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Emergence of Consumer as a Lifestyle Innovator
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Automation
of innovation
realization

Relentless TTM
contraction — from be on
trend to be the trend




Emergence of Consumer as a Lifestyle Innovator

Balance of self
expression and
community
belonging is shifting

From consumer choice
to collaborative
personalization




Expanded Vision to S1B+

From Brands to All
Communities
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From Fashion / Apparel / Sporting Goods
to All Consumer Products
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From PLM+ to Concept to
Customer Platform

SUSTAINABILITY
PERSONALIZATION _—
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Centric Seamless Experience: Product Concept to Commercialization
PLM, Planning, Pricing and PXM on One Platform with Embedded Al Technologies

Artificial Intelligence & Machine Learning: Al/ML Forecasting, Predictive Analytics and Automation

Centric PLM cl3 Centric Planning Centric Pricing & Inventory
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Competitive Pricing, Styles & Assortments
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ERP, PIM, DAM, CAD, 2D/3D, mobile apps, traceability software, carbon footprint software, compliance tools... and on to sell-in to retail & wholesale, e-com, etc.



Centric Al Leadership (~70 use cases)
Using AIM: Actionable, Impactful, Measurable for Maximum Business Value

PXM: (~50 use cases): On-board/ consolidate; Enrich & customize;
Channel distribution; Digital Shelf Analytics

Price, Promotion & Markdown Optimization

Product Selection, Development & Design

N e eres Fashion Inspiration Generation
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V+R for Product Design

“Brown satin bomber
jacket with black
Zipper, ribbed trims,
and sleevepocket.”
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V+R for Product Marketing




V+R for Bill of Material (BOM)
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V+R
Personalization
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Personalizing The Product And Experience

Personalization operates on 3 interconnected levels
to maximize relevance and business impact.
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Sustainability




From Regulatory Compliance to Al-Enabled
Sustainability V+R Experiences

Al-Powered Digital Platform for Product Development, Planning
and Pricing for Circularity

Data driven decision making and implementing holistic
design for sustainability

Foundational Elements for Productand = 0

Material Data granularity & Roll up S
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Product Experience Management (PXM)
V + R Targeting Collection Success

PRODUCT EXPERIENCE
MANAGEMENT

* Product Experience Management solutions help
commercialize products.

* End-to-end platform, creating a closed loop for

PIM

P = T’ — Product product commercialization across all digital
/ o ey Experience
- @ dentifiers (UPC, Prod channels.
entitiers . roduct . . . .
/  Documents Logos P SKU, GTIN)  Materials +  Merging of multiple point-solutions to create a
Eg Images \ I% complete commercialization solution.
Content | |-( E"| & Videos Ez ‘
e Personalization
g . Videos Images [I Product Product | Output/Channels
. Descriptions Specifications
Product . i
N\ ufe Metadata E -_LO__B * Print Catalogs « Digital Product Passports
ﬁi'_'}) ©0 s . [EE « Digital Commerce + Brand Portals
Digital Shelf  \, L@Youts  Metadata Storage & Shipping Channel «  Marketplaces . Content Websites

Handling Requirements

Analytics e Social Channels Internal Repositories

 Retail Media Networks

Integration

Inventory  Feed Management Pricing

Contentserv Capabilities Centric Capabilities
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Centric + PXM Product Integration
V + R Transforms Go-to-Market

CURRENT STANDARD

— — — — — —

Which products should | promote?
Pre-season

Plan

Development Commercialize

Which products should I replenish?

PXM/PLM INTEGRATION ENABLES CONCURRENT COMMERCIALIZATION Problems Solved
- Traditional process involves a lot of guess work
Concurrent Commercialization - Only 20% of the products sell

Which products should I launch? hich products should | promote? - Inefficiencies in design over production common
|

Benefits
- Leverage demand signals to inform which products should be

developed and in what quantity and price

- Increase product success rate, sell-through and margins

What products should | develop? Which products should I replenish

- Collapses time to market and brings you closer to consumers

Concurrent Commercialization
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Over 162k Potential Companies/Customers Identified
Market Leader in Large Market with Penetration of <1%

Potential Centric Customer Centric
Customer Revenue Bracket Market Count Market

(M) (#of co.) (#0f co.) Penetration

Mega 10,000 209
Enterprise 1,000 10,000 918

4 Different Customer Sizes

All on 1 platform
Mid-Market 100 1,000 27,036

SVB 20 100 134,333 @® CentricPLM
162,497

Global Sales from Brands & Retailers hit $28.2 Trillion in 2023

« Centric core market targets 82% or $23.2 Trillion in sales
« Centric TAM of $54B is only 0.23% of total Industry Sales

Average IT spend at Retailers ~5%, Centric TAM is only 3.4% of total Industry IT spend

« Opportunity to expand product lines to increase share of wallet
« Opportunity to increase price and TAM over time
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Best Team

Best Solutions

Best Customers.
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