Amplo Global Inc.

Empowering organizations to “AmploFly” their strategy

Measuring for Success 4.0
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What are our clients searching for?

What’s EBITDA impact due to fall in Sales

. . Pipeline?
Can our supply chain adopt to different channel

quickly ?

Should we go for distribution less strategy?

What are the possibilities available to quickly
create an event driven supply chain 4.07?

How should we handle workforce

. 4 . . retrenchment?
How could we maintain Cash conversion

cycle?
Should we invest in a portfolio?

Should we divest one of our business?

Should we go for twining the process of
NPI?

Should we go for automation strategies?

Should we add ROX besides ROI to measure
topline?
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Business Product as a Service :: AmploFly4.0™

e User Empathy Data
e OQutside in data
e Systems data

e Quantitative: Comparative Score, Process Maturity Scores, Targets vs. Actuals,
Projection

e Qualitative: Design Thinking Experience

e Financial analysis for Annual Capital and Operating Budget

Value Propositions

e Innovation Management
e Risk Management
e Continuous Improvement
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Am P|0F|y40 THE Connected Experience for Products, Operations, and Sales Strategy

Module 2 Module 4
A \ Capability Performance 4 . Y
AmploF'y 40 AmpMarking Moiling VT ing Design Thinking Roadmapping

Licensed on Cloud

Module 1 Module 3 Module 5
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Don’t just run, fly with AmploFly4.0.

Thank you.

Amplo
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