THE POl RETAIL EXECUTION SUMMIT

Gaining Competitive Advantage with
Exceptional Retail Execution

Better Processes and
Technologies Drive
Measureable Benefits
In-Store

POI — Retail Execution Summit
September 2016

&B Kimberly-Clark




THE POl RETAIL EXECUTION SUMMIT

WHO IS JAVIER CRUZ?

Father, Husband and Technology Aficionado
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Exceptional Retail Execution

KIMBERLY CLARKJOURNEY IN LATIN AMERICA

Advertising & Promotion Content & Experience

Commerce & Sales Data

Management
Retail l Pro)dmltv Marketing ig Talent Management
“"'.m'm’u EQUIFAX O ATALINEC (mpaeAv N’ AC
iz - .2 ot g W B T ST,

oo e, e e C G e ST by S : e ) D i

LE oo Ny : Sies S G St WD | A 9 “m i P S

Nercices xyuook:” oha]
c::mm T O

<AL A

e arkadin

: il SRS M['g’(sgaen(e

o y oy Eme =z S
200 essow: ventbune awoayToul® rondsc vl n:u
Anmm‘s'hﬁ«vrn‘yoy G taghast ~ 2

FONRERE: Sk

e s >
i

i v

suvers I

o c,:. g\ge';;-;;i

Vi
operaie
Fiess et
) DS, ehakuten et e e D
{J BUZZSTARTER PIV AN Y Ok I Ny
v ¥ reriecE Corts “‘"‘3!."..7'" "

»,. R Pte 23 Session_om
e
A “’“‘.‘.‘ & 0 ekt lntariana 2 0
i o PKto: s Engage I s e " = § cootondn m‘y:;;(mmz.mm Sy “'V Bz [Seevolut }mww( reteratat W =S
| = i = "o i Ee e s "ﬂﬂ,,'....,_e..w.,m..m o -wﬁk%
P e o] Wowr L% B, G o i R oo

R — v o I ooemer - i o

oo
a GRLT o O

o 8 i GG Concom & 888 e |
A oliialg) s g e gt
586 | 5. e e TR

ootpon Ly,

M T OrRAC
B naandE
eI WSS i

A

bt JiVaDIsaUSNING 6100800
%-w i O o] WA

“""‘.‘...""""‘ S| et SiGopT SRR
i b Silve zignal : clorizen <%

i «-wvm’.‘lvm?sv Y Crades om0 S en o e ) w— ydecy » Clckin @ e o CoiTam N j’.mm;'i,""‘“‘“" @ -io
T i, i B £ o @hwmemo\m Loger g o = o ey

"‘"‘“ ey e 1o : it (€ alm AP d e ;'-mmu.

e = s el e L A ss@q

5 % Phoariem O Fosdbackt D o <ol vt <O v wo s

ety ',.,.,N.“"‘w,; : S ﬁc...mhm o %' i portion &

T e Cet| [FN e : i . o R —

. e e T < SeonADowcmirs o
et Sy 2L v e M et S 21 e | SRR S ""“e” "ww»

et sz Mg R = oSty L7303 ‘Stofa c‘m::’_ M?o nvision;

haichbuck G nm. ey s, i uch § suadods Seout RO o rRUEd ATt 3o

nsﬁn C P ; NS e , X p;.%:x,,w? RS, B T el il

@ Nt cb‘ SRS e Y e 3 ok Tepnor ) e

OACLe Hiorax STy i e “\mn,m.,. e

o

15300 morines Sap i () SR i e

T T SRACLE e S e TN ,,,g,’MLE ot Rt e g oovne

N e salodedt D ono @"“"“““"““‘ “1nsvsuxrss;m»* AN G o !
ossiai O stecort rzgvf ot s w

melcepel
e eoridoed  avaFrecart S

1BM oo AUt o

= . S
C )‘s‘.i;".“ i \1, an\yﬂg v?” ?:Z_@"“" O
oy W

— T nure e g S
e - ‘Avidian Ao = LENL @ o
ot i @Qe e Spacii oo O

rces: CabinetM (http:/cabinetm.com), Capterra, G

Siftery, TrustRadius, VBProfiles — see http://chiefmartec.com/2016/03/marketing-tet
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CONTINUOUS IMPROVEMENT @ K-C

* At K-C, we are always

thinking about how to do A

things better

Continuous
Improvement

* Clearly defined focuses

* Multidisciplinary team
for problem solving
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SALES PROCESS @ K-C

* The customer has ALWAYS
been at the center

* OQur Sales Reps are in

constant communication Sa Ies
with our clients

fOrce  “wmn'menl -
== 47 Merketing performance mana emenb
* Sales Reps handle and braning §mboolsgess

gather all the information
required to give the best
service

* Information is key

5
enablemenb
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WIN THE MARKET IMPLEMENTATION @ K-C

e After a Software Selection
process, we agreed to
implement MC1'’s solution

* The plan was to implement
it first in the Andean
Region and Brazil

* The first country was
JIMCT
Ecuador WIN THE MARKET

* Great Business-IT
partnership
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WIN THE MARKET IMPLEMENTATION @ KC

e With Peru, the single

instance for Andean was
defined

e Bolivia and Colombia
were the last ones in

Andean
=
 With each
implementation, new SHLESFORomnc.on
functionalities were
added
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WHAT ARE THE RESULTS?

* Increased our
SalesRep visits

* Increased our client
satisfaction

* Decreased lost sales m

* Increased the rotation
of products
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CHALLENGES
* Multi company in single
Instance

* People don't like change

* People feel that they are
being followed (privacy)

* Business priorities
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WHAT'S NEXT?

* Release new functionalities
* Continue with the SFA 4,
implementation in LAO
5
* New processes and -
technologies to increase
the professionalism
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CONCLUSIONS
* Creative thinking
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* Multidisciplinary teams

* Clear processes

* IT has to think like the
business
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Gaining Competitive Advantage wit
Exceptional Retail Execution
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