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Delivering a Global SFA Deployment

Stuart Jones, Global Director Retail Execution & Project WISE
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My Objective............

* To share with you some of the key learnings we gained in
working with our partners to deliver an SFA solution to a
global community

BUT LET ME WARN YOU,
YOU MAY GO... ...
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From this......

WISE

WINNING IN SALES EXECUTION
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Content:

Our Vision & status

The first considerations:

* Teams Roles & responsibility
* Governance & Planning

* Process & Control

Planning & Deployment

Tracking & Reporting
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PROJECT WISE:
(Winning in Sales Execution)
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WISE - Whatisit?

Vision:
« To deliver a global, harmonized Sales execution process leveraging best in class
software and mobile technology to create ‘One Way of Selling’ and excellence in

execution of the Perfect Store & Right Store driving Revenue growth and delivering
savings across both Sales & IS

Scope:

» All Mondelez sales teams direct & in-direct, covering employees of MDLZ and
Distributor partners in all markets

» Sales Front office and back office processes/tools & systems

Measures:

* 6 Core Global Retail Execution KPI's
— Shelf MSL/Share of Shelf/Active Hot Zones/Strike Rate/ Avg Call time/Hot Zone
MSL
« Targeted Sales & IS savings through efficiency
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WiSE Update:

PSP (48 #Lve || swiseusers 15,000)

Still to come in 2017: 4 incremental markets plus additional sectors/channels in existing

markets adding an incremental 5000 users

2017 Deployments to

date

475 users & 280 users &2 65 Users 1
6 markets markets market

February

Over 400 million store audits
Over $12 bn order value

*and counting

(3
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Key Considerations for Deployment

* Clear leadership & governance from day 1

* Cross functional teams but operating as one team -
sales/finance/IS & Partners

* Change & Communication management planned & co-
ordinated centrally

* |dentified stage-gates to review & agree next steps

* Budget management

* Success criteria agreed & aligned with all stakeholders early
* Establish standardized KPI measures & calculations

* Thorough Planning early will deliver greater results in the
end.

o "
Lo WISE
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WISE Structure Overview

Global Program Director

Center of Excellence (CoE) Center of Deployment (CoD) Center of Execution (CoeX)
e Focused on future e Focused on deployment of e Focused on daily operations /
development of WIiSE solutions to markets support

WISE global
deployment IS lead

define and set up centre of deployments
structures

Wise Global support
lead

coordinate and own global elements of
support opportunities

Wise Global Centre of
excellence IS lead

define product road map for Sif, rebo, BI,

platform, dms, app factory, mobility
own and land wise releases

lead product owners for each areas
Manage a team of ‘product owners and
architects)

manage and oversee on-boarding, in flight
& exit of roll outs

benefit realisation opportunities

Manage a team of central planners & PM
swat teams.

Direct Regional ebs leads

on board countries after hyper care
identify shared srvcs/GBS opportunities &
link with sales ops

Manage a team of incident mgrs. / prod
controllers and global SFA & DMS admin
coordinators

(Sales/EBS/Change IS Support & Oper
Sales Center EMO " MEU pCpentre :
- (Sales/EBS/Change
* Pro = i EEMEA
. Re * Master planning _1r -Enc  (Sales/EBS/Change « Centre of operations
Change mngt & Com « Drum beat & prog AP * Support
- oal statuses . . -Eng (Sales/EBS/Chanae
* DM : - ) LA
eng Trainina + Change control admin - Cha, _Er (Sales/EBS/Change
. Comn -Trait o Iead)
» Chand Finance = Py - Engagement
- Comn Country roles
* Account e WISE Lead
» Forecas DMS e Sales lead
* Benefitt * EBS lead
* AR prep ] * Change mgt lead
* Define global DMS model
*BO reporting
* DMS Deployment plan
» Trade Edge and ERP
technology 515D "
delée e i
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Roles & Responsibilities:

CoE

Managing consumer experience.

Setting out the strategy and Assemble fast and efficient.

design Few, standard, specifications. After-sale service.

Give new functionalities,\ Ariving fast roll out by \ m‘fering global support,\
global governance and wave and change KPI reporting and benefit
standardization management realization

* Focused on future * Turning process and apps into

development of WiSE * Focused on deployment of consumable services
* Define global strategy and solutions to markets * Prepare the country for
governance * Prepare, drive and support the alignment in processes and
« Drive development processes regional- and country change management
and set the different priorities organization for roll out * Optimize organization
(short/long term) structure according to global
* Align and seek together with bench mark
CoD most efficient way of * Implement metrics to
deployment measure and seek
* Work with CoEx to create improvement

* Focused on daily operations /

integrated services
J ™
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Governance Principles

In conjunction with the Coe/CoD/CoEX
model clear governance for change &
issue management is vital.

70% KPI trends
30% Capability

» Feedback to regions from

Global LT on key actions
50% KPI trends
50% Capability/Pans
» Feedback to markets from
Regional and Global
Leadership
40% KPI results
60% Capability/Plans
(3
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Invest in planning phases:

Q3 Q4 Q1 Q2 Q3>

Process Design & Learnings
Prototype & update

Implement
architecture &
processes

Establish and sustain Sales BPE governance

Early Adopters
Market Early Adopters & wave 1 Deployment
Preparation

Regional Market Preparation Regional benefit realisation

T&L Scope Early Adopter & Wave 1 Wave 1 Scope
¢ 6 markets e 13 markets o ..

L
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Establish Process, then standardise the configuration

CRF Process: High-level Process Map

-
3
a
&
1 2 -
c identi I Proposed CRF 5 |
2 "'bv'd, : I"ﬁ‘, g || aligned with Market/ 3 Ves-p| CRF moved to Status
3 adion Region Lead (must CRF approved? Region Review
> include Business Case)
- Status 1
—_
o
= A 4
5
Monthly Region

Review Call
conducted with CoE A 4
8 7
. 6
i it P Y Is the CRF N »!  CRF cancelie

Global Reference
Configuration

SIF Rel. 12.12
GRC 5.5 - LT - Global Touch - Detailed Design

Version 2.3 - March 2016

g1 Dt
- BPOI 4] .
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Global Reference Configuration: Fixed but with
Flexibility

Establish a global standard with limited options

Manage changes through a clear change control process

Regular update’s via governance forums across markets &
regions

Centrally controlled processes chnages or amends

Mondelez
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Planning & Deployment
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Wave vs Non Wave Approach?

VV.V-‘.. .'

SIF/GRC Release Patch

Country 1

Country 2 Final Hyper
Country 4 Dreparation care
Non Wave Approa

SIF/GRC Release Patch
Country 1 Final
Preparation care
Patch
Country 2 Final
Y Dreparation care
Patch

Country 3

Preparation care

Country 4

[
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Wave Approach

* A‘wave’is a group of markets that execute project tasks in
lockstep.

+ Key milestone dates (kick-off, testing, training, go-live) are
identical in all markets in the wave.

* At status meetings all markets will be discussing the same topic.

* Waves are sized to align with available resources and business
priorities.

* Waves are pre-synchronised with SIF/GRC releases.

* Workshops can be regional.

Waves : enabler for rapid deployment

Mondelez

International —  IEEEEEERRNNESTIICR 4 NG N SALes xecUTON




Template Exploitation and Evolution

* Wave approach reinforces use of standard templates and template improvement

* Templates include: project plan, scope charter, training materials, test scripts etc.

Explain the template

Business test Final
& Train Preparation

Project
Preparation

Gather feedback &
improve
A N

Explain the template

N

Project Business test Final
Preparation & Train Preparation
Gather feedback &
improve
X\

Explain the template

L
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Waves Plan:
Consolidated Global Waves 2016-2017

Wave 3

Total 8935 users

Merch & Presales Distributors

VIGTRI I SS—— ISR R
- LE PSS ———___————
* Crogtio [Gasssllsslissssssa
¢ Greele [ —— ————

* Poland Tl
* Portugal [Tl
* Russia el —_—
*Spain RS ———————
o EAM: Albania, el h— |

Bosnia, Kosovo, * Peru S | F— | P——
Macedonia, LY T Yl IS m——————————————— | ——— |
Montenegro,

Serbia, Slovenia

[ Initiate: Engage, Project Prep and Solution Validation
p— Execute: Config & System Test, Business Test & Train
— Rollout: Final Prep, Go-live, Roll-Out (red =large, green = small) Updated 1-Sep-2016
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Benefits of Wave Approach

v'Saves estimated $5m per annum in project efficiency.

v'Streamlined program scheduling and monitoring.

v'Creates momentum and discourages schedule slippage.

v'Lower T&E costs.
v Improved template exploitation and evolution.
v'Better alignment with SIF releases.

v'Reinforces standardisation and discourages market-by-
market specific approach.

v'Sustainable for a large number of markets.

ondelez
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An example of the Wave
approach & governance
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Key Dates Wave 2.1

EXECUTE

M Ve SUARS RS MR R meewe  BERS, E
* Dec/Jan Pre-engagement
* 237 Jan Engagement complete
* 6t" Feb Initiate - Project Preparation complete
« 27" Feb Solution Validation complete
374 Apr Configure & System test complete
* 24" Apr  Business Test & Training complete
* 15t May Final Prep complete

« 4th May Go-Live & support

Mondelez
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WISE Market Playbook: Engage

m EXECUTE ROLLOUT BENEFIT REALIZATION

Activity / Deliverable Timing Supporting Materials
1) Perform Roadshow for As appropriate * 100 Why - WISE Introduction
Market/Cluster/Region
2) Perform Market Readiness 12+ months prior to * 224 How PMO - Market
Assessment Initiate Readiness Assessment
3) Prepare Market Project Charter As per Market Kick-Off « 321 What - Project Preparation

4)  Collate Action Plan to close hotspots Post MRA completion Hotspot Register
(gaps) » Hotspot Process — Section
Change Control Process P. 18
+ 224 How PMO - Market
Readiness Assessment

5) Build Business Case Per IS Portfolio » 271 How Strategy - Financial
schedule Processes
6) Conduct PM Introduction to WISE As per Market Kick-Off « 310 What - Engage

Mondelez, — D G e WO @ @
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https://collaboration.kraft.com/sites/WISEWinninginSalesExecutionV2/PMO/Forms/AllItems.aspx?RootFolder=/sites/WISEWinninginSalesExecutionV2/PMO/00_WiSE Play Book Repository/100 Why - WISE Introduction&FolderCTID=0x012000B7C1F23A358A6A43B773096383A86073&View={B7E9A129-4B97-4FE6-9962-416A8848518D}
https://collaboration.kraft.com/sites/WISEWinninginSalesExecutionV2/PMO/Forms/AllItems.aspx?RootFolder=/sites/WISEWinninginSalesExecutionV2/PMO/00_WiSE Play Book Repository/224 How PMO - Market Readiness Assessment&FolderCTID=0x012000B7C1F23A358A6A43B773096383A86073&View={B7E9A129-4B97-4FE6-9962-416A8848518D}
https://collaboration.kraft.com/sites/WISEWinninginSalesExecutionV2/PMO/Forms/AllItems.aspx?RootFolder=/sites/WISEWinninginSalesExecutionV2/PMO/00_WiSE Play Book Repository/321 What - Project Preparation&FolderCTID=0x012000B7C1F23A358A6A43B773096383A86073&View={B7E9A129-4B97-4FE6-9962-416A8848518D}
https://collaboration.kraft.com/sites/WISEWinninginSalesExecutionV2/Lists/Hotspot Register/AllItems.aspx
https://collaboration.kraft.com/sites/WISEWinninginSalesExecutionV2/_layouts/WopiFrame.aspx?sourcedoc=/sites/WISEWinninginSalesExecutionV2/PMO/00_WiSE Play Book Repository/210 How - Ways of Working/WiSE PMO - Ways of Working July 2014.pptx&action=default&Source=https://collaboration.kraft.com/sites/WISEWinninginSalesExecutionV2/PMO/Forms/AllItems.aspx?RootFolder%3D/sites/WISEWinninginSalesExecutionV2/PMO/00_WiSE Play Book Repository/210 How - Ways of Working%26FolderCTID%3D0x012000B7C1F23A358A6A43B773096383A86073%26View%3D{B7E9A129-4B97-4FE6-9962-416A8848518D}%26InitialTabId%3DRibbon.Document%26VisibilityContext%3DWSSTabPersistence&DefaultItemOpen=1&DefaultItemOpen=1
https://collaboration.kraft.com/sites/WISEWinninginSalesExecutionV2/PMO/Forms/AllItems.aspx?RootFolder=/sites/WISEWinninginSalesExecutionV2/PMO/00_WiSE Play Book Repository/224 How PMO - Market Readiness Assessment&FolderCTID=0x012000B7C1F23A358A6A43B773096383A86073&View={B7E9A129-4B97-4FE6-9962-416A8848518D}
https://collaboration.kraft.com/sites/WISEWinninginSalesExecutionV2/PMO/Forms/AllItems.aspx?RootFolder=/sites/WISEWinninginSalesExecutionV2/PMO/00_WiSE Play Book Repository/271 How Strategy - Financial Processes&FolderCTID=0x012000B7C1F23A358A6A43B773096383A86073&View={B7E9A129-4B97-4FE6-9962-416A8848518D}
https://collaboration.kraft.com/sites/WISEWinninginSalesExecutionV2/PMO/Forms/AllItems.aspx?RootFolder=/sites/WISEWinninginSalesExecutionV2/PMO/00_WiSE Play Book Repository/310 What - Engage&FolderCTID=0x012000B7C1F23A358A6A43B773096383A86073&View={B7E9A129-4B97-4FE6-9962-416A8848518D}

Week Commencing 5-Jan-2015

Key Activities
Readiness Assessment & Actions

Draft Project Scope Charter
Hotspots (Scope)
Commence data clean-up

Task Name Duration Start
-~ Wave 2.1 125 days Mon 5/01/15
- 00 Engagement 15 days Mon 5/01/15
Send Pre Engagement communication { Send in 1 day Mon 5/01/15
ocT)
Prepare market readiness assesment (Pre) 5days Mon 5/01/15
Prepare project scope charter 4 days Mon 12/01/15
Identify key hotspots (gaps) 10 days Mon 5/01/15
Evaluate market legal and compliance 10 days Mon 5/01/15
reguirements
Comence data cleanup 10 days Won 5/01/15
Commence perfect store rollout 5 days Mon 5/01/15
Commence 6 steps to a call rollout 4 days Mon 12/01/15
Finalise project organisation structure & confirm 15 days Won 5/01/15
resources
= MM Praisrt nrenaratinn 10 dawe Rnn 28/ 10

Mondelez,
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Finish

Fri 26/06/15
Fri 23/01/15
Mon 5/01/15

Fri 9/01/15
Thu 15/01/15
Fri 16/01/15
Fri 16/01/15

Fri 16/01/15
Fri 9/01/15
Thu 15/01/15
Fri 23/01/15

Fri N2/

Deliverable

Pre engagement email

Readiness Assesment
Draft Project Scope Charter
Scope Charter - Scope
Scope Charter - Scope

Final Project Scope Charter

015

5 lan '15 19 Jan '15

B

M{T[w[T[F[s[s[m[T]w[T[F[s][s[m[T]w][T[F][5]

_
_—
= PmO

) Saleslead

I | Field specialist
I ] Project Manager
I | Data analyst

:—eharfe lead

e Change lead
_ Sp

L
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Wave 2.1 Tracker

m https://collaboration. kraft.com/sites/WISEWinning L2~ &3 || & intranet.mdlz.com Wave2 1 Tracker.xdsx m * @
x Go glc - "l Search - | ﬁ Share | More 3 Signin A -
WISE Winning in Sales Execution HOME » Wave2 1Tracker.xlsx Microsoft Excel Web App Hawkins, Martin ? X
FILE EDIT WORKBOOK - DATA - FIND
2 A E F G H I J K L M N o P Q R 3 T
1 _Region AP EEMEA |(EEMEA |EEMEA |EEMEA |EEMEA |LA LA LA LA MEU MEU MEU NA NA | C L] o
2 Market Malaysia |(Kuwait ([Oman |Qatar |Saudi Ar\South Af|Costa Ri{El Sal Gi Nicaragy Bel, France |MetherlaCanada |USA C k
2 Users 224 161 31 17 288 104 3 4 8 4 65 617 18 250 500
4 Scope o] o] o] o] ) o] o] [=] (5] a a ) o ) a MEU: Digital merchandising
5 Risks [E] [E] [E] [E] [E] [E] [E] [E] [E] [E] o o ] [E] [E]
6 |Ressumes @ [© [© © @ ® @ @ @ @ @ ® @ @ |®
7 Schedule =) =) o =) a =) [*] 2] [*] 2] a o =) o =)
& Pre engagement email
9 Market Readiness Assessment
11 Draft Project Scope Charter
12 Hotspots (Documented in tracker)
13 Scope (Charter)

=
S

[
L5}

Risks (Charter and RAID )
SIF SOW

Organisation Chart Confirmed (Charter)
Project Kick Off Meeting
(23-Jan) 00 Engagement
Project Team Training
Market Project Plan
Finalise Project Scope Charter

=
o

=
=1

|
=
=)

=
w0

(]
(=]

(]
[y

22 4 Box Report

23 change Impact Assessment

24 Training & Test Strategy (Charter)
- 23 (06-Feb) 01 Project preparation v
26 Configuration Specification
< >
4 4 > ¥ Wave2.l Meetings Milestones

944 AM
14/01/2015

- I
« 9ol s

L
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Tracking & Reporting -
Operational Excellence Program
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Operational Excellence:
“the relentless pursuit of doing things better”

The purpose of Operational Excellence program is to provide roadmap and guidance for
In-store processes towards the desired maturity

L2 of In-store Retail Execution processes defined in Sales Taxonomy model have been
identified as a starting point for RE Operational Excellence assessments

5 stages of maturity model, from aware [ bronze (low) to best in class / diamond (top)
specifically developed to measure maturity of each process

Mondelez,

International

Regular tracking & consistent measures will allow for market level development action
plans and the linkage back to process & tool development
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Operational Excellence Key Elements

1. Establish regular Review forums with markets & regions

2.Run detailed E2E assessment +12 months from deployment

Operational Excellence — Drum Beat

Month [ Mentn | Wonit [ sont | Monih | Mot | Scope Participants | Preparation
needed
1h call, week 2. | Host Global OpEx_ | -Global RE team sends
c"v‘."s; X x X X X X " aE s box Lead BKPIs report (incl
n & « Top 12 KPIs WOW/KPIs
Priority ) . GWISE KPis | Participants compliance), Top 12
markets Output of this meeting feeds Individual by o Glopal RE team ey B i
REx call into Global Sales mestings Market. onty + Market Sales Ops | laval)
All o 8 ; ] Lead, Field Sales ~Sorin adds support
L“I\" others with Regional Sales LT Priority Lead/MD report (markat lovel)
- markets, can Market prepares RE 4-
annually) cluster markets | Optional box
where - Stuart J
applicable - Ragional WISE/
RE lead
N 1h call, week 3| Host Regional ~Global RE team sends
Regional | X X x Total région (not | WISE/RE Lead 8 WISE KPls raport
g
review only ton (incl- WOW/KP!
Participants complianca), Top 12
markets) + Global RE team KPIs repart and CRFs
- Sorin N summary (ragional)
~Sorin sends support
rport (regional lovel)
~Markat propares RE 4-
box (total region +
markets)

Must Win markets: Australia, Brazil, France, Germany, Russia, UK, US. (China, India, Japan and Vietnam

not included as they are non-WiSE markets)
Priority others: RSA/C P

3. Establish Monthly Dashboard to create rhythm & focus on key

measures

Focus Area

FO Modules
Back Office

KPIs Tracking

Reporting

Scope
6 STAC usage, application and compliance in field

In-depth assessment up to L3 process level

Modules usage per sales reps role and device vs. GRC
12 standard Back-office process compliance and usage
In-depth assessment up to L2 process level

Proper Master-Data set-up in SiF (REs, channel, categories, store grades, etc.)

Alignment with Global master-data structure to ensure correct reporting

Global WiSE Sales KPIs, tracking and methodology
Other KPIs developed

Market Pulse reporting (global and local reports configuration)

Overall Market Pulse usage

Trade Edge evaluation

Reporting DMS

Must Win Markets

e AUs BRA FRA GER RUS UK us RSA CAN ARG
KPIConvergence - > 88% = 94% > 91% c>- = [ 01% c>-c>
pow 91% =>
Compliance
App Usage 83% -~

Rep level - =
reporting

Sales Mgr 100% =
level

reporting

=-1100% =~ 100% = =

KPIlinks to -|:> 100% |:>-|:>-|:>-|:>
SIP

Territory level 90% - = = 78%c»
targets

Training 100% = 100% — 100% - 100% [ 67% -
Other 100% =+ 100% =+ 78%c- 89% - =5
operational

Mondelez,
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Priority Others

100% = 100%

N L

ALL

INDO PHI

sz%c>-c> 83% =
9% = 80% -c>

100% - 100% 87%

-

100% = 100% 87% -

676 [ 67%

8% 8% 83% =

WISE WOW

Primary SefMSL 1 NotUsed statiegin 2017

Ave repsreceivin daily KP1 |

ot tone MSL_ 0 Not oplcable 0 10 business in DE

| ea | e

ot [OEN | BN | A | G6% | HOL | rail | RE | ITA | NOR | ROM | SWE | UK | RSA | UAE | AR XUW| KSA | PAK | OM | AUS | NI 1NDO. PHI | MAL CA | BRA US| CAN

ey ame w n

—— Trickad i 57 0 Relvant Gobwarige s Taked rabvint  eeee Target 2017
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In Summary:

* Clear Vision & Scope

* Create 1team across Sales/IS & Vendors

Establish Governance & Sponsorship early

Establish clear success measures & tracking methodology

* Consider deployment options to match desire for speed &
consistency

Create standard playbook & process of engagement

Think of what comes after deployment — Operational
Excellence

JMondelez, i, WIiSE
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THANK YOU
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