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TELENOR CASE STUDY - OVERVIEW
The challenge

= Due to new organisation and increasing demand they needed to improve the
current solution
= Management required a fully loaded P&L per business unit and type of

customer

The solution
= After a three day Rapid prototyping where we built most of their old
model into Prodacapo ABM
= Total review and better tracing of
= NW costs 20-25% of total
= Customer services
= Revenues
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MODEL OVERVIEW

Resources Activities, Processes Cost drivers Products
and Systems

Offerings/Products

L
[D Activities/System R
| ‘ - -i NW System ﬁ
NW Technical Products

NW activities

2

NW Building block

Direct traced g —
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TELECOM P&L BY CUSTOMER

Revenue

Total Revenue

COGS

Gross Profit

Process

Overhead

Technical Products

Net Result

General
Handset
Total Revenue

Interconnect

Roaming

Handset (Stores + separata)
Comissions

Gross Profit

1.1.1 Customer Relationship Management
1.1.2 Service Management & Operations
1.1.3 Resource Management & Operations
1.1.4 Supplier/Partner Relationship Management
1.2.1 Marketing & Offer Management

1.2.2 Service Development & Management
1.2.3 Resource Development & Management
1.3.2 Enterprise Risk Management

1.3.3 Enterprise Effectiveness Management
1.3.5 Financial & Asset Management

1.3.7 Human Resources Management
Undefined

Finance/Management

TP-011 FIXED SITES-CORE NW

TP-014 IMS/One Plattformar

TP-016 MISC NETWORK - OTHER

TP-018 Mobile Data

TP-019 Mobile Data 4G

TP-020 Mobile Messaging

TP-021 Mobile Prepaid Voice

TP-022 Mobile Voice

TP-029 Roaming

Net Result

1.446.843.594
584.976.502
2.031.820.096

-159.430.368
-38.100.426
-658.608.094
-119.369.304
1.056.311.903

-251.645.068
-31.021.605
-1.838.003
-1.253.390
-62.899.675
-14.822.045
-3.147.867
-304.808
-435.309
-2.068.118
-7.759.548
-839.047
-147.192.593
-114.741
-514.851
-1.663.061
-97.123.040
-34.087.327
-9.850.256
-774.087
-79.722.783
-564.423
306.670.261



SKANDIA LIFE (OLD MUTUAL)

@ OLDMUTUAL

Business
Planning
Individual
. Capital
B
enchmarking Assessment
(1cA)
ABC / Embedded
Business Ml Value
Expenses (EV)
Project >
Support Pricing
Management
Fee
(Statutory
Reporting)

.... Fully embedded into Skandia
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A PROCESS- AND ACTIVITY BASED MODEL TO
UNDERSTAND PROFITABILITY

Business processes

Organisation /™ g time I

v / A Sub processes / act
/( (WR iI) ? Cost drivers
IT systems Facilities
g ~A 4£!i ]

}?

A
~4
4

Indirect
costs

Chart of acc

T ———

Direct Products Channels Customers
costs

L %

S

Revenues

Insurances
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VALUE PROPOSITION

e Better identification of product cost using
ABC methodology

e Analyse product profitability

e Which products are profitable? How long

has a policy to be maintained before it * Classify activities as Acquisition,

Maintenance or Development

e Simplify and enhance your planning becomes profitable?
and forecasting process by using « Split costs by product group, i.e. with- and gain evidence to argue for a
driver based planning. Cause and profits / unit linked etc. increasing of the Deferred
effect relations will make your plans Acquisition Cost (DAC). Even cost

on indirect activities can be
related to maintenance or
acquisition in a relevant way.

and forecasts more relevant and Product costing &
transparent. profitability

Driver based Improve &
planning/forecasting increase DAC

» Find the true costs for
internal services in
shared service centres.
Also used for pricing of

Shared Service
Costing & Pricing

(SIS CIU ARl o \Which customer segment is
profitability most profitable? Which
customers are not profitable,
and why? Analyse the cause and
Channel profitability effect relations behind the
customer behaviour to gain
understanding of how to

management

* Map and cost processes to get a e Calculate and monitor costs . L
increase profitability or for
better base for process by sales channel (or ..
e changed pricing.
management, process distribution channel).
improvements and thereby cost
reductions.
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PRODUCT PROFITABILITY

A Revenue
— Premium
— Capital gain

Running costs

- IT costs

- Customer service
- Claims

t >
@ Time
Acquisition
quisttiony
cost
t .
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2 localhost

Result by Branch

Branch Value Chain Cost before Cost after FTE Before FTE After
BRA1 Branch1 L
FO Life
FO1 PR & harketing S5 265.00 102 04351 1.1 158
FO2 Product Management 4459212 80 34170 0.8s 125
Fo3 Sales 14242208 2493 55515 259 370
Fo4 Acceptance 54 07671 101 BB3.75 1.13 161
Fos Execute 16632315 302 DBE.¥ 7 328 4F9
PaG Customer Service 196 000.00 346 23258 364 519
3 Suppaorting B
F94 Support IT systems 23721.74 31 516.30 0.50 0s7
Total Cost 654 304,79 1214 219875 1312 18.59
Revenue 1267 000.00
Profit 4278025

Cost by Walue Chain

_ T I 102 044 PR 2 harketing
SDD,DDD-: ----i— ——————— [ 1 80,8342 Froduct Management

I  § . 249 555 Sales
250.000—: i e, 101 R4 Acceptance
200,000 3f--F - -0k - -~ -~ - - - - - -~ - B 302 057 Execute
150,000 1 R S O . B 546,233 Custorrer Service
1DDIDDD_E I e P | . I 51,516 Suppart [T systerms

50,0004 T (IS L I
ik

PR & Marketing  Sales Biecute




Turnover
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CUSTOMER SEGMENTATION

RELATION
(Satisfied with the treatment)
AT RISK LOYAL SgRBASSA'
O, ()
0,0% 4,3% 28.3%
SEARCHING AT RISK LOYAL
0, 0, 0,
Result on margins E 0 ) S e
, , % SEARCHING | AT RISK
Below average 1 Average 1 Good = g- 3 0,0%
S
2

High

26,4 MUSD

-28,1 MUSD

Average

cc 27,4 MUSD

3
S

CCC AAA X Nr AAA-respondents




LARSON JUHL (BERKSHIRE HATHAWAY)

= S150 Million in Annual Revenues
= A Berkshire Hathaway Company
= 12,000 customers

= 5,000 SKUs

= 600 Delivery Routes

= 25 Distribution Branches

= 150,000 Individual Customer Deliveries
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PROJECT OBJECTIVES

= Detailed Profitability by Customer, Product
= Evaluate Cost of Deliveries

= |mprove Productivity of its Customer Service Center and Sales &
Marketing Efforts

PROJECT APPROACH

e Built an Operational Model tracing cost to order line level
e Defined Detailed Profitability in a Multi Dimensional Way
 Created Custom Reports to Each Business Decision Maker
* Guided Users to Identify Opportunities for Improvement
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PROJECT DELIVERABLES

* Determine the fully loaded profitability of each customer (outside
sales — small/medium/large, inside sales, key accounts, contract and
national accounts).

 Determine the fully loaded profitability of all delivery customers and
re-evaluate our minimum order size and delivery .

 Determine the fully loaded profitability of each product SKU and
either 1) discontinue unprofitable SKUs, 2) negotiate a price
decrease or 3) make an explicit decision on each that it’s a
necessary part of the range and therefore a cost that should be
associated with more profitable SKUs.

 Determine the fully loaded profitability of fulfillment orders to
establish optimal pricing and/or make necessary changes to our
operating approach.

 Determine the optimal pricing for value added services.
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CUSTOMER FACING ACTIONS

e Customer Prompt Pay Discounts (COD customers,
Converting Terms)

* Delivery Fee
* Delivery Minimum (order size, incremental cost/profit)

e Samples Revenue (charging certain customers for
samples)

 Join Pricing (establish proper S fee and guidelines when
it can be waived)

* Chop Pricing
e SKU deletion (large/dramatic changes).

LARSON - JUHL
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Ei+ TS L15_SRP_5_DESC - o LI0_ORDER_TYPE ~ 50

L15_VENDOR_MAME - JAMES CROPPER COMNYERTING LJO_ORDER_UMIT_OF_MEAS ~ o] 5

1A omar = TSRS =
I@m Customer Produck Revenue Cosk Profit

[=|117481 ARTIQUE CYSTER 3240 39,81 338,21 1,59
I@ 117479 ARTIGUE WHITEC AR 32%40 3094,68] 2677,99 1316,69

117487 ARTIQUE EGGPLANT 32%40 5,85 9,96 4,11

I@ 279059 ARTIGUE WHITECAR 40X60 1414,02]  1069,23 344,79
Iﬁ 282529 ARTIQUE DIGITAL 'WHITE 32=40 146,09 105,21 40,58
EErEgated ratl 350755 DIGITAL WHITE 32¢40 GPLY 451,10 356,06 o5, 04
I@ 42B1755 AMBIANCE GROUR 359806 DOVER WHITE 32540 8PLY 15,47 15,36 0,11
359614 OVSTER 3240 GPLY 67,69 67,44 0,25

_ : 359651 RAVEN 32740 GPLY 16,92 20,56 3,64

2l 360014 ARTIQUE COTSWOLD GREY 40X60 82,52 82,20 0,32

5] Customer - Profit 431425 ARTIQUE CERAMIC 3240 5,92 13,77 4,55

B Total 6 243,07 4 455,99 L 707,07

[Ei5] customer -PEL  MEE G 243,07 % 455,99 1 787,07
i~

I@ Customer - P & L till activities




® QlikView x64 - [C\ProgramData\QlikTech\Documents\LJ_IMA_SALES LI update.q E

! File Edit View Selections Layout Settings Bookmarks Reports  Tools  Object  Window Help
|' Sales Profit Analysis | Cost Driver Analysis Shestd

1 H Model ~ Llupdate
Sales Profit Analysis Variant = Actuals 117461 ARTIQUE OYSTER 32440 | 4281735 AMBLANCE GROUR =
Updated 20150321 03:15:46 Period  * 2012 Jan-May 117479 ARTIQUE WHITECAP 32540 = =

Customer Critera Ordertine Criteri

LIC_BRAMCH - - LI5_CLASS_3 - Q LI _ASSEMBLY _REQUIRED ... ~ =
LIC_CUST_PRICE_GROUP * CONT L15_CLASS_3_GRP1 * Accessories LIC_CARRIER_CODE - L]
LIC_CUST_PRICE_SCHEDULE - CONT L15_CLASS _5_GRP:Z * Matboard L1C_DELIVERY _FEE - (= Cther

- [ - |LIs_CLass_3_GRP3 - [Effique - -] | |Revenus
LI _FOCUS_CODE - P LJS_ITEM_MUMEER - o LI _FUEL_SUR._CHARGE - 0| |semivariable
LIC_FoiCUS_DESC + P _Production Commercial Framing LJ5_SPRE_DESC - - LIC_INWOICE_IMNDEX - (= ‘ariable
LIC_FREE_JOIN_FEE_FLAG - M - @ L% _32IM_FEE - 0
LIC_GROUP_1_CCDE -1 LIS _SRP_2 - 335 LIo_LINE_# - o
LIC_GROUP_1_DESC + INDEPEMDENT ACCOUNTS LI5_SRP_z_DESC T 335 - ARTIQUE MATEOARD LIC_MLDG_ACCESS_GRP * ACCESSORY
LIC_GROUP_2_CCODE - N LIS_SRP_4 - 300 - @&
LIC_GROUP_2_DESC ~ MOMN-FRANCHISE LIS_SRP_4_DESC ~ 300 - Conservation - @
LIC_GROUP_3_CODE * MWFN LIS_SRP_S . © LIO_ORDER_# v ©

Il LIC_GROUP_3_DESC - NON-FRAMCHISE MON-KEY ACCTS LI5_SRP_5_DESC - o L1C_ORDER_TYPE - 50
- @ = LIS _WEMDOR_MAME ~ JAMES CRCPPER COMVERTIMNG LIO_ORDER_UMIT_OF_MEAS ~ O =

Iﬂ SKU - Revenue Profit
TR, P&L Cost Driver CUSTOMER. .. & |AMBIANCE GROUP
5 sku profit = 1035 NET SALES 6 243,07
1035 NET SALES 6 243,07
SKU-P &L .
IEE = 5

2000 Standard COGS -3893,38

| [&6+] sku - Cost 2000 Standard COGS -3 593,35

o]

2]

N - [=I|2020 Inventory Reserves 43,35
[ Va8l SKU - Agercgated Profit 2050 Other Inventary Adjustments 52,57
[ [E8+] sKU - P & L till activities 2060 Freight In 21,92
2080 Yendor Rebates 156,35

2094 TOTAL OTHER COGS 260,75

lﬂ Customer - Revenue Profit 2095 TOTAL COGS -3 632,63
I@ Customer - Profit = [=/{:3000 MDC & Interbranch Freight -113,21
\2=r [=I|# picks excl xdoc -12,73

l@ Customer -P & L # PO's + 5Ts by SKU -25,12

0 - # units - matboard * LI v FedEx shipping s... -1,64
Id Customer - Aggregated Profit S0 bc Avwg Quantity on hand DC locs - Matboard -15,52
I@ Customer - P & L till activities Delivery Fee 12,18

Total 47,64
3025 TOTAL BRANCH 3020 Deliver -72,38
I@ Customer - Product Profit EXPENSE - E220)2)

[=114000 Seling Expense -175,75
4000 SELLING EXPENSE -175,78

3]

=)

=[5000 Marksting 91,11

5010 Corporake -52,76

5020 Operations -45,21

5030 Custamer Service Cenker -15,78

5040 Logistics -3,52

5050 Finance -9,75

5060 Credit -31,21

5070 IT -13,22

5080 Human Resources -42,51

5093 TOTAL ATLANTA 5090 Praffadmin -39,89

5095 TOTAL OPERATING |SUPPORT CENTER -347,99

EXPENSES -752,00

5097 OPERATING INCOME 1858,44
[=|6015 CARRYING COSTS -71,37

6015 CARRYING COSTS -71,37
1 787,07
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ELEKTROSKANDIA (SONEPAR

Aktuella kampanjer hos Elektroskandia

lm\\um\m\mhlu‘é
e S
= -
R —
Karcher K5 premium PM Flexror
Den perfekts aliroundtvatten! Fordragns

Extrabladet » Aktuellt »

Elinstallation

Armaturserie AVR254

Stilren med stors majligheter!

Industri

Telekomentr.

Kampanjpris!

Dimbars LEDspotiight 4W
(35W) GU10 frén PHILIPS

—

Dokument Kontakt

- - P
}g http: ..Elektroskandia.se L~0 H (@ Elektroskandia Sverige AB
(@ Elektroskandia _ ,

Sverige Elektroskandia Order: Cylinda Order:

0771-3¢ 10 00 0771-25 25 00

Produkier Produkttrad Fokusomraden Kundservice Ny kund Loggain Logga in for att soka Q
. 1
Cylinda 5]

Elektroskandia Selection
Produktutbildningar

| T
. Elektroskandia

webTv Belysning

Elektroskandia informerar

Nyhet - Tillbehor pa
Nu lansersr vi en ny funktion pa var
hemsida

EBR Metod- och maskindagar
Besok var monter vid Lakerolarena i
Gavie

Ny adress i Kalmar
Den 17 februari fiyttar vi var butik i
Kalmar.

energismart

Produktnyheter

Comfort G2 fran Hide a lite,
Nu &r generation Il av Hide a lite’s
populars Comfort-serie W har. Nu

EN54-23 Blixtljus
Nu har vi blixtljus som &r godkanda
enligt EN52-23. EU (Europeean

D-Link IP-kamerasystem
Det har aldrig varit enklare sit
installera ett IP-kamerasystem!

AT




IMPROVING CUSTOMER PROFITABILITY

Profit _
Retain

100 ) Change

8 | Develop
60

40|
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0 Hannnnnannss
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-40
-60
-80
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CUSTOMER SEGMENTATION

ABC margin
<0% 0-5% >5%
<5 MEUR
Turnover 0,5-5MEUR
<0,5 MEUR
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ABC IMPLEMENTATION STRATEGIES, CUSTOMERS

"The price hunters”

Description: larger customers that we do
not earn any money on. Large volume,
small or no margin

Goal: keep as customer but increase the
profit by focus on processes and margin,
create win-win situations

"The elites”

Description: larger customers that gives us good
result. The customers are loyal but not always
satisfied. Our most important customers.

Goal: Strengthen the relationship. Become strategic
business partner (if we are not already).

Acti Actions:
ctions: ; “ . »
| - Launch the relation program “The elite team”,
mprove processes i . .
p p ABC Margin including:
- Customer plan <0 0-5% >5%
. - Customer plan
- Common products, suppliers and

- Follow up / Meeting every quarter with Sales

urchasing routines .
& . - . T 5 Manager / Business Area Manager
- Joint face towards suppliers to get u >50 MSEK Y S ——
better terms on volume .
- E-commerce. order size. own r - Dedicated sales resources
roducts ! ! n S 5OMSEK - Membership in “Strategy council”
o . i - Social events together with others in the elite
-Agreement with process bon 0
. . team
-Pricing of services Vv
€ <5MSEK
r
V24 V24
The talents
A . . . ” . . ”
Description: customers with potential for both increased The juniors
volume and profit Description: Small customers with little potential for
Goal: Primary increase the result, secondary the volume increased volume
Actions: Goal: Make our own resource consumption more
- E-commerce, order size, freights, complaints effective towards them

- General agreement with volume bonus in steps
- Price increase on low frequent products
- Local follow up

Actions:

- Standardized general agreements — prices and follow up

- Shop/In-house seller/ telemarketing to replace salesman visiting
the customer

- Price adjustments to increase margin



HOW TO MANAGE NON PROFITABLE CUSTOMERS?

1. When Elektroskandia has high costs (negative ABC profit),
then customers most likely also have in their business

processes.

2. By working with the ABC-analysis together with the customer we

can save money on both sides.

3. Creating a WIN-WIN situation!
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INFLUENCE THE BEHAVIOR OF THE CUSTOMER

=  Bonus
* 5% on all purchases
= Volume bonus
e 1,5%>15 MEUR or
e 2%>16,5 MEUR '7
=  Order premium:
 >500:-=1,5% (existing)
 >2000:-=2,0% (new 1)
=  E-commerce / EDI order:
* 1,5% (new 2)

= Planning:

 Day 2 delivery or later = 1% (new 3)
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TERQUIMSA / VOPAK

[ Process Map | Documents | Visual Settings | Reports | Search

Favourites -

[Add current process]

Search Process -
jo)
Process Hierarchy -

=@ o Terquimsa processes

:,_]B B Barcelona

_t]DS Otros

:]D T Tarragona

ﬁD 1 Terquimsa 1
—_]D 2 Terquimsa 2
o[ T21 T2 Entrada Tanque
..[l# T211 T2 Entrada Tanque por barco
..l T212 T2 Entrada Tanque por tuberia
-]l T213 T2 Entrada Tanque Ferrocarril
..[ @ T214 T2 Entrada tanque p. camién
..[lp T22 T2 Almacenamiento en tanque
o[k T23 T2 Salidas Tangque
..l T231 T2 Salida Tanque por Barco

..[ W T232 T2 Salida Tanque por tuberia
..l T233 T2 Salida Tanque por Tren

- [l T234 T2 Salida Tanque p. camidn
....DT25 T2 Trasiegos Tangue Tangue
..[ @ T26 T2 Embidonado Tarragona
..[l T2B T2 Otros serv. almacenamiento
& [l 3 Terquimsa 3

Wormal View| v | FTE & Cost - Before & After[ v ] 80 % [v| [

Process T211: T2 Entrada Tanque por barco

1
89,276.84

Tarragona 2& 3
AMALISIS
FREFARACION
SALA DE BOMBAS 026
22E45.26

Tarragona 2 &3

0.03 TOMA SONDAS ¥ DESCARGA,

3.397.70 MEDICIONES

Dir Term

AMARRE DEL
BUGUE

0.00
B8, 342 16

Tarragona 2 &3

COSTES FLIOS OE
LOS ACTIVOS

2ER
IEE2T0
Tarragona 2 & 3 I

259
22810468
Tarragona 2 & 3

COMEXIONIDISCOM

COMTROLISTARD

MANGUERAS EY OPERACION
008 0.04 008
568817 434065 5,945,597
Dir Term I Dir Term Diir Term
— - CONEXIOMN/DISCOMN COMTROLISTAND 8 ADMIMISTRACION
MANGUERAS B OPERACION IMICIQIFIM AL
002 0.08 om
141479 296593 BE.00
AdmidTra AdmiTraf Admid Traf
CHEGUED — CORTROL/STAND % AORMMISTRACION
COMERION B OFERACION FIRAL




Search Customer

Customer Hierarchy
B--@ T Terguimsa customers
@ <all> customers
[j..@ P Petroliferos
- Q Quimicos
[j..@ GRP_BAYER Bayer companies
[j..@ GRP_ERCROS Ercros companies
(@ QB00250 BASF AG
@ QB0O0301 CIAL. QUIMICA INDUSTRIAL S.A.
@ QB0O0318 CAMPI Y JOVE 5.A.
@ QB0O0510 ECOLOGICA IBER.MEDITERRANEA S5A
.4} QBO0S0S LH.T. 5.L.
@ QBO0S75 NIPPON OIL EUROPE LIMIT (NOUK)
@ QBD1450 NALCO ESPAROLA, 5.4,
@ QBO1470 NIPPON OIL UK. (NOUK)
@ QB01500 OXYDE CHEMICALS B.V.
@ QB01800 SABIC PETROCHEMICALS B.V.
@ QB02112 QUIMIDROGA, SA
@ QB02115 COGNIS IBERIA, S.L.

.4 QB02117 ECOCAT, S.L.

@@ QB02118 QUIMIPUR, 5.L.U.

-4} QT00004 CARGILL ESPARIA

4@ QT00006 DOW CHEMICAL IBERICA, S.A.
.4 QT00010 IBERMEL

.4 QT00037 REPSOL QUIMICA, 5.A.

.43 QT00038 ERTISA

.4 QT00074 ACETEX CHIMIE, 5.A.

... QT00098 VALLS QUIMICA

.4 QT00100 NOREL

.4 QT00104 CELANESE CHEMICALS IBERICA,S.L
.4} QT00111 HERMANOCS VILA MELAZAS, 5.A.
.4} QT00253 MAGRISA SOLUCIONES AGRICOLASSL
.48} QT00256 ACEITES IDEAL, 5.L.

4@} QT00257 ALCOHOLES MONTPLET, 5.A.

.4} QT00258 PMS INTERNATIONAL,S.L.

.4} QT00259 CERESTAR IBERICA, S.L.

@@ QT00S01 BARCELONESA DE DROGAS

@@ QT00955 GRECAT, 5.4,

..{g) QT00961 GENERAL ELECTRIC PLASTICS
.4 QT00963 ADM INGREDIENTS LTD

@@ QT00S70 BIONET EUROPA, S.L.

(@) QT00973 AGRALIA FERTILIZANTES, S.L.
..{@) QT00974 DSM ANTI-INFECTIVES CHEMFERM
g U100 U100 CLIENTE DESCONOCIDO

@ (QB02116 TOTAL PETROCHEMICALS IBERICA 5.A.

Customer QB01800: SABIC PETROCHEMICALS B.V. =

Dashboard | Tracings | Notes | Attributes

Result - Profit

x [0 Profit === Sold Oty
Description Total
Revenue 1,013,5638.11 200,000 5,000
Revenue Adjustment, Product 0.00
Revenue Adjustment, Customer 0.00 150,000 4,000
Revenue Adjustment, Orderline 0.00
Revenue Adjustment, Sep Traced 0.00
Total Revenue 1,013,568.11 100.0007 2,000
Direct Cost, Product 0.00 50,000~ —2,000
Direct Cost, Customer 0.00
Direct Cost, Orderline 0.00
Direct Cost, Sep Traced 0.00 1,000
Gross Profit 1,013,568.11

-50,000 ' 0

Activity Cost, Product 0.00 QT00056 MSJT-T;% o L@RQE;?JDN:LOM ETILENGLICOL
Activity Cost, Customer 0.00
Activity Cost, Sep Traced 0.00 Chart piiniaschesh

-778,824.56

234,743.55

Activity Cost, Orderline

= .
Operational Profit Prodacapo - Intemnet Explorer

E=EE)

p://localhost:91/prodacapo/index.aspx?pageid=abe.drill&drilltype=08&id= QB01800 & expandid=1&sourceohj=1 |

Margin % 23.16 y
Adjusted Margin % 23.16 qr

Total Cost -778,824.56

Total Amount Traced -778,824.56 Cost driver
Customer Cost 0.00

Cost Driver Description

£ Calls Ship-Tank B

£ Calls Tank-Ship B

# Calls Tank-Truck B
# Parcels Ship-Tank B
# Parcels Tank-Ship B
# Tons Ship-Tank B

£ Tons Tank-Ship B

# Tons Tank-Truck B
# Hrs Pumping Ship-Tank B
# Hrs Pumping Tank-Ship B
# Hrs Pumping Tank-Truck B

BCM Valor reemplazamiento by
days

# Monthly gaugings BCH

Go to edit mode

Amount

19,451.85
3,924.28
216,211.71
140,271.10
9,260.53
37,350.87
3,783.39
39,047.51
61,712.82
11,767.48
58,112.81

176,63534.57

395.62
778,824.56

1800: SABIC PETROCHEMICALS B.V.

Forward | [ Select All @ Cost Driver De

Driver Value

13.00
3.00
2,309.00
83.00
7.00
63,182.93
£,400.00
50,046.20
422.82
80.62
685.43

2,406,290.00

1568.00

Amount per
Q Driver value

1,496.30
1,308.09
93.64
1,600.01
1,322.93
0.59
0.59
0.67
145.96
145.96
84.78

0.07

2.35
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Edit View Selections Layout Settings Bookmarks Reports  Tools

Object  Window Help

Sales Profit Analysis \'*-.\ Cost Driver Analysis | Ahalysis Views

Sales Profit Analysis Model = Terquimsa Fy
Yariant + Actual
Updated 2014-03-05 10:50:39 Period ~ 2010 Full vear

PHOOOO1 YERDE SUDAMN
PHOOOOY FICHA 1774

PHOOOOZ ULTRAZCL 9010R,
PHOOODS METIL ESTER
PHOOO10 KEROPUR DP 1062 E+
PHOOOGE GASOLED B (BOMIFICADC)
PHOOOGE GASOLED &

PHOO101 GASOLIMA 93 5P
PHOO103 GASOLIMA 95 5P
PHOOZE7 GASOLED & 10PPM
PHOOS35 AVGAS 100 LL

] product - Revenue Profit
] Product - Revenue Product Group
& product -prosie ]
£ product - profit by Period |
PN product - Aceregated Profit
&1 product P & L by Cost Driver
[T product -p & L by Process
[[EE3] product Group -P & L by Process -
T customer - Revenue Profit

IN
I@ Customer -

P & L by Cost Driver

I Customer - P & L by Process

(QTO014Z ALCOHOL ETILICO DESMATURALIZAD

Customers
PHOOOO9 REPSOL PETROLED, S, 4,
PHOOO93 REPSOL COMERCIAL, 5.4,

=

Business

= Assets Terquimsa

Type of Material

stomer - Produ

Produck Custamet PHOOO002 REPSOL PETROLE. .. |PHOO093 REPSOL COMERC. .. |Total

PHOOO01 VERDE SLIDWMN -1 837,57(- -1 537,357
PHOOOO7 FICHA 1774 -1 837,37 -1 837,37
PHOO00S ULTRAZCL 9010R -1 837,37 -1 837,37
PHOO00S METIL ESTER -50621,:20]- -50 821,20
PHOOO10 KERDPUR DP 1062 E+ -1 837,37 -1 837,37
PHOOOBE GASOLEC B (BONIFICADCY) 1141 096,72 1141 096,72
PHOODEE GASOLEC A -27E 832,29)- -2FE 832,29
PHOO101 GASOLIMNA 95 5P =37 046,52)- =37 046,52
PHOO103 GASCLINA 95 5P -152 725,76 -152 725,76
PHOOZE7 GASOLEC A 10PPM -50 537,73 -50 537,73
PHODS3S AWGAS 100 LL - &4 050,94 64 050,94
QT00142 ALCOHOL ETILICO DESNATURA. .. -208 060,58)- -208 060,55
QTO0215 ETIL TEREUTIL ETER 407 779,59(- 407 779,59
QTO0Z55 GASOLED & (IMVIERMO) -47 195,35]- -47 195,35
Toktal 716307,43 G4 050, 94 #80 358,35 |
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BE Edit View Selections Layout Settings Bookmarks Reports Tools Object  Window Help

Sales Profit Analysis \“.\ Cost Driver Analysis | Analysis Views

Sales Profit Analysis Model - TerquimsaFY
Wariank + Actual
|Updated Z014-03-08 10:50:39 Period * 2010 Full vear
Customers Business Type of Tank
PHOOOO1 WERDE SUDAM PHOOOO% REPSOL PETROLED, 5,4, = Assets Terguimsa Twpe of Material - o
PHOODOT FICHA 1774 PHOOO93 REPSOL COMERCIAL, 5.4, = Heating - o
PHOODOS ULTRAZOL 9010R. Ners : Insulated - Q

PHOODD9 METIL ESTER

PHOOD10 KEROPUR DP 1062 E+
PHOO00S6 GASOLED B (BONIFICADO)
PHOOOGG GASOLED A

PHOD101 GASOLINA 95 5P

PHOD103 GASOLINA 95 5P

II PHOOZ57 GASOLED A 10PPM
PHOOS35 AWGAS 100 LL

QTO0142 ALCOHOL ETILICO DESMATURALLZAD
e
Ial
&3] product -profit T
[P0 roduct - Aseregated profic | [ -
IREE] Product -p & L by Cost Driver— [N
| |EEEETTT | ~
| FE=] Product Group ~P & L by Process |

stomer Group

Customer - Apprepated Profit

Aggregated Profit by Customer

— 500 000 .
I.'I Customer - Revenue Profit
—_ &00 000
I Customer - Product Profit
400 000
200 000

I Customer - P & L by Cost Driver

| & & dﬁ\? s & ¢ & @@@ ﬁ#\ & & @f ffy '
w2y

&
- & & M f o 5 ¥ < ¥
I Customer - P & L by Process OQ,'S?@\\' &&63? f ¢ "1689 3.,6% %g& J (57@ 0?- ﬁ&o Q& Gép @Qé;w
fﬁ‘ o & ﬁ R Q‘?’é
@P

Products




'3

@ QlikView x64 - [C\ProgramData\QlikTech\Documents\IMA_SALES_Terguimsa.qvw®] =
File Edit View Selections Layout Settings Bookmarks Reports  Tools  Object Window  Help
| Sales Profit Analysis ' Cost Driver Analysis Analysis Views
Sales Profit Analysis Model - Terqumss FY
Yariank * Actual
Updated 2014-03-05 10:50:33 Period ~ 2010 Full year
[T
PHOO0O1 YERDE SUDAN =| |PHODDDY REPSOL PETROLED, 5.4, »| |B Assets Terquimsa | Type of Material  ~ G
PHODOOT FICHA 1774 PHOD03 REPSOL COMERCIAL, 5.4, = Heating - e
PHODOOA LLTRAZOL 9010R = Insulated - C
PHOO0OY METIL ESTER, Customer ETT
PHOO010 KEROPUR DP 1062 E+ = AT
PHOD0EG GASOLED B (BONIFICADC) T24 T2 - Tanque aditivo SilURE
PHODDEE GASOLED & T2M T2 - Tanque narmal
PHOD101 GASOLINA 98 SP =
PHOD103 GASOLINA 95 SP
PHOD2E7 GASOLECD A 10PPM
PHODS3S AYGAS 100 LL 3
QT00142 ALCOHOL ETILICO DESNATURALIZAD =) [ 2
[ V] Product - Revenue Profit
Product ALCOHOL ETILICO .., |AYGAS 100 LL ETIL TEREUTIL ETER _|FICHA 1774 GASOLED &
IM Twpe Descripkion Arnaunk ol Arnounk ol Arnount ol Arnaunk ol Armiount Y
= [#00 Reverue - - 111 619] 100,00 543 967] 100,00 - - -
[[E53] product -profit ik b total = = 111615] 100,00 543 987] 100,00 = : :
= [#29 HjA 6 586) 12,75 7o4l] 16,70 -12516]  9,19)- - S7o6] 2,08
[ [5i+] Product - Profit by Period | fdministracion y Finanzas Z4m3] 1,19 58| 1,81 1216 0,69 94 512 67| 0,20
Comercial y Marketing 1264 0,61 -Za04] 4,85 1195 0,6a 1134] 61,70 2799 0,82
I~ Campras y Servicios Generales Z148] 1,08 7| 142 ETEN 2| 20 59| 0,21
Gerencia 1398 0,67 645 1,36 73 0,54 197 8,00 97| 0,21
[ [5i+] Product - P & L by Cost Driver | Informatica -6a7| 0,33 Z16]  0,45 330 0,24 14 0,74 190] 0,07
Ingenieria v Mantenimiento -1 104 0,53 -347 0,73 -530 0,39 -22 1,18 -306 0,11
Otros Operaciones 6433 3,09 2298 4,83 3173 2,33 -za7| 15,61 06z 0,74
SHEQ 4979 2,39 -1566] 3,29 2390 1,75 9 53 1379 0,48
[ [51+] Product Group - P & L by Process [IZfiectS T2 Almacenamienta en tanque 27 255 13,10 -13454] 78,30 27 071] 19,57 - - -
TZ Entrada Tangue por barco -70694| 33,98 -8 313 17,49(- - - - - -
Ll T2 Entrada Tangue por tberia 102 n,08- - -38 892 28,55)- - -91 778 32,92
T2 5alida Tangue p. camidn ATS - - -8 853 18,62|- - - - - -
I@ T2 Salida Tangque p. camidn AUT - - - - - - - - R N
T2 5alida kangue p. camion CPS - - - - - - - - -101 445 36,33
I~ T2 Salida Tanque por Barco - - - - -47 129 34,60]- - - -
Tz Salida Tangue por tuberia -62 928 30,25|- - - - - - -1 378 0,49
[ [5i+] Customer - P & L by Cost Driver | T2 Trasieqos Tanque Tangque - - 8] 0,14 - - - 0241] 25,19
Sub otal 205 D&1]_100,00 -47538| 100,00 136 207| 100,00 -1g37) 100,00 78 o3z 100,00
Total 205 D&1]_100,00 54 061] 100,00 407 780] 100,00 -1g37) 100,00 78 o3z 100,00
< >
| [EE2] Customer -P &L byProcess |
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‘ proDacapo

@ LPLATEOB G

4« @

E Process Map 1 Documents i Visual Settings | Reporis | Search

Favourites -

[Add current process]

Maormal View | | |FTE & Cost - Total

100 %[ v | [
Process VSG_DW: Warehousing

Search Process -
| »p 114.87 22,61
9,719,597.91 2,075,863.38
Process Hierarchy - 0
Handling . % Mo
=8 0 Core Process out - J = Shipping
{..[@ PILA Poland et N
- VSG France
& VSG_D Distribution costs
..[lb VSG_DT Transport 1158
&- [ VSG_DW Warehousing 1,864,174.95
5[l VSG_DWH Handling out 1]
[l VSG_DWH1 Handling pallets VAS CMSU

[ VSG5_DWH2 Picking boxes

[ vSG_DWH3 Picking orderlines
[l VSG_DWH4 Picking TTX

2.l VSG_DWS Shipping

-l VSG_DWV VAS CMSU

= [l VSG_F Factory costs

L;J..DVSG_FH Handling in

[ VSG_FS Storage IPLC

[l VSG_FV VAS TPLC

&l VSG_S Support costs
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b | i - - - . - -~ -
e |(_| htt&-_-Incalho:t.gl_-prnclacapo_-mclex.a_-px.pagEch_a_bc.E'ua 2~a |.[_| Prodacapo @ Prodacapo - Internet Explorer (=] gg
(2 ‘I‘_I http:_-',-'l-:calh-:ust:gl_-'prnclacapc-,-’inclex.aspx?pageicl:abc.u:lriII&cIriIItpr:U&icI:FrancEE|
(rovecro @ A B4 JE OB O rege
A ‘ A
Cost Driver | Product | Customer i Sales i My Updates | Reports | Search
Search Customer “‘EE Customer France: France Sales
Customer France: France Sales
Profit and loss by process Back Forward | L] Sele
Dashboard | Tracings | Notes | Attributes ]
Customer Hierarchy Type Description Amount
Revenue 0.00
n:'l@ PLD Customers di p 1 Revenue Revenue 0.00
: R A t t, P ct 0.00 B
4. CMSU CMSU Sales EVENUE AcjUstment, Frody 2 Sum Rev. Adj
....@Afﬁlet Affilet Sales Revenue Ad].ustment, Custorfﬂer 0.00 2.5 Total Revenue 0.00
&g Affilies France Affilies France Sa Revenue Ad].ustment, Orderline 0.00 3 Sum. Direct Cost -5,775,022.29
@ Export Export Sales Revenue Adjustment, Sep Traced 0.00 3.5 Gross Profit -5,775,022.29
) France France Sales Total Revenue 0.00 4 VSG_DT Transport -1,519,635.53
@ Greece Greece Sales 4 WSG_DWH1 Handling pallets -340,836.26
Direct Cost, Product -5,775,022.29 icki -
@ Italy Ttaly Sales !TEE @5, Froduc ' ' 4 VSG_DWH2 P!ck?ng boxes. 4,293,611.02
@ LCC LCE Sales DETECt Cost, CUSlDI'-ﬂEI' 0.00 4 WSGE_DWH3 Pu:lkln-g orderlines -380,809.62
@ LisXF LisXF Sales Direct Cost, Orderline 0.00 4 WSG_DWS1 Shipping general -1,062,358.27
. : Direct Cost, Sep T d 0.00 4 WS5G_DWV1 VAS CMSU SCTS -400,105.50
@ LisXL LisXL Sales irect Losh, sep frace - '
Gross Profit -5,775,022.25 4 VSG_DWV2 VAS CMSU LCC -149,904.45
@ Portugal Portugal Sales
@' | 4 VSG_DWWV3 VAS CMSU Returns -121,841.89
..fggd PSG PSG Sales i
; ) Activity Cost, Product -8,607,134.91 4 WSG_FH1 Via Stock -291,850.57
-~ Spain Spain Sales VSG_S315 Stock contral &
. Activity Cost, Cust 0.00 —= -
£@ IPLC's Factories € |\.r| ¥ -ost, Lustomer 4 controlling 46,181.40
Activity Cost, Sep Traced 0.00
4.1 Sum Process _A3.607.134.01
Activity Cost, Orderline 0.00 Cost G G -
Operational Profit -14,382,157.20 4.2Activity cost no
process
B . 4.3 Total Activity
Margin % -Infinity Cost -8,607,134.91
Adjusted Margin %% -Infinity 4.5 Operational
Profit -14,382,157.20
e P ———
<
Go to edit mode
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‘ proDacapo

E Cost Driver | Product | Customer | Sales | My Updates | Reports | Search

Search Business .
Business Lamps_C: Consumer

” ]

Dashboard || Notes || Attributes
Business Hierarchy -
d--@ PLD Sales units Result =
9.5 L Products ’
._Jg amps Produc @

: ﬂ Lamps_C Consumer

E Lamps_O OEM Description Total

.E3 Lamps_P Professional Revenue 0.00
. 1.8 Lamps_U Unspecified Direct Cost -2,248,730.83
Lﬂg Lightelect Lighting Electronics Revenue Adjustment 0.00

Result 1 -2,248,739.83

-5,714,403.28

aﬁ Luminaires Products

Activity Cost Product

Activity Cost 5T 0.00
Activity Cost Order Line 0.00
Activity Cost Customer 0.00

Result 2 -7,963,143.11
Margin % -Infinity
Adjusted Margin % -Infinity

Total amount traced -7,963,143.11

Go to edit mode

1)
5
3
(

’
{2 Prodacapo - Internet Explorer

:@g

||(_-| http://localhost:91/prodacapo/index.aspx?pageid=abc.drill &drilltype=08id=Lamps_C8texpandid=18sourc |

‘ proDacapo

Business Lamps_C: Consumer

Cost driver
Cost Driver Description Amount
z‘luatngao?sgment transport M3 446,412.14
Management pallet M3 outgoing 319,6044.23
Handling out Full pallets 297,021.63
Handling out Half pallets 31,445.46
Picking Big Box 134,558.89
Picking Medium Box 412,589.11
Picking Small Box 2,684,342.08
Picking Broken Box 159.35
Picking PNC/heavy Box 19,301.07
Picking Orderline 359,479.23
WAS M0O04 Auchan Orderline 258,091.63
WAS MOOS Carrefour Orderline 2,644.69
Article clean Box 168,723.24
Article clean Orderline 214,568.02
Order/cust clean Box 20,605.59
Order/cust clean Orderline 38,276.46
MNormal delivery M3 outgoing 535,540.46

5,714,403.28

71,082.70

71,082.70
39,002.85
2,720.98
108,392.10
508,585.47
4,113,813.93
51.26
9,946.70
1,650,732.21
503,119.71
45,738.16
650,461.63
47,723.21
84,111.50
5,270.12
71,082.70

srward | [ Select All @ Cost Driv

Unit Amount

6.28

4.50
7.62
11.56
1.24
0.81
0.65
3.11
1.94
0.22
0.06
0.06
0.26
4.50
0.24
7.26
7.53




SCA

= The SCA business area Away From Home

= Tissue Europe’s operations are based primarily on sales of tissue
products to corporate customers and public institutions.

=  SCA is the market leader in Europe and the third-largest player
in the global Away From Home market.

= SCA, one of the world's leading paper companies, produces
absorbent hygiene products, packaging solutions, and
publication paper.
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SCA

" Prodacapo ABCM enabled the business area management to
make informed, fact based decisions.

= The analysis showed the real cost of the various ways to sell and
deliver to different customer segments.

=  Management could also identify criteria for how to best serve
customers and segments for profitability growth.

= “The Prodacapo solution means we have improved the way we
measure our costs to serve each and every customer— which
also allows us to do something about our profitability per
customer,” says Asa Kalentun, European Controller,

=  “To grow profitability it’s important to spend time and resources
on the right activities and customers.”
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SCA — DIFFERENT USE

= Customer profitability data is available both centrally and
regionally. At the business area level, Away From Home Tissue
Europe analyzes customer profitability for its top fifty clients
across Europe every quarter, as well as top thirty customers by
region.

= At the regional level—such as the Nordic countries—the sales
organization uses reports that track three to five selected cost
drivers per customer. Sales teams compare these actual costs
with average costs and implement changes to improve
profitability.

= “Best practice. By using Prodacapo we can measure how we use
time and costs in our different business processes. We can now
analyze where we use the time available to us — before, during,
and after a sale. We can start to set targets and work with our
sales-generating processes,” says Asa Kalentun.
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PIPELIFE CASE STUDY - BACKGROUND

Pipelife is one of the world's leading suppliers of plastic pipe systems and plastic
fittings with operations in 27 countries.
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PIPELIFE CASE STUDY — KEY OBJECTIVES

The overall implementation objectives were:

1. Better understand and improve profitability: using a process and
activity based model

2. Optimise processes and improve efficiency: by
mapping and pricing all processes and activities

3. Improve product portfolio returns: through a focus
on true costs

4. Better basis for pricing decisions by providing transparency &
benchmarking between countries

5. Maximize profitability: tailoring product and service offerings to
our customers
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PIPELIFE

Click here to view Pipelife
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https://www.dropbox.com/l/DufCnAQ9NrDWECx5gyVM9f?
https://www.dropbox.com/l/DufCnAQ9NrDWECx5gyVM9f?

CONTACT US

PRODACAPO
200 - 100 Park Royal, West Vancouver
BC V7T 1A2, Canada

Contact: Frank van Vliet

Phone: +1 604.960.1364

Email: frank.van.vliet@prodacapo.com
www.prodacapo.com
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