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Maximise B2B Customer g
d Lifetime Value with
Predctive Sales
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I We are the autopilot of
' B2B sales.

Our Predlctlve Sales Software prowdes
automated cross-sell, churn and price
recommendations for sales reps.
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This enables companies in manufacturing and wholesale
to maximize their customer lifetime value.

| -
7.

) 2 : %
p— - - fi g . \

€



Partners & Honors
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G The Next Frontier Of B2B
€rman Sales Is Predictive
Artificial B\ Analytics
) : 0 . . @ Larry Myler, Contributor
Intelllgence Karlsruher Institut fiir Technologie ™
If only we could predict what predictive analytics has in store for us.
. . It's clear that the technology will continue to drive significant change
ASSOCIatIO n ?n the workplace for 1'|arw3:a' sllu come. H(h: will _rf_:\l use itto ’
transform your business for the berter?
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Companies that
trust us:
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Customer Voices

i Qymatix Software makes customer attrition

risks and untapped sales opportunities over

hundreds of customers and thousands of

products easily accessible.”

General Manager
DACH Market Leader in Manufacturing



Qymatix Proprietary Al technology
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QYMATIX

<~ Insights

Distribution Inc.

Total Sales Cross-selling
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Sales @ Sales Last Year

86 066 726.86 / 40 551 443.68 € . Impact: 44 754 698.04 £

Churn Risk Price Intelligence,

Customers
R— - D Insights

High Some Risk Low

Churn Risk

. Impact: 25 246 239.92 £

IMpact: £ 4/8 /£1./4 %




QYMATIX

< ~» Insights: Which customers have unfulfilled Cross-selling sales potential?
Distribution Inc.

~  Insight 52% 0% 76 % 44754 698.04 €
nsights ) . - . ) . . .
9 Average Cross-selling Potential Minimum Cross-Selling Potential Maximum Cross-Selling Potential Impact
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CVS Health
25 JPMorgan Chase
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Walmart Microsoft
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Low

High
Cross-szelling

Sorted By: Cross-selling - Top 100
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QYMATIX

~ Insights: Which customers are at risk of churning?

Distribution Inc.

»~” Insights

14
Customers With High Risk

261 25
Some Churn Risk Low C

100 { ‘
25 \T?{ z
[ Fowers)
Fordor
, s
High Some
Sorted By: Churn Risk - Top 100
Search
Type Customer Name
i HOFA

2524623992 €
Impact

Low

Order Customers

Based On Attrition
Risk



QYMATIX

Distribution Inc.

< ~» Insights: Where can we improve our pricing strategy?

~7  Insights

18
MNegative Pricing Behaviour

52
Normal

100
. 75
£l
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o
Bad Mormal
Pricing
Sorted By: Negative Pricing Behaviour - Top 100
Search
Type Customer Name
Walmart # HOFA

UnitedHealth Group

++

2478721.74 €
Impact

Good

Order Customers
Based On overall

Pricing



QYMATIX

nsights

Distribution Inc.

~2 Insights

400k

300k

200k

100k

680 482.96 -10 % January February

Sales Volume in € 2020 Change vs. 2019 Strongest Month 2019 Weakest Month 2019

Sales

#ii Qymatix Al Advisor i Pricing

On average, you are more active in other customers than in Estee 0

Cross=selling Margin Lauder. There are signals pointing to the risk of losing this customer. Are Products

you active enough? Your customer base is growing faster than Estee 5361061 -
Lauder. You do not seem to be cross-selling here all the products you

could Suggested price: 66.47 € - 72.99 £

Price
Intelligence Lovalty Can you consider one of these products? - 3051300 3055393 (i ]
. 1153804 1153810 1197103 3055380
® Insights
|
o 1 1 & Al advisor &
] [] [] [] AAVISOr
Jan Feb Mar Apr May Jun Jul Aug

o @ sttt Detailed view of
your customer




Use Cases

Increasing CLV in Wholesale & Industrial Distribution
Reducing churn-rate in subscription-based Services
Increasing cross-selling rates in Components Manufacturing

Estimating & forecasting growth sales potential in components industry



Customer Success Story

The Customer

DACH Market leader in manufacturing and

distribution of drainage technology. 60 % cquctionin e i
€35 Mio Revenues
1.200 Customers
4.000 Products ROl in 90 DayS, thanks to improved cross-selling

20.000 Transactions / Year

Improved pricing and simplified discounting

The Challenge

QYMATIX

Increase cross- seIImg reduce customer churn Q- < e
and adjust prices dynamically in a very - v
conservative distribution channel.
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Customer Success Story

The Customer

European Leader of Mobility Services

€ 52 Mio. Operative Income
50.000 Customers (EU)

350 Services

200 Mio. Transactions / Year
150 Key Account Managers

The Challenge

Reduce voluntary, “hard” and “soft "customer
attrition of subscriptions.

. Light Fleet DEU-Kunde (Kundennr: 108474 ) DEU_F|
Ubersicht | Stamm | ADR | ASP | Bedart | Tasks | Bericht | Korr | Produkte | Kart

Offene ToDo
Termin Betreff Mitarbeiter

05.122019 Attrition Alarm fur Kunde 108474 (Te:

P9 99

28062019 Umsatzsteuer ID uberprufen

28.06.2019 Umsatzsteuer ID uberprufen
Neukunde im Rechnungswesen erfi REWE
Sicherheiten fur Neukunden uberpru FINANZ

W WIwI

API-Based Solution

90% Accuracy - 4 months in advance

Expected Benefits of 2,5 to 4,5 € Mio. in3vYears



Customer Success Story

The Customer

Worldwide Manufacturer Leader of Paper
Machine and related services

200.000 spare parts in the web-shop

> € 100 Mio Yearly Revenue

No measurement of cross-selling potential
High-value business lost to competitors
Spare parts pricing follow a flat cost +

The Challenge

Find cross-selling opportunities in a limited
market for machines and aftermarket
business and offer the output via CRM and
Web shop.

Improving cross-selling by 12 to 20%
Reducing customer churn by 5 to 20%

Expected Benefits of 4,5 tO 8,0 € Mio. in3Years
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Customer Success Story

The Customer

European Leader of Components for high- dentified high probability price incr. of 1 - 2 %
voltage distribution

Found Cross-selling potential 6 € Mio.

4.500 Customers o 1

31.000 Products (7 Segments) 50 % Reduction on customer Chumn
100.000 Transactions / Year

Current Yearly Churn of 37 % SRR AR

Extreme complex pricing

&~ Insights: Where can we improve our pricing strategy?

The Challenge

Need of an assessment overview of sales
potential. Find cross-selling opportunities in
while simplifying pricing.

Sorted By: Pricing

#269380 | Elektro- Wolber GmbH A
#269248 | EMC ELECTROMECHANICAL CO. LLC A
#269201 | Systech GmbH A




Customer Success Story

The Customer

One of the biggest Austrian energy supply
company, offering subscriptions-based
utilities & Services. Project implemented
together with a technology partner.

600.000 customers, industrial and
residentials, with € 100 average Ops Earning
per year.

The Challenge

Increase customer lifetime value by reducing
contract cancellations, current early of
around 20 %. Only low value retention-
investments possible.

Technical Proof-of-Value of your Technology

35 % reduction in customer churn

Benefits of 1,3 to 1,8 € Mio. yearly

PREDICTED

CHURNED

Yes NoO

18

CUsiEnE True Positive

will churn

’ 1255
ustomer

will NOT True Negative
churn




Customer Voices

1 The PoC was extremely good and clearly

showed us the direction in which Qymatix

software can create added value.

[t truly inspired us!”

Chairman of the Board

Germany Subsidiary of Global Corporation



