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Definitions

» « B to B solutions » account for processes and tools
alming at supporting flows of information shared
between :

Carrefour Group : Global, Countries, Business Units,
Stores
Suppliers for Merchandise and Assets

» Information can be of several kind :
Masterdata : product and price information
Aggregated : Key Performance Indicators
Transactional : sales and inventory
Unstructured : general information
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4 Domains

Domain Processes
Masterdata Supplier portal
Product information : Data Synchronisation
Supp|y Chain Performance Monitoring

Order to Cash Cycle : EDI messages
DataSharing Supply Chain

Shared Replenishment : CMI, VMI
Shared Forecast : CPFR

Finance Payment Monitoring
Paperless Invoice : EDI messages

Buying Reverse Auction
. RFI/RFQ/RFP : eSourcing
Marketmg DataSharing Marchandises (BEM)
Quality DataSharing Client (CRM)

Private Labels : Product Development, Quality Monitoring
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Involvement in industry associations

=

®

groupecarrefour

&

@1

%

BtoB Strategy

@1

%

December 2007

»Carrefour is heavily involved into international associations
Evolution of business processes

Evolution of international standards




« Future Value Chain 2016 » GCI report

3 — Company Cultural
and Behavioral Changes

Datasharing, Performance
Monitoring, Portal

4 — Information Sharing

Codification Standards, DataSynchronisation,
DataSharing, Portal

5 — Shopper Dialogue
DataSharing Client, CRM

2 — Integrated
Logistics
DataSync, EDI,
VMI

6 — Sustainability
Traceability — Product Development

1- Synchronised Production
VMI, CPFR DataSharing
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Suppliers’ Priorities

Supplier 1 Supplier 2 Supplier 3 Supplier 4
- Promotion :
Priority 1 Management DataSync DataSync Datasharing
L DataSharing : Joint
Priority 2 EPOS Data Datasharing Scorecarding
Priority 3 DataSync Sh;rzidnslgglply DataSync

»DataSharing
Improve On Shelf Availability, especially for promotions
Improve Innovation process, Promaotion efficiency

»Data Synchronisation
Develop Product Data Quality
Reduce non value-added tasks
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Internal assessment (as of July 2007)
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Strategic
Partnership

3 levels of BtoB Integration

* Promotion process : forecast, commitment on OSA

High Level of Integration with Shared Responsibilities /\
» Store replenishment

Transactional Information by sku / store / day

Associated to results commitment on turnover and margi n
for the category

Advanced
Collaboration

Medium Level of Integration
e Data Synchronisation : GDS
» Data Sharing Supply Chain
* Invoice Management / Web Vendor

Transactional Information by sku / DC / week / \

Entry Ticket

» Data Synchronisation : Excel / Web
Performance Monitoring : scorecards
EDI Messages Orders / Invoice
e-sourcing : RFI, RFQ

Supplier Portal for general information

Structured and standardized processes ‘ ‘

Static/Aggregated Information : indicators
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2008-2010 : 7 priorities

Domain Integration level
Implement the supplier portal MasterData Entry Ticket
« CarrefourNET »
Deploy Data Synchronisation MasterData Entry Ticket
Advanced
Collaboration
Finalise dematerialization of orders and Supply Chain Entry Ticket
invoices (EDI messages) Finance
Relaunch use of reverse auctions and Buying Entry Ticket
develop eSourcing for Assets
Systematically share performance Supply Chain Entry Ticket
scorecards Buying
Implement Operational DataSharing Supply Chain Advanced
Buying Collaboration
Deploy solutions for Invoice Management Finance Advanced

(WebVendor)

Collaboration
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Local
approach

ocal/Regional
approach

)bal coordination

lobal approach

ndard processes
d shared tools

mplementation

Approach for implementation
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Category Growth

Supplier Growth

Keep the
basics right

Related objectiv



