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.Uk H
@ Achievements

= Business requirements listed
= First high level overview of commissioning activities acquired
= Selection process terminated in a very fast period

= IBM Varicent as ICM solution provider selected

THANK YOU!
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® Next Steps

= Confirm project plan asap

= Next Milestone: Complete the detail design until end of Jan’13

» Fix the scope

» Future commission plans - launch date tbc

» Future services & activities per team clarified

> Workflows defined

» Interface & integration aspects clarified

» Overview of the change & the impacts towards the end users
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® Objectives

Financial

BJECTIVES

Remain within the project budget
Focus on key benefit areas delivering most value
Fulfill the business case expectations

Time &
Implementation
Approach

Stay aligned with Dynamo 2 Planning as far as necessary, go-Live date
must match with Dynamo 2 launch date

Apply best practice & OOTB setup

TCS to actively participate as much as possible in the configuration as it
would be done after the Go Live date (build & test new commission plans)

Quality

Automated flows with no mistakes

Transparent and user friendly view for Manager & Users (online report,
dashboard and statement)

Strongly reduced number of inquiries/complaints from the partners
Self-Sufficiency: Partner Mgmt Admin to be able to create independently
commission plans without requiring ext. or int. IT support
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Pt rrent situation & futur mbition
D@ Current situation & future a o

DOMAIN

Model Design &
Calculation

CURRENT

Manual, basic model based on
reports due to high resource impact
Limitation to create incentives to
respond to market events

No workflows supporting the
decision process

FUTURE

Automated & sales motivating
models based on sales transactions
Agile & flexible setup of hew models
to respond to market needs
Workflows supporting the approval
& decision making process

Payment

Francoise M

The time to pay commissions is long
No simple view of payment status

Automated payments on both
directions

Ability to trace payments, clear
identification

Reduce the payment exchange
frequency for low perform. partners

Reporting,
Analytics &
Statement

Hard to generate detailed reports
No sales quota view

Basic commission statements
leading to partner inquiries

No analytics tool

Clear overview for partners, their
sales reps and their managers
Exceptions report showing where to
pay attention

Analytics view allowing to increase
the commissioning efficiency

Support,

Control/Monitor

High number of partner inquiries
High effort through different teams
Difficult to provide a fast response
Control mechanism consuming a
high workload

Fast support response time
Minimum number of partner
inquiries

Control mechanism to spot critical
fraud cases
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4 1 1
@ Interfacing & Integration

DOMAIN

SF Integration &
Data Interface .

CURRENT

No live system --> the sales process
will be live as of June’l3
Limited parameters that can be used
for commissioning plans

FUTURE

Key interface inputs are available
Desired commissioning plans can be
setup independently

The front end can be accessed
through PRM, CRM and a separate
online version

SAP Interface

Different flows to pay partners
Different views depending on
partner type

Manual transactions based on report
inputs

Automated payments

Ability to trace payments
Payment item containing full
information (eg as attachment)
SAP & Varicent data are matched

© Touring Club Schweiz

11/03/2013

COMMISSION DIRECTION
PLAN ROADMAP TO GO FOR OBJECTIVES NEXT STEPS ACHIEVEMENTS

TEAM



i

Provisionstabelle fiir Vermittler/Partner giiltig ab Juli 2011

Provisionstabelle

P roduktefamilie Produ kkategonie P roduktcods Jahreaprimis TYPXA TYPXE TYP XG TYP KU
Hort ki sizlan Part Exden Par Irfcen Kuwoni
Migledschat Migiisdschat SOC.MOT 1011 Ezene
Migii=dschat nach S eiion SOC.MOT 101253000
Migiisdschat Nicht-blotors ent SOCNOT 013 5hoos
Vebiaher SOCVELO 1210500
Camping S0C CAMPING 14057000
Padnerkarte SOCCARTEP 1330-5CTPX
Jugerdists SO0CCARTES 1540-5CT.¢
CoolDown SOCMOT 1320- Moo
Junicrermigliedschall SOCIUNI 13105 Jrooc
Assista Verkahe Famile e A130-C05F
Fam No-Mamb 05 A M-COEFN
Eire C05 4460-C03
Eirzdl NoMemb C05 4461-LOSN
CoolDown C05 4470
Assists Pivat Famile POS A2B0P11F
Fam No-Mamb PO5 4Z51-POSFN
= POS 4X0P
Eirzdl Nodemb 2157 451 F0EN
Assists immobilen  |Mamber M1 AT
No-Member i 42211 N
A ssisia Berich 13 Beschaltgle KM LG A661-E06CT
46 EBsschaligis B LN 4662 EM6C2
T-10 Beschaftigs KM LKOE: 4583EMEC3
11-15 Beschafige M LK 4664-EBCH
520 Beschiafigls KM LKOG: 4EE5EMECS
ETI ETI Ewopa Famile ETIHA 2 13EURNE
ETl Eweopa Eirzdl ETHA ZHBELNE
Erw_ VW=t Famile ETHA 2213-XMF08
Emw. Vit Einzel ETIHA 2246XMIE
Halungsk Ewops ETHA BASFGE
Halungss Awss Ewoos ETHA Z15FGMIE
ETI Ewopa Familie NorMot ETINMOT 2453EUFE
ETl Ewopa Eirzel Nor-hlot ETINMOT 2HEEUE
Erw_ Vit Familiz Nordlol ETINMOT 2513-KMF0E
Erw_ Vit Einzel Nondod ETINMOT 251608
Hailungsk. Ewopa Nor-Mol ETINMOT i

Hailungsk Awss. Ewopa Nonbl o

ETINMOT 2335-FGMIE

CardAssitarce

Card Assstancs

CARDASS 200-CARD

Firmenksts

Jarriche Grurdise

ENTREPRISE 1610-ENTTE

StrasserhileCH

Strassernif=Ewoms

ENTREPRISE HA-ENSRS
H6X-ENSRE

Rechiss chutz CH

ENTREPRISE 1641-ENPJS

Rechiss chulz Eueopa

ENTREPRISE 1642-ENFJE
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» Implement the AS IS
commissioning plans &

= Implement new NEW
commissioning plans that can
be activated after the go live

Dynamo II
Go-Live Date

* Only AS IS commission plans
will be switched on to all
existing partners

*= Minor adaptations possible,
requiring NO contract update
(correction if cancelled)

Commission Plans Roadmap - for the GO-LIVE there
will be no compensation changes towards the partners

m|n +1 3 months

Post-launch

= Switch on new compensation
plans for the dedicated
partners with top potential

» QUTSIDE the scope of this
project (Partner mgmt
roadmap)
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Team

L

B

Company __Domain______Name ________Role |

Project Mgmt
IBM Varicent Project Mgmt

Sales
Cap Gemini Project Mgmt
France Finance Stream
Cap Gemini CH ImpIementat?on

Implementation
Marketing &
Sales, Partner
Mgmt

Backoffice CIC

= Backoffice

Emmen
Finance

IT

lan Torres

Seybel Chenevoy
Gaston Russi

Jerome
Guillaume
Robert
Thomas
Valerie
Markus
Nathanael
Marc
Umut
Barbara
Daniel

Andrea

Francoise
Jean-Daniel
Claude
Chantal
TBC

Project Director

Business Consultant

Sales Manager

Dynamo 2 - Cap Gemini PM

Dynamo 2 - Cap Gemini Commission SPOC
Implementation Consultant

Implementation Consultant

Project Sponsor

Business Responsible

PM Dynamo?2 Partner Stream / Partner Mgmt Admin
Sales & Partner Mgmt Business Consultant
PM Dynamo2 Partner Stream & Commission
Responsible Backoffice CIC

Backoffice Expert

Patrouille Administration

Payment Flow

Business Consultant (Process Design)
Business Analyst (Build/Testing)

IT Program Manager

SAP Expert
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