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Legal Disclaimer

SADd

This presentation outlines our general product direction and should not be
relied on in making a purchase decision. This presentation is not subject to
your license agreement or any other agreement with SAP. SAP has no
obligation to pursue any course of business outlined in this presentation or to
develop or release any functionality mentioned in this presentation. This
presentation and SAP's strategy and possible future developments are subject
to change and may be changed by SAP at any time for any reason without
notice. This document is provided without a warranty of any kind, either
express or implied, including but not limited to, the implied warranties of
merchantability, fitness for a particular purpose, or non-infringement. SAP
assumes no responsibility for errors or omissions in this document, except if
such damages were caused by SAP intentionally or grossly negligent.
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The Retail Solution

Understand the
Shopper...

Anticipate the
Need...

Inspire the
EXxperience...



SAP Building Block Strategy
Avoid Pitfalls Of Point Solutions Or Monolithic ERP

ERP
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Monolithic ERP

Point Solutions Retail Building Blocks

Expensive \ Quick, modular \ Lengthy \

No long-term viability approach drive value implementation cycle
or direction Standard, best in Huge change
Difficulty class, integration management
synchronizing tools Proprietary
integration between Upgrade on your integration tools
upgraded version schedule New upgrades = new
Each must integrate Integrated to legacy implementation

to legacy and new innovation

applications

\ J J J




Retalil
Five Key Solution/Process Areas SAR4

1. Extensive 3. Streamline Supply Chain
Understanding of Shopper Operations -
Demand — Have the right inventory and react faster

to changes in the market through agility,
transparency, and global capabilities

throughout the supply chain.

Enable better decisions faster and
exceed shopper expectations by
executing against a shared view of
shopper demand across
the retail enterprise.

4. Ensure an Inspired
Shopping Experience —
Build your store associates into a

competitive advantage, empowered to
deliver an outstanding shopping
experience, using best business
practices to achieve unparalleled
operational efficiency while maintaining
security and minimizing risk.

2. Anticipate your

Shoppers Needs —
Achieve profitable growth
through timely execution of
strategic merchandise
decisions based on a shared
view of shopper demand.

5. A Solid Foundation for Your Business —
Streamline financial, human resource, and corporate operations to maintain compliance,
deliver shareholder value, exceed employee expectations and become a best-run business.
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Retail Roadmap Investment
Key Focus Areas

Focus Area Business Value
“One version of truth” to
Shopper : .
Insight drive operations, lower
) TCO
Merchandise Continue to meet revenue
Lifecycle and margin targets
J
Sl Sl Better VISIbI!Ity to, control
of operational costs
J
Shopper Build customer loyalty,
Experience continue to grow
J
Corporate No surprises for the

Operations Investment community
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New from 2008
- Roadmap Investment Areas

Shopper
Insight

Shopper Supply Merchandise
Chain Lifecycle

Experience

Corporate
Operations
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Business Capability

Master Data Cleansing

Merchandise & Assortment Planning
enhancements
Price Optimization

Direct-Store-Delivery (DSD) Management
Extended Warehouse Management — Cross
Docking and Flow Through

Perishable Buyers Workbench

Customer Loyalty Management

Efficient Store Operations

Packaged Store Solution

Advanced POS — Security, Integration and
Internationalization Enhancements

E-recruiting and Talent Management
Enhancements

Retail Method of Accounting
Financial Accounting Enhancements

An end-to-end data migration solution that
allows you to analyze, extract, cleanse, validate,
upload and reconcile legacy system data

Meet revenue objectives by offering shoppers
the right product at the right time

Increased transparency to pricing practices
and efficiency

Streamline supply chain, reduce costs with
different merchandise flows

Targeted and cost effective buying decisions
for fresh/short lifecycle items

Use loyalty programs to foster growth and
encouraging your shoppers to return

Reduce costs with streamlined, secure, store
operations

Effectively recruit talent into you stores
Adhere to regulations, close accurately and in
a timely manner



Planned
- Roadmap Investment Areas

Shopper
Insight

Shopper Supply Merchandise
Chain Lifecycle

Experience

Corporate
Operations
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Business Capability

High performance customer analytics
Loss Prevention Analytics
Promotion Analytics

Next Generation Promotion Planning
Merchandise & Assortment Planning
enhancements

Advanced Transportation Management
Cold Chain Monitoring

Advanced POS — Supportability, Deployment &
Internationalization Enhancements
Loyalty Management Enhancements

Workforce Management Enhancements and
Internationalization
Financial Accounting Improvements

Better understand, and fulfill, shopper demand;
reduce TCO with single forecast

Transaction audit reduces fraud, gain revenue
Ensure maximum return on promotion budget

Reduce costs through collaborative planning,
while increasing revenue with more effective
promotions

Enhanced functional capabilities and improved
implementation processes through
configuration and best practice templates

Streamline supply chain, reduce costs with
new functionality, integration

Reduce costs, and spoilage, with cold chain
monitoring

Support store operations with efficient POS
operations, enable global operations
Rewards programs increase shopper loyalty

In-store time & attendance management gives
supervisors real-time visibility to time postings
of staff, enables quick react ion to problems
Accelerate financial close, better manage risk
& compliance



Future Themes
- Roadmap Investment Areas

Shopper
Insight

Shopper Supply Merchandise
Chain Lifecycle

Experience

Corporate
Operations
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Business Capability

Cross Industry Forecasting Support

Markdown Optimization supports fashion as
well as grocery and hardlines.

Enhanced vendor deals processing capabilities
and pricing integration with SAP Merchandising

Planning and Allocation for Softlines
Green Track & Trace

Advanced Transportation Management
enhancements

Advanced POS - Integration, Product
Standards & Internationalization Enhancements
Mobility Enhancements, Packaged Store

Store & Channel Integration,

Multi Channel E-Commerce

Workforce Management Enhancements and
Internationalization

Support retailer-manufacturer collaboration
related to shopper demand forecasting

Optimize clearance pricing strategies to
increase sell-through and margin

Vendor deals to offer the promotions that best
meet corporate objectives

Streamline operations, automatically role up
store allocation plan to the assortment plan
Support of sustainability requirements

Offer a compelling shopping experience,
leverage electronic shelf labels, digital signage
Improve customer satisfaction with cross-
channel integration, CRM based store solution
Increase customer satisfaction/loyalty with a
consistent cross-channel shopping experience

Ensure your staffing is aligned to both your
strategic/financial goals, as well as to the store
goals that will ensure your a positive shopping
experience
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without prior notice.

Some software products marketed by SAP AG and its distributors contain proprietary software components of other software vendors.

SAP, R/3, xApps, XApp, SAP NetWeaver, Duet, SAP Business ByDesign, ByDesign, PartnerEdge and other SAP products and services mentioned herein as well as their respective logos are
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The information in this document is proprietary to SAP. This document is a preliminary version and not subject to your license agreement or any other agreement with SAP. This document
contains only intended strategies, developments, and functionalities of the SAP® product and is not intended to be binding upon SAP to any particular course of business, product strategy,
and/or development. SAP assumes no responsibility for errors or omissions in this document. SAP does not warrant the accuracy or completeness of the information, text, graphics, links, or
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SAP AG nicht gestattet. In dieser Publikation enthaltene Informationen kénnen ohne vorherige Ankiindigung geéndert werden.

Einige von der SAP AG und deren Vertriebspartnern vertriebene Softwareprodukte kdnnen Softwarekomponenten umfassen, die Eigentum anderer Softwarehersteller sind.
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dieser Unterlagen. Diese Einschrankung gilt nicht bei Vorsatz oder grober Fahrl&ssigkeit.
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