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Celebal Tech - Our Specializations and Strengths
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Traditional Enterprise meets Modern Cloud Innovation
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Business Value for Copilot enabled Retail Explorer

* Lack of End-to-End Supply Chain Visibility
* High Inventory Costs

* Customer Retention and Loyalty

* Inaccurate Pricing Strategies

* Low Sales per Square Foot

Business Opportunity

A comprehensive solution offering persona-specific
LLMs to access product information and store policies,
combined with Gen Al-powered retail analytics to
enhance inventory visibility, maximize sales, improve

customer experience, and enhance merchandising
strategies.

Persona Benefits and Value Creation
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Solution Content

Playbook

Document Types

¢ Product Catalog
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e Customer Service Guidelines
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Customer Key Facts

w Implementation Window

~ 13 ~ 14 Weeks

Implementation Cost
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ROI

* 1510 25% Increase in sales per square
foot

== . 10t020% Reduction in overstock,

stockouts & dead stock
* 10to 15 % Reduction in customer churn
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Solution Packaging
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Retail Explorer for Supply Chain Manager

Analytics Value for Supply Chain Manager

* Enhanced Product Availability

* Enable Better Stock Planning & Minimize Stockouts
* Improve Lead Time & Reduce Backorders

* Reduced Operational Costs

* Regional & Store-level Insights
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Retail Explorer for Inventory Manager

Analytics Value for Inventory

Manager

Ensure Efficient Stock Replenishment
Prevent Overstock, Stockouts & Deadstock
Cost Reduction & Waste Minimization
Enhanced Store-level Efficiency
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Retail Explorer for Regional Store Manager

Analytics Value for Regional Store
Manager

» Enhanced Store-level Efficiency

* Regional & Store-level Insights

« Benchmarking for Performance of
Stores

Stock Level
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Retail Explorer for Marketing Manager

Analytics Value for Marketing
Manager

* Enhanced Customer Experience & Retention
» Marketing Efforts Effectiveness Visibility

» Insights for Promotional Plans

» Store-level Performance Insights
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Retail Explorer for E-Commerce Manager

Analytics Value for E-Commerce
Manager

* Enhanced Customer Engagement &
Conversion

* Improved Product Listings

« Targeted Marketing Strategies
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Retail Explorer for Demand Planner

Analytics Value for Demand Planner

+ Demand Trend Insights

» Data-driven Decision Making

» Streamlined Supply Chain Coordination
» Collaboration Across Departments

> Enhanced ResponSiveness to Promotions Demand Region Category Store Name Product Name Year, Month
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Retail Explorer for Product Manager

Analytics Value for Product
Manager

« Strategic Pricing For Products

» Effective Product Launches

« Enhanced Product Quality & Satisfaction
« Data-driven Decision Making
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