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Companies using data-driven KPls
srow 23% faster.

Operational improvement has become the
key lever for exit multiple expansion. ...
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Julian Molitor, CFA
Founder | Novemcore

strategy& Roland
gy Berger

m valantic

_&h
WBARCLAYS pwce

- Set for Investment Onboarding ) (  Outro

-

Expertise:

Specialized at the intersection of corporate finance,
transactions, and data-driven value creation.

Experience:

Extensive track record in guiding transactions and
implementing performance-oriented growth strategies.

Contact:

Email:
julian.molitor@novemcore.com

Phone:
+49 176 4158 3622
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About Novemcore

Data &
Software

Finance & Strategy &
Investments Execution

- Set for Investment Onboarding Outro

We are your partner for investment and business
success. 100% aligned with your objectives.

At the intersection of finance, technology, and execution,
we turn complexity into clarity and ambition into results.

We don’t just advise. We design, implement, and deliver.

Julian Molitor, CFA

Founder | Novemcore

50+ due / 80+ subject 10+ years avg.
diligences experts /A experience
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- Set for Investment Onboarding Outro

Our distinct service otterings ensure you are set for...

... deal ... Investment ... portfolio ... future
success onboarding return trends

Spot risks - Streamline valuation - Standardize reporting - Streamline Streamline controlling - Ensure Leverage data - Track shifts -
Unlock returns setup - Unlock potential transparency - Drive returns Outperform consistently

/7
. More ® . More ® . More ® . More ®

50+ due ‘ 80+ subject : 10+ years avg. { Finance, tech, tax < Results-based )
diligences ‘ experts ‘ experience & legal expertise compensation )
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Set for Investment Onboarding Outro

Y Introduction

Novemcore ,,Set for Investment Onboarding” Process

4- VALUEWORKS

INSIGHTS TO RESULTS

>
> +
>
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Clear indication of pain points is essential for eftective investment onboarding.

oint Matrix (focus on the most frequent)

A -
qital) Value Creation Data monetization not operationalized @@
No usage of data analytics & Al @
@ Weak offering profitability & market analytics
@ Weak customer segmentation & pricing analytics
L o Skills gap & low data maturit:
\‘ff|C|ency OKRs not linked to value drivers/KPIs @) e Y @
i Brittle IT setup & tool sprawl @ @ Manual processes & process gaps
© P2P leakage & maverick spend
o 2 s o @ \Working-capital drag
E Inefficient org. setup @
"’ansparency Forecast opacity @
13-week cash & covenants outlook @
@ Slow month-end close / late board pack
@ Board pack inconsistency
@ Data fragmentation & inconsistency
@ KPI definition drift
e /
Complexity

lransparency

Lack of unified, consistent, and timely data creates
uncertainty in decision-making. Fragmented systems,
inconsistent KPI definitions, and delayed reporting erode
visibility into performance, cash flow, and covenant
compliance. Establishing a single source of truth and
ensuring timely, accurate reporting is essential.

Efficiency

Operational friction and resource waste stem from
disconnected tools, manual processes, and unclear
performance alignment. Skills gaps, inefficient
organizational setups, and working-capital drag hinder
speed and scalability. Streamlined processes, automation,
and KPI-linked objectives are key to driving efficiency.

igital) Value Creation

Untapped data potential and weak analytical capabilities
limit growth. Missing operationalization of Al, poor
customer segmentation, and underdeveloped profitability
analytics prevent monetization opportunities. Embedding
digital tools, advanced analytics, and data-driven decision-
making unlocks scalable value creation.
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Outro

In a structured 30-60-90 days onboarding plan, the key pain points are addressed.

Onboarding Matrix

/

Impact

zpyﬁ (Digital) Value Creation

Unlock and create (digital) value potential

== Efficiency Phase

Establish a setup for increased efficiency

©—=5 Transparency Phase

Align KPIs & reporting in 30 days

i

Complexity

v

30-60-90 Days Onboarding Phases

e
30 Days - Transparency

Define consistent KPls, automate
reporting, and deliver a clear
playbook for full visibility.

x0T

VALUEWORKS
INSIGHTS TO RESULTS

Reporting
playbook

KPI setup &
automation

Flash reports &
integration

analysis, launch quick wins, and
link value levers to OKRs.

x

o Y
4 N
60 Days - Efficiency et

Spot inefficiencies with our PULSE Performance

Scorecards

Value Creation

-

& OKR Setup
\ Y,
4 A
90 Days — Value Creation - e
roadmap
Set IT roadmap, automate key - EU
processes, and plan data mation plan
monetization. - T

zation strategy

v
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Intro Fit for Succession — 60 Days ) ( 90 Days /: ( Outro )

In a structured 30-60-90 days onboarding plan, the key pain points are addressed.

Onboarding Matrix 30-60-90 Days Onboarding Phases
4 A
_ Reporting
A 30 Days - Transparency - e
5@’ (Digital) Value Creation Define consistent KPIs, automate ‘ KPl setup &
v reporting, and deliver a clear — automation
Unlock and create (digital) value potential playbook for full visibility. X Flash reports &
7 VALUEWORKS  integration
== Efficiency Phase 4 )
. _ , N 60 Days - Efficiency 13 S
© Establish a setup for increased efficiency
g' Spot inefficiencies with our PULSE b
- - analysis, launch quick wins, and Scorecards
link value levers to OKRs. Value Creation
& OKR Setup
%=% Transparency Phase \ /
Align KPIs & reporting in 30 days 4 h
90 Days — Value Creation - o
p
/ / Set IT roadmap, automate key - Process auto-
® : processes, and plan data mation plan
. > monetization. Dat tic
Complexity L I
- N y
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Intro ) ( Fit for Succession — 60 Days ( 90 Days /) < Outro j

In the tirst seven days, the tocus is on aligning the reporting setup and KPIs.

Day1l-7

Reporting play book alignment >

v’ Clear reporting requirements
Define scope, frequency, audience; mandatory
views (P&L, cash/13-week, WC, sales/pipeline);
materiality limits, deadlines, sign-off flow.

v’ Joint agreement of relevant KPls
Select 15-25 core KPls balancing business reality
and portfolio comparability; lock formal definitions
and board-pack placement.

v’ Path on how KPIs can be tracked
Confirm data availability; set interim proxies if
needed define quality checks.

Reporting

- playbook

Performance
Scorecards

| [ ]

5 Y

Reporting Playbook — Impact Factors (Days 1-7)
* Scope & cadence: Lock what we report, to whom, and when (financials, 13-week cash, WC,
sales/pipeline); agree cut-off & materiality rules.

* KPI logic: Define a concise core KPI set with exact formulas, data grain, source-of-record,
targets/baselines, and named owners.

* Data & aggregation: Map source systems; set consolidation, intercompany and FX rules;
document master-data fields.

* Board-pack standard: Fix the structure (sections, visuals), variance logic (vs. budget, prior,
run-rate) and commentary expectations.

*  Ownership & handoffs: Clarify who prepares, reviews, approves; deadlines for submissions;
change-control for any metric or layout edits.

* Acceptance: KPI dictionary signed off; board-pack skeleton approved; first flash cadence
defined; 13-week cash model defined.

Early red flags to remove: Conflicting metric definitions, spreadsheet-only consolidation,
missing master data, ad-hoc commentary.

.

(N
ovemcore
LN_J



Intro Fit for Succession 60 Days ) | 90 Days Outro

In the tirst seven days, the tocus is on aligning the reporting setup and KPIs.

Day1l-7

play book alignment

v’ Clear reporting requirements
Define scope, frequency, audience; mandatory
views (P&L, cash/13-week, WC, sales/pipeline);
materiality limits, deadlines, sign-off flow.

v’ Joint agreement of relevant KPIs
Select 15-25 core KPIs balancing business reality
and portfolio comparability; lock formal definitions
and board-pack placement.

v' Path on how KPIs can be tracked
Confirm data availability; set interim proxies if
needed define quality checks.

Pg Reporting "W performance
playbook Scorecards

ting Playbook

arency is essential for management and investor due diligence.
;DT D T D WY | ==, S )

!
i

#1: Requirements Definition #2: KPI Definition #3: Setup Outline

ance Scorecards

Performance scorecards provide a structured, at-a-glance view of key metrics, combining financial and
operational KPIs to track progress against strategic goals, ensure accountability, and enable data-driven
decision-making across the portfolio.

Performance

Scorecards

(.
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Intro Fit for Succession Q

60 Days 7) (7 90 Days 7) Outro

In the second and third week, an automated reporting setup is implemented.

Day1-7

Day 8 - 21

orting setup automation

v' Clear aggregation logic across PortCos & BUs
Define standard hierarchies (entity/ Bu/
product/ region), consolidation rules, and
versioning for Actual/Budget/Forecast.

v' Clear responsibilities and format of reporting
Set RACI for collect>transform—>approve,
monthly timeline, naming/ version rules, fixed
board-pack template with commentary logic.

v Automation of reporting setup
Automate pipelines & refresh, embed KPI
formulas, apply data-quality gates & alerts,
enable role-based access.

- KPI & R ti
‘ VALUEWORKS [x S
INSIGHTS TO RESULTS Setup

at “Good” looks like

Embedded KPI logic.
KPI formulas and drivers live in the model - no
side calculations.

Quality & reconciliation.
Run required checks and reconcile general
ledger and subledgers; log exceptions.

Versions & variances.

Align Actual / Budget / Forecast versions and use
fixed variance rules (vs. budget, prior year, run-
rate).

Data contracts.

For every dataset / KPI, define system of record,
refresh frequency, responsible owner, and
traceable lineage.

Scheduling & service levels.

Automate refresh and board-pack generation
with clear response times for resolving data
issues.

[
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( Intro ) //Rr Succession — 60 Days ( 90 Days /) <7 Outro 7)

In the second and third week, an automated reporting setup is implemented.

Day1l-7 Day 8 - 21 o \
—— What “Good” looks like
Reporting setup automation )
P 8 P A best practice automated reporting setup should
cover all levels and stakeholder groups
v’ Clear aggregation logic across PortCos & BUs

Define standard hierarchies (entity/ Bu/ VALUEWORKS
INSIGHTS TO RESULTS

product/ region), consolidation rules, and

versioning for Actual/Budget/Forecast.

v' Clear responsibilities and format of reporting I - -
Set RACI for collect->transform->approve, =
monthly timeline, naming/ version rules, fixed =
board-pack template with commentary logic. =

v Automation of reporting setup Investor Finanzielles
Automate pipelines & refresh, embed KPI Dashboard

Dashboard
formulas, apply data-quality gates & alerts,

enable role-based access. B ‘;_* ’_3_"2__”;‘
KPI & Reporting SO :“ W;Mu,.._ _ e
pJ X gl vawewors x ¥ 0 > EEEE 3 EEEE
§ = | 1

: . | Strategisches Operatives

m @ Investor/ Fund-Side CEO / Board CFO / Head of. Dashboard Dashboard

A y
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/ . Intro :/ / Fit for Succession — ( 60 Days ) ( 90 Days

) <7Outroi>

In the last week of the 30 days phase, tinal reporting deliverables are created.

Day1l-7

Day 8 - 21

Day 22 - 30

Reporting play book alignment

v’ Clear reporting requirements
Define scope, frequency, audience; mandatory
views (P&L, cash/13-week, WC, sales/pipeline);
materiality limits, deadlines, sign-off flow.

v’ Joint agreement of relevant KPIs
Select 15-25 core KPlIs balancing business reality
and portfolio comparability; lock formal definitions
and board-pack placement.

v" Path on how KPIs can be tracked
Confirm data availability; set interim proxies if
needed define quality checks.
P g Reporting B Performance
playbook Scorecards

Reporting setup automation

v’ Clear aggregation logic across PortCos & BUs
Define standard hierarchies (entity/ Bu/
product/ region), consolidation rules, and
versioning for Actual/Budget/Forecast.

v’ Clear responsibilities and format of reporting
Set RACI for collect->transform—>approve,
monthly timeline, naming/ version rules, fixed
board-pack template with commentary logic.

v Automation of reporting setup
Automate pipelines & refresh, embed KPI
formulas, apply data-quality gates & alerts,
enable role-based access.

B  KPI & Reporting
VALUEWORKS X
INSIGHTS TO RESULTS Setup

Flash reports and integration

v" Flash cadence live
Establish a consistent monthly and weekly flash
process to deliver timely performance insights and
enable early corrective actions.

v Go-live & handover
Ensure the finance team can independently run
reporting, with clear ownership, locked templates,
and stable processes in place.

v’ Exec alignment & next 60 days
Align leadership on initial results, validate key
priorities, and approve the roadmap for the
upcoming efficiency phase.

n Flesh & regular
. reporting

Investor/ Fund-Side CEO / Board

CFO / Head of Finance & Controlling

BU / Ops Leads IT / Data Mgmt.

[Nj ovemcore 15



Intro Fit for Succession — C 60 Days DX 90 Days ), (  Outro

First 30 days: Building a unitied, KPl-driven reporting tor portrolio success.

Day1l-7 Day 8 - 21 Day 22 - 30
Reporting play book alignment ) L Reporting setup automation ) Flash reports and integration )
v’ Clear reporting requirements v’ Clear aggregation logic across PortCos & BUs v' Flash cadence live
Define scope, frequency, audience; mandatory Define standard hierarchies (entity/ Bu/ Establish a consistent monthly and weekly flash
views (P&L, cash/13-week, WC, sales/pipeline); product/ region), consolidation rules, and process to deliver timely performance insights and
materiality limits, deadlines, sign-off flow. versioning for Actual/Budget/Forecast. enable early corrective actions.
v’ Joint agreement of relevant KPIs v' Clear responsibilities and format of reporting v Go-live & handover
Select 15-25 core KPIs balancing business reality Set RACI for collect>transform—>approve, Ensure the finance team can independently run
and portfolio comparability; lock formal definitions monthly timeline, naming/ version rules, fixed reporting, with clear ownership, locked templates,
and board-pack placement. board-pack template with commentary logic. and stable processes in place.
v' Path on how KPIs can be tracked v Automation of reporting setup v’ Exec alignment & next 60 days
Confirm data availability; set interim proxies if Automate pipelines & refresh, embed KPI Align leadership on initial results, validate key
needed define quality checks. formulas, apply data-quality gates & alerts, priorities, and approve the roadmap for the
enable role-based access. upcoming efficiency phase.

R ti KPI & Reportin n Flesh & regular
eporting X‘ Performance ‘ VALUEWORKS X1 porting ‘ X‘ o L=
playbook Scorecards INSIGHTS TO RESULTS Setup reporting

Continuous alignment: m Bilaterally @ Gwestor/ Fund-Sid9 <CEO / Board> CFO / Head of Finance & Controlling GU / Ops Le@ @ Data Mg@
S E— S B \\»7

[Nj ovemcore 16




Intro Fit for Succession 30 Days _ ( 90 Days ) ( Outro

In a structured 30-60-90 days onboarding plan, the key pain points are addressed.

Onboarding Matrix

/
gy@] (Digital) Value Creation
Unlock and create (digital) value potential
== Efficiency Phase
-
é Establish a setup for increased efficiency
E
%= Transparency Phase
Align KPIs & reporting in 30 days
.
@ >
Complexity

30-60-90 Days Onboarding Phases

-
30 Days - Transparency

Define consistent KPls, automate
reporting, and deliver a clear
playbook for full visibility.

/

x0T

VALUEWORKS
INSIGHTS TO RESULTS

Reporting
playbook

KPI setup &
automation

Flash reports &

integration

s

60 Days - Efficiency

Spot inefficiencies with our PULSE
analysis, launch quick wins, and
link value levers to OKRs.

PULSE Process
Analysis

Performance
Scorecards

Value Creation
& OKR Setup

90 Days — Value Creation

Set IT roadmap, automate key
processes, and plan data
monetization.

IT setup
roadmap

Process auto-
mation plan

Data moneti-
zation strategy

v
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Intro Fit for Succession

30 Days

60D 90 Days Outro

Day 30-60: Conducting a KPI and process analysis to unlock etriciency gains.

Day 31-38

Day 38 - 52

Day 53 - 60

& Benchmark

Benchmark KPIs vs. peers and
history to surface performance
gaps and best-practice targets.

T

~

—/

= -
[ Pg Performance Benchmark j !!!: I I I
o
r_|\| ovemcore PU
(el L
ess Review

—

)

Al-driven assessment via surveys,
chatbots, and interviews to map.

Interviews & Chat Inputs

Structures Surveys

/ement Assessent

) Screening

—

Structured review to identify levers in IT setup,
org, processes, skills, cost, and key-person risk.
IT Setup
Organizational Setup
Process Gaps
Skills Gaps
Process Cost

Key Person Risk

uo Check H

~

OKR Setup

Define objectives and key results to deliver quick
wins; deploy via Excel or integrated Bl tools.

VALUEWORKS

INSIGHTS TO RESULTS

Reach out for a software demo J

(.
LN_J ovemcore 18



Intro Fit for Succession ( 30 Days ( 90 Days ) Outro

ULSE: An Al-enable assessment to identiry efticiency potential and prioritise levers.
D

r
LN ovemcore P U

-

Steps Description /—C PZ PULSE Process Analysis Results > .

Capture complete, standardised inputs via
riven Input structured forms, Al chat prompts, and
llection process catalogues—ensuring consistency,

comparability, and stakeholder alignment.

(c]

+ Please explain your role

Structured Input Interactive Al Prompt Capture

v

Apply proven frameworks and Al . - - g

algorithms to map transparency gaps, ke o —
pt-based and < p. P y gap 4 o -
. person dependencies, and process/IT o =
abled analysis . . Performance : =
weaknesses—prioritised for materiality and Scorecards o — o
impact. ' —

Process & IT Gap Analysis

v

Integrate Al insights with expert judgement

an and Al- to deliver a focused roadmap—highlighting Value v = Lot
2d conclusions quick wins, quantified value potential, and Creation & 5 [ ° 2 o
ranked risks. OKR Setup

(.
LN_J ovemcore 19



Intro Fit for Succession 30 Days ) @ 60 Days ) _ {  Outro

In a structured 30-60-90 days onboarding plan, the key pain points are addressed.

Onboarding Matrix 30-60-90 Days Onboarding Phases
- N [ N
- Reporting
4 > 30 Days - Transparency - oot
éﬁ (Digital) Value Creation Define consistent KPIs, automate ‘ KPI setup &
v reporting, and deliver a clear = automation
Unlock and create (digital) value potential playbook for full visibility. X Flash reports &
VALUEWORKS  jntegration
- v
== Efficiency Phase 4 h
5 - ; - 60 Days - Efficiency - ::":f;:’smess
© Establish a setup for increased efficiency
g— Spot inefficiencies with our PULSE "R Performance
- analysis, launch quick wins, and SCOEGEES
link value levers to OKRs. Value Creation
& OKR Setup
%=% Transparency Phase - /
Align KPIs & reporting in 30 days
90 Days — Value Creation IT setup
roadmap
/ Set IT roadmap, automate key Process auto-
: processes, and plan data mation plan
® Complexity - monetization. T ———

zation strategy
. W

[Nj ovemcore 20



Intro f/ Fit for Succession ( 30 Days T ( 60 Days j _ ( Outro )

IT setup optimization starts with clear reguirements detinition...

C
.9 s N
T Assess software needs across core and
é support functions, leveraging prior
= process analysis. Conduct targeted
OQ' deep-dives to identify functional gaps
o and define enhancement priorities.
=)
5 J
L] IT setup roadmap \
% I ) —.
Sales / Revenue Customer Success Operations
g Drive top-line growth through lead management, opportunity Ensure retention and upsell potential via onboarding, account Optimize service or product delivery by integrating resource
(&] tracking, quoting, contract execution, and revenue forecasting health monitoring, support ticketing, and feedback loops planning, scheduling, inventory management, and workflow
with integrated CRM and analytics tools. I powered by customer experience platforms. ) | automation into a unified system.
[
o Data Usage .
.'('-B' Enhancement Key supportfunctlon areas
..E < Sales Accounting Controlling Financial planning
v = Cashflow )
§ Data
P Productization '
S ] Marketmg CRM Document management IT& secunty
— [}
© 5 _  Customer data management
= 2 | Payollmanagement  Conwract management
L
,,g Data s
[ Monetization _ _
- J

[Nj ovemcore 21



Intro

Fit for Succession 30 Days ) l/ 60 Days ) _ { Outro

.. and end with seamlessly integrated automation across system components.

ion

t

imiza

IT Setup Opt

Data Value Monetization

( I
Data Usage
Enhancement
g J
( I
Data
Productization
g J
( I
Data
Monetization
g J

r

&

) 4 N\ 4 2\
Assess software needs across core and Address the most critical enhancement Deploy process automation leveraging
support functions, leveraging prior areas and determine the optimal implemented and planned solutions.
process analysis. Conduct targeted deep- integration architecture. Evaluate best- Integrate common automation tools to
dives to identify functional gaps and fit software alternatives based on streamline workflows and enhance
define enhancement priorities. scalability, interoperability, and ROI. operational efficiency.
J J - J
| Exemplary | exemplary
o CRM &
Operations HR Marketing FP&A
ERP
* Central platform for project management, time tracking, proposal creation, invoicing,
forecasting & reporting (with clear dashboards for projects, clients, and employee Jira o —— MS Dynamics —
perff:rmanc?} . ) . e Project Mgmt. & > 2 Reporting,
* Fullintegration of sales, project, and financial data to manage profitability and utilization Setup Cost & Revenue Budgeting,
* Supports preliminary accounting as well as integration with Pliant and Personio MS Syntex "B'_ Recording Liquidity Plunr"ring
Document D:":""c:l
Creation & 1hepo
Tax Reporting & Payroll Accounting Tagging stand alone Zins-Excel /
Accounting and tax processes based on MOCO/Personio data CRM - Agicap ) ValueWorks
(T -Liquiqity, Business
Internal Project Mgmt. HR Management Expense Management SharePoint F";:;?gi& Jntelﬁog:;ce &
o o na || WSS i, || vl piclort Coactand spens sagement
s;ﬁ;ﬁstg:;;ng ora a self-service system receipt OCR with auto-sync Storage
to MOCO P - Pliant
: Acrobat Sign HR Management Management Statutory
LA J IrO Contract Creation & eSignature et R e
Contract creation, legally compliant e- g - ) J
signature, and searchable storage ~ i
J
& E Process automation plan )
(N
N ovemcore
L
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Intro Fit for Succession 30 Days ) 60 Days ) _/‘ ( Outro )

Novemcore has desighed a clear, seven-step framework for data value monetization.

ion

imizat

IT Setup Opt

Data Value Monetization

“
Software Setup
Enhancement
G J
“
System
Integration
G J
“
Process
Automation
G J

~

-
#1: Value- L. . . . , .
Vision The Data Vision Workshop provides as jumpstart unlocking your data’s full potential.
W OrkS Category Scope of Services Your results
- - + Structured data asset inventory using the Novemcore Data Value Questionnaire 71 N B
. Align on Preparation * 3insight sessions: (1) Best practices for data-driven value creation, (2) Building a scalable data architecture, (3) Turning Questionnaire
busineSS goa|S, datalipiolmea=trabi o) “ Insight Presentations
data B N « Development of tailored workshop topics & materials, aligned with your industry and business objectives \
opportunities, * 1-day workshop (on-site or virtual)
and success KPIs Execution * Moderation outcome-focused methodology to identify high-value data assets, monetization opportunities, and quick wins wo Workshop Documentation
. * Full digital documentation of the day’s outcomes (photos, screenshots, notes, derived action items)
* Map existing B _ -
data sources, - B e I
. * Results presentation (PDF) including: (1) Data value map & monetization strategy, (2) KPI framework, (3) Implementation Data Value Map & KPI Framawork
constraints, and > ;
. Follow-up roadmap with system & process recommendations =
priorities « Effort estimation (Excel) for implementing identified data value levers B oo B Coat Estination
* Identify high- ) N e
impact use - ~
cases with clear
bUSineSS Value our Offer @ Result below expectations o Fully satisfied @ Expectations exceeded @ No recognizable value
. B =3 Coo )| ea 100%
You decide ‘ 2.500€ 5.000 € ‘ 6.000€ ‘ 0€
based on results s . .
Maximum impact. Minimal risk. You only pay for convincing results. /
' J
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Intro

Fit for Succession 30 Days ) lf

Novemcore has desighed a clear, seven-step framework for data value monetization.

IT Setup Optimization

Data Value Monetization

/

Software Setup
Enhancement
G J
“
System
Integration
G J
“
Process
Automation
G J

-
#1: Value- #2: Data Novemcore’s Data Monetization Framework
Vision Value - n - . . \
Works Quick Scan Data Leverage Index Data Value Factor
(D) (DVF)
4 . . S Data Monetization
* Align on * Rapid maturity * Data Availability e Monetary Value Ind = .
business goals, and potential e - OnT :ry If uedn ex Effectiveness (DME)
data assessment ) egulatory Freedom
opportunities, (Availability, * Data Quality * Uniqueness
and success KPls A\ v J \_ J

N R

* Map existing
data sources,
constraints, and
priorities

* |dentify high-
impact use

cases with clear
business value

Usage, Quality)

* Calculate Data
Leverage Index
& Monetization
Value Index

* Benchmark vs.
peers and
identify quick-
win
opportunities

Data Availability, Usage,
Quality Analysis
Novemcore Model

Data

Valuation
Novemcore Approaches

centraler
rnehmeniwert.”

Wl

Data Monetization
Whitepaper
On our Website

(N
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https://www.novemcore.com/insights/der-data-value-lifecycle-im-uberblick
https://www.novemcore.com/insights/der-data-value-lifecycle-im-uberblick
https://www.novemcore.com/insights/ansatze-zur-strategischen-datenbewertung
https://www.novemcore.com/insights/ansatze-zur-strategischen-datenbewertung
https://www.novemcore.com/insights

Novemcore has desighed a clear, seven-step framework for data value monetization.

IT Setup Optimization

Data Value Monetization

( 7\
Software Setup
Enhancement
€ J
( 7\
System
Integration
€ v

-,
Process
Automation
€ J

Intro

Fit for Succession 30 Days 60 Days —/ ( Outro

\

J

N

e N
#1: Value- #2: Data #3: Rapid #4: Pilot Data
Vision Value Pilot Value Monetization
Works Quick Scan Sprint Review Approaches
* Align on * Rapid maturity * Execute the top Compare pilot Optimize processes to reduce costs and
business goals, and potential ettt results with Internal Efficiency increase productivity (e.g., predictive
data assessment fast, end-to-end initial maintenance, intelligent scheduling).
opportunities, (Availability, MVP hypotheses
and success KPIs Usage, Quality) > (Dl il Pesess O, e e Use data to enhance customer
* Map existing * Calculate Data proven lessons learned, Growth experience, boost retention, and drive
data sources, Leverage Index templates (e.g., and scalability cross/up-selling.
constraints, and & Monetization Snowflake, dbt, potential
priorities Value Index Power Bl) Sranials ] Direct Data Commercialize-dgta directly.vi;'a licensing,
* |dentify high- » Benchmark vs. » Measure real recommend- Sales APIs, or subscription-based insights.
impact use peers and business impact dations for next
cases with clear identify quick- immediately steps . Combine internal and external value
S | : Hybrid Data e
ESIICSSAVAILC Wi creation into scalable, platform-based
opportunities fRecues services.
Risk & Loss Mltlgatg oper.atlonal, regulatory, a.nd
X reputational risks through data-driven
Prevention .
monitoring.
g VA

~N

(N
ovemcore
LN_J



Intro

) r'/:nfor Succession | 30 Days 60 Days _ ( Outro /

Novemcore has desighed a clear, seven-step framework for data value monetization.

IT Setup Optimization

Data Value Monetization

( R
Software Setup
Enhancement
_ J
( R
System
Integration

G
-,
Process
Automation
_ J

I a

N [

* |dentify high-
impact use
cases with clear
business value

e Benchmark vs.

peers and
identify quick-
win
opportunities

* Measure real
business impact
immediately

I a I a

Provide C-level
recommendatio
ns for next
steps

roadmap with
clustered use
cases and clear
priorities

Define resource
needs, budget,
and skills plan
for realistic
execution

and
responsibilities

* Reduce external
dependency to
below 20%
within six
months

( N
#1: Value- #2: Data #3: Rapid #4: Pilot #5: Scale #6: Enable #7: Steady
Vision Value Pilot Value Blueprint & Transfer Value
Works Quick Scan Sprint Review Tracking
* Alignon * Rapid maturity * Execute the top Compare pilot Design a * Build in-house * Implement a
business goals, and potential use case as a results with scalable target capabilities via DEYERVEIN]S
data assessment fast, end-to-end initial architecture targeted Cockpit to track
opportunities, (Availability, MVP hypotheses (e.g., training, KPIs (e.g., DLI,
and success KPls Usage, Quality) S Assess RO, Lakehouse, Data playbt?oks, and DVF, Data-to-
. Ops, coaching Revenue)
* Map existing * Calculate Data proven lessons learned, e
data sources, Leverage Index templates (e.g., and scalability  Establish a Data * Conduct
constraints, and & Monetization Snowflake, dbt, potential Develop a 12— Value Office quarterly
priorities Value Index Power BI) 18 month with clear roles reviews to

refine, expand,
or retire use
cases

* Maintain a
continuous
innovation cycle
—the “Data
Value Flywhee

|II

(N
ovemcore
LN_J



Intro

Fit for Succession 30 Days 60 Days ) _ ( Outro

Novemcore has desighed a clear, seven-step framework for data value monetization.

IT Setup Optimization

Data Value Monetization

“
Software Setup
Enhancement
G J
“
System
Integration
G J
“
Process
Automation
G J

N

N N

N U R

e N s
#1: Value- #2: Data #3: Rapid #4: Pilot #5: Scale #6: Enable #7: Steady
Vision Value Pilot Value Blueprint & Transfer Value
Works Quick Scan Sprint Review Tracking
* Alignon * Rapid maturity * Execute the top Compare pilot Design a * Build in-house * Implement a
business goals, and potential use case as a results with scalable target capabilities via Data Value
data assessment fast, end-to-end initial architecture targeted Cockpit to track
opportunities, (Availability, MVP hypotheses (e.g., training, KPIs (e.g., DLI,
and success KPls Usage, Quality) > (Dl il Assess ROI, Lakehouse, Data pIaybt?oks, and DVF, Data-to-
_ Ops, coaching Revenue)
* Map existing * Calculate Data proven lessons learned, e
data sources, Leverage Index templates (e.g., and scalability * Establish a Data * Conduct
constraints, and & Monetization Snowflake, dbt, potential Develop a 12— Value Office quarterly
priorities Value Index Power BI) 18 month with clear roles reviews to

* Identify high-
impact use
cases with clear
business value

* Benchmark vs.

peers and
identify quick-
win
opportunities

* Measure real
business impact
immediately

Provide C-level
recommendatio
ns for next
steps

roadmap with
clustered use
cases and clear
priorities

Define resource
needs, budget,
and skills plan
for realistic
execution

and
responsibilities

* Reduce external
dependency to
below 20%
within six
months
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cases
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PP ——
Align the PortCo with your objectives and be SET FOR INVESTMENT ONBOARDING.

Aspects Work Results Selection of Our Experts
'8 , Reporti S Heinrich Stilling
. Gain full transpa‘lrency for yog and the f’ortCo | p P;szognkg Julian Molitor, CFA External Tax Advisor
Gain management with best practice repQrtlng Finance & Digital Experte (Ex-Oliver Wyman, Ex-Verve)
Transparency structures. Roll out a scalable reporting setup " Auto-KPI (Ex-PWC / Strategy&) g
aligned with your goals (ValueWorks( viore ®). _~"" Reporting @y (‘Learn more (%))
L
a8 Create value with efficient and automated Best Practi w
. " est Practices &l . .
Enable internal processes, best practice IT setups B e pion § S Dr. Wolfgang Faisst Max Kirschbauer
Efficienc suntm‘g the company’s business m.odel and P~ N Digital & M&A-Expert Due Diligence, M&A
y creating a strong growth foundation. X Eﬁe:cst“"es (Ex-Bain, Ex-SAP) (Ex-valantic)
Tax optimization ®
Drive scaling and growth by smart finance and g Digital Value sy
. P -
Fuel digital setups allowing for data driven decision l g Exploitation Plan Our Value PrOPOSItlon
Digital Growth taking, automation, and future business x-‘ Execution o
models. Measures & Effect ~2>  Strong experience and expertise
v ( 40+ value creation projects 10+ year PE experience 8+ industries )
[ Above . Not n o egege
0 Pay only if satisfied gl satisfied useful \(> Unique analytics capabilities & approaches
‘ — 0% , p
Best practice ‘// Tax! & corporate 4 Data and digital
reporting setups \_ finance quick wins / \_ value monetization /
Satisfied . .
Entry Offer © »3 O Unique software solutions & data
e g __o<ET
Pricin -100% . ) / /
Plan & Roadmap ® . J , Reporting & IT /" Partner of leading [ 1,000+ sector specific / Software usage &
‘ Setup software solutions / \ business KPIs / \_ integration data /'

Maximum value, minimal risk. You only pay if satisfied.

1) Tax advisory services are provided separately by external tax advisor Heinrich Stilling and invoiced under the German Tax Advisor Fee Regulation
(StBVV). The shown package price serves simplification and includes separate services, detailed on request, in consultation, and before engagement.

[
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https://www.novemcore.com/software/valueworks
https://www.novemcore.com/kontakt

Intro [ set for Investment Onboarding ) -
i

Our investment onboarding checklist provides valuable process guidance.

X

Onboarding
Checklist
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https://www.novemcore.com/kontakt

Intro Set for Investment Onboarding

Questions & Answers

Julian Molitor
Founder | Novemcore

julian.molitor@novemcore.com
+49 176 4158 3622
Www.novemcore.com

' CalvinstraBe 21
10557 Berlin
Germany
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