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Sales Reporting

This program aims to design a standard process

for transmitting Product Sales information from

single or multiple points of the sales chain.

The objectives are to improve the information

flow and reduce the costs of managing the associated
business processes that generate and utilize the information.
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Program At-A-Glance

Business Challenge o _ o
Case for action and description of the current e-business process situation.

Business Process Overview
General description of the process and high-level e-business process flow.

Value Proposition

Summary of the expected business value for each supply chain role
Supply Chain Roles

Description of the supply chain roles involved in this e-business process.

Sponsors and Core Team _ o
RosettaNet Partners involved with this Milestone program.

Program Scope and Deliverables _ _ _
Expected outputs for the Sales Reporting e-business process Milestone

Program. Process Scope
Specific process capabilities to describe the scope of the Sales Reporting

e-business process.

E-Business Process

Process Flow : e :
Sales Reporting e-business process flow model. lxr"f} SEL1A N £l
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Business Challenge

Case for action and description of
the current eBusiness process situation.

Case for Action

The originators of the data are being requested to send Sales information in various
formats. Extracting this data and then formatting the data in a different way
depending on who the recipient is creates overhead, delays the sending of the
information , increases the time to publish the information and often requires manual
intervention thus leading to errors. Recipients of the information spend unnecessary
time to prepare the received data from the many partners such that it is able to flow
into their ERP systems. Often the data is incomplete as during the course of the
process some partners have issues preparing the information before sending it to the
recipient Information required to manage business is inaccurate and delayed. This
results in inaccurate inventory calculations and hence over/under stated financial
reserves, delayed payments to the partners, inaccurate decision made on market
conditions and the inability to verify warranty claims. Managing the process in weekly
cycles is already flawed, as costs in the industry continue to be reviewed the need for
more frequent cycles is required but hindered due to the ineffective methods used to
exchange data. In addition the need to penetrate further down the sales chain is an
increasing requirement , managing the data manually and in many formats is
impractical as the partner activity expands
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Inventory

The combination of accurate Sales information coupled with
Inventory information reduces the need to perform physical
counts. Accurate and timely rebates to reflect inventory
value post manufacturer price moves can be achieved.

Market intelligence

Near real time trends can be obtained to determine effectiveness
of prices moves, special deals etc.

Rebates

Rebates based on special qguotes may be processed real time,
hence improving cash flow to the selling agent
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Business Process QOverview

General description of the process
and high-level e-business process flow.

Introduction

Such is the importance placed on Sales information by the Original Equipment
Manufacturers (OEM) that franchise agreements with their channel partners call out the

need to report such information on a regular basis.

Key Points

The information will be sent from buyer to seller.

The frequency of the transfer of information is dependant on the ability of the sender to
generate the information without impacting their ERP performance and on the recipient
to process the information in time before the next transmittal is to be sent.

Where possible the data will be collected from points along the sales chain with the
ultimate position of having the ability to track from OEM to the consumer.
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Value Proposition

Summary of the expected business value
for each supply chain role.

The information being reported via this process is used by Manufacturers to run their business in a
sales channel. As is evidenced today, unless the information reported is accurate and provided in
a timely manner, costs increase. In addition reconciling financial responsibilities becomes a
significant challenge, consuming volumes of manual effort.

Value for Channel Partner

Increased Levels of Support.

The Manufacturer will use the information to understand market trends. Based on the Sales
information manufacturers may increase production or move inventory closer to an area of increasing
sales. This may lead to increased sales for the partner.

On the contrary, a manufacturer can help the channel partner to keep days of inventory on low running
products to a minimum as sales reduce on particular products.

Cash Flow

With accurate and timely data being reported by the Partner, Manufacturers can more easily and
quickly validate and hence generate financial credits due to the partners in support of special
promotions etc.
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Value for Manufacturers

Market Intelligence

By having timely information relating to product sales, Manufacturers
can position inventory to support increasing sales hence increase
inventory turns. In addition pricing concerns can be validated and swiftly
responded to.

Automation

Manufacturers today receive data in many forms and on many formats.
There is much reconciliation that takes place before any data can be used.
Often data is missing and delayed such that the cycle to receive data
begins before the prior data can be cleaned and understood enough to be
of value to the business. Having a standard method to receive this data
and by having machine to machine connectivity. Timing and accuracy, as
seen from other RosettaNet transactions will increase.
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Supply Chain Roles

Description of the supply chain roles
involved in this eBusiness process.

The Sales Out Reporting e-business process will address the needs of the EC and IT supply chains
An example of such a supply chain is:
Manufacturer - Distributor - Sub Distributor - Reseller —Value Added Reseller — Consumer
The Manufacturer would ideally be able to receive sales out information from each of the organization
throughout the supply chain, ie data from each supply chain participant would be sent directly to the Manufac
In practice the information is mandated at the first point of sale and achieving the ideal is unlikely to be achie
in the near term.
The PIP should also be constructed to exchange this information between any two partners should they agre

exchange Sales Out information.

Supply Chain Partner

The supply chain partner is adding value to the original manufacturers' product by; acting as a low cost sales
for the original part or integrating the product into a higher level product for subsequent resale.

The supply chain partner, where agreement has been previously determined, will report back to the manufac
information relating to the sell out of the manufacturer's product at a frequency agreed to between the partie:
Manufacturer: Recipient of the information. Used to drive internal processes in support of benefits throughou

the supply chain.
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Sponsors and Core Team

RosettaNet Partners involved with this Milestone program

Board Sponsors

Executive Sponsor
Intel (EC, IT, SM Boards)

Program Sponsors:
Cisco (EC, IT Boards)

Team Members
On-loan Resources

The on-loan resources are responsible for the day-to-day operations of the program.

Program Director: Alan Court, Intel, Alan.court@intel.com

Product Manager: Cristina Rayburn, Cisco, crayburn@cisco.com
Program Communications: Jenny Mauch, Intel, jenny.s.mauch@intel.com
Requirements Modeler: Zennan Green, Intel, zennan.green@intel.com

The RosettaNet assigned resources include:
PIP Developer: ET Tan, RosettaNet, ET.Tan@RosettaNet.org
Focus Process Team (Content Experts)

Dedicated team of 5-7 business experts working with on-loan resources and partner companies
in gathering business requirements, discussing feedback, validating the standard and creating
supporting collateral.

Active FPT Member Companies
Cisco, Hewlett Packard, Intel, Motorola, Seagate

ROSETTANET

ebusiness Stondords for fre Global Supply Chain



Program Scope and Deliverables

Expected outputs for the Sales Reporting
e-business process Milestone Program.

Problem Statement
Buyers are asked for sales data in multiple formats from multiple vendors requiring heavy manual data processing
Sellers find errors in reports due to manual processing and have problems reconciling reports from multiple buyers
Review existing capabilities utilizing EDI transactions
Process Deliverables
This program seeks to exchange sales information using the RosettaNet standard to enable buyers and sellers to
accurately report and reconcile product sales and end customer data. This will help buyers and sellers optimize
the supply of product between the two, and facilitate quicker credit / debit reconciliation and so faster invoice processing.
Define the standard information format of the RosettaNet sales reporting PIP(R) or PIPs, and where necessary
modifications to any existing RosettaNet PIPs to permit a more effective and efficient transfer of product and
end customer sales information from one trading partner to another.
Include any known relationships or dependencies on other working groups or RosettaNet specifications
Comprehend existing RosettaNet PIPs as they relate to the effort to define the RosettaNet Sales Reporting PIP.
Implementation Collateral Deliverables
Develop the following documentation:
Introductory Process Overview
Sample business scenarios
RosettaNet Implementation Guide for Sales Reporting PIP(s) Ir‘:j:ﬂ § j | | I'\I N ET
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Process Scope

Specific process capabilities to describe the scope of
the Sales Reporting e-business process.

Process Capabilities

These are the primary Sales Reporting e-business process capabilities.

The Buyer is to identify Manufacturers Product and agree the frequency and timing of the transmission
with the Seller

The Buyer shall extract information from within the Buyer's company information relating to the Seller's
products. The level of Product aggregation is to be predetermined with the Seller.

The information being sent will be the entire information available since the last scheduled send of
data. No partial send of data will be permissible, although in line with the RosettaNet

standards, optional fields within the PIP are negotiated between Buyer and Seller

Ad Hoc requests for data, or requested resends may be required by the Seller. In this case a full send
of data would be sent for the entire period being requested. The period being agreed in Paragraph 1
above.

Not in Scope

A response from the Seller to the Buyer indicating some or all records within the transmission have
failed.

The request for Ad Hoc sends of data
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Process Alignment

Description of how this e-business process is related to broader process areas like order,
manufacturing, etc.

Inventory Information.

The Asset management process will require knowledge of the inventory position at each partner.

The ability to implement the inventory reporting capability will be necessary to complete the exchange
of the necessary information to fully support the Asset management process .

Shipping Receipt Information.

Being able to support the shipment receipt process will be necessary to determine any inventory
which is in transit from the Seller to Buyer.

Internal transfer of inventory within the Buyers Company is assumed to be reported by either the
Buyers site receiving product or the Buyers site sending product .

Product Catalogue —

The successful send of a RosettaNet Product Catalogue would help alleviate the mismatch of product
information. A level of automation would be required to auto populate business systems to cross
reference Sellers part numbers with Buyer Part numbers .

Sellers rely on timely and accurate Sales out information to process rebate and design win claims.
Having routine and reliable information reduces the turn round time to process data and hence will
positively impact Buyer cash flow .
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Process Flow

Sales Reporting e-business process flow model

Current Process Current e-business process flow of information exchange.
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Redesigned Process

Example for a redesigned e-business process flow of Sales Reporting information

exchange.

Extract

Data Out of Scope

Buyer
Channel Parther i

Format
Ciata Fer
Fosettaklat Stds

——

Euyer }

w
o -

Send o
// Information

. !

Feceive
Data

fil
e

Seller
(Manufacturer)

w

Fost to
ERF

ROSETTANET

abimness Shandords tor fe kobal Supply Chain



