Survey product portfolio

Execute Survey
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Check discrepancies

Audit promotion
related activities

Survey store related
guestions
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Display has been built? v Done A
Most frequent reason for Expired Done A
# promotion displays Not A
# shelves Not A
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Manage Orders
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Manage Orders

Capture Order
« Standard Order
 Indirect Order

e Returns
e Van Sales & Cash Order
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Order Entry
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Find
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Order Entry

enter 'Product’

» Empower Cola
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Order Entry
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® Lime Extreme PET S

Invoice Receipt

1370000000000033 Date: 08.06.07

Standard Order Sales Rep: Simonis, Marc
erer: *Kroger Store #201

*Kroger Store #201 Payment: Check

08.06.07 Delivery:  08.06.07
duct Type Qty Unit Price Value
power Cola Big Std 10 SalesUnit  5.00% 49.98 $
power Cherry Cola Std 5 Sales Unit 4.16 $ 20.79%
power Cherry Cola Big Std 6 Sales Unit 5.00% 29.99%
power Lemon Cola Std 6 Sales Unit 4.16 $ 2495 %
power Lemon Cola Big Std 12 SalesUnit  5.00 % 59.98 %
ver Springs PET Std 1 SalesUnit  3.84% 3.84%
Absolut Non-Carbonated PET  Std 5 Sales Unit 2.28% 1140%

10 Sales Unit
5 Sales Unit
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17.40$
57.00$

enter 'Product’

¥ Limella

-

Cinnamon Special PET
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Analyze Call Results

PRO?
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Analyze Call Results

Review & Finalize
Activities

e Document Notes,
Exceptions

e Review Next
Planned Contact

 Finalize Contact
(Maintain
Duration, Status,
Success, etc.)

/ & | cPWerx «F 4x 11:03 ok

ﬁer Store #201

Note

The fight for profitable brand growth in
the Consumer Products industry is
intensifying. The need to improve
in-store effectiveness has never been
stronger.

Under increasing pressure from the cost,
time and risk associated with building a
profitable brand, manufacturers are

& 4% 10:43 [ok
*Kroger Store #201

/o | cPWerx

Agenda

*Kroger Store #201
Central Ave Sw, Atlanta

seeking ways to revitalize their portfolio
while maintaining the competitive drive
of their core range Customer Open Items
oF fx 10:46 ok
*Kroger Store #201
Status Plan w Store Check Questions
Success Yes v
Follow Up Call 02/28/08
Visit Duration 44 Notes Closing Call
Captured Orders 2

Order Items 5
Total Order Value 510.29
Gross Total Value 510.29

Complete Call ’

Main Status |Closing Call l ¥ other

Previous zzily




Finalize Daily Activities

PRO?
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Finalize Dally Activities

Create Daily Report

e Review Dally
Activities &
Objectives

e Dalily Report
(Vehicle, Travel,
Expenses, etc..)

End of Day Activities

e Reconcile Cash
Float & Inventories

£y 8 [aL
'w cpwem Rt " | 2% g 10: :
CPWerx o 4x 10:58 ok

Stocktaking *Krogt
Daily Report *Kroger Store #201

# Calls 2
Call Duration 00:51
Working Time 08:45
Travel Time 09:30
Mileage 185

& 4x 6:12 lok

Empower Cola Big
Empower Cherry

O O f=]

Empower Cherry Big

0 v U Ry

Empower Lemon

*Date 01/29/08
Trip Start, End 08:00 w 17:00 w

Orders 3
Work Start, End 08:00 » 17:00 = Order Value (Gross) 581 18
LR Order Value (Net) 242.40

il. 73,490
Mil. Dep. 73490 Return Order Value (Gross) 1273

A| al
Return Order Value (Net) -12.73

Mil. Arr. 0|7| 7H1|
_______ Cash Balance - Cash 1,284.00
Priv. 0

Cash Balance - Check

Main | Daily Summary Order Summary

e Main Daily Summary | Order Summary




Pro? Enterprise Process — Field Sales Execution
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Decentralized Infrastructure:

A Unique Differentiator for CAS

CPWerx Central %
System One Business Region / City

SBcpien ‘ eRP / Host

Local Sales

4—»@4—»

[:PWEF}E Sales Operator Distributor

r:

Online Clients




Decentralized Approach: Example
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CAS Product Innovation Framework

DRAFT - WIP

Potential Benefit

Location-Based

Mobile Mktg
\ Reality Mining

Social Network Marketing & Analysis

C] Open Innovation
Networks Store evel space & Real-Time In- Auto. Home .
Assortment Opt. Store Merch. Replenishment
1

Tr,anSform- DConsumer-Driven
ational Innovation

. |
ng h [Demand Signal Repository ] [ ] POS Analytics/ Predictive
T 00S Mgt
A Saas [ Customer Profitability Analysis POS-Based CatMan

A [Traceability
Virtualization Field Sales
Optimization

Pricing

Optimization Virtual Reality-Based

1 Merchand.
f E S&M Cock .
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I
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I
[Real—time S&OP ]
Develop
S Manage Trade Market to
New Distribute Products
Products Customers Consumers

D= Product Innovation Opportunities A= Delivery Model Opportunities

Est. Time to Maturity/Adoption

Dz 2-5 years Dz 5-10 years -= +10 years
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