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Get the most out of Dynamics 365
& create ongoing business value
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Go-live isn’t an end state, it’s a new beginning

BUSINESS PRIORITIES CONTEXT SOLUTION

Understanding where the value lies starts
with understanding today's business

challenges and market opportunities.
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Make the most of
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your current solution

Error the alignment of business
corrections @ priorities and technology
to define initiatives that will

Market
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What it takes to create ongoing value

Business & industry
perspective

N\

Maximizing your investment
through continuous improvements
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How to create ongoing value

Explore Exploit

New Value Existing Value
Search and breakthrough ‘ Focus ‘ Efficiency and growth
High ‘ Uncertainty ‘ Low
Venture-capital style risk-taking, Financial Safe haven with steady
expecting few outsized winners Phllosophy Returns and dividends
Iterative experimentation, embracing speed, Culture Linear execution, embracing planning, predictability
failure, learning and rapid adaption & Processes and minimal failure
Explorers who excel in uncertainty, are strong at pattern PeOP|e Managers who are strong at organizing and planning and can
recognition, and can navigate between big picture an details & Skills design efficient processes to deliver on time and busget

Source: The Invincible Company: How to constantly reinvent your organization with inspiration from the world’s best business models (The Strategyzer Series) by Alexander Osterwalder, Yves Pigneur, Alan Smith, Frederic Etiemble



https://www.strategyzer.com/books/the-invincible-company

The ‘Value First’ customer
approach & framework

The Columbus Value First approach helps you discover how digital
technology can unlock your company’s opportunities to create new
business value. It features a mix of modern techniques to help
mitigate common business transformation challenges and more
niche challenges specific to other disciplines necessary to gain

new value.

Our aim is to help you:
Build a clear, bold vision
Create engaging value propositions
Execute value-driven change
Measure your success

Reveal more benefits as your business continues
to transform and optimize



The Value First Framework

Strategy & Envisioning

Building a clear, bold and compelling
vision for new value and gaining strategic
alignment and buy-in on the priorities

Value-First Leadership

Leading a business value creation culture
and providing governance for the
organization’s value management discipline. Envision &

C pa—

Business-driven and integrating value Identify
management into the other change and
transformation disciplines ¢
Value Analysis & Solutions

——® Unpacking the value and designing the

. L. . solution to produce it

Identify Further Value & Optimize Value-First
Establishing opportunities for further ®——— Optimize & Leadership Plan &
improvement and value evolution Re-envision Engage Value Proposition & Roadmap

L__g Planningthe roadmap and pace of the

change and building the business case and
coalition for its delivery

Realize & Appraise Value

Tracking and measuring benefits and taking |
any remedial action for realizing and
consolidating the value

Manage Value Through Change
Transform & [———® Maintaining a focus on value in every change by
Measure managing the benefits plan’s delivery




Evolve

Smart approach to continuous improvement




Want to optimize your investment and continuously improve?

* Analysis of the business strategy,
stakeholders’ priorities,
operational solution, usage,
current journey maps,
backlog of initiatives, etc
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Service Overview

Co-create solutions

Optimization
& Map the value

& Re-envision

* Minimum of two
half-day Workshops

* Envisioning the
Value & priorities

* Capabilities to
successfully deliver

P o
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* Review Backlog,
Collate & Prioritize ideas

Result, Plan
& Playback

* Delivery proposal,
expected outcomes
& recommendations
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Workshop Details

* Delivered remotely, on-site or hybrid using online workshop
and whiteboard tools

* The process is led by the Columbus Strategy&Change team.

* The Envisioning workshops require participation from key
stakeholders within your business, such as C-suite, directors
and other senior executives, subject matter experts and
system end users.

* |deally, to be conducted it Quarterly or Half-Yearly

BUSINESS VALUE MAP AND DEPENDANCY NETWORK
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Business Goals
Strategies & Objectives

1 Customer Centric Culture

2 Standerdise Global Approach & Local Service

3 Customer Self Service

4 360 View of Customer

5 User Adoption & Engagement

6 Automated Processing

7 Outa Oriven insights

8 Defined Dats Ownership

farecasting toal




Example: Deliverables

Recommended governance, approach, capabilities roadmap and
Business Case with ROl and the proposed Solutions

2021 2022

Quarte Q2 Q3 aa Qi Qz Q3 Qs a1

Observations and recommendations

Hgh process change
undemred by ERP

This 15 a big change management [o
- Leadership and Ambassadons o
« Dadicated Change Managament

2023
Q3

Value & Benefits VALUE AND BENEFITS DELIVERY

Governance
& Programme
Management
Trussibor mation

Pariner

Vit B Banedis Value,
[reme

Business Case

‘Weatabix Way - Pregrammae
Trans. office

1T Arch, & Data
Masapiriirt

Process Change
Hote - Type 1
(PCHL)

Early Value

Process Change
Note - Type 2
{PCN2)

Enabled Value

Process Change
MNote - Type 3
{PCN3)

‘Weatabix Way — Prejacts and Workstreams

Columbus

= Roadmap & Value Driven, People Centric and Holistic set of Transformation Programme Management Disciplines

Unified Value

m

Vaiue & benefits mansgement throughout There
1% 2 groat deal of valus Shat is #cult 1o quantly
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#11h atage, Nedcs % cortinue 0 the ‘Design govermance

Process Change Note - Type 1

PCN 1s

A business or process change
that can be made without the
need of major change or
implementation of technology

Vieatabix Way wil pay for Rself & more
BPOs arc! BPMs 10 now validate

Process Change Note - Type 2

PCN 2s

A business or process change
that can only be made at
transition to or after the
implementation of technology

Early Value - PCN1's Enabled Value - PCN1's & PCN2's Unified Value — PCN3's

Process Change Note - Type 3

PCN 3s

A business or process change
that can only be made with the
integration of technology
and/or the automation of
processes
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Next steps

Areas of consideration to get started
Business Strategy to Systems Strategy/Roadmap

Any descoping done in ERP delivery project or at transition
Future phased delivery or descope and why?

Is there a current backlog of delivery, optimisation or enhancements?

What else is going on in the business?
Known business priorities, challenges & opportunities




Our mission

We deliver customer success

7 30 5000+
Years of in-depth industry, D@ Enterprise & Large SMB

technology, and process customers worldwide in
experience various industries

®* Columbus is a global digital advisor and IT consulting company

* Part of NASDAQ Copenhagen stock exchange since 1998

® Largest Microsoft Dynamics (ERP) partner in Northern Europe

Columbus

0,000

Business-critical application
implementations




Realize the full potential of your business

Scalable partnership Increased value

Digital advisory,
industry knowledge and @&
best-in-class ERP platform g,

Local presence
empowered -
by global experience

Q
and resources ﬁ ﬁ-
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Pillars of
success

Business growth Guaranteed efficiency

Best practice
Methodology

for life in the cloud
[l

Full range of business-
critical services




Local presence empowered by global experience & resources
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Strong partnership with Microsoft worldwide ‘%ﬂg
7X

Winner of
Microsoft
250 partner of the
; +
Pl\r/gglr é) éﬁ{:cs Largest Dynamics 365 VEr A
Member of club 5 Mlcrgsoft experts
Inner Circle for ynamics ERP globally T
partner in Certifications Gold Statuses
20+ years Northern
Europe Cloud Business
Application
Enterprise Resource
Planning
Project & Portfolio
Management
. . . *  Application Integration
Profound expertise in Dynamics 365 & Power Platform © Application Development

Cloud Productivity

) ) *  Cloud Platform
B Microsoft HE Microsoft - Data Analytics
B Dynamics 365 B™ Power Platform . Data Platform

Columbus 16



Our focus industries

Retail & Distribution Manufacturing Food & Beverages




Our Microsoft Dynamics ERP customers globally

THE ORIGINAL
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Retail & Distribution

Deliver a unified customer experience
across all channels and touchpoints:

@ Unified commerce @ Marketing, branding and @ Order orchestration
experiences channel management & fulfilment

@ Strategic Planning & @ !In store experiences @ Al & Data Insights
Demand Management

© Inventory Planning © Customer relationships © Commercials
& Management and back-office

Columbus

matas
DEVOLD

Bolia-com

new scandinavian design
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Manufacturing NASTA

FORNBYDE KUNDER VENDER TILBAKE

Optimize time to market and transform VIVl

Solutions
your business towards servitization N

LINAK 3

WE IMPROVE YOUR LIFE

@ Design Engineering, @ Sstatistical Demand @ Enterprise Asset

ECM Forecasting Management r.1azak

MAERSK
@ Generic products, @© MES & Resource @ Asset Service . CONTAINER INDUSTRY
Configuration management, MR/AR Management ;
Ncc”™
© Product Life Cycle © Global S&OP, © Preventive & Predictive
management Load balancing maintenance v
A% AXFLOW

SODRA

Columbus
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Food & Beverage Yorkla

THE ORIGINAL

Deliver compliant, transparent, efficient &
traceable value chain in a highly regulated
industry:

Felleskjopet

@ Managing @ Multiple integrations @ Sustainability CERMAQ
expiry and waste to Production & MES P R
g
Danish Agro
© Track & Trace © Complex © Preventive & Predictive LERQY
End-to-End route planning Maintenance
MEATLESS
© Forecast-driven © Unique controls © Complex Intercompany GFY{}R':Q b g
production in goods receipt transaction setup

and production

s.
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