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TurfView BT

Launched in 2001 Overview Purpose

Now used by over Unlocks data to monitor and A business intelligence platform
>1000 distributors in evaluate diverse commercial connecting Castrol and its

>70 countries opportunities Distributors

This document introduces the
principal attributes of the platform
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Main Menu items are:
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Navigation
Prompts & Guides

Overview

These Prompts + Guides will
help the user manage their
TurfView Bl account.

1. Your Account —the user’s profile

. Your Natifications - what the user is watching,

including recent updates

. Your Insights - such as, missed orders

Process Monitor — Tracks data processes to
ensure the view is up to date

Information Button - brief Dashboard description

6. View Missed Order - predicted orders which have

not yet arrived

Question Mark - offers help with this page

8. Advanced Filters - adjustments to principal data

variables

9. Exportto Excel - requests for an Excel download

10. Time Periods - changes to current and
comparative time periods

11. Sales Channel - variations to segmentation

12. Data Accuracy - important comments on data
made by the business

11
9 Y Sales Channel

YTD Completed Month (Jan-2024 - May-2024)® @ﬁ



< BACKTO MENU

Dashboards

This part of the User Guide
focuses on five Dashboards




Dashboards Overview

Dashboards

Overiew

i Each Dashboard has two or more Sections or Tabs

2  Each Section or Tab has several Charts, Tables or Graphs

3 Most Charts, Tables and Graphs have a ‘click-to-drill-down’
feature, or they can show additional data via a pop-up

4 N\
Principal Data Definitions
Purchases TurfView Bl calls a Distributor’s purchases ‘Sell-in’
Sales TurfView Bl calls sales to a Distributor’s customer
‘Sell-out’
Stock a Distributor’s stock or Inventory is measured by
volume (Litres or Gallons)
Customers these are a Distributor’s customers, segmented by
buying behaviour patterns
LSaIespeopIe TurfView Bl calls a Distributor’s salespeople DSRs
J

strol  TurfView BT
Home / Loyalty

Customer Loyalty New CustomerSales Customer Migration

199 7

Incremental Customers

Distributor Sales Vol ®

Gain Loss Ratio

Customer Retention

Current Customers

Team Perfo!
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Where your
cursor turns into
a hand, more
info is available



KPI Dashboard

Overview

This Dashboard gives a compact
summary of the raw data and key
performance indicators for the
Distributor’s business with Castrol.

Purpose
It can be difficult to find reliable datapoints which consistently capture

the overall health of a distribution business.

This is because it’s not unusual to find internal and external data drawn
from different sources and collected for different purposes.

The KPI Dashboard gives a high-level overview of all critical aspects of
the Distributor’s business, unifying Distributor data and Castrol data.

©&castrol  TorfView Bt
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Home /
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Performance
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Sales Executive
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KPI Dashboard ome / Kp

SeCUOnS Dashboard Factsheet JBP

w c YTD Completed Month (Jan-2024 - May-2024) G =

Purchasing Customer Count Stock (Ltr) Stock (Days) Gross Margin .. Gross Margin/Ltr

Performance i 549 ., 120k - B 28 .. P S e & 274 o
The KPI dashboard consist of three sections: V4
Sell Out Volume WOE O ProdetBrond® WO E Costomerarket —_

Dashboard: This is a summary of the fundamental measures 189 k OR o - [ ]

600k Workshops (100%)

of a Distributor's performance with Castrol products. M 685k YT 3 iz o

2006
100k 100K

1000

Factsheet: This gives the input data and the core calculations
used to create the charts in the first section of this Dashboard.

o ] -

Customer Retention

Current Customers Incremental Customars Lost Customers
— —

Previous Period 750 Previcus Period 413 Previsus Pericd 308 Previsus Pericd 15

JBP: This is a record of the sales targets from a Distributor’s
current Joint Business Plan with Castrol.

Team Performance SortBy  Volume ¥ A

Sales Executive Curt Period Sell Out Vol Incremental Customers Current Customers Lost Customers Net Customer Growth Customer Churn %

Gross Margin
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KPI Dashboard

e Leader Board

Leader Board M Curr. Period Sell Out Vol Prev. Period Sell Out Vol

Customer Country

900k
800k
700k

§ so0x
gdmk
o .\&@
&
The is a gauge of your .

sales across your product
portfolio and target market
segments

Product Brand (&' il

o
« o ¢ & $
€ 8 & &

& & & <

Itis possible to drill down through all product families
and all market segments

This data will help identify a Distributor’s leading and
lagging products and markets

&

e Customer Retention

Customer Retention

Current Customers

Previous Period 750

These charts record
changesto the current
number of a Distributor’s
active Castrol customers

Incremental Customers
l

818 O ] 430
e

Previous Period 413

It shows movements in existing customers, new
customers, and lost customers

Together, they show net customer growth within a
Distributor’s chosen time frame



KPI Dashboard

e Team Performance

Team Performance

Sales Executive Curr. Period Sell Out Vol

‘Gross Margin Incremental Customers. Current Customers Lost Custom
56Tk , -48% &, -180% B5 wy -426% 12 A -6
-83Bk , -26995% 2 0% 1wy 150% 0w ¢
245k wy -44% 1% A» 100% 77w -420% 1! T
276k “ -36% 6 7 200% 86 “~ -509% 16 ~» -t
106k w, -64% 17 0% 5w, -600% 0w C
236k . -5% 10 v, -28% 66 -335% 20 w42
190k vy -62% <15 w, -200% 39 v, -218% 29w, 6
121k », -66% 13~ 160% 62 ~, -B75% Iw (¢
122k “ -65% 25 ~7 108% 56 “, -354% 2 7 -8C
157k ™ 70% 33 W, -3400% 53\, -478% b4 A7 T2

121121 152k ~* 19%
6161 M6k ~» 243%
109109 57k ~* 28%
9797 53k ~* 40%
149 149 4k A7 29%
2120 39k ~ 76%
135135 34k A 1%
303303 34k w, -62%
218 218 33k ~ 7%
291291 3k -33%

These tables provide a .

summary of the business
impact of each individual
salesperson

They show us each salesperson’s sales, margins, and
customer count

This provides a Salesperson Leaderboard

0 Sales and Stock Volume

Sales and Stock Volume @
B sciinvol [ SsellOut Vol

im
900k

Stock Vol

Distributor Sales Projection Vol

800k
700k
600k

400k
300k
200k
100k

——

Stock Days

-8 55— -1

Jan-23 Feb-23 Mar-23

Apr-23

This shows the .
relationship between
customer demand and
your stock holding

May-23 Jun-23 Jul-23 Aug-23 Sep-23 Oct-23 Nov-23

This tracks current and recent purchases, sales, stock
volume, and stock days

When combined with a sales projection, this can match
stock with forecast demand



Performance Dashboard

Overview PR — CIET © - O
Performance  Monthly Perfor M ¥TD Completed Month (Jan-2024 - May-2026) o ==
C Showing1-5 of 5 recor

Performance: Distributor &
il Distributor Purchasing Customer Count Curr. Period Sell Out Vol Prev. Period Sell Out Vol
This Dashboard provides a comparative '

TIGS0S12 (0%) o o

analysis of a Distributor’s past sales . ' :
performance with data which can inform o | ° :
future sales activities.

oY Sales Comparison (el Sales & Sales Projection Trend O

| P Curr Pariod Sell in Vel

Purpose

Tioteas e Jan23 Feb-23 Mar23 Apr23 May23 Mn23 JU23 Aug23 Sep23 Oct23 Nev2d Dec23 Jan2d Fep2e Mar2d Apr2d May24

Some of the most valuable insights which can impact of the future R o o
of a distribution business are built on customer data and sales data. Curren Period 7 Praious Paiod

N
C))]

This is because targets and budgets always begin with the top line e s el e e e o o

— the sales forecast.
o t = Performance: Customer Market

Performance: Pack Size

Wilie W200Lke WS00Militre W208Lire M200Milie B 20Litre
W Workshops (87%)

By integrating data sources from across the business, TurfView Bl
can determine how best to target incremental revenue opportunities
across different customer segments.

%, PURCHASING £, SELLOUTVOLUME
USTOMER COUNT ™ O

) o ©
T2k

B Retail (9%)

Distributor (5%)

T, TURNOVER —~., GROSS MARGIN
(&) =~ e ©

2 46.8m s




Performance Dashboard r
-0 @

Sections ;o TurfView Bt oo
w YTD Completed Month (Jan-2024 - May-2024) ‘_0 =

ae J/ Performance ing 15 of 5 reco &

Performance Monthly Performance Sales Comparison R&O & . 1055665 1437831 s822K v
The Performance dashboard consist of four sections: e
Performance: Distributor
.. . . s Distributor Purchas [° ° ° ° o
Performance: This is a summary of a Distributor’s sales strbute —— @ SelesSoles Projocton Tend O ow @Y rssoons B O
NE53957 (61%) [ == ov. Poriod Sefl Out Vol ] - P 1 Cur. Paiod Sol In Vel
performance by salesperson, customer, product and geography. f s
58831 (39%) = 700k

Monthly Performance: These charts contrast a Distributor’s Q- = -
buying and selling volumes of Castrol’s principal product brands. :

11853957 11658831 11850512 1170103 1710451

Sales Comparison: This provides a drill-down facility to evaluate
sales performance by geography, market, and product.

Jan23 Feb-23 Mar23 Apr23 May23 Mn23 JU23 Aug23 Sep23 Oct23 Nev2d Dec23 Jan2d Fep2e Mar2d Apr2d May24

i

Pravious Period

Current Period

') (=)
2k 1.7m Tk 28k 3k 3.3m Tk 33k

CusTOMER SELLOUT VOLUME AVG. SELLOUTVOLUME AVERAGE TURNOVER CUSTOMER SELLOUTVOLUME AVG. SELL OUT VOLUME AVERAGE TURNOVER

R&O (Retention & Optimisation): This plots customer behaviour
by their order frequency and the variety of products they buy.

G

Performance: Pack Size [ Pocksize  JEEIEAVADSN = Performance: Customer Market
WiLire 200 Litre 500 Milliitre 1 208 Litre M 200 Milliitre 20Litre  Show All ‘

W Workshops (87%)

B Retail (9%)

Distributor (5%)

ook [ -

. SELLOUTVOLUME /7, TURNOVER ., GROSSMARGIN

T, PURCHASING

[ USTOMER COUNT ) () =~ @
NS e © = 17m ~— 46.8m
2k
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Below you will find
a zoomed view and

additional details on e
these sections v
Performance Dashboard I — e I ———
R&O : »E = - : W = .
> Automotive > Industrial
c R&O Customer Matrix: Automotive e R&O Customer Matrix: Industrial

z
R&O Customer Matrix (Icons Represent Customer Buying Frequency and Basket Size) .
oo &=

This chart shows aggregate clusters of a Distributor’'s customers based
on their segment (in this example ‘Aerospace’) and on their purchases.

This matrix maps two variables for
each customer —the mix of
products they buy, and the

1,826 (60%) 764 (25%) 450 (15%)

five categories, each of which implies a
different sales objective — expanding
their product mix and/or increasing
their order frequency.

* When a cell is amber , the volume is
<10% below expectations; and when [red ,
3 s 7 the volume is >10% below the expected

Retention (Number of months purchases made out of 12 months) Vol ume

frequency of their orders. z Demand Point 2 3 7 3 R&O Product Group Demand @ rr—
£ ‘. 2 Demana Acheved 10% Closed 1o Demand B Opportunty
* Those customers in the bottom left box £ Aerospace § 300 3% ssue2 20 R S A L I
have the weakest position, and those in £ I Aecspce |3 3 = 1 3 8 m w
the top right box have the strongest E _ _
position. H * When acell is green, it shows that * lItis also possible to toggle from volume to
« The matri rat tomers int g customers are buying the recommended customer count. Customers in a red cell
€ malrix separates customers into 3 volume for their segment. are considered a cross-selling opportunity.
£,
,g
£
e
o




Product Dashboard

Overview

& castrol  TurfView B

G

Home /1
Produc Partomance Moty SeesPafrmance. Pt Anlys  Camplimentry Product [ Soescrorrs SRS

Performance: Product Brand Loyalty Category v | indudeother  Yes @  Sshowin

Product Brand Curr. Period Sell Out Vol © Prev. Period Sell Out Vol © Customer Count Prev. Customer Count Volue Delta (Volume)

This Dashboard looks at sales
trends based on Castrol’'s
product types and hierarchy.

Actoevo (67%) 809,841 136295 1226 1720 -3265K
Mognatec (28%) wun 1026968 1399 -5338K
GTX(8%) 310200 472584 1026 624K
Power] (3%) 53,590 62289 387K
T@%) 212360 22788 X 54K
EDGE (1%) 2,408 68004 436K

2502 59760 s 372K

P>~ o®E T ® DN

38% 3285

146 -965

Purpose

YoY Sales Comparison

Curr, Pariod Sell In Vol (L)

u Act>evo

When a distributor’s warehouse holds a broad range of product
variants and pack sizes, it's important to be able to predict how ' el
product preferences might evolve. i

This is because the dynamics of product preferences can reveal o i ) \ i
the opportunities for incremental sales either via organic growth, powe: sz iy s o N sor
cross-sales, or trade-up.

Product Performance Bridge

330376

TurfView Bl can help a Distributor track the subtle changes in the
performance of the full portfolio of their inventory holdings of

PURCHASING e \, TURNOVER /o GROSSMARGIN
Castrol products. 9 SR : oy

2K — 1. B . =~/ 99m

@ ©2024 Castrol, AllRights Reserved | Privacy statement | Legal notice Powered by Nihilent Ltd.




strol  TurfView Bt

Product Dashboard
me / Product -0 @ -

Sections =

Product Performance  Monthly Soles Performonce  Pareto Analysis  Complimentory Produel |0 YTD Completed Month (Jan-2024 - May-2024) (o ==
w leted Month (Jan-202% - May- Q =

Yerformance: Product Brand

y Prev. Period Sell Out Vol © Customer Count Prev. Customer Count Volue Delta (Volume)
. . ‘roduet Brand Curr: Period Sell Out Vol &) e e w20 65K
The Product dashboard consist of four sections: o so980 ‘ — g
tec (28%) LR ;::: :t: :: "’:: ‘::;K
Product Performance: Follows the trends in purchases of . e oo @ n
individual products and their product families. , =

w2 146 8 9 -965

bo. e, 8 ° 1 ° 108

)

Monthly Sales Performance: Two charts contrast monthly
purchases and sales by each of Castrol’s main product brands.

Yo Sales Comparison = Product Penetration

Cur. Period Sl in Vol () [ Prov. Period Sell In Vol () [ Cur. Period Sell Out Ve Prov. Period Sell Out Vol

u Act>evo

B Magnatec

= GTx

B Powerl

Pareto Analysis: Based on the 20:80 rule, this ranks Castrol's
product categories by how fast they rotate through the
warehouse.

u cRB

B Transmax

Castrol Other

BOT

Actevo Magnatec Power 1 Ed EDGE cRB Transmax  Castrol Other 80T -

Complementary Product: Based on the principle of range
selling, this shows the possibility of unrealised sales
opportunities from complementary or adjacent products.

Product Performance Bridge

/7 PURCHASING N\ SELLOUTVOLUME ~\ TURNOVER /o GROSS MARGIN X
(5, ) CusTOMERCOUNT 2 % © 5y ) ™ B\ o € g
) m « =) 17 7
~~/ 17m — 46.8m =~/ 9.9m

- 3k

Powered by Nihilent Ltd.




Bel ill find
Product Dashboard

additional details on

these sections

Product Penetration

These charts look at a The outer layer shows penetration The drill-down facility reveals product penetration
Distributor’s sales by by volume, and the inner layer by up to a product variant level, showing how many
product category. customer count customers are buying how much volume

B GTX

YoY Sales Comparison = Product Penetration

N

[ curr. Period Sell In Vol (L) |l Prev. Period Sell In Vol (L) |l Curr. Period Sell Out Vol B GTX Full Synthetic

Prev. Period Sell Out Vol

80m B GTXULTRACLEAN

- .“

50m .._\__

B GTX Essential

B Magnatec
Renault-Castrol GTX

Inner = Count EDGE Inner = Count

4om Outer =Volume Bl Hyspin Outer =Volume B GTXDiesel
30m M Vecton i i
B GTXHigh Mileage
20m M Powerl
. . B GTXEco
0 Act>evo GTXLPG

GTX CRB Activ Magnatec  EDGE Hyspin Vecton Power1 Transmax Act>evo
GTXSUV




Bel ill find
Product Dashboard

additional details on

these sections

Pareto Analysis

% 3 T
Fast Movers Medium Movers Slow Movers Non Performers
18‘%3 @ 320/0 @) 300/0 @) 200/0 @
PRODUCT BRAND PRODUCT BRAND PRODUCT BRAND PRODUCT BRAND
O,
75% 22% 3% 0%
SELL OUTVOLUME SELL OUT VOLUME SELLOUT VOLUME SELL OUT VOLUME
\___/-\_/9 —  ——— » _ —_— .
~40% vs last period -51% vs last period -64% vs last period -99% vs last period
This chart separates the Castrol  This tracks the performance of each product brand and product variant in
pI’OdUCt pOfthliO into different each category over time.

categories, based on the velocity

of their stock turns. * Then, when appropriate, a Distributor can focus on its fastest moving

products as they will be generating most of the sales volume.




Customer Loyalty
Dashboard ! et e =

.
CustomerLoyalty New CustomerSales Customer Migration YTD Completed Month (Jan-2024 - May-2024)
\ 7% 13% -17% 0% o) =\ 0% O]
Overview - R 2 4897 138 72 0% o gow o
5 =" Incremental Customers Current Customers Lost Customers. Risk/Inactive Customers 7 Purchase Penetration
Distributor Sales Vol ®
Month Gain Loss Ratio increme: omer v, Incremer er Curr. Period Sell Out Vol Prev. Period Sell Out Vol Value Delta (Cust Count)
This Dashboard monit tomer loyalt . ‘
is Dashboard monitors customer loyalty g - : : 4 .
by monitoring the frequency with which : ~ -

Customer Growth Trend Graph

every customer submits each new order.

Purpose

Low customer retention rates may lead to poor financial performance
and negative word of mouth for all types of distribution business.

This is because losing a customer is usually difficult to predict,
difficult to fix in advance, and it hits the top and the bottom line at the
same time.

With TurfView Bl’s predictive capabilities, customer churn can be
anticipated in advance, increasing the likelihood of retaining (&) SEsmatoun
customers which exhibit early signs of withdrawal.
(Note: This calculation excludes any products on backorder)

PURCHASING £ SELLOUTVOLUME /=, TURNOVER - GROSS MARGIN
s 5 \ S -

= ) 30w Q ) 0

7% (=g
= 469k /15, 36m

Powered by Nihilent Lt




sstrol  TurfView Bt

Customer Loyalty =

& O .
D aS h b O ar d Customer Loyalty New CustomerSales Customer Migration i = @
° @ .o
7% YTD Completed Month (Jan-2024 - May-2024) (&=
. O
Sections > 199 75 ﬂ% SRER 0% ° @om o ’

Lost Customers. Risk/Inactive Customers Purchase Penetration
Incremental Customers

DiStl’i bUtOf SG les VO| @ /“A Prev. Inzremanm\(us\amer(om:: Curr. Period Sell Du;:/: Prev. Period seuau‘;:;w Value mn: {cust. Count)
. . . &3 48 7656 s -5
The Customer Loyalty dashboard consist of three sections: st P e A » .
')[‘ 2] p 34 53 5654 14,843 -9
Customer Loyalty: Customer Loyalty: This connects movements 4 Show @ tseiarons & O

oo courn [ Curr Pariod S Out vol

in customer count with changes in a Distributor’'s sales volume.
]
New Customer Sales: New Customer Sales: This looks at trends

in the sales performance of a Distributor's new customers.

Fob-23

Jan-23

Customer Migration: This Section is only used when Castrol
chooses to migrate direct customers to its distributor channel.

Customer Churn Trend Graph

~ 7 PURCHASING

N & SELLOUTVOLUME S, TURNOVER ~, GROSS MARGIN "
( |5°1| | CUSTOMER COUNT ( ) g () sox0 a3 Q

\[3 /) = o | ) /

NS Y = 469k " 152m 7 3.6m

| Legal notice Powered by Ninilent Ltd.



Customer Loyalty
Dashboard

Primary Charts

e Customer Churn Trend Graph

Customer Churn Trend Graph
I At Risk Customers

70

idle Customers [l Lost Customers Customer Churn %

60
50
40

% P e By e oamn

20

Customer Churn %

10

——— N

This graph helps predict .
which customers could
becomelost in the short
term.

There are trend lines for customers which are
considered idle, at risk, and lost

* Focus first on protecting the ‘at risk’ customers, and then
on those that are idle

Scastrol TatViewsd

IH.LILLL_ILLLHJJ:I e

> Customer Loyalty section > New customer sales section

e New Customer Performance Trend

New Customer Performance Trend

Sales Volume (L) New-2024 (Tv) I Sales Volume (L) New-2023 (LY) I Custorer Cc

30
10 I . i
¢ Jan Feb Mar Apr May Jun Jul
This graph shows the  ltreveals the relationship between incremental

sales generated from
new customers.

customers and incremental revenues

* These datapoints can be used to help energise and
reward sales effort in acquiring new customers



Demand Dashboard

Overview

™

Castrol TurfView B}

([

Home /

(o3 Projection & Supply _ Bistributor Inventory Health Chack YTD Completed Month (Jan-2024 - May-2024) (3 =

9 Do

Castrol & Distributor Sales Projection Summary @ [ value elta ] . N

m®

W W .
Distributor Sales Projection
Menth Castrol Sell in Vol Distributor Sell Out Vol Sell In Sales Vol Distributor Stock Vol Distributor Sales Projection Vol Accuracy %

a]

Jon-24 59275 sasars 2240k 702520 sazezz

Feb-2t 206582 01384 008K 613530 s36.962

This Dashboard combines purchases,
sales and inventory data to help a
Distributor track their ability to meet

Mar24 203908 8780 839K 67 4 495,905
Apr2h 2286 285689 735K 202951 s
2546 76124 2288% 709709 u e

el 919507 170291 -s0784 709709

P =D o w

Castrol & Distributor Sales Projection Call Out &' vor stock Comparison

B Siock OnHond Stock Days

cusiomer deman e
.

653957 ener ountn -
800k
TI658831 S Gener ountr 700k

600k
701033 ener 9 Countr, 800k

200k

P ur pOS e 7045 eneral Training Countr 300

200k
100k

Maintaining a balance between demand and supply is central to the
management of any distribution business.

Jan23 Feb-23 Mar2d Apr23 May-2d Jun23 JUZ3 Aug2d Sep2l Oct23 NowZ3 Dec23 Jan2d Feb-2d Ma2d Ape2d May-24

Demand Trend @ show (I ovdotapoints 3 Distributor Facus  All

B il I Seiowvol 4l Out Saes Projection

When demand and supply are uncoordinated, the result can be an e

unhealthy mixture of under-stocked and over-stocked products. o m
TurfView Bl analyses connections between demand and supply, o ‘\,/—\

100k

categorising products based on the speed and intensity of current — ———

AV S 1)) S
and future demand. Y sox ¥ 5. @) o

@0 ©2024 Castrol, Al Rights Reservad | Privacy statemant | Legal notice Powerad by Ninient Lid.




Demand Dashboard sstrol | TorfView BR

Home / Demand

Sections

Sales Projection & Supply Distributor Inventory Health Check YTD Completed Month (Jan-2024 - May-2024) 3 =

Castrol & Distributor Sales Projection Summc l 2 ) ) ’ DistributorSales Projection
i Out Vol Sall In Sales Vol Distributor Stack Vol Stock Days Distributor Sales Projection Vol Accuracy %
383273 240K 702,520 39 547422 43%

The Demand dashboard consist of two sections: W — oo = m

Month Castrol Sell In Vol “ b
. 285669 35K 702,951 45 AN4TE 65%
an-24 150 76124 -z2e8k 709709 (o] wso68l ™

Sales Projection & Supply: This looks for patterns in overall Vi 1o e o w 2umaias so%

stock levels when compared with current and future demand. ’ @ srow QEDD) orioapars B

alOut O Yo¥ Stock Comparison

Bistnou..., L iocor Country Stock Days Distributor Sales Projection B ok On Hond Stock Days
Distributor Inventory Health Check: This separates a ¥ GenraToring Coney “ o \/_\_/\/\_\/\__ .
Distributor’s stock into different categories to monitor trends in ol ’ b e o
inventory management. o A S — o o ooy e

200k 10
100k 5

Jan-23 Feb-23 Mar2d Apr2d May2d Sun-2d Ju-Z3 Aug2d Sep2d Oct-23 Now23 Dec2d Jandd Feb-dd Man2d Ape2d May-2d

Demand Trend @ show (I ovdotapoints 3 Distributor Facus  All - =&

B il I Seiowvol 4l Out Saes Projection Stock

900k

ActualsProjections

800k

700k

- ‘\/——\

&S SELLINVOL ™, DISTRIBUTOR SALES PROJECTION X
(WY om0 voL
\ / 0% Q
=/ 930k ’
2.5m

Powrad by Nitilent L1d.
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Demand Dashboard
Distributor Inventory Health Check

e Inventory ABCD Line Split Data

Inventory ABCD Line Split Data
. . s < . o

1m
900k
800k
700K
600K
500k
400k

T  Percentage =@

ABCD Definition

300k
200k
100k

o

Jan-23 Feb-23 Mar-23 Apr-23 May-23 Jun-23 Jul-23 Aug-23 Sep-23 Oct-23 Nov-23 Dec-23 Jan-24 Feb-24 Mar-24 Apr-24 May-24

This separates stocked
products into four
categories based on how
fast they turn or rotate in
the warehouse.

It shows whether a Distributor’s stock is balanced based
on its sales trends

When appropriate, it should be possible to rebalance
stock to better meet forecast demand

Stock Vs Sales Performance Trend

€ Castrol TurtView B

Stock vs Sales Performance Trend

Sln(kVn\umu SKU Count.

Safety Stock [l Acceptable Range [l Over Stocked [l Non-Moving Stock

100%

90%
80%
70%
60%

Jan-23 Feb-23 Mar-23 Apr-23 May-23 Jun-23 Jul-23 Aug-23 Sep-23 Oci-23 Nov-23 Dec-23 Jam-24 Feb-24 Mar-24 Apr-24 May-24 Jun-24 Jul-24

This separates inventory
into different categories
based on current and
historic stock levels.

It shows the percentage of products which are within
acceptable stock levels

Using a download, this helps identify specific products
which are currently either under or over stocked



€ Castrol TurtView B

= [l

Product Dashboard

Distributor Inventory Health Check

e SLOBS

SLOBS Alert he : : ot 2
Market Distributor Distributor Hierarchy Leve Product Code Product Name Lost invoice Dote Lost Stock Date
Europe Castrol Distributor 15CFAOQ Castrol RN 5W-30 RN720 208L E4 No Invoice 19/04 /2024
Europe Castrol Distributor 15CFEB Castrol RN 5W-30 RN17 208L E4 No Invoice 19/04/2024
Europe Castrol Distributor 15FOCS Castrol RN 5W-40 RN710 208L 4A No Invoice 19/04/2024
Europe Castrol Distributor 15D5F8 Castrol Magnatec OW30D(F) 208L EA No Invoice 19/04/2024
Europe Castrol Distributor 15F519 Castrol RN 5W-30 RN17 4X5L H 4A No Invoice 19/04/2024
Europe Castrol Distributor 1SFICF Ford Motorcraft AS SW-30 4X5L H 4A No Invoice 19/04/2024
Europe Castrol Distributor 15F906 Magnatec SW-30 AS 208L 4A No Invoice 19/04/2024

SLOBS is shorthand for Slow and  « Only stock items which haven't been sold for a very long time are included in this Table
Obsolete Products — the slowest

e FEnE [ S TR It shows each product line by name and by code, plus the date of the latest Stock Record,

and the date of the last Invoice, if known



Dashboards Summary

Dashboards

A summary
Main points:

1 Within each of the five Dashboards there are
between 2 - 4 Sections, and within each Section
there are between 1 - 6 Charts.

L total, there are almost 50 Charts, many of which
can give more details via the drill-down facility, or
via pop-up features.

3 These standard Charts may still not provide
exactly the data required. So, it is possible to
customize the data analytics to fit any specific
requirements.

Customization options are shown on the next four slides.

&castrol | TurfView B

o =D owmE G m H DN

Customer Retention

Current Customers

i
6161

109109

Sell In Volume

Yo7k

~ 650K YTD| 7%

k (Ltr)
120k .

~# 120YTD | 15%

Lost Customers
—

14 ~* 100%
6 A 200%
1 0%

10 vy 28%
15\, -200%
13 A 160%

25 7 108%

0~ 0%
99 7 20%
WO r 53%

7 2 40%
N5~ 150%
52 4 5%

o~ 56%

97 7 64%

Powered by Ninilent Ld



< BACK TO MENU

Customization

This part of the User Guide provides
suggestions on how you can
customize TurfView Bl




Customization
Standard ¢ O

0
Q Time Period Filter

. . . . YTD Completed Month (Jan-2024 - May-2024]
Allows time periods to be set in multiple ways,

including comparisons with previous periods.
This feature opens as a pop-up containing all

fi iod fi Stock (Days) Gross Margin ® Gross Margin/Ltr
Ime-perioa options. 0
period op 26 3% 519K w0 2.74 o
- A 26YTD|18% W 17m YTD | -72% W 244 YTD | -67%

a Advanced Filter

Allows a wide variety of data variables to be
applied and reset to help lock on just the data
that is of interest. This feature also opens-up a

Customer Market

pop-up containing all filter options. 900K
800k
700k
Drill Down Feature 600k Workshops (100%)
Most charts and graphs within TurfView £ so0x RSN Cel BTG SO T

. 400k Jan-23 - May-23 Sell Out Volume: 813,281
Bl can toggle between different levels

of detail. Just click on any field to see oo

| otad] 200k
more or less detall. 100k

0




Customization
Virtual Analyst Dashboard

e WatchList

Home / Virtual Analyst / Distributor1Stock Days
WatchList Configuration ©

WatchList Item Name (1) Distributor] Stock Days

Swimlane /Hierarchy (1) Business LU Product  Geography

Customer Market

© Select Sales Channel 0}

Sector
| Select Measure @

Sub Sector

Sub Sector Detail

Measure ¥ || BenchmarkTy ¥

Customer

¥ Choose your Filters (1)
WatchList Unit () Volume = Count -

Time Increments (7) Quarterly Yearly

Usage of default time period (YTD + Last Year)
OrUse Customize

Alert Type (D None | App Only m Both

Consolidated Email  *  Separate Email

» Configure trend data to » Set alerts for hitting a
monitor movements in a target, or for specified
specific metric changes in performance

& Back to WatchList

Created By GENERAL TRAINING on 02/11/2020

Measure Benchmark Type. BenchmorkSubType  Primary Measure

BenchmarkSu ¥ | (v

Receive automated alerts
via the Platform, or via an
Email, or via both

Home
—— o |
Sell Out Volume m
= - (] 206.49M
—
%5 Sales Channel [3) Product Brand @ customer Country i PU

» Select the performance * Choose which filters will * Use a bookmark to review
metrics which need to be give the right trend data for these performance metrics
evaluated frequently detailed analysis regularly



* The outputs are all available in spreadsheet
format to enable subsequent analysis

» Allreports can be created and used once,
or scheduled to be repeated periodically

» If required, they can be shared
automatically with colleagues

Customization

My Reports

There are two approaches for creating reports: 1. Using a series of structured templates, or 2. Using a customizable framework

e Template

There are six core Templates,
organised for comparison within a
single year, or between years.

* They are based primarily on sales data

Select a Template

In Yr Templates

YTD Distributor Monthly Total Sales Vol

YTD Distributor Brand Sales

e Framework

The Framework is infinitely
customizable, with their outputs
presented as a spreadsheet.

» Selections from two types of Data

© Report Fields (D

e Choose Fields for your Report

@ Sales

E o Filters (D

v Your selected CL (1)

ALL

v Data Fields @ Cou

YTD IWS Car Sales i Y st
analysed in several different ways 0 S S s ¢ Pioies Field are used to populate Filters and or
+ Each Template can be modified to YTD Product Sales By Month Results Objects
reflect slight differences in the desired YTD Distributor Export Country Scles By Brond * Filters are used to narrow the scope of S
@ Product Brond V
outputs the outputs to focus on the primary N

Close

purpose of each report




< BACKTO MENU

Support

This part of the User Guide provides
information on how you can find help with
issues, and provide feedback on TurfView BI




Support

Sources

Menu Map

A brief description of all the major
components of TurfView BI

Knowledge Hub

A detailed Master Guide which describes
the inner workings of TurfView Bl

Glossary

A definition of all the main terms used
within TurfView BI

e-Learn

A series of short, animated videos which
explain how to use TurfView BI

Menu Mﬂupe
Knowledge Hub e

o
FAQ

N .0 —'g9 "} & 13872

]
i
B
8
?

N

\nt Customers Lost Customers

e-Learn 0 ay-23  Jun

o=
(o] Prot %0
Act=evo |

Magnates

GTX [17

Powr £

V4

#er Count - Curr. Period Sell Out Vol

0 0¢
B
Risk/In

Release Motes intal Customer Count Prev. Incremental Customer Count

47

48

40

25

53

-
;3 Toun
80k
60k
40k
20k
0
Jan-23 Feb-23 Mar-23 Apr-23 May-23 Jun-23 Jul-23 Aug-23
Customer Churn Trend Graph
- At Risk Customers Idle Customers - Lost Customers Customer Churn %

Sep-23



Support

Reliability

Reliable input data is essential for the accuracy of TurfView Bl analytics.

c Data Quality

User Access

/ Data Quality

Data Receipt Status Data

Data /File Management

Distributor File Testing and Upload

Data Quality e

Invoice Update Report

Distributor Data Model Distributor Name

Distributor Data Model ™ Distributor Name

Existing Customer Changes

ail

Site Translations

Distributor Setup

OEM Reporting

The system monitors
evidence of incorrect
dataentry.

Where there are formatting or sequencing or logic errors,
the Data Receipt Status tab will provide details of any
entries which need to be corrected.

.
OPEX

.
Data

The system

evidence of incomplete

dataentry.

Customer Loyalty

Customer Performance

Demand

Promotion

TurfView Introspective

Data Accuracy ‘ 2 ‘

identifies

Sales Data Stock Data
sta % Sales ¥ Days ¥ Laost 3 Vol ¥ RI2M % Stock ¥ Days % Last
trac... Freq Since Invoice Accura..  GM% Freq Since Stock

Last Date % Date
File
anwal  |NoData 598 1/01/2023 [z 0% NoData 596 13/01/2023
Sending
anval  |NoData 508 M/01/2023 oz 0% Mo Data 596 13/01/2023
Sending
snual | NoData so8 wo20s N 0% NoData 596 13/01/2023
Sending
snual | NoData so8 o208 _ N 0% NoData 596 13/01/2025
Sendina

Where there is a mismatch between Castrol’s data and
TurfView Bl’s data, the Data Accuracy facility is where

corrections can be made.

@ Click on the speech bubble icon against the distributor to view/adit/



Ask your local Castrol representative about
how Competition Law applies in your

country, or Consult the Master Guide in the
Knowledge Hub, and see pages 213 - 223

Support

Confidentiality

Distributors have access to the data and analytics for their firm only. Castrol has
access to most data for its Distributors. But, in some countries, Competition Law
restricts what Castrol can access.

Castrol cannot see a Distributor’s Castrol cannot see a Distributor’s Castrol can see a Distributor’s
pricing or their customers pricing, but can see their customers pricing and their customers
For example: Europe, Turkey For example: USA, Africa For example: Brazil, Thailand

XX XOe OO



Support

Feedback

e Feedback button

This button gives users a means of asking questions or
providing information about five different types of query:

* Enhancement idea(s): when users have some ideas for
how we might improve the system

* Feedback/Comment/Other: when users have any
personal feedback on any aspect of the system

* Report abug: when users find a problem with
performance of the system

Provide Comments/ Feedback

*  Submit a Question/Query: when users want help with
using the system

Give Feedback

Feedback Type * (1)

Feedback Type

* User Training Request: when users want to discuss |  chonceme
training on TurfView Bl Feedback/Comments/Other

Report a Bug

» User Support Request: when users want some
specific help with a TurfView Bl operation

Submit o Question/ Query

User Training Request

User Support Request.
e Give Feedback Tab

This button gives all users the opportunity of
rating the performance of the TurfView BI system.
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