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MODERN CASUAL AND
SUSTAINABLE LIFESTYLE
BRAND IN THE GLOBAL
PREMIUM SEGMENT
DELIVERING HIGH
QUALITY AND
INNOVATIVE PRODUCTS.




TURNOVER & KEY PERFORMANCE INDICATORS.

2.200 Trading Partners
>600 mio Turnover
286 Monobrand Stores

8 Collections delivered by 10 delivery dates




“THE FUTURE IS WHERE THE
CUSTOMER EXPECTS US TO BE.

WHEREVER THAT IS AND
WHATEVER THEY WANT FROM
US.”
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HOW?
DIFFERENT CHALLENGES NEED DIFFERENTIATED RESPONSES.

E.G.
> DIFFERENTIATION IN COMPETITION EMARSYS
> HIGH AGILITY & FLEXIBILITY CRM
> QUICK TIME-TO-MARKET SCAYLE

> SIMPLIFIED PROCESSES PI/PO
> RESILIENCE OF INTERFACES EVENT BRIDGE
> TRANSPARENCY EBISS
> STANDARDIZED PROCESSES SAPS/4
> STABILITY & SCALABILITY SAP CAR

> UNIFORM DATA BASIS LVS




HOW?

CREATING VALUE BY CONNECTING THREE APPROACHES.

MINDSET !\ TECHNOLOGY
TRANSFORMATION | " OWNERSHIP TRANSFORMATION
ORGANIZATION
STANDARDIZATION
THE THREE PARTS OF THE ',,a
TRANSFORMATION ALWAYS — LT
NEED TO GO HAND IN HAND: \ ’ ’“
A * 4
TECHNOLOGY, PROCESS AND PEOPLE. il !‘ PROCESS

TRANSFORMATION
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IN PRACTICE

MERCHANDIZE FINANCIAL PLANNING
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STRONG SILO MENTALITY:

UNABLE TO AGGREGATE PLANNING DATA.

No STANDARDIZED PROCESS OR SYSTEM.

excessivE END OF SEASON STOCK, HigH
MARKDOWNS, ano MARGIN SHORTFALL.




IN PRACTICE

TURNOVER, ‘ OPEN-TO-BUY
COSTS, BUDGETS
MARK DOWNS
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IN PRACTICE

MERCHANDIZE FINANCIAL PLANNING
~ BEFORE — —— AFTER —

NEW OPPORTUNITIES IN
i SJERS;‘ELIST'\L{‘_’ PLANNING ACROSS
MINDSET UNABLE TO AGGREGATE ORGANIZATIONAL
TRANSFORMATION PLANNING DATA. UNITS.
B SEAMLESS &
No STANDARDIZED INTEGRATED pLANNING
PROCESS PROCESS OR SYSTEM. PROCESS ACROSS THE
TRANSFORMATION GLOBAL PORTFOLIO.
NEW MERCHANDIZE
%Tﬁ excessive END OF FINANCIAL PLANNING TOOL
SEASON STOCK, HiGgH witH IMPROVED
TECHNOLOGY MARKDOWNS, AnD DEMAND FORECAST
TRANSFORMATION MARGIN SHORTFALL. ACCURACY.
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WHAT?

THE TRANSFORMATION.

BEFORE AFTER

MOP TARGET ARCHITECTURE RO.Tx
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WHAT?

THE TRANSFORMATION.

BEFORE AFTER

MOP TARGET ARCHITECTURE RO.Tx
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MOP TARGET ARCHITECTURE RO.7x

PRE-ORDER

Product Development

CRM

Colect Sales-App

HR

Microsoft Dynamics
355 CRM

—IL

A

SAP Group
Reparting

SAP 5/4 Hana

E-Commwarce & Marketplace

AY B2C WebShop
Backend

TradeByte-
Marketploce

B2B Shop Naw

Customs & Sanctioning

FORMAT-ATLAS

FORMAT-5AM

SAP CAR

Supply Chain

POS / Cashdesk

RUSSIA

Dato Warehouse
DIRECT
Pranke eBiss
Preduct Information Tradingparther

DIRECT

o

DIRECT
Portal

DIREET

DIRECT




WHAT?

THE TRANSFORMATION.

BEFORE AFTER

MOP TARGET ARCHITECTURE RO.Tx

=

T ”:j“. e |

OP




A NEW SYSTEM LANDSCAPE.

OUR CURRENT FOCUS AREA.

Scalab

The Base:

Our current focus area

MAM

PSP Online
ility o

PSP Offline
.

Roll-Out
PLM & OSCA
for Shoes and
Acc

THE O'JECT
Release 0.6

RFID
Retail

PIM 2.0

Outsourcing
Reorder
Logistics

Power BI

Insourcing
Schweiz

THE O'JECT
Release 0.7

Digital Wholesale

0

New B2B
Shop

RFID
Logistics

AVA
New Data
Lakehouse




TECHNICAL TRANSFORMATION

SAP IS JUST THE BEGINNING.

Scalab

The Base:

MAM

PSP Online
ility o

Roll-Out
PLM & OSCA
for Shoes and
Acc

THE O'JECT
Release 0.6

Our current focus area

PSP Offline
.

RFID
Retail

PIM 2.0

Outsourcing
Reorder
Logistics

Power BI

Insourcing
Schweiz

THE O'JECT
Release 0.7

Digital Wholesale

0

New B2B
Shop

RFID
Logistics

AVA
New Data
Lakehouse

Business

New Cash Desk

Supply Chain
Traceability

o Omni
Marc O‘Polo Channel
APP

B2B CRM

THE O'JECT
Release 01

3D-Design

Store
Experience

LOG_X o Future of

Realisierung Logistics

Inter-
nationalisation

HR Integra- 4%@ Ny »y\f

tion SAP -y
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THE MAJOR DOS AND DON'TS.

The don’ts The do’s

1. Don‘t underestimate your own business‘ complexity. 1. Strenghten your Enterprise Architecture skills and aim for
a sustainable architecture.

2. Whoever orders “change” also gets “change”. 2

Don‘t underestimate the necessity of change management. Your own project management team is essential. Choose

carefully.

3. Don‘t underestimate the relevance of your key users.
3. Know your processes well. Clarify responsibilties to be

able to transform them and own them in the future.
4. Don‘t hesitate to make fast decisions. Time is money.

4. Think end-to-end. Think cross-channel, cross-country,
9. Don'ttruston the opinion of your consultants too much. cross-divisional. Processes are the lifeblood of your
Your own team's opinion matters as well. organisation.

5. Keep the standards.
Each non-standardized process costs money.

M
OP AND LAST BUT NOT LEAST...
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