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Customer / Domain / Process KEMIN/Nutraceutical/OD Project Name / Location KEMINOD/Chennai
Start Dt. — End Dt. Mar’14 to May’15 Project Ref. id KEMIN/OD/AA/003
Champion & Sponsor President Project Leader Prathaap B

On Track
Impact >= Target

Timeline : D @ikeiky
impact_: > akeiy

Business case:

KEMIN combines sound molecular science with the human qualities of creativity, curiosity and collaboration to improve the lives of humans and animals around the world.
pecialty ingredients that deliveg@important nutrition and health benefits through products consumed by

Using superior science, Kemin manufactures more th

people and animals.

The management focus for the year 2014 is to improvi [ ent, @pernati clition exgelle e @ie to improve efficiency and
effectiveness. Inline with this intent, there is a need to stan currerépraetic d esse 0S a the @Fganization for a diagnostic and

appropriate course corrections.

Problem Statement (5W,1H): Impact Expected :

KEMIN existing systems and processes needs to be evaluated and improved | »Understand the current baseline and identify areas to focus and improve.

on the areas of productivity, efficiency, effectiveness of HR, Analytics, Vendor | »>Increase NP from current XX% to XX% by Dec’14 (actual numbers to be analyzed)

Mgt, Project Mgt, Finance impacting Revenue, Cost, Quality and | »>Set best practices and procedure for Supply chain, warehousing, inventory, sampling,

Compliance. virtualization, HR, Accounts, Operations & Customer service
Project Y : »Implement Global Best practices and standards
> Understand the current operating models, expenses and identify leakages | »Map and implement PCF-APQC
- Aug'14 »Implement Technology- HRM, PM, EM and other mobile automations
> Evaluate and propose optimal technology > Train resources to enable achieve the business goal
> Set metrics and reporting- Bl & Pl layer » Mentoring and coaching the senior managers

> Clearly define- Cost, Revenue, compliance and TCE drivers » Personal growth and improvement
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Current focus

Project Scope:

Phases / Milestone Sep | Oct | Nov | Dec | Jan | Feb | Mar| Arp |May

A m—)

Discover

._—
Das-rg ——————— ——
Develop G, * ’ ’

Quick Wins

Milestones and Tollgate Review ’
Project Start, Review and Closure 4

Out of Scope: Processes of customer’s, vendors and group
Start Point: Sourcing of resources and clients
End point: Exit process

# of people to be trained: MD, CEO, Top Mgmt, opegations#an
Support Staff

Constraints: Dependency of people availability & Tra
Boundary Condition: KEMIN Office, India

Challenges: Current Resource awareness, orientation
/inclination to up-skill, Attrition of trained resources,
of training for improvement

Risks for the Project: Major changes in # of people,

I
I
I
In Scope: — All processes of KEMIN :
I
I
I
I

Changes Member Name ARMI
Support / Understanding Needed:
e Transparent data sharing KP Philip, Prathaap A
e Auditing practice h N il binath
= Reporting and Dashboards Prathaap, Dr.Sampath, KEMIN — KP Philip & Gobinat R
e Entire supply chain process
. Consultants, Managers and Team leaders & others

e Understanding of Downstream and Upstream processes — M
Customer, Market, Hiring and Selection process Management, Clients and Vendors I
e Current Resource maturity and orientation for change

A-Approver / R-Resource / M-Member / I-Interested Party / Informed




Approach for Process Implementation

Steps

Deliverables

B @R

Phase 2

3. DESIGN

SenTuset g v

1% Increnso in Phannad
Laary (Campooants. Latier

» 2% Fovecmt Acsainaoy =
Oveitwt wic |

1.1 Map E2E Process

1.2 Link Metrics Hierarchy with
Process Map

1.3 Qualitative and Quantitative —
BPM study

1.4 APQC-PCF Mapping

1.5 Identify Opportunities

1.6 Assess P&L Impact,

1.7 Prioritize Opportungties

L1 Metro Map

BPM —Research data-glty / gnty
L2 Cross-Functional Process
Map (CFPM)

Why-Why Analysis
Control-Impact Matrix
Prioritization Matrix

Opportunity tracker, As-Is, Post-
mortem analysis

2.
2.

2.

2

1. Conduct Feasibility Analysis

3 People Analytics — VVI and
VPI outputs from the
workshops

2. Develop Project Scoping

.3 Validate P&L Impact

2.4. Build CBA

2.
2.

5. Develop Business Case
6. Obtain Sponsor & Finance
approval

VVI and VPI output
Valuation Framework
Project Scope
SIPOC

Business Case

3.1. Define Business

3.3.

Requirements
Process Analysis

Solution

3.4. Optimize Solution

Project Charter

L3 CFPM/ VSM

Fish bone analysis
Data Element Analysis
Future State Process

. Conduct Detailed Business

Design Future State Process/

4. DEVELOP

4.1. Implement Pilot Project
where required

4.2. Validate Expected Outcomes

§ 4.3. Complete Documentation
and Training

4.4. Develop Implementation Plan

* Process Change documentation
and training material

* FMEA

* Process Change Implementation
Plan

5. DELIVER

Control & Sustain Business results

Purchase Cost per Indent gy

5.1. Implement Process Changes

5.2. Provide stabilization Support

5.3. Sustain Improvements

5.4 Track & Report Benefit
Realization (Project /Program)

» Control Charts
* Project Benefit signoff
» Program Benefit tracking



High Level work-flow- Discovery Phase

Business Process Management — Discovery Process

Execution Phase

Setup BPM-MAT Online
Assessment-for
Quantitative data

Client Signu Intervention
starts

Send pre-req
docs to client
- POC

Arpitha Associates

shared by
client

tart collecting
the process data

Agree & understand
Pre-reqs and documents

Face to Fac
Sche

meeting

Start meg¢ting as per
Schedule post kickoff

ntroduction and Go-live
In data collection-

Qualitative &
Quantitative

ot

’--------------~
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Research ahdrnalyse

- |
© 50% 409

Picturise and report findings

409 50%

© 30%

h

Priority List with
business case

I Review recommendation
I & approve business cases

CO
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Prepare
project
charters

Build team to execute
Priority projects

Get sponsorship &
Execute projects
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Face to face meetiy
Qualitative data

g

__iQE

Online Maturity Assessment
submission

Client -External Stakeholder

Face to face meeting
Qualitative data

Online Maturity Assessment
submission
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@' HIGH LEVEL APPROACH for Opportunity exec
Coordinate parallel identification streams to gain speed

e < _
ARPITHA

OPPORTUNITY IDENTIFICATION SELECTION EXECUTION

DECISION SUPPORT Programs Impact |

thru better decision making — Analytics based POLICY CHANGE

aSVvO
SS3ANISNd

TOP DOWN w. BU/GF
E2E analysis on focused areas (dedicated
programs — incremental opportunities) '

Organization wide
projects

NOILV3dO

BOTTOM UP
Systematic analysis on ground Zero
processes

Function Led projects

SYNERGY FUNNEL

Loss Prevention
Use symptoms to identify and fix root cause

Comprehensive, complete overall funnel & execution tracking

‘DNA’ change




Overall Statistics of Data collection

Internal Stakeholders Internal-F2F External-F2F External-Telecon
Internal Staff ~|Eng |Hindi |Tamil |Grand Total Function Total Role with KEMIN Total Customer 2
Sales 65 2 2 69 Operations > Customer - Layer 1 Distributor 1
Quality 11 11 Sales Ruminants 4 Customer -Broiler, breeder and layer- Lab, Supplier 3
Marketing / BD 10 1 11 Finance 3 stock and production 1 Grand Total 6
R&D 10 10 HR & Administratig 3 Customer- Layer 1
Others 8 8 &~ 1
Operations 6 6 1
Finance 4 1 5 L
T 4 4 Marketing > Customer-Layer 1
HR 4 2 Research & Customers- Layer 1
Customers- Ruminant 2
Production 3 3 2 1
Vendor / Supplier Mgt 2 1 3 “ 1
IT 3 3 ﬂ 1
Management 2 2 1 1
Board of Directors 2 2 Technical Services 1 Ruminent- Bypass, optimax, toxfin, nutro 1
Admin 2 2 Grand Total 31 Sub-dealer 1
Manufacturing 1 1 Supplier- Anti-oxidants, BHA, 3 major
Safety, Health , Environment 1 1 products- pune, chandigarh and chennai. 1
MIS / Analytics 1 1 blank) 1
Grand Total 137 2 7 146 Grand Total 18
= caiel Seldanhaldas Total Data collected so far Dot enyve Stze
— Internal =176 Confidence Level  *95% 99%
Ex‘ternal Stakeholders |~ |Eng |Hindi |Grand Total External = 33 Conldenca nsandl
Client / Customer 3 3 L
Distributor 5 1 6 Total= 209 v Popatation e
Grand Total 8 1 9 Statistically Valid Sample size needed 196 |Calculate} Clear
* i 95% confidence Level
2 hard copy responses received S0 2 o Error Rate Someld aor saadait | 156




Objectives of Data collection

Data Collection Planner

Project:

KEMIN-Discovery Phase

Project Leader: Date:

Prathaap 12-May- 14 |

Objectives of Data Collection

What data are needed?

1. Quahtiative Data-

Face to face meeting to interview and collect data from all Stake holders

Staff, Chents, Consultants,Distributors, Suppliers / vendors and board of directors/

2. Quantiative Data
Online BPM-Matunty assessment test sent to all stake holders - in English, Hindi &

3. Process documents
Each processes and sub-process documents - SOPs, flow charts, org charts, SLA, KPI,
performance reports, Strategic plans, competency mapping and related docs

Rationale for collecting data:
[¥i Obtain exploratory views of the process
Evaluate the measurement system
| Conduct a capability study (baseline analysis, post-improvement analysis, et
Test a hypothesis about 3 process output
Test a hypothesis about the effects of one or more process inputs
Control a process input or monitor a process output
Capture the Voice of the Customer (VOC)
|_|Other:

(Y

Y

YY)

The data collected will be:  Continuous ® Discrete

vl If collecting discrete data, altermnatives for collecting continuous data have been
considered and ruled out

What insights will the data provide and how will it help the team?

The data collected in Qualtative and quantitative data would provide an insight about the
current baselne of the organizational processes, people and systems.

What will be done with the data once it has been collected?

Once the data both Qualitative and quantiative is collected, it would be analysed and
converted to Metro Map, Metncs hirarchy chart and opportunites pnority hist

Operational Definitions and Methodology
Part 1: Collecting data
Source of the data:

¥ Customer or Suppher

Wil the data be collected deectly or ndrectly? (describe)
Poth types of data

< Hestoncal Ostabase
How rekadie s the data source that will be used? (describe)

Does the database include values of process mputs and status of the process?

onfident

< Process s well defined, with data collectbon ponts defined
¥ Process is stable and m control
< Process varation & predctable

?

What m.phnhvcoloctngdaunnf
Q::.Qlu stak - &AQ

identified to meat

>

2. The expected sample for quantiative data for Staff u relatively ok, however the exter
stakeholders response rate is very low

The amount of dats 1o be colloctod will be Basod on
[« Power and sample size anslysis (hypothesis tenting)

B e Lt ST B
¥ Typical dates recommendathons fOr control < ts
B Data recommendanons for controd chans
I Typical data recommendations for capabiity studies
B Dama recomerdutions for Capetsiey sotes
Typical data recommendations for MGE »tudies
B e i R L DU U N
¥ Ty sl date recommendebions for gethurmg YOO dete

P Dt seconvmmndutions for VOC dete

e Interval for collacting data:

Mg dhate 12-May-3e T
Ending date: L2l 1A -
Freguency [ 1

Toaking ond recording mraasurameants:
v Clearty defined Mesasursment system
~ Capabiity and precmion aof messuramaent system in adeguate for collecting the dats
! s erur have been calibrated
v Cluarty dufned proceduras for recording dats
¥ Units of measursment ars clearty defineed
W Locations of dete collection sre clasrty defined
| Date collection shaaets (for manus! collec tion) heve Dauen demgned end tested
AN personnel mvolvad i collacting date have Deaen proparly tramaed

o

-

Soe. &8
Operational Definitions and Methodology
Part 2: Handling data electronically
Filtering and modifying the data:
How wil cuthers and botched measurements be handled?
Sampies identibed would address the outhers,

The outhers from the quanbative dats would be analzyed and measured aganst
peroformance standards

What fiters must be applied to the data before it can be used?
Filters on demographics, project type, roles, locations,

defined 5o they can be consistently appled? (describe)
ta study s standardized for measurament and 15 dven systematicaly.

Are other modifications to the data required?

F data, the inputs are codected in Evemote, moved to XL for strabfication
t analytics s used to cul out nsights from text-
info, Strengths and Challenges, Recommendation, Vision and values

to the fiterad/modified dats after modficabons are made?
The fiters reman for 3 the further analyss and presentatons

What happens to the raw (unfiltered/unmodified) data after modifications are made?

Raw data will not be modified. it remans with the base data. The Atered data would be
use for analyss

Electronic data formats:

What format will be used to store the data?
VEwelfle [ Database [V Text (ASCH) fie
v Minitad fle || Other format: Imp

What format will be used to analyze the data?
v Minitab fle [V Excel fle Tlother: WP



Stakeholder Analysis

Interest / Power Plot
Prepared By: Date:

Prathaap 14-Jul-14 i Vit

Project: 10 4
KEMIN-Discovery Phase . a

Descrnption:

Primary support in impacting
eincreasaed Revenue

sReducing Cost

eAvoiding Cost

eImproving Comphance
eimproving Customer satisfaction
sUnderstand the As-Is way of doing things- Process wise, people wise, o
technology and location wise

esUnderstand the existing measurements and data points
eMap them to the Should-Be state or desired state (can help get the 0

A Cons aDiwry A HM Hop
A - A Baro SR Sale

A& Othen

6 N 10

eldentify solutions for filing this GAP-either thru technology,
nterest

Vision, Values and future state) and list the GAPs b/w As-Is an |d-be f'

improvements or re-engineering
eIimplement optimized solutions and help sustain growth
*Build culture of excellence

@ How to Use this Table Attitude / Activity Plot

Stakeholder Relevant Code Ad snrinl SIPPOT v

Categories Stakeholders ,

Top Mgt ™ T]
Functional Heads FM/HOD ~| 4 a R
Managers / Asst. | Mgr. / AM q A D r & Ry Sa el 'NeHDS
HR Team HR ] 7} 2 - ' y - l_);.llllhav £ AM
Factory-Ops Ops l6 ~ | |6 ~ | 36.00 I6 ~llle ~ | 36.00 A & Ciin
Regional Sales sta Rg-Sales I6 ~ |7 7] 42.00 IG ~ |7 ~ | 42.00
Other Staff Others |7 G 7] 42.00 Is ~ | |6 | 30.00 }
Clients Cint |7 w6 v 42.00 [3 v | [6 v 48.00 oA
Distributor Distr I.; 2 K ?] 28.00 [7 7] 5 ~ | 35.00 ;‘, 2 Y 8 )2
Suppliers Supp |¢, v Io v 36.00 |° v |¢, v | 36.00 A
Consultants Cons '3 V| 4 t] 12.00 |7 7} |3 T| 21.00 p

* Most of the stakeholders were highly supportive of the entire initiative

»  Couple of consultants were not too keen in discussing and sharing info.

* The attitude of Distributors were relatively on a lower scale — couple of them dint want to meet, some of them said “its all fine no issues, but couple of them were not
happy with some of the decisions taken earlier, and hence were not too keen on sharing info. The common reason given was- “should have given more time and fixed
appointment much earlier.”

* Internal staff were supportive and willing to share information and their thoughts.

+  Some of the staffs were just observing and not too keen on what’s happening.

+  Factory staff were interested however their power to influence change was shown to be too low.
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Animal Health & Nutrition

ip in

and Leadersh

Business
Quality of Life
. Enhance the Quality of Life
. Enhance the ROI for our customers
Innovation
. Innovation in our products, services and their application
. Number of patents
. Effectiveness and efficiency in people, processes and
technology
Leadership
. Growth in sales, both value and volume.
. Acquisition of businesses and/or technologies.
Leadership
. Increasing the brand equity, both corporate and products

Process

# of people touched — WW calculation matrix
Each business division to measure per capita
protein consumption.

ROI of all products should be minimum 2:1.
Launch two new products or applications per year.
Minimum 1 patented product every 2 years.

1 innovation in SmartBOX once in two years.

No accidents and/or No injuries caused by the use

of our products.
Cost/kg of i. will drop

ﬂ
%

20% of sales through business or technology
acquisition.

3% points over

35 % project conversion through Technical services.

35% project conversion thro

u&#CLS tool
ten C in exc
I
ten o) n iness.
entioft of ¢ rs b sion.

Layer : 80%
Broiler: 85%
Ruminant: 70%
Aqua: 90%

Increase 2% points market share for all 6 star
products per annum.
Increase market penetration per annum by:
Layer: 0.5%
Broiler: 1.0%
Ruminant: 0.5%
Aqua: 5.0%
# of new customers added during the year.
Layer: 50 per year
Broiler: 40 new sales projects per year.
Ruminant: 150 per year.
Aqua: 50 farmers/3 key accounts.

t i L e n
R¥y&ar ear eSSt

Operational People

Employee Retention rate to be
achieved 86%.

100 % statutory compliance from every .
function.

. 2% points improvement in

Process non-conformance to be kept at or
Employee engagement survey.

below 0.5 % of the number of batches run in

the month.

. Accident frequency rate — Nil.
Reduction of OPEX as a percentage of sales
by 0.5% points every year. . FTE cost to be reduced from

0, 0,
Implement RMRA Process for all Raw DS C

ate s,
L]
ad e 0¥ prasact elopment
- n
1 L]
— 36 mon

Lead time to fill a position should
not exceed 40 days.

Operations productivity to
increase by 5 % over previous

Publication of minimum 2 peer reviewed Ve
publications per year.
. Sales productivity ratio:
36 i i Layer — 4, <2 years; 7, > 2 years
a Broiler — 5,<2years; 6,>2years

Ruminant — 3,<2years;5,>2 years
Aqua — 5,<2years;6, > 2 years

ea
egul
Speci rpose &

ROI 2:1 proof — Minimum 3 independent trials
for all relevant products.

Receivables current to be in excess of 80%.

The difference between DSO and DPO to be
reduced by 10 days.

Increase in geographical area of coverage.
Layer: 3 territories per year.
Broiler: 1 territory per year.
Ruminant: 5 territories per year Team A+B.
Aqua: 1 territory per year.

Improvement by 2 points % in customer survey
score every year.
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Values

Integrity
Integrity with our colleagues, our customers, our suppliers and ourselves.

° This increases our reliability and confidence with all stakeholders. Being transparent and open, no unethical practices or behavior and following a high level of scientific integrity.
Hard work

Hard work with excellence in all our efforts,

* This will make us the leader in whatever we do. Exceeding expectations, going the extra mile, work not counted in hours worked.

Continuous Change

Continuous change as a way of life.

* This enables us to take meaningful risk, find new ways to ings, remain competiti W relevagt. Freedom to choose, gloﬂal job opp
improved process

Teamwork

Teamwork across functions and business units.

* This creates oneness and results in optimization. Free flo for , Stays f¥cusSed tth ro IVe®Cross fu
problem.

Passion
Passion about serving our customers.

* Demonstrating a compelling desire to serve and fulfill c@@tomeghe ur eve N, i licit li d t rsgoth internal and external and creating
customer delight in every transaction.
Confidence

Confidence in the value of our products.
* Provides the confidence to see all our products and services and results in deeper conviction in the company. Demonstrating product value to customers, customer organizations,
visitors, suppliers, government authorities at every opportunity.

nities, learning opportunities, to experience

ss, being part of solution rather than

Respect
Respect for all

* Makes Kemin a better place to work and grow. Respect all religions, castes, regions, and cultures. Respect everyone's time, honor commitments, clarity in communication, involve the
required stakeholders in the decision making process and not being judgmental in giving feedback.

Innovation

Innovation and quality in processes, products and services.

* Increases our brand equity. Continuously review and upgrade our products, processes & services, align and strengthen our current processes and tools to improve productivity and
ensure simplicity in whatever we do.

Resilience

Resilience in the face of adversity.

* Allows us to see the opportunities in crises. Always ready with “plan B” for all critical activities, ability to identify opportunities from every problem.



Business Process Management- Maturity Assessment Test
outcomes

Quantitative Research
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Quantitative data from BPM MAT

9 responses



External Stakeholder Responses - Summary _
(Quantitative-BPM MAT) ARPITHA

® 78% of External stakeholders think KEMIN will be able to achieve their vision with the existing processes and about 22% say “May Be”.
® 3.44 is the avg. rating of the “Overall Satisfaction of Process Efficiency and Effectiveness”

® 67% responses from Distributors, 66% of respondents have more than 15 Yrs of exp.

® Taking 4.5 as the target for Process efficiency and effectiveness, there is significant shift of sigma needed (0.730)

Canfidantial

™ "";(’?.\:

= Are you convinced that the processes that you IOwerall
follow will help you achieve KEMINMN Vision?

Yes

|_|

May Be

|_|

= Summary Statistics

kFean 3.444444
Std Drew 1.12303883
Std Err MMean 0.3 77951
Upper 95%% Mean 4.3133378
Lower 957 Mean 2.5755511

™ S



External Responses Distribution
' Your Role with KEMIN '~ Region / location of your working < (~/Years in Company

Uttarpradesh 5-10 ¥rs

20+ Yrs

Punjab

Distributor 3-3%rs

Muzzafarpur

13- 20 ¥rs

20+ Yrs

Kanpur

Jharkhand

_ Haryana
Client / Customer

Colombo

Bihar

5.00 Categ
a.50
4'm ,‘ ————————————— \\
3.50 l'
3.00 |
1
! -
2.50 :
&= &
Q-}" (&5 °<..e’
== <> ==
== ==




External Stakeholders responses- Quantitative

Category Most Freguent Answers Average
Process management is enterprise-wide o —————— -\

Strategic Alignment Roles are dESig-r"IEd and cnmn_‘uun_icated acrass the Enterpr:iﬁe _ : :‘ .06 i
Process roles linked to organizational roles, Comprehensive efforts (transition project-based to - !
operational implementation) are created, Initiatives tied to portfolio management amnanmes r
There are process owners, with some enterprise support ——————— -\

GOVernance Governance body defined to develop capabilities, Some enterprise representation, Standards, :‘ 2.00 i
methods, and technologi : !
management S ’
There is structured colla

Process Models the enterprise 3.91
Quality, risk management, and process are integrated and considered part of process performance
An enterprise-wide approach provides flexibility through business rules and process

Change Management tailoring/deviation guide 3.94
Structured change manag
defined, Training progra
There is a balance of leading and lagging measures
Employees enterprise-wide and the management that supports process

Process Performance |Business value of process management measured, Process measures embedded into processes for “in 3.80
the flow™ control, Process measures (input, praocess, output, outcome) balance, Compliance tracking is
limited
How often do you identify improvement opportunities for your processes?

Process Improvement |Improvement initiatives have visibility to avoid conflicts, Common improvement approaches defined, 3.44
Method for individuals to identify and recommend improvement implemented
There is an enterprise-wide approach for tools and automation

Tools and Technology One ar more technologies ar_e apprm_red,lijnmmcun process repcnﬁitn:_:ur*,r created with ECCE_ES a_nd hiEFSiClr‘l 2.50
control, Process knowledge is accessible, Process and system architecture documentation is aligned,
Operations and planning are automated

Documentation There are detailed documents for all critical/essential processes { 2.77 E

J

AT

'

o
ERPITHQ



External Stakeholders response on Process and systems {

What is the vision and purpose of KEMIN?

e

Not much, indeed....

Kemin is doing the work on NEFT or DD its not good to me but may be Kemin

Kemin has a clear vision

Its all over good

TO REACH EACH CUSTOMER WITH GOOD PRODUCTS

vision of Kemin is to improve the quality of life with kemin products

company which has a quality

To touch half of people by services and products

: b/
What is your understandicme? n t I a I

Very little interaction so far..

Processes are acceptable

Process of working & dealing shi
understandable & appreciable.
Ethical Business Model.

In Nucleus Division Company Reaches To Prescribers,

Without Sample And Gifts. b

1 customer) either did not know

{ & ;
Q re ut KEMIN processes and systems.

Ref#@ainin keholders indicate overall positive

Good

impression of KEMIN processes.

Kemin has a quality product

To develop Animal health

Nil

Where and what Tools and techniques are seen in Kemin?

Not much of insight in KEMIN's working systems...

SUPPORT OF TSE

Don't have knowledge

Your TSE

Only 2 external stakeholders indicate their knowledge of Tools &
Techniques used by KEMIN.
All others have little knowledge of the same.
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External Stakeholders response - BPM MAT ‘
ERPITH&

Top 3 areas in your process/ function where you need process and systems.

More & more interaction with our team.

* Most of the responses indicate Supply
chain, Packaging/Packing &
Billing/Pricing needs focus on the

proceiai]d SyStT
Process and system are good
What are the Top 3 challengeDOQ n Ot c O py

Risk, Quality, Billing * Billing, Packaging quality,

Quality, tools, risk . . .o
Settlement of expiry breakage, Packing Quality specially in small pack, Some time delay in Breakage, tim ely de!|very & PI’ICII’]g
appear to the pain points for the

deliver the stock.
BILLING IN ADVANCE, AFTER BILLING PRODUCTS REACHS TO ME AFTER 7 TO 10 DAYS AND external stakeholders.
MOST OF THE TIME THERE ARE BREAKAGE OR DAMAGED, IMPRESSION WHICH WILL GET
FROM PEOPLE THAT PRODUCTS ARE COSTLY.

Price, poor packaging
Advance cash, Packaging not proper, Rate of product is very high
No

people, projects, billing

Stock Packing, Management -The way of working & planning Strategies

SUPPLY CHAIN, PACKING OF PRODUCTS/CORTON.

Packing, Delivery

Marketing team should increased

Advance cash, Packaging not proper, Rate of prod very




Statistical Analysis-1 (External responses)

For the question

“Overall, what is your level of satisfaction about yvour process efficiency and effectiveness?”

Capability Analysis study from External responses indicate:

Target Mean considered = 4.5

Sigma Shift required = 1.13

Confidential

'~/ Capability Analysis

Specification
Lower Spec Limit
Spec Target
Upper Spec Limit

Value Portion
3 Below [
4.5 Above (L2
3 Total Ofjf=ide

4 Long Term Sigma

% Actual
22,2222

-%5 I"'.-'1n.=fan &ELS
I
LS5L Tardsd
0 4 6 8
Sigma = 1.13039

not copy

Capability Index LowerCl UpperCl

CP 0.295 0.154
CPK 0.131 -0.096
CPM 0.108 .
CPL 0.131 -0.099
CPU 0.459 0.142
Portion Percent PPM

Below L5L 34,7084 347093.81
Above USL 84391 84391.420
Total Outside 43,1435 43148529

0.437
0.358

0.354

0.762
Sigma
Quality
1.893
2.876
1.673

4
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External responses- 8 Categories Distribution

-~

o
ERPIT A

| Strategic Alignment 4 (=lGowvernance 4= Process Models A=l Change Management
& & i &
1. 17% 3 33%
5 5 5 5
1.13% 2. 33% 1 11%
4 4 4 | 4
|- 11% 3. 38% oL 05 |z 2%
5 675 [ z. 25% [ |z 3% LA
3 3 3 3
1L 11% 1. 13% oL 05 |z 2%
1L 11% oL 05 oL 05 LA
2 == 2 2 2
O, 0% oL 05 oL 05 LA
O, 0% 1. 13% oL 05 0. 058
1 1 1 1
A}J_Summﬂa:tisti.m__- ?‘.:.Sl.unma.q.ns-l:a:i.s.ti.cs._- <= Summary Statistics A= Summary Statistics
I Mean 30666667 ! I Mean 3 : Mean 3.9166667T Mean 3.9444444
\sprm——— === pmnrm e —— \graorpays=——————ryessonT —-— Std Drew 0.207041 Std Drew 1.0137938
Std Err Mean 0.134371 Std Err Mean 0.3273268 Std Err Mean 0.3270236 Std Err Mean 03379313
Upper 95% Mean 3.3765267 Upper 952 Mean 3. 774005 Upper 95% Mean 4.7573076 Upper 95% Mean 4.7237153
Lower 95% Mean 2.75623067 Lower 952 Mean 2225995 Lower 95% Mean 3.0760257 Lower 95% Mean 3.1651736
] 9 ] a ] i ] @
ot o R s N o v v N ] WV N v v v NI v - N g
| Process Performance <= Process Improvement <~ Teools and Technology 4= Documentation
7] & & &
5 5 5 5
1L11%
3.23% 2 23% 2.323%
4 4 4 4
|_-1 14% L |4 44% |;1 44%
[ [
3 3 3 — 3
o, 0% 1119 .
1 11% o, 0% 4, 4%
2 2 2 2
o0 0. 05 0. 0%
oL 05 o 0% 1L 11%
1 1 1 1
4 =ISummary Statistics < Swumany Statistics <= Summary Statistics A= Summary Statistics_
Mean 3.8 I Mean 3.4444444 | Mean 3.5 | _Mean 27777778 |
Std Dewv 0.5220153 Rt = Tttt VRS (o g Std Dewv 0.5 e
Std Err Mean 0.1740051 Std Err Mean 0.2115493 Std Err Mean 0.1666667T Std Err Mean 0.4339028
Upper 95% Mean 4.2012565 Upper 95% Mean 3.9322779 Upper 95% Mean 3.224334 Upper 95% Mean 3.7723593
Lower 95% Mean 3.3937435 Lower 3% Mean  2.956611 Lower 952 Mean 3.115666 Lower 9532 Mean 1.7771962

I 9 ] 9 | 9 [ 9



Quantitative data from BPM MAT
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Summary of Internal Responses

* 131 (90%) of staff says “Yes” and of staff says & 1 (0.6%) person thinks “NO” for the
guestion- “Are you convinced that the processes that you follow will help you achieve your vision?”

* Internal staff have rated higher than external stakeholders in most of the parameters, there is a perception
and expectations gap seen.

'~ Are you convinced that the processes that you e Overall‘
follow will help you achieve KEMIMN Vision? :
S
0TS
Wes 131, 065 s
TR &N
a
Mo 1. 1% 5
2
Pay Be 14 105 .

f - Suammary Statistics

Mecan S.6232877
Std Dew O. 705037
Std Ervy NMean CcCOoO584832

Upper S590 NMean I.7387763
Lowes 955 Mean 3. 507795
~n 1=

e

. ;
ARPITHA




Internal Response Distribution

s

i

| = Function / Department Name '~'Years in Company = Total Work Experience '/Education Qualification
Sales 68, 4T% : - .
Cruality 11, 8% 5-10 ¥rs Vocational Training |1. 1%
Marketing / BD 11 8% o
R&D 10, 7% 3.5 Vrs Preuniversity
Others £ 5%
Operations 6, 4% PHD
Finance 5. 3% 20+ Yrs
Procurement |4 35 Others
HR 4,3%
Vendor / Supplier Mgt |3 2% R Masters
Production 3 2% 26% | 400000909092 N |  emmmmmmmmmd e mmmmmmmmme
| EREST - | \
y 2= L I Master Degree 75, 5230
Management 2% : '
Board of Directors 21% I 1
Admin 2 1% 10-15 ¥rs : Graduate '
Safety, Health , Envircnment [1. 1% R e————— 4
MIS / Analytics 1. 1% 0-1¥r Diplorma
Manufacturing

S5.00
4.50
4.00
3.50
3.00
2.50

et Internal Ratings




Internal Stakeholders responses- Quantitative

Category Most Freguent Answers Awverage
Process management is enterprise-wide
Strategic Alignment Roles are dESig_:r"lEd and cumn_‘nun_icated across the EﬂtEFpr:iSE _ : .49
Process roles linked to organizational roles, Comprehensive efforts (transition project-based to
operational implementation) are created, Initiatives tied to portfolio management
There are process owners, with some enterprise support Fronreenr -~
COVErMANCe Governance body defig i a2 i
methods, and technog@gies reg process 1 :
management = @& . @ B B B B B @ 2B e B 8 B B g B 202000 | T -
There is structured collé i = i i - Z ent across
Process Models the enterprise 3.7
Cuality, risk management, and process are integrated and considered part of process performance
An enterprise-wide a ih provides flexibility through@usiness rules and process | _
I I ¢ \
Change Management tailoring/deviation g i 24 '
structured change ma N 3
defined, Training prog
There is a balance of leading and lagging measures
Employees enterprise-wide and the management that supports process SR A
Process Performance |Business value of process management measured, Process measures embedded into processes for “in | | 3.4 1
the flow™ control, Process measures (input, process, output, outcome) balance, Compliance tracking is e e 4
limited
How often do you identify improvement opportunities for your processes? | s ‘}
Process Improvement |Improvement initiatives have visibility to avoid conflicts, Common improvement approaches defined, | | 3.3 ]
Method for individuals to identify and recommend improvement implemented e 4
There is an enterprise-wide approach for tools and avtomation ...\
Tools and Technology DOne or more technologies ar_e apprm_.red,i:cummun process rEpDSi'tl:_:lr":,-’ created with ECCE_SS a_nd \.-iEFSiCIr"I :' 2 3 ‘:
control, Process knowledge is accessible, Process and system architecture documentation is aligned, {_ _________ !
DOperations and planning are automated
Documentation There are detailed documents for all critical/essential processes 3.5




Internal Responses Distribution

= Strategic Alignment

<= Summary Statistics
Mean 3.4842466
Std Dew 0.8633286
Std Err Mean 0.0714496
Upper 95% Mean 3.6254638
Lower 952 Mean 3.32430284
M 146

= Process Performanoce

]

4. 3%
5

14, 10%
|35, za%
4
|14 %
|34:- 21%
3
12 8%
20, 14%

2

3. 3%

2%

n

-’—F:.I.'.ium.rnaq[. Etlt.ll.ﬂﬂ.l
| Mean 3.439726 )
oA B ————— AT T

Stel Err Mean 0.0754547
Upper 5% Mean 3,5388592
Lower 953 Mean 3.2905928
kM 146

A= Gowernance

|z?, 185
4
|25, 17
|3.3, 6%
3
|_=.z,zzsa
o, 6%
2 —
5 3%

1
Stk Bl = = ————— ), F T =

Std Err Mean

0.0635389

Upper 95% Mean 3.2865411
Lower 95% Mean 3.0353768

M

146

i

< = Process Improvement

]
= e
5
13 9%
21, it
4
|aa 8%
|33 2a%
3
|ZD 207
|'|‘ 5%

2
)
3 %
q

+%

-?.,J.".I. 5L EAOAE Stlﬂl.ﬂn.'

| Mean

3.251

ST TR = AT Y

Stel Err PA@man

OO SO0

Upper 5% Mean 3,3995011
Lower 959 Mean 3.1004989

]

146

A~ Process Models

A= Summary Statistics
Mean 3.6986301
Std Dew 0.7932462
Std Err Mean 0.0656495
Upper 952 Mean 3.8283838
Lower 95% Mean 3.5688765

Or CO

<= Tools and Technology

=

5 _|A s

|!5 1%
[22. 1a%
|u 8%

30 21N

14, 10%

T4, 10%

P S mary Statistics -
{ Mean 3.2671233 |
N e e ey e
Sted Evr BAAaan DDE10532
Upper 5% Mean 34273236
Lower 95% hMean 3106923
I 146

nv

'N-,‘(- >

= THA

A= Summary Statistics

Flean 3, 5068493
Stel Dew 1.1461875
Sted Eve BA@man 0,038 552
Upper 95% Mean 3.6943346
Lower 95% hMean 3.319364
kM 146

—"'.’.—:A
4= Change Management
B —
| 5. 4%
5 —_
25 1735
| 23, 165
4
24, 165
40, 275 E}E|
3
17123
5 3%
2
L
e = T
1 -
<~ Summary Statistics
|r Pean 3.4212329}
S ——— AR A P
Std Err MMean 00713737
Upper 952 Mean 3.5623
Lower 952 Mean 3.2801657
146
= Decumentation
&
|J.D 2T%
5
O, O%
28 10%
4
o, 0%
|47 3z
3
o, O
28 19%
2
o, %
: :|a %
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Statistical Analysis-1 :Regression

———

-

TH
For the question

“Overall, what is your level of satisfaction about your process efficiency and effectiveness?”
Using the function Y=f(x1,x2,...xn), Y as the above Output question and all the responses to other questions as input- x’s,
when the regression was carried out-

Evidently there were 5 most important things came that influenced the respondents
. ...|1. Process Performance

Lol Work Expeckanced $ & mv‘?‘
it Change Mana e Em -
IA Column Contributions
Number
ol e A SRorton
2 1 19.6856144 037551

= Partition for Overall

- “Toatm W
hw'"om&ma TR ORI N0 vrd 9 yre

e L Y
- %m%w % Exprerr i dn®u (P0E Yrn. O-1 Yr. 10- 15 V) IO
Docurrentmtiaon—« 3
COONOE MANAGEmiant =2
P8 g’ - - -
e P
O ae o To cre ] Foe
{ v 'y » o e i 1S
o "

Qe
"

( Process Performance : :
P e v .‘ : Total Work Experience 3 912070144 g g D.174D|
( : & B . . |
: i =oas A combination of Process Performance ! bocumentation 2 810905015 o 0.1547
Procass D' '~'":-cd-::":::’:)'mn'\(- et I : : :
it Change Management h iven the \ Joolsand Technology 3 ass0s304s ] | o0oy
| VeI CEmpaTy ERFATEIC o) R 00567
€ Change Management 2 219178571 ! : : : 0.0418
S [8Hi ] Posemter Process Improvement 2 218159075+ 0.0416
T T Pt Process Models 2 123506494 | ! ' ' ! 0.0236
Strategic Alignment 2 1.06 ] 0.0202
Governance 1 092571429 :| 0.0177
Leaf Report
(st iaber Mean | Count
|P¢mk¢?amm lew < 216666667 6
2800 3 26 s/
g@%wmmw e e R P P R RNy .77 7.
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Are pus conwinged Siat the processes that

Statistical Analysis-2: Regression

For the question
“Are you convinced that processes that KEMIN follows, will help them achieve their vision?”- Using the function Y=f(x1,x2,...xn),

E!EN
R
T

Y as the above Output question and all the responses to other questions as input- x’s, when the regression was carried out-

* Partition for Are you convinced that the processes that you follow will help you achieve K

= " G Evidently there were 6 most important things came that influenced the respondents
g . | o : . ‘ - L "l . .‘
F ’ o VR vl 1Y (1 P L Change Man_agement 4 Column Contributions
* of f Documentation Number
) - | N <
by Ao 41" e Term___________ofsplits____ | 62 _Portion
E 1 ‘ - M J ) "Change Management 3 26.056592 0.3552\
: osr i - { 4, JiEA B8 N | Documentation 2 145225345 0.1979]
iz | . a ® fi y | Process Performance 1 7.90243735 0.1077}
W . t o i o | { 1| d imeyee | Strategic Alignment 1 7.01706855 0.0956
- s Pra| ProcesPro
i e 6. Governance I Overall 1 690163491 0.09411
DocumentatiDocumentat] Ex ate Strategic an.a \ Governance 1 52913567 | : : : 0.072 1,’
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os21 155 " Py P
|
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Statistical Analysis-1 (Internal responses) LI
For the question
“Overall, what is your level of satisfaction about your process efficiency and effectiveness?”
Capability Analysis study from Internal responses indicate:

* Target Mean considered = 4.5
* Sigma Shift required = 0.70

~ Capability Analysis

Co=so-tial

Specification Value Portion %% Actual
Lower Spec Limit 3 Below LSL 4,7945
Spec Target 4.5 Above LUSL 0.0000
Upper Spec Limit 53 Total Outside 4,7945
4 Long Term Sigma ’
Capability Index Lower Cl UpperCl
CP 0.472 0.418 0.526
/ CPK 0.294 0.230 0.358
-3s Mean +35 CPM 0.143 . :
' — [ CPL 0.294 0.230 0.358
LSL TargesL CPU 0.650 0.557 0.742
Sigma
0 2 4 & Portion Percent PPM  Quality
Sigma = 0.70604 Below LSL 18.8673 188672.90 2.383
Abowve USL 2.5593 25593.130 3.450

Total Qutside 21.4266 214266.03 2.292



Quantitative Research

Qualitative Research
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Face to Face meetings outcomes
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Vision & Purpose of KEMIN- External

add more products, for the sake of farmers.

Aggressive and want to achieve 1 to 1.5 X of market. But don’t see us
yet as a partner- can build

To reach farmers as much as possible. Customer service.

to give knowledge and good quality products to customers. - earlier
customers were waiting for kemin, but now its not yet - | am taken for
granted as | am ex kemin-

finding new solutions and new challenges.

Feels that the vision of kemin would achieve

Future is good, establish good research and labs backed up.
Is touching people across- however in India there is lot of work. -
marketing and technology is needed.

helping the farmers. Good formulas, technologies, products.
is customer friendly

Reach across the business. Improve business.

supply good quality product to farmers in a competitive rate.
They are also able to penetrate in everyone's life.

Support customers, new products, development, feed help, customers
growth is important for the company.

they are thinking future, get more customer attachment- relation and
sales. Thinks kemin may achieve the vision

no idea. There is no info shared or communicated.

dint know about the vision, but thinks it can be achieved

Top areas that emerged from face to face meetings

Vision and Purpose of KEMIN - Internal

On time and accurate delivery

*create new standards and follow all the factories act *meet global standard *British council safety award *external auditor
suggestions and based on his recommendation *no written plan on when the certification has to be done

*equipment availability 99.5% *critical spares availability 100% *3-5% reduction in R and M cost

*EB, sipcot water, sewage - govt license no issues

™

Be the best in bringing new concepts and markets into the markets. Customer delight with process optimization at each level.

p E4A
= h 4 R, 0 - |
p".‘ / '
%Ct - , \% g J
; P
iue,%gro actién to<Cust Wi

: wappropiiate communications. For any customer problem,
Kemin should be called and referred to. To give the best customer service and customer support

had written the vision- but don remember - Providing quality feed and increase market share. Make this a separate business unit.

Have new inventions which would change the life of the farming community. We need to be the leader in animal nutrition by
improving the brand image and visibility of its products.

highest contributor to ruminant business- from 30 to 42%

leadership position in the animal nutrition and health Meet the global standards of EHS- either of Kemin or world wide

no fixed vision - it could be - any product right from Rand D has to be met

no formal one - informally deliver at the minimum cost in least time

No formal vision

To deliver at min cost at the right time. Any new product from R&D to Scale up to be achieved, with best design and highest output
no vision specially

- Least customer complaints and innovative methods and standards.

New methods and publish

No vision

To enhance the quality of life of kemin employees

Mission- employee retention. Not sure as a team

in general- business needs and imbrovements to be intesrated with M3 thru business imbprovements.




Top areas that emerged from face to face meetings

Values that they currently live / exhibit Values that they don’t live /exhibit currently
Integrity
trust
credibility
transparency
Honesty
commitment
compassion
innovation
conviction
respect




Top areas that emerged from face to face meetings )

People related Product & Process related

Self core strength is planning. Networking skills- can find a resource to get the job Research & science based organization- all support teams
done. Good team player-maturity in handling issues there to service and help in sales.

nfi d éeﬂtf (iaalnss Kemin World wide.
Patents In the c .

e k.
se
Passionate about the work, Young and energetic team. 70% are go getters, ore fiel
Integrity oriented people, people are good- its like a family. Brand image of Kemin is good in the market
Very creative and hard working. Product quality is very good. Diverse and technically strong

tea
Transparent in communication. Knowledgeabl S, ative ea¢ >r Ke i i a
ance

People are trainable and open to learn, very o
dedication- self driven. least micro managem

téZ 7 comp, work for long term

transparent. Top mgt is open for options and positive. partnership. Perfo systems- high performance
culture.
Sense of dedication- self driven, Very creative and hard working. Monogastrics Culture is very good- people friendly, no compromise of work

Sales team is good. PAD team is ahead of curve in the market

Directions and planning is clear. Open culture and free to do
things.

Quality and Science - R&D, Technical service, CLS. Very good
Gross margin



Top areas that emerged from face to face meetings

/'A—{
Top Challenges- Self Top Challenges- Organization
- To find a successor for my role. Build the team members to take up the role in 1 yr. Improve the use of M3- technology. M3 is not an accounting tool and not easy to manage. Claims
Need to make myself redundant. want to grow people internally and build the processing and reimbursements process is a challenge. CRM is not giving what they want. KPI tracking
pipeline. and performance reporting. No knowledge base of best practice, less technical appetite. Less resources

on feed milling technology, Little money spent on infra-lab.

@2 is given here, but fgg ang#2nd level diitier3 is handle by global team. No
/ fvf‘ff 2 /
N 2s o .. Managing employee relations - factory
7 B N
workman-manufacturing I|ne openness - mldd e mgt is the bottle neck. Hard workers but not
smart workers, technically very weak, require lot of support in running.

new staff. technlcal writing, publlcatlons and documentatlon. People
development - communication- English, emails.

confidence.

Career growth is not well planned unequalin departments not appreciating at all. Inter dept-
silo mentality is high. Appraisal process needs more focus, adhoc ratings/appraisal/performance
management. Competition poaching good staff. Hiring the right people and speed, Retaining
good talents.

Take more training and certification related to domain.

Need to work on improving customer satisfaction. work on top 20 customers, Project management is another weakness, no employee tracking and know who is doing what,
customer coverage- base increase. Customer knowledge- market expectations when. Tools and software's are not used. sourcing quality, availability is a challenge. repackaging
and business. - more of researcher and less of field. and rework

Support to sales people for faster deliver of issue resolution 25 Lakhs a yr cost. No support from global team on EHS. No disaster recovery plan - no risk

mitigations plan. Less resources on feed milling technology. No support from top mgt for proper
manpower, warehouse space is not sufficient. no manpower availability for warehouse. not able
to use M3 for most of the logistics processes




Top areas that emerged from face to face meetings =X
ARPITHA

Top Recommendations

Efficient planning tool to be implemented Need more accountability in tech team, process to interpret the document of analysis to TSE.
Information flow - timely and accuracy. Modification of policies- CD for
customers

International exposure to feed milling, training, semina
info- Market research
People availability for milling tech- build a pool

Process for improvement in collections. increase incentives for the team Plan for certifications- ISO 140001 / BS / OSHAS

Decision making process- middle mgt level Management should take a call on the EHS recommendations- cleaners, blowers, hygiene




Technical Skills Rating — Given during F2F meetings

* Technical skills- Top Mgt

11—
5%

l|"'\.I

10

9

o 4%

4= Summary Statistics

Pean 77182162
Std Dew 1.3618846
Std Err BMean 02238925

Upper 95% Mean 217029172
Lower 95% Mean 7.2621413
| 37

o 4%

11, 30%

4~ Technical skills- Middle Mgt

11

10

4~ Summary Statistics

PMean T.2817021
Std Drew 1.374065%4
Std Err Bean 02004286

Upper 95% Mean 2.265144
Lower 9536 Mean 7T.4532602
M A7

11

(3}
7]
i

10 26%

o [0

(R3]
[*7])
i

2

4= Summary Statistics

Fean 01842171
Std Dew 1.6251163
Std Err Bean 0263606287

Upper 95% Mean 713253835
Lower 95% Mean 60842586
I 38

Technically both Top & Middle management are rated on a scale-7.7 to 7.8, however the bottom of the pyramid are rated at 6.6 out of 10.
During the score sharing sessions, the people’s comfort to share the rating was not so high and they were saying “its ok, not that great” in

most of the cases.

With the scoring between 7.8 and 6.6 /10, there is a significant need to improve the technical ability of the team.



Management & People Skills Rating — Given during F2F meetings

* General mgt skill- Top mgt
11—

10

10, 255

8 23%

thf{,
3

0. 0%
4

4= Summary Statistics

Pean 7.3857143
Std Dew 1.2131977
Std Err FMean 0.2050678

Upper 95% Mean 7.28024623
Lower 95% Mean 69639663
M 35

4~ General mgt skill- Middle mgt

11
6 13%

10
3L7T%

9

10, 225%

4= Summary Statistics

Mean TA111111
Std Dew 1.4471323
Std Err Mean 0.2157257

Upper 95% Mean 7.2458772
Lower 95% Mean 6.9763444
M 45

Mgt and people skills were rated fairly low for bottom set of people - 6.26
There was that feeling that the top mgt is mostly responsible for management and people related aspect, next layers are just executors and doesn’t

need/have these skills

o not copy

4~ General mgt skill- Bottom

L 15%

D, 26%

-
o.0%
t.
I a I 10, 258%
5

T.21%

4= Summary Statistics

Pean 6.2547059
Std Drew 1.1821609
Std Err Mean 0.2027389

Upper 95% Mean 6.6771813
Lower 95% Mean 5.8322304
M 34
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Technical Skills Rating — Given during F2F meetings 8
E RPITHA
* Distributions Stakeholder=External = Distributions Stakeholder=Internal
¢ vTechnical skills-TopMgt 4 * Technical skills- Middle Mgt~ di Technical skills- Bottom - 4/~ Technical skills- Top Mgt 4/~ Technical skills- Middle Mgt 4~ Technical skills- Bottom
z- 12 T — N
1 i 6,19% 4 13% 5 10%
] 115 9 ’ 2. 6% g
e 413%
3% W 11,35% g
10 GRS 5, 20%
| h I ?
- 8. 26%
I ; 6

(=
o

- 4
=53 0.0%
§
g M 4
00 . :
0.0%

— i1 L 2
4~ Summary Statistics 4 ¥ Summary Statistics v|Summary Statistics 4 =ISummary Statistics
Mean slooé&‘ Mezn _ a* Mezn 126518 Mean 74354839 Mean 74032258 Mezn 64677419
Std Dev 0521727 Std Dev 1290 Std Dev "’9-""’- Std Dev 12763355 Std Dev 11931705 Std Dev 15755183
Sw&rM@ u.s[-173181 sw&n@ 03227485 Sﬁ&r'ﬁfn 2630136 StdErrMean 02292366 Std ErMean  0.2142998 Std ErrMean  0.2920714
Upper 5% Mean 89566331 Upper 35% Mean 94370224 Uppes 33 Nesn. 83472 Upper 95% Mean 7.9036475 Upper 35% Mean 7.8408843 Upper 95% Mean 70456467
Lower 95% Mean 83766802 Lower %% Mean 30620775 Lower%5% Mean 32214213 Lower 95% Mean 69673202 Lower 5% Mean 69535673 Lower 95% Mean 5.3398371
N 3 N 16 N 7 N 3 N B N E)|

* Externally the team is rated technically high compared to Internal staff. Average difference is about 1 to 1.2 points.

* Overall avg is 7.43 across Technical Skills, with a min of 3 and max of 10 given to staff.

* During the score sharing sessions, people’s comfort to share the rating was not so high and they were saying “its ok,not that great” in most of the cases.

*  With the scoring of 7.43 overall avg and 7.1 /10 given internally, there is a significant need to improve the technical ability of the team at bottom
management levels.
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Management & People Skills Rating — Given during F2F meetings ¢
RPITH
* Distributions Stakeholder=External I Distributions Stakeholder=Internal
fiCeneral mot - Top ot ‘el et | ShesdulSton | o gl Ty s #~/General mgt sl Widdie mgt “26eneraimgt - Botiom
—‘E % 0 li 5 — ": =
" "B . aj—J
‘;3';, 2 1% : s

10-

.l
2

4 '~ Summary Statistics 4 v Summary Statistics 4 ~ Summary Statistics 4’ Summary Statistics v Yol 4 = Summary Statistics

Mezn g3 Mezn 2.8%28571 Mezn an Mean 71129032 Mezn 6741835 Mean 62
Std Dey 1 Std Dev 13035244 Sid Dev 05 Std Dey (.9451295 Sd Dev 09207374 Std Dev 1.3%5%
Std Err Mean 03 Std ErMean 03433815 Std Enr Mezn 0z S ErMean (0830202 SdfrMean 01653783 StdEmMean  0.2%5%
UpperB5%Mean 1109123 Upper 35% Mezn 8.6454097 Upper %3% Mean 73456116 Upper%3% Mean 74330454 Upper &% Mean 7079683 Upper 5% Mean 58613134
Lower%% Mean 72067768 Lower 83% Mezn 1402246 Lower 3% Mean 56543584 Lower 3% Mean 67638801 Lower &% Mean 8411270 Lower 35% Mean 3.73848%6
N 4 N 14 N 4 N 3 N 3 N 3

* Externally the team is rated high compared to Internal staff w.r.t management skills. Average difference is about 1.5 to 2 points.

* Overall avg is 7.2 across management skills, with a min of 3.5 and max of 10 given to staff.

* During the score sharing sessions, the general feeling | sensed was that they wanted better management, people and leadership skills needed.

*  With the scoring of 6.7 and 6.2 /10 given internally for middle and bottom teams, there is a significant need to improve their management, people
and leadership competency.
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Meeting time and its Efficiency ¢
ARPITHA
| Distributions Stakeholder=External | = Distributions Stakeholder=Internal | = Distributions Stakeholder=Internal
A= Time A= Time 4~ Efficiency
40 110.0%
) :| e 1.3% tﬁ.
. 35 , - 100.0% i —_
o 0% 30 90.0% -——
1.5 3, 105 311%
o, 0% 25 80.0%
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4= Summary Statistics 4~ Summary Statistics 4~ Summary Statistics
Mean 0.85 Mean 15.583333 Mean 0.6946429
Std Dew 0.4511889 S5td Dev 3.3931759 Std Dev 0.1376652
Std Err Mean 0.1164965 St Err Mean 1.5323773 Std Err Mean 0.0260163
Upper 95% Mean 1.0858601 Upper 95% Mean 18.717397 Upper 95% Mean 0.7480239
Lower 95% Mean 0.6001359 Lower 95% Mean 12.44927 Lower 95% Mean 0.6412618
] 15 M 30 M 28

* Meeting and discussion time with external stakeholders is about 45 Mins/week /stakeholder.

* Internally people spend about 15.5 hours/week in formal and informal meetings. Some of them have about 30+ hours a week full of meetings and
discussions

* The efficiency of these meetings and discussions is only about 69.4% as told by the staff. The lowest told is 40% efficiency. This calls for a in-depth
review of what is the process and systems to conduct effective and efficient meetings.
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@' APQC- PCF Mapping

Overview

An internationally recognized resource for process and performance improvement, APQC —American Productivity & Quality Center helps organizations adapt to
rapidly changing environments, build new and better ways to work, and succeed in a competitive marketplace. With a focus on productivity, knowledge management,
benchmarking, and quality improvement initiatives, APQC works with its member organizations to identify best practices; discover effective methods of improvement;
broadly disseminate findings; and connect individuals with one another and the knowledge, training, and tools they need to succeed. Founded in 1977, APQC is a
member-based nonprofit serving organizations around the world in all sectors of business, education, and government

The cross-industry Process Classification Fram @loned g8la taxonomy of busingss procedg8@ies and a common language through
which APQC member organizations could benchm i \% Q tE@an ga#izations with strong interest in advancing
the use of benchmarking in the United States and ige. : o - {lg] Pe dekgohe s ea s to its content. These updates keep the
framework current with the ways that organizations S . 2 d B8 M o g hance the cross-industry PCF and

develop a number of industry-specific process classification frameworks. PCF LEVELS EXPLAINED

APQ;C,,----"_'—’__- g N S Level |—Category 1.0 Develop Vision and Strategy (10002)

OPERATING PROCESSES gy~ S

=~ Represents the highest level of process In the enterprise, such as Manage customer service, Supply chaln, Financial organization, and

1.0 > 2.0 = 30 40 > 50
Davelop Davalop Market Daliver Manage Human resources.
Vision and Manage and Sell Products Customer
and Products and Products and and Service Level Z_Pmcess Group l-' Deﬁ“e the bu’m conteptlhd loﬂg'tem vi’ioﬂ (|7°‘°)
Strategy Services Services Services

Indicates the next level of processes and represents a group of processes. Perform after sales repairs, Procurement, Accounts

e S payable, Recrult/Source, and Develop siles strategy are examples of process:groups.
ey ol MANAGEMENT AND SUPPORT SERVICES T

6.0 Deovelop and Manage Hurman Capital Leve' J_Pmcess 1.1.5 Conduct organization restructuring opportunities (|6792)

\
\
\
\
\
\
\
\
J
f
/
J
J
J
J

A series of interrelated activities that convert inputs into results {outputs); processes consume resources and require standards for
repeatable parformance; and processes respond to control systems that direct the quality, rate, and cost of performance.

7.0 Manage Information Technology

8.0 Manage Financial Resources

Level 4—Activity 1.1.5.3 Analyze deal options (16795)

9.0 Acquire, Construct, and Manage Assats Indicates key events performed when executing a process. Examples of activities include Receive customer requests, Resolve

customer complaints, and Negotiate purchasing contracts.

10.0 Manage Enterprise Risk, Compliance, Remediation, and Resiliency

Level S—Task 1.1.5.3.1 Evaluate acquisition options (16796)
1 1.0 Manage External Relationships

Tasks represent the next level of hierarchical decomposition after activities. Tasks are generally much more fine grained and may vary
widely across industries. Examples Include: Create business case and obtain funding and Design recognition and reward approaches.

= el ol T T ool ot

12.0 Develop and Manage Business Capabilities




Current Mapping counts

Row Labels ~ | Count of APQC -PCF Reference if mapped

1.1.2 Survey market and determine customer needs@nd wants (10018)

1.2 Develop business strategy (10015)

1.2.7 Formulate business unit strategies (10043)

10.0 Manage Environmental Health and Safety (EHS) (11179)

10.1.4.6 Report disclosure, COREP, and internal reporting (14171)

10.2.1 Establish compliance framework and policies (17468)

10.2.3.3 Report on internal controls compliance (10764)

10.5 Ensure compliance with regulations (11184)

11.2 Manage government and industry relationships (11011)

11.2 Manage government and industry relationshipsf11011)

11.4.9 Negotiate and document agreements/contractsfl1052)

11.4.9 Negotiate and document agreements/contractsfl1052)/4.2 Plan and Manage Regulatory Approval (12783)
11.5 Manage public relations program (11014)

12.2.3 Manage projects (16410)

12.3.3 Perform quality assessments (16428)

12.4.2.3 Develop training plan (11154)

12.4.2.5 Develop rewards/incentives plan (11156)

12.7 Manage environmental health and safety (EHS) (11179)
2.1.2.2 Identify potential new products and services (10069)
2.1.6 Manage product and service master data (14192)

2.1.6 Manage product and service master datal4192)

2.2.1 Design, build, and evaluate products and services (17390)
2.2.1.8 Conduct in-house product/service testing andBvaluate feasibility (10090)
2.2.2 Test market for new or revised products and services (17394)
2.2.2.3 Determine Patent and CopyrightBleeds for the Products and Services{l6827)
2.2.2.4 Eliminate quality and reliability problems (10089)

2.2.3 Manage product and service master datal4192)

2.2.3.4 Implement product/service launch procedures (10100)
2.3.7.3 Review quality and performance oftthe product (11426)
3.1.1 Perform customer and market intelligence analysisfl0106)
3.1.1 Perform customer and market intelligence@nalysis (10106)
3.2.4 Develop and manage pricing (10151)

3.3 Develop sales strategy (10103)

3.3.2 Develop sales partner/alliance relationships (10130)

3.3.2 Develop sales partner/alliance relationshipsfL0130)

3.3.2 Focus and plan tactical marketing (11763)

3.3.3 Establish overall sales budgets (10131)

3.3.5 Establish customer management measures (10133)

3.3.5 Establish customer management measuresfgl0133)

3.4.5 Develop and manage promotional activities (10152)

3.4.5 Develop and manage promotional activitiesfl0152)
3.5.2.2 Manage customer relationshipsfl1174)

3.5.3 Manage customer sales (10184)

3.5.5 Manage sales force (10186)

4.1.4 Create and manage master productionBchedule (10224)
4.2 Plan and Manage Regulatory Approval (12783)

4.2 Procure materials and services (10216)

4.2.3 Select suppliers and develop/maintain contractsf{l0278)
4.2.4 Maintain validation program documentation (12799)
4.2.4 Perform strategic sourcing (11931)

4.2.6 Inspect material quality (11946)

4.3.13 Manage product quality (12036)

4.5 Manage logistics and warehousing (10219)B.2 Plan and manage customer service operations (10379)
4.5.2 Plan and manage inbound material flow#.5.3.5 Track inventory accuracy (10357)
4.5.3.2 Receive, inspect, and store inbound deliveries (10354)

4.5.3.6 Track third-party logistics storage

4.5.7.5 Maintain inventory status (12174)

4.6.5 Manage returns; manage reverse logistics (10342)

4.7 Manage Quality Assurance/Quality Control (12826)

5.0 Manage Customer and Consumer Service (10006)

5.2.3 Manage customer complaints (10389)

5.3 Measure and evaluate customer service operations{0380)
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6.0 Develop and Manage Human Capital (10007)
6.1.1.4 Establish HR measures (10421)
6.1.2 Develop and implement workforce strategy and policies (17045)
6.1.2.14 Develop work force strategy modelsfl0433)
6.1.2.7 Develop HR policies (10429) 6.1.2.8 Administer HR policies (10430)
6.1.2.8 Administer HR policies (10430)
6.2.1.1 Align staffing plan to work force plan and business unit strategies/resource needs (10445)
6.2.2 Recruit/Source candidates (10440)
6.2.3 Screen and select candidates (17049)
6.3.1 Manage employee orientation and deployment (10469
l472)

)
)
6.3.4 Develop and train employees (10473)8.3.3 Manage employee developmen

6.3.5 Develop and train employees (10473)
6.3.5.4 Develop, conduct, and manage employee and/Br management training programs (10493)

6.3.5.4 Daaelop, conduct, and manageBmployee and/or managementetaining programs (10493)

Re retain em
Defgglop and man
Mdg@dge promotio de
’5.1 Ma romotion

6.5.4 Administer payroll (10497)

6.6.2 Manage separation (10513)8.6.3 Manage retirement (10514)

6.6.6 Develop and manage time and attendanceRystems (10527)

6.7.3 Manage and maintain employee data (10524)

7.0.11T Business Management

7.0.2. IT Business Management

7.0.3 Security, Privacy and Data Protection Controls

7.0.6 IT Products and Services - Deployment

7.0.7 IT Products and Services - Delivery and Support

7.0.7 IT Products and Services - Development and Support

7.3 Develop and implement security, privacy, and data protection controls (11220)

7.5.1.2 Define development processes, methodologies, and tools standards (10667)

8.2.3 Process accounts receivable (AR) (10744)

8.6 Process accounts payable and expense reimbursements (10733)

8.6 Process accounts payable and expense reimbursementsf10733)

9.2 Plan maintenance work (10938)

Not yet mapped

Grand Total

Total possible
mapping 1219 from
PCF
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KEMIN_PCF Mapping

Current Mapping

Process Name T | APQC -PCF Reference if mapped

—I Research & Developemnt

= Supply Chain

—1 1.2 Develop business strategy (10015)
—11.2.7 Formulate business unit strategies (10043)

—=11.5 Manage public relations program (11014)

—112.7 Manage environmental health and safety (EHS) (11179)
—=12.1.2.2 Identify potential new products and services (10069)
—12.2.2 Test market for new or revised products and services (17394)
—12.2.3.4 Implement product/service launch procedures (10100)
—14.2 Procure materials and services (10216)
—16.2.3 Screen and selegfi@indidates (17049)

~16.3.1.3 Execute onb@@rdingiprogtam (1Z050) .._ —
—16.3.3 Manage empl.ee deve

EPFEn (B69F2 8 v %
~16.3.4 Develop and tfidin empllees-OIB)I B B B el

—19.2 Plan maintenan

‘.‘ R

—14.2 Procure materials ervi (o] )

—14.5 Manage logistics and warehousing (10219)8.2 Plan and manage customer service operations (10379)
=14.5.2 Plan and manage inbound material flow&a.5.3.5 Track inventory accuracy (10357)

—14.5.3.2 Receive, inspect, and store inbound deliveries (10354)

—14.5.3.6 Track third-

Process Performance -~
NA

NA
Average
Average
Good
NA
Average
Average
Good
NA
Average
NA
Average
Average
Good
Average
Average
Average

—I Customer Laboratory Servi

—l Operations

istics storage
=11.1.2 Survey markemermcustom‘edsw 10018 g,
=110.1.4.6 Report dlsc.sure.:nd |ntnm '7'1)
=110.2.3.3 Report on .ern“rol.ompl.'\ce.l(i4). .
=112.2.3 Manage proj w v ‘
—=112.4.2.3 Develop training plan (11154)
=13.1.1 Perform customer and market intelligence@nalysis (10106)
—=15.2.3 Manage customer complaints (10389)
—16.5.1 Manage promotion and demotion processfl0512)

=111.2 Manage government and industry relationships (11011)
=111.2 Manage government and industry relationships@l1011)
=112.2.3 Manage projects (16410)

—12.2.1.8 Conduct in-house product/service testing and@valuate feasibility (10090)
=14.1.4 Create and manage master productiongchedule (10224)

—16.0 Develop and Manage Human Capital (10007)

—16.1.2 Develop and implement workforce strategy and policies (17045)

=16.2.2 Recruit/Source candidates (10440)

—16.3.5 Develop and train employees (10473)

—16.6.6 Develop and manage time and attendanceBystems (10527)

=19.2 Plan maintenance work (10938)

=l Not yet mapped

Average
Good
Good
Good
Good
Good
Average
Average
Average
Average
Average
Good
Average
Average
NA
Average
Average
Average
Good
Average
Average
Good
NA




KEMIN_PCF Mapping

Current Mapping

= Human Resource Managen

10.2.1 Establish compliance framework and policies (17468)

6.1.1.4 Establish HR measures (10421)

6.1.2 Develop and implement workforce strategy and policies (17045)

6.1.2.7 Develop HR policies (10429) 6.1.2.8 Administer HR policies (10430)

6.1.2.8 Administer HR policies (10430)

6.2.1.1 Align staffing plan to work force plan and business unit strategies/resource needs (10445)

6.2.2 Recruit/Source candidates (10440)

6.2.3 Screen and select candidates (17049)

6.3.1 Manage employgg orientation and deploympent. (10469)

6.3.2 Manage emp“rformance (10470) r L

6.3.4 Develop and fiain emplofees. (1 GA7SHn. F555h

6.5 Reward and re.n emplc.es‘).z) - .

6.5.1 Develop and ‘na‘r‘art’ .g .) .
Sy G B B =

6.5.4 Administer payroll (10497)

6.6.2 Manage separation (10513)8.6.3 Manage retirement (10514)

6.7.3 Manage and maintain employee data (10524)

= Product Knowledge

— Regulatory Affairs

6.3.5 Develop and ployees (10473)

10.5 Ensure compl'nh regsalations (14 1.84)

11.4.9 Negotiate a. doc-"umeme“trm
2.1.6 Manage prod.t an.e.lce .aster ‘ta .4.2) - . -
2.1.6 Manage prod euaster ‘ta.l “ ‘
2.2.2.3 Determine Patent and Wpyrlghtﬁeeds for the Products and Serﬂes@l&7) .v
2.2.3 Manage product and service master data@l4192) EeEl

4.2 Plan and Manage Regulatory Approval (12783)

4.2.4 Maintain validation program documentation (12799)

7.3 Develop and implement security, privacy, and data protection controls (11220)

Good
Poor
Good
Average
Poor
Poor
Average
Good
Poor
Good
Good
Average
Average
Good
Average
Good
Average
Average
Good
Average
Average
Good
Good
Good
Good
Good
Good

—I Hardware Management

7.0.7 IT Products and Services - Development and Support

—IHelp Desk Management

7.0.7 IT Products and Services - Delivery and Support

=1 1T Security / Information M

7.0.3 Security, Privacy and Data Protection Controls

— Software Management

7.0.6 IT Products and Services - Deployment

=l Technical

2.2.1 Design, build, and evaluate products and services (17390)
2.3.7.3 Review quality and performance offhe product (11426)

Average
Good
NA

NA
Good
Average

5.0 Manage Customer and Consumer Service (10006) Average
6.3.5.4 Develop, conduct, and manage employee and/@r management training programs (10493) Average
6.3.5.4 Develop, conduct, and manage@mployee and/or managementBraining programs (10493) Good
—IVendor Management 7.0.2. IT Business Management NA
— Budget Management 7.0.1 IT Business Management NA
—l Controlling AR ratio 8.2.3 Process accounts receivable (AR) (10744) Good
— Distributor's Agreement 11.4.9 Negotiate and document agreements/contracts@l1052) Average
=l Gross Margins Margin 3.3.3 Establish overall sales budgets (10131) Average
—I Product Inputs/Activities 3.4.5 Develop and manage promotional activitiesflO152) Average
= Product Pricing 3.2.4 Develop and manage pricing (10151) Poor




KEMIN_PCF Mapping

Current Mapping

Process Name T APQC -PCF Reference if mapped -1 | Process Performance -
— Sales - Aqua —110.1.4.6 Report disclosure, COREP, and internal reporting (14171) Average
=112.4.2.5 Develop rewards/incentives plan (11156) Good
—=13.1.1 Perform customer and market intelligence@nalysis (10106) Average
—13.3 Develop sales strategy (10103) Good
—13.3.2 Develop sales partner/alliance relationships@l0130) Good
—13.3.5 Establish customer management measures@glO0133) Good
=13.4.5 Develop and manage promotional activities@lO152) Average
=14.5.7.5 Maintain inventory,.status (12174) = Good
=16.5.1 Manage promotlnemotlon process (1’# . ‘ - Average
~8.2.3 Process account.ece-vablq‘(ltl‘ _ W i A, e, W I i Average
—18.6 Process accounts able an xXp 10 Good
—I Sales - Layer —11.1.2 Survey market a de C er e ts Good
=112.4.2.5 Develop rewa”en”lat‘ll.G)- o '- v ] ] - =5 “ [ Good
—=13.1.1 Perform customer and market intelligence analysis@l0O106) Average
—13.1.1 Perform customer and market intelligence@nalysis (10106) Good
—1 3.3 Develop sales strategy (10103) Good
=13.3.2 Develop sales p- ance relationships (10130) ] Good
=13.4.5 Develop and ma.ge *mml activigiesfhO 1 5 29im.. i Average
=13.5.5 Manage sales fo‘ (10.6'-‘ “ n -.- Average
=14.5.7.5 Maintain inver.)ry s.;.12.4) . - - . . Good
=16.1.2.14 Develop wor- Mlodels.)4. v - Good
—=16.3.5 Develop and train employees (10473) o o Average
—16.5.1 Manage promotion and demotion process (10512) Average
—1 8.6 Process accounts payable and expense reimbursements@l0733) Average
Good
—I Not yet mapped Average
— Sales Broiler & Exports =13.1.1 Perform customer and market intelligence analysis@l0106) Average
—13.3 Develop sales strategy (10103) Good
—13.4.5 Develop and manage promotional activities (10152) Average
—13.5.2.2 Manage customer relationships@gl1174) Average
—14.5.7.5 Maintain inventory status (12174) Average
—16.3.5 Develop and train employees (10473) Average
—18.2.3 Process accounts receivable (AR) (10744) Average
—I Sales Budget Achievement —13.3.3 Establish overall sales budgets (10131) Average
—l Sales Budgeting —13.3.3 Establish overall sales budgets (10131) Average
—I Sales Team Recruitment fgd —16.2.3 Screen and select candidates (17049) IAverage
Process Name iT | APQC -PCF Reference if mapped -1/ Process Performance -~
=l Customer Satisfaction =15.3 Measure and evaluate customer service operationsgl0380) Good
= Effectiveness of Marketing| = 3.3.2 Focus and plan tactical marketing (11763) Average
=l Market/Competitor Intelli§ =3.1.1 Perform customer and market intelligence@nalysis (10106) Poor
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@' People Process Performance Excellence Matrix

BPM MAT Quantitative data and Interviews qualitative data
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BPM MAT scores

Overall Score: 3.42 /5
Client: 3.48

Distributor: 3.39

Internal Staff: 3.41

45 /5 - Global benchmark

Source-APQC BPM & Gartner

ITScore BPM study- across Pharma,
Biological, Nutraceutical, Molecular

Sciences and Health sectors.

( To achieve 4.5/5 from
3.42 /5, there are

Sigma level has to shift

significant improvements
needed in multiple areas.

1.2 from 2.23 to 3.39
Sigma quality
" (77%t0 97%)

>

)
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Metrics Hierarchy across the value chain pyramid

BUSINESS

. President review, Strategic
. Opportunities Plans exists,

METRICS

Strategy

fidentia

nal and Operational
w combined and

\_.,_f
Process
Delivery
S review and reports
} ' available.
N ‘F‘
Operations
Operational
Metrics
erde Cycle Time
Efficiency ¥
Indicates how |r|4:||ccn‘a ’rhe Indicates how we” |r14:||ccn‘a the |r14:|n:4:|’rm
well operating 1Eu’r or euc prﬂcedura and duration to a rgnmerﬂ to
coelE are (FTE) emp ﬂyee systems support comp lete otk p-DlIEES: rules

managed. the operation
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New customer / Repeat
business classification/

management

CUSTOMER MANAGEMENT

3.0 Ma
v
$3
22

Data base / References/ network / existing
client ref. - Lead source- Sale / BD

evelog Vision and Strategy

s Supplies link . .

Moments of Truth- Critical client/customer touch points

11.0 Manage External Relationships

SUPPLY CHAIN & FULFILMENT

4.0 Deliver Products and Services
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Distributor istril
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Specific
logistics plan
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Performance

Documentation

Packaging
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Existing . Quality & New Product Publications /
Product Research  Product review Development-  Paper reviews

Efficac
Customer demand/ & Performance V Staged Global presentations

projection RESEARCH & DEVELOPMENT

2.0 Develop and Manage Products and Services

. . Customer
Delivery &
Demand mgt. . .. . _ry
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Manage
Financial Resources
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I Manufacturing

B Research

= m m E Data Movement
Order Fulfillment

IS Data Management
Finance & Accounting

HR
Logistics & Inventory
Asset Mgmt

Medium Opportunity to improve O Normal Stations

. Big Opportunity to improve

ray Areas in Stations



@ Vision Consolidated-Internal and External
MIN

Internal Stakeholders External Stakeholders

On time and accurate delivery

on ti d deli Providi ti - o :
n time and accuracy delivery, Providing on time service Iiemm is doing the work on NEFT or DD add more products, for the sake of farmers.

and user friend tools and application. s not good to me but may be Kemin
*create new standards and follow all the factories act
*meet global standard *british council safety award
*external auditor suggestions and based on his
recommendation *no written plan on when the
certification has to be done

*equipment availability 99.5% *critical spares availability | had written the vision- but don remember - Providing
100% *3-5% reduction in R and M cost quality feed and increase market share. Make this a
*EB, sipcot water, sewage - govt license no issues separate nit.
Have ne ventions
farming munity.
nutrition
products.

Seeing all the areas as 1 Kemin activity. Touching more
people- timely manpower without impact to production.

emin has a clear vision, company which | Aggressive and want to achieve 1 to 1.5 X of market. But
as a quality don’t see us yet as a partner- can build

ts all over good, is customer friendly To reach farmers as much as possible. Customer service.

Be the best in bringing new concepts and markets into
the markets. Customer delight with process optimization
at each level.

gt knowledge and good quality products to customers. -
rlg& customers were waiting for kemin, but now its not yet
aggtaken for granted as | am ex kemin-

bridging the gap of clinical and performance recovery of

imals. No f iller of i hancing th . .
an.|ma s . ° e-ed miller of wasting money, en a.ncmgt € Meet the global standards of EHS- either of Kemin or
mill efficiency is the key. Our products and services world wi

enhances.

Delivering value, profitability with higher satisfaction to

customer. With appropriate communications. For any no fixed Ly v prod @ rigleir
customer problem, Kemin should be called and referred

. . D has to be met
to. To give the best customer service and customer
support

leadership position in the animal nutrition and health

ision of Kemin is to improve the quality | finding new solutions and new challenges.
ife with kemin products Feels that the vision of kemin would achieve

cop

Support customers, new products,

e is good, establish good research and labs backed up.
uching people across- however in India there is lot of
rk. - marketing and technology is needed.

uch h
roducts

Every layer customer should use Kemin product, get the no formal one - informally deliver at the minimum cost in

T e A e U SN, gl [ least time develop.m.ent , feed help, customers helping the farmers. Good formulas, technologies, products.
growth is important for the company.
No formal vision they are thinking future, get more
Give the quality output, with high productivity- wants 200| To deliver at min cost at the right time. Any new product customer attachment- relation and el s e vsTicss, TEreve s ese
KG/man-hour. from R&D to Scale up to be achieved, with best design andl sales. Thinks kemin may achieve the ' '
highest output vision
No vision

no vision specially

- Least customer complaints and innovative methods and
standards. Not much, indeed....
New methods and publish

To enhance the quality of life of kemin employees
Mission- employee retention. Not sure as a team

in general- business needs and improvements to be
integrated with M3 thru business improvements.

supply good quality product to farmers in a competitive rate.
They are also able to penetrate in everyone's life.

dint know about the vision, but thinks it
can be achieved no idea. There is no info shared or communicated.




Values that they currently live / exhibit

Integrity
Trust
Credibility
Transparency
Honesty
Commitment
Compassion
Innovation
Conviction
Respect
Willing to do more

Willing to share

' Values Consolidated-Internal and External

Values that they don’t live /exhibit currently




@N Top challenging areas- Qualitative and Quantitative study output

Internal Stakeholders

Improve the use of M3- technology. M3 is
not an accounting tool and not easy to
manage. Claims processing and
reimbursements process is a challenge. CRM
is not giving what they want. KPI tracking and
performance reporting. No knowledge base
of best practice, less technical appetite. Less
resources on feed milling technology, Little
money spent on infra-lab.

First level support is given here, but for any
2nd level or tier3 is handle by global team.
No penetration of mobile technology

Mostly US focussed, local customized policies
don’t exist. Managing employee relations -
factory workman-manufacturing line.
openness - middle mgt is the bottle neck.
Hard workers but not smart workers,
technically very weak, require lot of support
in running.

Effectiveness of marketing inputs to sales
team. Sales planning and production plan.
Third party manufacturing - reduces service
levels and delivery. Stagnation in the sales.
internal broiler team is a competitor

Career growth is not well planned unequal in
departments, not appreciating at all. Inter
dept- silo mentality is high. Appraisal process
needs more focus, adhoc
ratings/appraisal/performance management.
Competition poaching good staff. Hiring the

right peo nd speed, Retaining go %
talent

Project eann/e el n
employee tracking and know who is doing
what, when. Tools and software's are not

team on EHS. No disaster recovery plan - no
risk mitigations plan. Less resources on feed
milling technology. No support from top mgt
for proper manpower, warehouse space is not
sufficient. no manpower availability for
warehouse. not able to use M3 for most of the
logistics processes

Documentation, knowledge base, technology
is very low in usage and understanding

External Stakeholders

isk, Quality, Billing, tools, pricing, Packing,
elivery

ential

dvance cash, Packaging not proper, Rate of
roduct is very high, poor packaging

COopy

ettlement of expiry breakage, Packing Quality
pecially in small pack, Some time delay in
eliver the stock.

ILLING IN ADVANCE, AFTER BILLING PRODUCTS
EACHS TO ME AFTER 7 TO 10 DAYS AND MOST
F THE TIME THERE ARE BREAKAGE OR
AMAGED, IMPRESSION WHICH WILL GET

ROM PEOPLE THAT PRODUCTS ARE COSTLY.

dvance cash, Packaging not proper, Rate of
roduct is very high

More & more interaction with our
team.

people, projects, billing

Stock Packing, Management -The
way of working & planning Strategies

SUPPLY CHAIN, PACKING OF
PRODUCTS/CORTON.

Marketing team should increased
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@' SWOT Analysis of Organization

basis the process and team meetings En‘ﬁ‘rug

1. Adedicated team with right attitude at the top 1. Limited or No Best practice sharing platform

2. Self-driven Senior Management with Situational Leadership 2. Limited trainings and development for below manager level staff- technical &
3. Well drafted vision and value system-both global and local * soft skills

4. Long tenured Managers and senior mgt 3. People dependent process- not system driven. Solo mentality — each function /
5. Good financial support from KEMIN Global —_— location / project run differently. Communication channels not seamless

6. Good infrastructure and support to staff 1.4 cal pete eiaff ed @w *
7. Employee friendly policies and procedures 5 4 of: 3 Koy U n@ottom levels rated low

8. Realizes the need for changes and improveme o n | Ié“e i f fEDocumentation issues

9. Employee learning & development focused 7. Digital media presence very weak v
10. Good team work, cohesive & approachable 8. Project Management governance

11. High Quality products and research oriented 9. Slowglecision making and less empowered *
12. Customers recognize and appreciate the branMnﬂucts ik‘ HD delﬂnon‘rie more doers than thinkers.

OPPORTUNITY U U I I U ‘ m ’

Set a global standard in the industry- be known as “The Best /benchmark” ] ] d4i 1 dch ; 4 and
2. Technology integration and process driven workflow in each function/ _OW commltme.nt an .|nert|a to move and change faster to expand an
improve, especially middle and bottom layer.

location/ projects 5 4 q bei onal thinkers/d 41 fo ,
3. Build & use the 20+ yrs experience to build project model and . Leaders and sr.mgt being too operational thinkers/doers and less of Strategic

standardize as much as possible thinker . _ ] *
4. Implement Lean Manufacturing and automation 3. Less explorative / Re5|st§nce to new wa\(s of execution/ tools / tech
5. To train the critical staff for scaling up and also get fresh blood and 4. Changfe management & its Implementation cost _ *
remove complacency 5. :l/latturlty & Exposure of staff- trust levels amongst staff/ levels —inter and intra
ept.

6. To capitalize on the expertise of unique products and expand portfolio oh d q ) lobal di ) decid q
7.  Monitor and control — internal staff and distributors through technology H'fl’,f q ean ency on senior/top/glo ) a ) Irectives tof EC' € and move on.
and dashboard reporting. * 7. Self development not yet seen as priority to most of them.

8. Risk mitigation, environment, health & safety benchmarking *
sk Top Priorities



@iﬂf List of potential Opportunities

Sl. | Name of the opportunity Business Impact APQC Mapping
No

. 495 Revenue, Cost, Cash-flow, 3.5.4.3 Gather required customer data and documents
1 Customer data management- automation .
Compliance, TCE (17400)
2 Order qualification- technical and scope based- potential screening Revenue, Cost and TCE 3.5.1.3 Provide offering to potential customers (13940)
3 Overall Planning- Supply chain and manufacturing y# 69)

Cash-flow and ) m= [9.3.2.1 Degign engineering solution for the manufacturing
shilo % tiate and document agreements/contracts

%

4 Trials, Negotiation and pricing

Logistics- Planning, Inventory, scheduling, utilization & optimization including %5
Procurement Strategy

Cost, cash-flow, compliance
and,TCE

6 EHS & Quality Management

. L. . . . Cost, Cash-flow, Compliance . .

7 Supplier & Distributor Management- Sourcing, screening, SLA, Governance-automation and TCE . 4.1.3 Plan distribution requirements (10225)

8 Forecasting & estimation of materials, resources and logistics - Cost, Cash-flow & Compliance [8.1.1 Perform planning/budgeting/forecasting (10738)

9 New product development- R&D & Revenue, Cash-flow and TCE (Zigélé;)Research Gl R LSRR Sl

- 9.3.1.1 Analyze assets and predict maintenance requirements

(10967)

10 Machine Asset utilization, inventory management Cost, Cash-flow 9.4 Dispose of productive and nonproductive assets (10940)
10.1.5.2.1 Perform asset liability management analytics
(14149)




@iﬂ List of potential Opportunities

Sl.
\[e}

11

12

13

14

15

16

17

18

19

20

Name of the opportunity

Invoicing- Claims processing / Collections L

Documentation- Process, Procedure, best practices & customer handouts %

e
Demand forecasting, manufacturing line & procesg
Packaging process- Dry and Liquid- size, leakage,

IT Asset Management and utilization

Talent Management- Sourcing, JD, Allocation, exit
movements

Employee Engagement, commitment and ownership- Belongingness- Factory and\_’
each sales locations

Training and Development- Bottom of pyramid —Ground staff- Technical, Sales anclll
functional

Performance management, ranking, retention strategy & PIP

Research publication, White papers, PR, Thought leadership and benchmarking

Business Impact

Revenue, Cash-flow and
compliance

Cost, Compliance and TCE

Cost, TCE

Cost, Compliance and TCE

Cost, Compliance and TCE

Revenue, Compliance and TCE

APQC Mapping

8.2.4 Manage and process collections (10745)

10.4 Manage business resiliency (11216)

12.5 Develop and manage enterprise-wide knowledge
management (KM) capability (11073)

4.1.2.2 M@itor demand against forecast and revise forecast

e warehousing (10340)
% pack, and ship product for delivery (10356)

7.7.3.1 Manage IT inventory and assets (10704)

6.3.4.6 Perform talent management analytics and
easyremgat (14051)
flaintain talent capabilities and competencies

t, source, and select employees (10410)

6.5.1.7 Deliver programs to support work/life balance for
employees (10508)

6.3.4 Develop and train employees (10473)

12.4.2.3 Develop training plan (11154)

3.5.5.3 Provide sales and product training (17407)

6.3.2 Manage employee performance (10470)

12.2.3.4 Review and report project performance (16417)

7.1.4 Perform IT research and innovation (10573)
2.1.3 Perform discovery research (10065)
3.4.3 Develop and manage media (10150)



@e=mnv Business Impact and Return on Investment areas ,‘j:"m
Compliance
related Extend scale of low cost

Opportunity-13 delivery model

Ensure Policy Cost related
Compliance Opportunity-17

Revenue
related
~ Opportunity-7

Labor Arbitrage

Revenue - , ;/
enablement P»“"‘Wﬁcs & Repo'.tih
9
Effectiveness s Efficiency
Measures

g ven  nt | Measures
sester

Cycle Time
Reduce Opex

Efficiency
Improve Cash Flow improvement
related
Cash-flow :
related ~ Opportunity-12

Opportunity-10
= . Drive TCE Reduce Opex
Employee satisfaction

TCE related

- Opportunities Opportunity-14



@Cemimv Top 5 Priorities

SI. No
1

Priority List

Customer Relationship Management

* Customer data management- automation

* Trials, Negotiation and pricing

* Order qualification- technical and scope based- potential screening
* Tools and Technology — CRM, Bl and other reporting

Supply Chain Management

* Logistics- Planning, Inventory, sched
Strategy

* Supplier & Distributor Management- Sourcing, screening, SLA, Governance-automation

* Forecasting & estimation of materials, resources and logistics

* Machine Asset utilization, inventory ment

Manufacturing Line

* Packaging — Quality, Process
* Automation in size, quantity, color co
* Reducing human intervention

Knowledge Management

* Documentation- Process, Procedure and operations

* Best practices and innovation councils

* Technology driven knowledge sharing platform

* Customer Collaterals — handouts / education / product info

» Research publication, White papers, PR, Thought leadership and benchmarking

Learning and Development

* Training and Development- Bottom of pyramid —Ground staff
e Technical, Sales and functional skills

* Process Improvement competency

* Technology driven — video/ audio / text

Business Impact

Revenue, Cost, Cash-flow, Compliance, TCE

sonfidential™
0 not copy

Compliance, TCE, Cost

Compliance, TCE, Cost



Priority List

1 Customer Relationship Management:

Customer data management- automation

Trials, Negotiation and pricing

Order qualification- technical and scope based- potential
screening

Tools and Technology — CRM, Bl and other reporting

2 Supply Chain Management

3 Manufacturing Line

Logistics- Planning, Inventory, scheduling, utilizati
optimization including Procurement Strategy Z
Supplier & Distributor Management- Sourcing,
Governance-automation

Forecasting & estimation of materials, resources and logistics

Machine Asset utilization, inventory management

Packaging — Quality, Process
Automation in size, quantity, color coding
Reducing human intervention

Knowledge Management

Documentation- Process, Procedure and operations

Best practices and innovation councils

Technology driven knowledge sharing platform

Customer Collaterals — handouts / education / product info
Research publication, White papers, PR, Thought leadership
and benchmarking

5 Learning and Development

Training and Development- Bottom of pyramid —Ground staff
Technical, Sales and functional skills

Process Improvement competency

Technology driven — video/ audio / text

)

w

PO
1 T

Business Impact

Revenue, Cost, Cash-
flow, Compliance, TCE

Cost, Cash-flow,

Project Leader

Stakeholders and Functions

Marketing, Sales, Technical support, IT, Research,
Management, Distributor, Client

Supply Chain, Logistics, Procurement, QA, EHS,

Compliance £ %

11

Compliance, TCE, Cost

Compliance, TCE, Cost

Identify the Proj¢
Identify SPOC fr

bct Leader and his/her ted
bm each functions involy

o Z 3 24

Mair##nance, Ops, process improvement,
ement

w@perations, Maintenance, IT, Process Improvement

IT, HR, MIS, Management, Research, Marketing,
Sales, Technical support

HR, L&D, Operations, Sales, Process improvements,
IT, Research, Technical support

Am members
ed

Build project charter and cost benefit analysis-CBA



Approach for Process Implementation

Steps

Deliverables

Phase 2

3. DESIGN

1% Increnso in Phannad
Laary (Campooants. Latier

» 2% Fovecmt Acsainaoy =
Oveitwt wic |

1.1 Map E2E Process

1.2 Link Metrics Hierarchy with
Process Map

1.3 Qualitative and Quantitative —
BPM study

1.4 APQC-PCF Mapping

1.5 Identify Opportunities

1.6 Assess P&L Impact

1.7 Prioritize Opportunities

Vv

* L1 Metro Map

* BPM —Research data-glty / gnty

» L2 Cross-Functional Process
Map (CFPM)

* Why-Why Analysis

» Control-Impact Matrix

* Prioritization Matrix

* Opportunity tracker, As-Is, Post-
mortem analysis

2.1. Conduct Feasibility Analysis

2.3 People Analytics — VVI and
VPI outputs from the
workshops

2.2. Develop Project Scoping

2.3 Validate P&L Impact

2.4. Build CBA

2.5. Develop Business Case

2.6. Obtain SponSor & Finance
approval @

* VVI and VPI output

* Valuation Framework
* Project Scope

* SIPOC

* Business Case

3.3.

3.4.

. Define Business

Requirements

. Conduct Detailed Business

Process Analysis

Design Future State Process/
Solution

Optimize Solution

4.1.

4.2.

B 4.3

4.4.

4. DEVELOP

Implement Pilot Project
where required

Validate Expected Outcomes
Complete Documentation
and Training

Develop Implementation Plan

5. DELIVER

Control & Sustain Business results

Purchase Cost per Indent gy

» Project Charter

* L3 CFPM/ VSM

» Fish bone analysis

» Data Element Analysis
» Future State Process

* Process Change documentation
and training material

* FMEA

* Process Change Implementation
Plan

5.1. Implement Process Changes

5.2. Provide stabilization Support

5.3. Sustain Improvements

5.4 Track & Report Benefit
Realization (Project /Program)

» Control Charts
* Project Benefit signoff
» Program Benefit tracking



- (s
@ Next steps e

g .
ERPITH&

* Review each opportunity, identify owners for taking actions

* Review the priorities identified, agree and finalize the sequence

* Review existing projects / } t|ves that ress- otheg functiongl projects
and build overlaps / colla I & pt I

* Setup project teams for each prlorlty and build clear project charter

e Getthe Cost benefit anaIrO&L fcl@@ py

* Get sponsorship and approvals for the charter to be

* These 5 priorities would be supported for execution in phase 2.
* Align the priorities across the organization and drive the buzz to make each project

successful.
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Sigma table for ref

<

Process Sigma Level Conversion Table Process Sigma Level Conversion Table
Yield % DPMO Sigma Level Yield % DPMO Sigma Level
6.68000 933,200 0.000

8.45500 915,450 0.125 94 79000 52.100 3.125
10.56000 894,400 0.250 ..9599000| 40100 |____ 3 250]|
13.03000 869,700 0.375 I 96.96000 30,400 SEerin
15.87000 841,300 0.500 L.97.73000 22 700 3.500]
19.08000 809,200 0.625 98.32000 16,800 3.625
22 66000 773,400 0.750 98.78000 12,200 3.750
26.59500 734.050 0.875 99.12000 8.800 3.875
30.85000 691,500 1.000 99.38000 6,200 4.000
35.43500 645,650 1125 99 56500 4.350 4.125
40.13000 598,700 1.250 99.70000 3.000 4.250
45.02500 549,750 1.375 99 .79500 2.050 4 375
50.00000 500,000 1.500 99 87000 1.300 4 500
54 97500 450,250 1.625 99.91000 900 4 625
59.87000 401,300 1.750 99.94000 600 4 750
64 .56500 354,350 1.875 99 96000 400 4 875
69_15000 308._500 2.000| 99.97700 230 5.000

1 73.40500 265,950 2_125‘I 99.98200 180 5.125
| 77.34000 226,600 2.250]|) 99.98700 130 5.250
8092000~~~ 1908060 ; 99.99200 80 5375
84.13000 158,700 2.500 99 99700 30 5.500
86.97000 130,300 2 625 99 99767 23 5625
89.44000 105,600 2.750 99.99833 17 5750
91.54500 84 .550 2 875 99.99900 10 5875
93.32000 66,800 3.000 99.99966 3 6.000

"

g ;
ERPITH&
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& e Deadly Wastes

People

-~

et
wifing,

%

\

Examples

Incorrect Layouts of office, factory, etc.
Lack of Proximity Of Machines
Off-line Resources

Watching Machines Work
Long Set-ups and Lead Times

Process

/ﬂfl’dé

Overproduction

Pro

~

Defects

Large Batches and Inventory
Planning Full Utilization of Machines and Labor
Producing More Goods than Marked Demand

Poor Machine Maintenance
Unnecessary Processing Steps
Longer Lead Times

Inventory —

Long Delays for Troubleshooting
Costly Rework
Dissatisfied Downstream Customers

Product

High Stocks of Raw Material, WIP, & Finished Goods
Additional Space Requirements
Clutter

Transportation j\

Unnecessary Movement
Extra Handling
“Moving Inventory”

At the end, everything results in Cost!!




