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Presentasjonsnotater
Ref: https://www.nature.org/en-us/what-we-do/our-insights/perspectives/food-industry-market-analysis-green-recovery/
There’s a resounding call to “do good”—not just avoid harm by consumers and industry when it comes to food sector sustainability
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Realistic solutions delivere

Predict project delays to Maximize asset performance, minimize
. «“ H . ” keep/maintain maintenance leveraging asset use history
Common solutions, not “one size fits all eepimaintain along with IoT senaors

PRODUCT
ENGINEERING

j ) OF THINGS 8 : ASSET )
HR: i) &y M opriMizaTION Reduce holding costs by
& N improving spare
v 3 parts/inventory strategies Eﬂzz?gms

Product / price
recommendations improve PrRoOGRAM & O
customer experience PROJECT MANAGEMENT

E’ o PRODUCTION
W . - =2 (o] Reduce carbon footprint by
QO RrR&D B B minimizing shipping / A
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packaging requirements

WAREHOUSE

PERFORMANCE
MANAGEMENT
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Model and build e
new / optimal e i
products leveraging ! ! QQQ

existing data pipelines

»
a HUMAN
RESOURCE
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Identify anomalous

QUALITY M a0 LocisTics Ity anomalot
: H0 v o) behavior in financial

O suPPLY CHAIN
PLANNING

o - transactions G
‘gfgﬁfﬁ‘“ o) FINANCE

Predict demand more
accurately and more rapidly
respond to demand changes
Maximize machine/line yield
by optimizing machine
settings

Provide proactive customer support
by initiating customer requests
when they are needed

Predict quality control issues before they Evaluate and select the right
increase and proactively mitigate them supplier network for your brand

Data Driven Decisions | October 2022 7



Pricing visibility

Company seeks insight to pricing improvement opportunities during the sales cycle. Seek to
provide regional sales representatives with targeted information in order to maximize
margins for each potential order

Objective

- Identify pricing insights to key users focused on specific categories such as product,
margin, customer and location/region

»  Provide transparency to pricing to company leadership as it occurs

Approach

+ Using a clustering/segmentation techniques to determine the relationship
between product, margin, customer and location

« Understand price behavior of each product across all locations.

« Help improve pricing decision by visualizing the relationship between
Product/Margin and Margin/customer

«  Classify transactions using intuitive labels to help drive
pricing decisions

Data Driven Decisions | October 2022

Impact & key results

<1ls

Improved pricing decisions

1-10%*

Margin improvement on orders

100k+*

Price recommendations per
month

Global price/Margin visibility

* Anticipate, awaiting validations
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** Important that this version of the slide is not shared with customers.  The customer is Emco and we are able to use their name when we talk about this use case.  Please utilize the decks without notes for customer engagement **

Customer: Emco
Industry Applicability:  All, any client with large price history for multiple products and locations.
Time to Implement: Ongoing 
Notes:  

EMCO Corporation is one of Canada’s largest integrated distributors of products for the construction industry. EMCO offers products in the distinct categories of plumbing, waterworks, industrial and HVAC. We strive to satisfy the needs of our customers with a focused product assortment, transported and sold through an extensive network of Profit Centers, distribution warehouses and showrooms across Canada.  

EMCO users many different pricing strategies, such as Net Pricing, Retail/Discount models and Cost+ Margin structures.  The pricing associated with all of these models can vary, depending on the region of the country they are being sold in and the classification type of customer that is purchasing the item.  Emco is using this tool to provide visualization and insight into their pricing strategy, leading to an increase in both sales to their customers and margin increase for Emco. 

The desired output is pricing insights that will be visualized in M3 current pricing system and will provide information based on customer and product clustering model output that will help PC users understand where they can improve their pricing and make higher margin by understanding price range in their region. 

The reactive approach will provide metrics in a simple and intuitive approach. For a transaction of interest, we will observe product ID and customer ID. For the customer ID we will collect all customers with similar behavior using the customer cluster, then we will observe all transactions that use the same product ID and that are in the same cluster than the current customer ID. With this data we will use the transactions that correspond to the region and determine the range of margin that correspond to the 45% to 70% percentiles. In addition, we will observe only the records that correspond to the division of interest and report the mean of the margin for that product ID sold to clients in the same cluster as the customer ID, as shown in Figure 3. 
Finally, we define two main clusters. The first cluster is based on product similarities. The second cluster is based on customer similarities. 




* Infor Decision Analytics & Science Innovation

Visualization

015101 Customer Order. Open Line

ACTIONS ~  OPTIONS ~ ()

Panel Header

Order line no 001753820 7] Customer 5008500308 BAWN PLUMBING LTD.
Line status | 22-Reserved - | COtype CO2 AUTO / MAN
Warehouse 980 Req delivery dt | 070122 t°|| | 922| PST
Item number 7100557 |SL307199 G3 COND BLR NG
Quantities Last price 4198.91 %
Ordergtyalt 1 |EA Sale UM EA
Remain to inv 1 EA Invoice date 09022021
Price origin A
Pricing Information Coleman Al - Pricing Insight Below Market Price
Salesprice |  4100.00 1 CADIE Line amount 410000 CAD 45% percentile Margin 10.5%
MNet price 410000 CAD/EA Price origin |W| 70% percentile Margin 10.62%
Cost price 3752.8900 CAD/EA M agr price mtd Suggested Price 4195 99
Supplier rebate 0.0000 CAD/EA Prelprice [0-No | Label Low_popular Very_low_margin
Adjusted cost 37528900 CADIEA Cstng mod sales €980
Int trf price Price list
Margin % 847 Promotion
5td Cost 3981.49 Campaign
Margin % 289

— Q tities.
) oo wexr



Spare Parts Management

Business opportunity

Optimize inventory management using spare parts’ forecast to reduce
holding cost of surplus inventory; therefore, increase opportunity to
reinvest tied up capital without drop in service levels

Objective

» Predict parts inventory demand for individual locations over a
configurable period of time.(e.g. in the next 7 days, 2 weeks, 1 month)
* Incorporate inventory strategies to determine best spare part stock

* Provide visibility to obsolete stock

Outcomes

* Devise a simple approach to understand spare part demand and costs
* Reduce holding costs of excess spare parts without impact service levels

* Provide weekly updates for warehouse to manage/update inventory
policies

Augmented Intelligence Subscription Webinar | October 2022

Impact & key results

~ 60%

Reduction in Holding Quantity+

~90%

Less Holding Costs*

Increase

opportunity to reinvest tied up
capital*

* Indicate savings if strategies are implemented




Think big act smart for your business

Product / price recommendations
improve customer experience

SALES & MARKETING S
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DEMAND

Model and build new / optimal
products leveraging existing data
pipelines

. ORDERS

SAMPLE

; 2
| b S N
REQUEST ’

RETAIL

-
FOOD SERVICE
PLANNING = OTHER
’I, MANUFACTURING r
| - ) [ - G
| SAMPLE SENT °°bv'
. . . R&D o VPR DISTRIBUTION 8
Provide optimal recipes for o
. . =4 - -
ingredients | FORMULA i L ; S8
. - ' o ol ety 2
¢ - A
\-:‘ﬂ 1 ] P/ q,
“ g
- e i
2 qu ﬁ ’
COMPONENTS ’i :p
MANUFACTURING ﬁ \\/
p— I/ :
. QUALITY Sk l
Maximize asset performance, minimize ~JF QUALITY .
maintenance leveraging asset use history along
with loT sensors FINISHED GOODS
PACKAGING .
Reduce carbon footprint
by minimizing shipping / packaging
requirements

» Predict quality control issues before

they increase and proactively

mitigate them

DISTRIBUTION

Improve supply chain
inventory with predicting
demand for goods

SUPPORT FUNCTIONS
Create a data driven decision T \
making organization 4
~
PERFORMANCE

MANAGEMENT

Automate repeatable
business processes and
manage via exception

WAREHOUSE

HUMAN RESOURCE

Manage visibility to stock
needed for customer

demand FINANCE



Hvordan identifiserer vi morgendagens
forretningsutviklere?



Hvordan ser en perfekt konsulent ut til a utvikle selskaper med Al?
ChatGPT

1.Dyp Al-ekspertise
2.Forretningsforstaelse
3.Datakompetanse

4.Tekniske ferdigheter
5.Problem-lgsningsferdigheter
6.Kommunikasjonsferdigheter
7.Prosjektledelse

8.Etisk bevissthet
9.Tilpasningsdyktighet
10.Nettverk
11.Entreprengrskapsand
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Ref: https://www.nature.org/en-us/what-we-do/our-insights/perspectives/food-industry-market-analysis-green-recovery/
There’s a resounding call to “do good”—not just avoid harm by consumers and industry when it comes to food sector sustainability



Eierne stiller allerede krav til selskapet.



Vil IT avdelingen fa dette til alene?



Strategi for a bruke teknologi har vi hatt lenge



* Infor Augmented Intelligence Library

“Sustainability for the enterprise.”

Sustainability driven ML models can be
incorporated into your business process to
help “do good” while managing your
business with data driven decisioning
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Ref: https://www.nature.org/en-us/what-we-do/our-insights/perspectives/food-industry-market-analysis-green-recovery/
There’s a resounding call to “do good”—not just avoid harm by consumers and industry when it comes to food sector sustainability
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