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Unlocking value for retail organisations

Enabled by KPMG x Workday

As retail transformation agendas unfold, retail leaders are also focused on augmenting
current assets to deliver value quickly. “Velocity to value” is best achieved by leveraging
existing data from back-office systems to deliver insights.

Focusing on people and process efficiency, and establishing “Systems of Record” using Workday’s
suite is a critical foundation for the business and delivers implicit value. Using Systems of Record
across enterprise processes and domains to form “Systems of Insight” creates higher order value
for retail organisations. Using KPMG’s Connected Enterprise and Workday’s Composable
Architecture Framework, your organisation can improve business and operational performance.

So, what does it take to raise your business performance to another level and how can you
measure success?

Workday-enabled transformation Workday + operating model transformation
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KPMG’s Modern Data Platform (MDP) components
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Composable ERP | What it helps you do

Proactive mode (10%) Reactive mode (90%)
“l want to have a plan ready for every customer “I need to swiftly identify and offer my customers as
scenario and prepare my team to successfully much value as possible and help my team to
meet store targets.” accurately and efficiently respond to customer needs.”
Q Core Needs Q Core Needs
» Building knowledge of key promotions before * Recommending and verifying promotion
hitting the sales floor and communicating and eligibility in real time
positioning them to store team » Confirming details and resolving escalations
*  Preparation for store visits « Maintaining a positive environment among the
* Review store metrics team throughout the day
@ Pain Points @ Pain Points
» Stores running skeleton crews » Limited availability of secondary tablets and
« Lack of time for resource training and self- colleagues
study * Promotion details inconsistent across
«  Some promotions that display not available in resources
my region/geography + Complex, multi-login process and timeout
» Staff stepping away from customers on sales « Staff burnout and energy throughout day

floor to access resources .
Device Usage

. Full time, may be split between Laptop = ®
Setting multiple retail store locations Low D High
- Quality of each store’s Mobile/Tablet Low High
_'::r c;mance individual sales performance & ® 1 Py
9 customer in-store experience Phone Calls/Text = -
Low High
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