Demantra Solution —
Sugar Australia Case
Study
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Real-time Sales and
Operations Planning

Dedubtion and
Settlement Management

Predictive Trade
Planning

Trade Promotion
Optimization
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TPM Business Challenges
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Selection Process & Rollout

= Selection criteria based on Multi-solution
capabllity of Demantra

= Rapid role out of Demand Management to
stabilise existing forecast challenges

= ANZ Localisation of US Demantra TPM model

= Development of solution to support business
process for account managers

= Automation of data flows, scan loading

= Process improvement around claims
management
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True Promotional ROI Is not obvious

Promoted Volume Does Not Analytics Required to Measure
Provide Complete Picture Real ROI
TPR Display TPR Display
3000 aLe 4 3000 1 ays
2500 - ] ] 2500 -
@ Cannibalization
2000 1 2000 - m Pre- and post-effects
% 1500 mACtual % 1500 - m Competitive switching
S O o Category growth
1000 - 1000 - m Baseline
@ Actual
500 - 500 -
i nadninnl )

Week 1 Week 6 Week 11 Week 1 Week 6 Week 11

TPR Display TPR Display
Product Margin | $450,000 | $450,000 $150,000 | $300,000
Promotion cost | $250,000 | $250,000 ) $250,000 | $250,000
Net profit | $200,000 | $200,000 -$100,000 | $50,000
Promotion ROI 80% 80% -40% 20%
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True Category Analytics
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Data Intelligence-Knowledge-Collaboration-Value
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True Promotional ROI
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Event Planner
Zoles - Total Product by Brand

Promotion Buy Start | Buy End Start Event a# 2l Tactic Type Co-Op% .CDnS Promo Shelf Price |Promo - Units Unit Deal |Lift Base Evt Yol |Incr Evt Yol | Tt Evt Vol
Cab Sau : 2508 2008 — 25/08/08 1 SHELF {hase, |34 .43 $3.89 4 $0.60 186 |93z CEER 1 g2z (=]
Cab Sau : 29-09-2008 | 29/09/08 1 SHELF 3 : 4 E 203 |04 B fioE =
Fresh Ham & Chesse SEm7OE 1z SHELF I=E 857 1,395 10576
Merlot : 01-09-2008 0140905 1 SHELF |tHone) 5 -
=1
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Cab Sav : 25-08-2008
Cab Sav : 29-09-2008
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Merlot : 01-09-2008 3435 |30
Merlot : 04-08-2008 Fa5 F37 3 ~ |sa 35:
Meriot : 21-07-2008 [ R 0 U Ja Unpiannea (<]
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e E = - - > - el o i x s -2k e
wrxd Sugar Australia | Alta | cab Sav zour @“EE’}‘ 53823 [#0 $330 o 2
[ 70001 | Pinot Hoir 2006 30 £ | (52,2400 182,240 | o
Summany 1,583 $2,240
s000 ©Own Brand ©Own Brand Shiraz [$0 F0 F0 ($55) F55 -23 o
Summany 1,528 $2,205
a000
4000
3000
2000 §
10004 [ Lift Decomposition - Retailer
Coles - Total Product by Brand
Promotion Tt Evt $ Rtl Base Eut $ Rtl |Incr Evt $ Rtl |Het Incr Evt $ Rtl | Canbl % Rtl | Pre-Post § Rtl
01 Cab Sav : 25-08-2008 EV,DSB $3,625 $3 463 $1,385 $2 444 CF377)
Cab Sav : 29-09-2008 F6,339 $3129 $3,210 $944 $2,455 (F189) |
1000 Fresh Ham & Cheese _ |§25527 F2,782 $21,046 F21,046 F0 $0
- Merlot : 01-09-2008 F3 457 $4 560 F795 F7IE F451 (F419)
M pas: Evt $CINet incr Evt SECankl $CIPre-Fost$ Merlot : 04-08-2008 54,477 $3,815 FEE2 FETA F406 (Fa18)
1-07-2008 13.867 $3.357 F450 $245 F232 F0 CI

= Capabillity to break down incremental to understand
true ROI of promotion
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TPM Solution Benefits
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Strategy:
= Bottom up budget plan using planned trade calendar
and Real Time event costing

= Seamless integration between Promotion and Demand
Planning systems

=  Workflow driven weekly process

= Alert notifications for Promotion Calendar conflicts
= Improve promotional ROI and cost visibility

= Accurate and timely customer and brand P&Ls

= Accurate visibility of Trade Spend Accruals

= Improved processing time for Claims management

= One system to handle all Demand Management,
Promotion planning and Claims Management

ORACLE" "Demantra| Solution and Results:
Oracle-Demantra Demand Management Suite impacts

Predictive Trade Planning, Operational Performance Year Over Year
DSM & Demand Planning > 30% improvement in Forecast Accuracy
» End to End Solution from Promotion to Demand
PARTNER ot planning to Claims Management
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Demantra — JDE Integration

JDE G/L
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Customer Hierarchy

Product Hierarchy

Sales Activity (Historical and Current)

Demantra

List Pricing and Standard Costing

DM/ PTP

Promotional Pricing
(Off-Invoice & Bill-Back Allowances)

Volume Forecast

Actual Promotional Spending/Accruals

Deductions

Credit Memo / Write-Off / Chargeback

Demantra

DSM

Payment Requests

Confirmation

EPOS

Weekly Scan Data Provider

Promotion History

Manual

Claims

Entry
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Demantra ANZ Trade Planning
Peter McLeish — Sugar Australia
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Integration Case Study —
Suzanne Pooley Sugar
Australia
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Demantra — Get In Control
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Questions / Panel Discussion
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