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Dariusz Krason T : =
Logistics Manager - Carlsberg Supply Co ng/Polcnd X
Contract manager - WE Transport Contr Tower =

Co-Chairman - ECR Polska




Carlsberg Group in numbers

14 BILLION

LITRES OF BEER BREWED IN 2021

C - j >

150

MARKETS REACHED
BY OUR PRODUCTS

PASSIONATE PEOPLE




Our global portfolio consists of 140 brands,
each with a unique character

A SELECTION
FROM OUR WORLD

Grlsbety
Group



Carlsberg Poland

Jestesmy jednym z trzech najwigkszych ~ To my wprowadzilismy na polski rynek
graczy na polskim rynku piwowarskim. W m.in. pierwsze piwo w puszce oraz marke
browarach o wieloletnie] tradycji warzymy Karmi, ktéra zainicjowata rozwé] segmentu
piwa najwyzsze] jakosci. Stanowimy czes¢ piw bezalkoholowych

duniskiej Grupy Carlsberg, jednego z

globalnych lideréw branzy.

e Y

Szczecin, 1848
Browar

Kasztelan
Sierpc, 1972

Biuro Zarzqdu
Warszawa

OKOCIM
Browar

Okocim
Brzesko, 1845

TOGETHER
TOWARDS ==
ZERO

Carlsberg Polskaw 2022 r.

19,2%

udziotu w wolumenie
sprzedazy piwa
w Polsce

1319

pracownikow

8 335

aktywnych dostawcow

zakupowych | niezakupowych

26,05%

udziatu w wolumenie
sprzedazy piwa

bezalkoholowego
w Polsce

44 kraje

importujgce
nasze piwa




Logistics network

ﬁ Browar i
Bosman L .
Browar
Kasztelan

é #1 — the BIGGEST FMCG category on the market

h’& growing customers expectation

[lﬁl + 800 Delivery points

0 @ + 2000 transportation lanes
$ + 90 000 shipments

Browar
Okocim

FTL, LTL, groupage deliveries, own collection,

=5 whs. shuttles, empties management, inbound deliveries,
Processes: Order entry, load processing & optimisation, track & = Mainly FTL, 100% outsorced
k’ﬁj trace, financials, reporting/master data/ process = 3 brewery whs.

= 2 external whs.
= ] groupage location
= 2 LTL operators

l?zg Tools: TMS, SAP, PowerBi, PowerApps, “’}‘\é’:.%g

%,: Customer Collaboration Program x-functional logistics
cooperation with customers ( incl sales, planning, customer service)



2. OPERATIONS
MANAGEMENT
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Tender approach

Scope
Tlmeline

2022 2023
IEEICEI K [ofv] |

CCOPE 18 APVTIOACH ALIGNMEN T -
BASELINING & RFP PRED IR ===
TENDER = ————— 1%
Supplier Engogement e
RFPI =

A
Mid-point reviews B

Finot 82023 volures ?
RFP2 ==

ELY
Negotiations =
ALy oas . . | - h !
CONTRACTING i ONBOARDING 11 11 L |
GO LIVE B ELS LA
TOOLS

Souraing Optimizer for bidding, advanced scenario analysis & optimization

PowerBI app, integrated with Sourcing Optimizer, for scenario analysis

=




Awarding / scenario analysis

Topics for consideration:
0000000000
o0000 v Market specific situation
. . . ‘ . v 2 rounds, feedback & negotiations
0000000000 v 2000 lanes x #no of carriers invited
000000 OCDOLOGO v" Scenarios: risk vs savings —
09000000000 v It is time consuming A e g
v" Lane by lane award § oo e L
0000000000 ;o RN - | e
v Incumbents vs challengers , 3 Digea S
AR A A . . . . . v Complexity & #no of carriers
0000000000 v" Minimum award
00000 OCDOGCOGO v Key customers allocation
v' Carrier’s service level and capacity guaranteed
@ Carrier A @ Carrier .B" @ Carrier ,C'@ Carrier ,D” v

Alignment with stakeholders

(*) dummy data & visualization oo



Decisions on volatile market

Jll LOWER SPOT RATES European Road Freight: Capacity Index (Monthly)
$ 118
HIGH FREIGHT TIGHT _ HIGHER SPOT RATES 110
VOLUMES . CAPACITY - $ s $
105 ’

100

Available Capacity —

LOW FREIGHT i AVAILABLE
VOLUMES CAPACITY

~N

* in the European market has been on an upward path since May 2022 o ./ '\
» (Capacity index increased by 19.0% year-on-year .\ A

) 90 [ PR / °
Spot price: . ’\.\./ 2T \
= has been on a downward trend since August 2022 85 \ /
= decreased by 10.6% compared to the LY, *

80

The contract price index: D D DD DD D DD DD DA A DA A DDA A DD
= has been lf)olling since September 2022 FEFEFF TIPS TS S S EI RS P S TSI S E
* more moderate and less volatile has increased by 10.4% year-on-year, @ Cuisiiony Nidei

For shippers it is better to diversify their rate strategy and optimize their
freight procurement by selecting different contract types

The exciting question is here: how long-term that change is? :
e
roup

Source: Transporeon & https//www.ti-insight.com/
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#million PLN question: the right balance

Key takeaways:

McKinsey

&Company @ Understand lane differences
@. make decisions lane by lane,
e Shipp ers rather than adopting a “one size fits all” approach

A balanCing act: HOW'ﬁ'ﬁe'lﬂ'ng Make the decision on contract / spot mix a
C()mpanies can ﬁnd the Optimal @ dynamic one. Find the right balance.

Spot-contract mix @' Leverage demand forecasting to improve decisions

Road freight carriers and brokers could improve EBIT by 15 to 30 percent by and DfedlCt cost
leveraging data for decision making—here’s how.

@ RFQ approach: tools, efficiency & frequency

Grisbery

Group
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Key areas - Supply Chain

Cost

C«-‘L""ﬂ ZER® Brew & deliver OTIF Optimal costs
high quality
products




Understand your dots

in tight margin sector & operations

(*) dummy data & visualization

&5
Pt 4

AR, ‘.;*f\\\,
[ A
N R

< ;:.. w-‘&l\.
ke 04 L4

S 4
B\

o

@

@ @@ @

Base rate

Fuel surcharge
Spot surcharges
Road tax / viatoll
Weekend deliveries
Demurrages

Others

Group



Measure and explain it right

Dummy cost bridge

B Increase WM Decrease W Total

BU 500000

Rates 200 000 755 000
increase 50000 700 000

Volu s 100 000

Load factor 500 000 -100 000

S00 000

. 600 000
allocation 100000 50 000 - 100 000

impr. -100 000 20000 { 5000
Efficiencies -50 000 400 000 i
Spot orders -50 000
Others 5000 0000
Volume incr. 100000 o
Fuel price 200 000
Spend 755 000 100 000
’ BU Rates Volume Load factor Efficiencies Spot orders Others Volume incr Fuel price Spend
increase allocation impr,
(*) dummy data & visualization @"\e,}g

Group



DAT

Strengthen carrier relations to optimize costs 10

Analytics

To help, keep the carrier's wheels turning, best-in-class shippers adhere to appointment times
Carriers will provide higher quality of service to shippers who are considerate of their drivers.

Increasing lead times between load tender and pick-up allows carriers to better optimize their
networks. For shippers means spend less as lower scale of rush orders

Proactively communicate changes to your volume forecasts.
Give carrier partners time needed to react and help shipper avoid the spot market

Carriers need to maintain balance and consistency in trucking lanes to match their assets
to freight flow. Instead of increasing spot, shippers often can negotiate rates with incumbents

Data and forecast improve bids,
Tender - shared source of truth that smooths negotiations.

Healthy carrier relationships result in long-lasting, mutually beneficial outcomes.
Shippers can negotiate rates that outperform the market while maximizing service levels.

Gidets

Group



Never ending tasks, no matter what

Key takeaways:

@) Detailed cost structure, analysis & transparency enables optimization.
Tender is enabler.

Market insights

Transparency

Measure the right things

Time do redefine tenders and contract management (contract / spot)

Building relationships matters. Close contact & touch points with carriers

Breathe & deliver :)

QRRARR @
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