Commercial Excellence STRAT]TEXX
Approach

Not more initiatives:
More interplay across all sales stakeholders.

How CSOs recognize the need to act
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Pricing evaporates KAM plans without Forecast as
into discounts pipeline impact wishful thinking
List prices hold. Lots of planning. Commitment replaces
Net prices don't. Little movement. evidence.
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Growth without CRM full, Initiatives launch —
a clear focus steering empty and peter out
A little everywhere. Lots of data. Lots of momentum.
Decided nowhere. Few decisions. Little anchoring.

Four steps to an effective Commercial Engine
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Commercial Excellence
Operating Model

STRAT| | EXX

[f revenue, margin and pipeline are to improve,

the commercial function must be run
as an operating system.

Seven levers — one operating system

Leadership
Cadence

Who decides, prioritizes

and follows up? ®

Sales Ops &
Data

@ .

Is our data foundation
fit for steering?

Coverage &
Channels

Does sales capacity
match the potential?

Segmentation
& Focus

Where do we want to win -

Pricing &
and Wlﬁre not? &

Margin

Where do we capture value -
and where do we give it away?
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PROFITABLE
GROWTH i g KAM &
ENGINE Accounts
More revenue. .
Better margin. Which customers deserve
Stable pipeline. which treatment?
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Pipeline &
Forecast

Which opportunities are real -
and which just activity?

Where the operating system pays off (selection)
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Growth in the More margin through Higher Win Rate & Effective organization
right fields better price realization Pipeline Quality and clear leadership

Sharpen focus. Enforce value.

Unlock potential.
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Reduce discounts.

Build capabilities.
Anchor sustainably.

Right opportunities.
Win better.
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