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About your presenters

Dave Booker
Strotegy Progrom ond IBP Manoger
Ego Pharmoceuticols

* 1992 —-1999 SAP R2 Implementation and regional roll out.
Worked on what was to become IS-Qil, archiving specialist, MM
ABAP programmer, Fl Account manager. Melbourne and New
Zealand. Oil Industry

® 2000 - 2001 SAP R3 Implementation AsiaPac - FI Configuration.
Oil Industry

* 2001 - 2017 Manugistics / JDA Demand and Fulfillment
implementations and supply chain business processes.
Oliver Wight IBP business process — Melbourne, UK, USA. Oil
industry and Adult Beverage Industry

® 2018 — 2020 Supply Chain consulting and project management
with IBM and Accenture — Telecommunications, Logistics,
FMCG, Retail industries

®* 2020 - now SAP IBP - Joined Ego Pharmaceuticals. Project
Manager SAP IBP implementation and IBP Business process,
and now managing Ego’s strategy program.

e the science
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Carey Avil
SAP Applicotions Monager
Ego Pharmaceuticols

SAP R3 —first project in 1995 — chemical manufacturing
company in Melbourne

25+ years of SAP experience

Many industries including life sciences, chemical
manufacturing, automotive component supply, FMCG and
other Victorian manufacturing companies, mainly with
Small to Medium Enterprises specialising in Supply Chain
end to end business processes.

Small project teams, did our own security before the
profile generator, business process focus

Ego implemented SAP ECC in 2010.

Started at Ego in Ego in October 2012 — supply chain end
to end process continuous improvement including
forecasting processes. Challenge to improve efficiency of
processes and reduce manual effort.

Part of team to select IBP software considering Ego

process maturity in this space was level 1-2. We needed

software to introduce and support processes but enable

Ego to grow as process maturity grew. 5
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IBP = Aligning for Growth

About Ego Pharmaceuticals

The History Map of Ego _

‘Dermatological
Specialists’

‘Improving People’s Lives through
thgScience of Healthy Skin’

‘The Science o
Healthy Skin’
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Objectives of IBP Project

Replace spreadsheet reliance

* Reduce risk in process reliant on spreadsheets
* Reduce time consuming to spreadsheet management and move to value add
» Reduce master data issues, accuracy of updates

Increase visibility

« Enable plan review / quality checks before publish to production
» Enable accurate reporting on demand plans, demand changes, forecast accuracy
* Improve clarity, communication and buy in on demand plans

* Remove ambiguity on numbers
* Enable visibility to begin IBP process

Plan for success we want to have

» Enable scalability as Ego grows
* Integrate with existing ECC system

e the science
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S/4 Hana migration provides closer
coupling with PP/DS and Response
and Supply and opportunities for
process improvement

Integration

p

IBP — Aligning for Growth

Master Data from ECC
Forecast data to BPC and Bl Platform

In Market data from additional sources
(e.g. salesforce)

Visibility of future functionality
roadmap

Engagement with other IBP customers

Quarterly Update process supporting
process improvement
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Why SAP?

gtatigtical Fodrgcastting
Ease of Use of SAP Best practice
requirement streamlined our 13x3 hour video
q : requirements sessions over
|_ gathering zoom during COVID lockdown
|1 | |

Using SAP IBP processes to organize the ITM ME Planning cycles: cxample

SAP Solution Architect provided S0 ﬁ,' ; th | :; e J::_Z: ﬁ”‘i‘"ﬁ:
IBP recommendations and e el
allowed for robust project plan Expertise . W%EE%E

and solution implemented

- ___________________________ NI
Location Supply planning related =0 Decision points
Planning View Design validation:
- Transport View
- Inventory View
Business rules for:
- Transportation Lead Time
Minimum transport lot size and transport lot size rounding value
- Subnetwork segmentation (planning unit)
- Frozen Horizon
Lot Size procedure
e the science
of healthy skin-

Allowed for in-house
customisations for key figures
and processes where SAP best
practice didn’t fit




Demand ForecaStlng — the Old Way IBP — Aligning for Growth

Distributors Channel K.
Tender Market ® m Customer
ﬁ m m Distribution Centre
Direct Export 6 _Countries in the ﬂ
Eg: Middle East Middle East Manufacturing Plant
m Tenders

Eg: China, NZ

5 Affiliated Subsidiaries
@

Eg: SGP, MY, UK

Forecast

Domestic Sales
[ ]

Eg: Australia
Wholesale

Singapore
D.C.

SAP ECC MRP: Stock

Transfer Requisitions &
STOs

Customer Location
Dependent Dependent

Demand Demand

A’ ’
m EGO Australia Plant

More spreadsheets for forecast
accuracy, monitoring supersessions,
analysis, ........

Each spreadsheet had multiple tabs,
replicating master data, forecasts,
actuals, prices, distributor data, etc




Simplified, centralized, robust and VISIBLE

Distributors Channel K.
Tender Market ® m Customer
ﬁ m m Distribution Centre
Direct Export 6 Qountries in the J
Eg: Middle East Middle East Manufacturing Plant

@
m_ Consensus
Eg: China, NZ Demand

Consensus ‘

Tenders Consensus
Demand

Demand

Inventory, in-
transits, Safety
Stocks...

rms ml 111 5 Affiliated Subsidiaries
M.E. Distributor [ )

Domestic Sales

: - Eg: SGP, MY, UK
m Consensus
Eg: Australia Demand
Wholesale Inventory, in-

transits, Safety
Stocks...

Consensus

Demand
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.*"  Singapore
* * D-C-

SAP ECC MRP: Stock
Transfer Requisitions &
STOs

WIntegrated Business Planning
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Planned implementation timeline

Nov/Dec Jan/ Mar / Jun/ Sep
> >ep 20 >> Oct 20 >> 20 >> Feb 21 >> May 21 >> Aug 21 >> onward >
: . =Eeg

consensus “/ \{

and stop

« Supported by SAP Solution Architect — Full time from November to March
* Project team
 Full Time: IBP Lead and Technical lead
 Part Time: Technical SME, Programmer (for interfaces)
« Asrequired: Basis and Security support
« Extended timeline taking into account smaller implementation team
« Solution Architect based in NZ
« All 13 x 3 hour requirements sessions held over zoom during lockdowns

S0 So..... What Fappened?

of healthy skin 10
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Planned implementation timeline

X0
o : V 4
Get Ready Sta. -al Jgrecar 1 itinuo.
g and Jroveme,
consensu.

Demand . Cqmpl_ex manual system needs to be taught to
Manager pnmaply a brand new to Ego team
SouEnlell . Required UAT and Project involvement from
inexperienced staff

ResIgNS pjanners
Move

e | the science
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New Plan

0 | the science
of healthy skin-
I |

Configure
basics and

~IBP — Aligning for Growth

Focus on 5
Year Plan and
Cl

Train,UAT
and Approve

Manually
manage Go Live

Go live brought forward 3 months

Implemented an Minimal Viable Product (MVP) to just
capture demand and publish to ECC
Decommissioned spreadsheets almost immediately
Analytics followed soon after

Continuous improvement methodology to then bring

In other value-add elements 15



What dld We Implement? IBP — Aligning for Growth

In Market Planning

riteria):

9] | Chart: include Time Totals [ Average = In-Market Sales Plan incl. Promo e fyctuals Oy Prior¥r
O Filter Attribute Total[i]

@lﬁl Series: @lﬁl Filter:
In-Market Sales Plan incl. Promo
Actuals Qty Prior Yr

Desns e . Key Figure May-22 Jun-22 Jul-22 Aug-2? Sep-22 Oct-22 Nov-22 Dec-22 Jan-23 Feb-23 Mar-23 Apr-23 May-23 Jun-23 Jul-23 Aug-23 Se
'Statistical Fcst Qty 66,680] 67,723 68,766 69,808 70,851 71,894 72,936 73,979 75,022 76,064 77,107 78,150 79,192 80,235 81,278 82,321 83
Actuals Qty Prior Yr 47,099 44,939 20,764 46,204 60,000 61,053 71,934 60,922 40,003 39,687 67,368 77,815
Add II"I Forecast and En—MarketSalesplan 55,000 55,000 45000 45000 60,000 60,000 60,000 60,000 60,000 60,000 60,000 60,000 60,000 60,000 45000 45000 60|
Promotion Uplift

In-Market Sales Plan incl. Promo | 55,000 55,000 45,000 45,000 60,000 60,000 60,000 60,000 60,000 60,000 60,000 60,000 60,000 60,000 45,000 45,000 60

Promo quantities AR

'Budget Qty. 59,040 43,920

Statistical Fest Qty 0 7,950 7,950 0 7,950 0 7,950 7,950 0 7,950 0 7950 7,950 0 7,950 0 7
"Actuals Qty Prior Yr 28,033 7415 39 8,409 25,006 31,036 1,520

In-Market Sales Plan 10,000 10,000 10,000 10,000 15,000 15,000 15,000 15000 17,400 18,540 17,760 18,096 13,096 18,096 13,260 15000 15

'Promotion Uplift
In-Market Sales Plan incl. Promo 10,000 10,000 10,000 10,000 15,000 15,000 15,000 15,000 17,400 18,540 17,760 18,096 18,096 18,096 13,260 15,000 15
"Constrained Demand Adj.
‘Budget Qty. 6,912 12,672

“Standard” forecast input screen

e the science
of healthy skin 13



Example of Continuous Improvement

Request from owners:
« How can we see the impact of our strategic plan over the next 5 years on our production
facilities and warehouse?
 When do we need to install extra capacity for production and warehouse to best utilise our
capital?

Solution: Utilising version capability and the S&OP module to take the forecasts for all regions and
model it onto the production lines

Using versions allows the use of different master data and configuration to enable modelling. SAP IBP
needed to replicate our planning from ECC with the extended horizon

Analytics helped visualise the plan better than any tool we have had to date

Helped Sales and Operations to understand constraints
on supply given their plans and outlook for the future

e the science
of healthy skin
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IBP - Aligning for Growth

Line Capacity modelling (S&OP module and analytics)

Available Capacity & Utilisation for ACMA
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Objective realisation and Benefits

Repl dsheet reli : :
EPiace Spreatsneet refiance Removed 25+ spreadsheets immediately

AR

+ Reduce risk in process reliant on spreadsheets (V] v Monthly updates to ECC down from 2 days to
» Reduce time consuming to spreadsheet management and move to value add D less than a minute
« Reduce master data issues, accuracy of updates DJ v' IBP to ECC interfaces provide accurate data

Demand reviews, Market Reviews and

Cl‘/ Management Business reviews approve forecast
+ Enable plan review / quality checks before publish to production before publication

» Enable accurate reporting on demand plans, demand changes, forecast D‘/ v Analytics and SAC provide easy to view

accuracy )
 Improve clarity, communication and buy in on demand plans E|/ v Irﬁfe?;ggg to BW / BPC for consistency of data for

all of business

<\

Increase visibility

v" One agreed, approved, demand forecast
« Remove ambiguity on numbers D/ v" Forecast Accuracy / Bias reports autom‘_eltic and
+ Enable visibility to begin IBP process (V] run on day 2. Improved Accuracy and Bias

Metrics
Increased engagement with planners

Plan for success we want to have

<

* Enable scalability as Ego grows CI‘/ v' Compatible with SAP S/4 Hana — PP-DS and

* Integrate with existing ECC system E‘/ Response and Supply are on our roadmap

 Primarily supportable with internal resources D\/ v Supported by small internal team for technical
updates and business process changes /
updates

e 0 the science
of healthy skin 16
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