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Accelerate Marketing and Sales with Data-Driven Insights
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Our product range: the strongest and most attractive model range in our history

Source: Porsche AG
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Dr. Ing. h.c. F. Porsche AG: Engineering Company & Fascination Sports Cars

Rational performance promise Emotional performance promise

German engineering expertise Exclusive PassioN
Genuine _ Awesome sound |
Reliable Sustainable Sporty "M Driving pleasure

Intelligent Functional Concept harmony Fast

. Dr.Ing. e Fascination Sports Cars
The Porsche and Piéch Quality  FHerent e ABIETEDIE G

familes e Individual ~ Luarious

Inventive Advanced technology

Member of an exclusive community

Innovative ideas Timeless design

Source: Porsche AG
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Facts & Figures (January to December 2013)
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result
Source: P he AG
oS e AG CRM @ Porsche



PORSCHE

With an optimal balance of vehicle deliveries among sales regions while
operating in a total of 125 markets

Distribution of Customer Deliveries in 2013
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Source: Porsche AG
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Current and future trends in automobile industry result in continuously
changing customer needs and expectations

Digitization

Source: Porsche AG
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Porsche Strategy 2018: With ,,Customer Experience‘ as key component

PORSCHE
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Customer N
enthusiasm by providing

a unique purchase and
ownership experience

Source: Porsche AG

Customer Relations
Patrick Gartner | Porsche AG
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CRM @ Porsche

Serving over 5 Mio. customers
and prospects worldwide

Understanding our customer
needs and expectations

Managing over 80 Mio. customer
touch points every year

Harmonious coordination of all
relevant customer processes
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Key challenge: Provide a unique and highly individual purchase and ownership
experience — every day, at every touch point
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Porsche solution: Holistic CRM approach with consolidated data, integrated
processes and globally coordinated customer touch points

Holistic ,,360“ CRM@Porsche data and process platform

CRM Porsche Porsche Customer Journey
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Porsche ﬂ:‘“'..;:.........
AG Customer Data ot
Porsche ﬁ Vehicle Data
Wholesale

Relationship Data

Porsche Dealer l l Transactional Data

S— e

One process and data Delighting Customer
Integrated processes .
platform Experience

Source: Porsche AG
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Example “Porsche Follow-up Mailing”’:
CRM@Porsche enables highly individualized customer contacts

Result: Excitement

| L
Zusammengestellt von Herr Olaf Osterwald,

- L

. Das ist Ihr persénlicher
; r
911 Carrera, Herr Osterwald.
' T

911 Eamers, Horr Ontervabd.

 Highly individualized mailing
after the vehicle configuration

« Unique and dealer-integrated
process, thus fully automated

Process Porsche

Process: Follow-up Mailing

Customer Contact
I

Vehicle Configuration at the Dealer
|
Consolidation of all relevant data

|
Creation of one-of-a-kind mailings for

each customer
I

High quality digital print
|

Special franking
I

Dispatch in the name of the dealer

v

Customer: Receives Follow-up Mailing

,1ruly exceptional.”

,1hat is Porsche in
perfection und exclusive
where others just provide
just standard.”

,"Wow — that's truly
Porsche!”

»That piece really
surprised me - Thanks!

Source: Porsche AG

Customer Relations
Patrick Gartner | Porsche AG

CRM @ Porsche
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Example “Predictive Customer Segmentation’’:
Can we identify customers today, who will most likely buy a Porsche tomorrow?

Focus: 100% relevance to the customer & most efficient allocation of budgets

i & & é & é & « Analyzing customer, vehicle and relationship

data to identify purchasing patterns

A
& é ﬁ é “ é ﬁ é « Target only those customers that have a high
ﬁ éﬁ & ﬂ purchase affinity — thus are “in the market”

Proview for Segraant: Ever Owned Vahschs »= 1

Share of Top-Raaked Customers

e 100% ,relevant” customer communication

« 100% “optimized” budget allocation

Source: Porsche AG
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Next Generation CRM@Porsche: Make use of the HANA technology to combine
real-time segmentation with real-time predictive analytics

Main benefits:
« Seamless and highly efficient integration of real-time segmentation with predictive modeling
« Facilitate highly individual customer care programs by customer centric segmentation process

Source: Porsche AG

Fariok artnr | Porsche AG CRM @ Porsche 12



PORSCHE

Let’s never forget ... It’s all about the customer!

Source: Porsche AG
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