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Rektec — With the mission of enabling technology to accelerate enterprise growth,
it helps Chinese enterprises to digitally transform and grow

Advanced technology platform + professional industry solutions + digital products

17+ years

Focus on the digital field of marketing services for more than 10 years

7+ industry solutions
High-tech/New Energy, Industrial Manufacturing, Automobile/Equipment,

Home Appliances, Consumer Goods Retail, Medical and Health Care and

Modern Service Industries

180+ regions/countries

Assisted Chinese enterprises to successfully implement and deliver
Dynamics systems in more than 180 regions or countries around the

world, and the overseas cases are far ahead

1000+ consultants and technologies
Professional implementation and service system, the largest team in the
CRM field

800+ successful customer cases
It has established cooperation with many industry benchmarking enterprises, and
more than 70% of its customers are listed companies

Fortune 500 and China Top 500 companies account for more than 20%.
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I Help enterprises build a customer-centric, data-driven digital
growth system

Connect, Empower - > Experience, Efficiency
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I Rektec Digital Growth Methodology

Rite-Hite Digital Growth Methodology

Growth . .
Revenue growth Profit growth Efficiency growth

Business :
d . Business Operational efficiency Customer Product Channel Geographic Brand Value chain New industry
omains growth areas improvements expansion expansion expansion expansion expansion expansion expansion
stratagem System planning System implementation operation
~ Business setup [ IT architecture —
Imp(ljemer.\tatlon Business se’\:l\;?;er?wrc‘)%el Data Architecture Phasing System O&M
omains
strate
gy Overall business I . Project .
Application architecture . . Data Operations
panorama implementation
IT Strategy End-to-end echmical arch Coen fterat Business Operati
business processes echnical architecture eep Iterating usiness Operations
Product Product & Service Application Matrix
i ol c Marketing Cloud || Sal t ti On-sit i t i S
domains Digital growth solutions arketing Clou ales automation n-site service |/customer service| | SN rEEErFEEprT. growth
for the industry Low-code platforms || CDP platform Bl platform RPA platform operation services

Organizational [P o
domains safeguards

Digital transformation Responsibilities and operational Performance and. Data management and
organizations management mechanisms management appraisal governance norms
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I Rektec digital growth solutions, product suites, and services

With the help of digital growth methodology, project implementation is carried out based on mature industry solutions and product suites, and
continuous value creation for enterprises through operation management to accelerate enterprise growth

Rektec-Hite digital growth solutions, product suites, and services

Profit growth Efficiency growth

solution Product suite Implement delivery Operational Services
G+
Home appliance and application

home furnishing Master Plan System O&M
Sales Partner

. ONE ONE mar
High-tech ketin| sale Custo

Service Marketing g mer
Home appliance and ONE ONE Professional

home furnishing Data Operations

Revenue growth

: implementation
Microsoft D365/Power G+ CRM
Platform
Ph ical Intelligent cloud platform R platf Keep iterating Business Operations
armaceutica (Data & Al. 10T, RPA) plattorm

Health services

Digital Growth Methodology
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Microsoft Gold Partner and Best Solution Provider
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« National high-tech enterprise . It has been certified as a Microsoft Gold Partner for . 1SO27001
« National Gazelle Enterprise many years . 2023 CEPREI Product Testing
« Key software enterprises in the planning and layout . Microsoft Dynamics Cloud Pioneer Partner Certificate
of Jiangsu Province . Microsoft Dynamics Best Ecosystem Partner in Greater . Highgo Product Compatibility
« Suzhou Digital Economy Demonstration Enterprise China Certificate

Suzhou "head goose" enterprise . Microsoft Business Applications Partner of the Year

Based on CRM, mobile and cloud computing technologies, it promotes the innovation and transformation of enterprise marketing management,

and is the largest Dynamics 365 CRM service provider in Greater China

v

The only service provider that has been providing Dynamics CRM business services for more than 15 years and has maintained continuous

business growth every year, and the number of MCP certified consultants accounts for 1/4 of the Greater China region

The only service provider that has served more than 500 listed companies in the field of Dynamics CRM, and more than 1/2 of the CRM cases

in Greater China.

The only one that has been the best Dynamics ecological partner in Greater China for 5 consecutive years (FY17/FY18/FY19/FY20/FY21);
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I Conventional marketing service model in the home appliance
industry

headqu i ___ Sales/service
arters region channels

— terminal client —
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I The core challenges faced by marketing services in the home
appliance industry

Chan
nel
sales

— Business links —

Core Challenges

Channel 1. How to improve the efficiency and transparency of business collaboration with
distributors such as demand/order/delivery/reconciliation?
synergy 2. How to promote dealers to place orders through sales strategies such as rapid
landing price/promotion/distribution?
o 1. How to establish a unified, comprehensive and accurate terminal database?
Digital store 2. How to manage sales and shopping guide behaviors to obtain effective market

front-end information?

o-marketing

1. How to effectively manage the budget, expense application and expense write-
off of various marketing activities carried out by the joint dealer to guide the
marketing plan? o ) ) o

2. How to carry out digital marketing with the help of joint channels such as
consumption vouchers and equity vouchers?

After

losed loop of
service

1. How do | handle customer service requests across all channels?

2. How to unify the management of multiple service methods and service types?
3. How to manage the service process to improve the customer service experience?
4. How to manage business collaboration with service providers and service
personnel?

Sales. Accessories . o I
Servi( 1 1. How to trace the whole process of accessories application, issuance, signing, an
traceabilit >
e return of old parts to the factory?
Service 1. How to sell value-added services to customers through omni-channel, so as to
: increase service revenue and transfer services from the cost center to the special
Marketin ;
profit center
1. How to manage the multiple types of customers involved in the projectin a
rolect unified manner? ) ) )
En in proj 2. How to transparently manage the project reporting and project follow-up
g management rocess? ) ) ]
eenng . How to guide sales coaching based on_project analysis?.
Sales der deli 1. How to connect the process and data of project delivery?
raer aelivery 2. How to use mobile tools to provide sales staff with project and delivery

reminders and early warnings?

Summary of core
challenges

ow to improve the collaborative
efficiency of channels, and at the
same time strengthen the digital
construction of terminals, so as to
improve the connection ability
between enterprises and business

front-ends

How to improve the customer
service experience through service
empowerment and improve the
profitability of the service
department

How to empower the sales team
and improve project
transformation through
engineering project process
management

ow to combine new technologies
such as Al, 10T, and Bl to innovate
business and enhance the core

competitiveness of home
appliance and home furnishing
enterprises’ marketing services
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Digital transformation architecture of marketing services in
the home appliance industry

High-performing
omnichannel sales
abilities
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Offline
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terminal

sales
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Project
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Marketing for
all
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Dealer sales
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Direct marketing |

items

High-quality after-sales
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Telephone
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c Online
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channel

+[ self-service
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’[ Mobile
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Promotions

User User ‘
connections Registration

User
Interactions

Data
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I The home appliance industry realizes efficient operation

driven by user value through four digitalizations

User-centric, experience and efficiency driven marketing service integration platform

Digitize marketing

Through transparent and unified
H standardized management of the
bUSl ness engineering project process, and
effective analysis based on data,

ta I‘g et the sales team is empowered to
improve project transformation

Annual plan and goals

Manage Project process
management
goals Order delivery

operations improved
Sales team performance

Use data to plan and formulate
indicators, and analyze the
achievement at any time;
The Unified customer management,
o improve decision-making chain,
essentlal demand, transaction and other
b . information, and build a 360°
view;
usiness Standardize and visualize the
order, service, and expense
processes to improve efficiency;

=

Digitalization of channel

Improve the efficiency of
channel collaboration and
strengthen the digital
construction of terminals to
improve the connection
between enterprises and the
front-end of business

Channel development
and management
Channel targeting and
forecasting
Order and inventory
synergy
~ Reconciliation of
financial transactions

Establish an evaluation
mechanism for channel
providers, and optimize
channels by adjusting the level
of channel providers, the
survival of the fittest;

Efficient order, inventory and
promotion, and financial
reconciliation collaboration
with dealers;

Analyze the sales and expenses
of dealers at any time, and
provide operational guidance

and suggestions; pagel3

L X
Digitization of
service

Multi-channel link to end users,
through service empowerment,
to improve customer service
experience, and at the same
time, based on value-added
services, bring opportunities for
secondary sales

Service
capability/timeliness
Customer service
satisfaction
Product failure rate
Service cost benefits

Reach end users through
multiple channels, establish
connections, obtain customer
needs, and provide targeted
value services;

Establish a standardized
closed-loop service
management process, and
improve the efficiency of
service management through
online visual management;
Based on service data, multi-
dimensional analysis to
improve service quality;

Digitize the
user

Build a customer-centric
marketing service platform,
innovate business, enhance
the core competitiveness of
enterprises, and improve the
operation efficiency of private
domain traffic

Drainage and prospect
management
User insights and

_grouping
Refined operation and
_ marketing
Business Partner/Pan-
Membership System

Omni-channel customer
acquisition, and the
establishment of closed-loop
management of potential
customers, the development of
channel partners to improve
product recommendations;
Through user data insights,
based on tag portraits, users
can be effectively identified.
Carry out targeted marketing
activities through grouping;
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