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“Hoe verkoop ik een tanker aan Shell”

SMA MasterClass — Frank van Nistelrooij




Frank van Nistelroolj: 30 Jaar werkzaam in IT
Senior Vice President en Shell Global Business Unit leader

e 1988: studie Informatica afgerond

e 1988: IBM

* 1994 CIO farmaceutisch bedrijf Biohorma
* 1997: CMG SAP Practice (Shell)

e 2002: Logica Global Account Director Shell
e 2007: Logica Global Accounts (London)

e 2010: Logica NL Public Sector

e 2012: Meltwater, SaaS/Cloud bedrijf in San
Francisco, Global Enterprise Clients Division.

e 2014: CGl en per 1 september 2015
hoofdverantwoordelijk voor de gehele Shell
Business Unit.

* 2016: Frank uitgroepen tot nummer 1 van de
SMA TOP50

* Frank woont samen met Judit en heeft 3+2
kinderen. Frank is een liefhebber van hockey,
tennis en dineren met een goed glas wijn.
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Agenda MasterClass

Introductie CGI en Shell
De lange termijn strategie




Over CGI

“We approach every engagement with one @ e ¥,
objective in mind: to help clients succeed” .
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CGl

... Our range of services

High-end IT.and Systems
Business Cansulting Integration
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IT and Business
process outsourcing
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CGl

... The world is our home

CGil is the world‘s

5th
largest

independent information technology
and business process services
company

. Focused
High-end industry and

business and IT domain
COﬂSU'ting expertlse

68,000 serving 10,000+ clients

professionals;

75% from over 400 locations around the

shareholders world

Client proximity
model complemented by unique
global delivery network

40 years

of successfully
partnering with
our clients

CAD$
10.7B

annualized
revenue

100+

leading
IP-based
solutions
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CGl

... A reliable and trusted partner

Culture
| * Our dream, our mission, our values
* Our CEO is the founder of CGI
* Corporate social responsibility
* Objectivity, integrity and respect
Partnership and quality
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Employees are members

Proximity business model

Execution power

In depth market and business knowledge
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The CGl Management Foundation is the
cornerstone of our success

| CGIl Constitution Code Human Resources Financial Security Quality
S Dream Vision Mission Values of Ethics Policies Policies Policies Policy
O Strategic Directions Corporate and Operations Organizational Model Management
9 and Plans Governance and Adjustments Frameworks
0 Business Unit Processes Corporate Processes
0 Client
1 Relationship Assignment Managing Engagement Business Business Unit Innovation, IP

And Business and for Risk Development  Performance and Efficiency Financial
(@8 Development Recruitment Excellence Management Health Check Review Investments Management
= : :
R Client Partnership Management Framework Member Shareholder
T 'Ee'\g?g?g;flgggt Partnership Partnership
| : : Management Management

Proposal  Contract Deliver Closin
F . Engagement U 2 Framework Framework
[ Governance
E - Integration - Relationship
D) _ T i management

Consulting, Business + Ieam meetings _
@) Technology Application System Process . Performance : DIS_.gk)I_SUI‘e
8 Management Management Integration and Management management & guidelines
E Development 9 career planning . Communications
R : :
A - Leadership Institute
T .
| Client Member Shareholder
0 Satisfaction Satisfaction Satisfaction
\ Assessment Assessment Assessment
S Program Program Program
@ g © 2016 CGI Group Inc.
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Top marks for success
Our quality in numbers

95%

on-time,
on-budget
delivery

We deliver
on our promise
of quality work
and outcomes.

9.1/10

satisfaction score from
signed assessments
from every client

Our local client directors
are directly responsible
and accountable for
client satisfaction.

10

9.4/10

our clients would
recommend us for
future projects

Our members are
committed to
helping our clients
succeed.
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A representative view of our clients
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Shell and CGI

Over 30 years of partnership

Traditionally strong in

Success Downstream Retail (Cards &

based on our
Strategic

Domain
approach 30+ years of successful

cooperation; started in the UK
and the Netherlands, has been
expanding across Europe since
the mid-90s, and is now being
leveraged on a global scale.

Payments) & Upstream Technical
Engineering — these continue to
be two pillars for cooperation

| . ] H “

uilll
1,600 CGI members

worldwide work for Shell,
one of our largest

customers. Based on our

strong Client Proximity

One of Shell Key
Application Suppliers;
a Global Partnership
since 2007

Model, a separate Shell
BU has been established.



Strategic Domains for Shell
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Trading : Integ-rated Gas
& Supply Retail & New Energies
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Shell LoB

Exploration Production Manufacturing

Digital Transformation

Subsurface and Wells Trading

Integrated Gas
& New Energies

Retail

Process Control Domain
Manufacturing

Enterprise Information Management

Mergers, Divestitures & Acquisition

Strategic Domains

Cybersecurity
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Hoe verkoop Ik een tanker aan Shell
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hoofddimensies van belang:




Strategische keuze van het bedrijf

Door het afstemmen van strategische keuzes gaan
beide organisaties een langdurige verbintenis aan



B

LONG TERM

Het is een weg van continu
zaalen en oogsten



Vraagt om visie van het Account Team

Een gedeelde visie op het
ontwikkelen en onderhouden
van de klantrelatie op korte en
lange termijn




Een goede relatie

Voor succes op lange termijn is
een goede relatie essentieel




Support (intern) is noodzakelijk

e’
Voorwaarde voor succes: Je wordt gesteund
door de top van jouw organisatie



Intern verkopen

Zorg dat je interne stakeholders goed
geinformeerd zijn én achter je staan
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Investering lange termijn

LONG-TERM INVESTMENT

Het is altijd een investering op lange termijn




Is een complexe en tijdrovende missie

LQ\{MGXE é\DéM

Om de deal te winnen én de relatie te onderhouden

IS een complexe en tijdrovende missie, van het
hele bedrijf en het Account Team in het bijzonder

.... .'... ...'.:. » 23 CGI



Een continue mix van deals in de pipeline

Het is noodzakelijk om een continue stroom van kleine,
middelgrote en grotere deals in je pipeline te hebben, om
)\ succesvol met de lange termijn bezig te kunnen zijn

- —



Owner van een keuze/missie

To succeed in your mission,
¥ you must have smgle mmded

' devotlon to your goal 2

Abdul Kalam
/]
/I
Jﬁmﬁﬁzloncg

/4

Het is dus echt een keuze/missie waar |ij
de owner van bent en in moet geloven




Hoe verkoop Ik een tanker aan Shell
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Twee hoofddimensies van belang:
 Delange termijn strategie

Het bidproces
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Het bidproces

Customer’s Buying Stages

Marketing Lead

Sales Process Stages

GQUALIFICATION BID PLANNING NEGOTIATION &
SIGMATURE

2 3 6

Understand the

takeholders'
g E e Bluild and . i Megoiiate the
dnivers and i SURESAE SElivEr S agreement and

demonsirate the |rr.|plement eI compelling -

client's intent to win strategy and — secure client and

buy a solution or = CGl signature
SErvice

In iedere organisatie moet je
door een formeel bidproces
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Het is een complex proces, waar je

Let’'s prepare a proposal BEEEERECRECHNREELENIED

Win Strategy &
Prepare Proposal : Themes
RFP Ma Plan & Kick-off
Received nagqment Ian ™= Meetng
Compliance Matrix Proposal Outine
& Schedule
Issue writing L_
t Assignments
Submission l
Cover Letter No
T Proposal
J Manager
Proposal Create j=
Draft Baseline
Risk /lssues | Assignment Capture : Incorporate
Identified | Issued ’ Manager Changes
No
| 3
Gold Incorporate L_ Capture Risklssues
Team Changes Manager Issued Identified
Yes ‘ I
Proposal
Production & Make
Delivery Changes




CGI Management Frameworks (ce ):-Home page Intranet-—
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Ensures consistent risk evaluation and
ation through business commitme:

-

ap

vide a common view of BU final
performance that fosters comparisons
target and to other BUs with the purpose
of quickly assessing opportunities for
improvements

Outlines the appropriate reviews and
approvals at key milestones throu

S
pre-approve usiness practices to
be used in the development of a proposal

Contract
Management
Framework

Investment
Management
Framework

iMergers
:&Acquisitions
iManagement
iFramework

Binnen CGlI een belangrijk onderdee! [

Governs investments in intellectual
property, technology and internal
efficiency improvement initiatives, as well
as innovation

Provides the guidelines and processes
governing merger and acquisition
activities

van ons Management Foundation

Member
Partnership
Management
Framework

iShareholder
:Partnership
:Management
iFramework

Constitutes our foundation for managing
our people, with a view to building strong
and lasting relationships with them

Governs how CGl interacts with the
financial community, including our retail
and institutional investors and financial
analysts

L]
® Encompasses a comprehensive set of
processes to ensure quality of services,
LY client satisfaction, and foster strong
. @ relationships with our clients
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Extensive terminology around Bid

Knowledge and application of basic rules, tools and concepts are a
critical success factor for effective opportunity Management.
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Stakeholders

Bidmanagement is een wereld {8 wednesday

en vak op zich zelf
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BEMF Objectives and Components
What is a Proposal in the BEMF context

* A Proposal is any document that

represents a potential commercial

arrangement (financial and/or legal
obligation) between CGI and a client. This

= All “commitments” communicated

includes, but is not limited to VIP or POC to a client are Subject to BEMF
documents, letters of intent or

memorandums of understanding, rough
orders of magnitude, RFP, RFI or RFQ
response.

Executive Step
Review (ESR)
Process

Bid / \ Bid \ Proposal \
No Bid Strategy Submission Diligence

Due Contract
\ Signing \

Solution Synergy Stappen In het

Review (SSR) ¢ “ “ ¢ bidproces

R I CGl



BEMF Solution Synergy Review (SSR)

Executive Step Bid / \ Bid {> Proposal ‘ Due g Contract g
Review (ESR) No Bid Strategy Submission Diligence Signing
Process

Solution Synergy .
Review (SSR) _ _
Process Solution Synergy | Reviews (SSR)
STTT"""=77=== - N
> Solution* Development /\ Evolution of Solution Documentation 7
‘ - A AR R, -
Pre-approved CGI >
Business CGlI Business Practices /
Practices Contract Management Framework / Investment Management Framework
ﬂ » Executive Step Reviews (ESR) ‘ Solution Synergy Reviews (SSR)

Stappen in het

bidproces

Solution Synergy Review (SSR) Topics and Questions

Bid Strategy Solution Design Legal/Commercial Finance
- Questions Questlons Quest|ons Questions Questions
- ‘ . ° 32 CG I



../BEMF Training Presentation - Bid Strategy Questions.pptx
../BEMF Training Presentation - Solution Design Questions.pptx
../BEMF Training Presentation - HR Questions.pptx
../BEMF Training Presentation - Legal Questions.pptx
../BEMF Training Presentation - Finance Questions.pptx
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Formele stakeholders en informele stakeholders
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Manage je stakeholders (intern en extern)
’ Ook de stakeholders die niet direct bij
het bid betrokken zijn
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Blijf actief bij de klant in alle communicatie en
afstemmingen

Focus niet alleen op het bid — zorg dat de day-to-day N

communlcatle en interactie met de klant op goed niveau blijft
J 2 T \ -~

\ ‘ A




Creéer de Wow factor

" .. Geef de klant meer dan waar hij om gevraagd heeft

ks
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‘Outside-in’ denken

Blijf continue outside-in denken, dus
vanuit het perspectief van de klant



Hoe verkoop Ik een tanker aan Shell
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Twee hoofddimensies van belang:
 De lange termijn strategie

 Het bidproces



De take-aways van vandaag

Geloof Iin je missie om
een grote deal te sluiten

Zoveel mooier en
leuker dan de A > |
dagelijkse deals ™ i U
A & Je doet dit nooit

alleen, maar je bent
wel de driver/owner
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Our commitment to you
We approach every engagement with one /d
objective in mind: to help clients succeed o
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