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AXALTA

Axalta Coating Systems

= Leading global provider of advanced coating systems 145 years of coating history
#1 or #2 globally in each of its targeted markets ) ) )

Serving customers in over 130 countries

/ Technology Centers

42 Customer training centers

35 Manufacturing facilities

Approximately 13,000 employees

Axalta Coating Systems
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After market car refinish (paint)

~y

Revenu in EMEA ~ 600 MM€
~ 40.000 end users
~ 4500 paint SKU’s & 5000 resale items
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~ 100.000 Colour formula’s.
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~ 85 warehouses in EMEA.
~ 4 MM orderlines pa.

~ 600 sales force and technicians

Axalta Coating Systems



AXALTA

Enterprise Centric
* Focus on

Operations
Basic (S&)OP.

No Data
integrity BEE
Poor MAPE
Finding
Patterns in
noise

Integrated Supply Chain
Management

Axalta Coating Systems



The (re)volution 7N

Enterprise Centric

Integrated Supply Chain
Management

Axalta Coating Systems



Enterprise Centric

Integrated Supply Chain
Management

Axalta Coating Systems

Customer Centric

Integrated Business
Management

AXALTA




Demand Step : introduce 4 key capabilities.

4 0% BIAS

Axalta Coating Systems



Enterprise Centric

Integrated Supply Chain
Management

Axalta Coating Systems

Customer Centric

Integrated Business
Management

AXALTA




MANAGEMENT
BUSINESS

BUSINESS PLAN
PERFORMANCE

~ '~ 4@ PrRODUCT
SUPPLY \ MANAGEMENT

DEMAND
REVIEW

& Oliver Wight International 2006 owlooos-022 . rummmmm
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Albert Einstein

‘All models are wrong.k
some are useful’

\LTA

e Statistical Forecast
Statistical Factor and Statistical Analysis

Analvsis Key Assumptions
y Planning Horizon 1-18+Months
Marketing I
Input

Market Plans Forecast/
Promotion Plans Demand Plan Salos Plans
Rl Territory Plans
Economic Indicators Planning Horizon Custormer Plan
External Factors 1-18+Months ustomer Flans
Competitive Analysis $ and Units Incentive Plar)s
Key Assumptions Key Assumptions

: . \_/— Planning Horizon 1-6+Months
Planning Horizon 1-18+Months / \ $ and Ugits

Product/Brand
Management

Business Plan
and Strategy

Input

Product Plans
Branding Plans
Pricing Plans
Key Assumptions

Axalta Coating Systems * i
Planning Horizon
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Enterprise Centric

Integrated Supply Chain
Management

Axalta Coating Systems

Customer Centric

Integrated Business
Management

Consumer Centric

Collaboration

AXALTA




Project Lanx
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AXALTA

local

References
Color info
Ingredients
Weights
Volume
Cost
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Project Lanx

Trying to evaluate ways to further broaden
our connectivity to our end-customer.

AXALTA

Demand: Second market signal for demand planning .

Supply: Place orders directly .

Marketing: Targeted marketing and product info - content push.

Sales: Return on investment follow-up
Product use in relation to warranty, FLI and OEM
Targeted product offer based on consumptionpattern
Insights in consumption patterns (2WB vs. 3WB)

Color: Red alert on complaint / colour handling.

Collection of most popular colour formulas used
Assess Fan deck on demand concept feagibility

\

Axaltia CositnggSgyE@ms s - confidentia



IT landscape

ocal CCC and

i

Axalta Coating Systems

AXALTA

Think Big
Start small

Scale Fast




... integrating data : pilot y 1\

AXALTA
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Visual Analytics : Speed is key

Data Visualization 1
DEMANDDATA_LANX
2 8 f@ Search data
M DIVISION 1
M ERP Company Co. 1
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M High Level Custgrd 1
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Global Filters
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Top 100 Most Searched and Used Colors y 1

AXALTA

80

2000 inquiries

40 60
I

Cumulative Transactions [%]

20

* Top 100 colors cover

20.1% of inquiries
) Jl (; 5t|)0 10|00 15|00 20|00 25|00 30‘00
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““‘||||||||||||||||||||||||||||||“‘|‘|‘|||‘|||||||||||I mm

Cust. Transactions [%]




STDNB

STDHL

Color Targeting — Repairs of TOYOTA/1G3
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We need to provide alternate colors properly
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AXALTA
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Enterprise Centric Customer Centric Consumer Centric Demand Shaping
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Go-To-Market Strategies

Integrated Supply Chain Integrated Business

Collaboration Portfolio Management
Management Management &

Axalta Coating Systems



Enterprise Centric
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Customer Centric Consumer Centric

Market Signals
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Demand Shaping
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The receipee does not exist 8
. but :

1. Clean the house : Integrated Business Management (S&OP) - 1 plan

2. Demand : Pyramid planning — introduce business accuman
(judgement)

3. Invest in Data quality and Analytics (people, process, systems)

4. Be market-oriented .... Work on Go-to-market strategies /

Axalta Coating Systems





