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Chris Kern - Sr. Manager IT Solution Delivery - Enabling

Joined Molson Coors in 2006

Held numerous roles at Molson Coors through multiple
restructurings — Business Analyst, SAP COE Lead, Business Partner,
Business Transformation Capability Lead, Solution Manager.

Prior to joining Molson Coors, lead multiple SAP implementations
and strategic business process improvement initiatives across
multiple geographies (US, Canada, LATAM, Europe, & Australia)
and functions.

Born and raised in the south suburbs of Chicago (GO BEARS).
MSOE grad - Industrial Engineering.

Played baseball in Germany and Amsterdam between high school
and college.

Coach youth sports teams.

Have at least 2 or 3 home improvement (or mad science) projects
In progress at any given time.

On a personal quest to make the perfect Chicago “Tavern Style”
Pizza.
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Current Landscape

SD — Sales and
Distribution

MM — Materials
Management

PP — Production
Planning

QM — Quality
Management

PM - Plant Maintenance

WM — Warehouse
Management

T
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M - Transportati
Management

ERP

Fl — Financial
Accounting

CO - Controlling

AM — Asset Management

HCM — Human Capita
Management

WF — Workflow

PS — Project System
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Molson Coors Journey

« 2012 - 2019 — Business Transformation (BP&S)
* Implement single set of business processes and SAP systems for US (NA
Template)
« 2019 — 2020 - Revitalization
« 2020 - 2021 - Pandemic, Supply Chain disruptions, Beverage expansions
» Digital Supply Chain strategy
« Beverage Control Tower
 New Products, Joint Ventures, Patners
« 2020 — 2023 — One North America
* Implementing Canada onto NA template
* SAP ARIBA
« 2022 - 2023 - Global Cloud Migration
« Migrate SAP from Oracle DB to HANA DB
« 2024 - 2222 — s4 and Integrated Business Planning
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Driving Value
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What We Will NOT Talk About

* The “Low Hanging Fruit” — test automation, shop floor automation,
warehouse automation, etc

 Specific tools/applications/etc

 ChatGPT
* | though about having ChatGPT create this presentation.
« ChatGPT was busy with the BAR exam.
« Because what the world needs most is an Al attorney .....

* Which Bank stocks to buy.

o MOLSON
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What We WILL Talk About

* The current “Disruption”

 Business/Functional Processes:
« Assessing “Want” versus “Need”.
« Evaluating the “"Opportunity”.
« Leveraging “Spheres of Influence” to support decision making.

* This presentation is all that stands between you and SAPpy hour ...
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The current Disruption

* Al & ML is the next big innovation. It's Here, and it is growing and accelerating.

Global Artificial Intelligence Platforms Market 2023-2027 ViarketsandMarkets

CUSTOMER LANDSCAPE

Market Size Outlook (USD Million) f
H Drivers of price sensitivity

Adoption lifecycle
1 Price

® Quality

# Relatability

@ Regulatory Compliance
® Service

+— Importancein the customer
purchase basket

2017 2018 2019 2020 2021 2022 2023 2024 2025 2026 2027 |

Attractive Opportunities in the Artificial Intelligence Market
USD Billion

86.9 7022 /1 Q 7 Y O L::;;“”"”'
g D CEEE

CAGR The global Al market is projected to account for USD 407.0
3 6 2 0/ billion by 2027, growing at a CAGR of 36.2% during the
» 0

forecast period.
5 U The growth of this market can
be attributed to the rapid surge
Q{ of cybersecurity incidents and
ransomware attacks acrossthe

Adoption rates
2017 : 2625.09
Key purchase criteria

Drivers of price sensitivity
| Purchases are undifferentiated a

Tﬂ{ 32.45%

Year-over-Year
growth rate of 2023

Adoption lifecycle

p - Purchase is 3 key cost to the buyer

Y e | Quality is not important a

T ... 2 e
: s M

17000+ Reports covering niche topics. Read them at ¥technavio

Several Al vendors are
expanding their reach
and exploring
opportunities in Asia
Pacific, due to the rapid
digital transformation of

The growing demand to
E@ access historical datasetsto

predict trends is expected to

drive the Al market growth.

," Transparency Market Research < >

Artificial Intelligence Market
Segmentation

« Virtual Assistants/Chatbots « Hardware

« Forecasts & Modelling - Al Chipsets

« Text Analytics -Memory Units
« Speech Analytics - Storage Devices
« Computer Vision it

« Predictive Maintenance

« Software
- Al Pl
% 2 latforms

- ML Tools
- NLP Toals
- Others
« Services
- Professional
- Managed

« BFSI

« IT & Telecom

« Manufacturing

« Retail & E-commerce

« Healthcare

« Government

« Energy & Utilities

« Media & Entertainment
« Others

« North America

« Europe

« Asia Pacific

« Middle East & Africa
« South America

www transparent yimalketresearchcony
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TVARKTT RESEARCH
ety Ao A tts

multiple countries in the
region.

o The increasing need for new use

Al

globe during the COVID-19
pandemic.

cases for businesses, such as
decision support, interactive
games, and real-time retail
recommendation engines, is
expected to drive the market
growth.

&)

North America is expectedto
account for the largest
market share during the
forecast period. The region is
one of the leaders in
technological advancements
and is home to major Al
providers.

Source: Secondary Research, Expert Interviews, and MarketsandMarkets Analysis




The Curreni Disrupfion Challengers Leaders

Ability to Execute

* Not everything needs to be “upper right BerdHtanly i
quadrant” _ -
« HAJ Rule #1 — Be 2 years behind, Gompltnaes o ko

let someone else work out the

bugs.

» These may be just the right fit — and
should be in everyone's toolset
» Workflows 5
* Macros '
« Custom RPAs/BOTs isi O ¥ gk 5
. EDl /X ML @ RosoTIC PROCESS & AUTOMATION
« Custom Portals/Bl Dashboards

o MOLSON
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Want vs. Need

« Want
» Optional/Desire — may be something strategic, useful, could have
tangible business value/case, could be driven by paradigm shift.

* Need
« Required/Must have — driven by change in business conditions, provides
a competitive advantage or may be compliance/regulatory in nature,
may not necessarily have a tangible business value/case.

« Everything begins as a want and gets filtered to a need.

* The Goal - Meet the need. Provide growth and scalability to the want.

S '&"goLngN 3/16/202 | 10

3



CMM 5
Continuously
Improving

Evaluate the opportunity

INCORPORATES CAPARLITIES
FROM CAMIM &

 Define ’rhe value Driver o o e
o QUCI'ITY T COMPLEXITY MM 2 1
« Cost { O
. —m T Frone MM 2
i Tlme \L Pefrformﬁd ‘
Informally [NCORPORATES CAPARUITIES
* Assess the Py
Capability/Maturity of the pertormed [

integrated process(es). | s R M o
* A|Igﬂ the pl’OpOSGd solution MATURITY LEVEL (PEOPLE, PROCESSES & TECHNOLOGY)

* Right sized to drive
value at current level

HAJ Rule #2 - CMMI/SAP

and scalable for * SAP is the solution unless my best
maturity growth. practices exceed SAP best practices,
accounting for growth.
S ggéISQO N 3/16/202 | 11
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Evaluate the opportunity

. v

LEAN SIX SIGMA LEAN SIX SIGMA

« Don't forget to bring the Lean Six
Slng -I-O The pOr-I-y Improves Business Improves Business pIrchJ::th:l:;I;?;h

ivi Productivity b
Prnductlvlty by y by Reduced Wastes and

Ellmlnat'ng el Reduclng B Variations in the Process

Reducing Wastes the Business Process

e Also remember the benchmarks and B

Focused on workflow Focused on Problem  improvement by Increasing

| nd USTry BeST PrG CTiceS Flow and Solving Problems

Observation-driven Data-driven Approach,
Approach, does not Requires Statistical Uses both the Observation

Require Statistical Analysis Techniques of Lean and
Types of Analysis Statistical Analysis of Six

Benchmarking . ! Sigma

External
Benchmarking

Further distilled as

» Result = Optimized Value with limited

& LS5Re m sneny | risk of over/under solutioning 19




The Sphere of Influence

 Philosophy
» Spend as much time on “business skills” as “SAP skills”.

« Actively engage with line of business early on, anticipate needs, influence the
outcome.

* Leverage unigue skillsets from your journey & Experiences.
* Business > SAP
« SAP > Business
* Diversity of thought

o MOLSON
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Enjoy the journey!!!
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Thank You

@& MOLSON
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Questions?
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