

=  Appointments of the day
=  OQOrders created on the day

= Surveys created on the day

It is also possible to provide attributes to store details about the daily working hours and also about the
daily mileage.

In terms of standard, the user will create every morning a new Daily Report. When creating a new Daily
Report, the actual day and the actual user are preset automatically. Furthermore, the start-km field can be
preset automatically by the previous day end-km value. The name field should be preset or filled by a work-
flow.
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6. Analytics

ORBIS does not provide a standard analysis model anymore because it is not possible to provide a standard
that covers all the different needs across ORBIS’ customers. Therefore, we recommend to use PowerBI with
individually adapted analytics that may be available also in the mobile client when using it with an existing

data connection (WiFi or LTE).

< sumerC & O PowerBI

Dashboard

Regal und Disribu-erhebung 1.95

QUT OF STOCK DIM. ACCOUNTIPRODUCT
EE PowerB! 0o last Distribution MTD & PMTD for Product/Account/Owner
A Capne Cigartos 10 OHNE Fter

At S e
e
oz
o

i 5 | Aceount
st oo |
PS——— IOt

#ALDI-NORD GESAMT

Panter Brasi M

= it @ ARAL Tankstelle 4711 |
g ARTIST LINE ANNVERSARIO 140 @ ESSO Tankstelle 1234
st L Gutschen, Wert SDEUR SESSO Tankstelle 8876 4
ARTIST LINE HEPR Doubl Corans #JET Tankstelle 2233
ARTIST UNE WATA FINA - ALAPA Do e e AlCapone 5% @ Mosterei Mohi AG
i o Exgenprodutel Oun Produc.. o Reus

ChipsBasr s Whiky 25 0
Chis Nara 26 ¢ i Pl T —
Ghoco Hasenus! Hazeiut 100 ¢
haco ks Gasza 100 ¢ LM Motorenale/ Engine .
15%

Sene e B = Luwusgliter) Lusuries
£

(o WiterHszsint 100 g Motorenal/ Engine oil
15%

bakwaren Keib , Winzler Strasse 112 , 66954 Pirmasens

Account = PowerBI

Name. Total Amount Total Quantity

E $32:86 Tsd. 229 Ted.

Srire ofTosal Amaunt

Name *Tabakwaren Keib .

Account Type LEH v TR )

Email rk@my-web.de T PR

Main Phone +491622005899 [ “‘ ‘ | o ‘ ‘ $32.86 Tsd.
= il o |

Web Site hittp://www.mein-tabakladchen.de @

Primary Contact Schulz, Andreas @ CRM Order Page 2

curreney fue ® +— Sharepoint

Price List Standard ® A

Figure 42: Example of Power Bl integration directly in account record (with restriction to account level)

For offline purposes we are able to offer offline reports on the mobile device; in this case the data need to
be prepared for this approach (pre- calculated or aggregated etc. and stored in specific entities in CRM).
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Figure 43: Example for mobile offline reports
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Figure 44: further example for offline mobile reports
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