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Vanderlande’s Spare Parts Business explained

L . Initial Spare Part Package

Replenishment

” Contracted
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Typical spare part challenges vs Vanderlande's
Spare Parts portfolio
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Servitization, a given fact for Global OEMs

From usage to output

From product to usage

From reactive to pro - active

Integrated Solution

Provider
Full-Service

Provider

Value
Product Manufacturer

Manufacturer

“Service as a necessity” “Service as a value add” “Service as a business” “Service is the business”
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How to translate the Spare Parts offering into a
servitization maturity journey ?

— Critical questions to ask ourselves:
> How to apply SAAS principles to Spare Parts?
> Benchmarks (Industry, Others)?

> How to organise?

> What are the necessary pillars for success?

> What's ‘in’ it for the clients and what's ‘in’ it for us?

> How should it look like?
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SPAAS - Project Background

VANDERLANDE

— Customer benefits vs Vanderlande benefits
Customer

All relevant parts on site

Completely unburdened

(Technical and Administrative)

Digitalised, measurable processes

Risk- / Performance-based pricing

Predictable OPEX / TCO

©

Customer
Centrigc

&

Digital

Organisation

SPAAS

SPARE PARTS AS A SERVICE

Vanderlande

Capture full customer-specific spare
parts potential (+XX% revenue/CM)

Increased customer intimacy

Predictable SP revenue and production
Lower transaction costs
Predictable OPEX / TCO

Increased Sales for non SPAAS
customers
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Based on SAAS principles Vanderlande developed an
innovative spare parts vision

~

Customer
Centric

SPAAS

SPARE PARTS AS A SERVICE

Organisation
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Focusing first and foremost on our customers needs,

/
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Customer
Centric

\

SPAAS

SPARE PARTS AS A SERVICE

Sustainable

Organisation

* One Stop Shop
* Customer Value First
*  World class Operations
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Our Customers and governments are thriving their
sustainability agenda, we need to have an answer

Level 1,2,3
Circularity
Optimised Supply chain

MacBook
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With our global customer base, it is very important to
make sure the experience across the globe is equal!
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SPAAS

SPARE PARTS AS A SERVICE

Accelerated learning
Global Community
One way of working

MacBook




And making sure we reap the full benefits of the
industry 4.0 possibilities coming our way.
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SPAAS

SPARE PARTS AS A SERVICE

Data Analytics
Digital Ecosystem
Digital Supply Chain
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moving your business forward.

The spare parts webshop,
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Component &
Equipment catalogues

Full web order history
Incl. details.

Fully integrateq
System with ERP ang
PM systems

/

Excellent product Content
= cross references (OEM etc)
= technical attributes
= images

Customer Service functionality

» \Warranty
= Repair/ Return

» FAQ




VANDERLANDE
A distinguished roadmap to provide the backbone for Data enabled
services /

Data Analytics

Digital Digital Ecosystem
\ Digital Supply Chain

2019 FY 2020 FY 2021 FY 2022 2023

Customer Centric Digital

.. Requirements Implementation Phase 1 /2 .
Digital Eco System q . / P / Services Marketplace Market plattform
Architecture IOT Datalake .
Supplier Data
. . . Continuous . . . .

Data Analytics Partner Selection Implementation Phase 1 . Continuous improvement Continuous improvement

improvement
. . Optimised supply chain Multi echelon Warehouse
Digital Supply chain P PPl Warehouse network

distribution
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The replatforming will add new functionalities and
enable data-driven, customer-centric digital services

> Improved findability and parts identification > Al
> Improved Customer and Role management > Improved Shipping options

> Improved pricing possibilities > Concealability

B2B Cust Accounts on Channel . . .
Bzccm“',':,.rc','f.’_'c';::k;"n: ‘\ |mrm;:;'m Vovel: . Digital With interfaces to suppliers, partners & customers the
B2C Buyer, 828 Admin, ® s .
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Facing Touch Points per Sales Channel Promotions per touch-point

= b, L @ IFEAEIN Digitally enabled services, which can provide in combination with a physical
LS & / &— ’::’":lﬂ;‘:;""""""“" (N1aVils-l Product an end-to-end solution to a broader customer need

Individual Products and i
c.m..v* ::. s;|°..c|.m| i [ MULTI-TENANT | @ SN ’ Individual 3rd Party Integration

3 | ORGANIZATION | ) per sales channel
A Digital Digital customer interfaces, touch points and channels augment the experience and allow a variety
A
Global Masterdata ‘ A 5
Partner Sales Channel for l Global Product Data& Classifications Augmentation of interaction models
282X Concepts gm: LcI;vts! :: Services
|GoN3¢¢Pmylmagnuon ili ! PhysicaI/DigitaI Physical: Traditional base offering, which can be ‘digitized’ by adding digital layers around it
& Core Product Digital: Data and IT define the product’s value proposition and generate stand-alone revenues.
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Looking forward we embrace the value of total connected
systems of systems

Competence ﬁ > Replatformlng

> Silos of expertise

: > Dynamic contextual
| S~ search

> 10T and Supplier Data
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Service engineer

" Global
External Service Desk
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Don’t forget
the Customers
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