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Transforming Experiences in Every Manufacturing Segment
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Trends & Imperatives
Manufacturing Is Facing Unprecedented Change

Deploy Digital
Experiences

Manage customer, value
chain partners, and
employee interactions on a
common platform
integrated with the back
office.

Transform Customer,
Partner and Employee
Engagement Across the
Product Lifecycle
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Become a Develop New Prepare for the Sustainability
Data Driven Business Models Future of Work
Organization

KRR

Leverage integration and Manufacturers need to Reduce waste and input

analytics to eliminate data

Engage customers and

value chain partners with prepare for the future of costs and managing the

silos and drive smarter new service and experience work by capturing ever increasing impact of

based solutions that waste and changing
differentiate the product /

business.

interactions across your knowledge and enabling

the next generation regulatory requirements.

ecosystem.
workforce.

Go Beyond the Product with
Connected Service &
Aftermarket Business
Models

Enable closed-loop
accountability across the
value chain

Prepare for the future of
engagement, collaboration,
and digital processes to
position employees for
success.

Deliver Agility Across the
Value Chain by
Leveraging Data



Perfect Storm...

... affecting the full value chain

Raw Material & Energy
()4

increase in oil prices - April 2020 to
april 2022

Labor
4.2%

labor cost growth in Europe

Consumer
7.9%

increase in German inflation
rate in May 2022
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Shipping
6X

increase in ocean shipping
costs fm China to Europe

Inventory
57%

of German companies
increasing inventory



Out in stormy waters, the harbor is nowhere near

Increased
volatility

Higher
input costs

Threatened
profitability

Challenges

57%

Share of companies
increasing inventory

Implications

Rapid data insights and
planning cycles

+45%0

Increase in manufacturer
input costs

Pricing agility with a
focus on top
segments/products

+1.5%

Expected EU economy
growth in 2023

Commercial excellence
acceleration

Source: Deloitte, European Commission, DESTATIS (‘Erzeugerpreise’ - includes energy, investment costs, input costs, consumables)
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Transformation can be Challenging
But Manufacturers are Responding

Become data driven

Digitize and Automate

Adapt to changing workforce

Develop new business models

Focus on sustainable operations

Manufacturing Operational
and Product Systems

Complex
Integrations

_I Catalog @
@ . Financial . Account °®
Logistics ERP
o Pricing
EEE Manufacturing 4
: Proguet i Inventory Corrective
Supply . / . Execution . orrecti PS
Chain Mgmt. [ Design

5

@ Ship Status

HR @ Quality @ ° loT E-Commerce
Systems .
Manufacturing ° MaEr;liaucttig::ng [ ] @ [nstall Base
ERP
@ \Warranty
@ ) _I Entitlements @
Logistics o F'"agﬂﬂ L
@ Product/
Design . S8OP
Manufacturing
' ERP RequiredForecast [ Orders @
Quality @ & @ R @ Documents
(CoA, BoL,
EE SDS)
Supply Chain loT
Mgmt. . . Systems Product
Shop Floor [ roduc
. Status Status

salesforce

Line of Stakeholders
Business Silos
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Customer & Digital First Roadmap
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Acquire > Sell

‘ Sales and Quoting Management +99,

margin expansion

+6% Personalized Customer Journeys ‘

products revenue

B2B Marketing Engagement ‘ ‘ Expanded Digital Commerce

-15% -15%
marketing costs / R&D costs

Digital Marketing at Scale ‘ ‘ Dealer & Distributor Management
+30, Deepen Service +4o,
experiences revenue ) ) parts revenue

Deploy Data-Driven Services ‘ Your Customer ‘ Contact Center Management
AN /

-8% Optimize the Customer Experience ‘ Grow Aftermarket Revenue -30%

SG&A costs field force cost

‘ Deliver Intelligent Field Service
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Source: “The Trillion Dollar Opportunity for the Industrial Sector”, McKinsey & Co., 2018

Tailor Products and Services Portfolio ‘



A Roadmap to a Unified Customer Experience

Marketing i i Sales
o
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B2C / B2B Lead & Opportunity Account Planning  Product Co-Design Negotiation Configure Price Quote
Marketing / Awareness Management

Sales Operations

Actuals v. Planned Logistics / Planning / Volume Sales Final Product / Product
Early-Warning Delivery Forecast Agreement Production Visibility Validation
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Customer Service  Service Level

Management Docs & Certs & Collaboration Requests Monitoring Field Service
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Digital Commerce & Online Experience
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Operational Back Office Connected Products, Services & Suppliers
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How Can Salesforce Help

Accelerating digital experiences across your value chain

4 Modernize commercial @ Transform the ) Simplify partner )
operations service experience engagement
Manage your complete Enable faster & smarter service Drive greater supplier
book of business from experiences optimized from the and channel partner visibility,
sales opportunity through order contact center through engagement,
to cash. field service to the customer and performance.
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Enable the workforce of the future

Enhance employee productivity, engagement, and agility with modern
experiences for the work-from-anywhere world

Translate data into insights and action

® Integrate legacy systems and enable better decision making and execution powered by Al, analytics, and the Salesforce platform.
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