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SLIDE 1
Welcome to DeCA’s Industry Day.  This presentation is dedicated to providing you with an overview of DeCA’s Enterprise Business Solution, or EBS for short.

SLIDE 2
The purpose of Industry Day is to increase your knowledge of EBS and to accomplish the preliminary actions that are needed to get ready for Vendor Portal “Go Live” in July of 2016.  This presentation will provide you with an overview of the EBS hierarchy and fundamental principles, outline the impact that we expect EBS will have on DeCA’s vendors, provide an overview of getting ready for vendor portal and the “go-live” process, explain your roles and responsibilities as a vendor utilizing Vendor Portal, discuss the preliminary actions that will be needed to get you ready to “go live” in Vendor Portal and prepare you for the one-on-one sessions.

SLIDE 3
DeCA’s current legacy supply chain software has limited our ability to fulfill DeCA’s vision of “providing a 21st century benefit for our patrons”. It became an agency top priority to modernize DeCA’s entire supply chain software by implementing an enterprise business solution. In January of 2015 DeCA awarded NCR the contract to deploy EBS in 4 increments based on several key principles.  Most importantly, the system had to be a “fully integrated” grocery specific business suite and it had to be based on “commercial” best practices.  By procuring a “fully integrated” solution from one provider as opposed to procuring the 4 increments as separate acquisitions, DeCA will avoid significant integration efforts thus reducing our total ownership cost as well as realizing significant operational efficiencies from a system with the same look and feel across its applications.   By procuring a commercial system, DeCA will have maximum flexibility to keep up with commercial advancements.  The system we chose is in use at some of the major grocers and retailors around the world to include TESCO, Target, Whole Foods, Giant Eagle, Weis, Coles and Martins to name a few.  Other significant principles of EBS include the elimination of manual processes through automation and to provide maximum flexibility to keep up with commercial advancements. 

SLIDE 4
Our plan is to deploy EBS in 4 increments. That decision was based on industry feedback to help manage change as well as to reduce risk to DeCA’s current business operations as we replace 14 legacy systems.  Increment 1, to be deployed in FY16, gives DeCA its Merchandising Function through an application called Power HQ and some other supporting tools.  Power HQ will give us our master catalog and the ability to interact on line with the vendor community to set pricing and promotions.  Increment 2, to be deployed in FY16 and 17, gives DeCA its store replenishment capability through two applications:  Power DAX and Power IM.  Power DAX will provide computer assisted ordering using commercial grocery algorithms.  Power IM will provide accurate inventory management for stores to include near real time updates of balance on hand.  Increment 3, to be deployed in FY17 through FY19, gives DeCA its Omni-channel sales capability through two applications: Retalix 10 and Retail One.  Retalix 10 will provide in store, on-line and mobile shopping capabilities.  Retail One will give us an enhanced loyalty program and a better understanding of our patrons needs through a customer relationship management program and a customer portal.  Increment 4, to be deployed starting in FY18, gives DeCA its ability to manage its distribution centers and will be fully integrated with our store ordering system.

SLIDE 5
Let’s explore Increment 1.  There are 5 primary components associated with this increment.  Power HQ and the Vendor Portal provide the foundation for EBS.
Power HQ will contain DeCA’s master item catalog and provide a single data repository for item, cost, pricing, promotional and vendor data across our enterprise.  It enables DeCA personnel to establish rules that will automatically generate variable pricing by Region, Zone or individual commissary. 
 The web-based Vendor Portal will allow distributors, manufacturers and brokers to submit and maintain new and existing items, costs and trade promotions.  DeCA Category Managers will be able to review vendor submissions and DeCA Contracting Officers will be able to finalize deal terms and conditions – all in an online collaborative environment. 

SLIDE 6  
Galleria Planogramming – will ensure our stores carry the right products, merchandised in the right place, with the optimal quantities to suit the demands of our patrons.  Galleria enables the production of planograms, and includes drag-and-drop placements, a 2D/3D designer, predefined fixtures, adoption of authorized assortments and the efficient sharing of information between DeCA Headquarters, stores and vendors to see how the shelves are arrayed.

Category Analyzer – will assist DeCA category managers and store personnel in carrying the right inventory in order to optimize sales and create better overall merchandising strategies.   It will analyze cost, item movement, sales, merchandising data and retail prices by commissary, item, and date and report profitability at both the Headquarters and commissary levels.  

Bill back Manager will simplify the entire promotional agreement process, from initial setup to collecting and tracking performance, proving compliance, and ultimately entering and generating invoices to our vendors.

SLIDE 7
The last piece of Increment 1 is the Invatron Enterprise Scale Manager.  This allows for management and updating of scales from a single central source, directly integrated to NCR Power HQ.   In addition to providing pricing in near real-time, the scale manager will automatically distribute firmware updates and provide status of scales off line, allowing for quick corrective actions to be taken.

SLIDE 8
Sometimes a picture can tell a better story.  This picture represents the architectural view of all the EBS Increment 1 components I just described.  Power HQ provides three different views:  a Vendor View, a Corporate Headquarters View and a Store View.  The Vendor Portal will feed new item data, promotions and contracting information to Power HQ at DeCA Corporate Headquarters.   Power HQ at Corporate Headquarters supported by the analytic applications of Category Analyzer and Bill Back Manager provides the single repository for item data, pricing and promotions.  Power HQ, in turn, will feed that pricing information to the store portal, point of sale system, shelf tags, scales and the planogramming system.  

SLIDE 9
Here you see the deployment schedule for increment 1.  The plan is to roll out the major components using a using a five step approach.  If you look at the end of each step, you see the Olive green sections on the chart with the word “deploy” overlaid.  The deploy reference represents the actual “go-live” period for each capability.  Step 1 shows the deployment of Category Analyzer in January, followed by Power HQ in April, Planogramming in May, Vendor Portal, Bill Back Manager and Invatron Scale Manager in July of 2016.  Just before we go live with each step, training will be provided to the appropriate users to include our business partners.  The vendor portal onboarding and training should be of particular interest to you, our vendor community.  

SLIDE 10 
Next, let’s focus on the high level impact to the vendors when Increment 1 is deployed.

Power HQ will be used to manage all items centrally, including both semi perishable and perishable items. 

Item and case attributes will be pulled in from One World Sync /GDSN.  Vendors who have subscribed with GDSN, the Global Data Synchronization Network, will continue to update with accurate GDSN item information. Limitations with DeCA legacy systems will not exist in the new central repository. One item UPC can be linked to multiple orderable GTINs such as case, shipper, or inner pack.  It is critical that vendors input all orderable sizes that will be supplied to DeCA.

Vendors will submit UPCs, EANs and PLUs through the vendor portal. This will include produce, seafood, deli, bakery and meat PLUs. Deli Bakery contractors will be provided with a standard spreadsheet that can be populated and loaded into the vendor portal.

Vendors will submit both national and local promotions using the vendor portal. Promotions will be approved by the Category management team before the promotional price gets applied to the retail locations.

DeCA has reached out to all national PLU councils for perishables and has updated a Master PLU sheet where there are no overlaps between different departments. For example, although the National Pork and Produce Manufacturers Association use the same numbers, DeCA has chosen to move Pork PLUs to a new set a numbers.  The Master PLU list will be published on commissaries.com and vendors must conform to the PLU standards.

SLIDE 11
The Vendor Portal will allow DeCA contract owners to review and upload Resale Ordering Agreements or ROAs. Vendors can sign the contracts electronically on the Vendor Portal. Other details on DeCA contracting will be discussed in later sections of this presentation.

While item and case attributes will be pulled in from One World Sync /GDSN, DeCA vendors will use the Vendor Portal for item details that are not included in GDSN. 

Item regular and promotional cost may be submitted using EDI or the Vendor Portal.  Vendors using EDI will use the 879 transaction set for regular cost and the 889 for promotional cost, to include a start and end date of the promotion.

SLIDE 12
EBS will be capable of using commercial grocery based promotions; some of the most commonly used ones are detailed here.

For Off Invoice (worldwide), the cost reflected on the delivery ticket invoice (DTI) is the regular cost minus the off invoice amount. The payment to the manufacturer will be the cases received multiplied by regular cost minus the off invoice per case. Regular cost and approved promotional off invoice amount will not result in any receivable from the vendor.

DeCA will use off invoice promotions using the EDI 889 or the vendor portal. DeCA will no longer use the EDI 879 to receive a promotional cost on the start date of a promotion. As stated earlier, 879s will only be used for regular cost.
 
For Scan Down (worldwide), the cost reflected on the DTI is the regular cost. Payment to the manufacturer is based on the cases received multiplied by the regular cost. The invoice amount (or accounts receivable) is based on units sold during the scan down period multiplied by the cost per unit sold. 

Vendors will use the vendor portal to submit scan downs both for national and local promotions. A promotional start and end date is required for these type of promotions.

DeCA will use the Bill Back Manager or BBM to create the accounts receivable and the invoice will be sent to the vendors for payments.


SLIDE 13
For Purchase Based Bill Back (worldwide), the cost reflected on the DTI is the regular cost. Payment to the manufacturer is based on the cases received multiplied by the regular cost.  The invoice amount (accounts receivable) is based on cases purchased during the promotional period multiplied by the adjustment amount per case purchased.  
 
And for Shipment Based (overseas), the cost reflected on the DTI is the regular cost. Payment to the manufacturer is based on the cases shipped to the CDC multiplied by the regular cost. The invoice amount (accounts receivable) is based on cases shipped from the CDC to the store during the promotional period multiplied by the cost per case purchased.


SLIDE 14
DeCA has used the manual VCM or Vendor Credit Memo process for several different promotions or reductions.

VCM type 1 has been typically used for quick reductions in retail price at the stores. This VCM will be replaced with the vendor submitting the reduction in retail price through the vendor portal.

VCM type 2 which has been used for unsaleable items will be replaced with the Swell allowance program at the end of the Vendor Portal deployment.
Some items will continue to use VCM type 2 until Increment 2 is rolled out.  See Notices to the Trade #14-75 and 15-53 for details.

VCM type 3 which has been used for returns will be replaced with the receipt or invoice to the vendor being created using the EBS Handheld application in Increment 2.

VCM type 4 which has been used for Guaranteed Sales will be replaced with the Swell allowance program at the end of the Vendor Portal deployment.
Some contracts that have a guaranteed sale or buy back program will remain in place and other items per Notice to the Trade 14-75 will continue to use VCM type 4 until Increment 2 is rolled out.

VCM type 5 which has been used for recalls will continue with the paper process until Increment 2. The EBS handheld application will create the vendor invoice for the items that were recalled using BBM.

VCM type 6 which has been used for report of discrepancies or RODs will continue with the paper process until Increment 2. The EBS handheld application will create the vendor invoice using BBM.

VCM type 7 which has been used for credits for distributor damages will continue with the paper process until Increment 2. The EBS handheld application will create the distributor invoice using BBM.


SLIDE 15
The new EBS department and Sub department structure is detailed in this slide. At the current time, this is in draft and will be finalized in the next few weeks.

DeCA has typically used DCGs or Department/Commodity/Generic to manage promotions. Items are moved from a regular DCG to a promotional DCG when the item goes on promotion.

In the commercial grocery industry, an item remains in the same department and product hierarchy through the entire supply chain from procurement to sale. With EBS, DeCA will migrate to the new process.

This slide illustrates the new structure for EBS department, EBS sub department and a designation on whether these items are Food or Non Food.

Each Sub department will be unique to a Category Manager.


SLIDE 16
DeCA will use the Nielsen product hierarchy as a baseline with EBS to enable items to be analyzed based on the Nielsen data and DeCA movement data.

DeCA has used the DCG’s for product hierarchy in the past. The new hierarchy will have a total of 5 levels: 

First – the Item Department
Second – the Sub Department
Third – the Category
Fourth – the Sub Category
Fifth – the Segment

Please note the examples in the slide in the beverage, beauty care, beef, and produce sub departments.

SLIDE 17
This section of the presentation will describe the on-boarding and go-live strategy of the EBS Vendor Portal.  DeCA recognizes that the vendor community is a valuable business partner in meeting its mission of delivering the benefits to our active military, and their families, and our retirees worldwide. 
This deployment plan is based on the findings from our one-on-one discovery sessions with DeCA’s industry partners and commercial best-practices within the grocery industry. 
An overview of the Vendor training and support for Vendor Portal is provided as a part of this presentation.  

SLIDE 18
The Vendor Portal is a web-based application engineered to increase collaboration between DeCA’s vendor community and all of its stakeholders.  It will eliminate manual processes and automate data exchanges between DeCA and its Vendors. 
Vendors will log-in to the Vendor Portal with an industry-standard web browser, one of which is probably already available on your desktop:
· Microsoft Internet Explorer
· Mozilla Firefox
· Apple Safari
· Google Chrome

The Vendor Portal, which is based on user-based authentication controls, enables vendors to manage their contract data by their PIIN or Procurement Instrument Identification Number.   As part of the onboarding process you will designate and assign an “authorized negotiator” for your company. This authorized negotiator has the capability to assign in Vendor Portal additional users from your company with specific rights, privileges and responsibilities based on their level of authority to conduct business with DeCA.  For example, this could include the following roles: 
· Account Managers
· Pricing Coordinators
· Group Administrators
· Distribution Coordinators

SLIDE 19
In late summer, your designated Authorized Negotiator and Alternate POC will need to report to DeCA HQ for the on-boarding process and registration.  
As part of the registration process, automatic synchronization will take place with SAM or System for Award Management and GDSN or Global Data Synchronization Network to enable your company to be on-boarded into Vendor Portal. 
This will be described in greater detail later in this presentation.  Please note that it is very important that your company’s SAM data be current and correct prior to your company going live on Vendor Portal.

SLIDE 20
Currently, the go-live strategy for Vendor Portal is a phased launch. 
A pilot will be conducted with approximately 20 vendors. 
Upon completion of the pilot the plan is to on-board 1,000+ DeCA vendors in a 3 month period. 
Vendors will go-live at a rate of 100 vendors per week starting in the late summer of 2016. 
Vendors will be notified by email in mid-May with the exact date for their scheduled orientation and registration at Fort Lee during the months of July to September of 2016.
The following slide provides a planned “Go-Live” schedule. 

SLIDE 21
The current on-boarding strategy will involve 2 pilots of 10 vendors prior to the phased deployment of the 100 vendors per week through late summer.  Additional on-boarding details including scheduling will be provided by DeCA to Vendors upon completion of the Industry Day presentations with all vendors.

SLIDE 22
As part of the Vendor Portal registration process you will receive a brief overview of the basic Vendor Portal transaction types.  These will include the following transactions:
· Presenting new items
· Presenting promotional items and prices
· Submitting prices
· Submitting price changes 
· Assigning vendor roles
· Requesting changes to ROAs
· Requesting line item moves
DeCA Contracting Personnel will then meet individually with vendors to complete the registration process.  Please note that it is very important that your company’s SAM data be current and correct prior to participating in this on-boarding session. 

SLIDE 23
Based on feedback from the Discovery sessions, DeCA recognizes the importance of training to our vendor community. DeCA will provide Web-Based Training or WBT and Quick Reference Materials to assist and support new Vendor Portal users.  It is strongly recommended that your company complete this training prior to coming to Fort Lee for your Vendor Portal on-boarding session.
DeCA will provide to its vendor community 3 training and learning resources:
· The Vendor Portal web-based training, which can be completed at your location. 
· A Vendor Portal Job Aid, which is similar to a “cheat sheet” for basic transaction types and other reference points to assist in conducting transactions.  
· And the Vendor Portal quick reference guide, which will provide step-by-step instructions. 
These self-study tools are for you and your users to become familiar and comfortable with the Vendor Portal. 

SLIDE 24
DeCA will provide Web Based Training which will discuss the basic functionality of the Vendor Portal.  
The WBT modules are based on the key responsibilities by roles.  This allows your company to become familiar with the specific transactions and workflows of the Vendor Portal by key job role and/or responsibility.    

SLIDE 25
In support of the Vendor Community a toll-free Help Desk will be   provided to Vendors on 7 x 24 x 365 basis.  The Help Desk will:
· Guide users in the correct usage of the application
· Provide login assistance and password reset
· Answer and escalate user questions to appropriate DeCA personnel regarding application work flows
So how can your company get ready to be “on-boarded” for Vendor Portal?  

SLIDE 26 		 
Vendor Portal will grant access to only certain people within your firm.  The reason for restricting access to Vendor Portal is to protect the integrity of your product cost and item data information as well as to protect your propriety and privileged information. This chart outlines the predetermined roles as we know them today, for people in your firm who will have access to Vendor Portal in your firm, and what their responsibilities will entail.   The roles listed at the top of the chart - Authorized Negotiator, Account Manager, Pricing Coordinator, Group Administrator, and Distributor Coordinator – will have either view or edit capabilities to the actions described on the left side of the chart.  For example, the role of Authorized Negotiator will have view and edit access to request contractual changes, present new items, present promotional items, submit pricing, mark down product, add user accounts and delete user accounts, whereas the role of Pricing Coordinator is subject to have “view” access to all of the responsibilities, and edit capabilities to the responsibility of submitting pricing.  When you leave this presentation, please think about and decide who, within your firm will be assigned to these roles, and provide this information to your authorized negotiator. The authorized negotiator will need to have quick access to this information when he or she on-boards your company in Vendor Portal in July 2016.  



SLIDE 27	
For the last several months, we have been striving to get the word out to industry about the importance of comparing your SAM information with the information documented in your DeCA contractual documents (ROAs, RTCs, and/or BPAs), and making sure the SAM Government Business POC matches the authorized negotiator named in those contracting documents.  The authorized negotiators named in your contractual document MUST match the name listed as the SAM Government Business POC and Alternate Government Business POC.  The match is important because the authorized negotiators who are the SAM Government Business POC and alternate, respectively, are the only persons who can onboard your company into the Vendor Portal.  Further, when it is time to onboard Vendor Portal in July 2016, DeCA will only send the “time to onboard” email to the address in SAM that belongs to the SAM Government Business POC and SAM Government Business Alternate POC.  Finally, as the authorized negotiator in your firm likely best understands your organizational structure and your firm’s interaction with DeCA, and is authorized to contractually bind your firm, the authorized negotiator is the best candidate to assign the Vendor Portal roles to other members in your firm.  

SLIDE 28				
So what are we going to do following this presentation?  We are going to assist you in getting ready for Vendor Portal on-boarding in July 2016!  On-boarding all of DeCA’s vendors into the new EBS Vendor Portal present DeCA with quite a challenge - but not to worry.  We are here to assist you with those preliminary actions that will ensure your company is ready to on-board in Vendor Portal in July of 2016.  Following this overview presentation, we will start the one-on-one sessions along with representatives from Resale Contracting, DeCA Sales Directorate, and the EBS Team.  We will assist you in validating your SAM data to ensure that your SAM Government Business POC matches the authorized negotiator named in your contractual documents, will talk with you about the number of contractual documents awarded to your firm and any changes that may need to be made to your contract.  The person from the Sales Directorate is going to talk with you about the spreadsheet that we emailed to you to validate that all of the requested data has been completed.  If the data is incomplete, you will be asked to complete and return it by email within 5 business days.  The EBS Team member will assist with questions about Vendor Portal.

SLIDE 29
This gives you an idea of DeCA’s plan for reaching out to industry to assist our vendors with the preliminary actions needed to make their Vendor Portal on-boarding successful.  With over 800 vendors to talk with, there was no way we could have everyone come to DeCA all at one time.  But because we consider each and every vendor as a valued stakeholder in our process, we need everyone to understand EBS and the value it represents.  So, our plan to accommodate the great mass of contract owners is to host 8 different Industry Day sessions.  Each of the sessions is expected to be scheduled just as today’s session is scheduled.  That is, we will have 54 companies attend the morning EBS Overview session, and 54 companies attend the afternoon Overview session.  Following the overview session, the industry representatives will go to their assigned vendor rooms or be requested to be available over the telephone to review their contracting and SAM information, discuss contract changes, and review their product data spreadsheets during an assigned timeframe.  At this time, we do not expect to hold make-up Industry Day Sessions because we have some important timelines that must be met by the later part of March.

SLIDE 30              
Finally, we ask that you send your questions about today’s overview presentation or anything discussed in your breakout sessions to EBSquestions@deca.mil.  All questions will be answered in future Frequently Asked Questions (FAQ) updates, or to individual companies as appropriate.  Additional materials will continue to be posted on www.commissaries.com. 

On behalf of the entire DeCA Team we thank you for participating in our Industry Day Session. We hope the EBS Overview Presentation provided you with a good foundation about EBS and especially about Vendor Portal.  We look forward to working with you to on-board and train your company in Vendor Portal in July 2016.  Thank you again.  
