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= f‘:' Limited “spot” buying
-~ = 2/3 services — 1/3 materials

"= Part of ExxonMobil global procurement function

® 45 B% annual spend globally - ~90 countries



_ Explolt EV global procurement strategies & leverage
ﬁ_"’:f‘-‘;; e Total System Cost based commodity strategies

- * Multi-country agreements where practical
® | ow-cost global sourcing capability

® Transaction automation
® Eliminate manual transaction activity — supplier collaboration



o\ amtenance Services that support on-going operations

'« Engineering and consultant services

e Project/drilling engineering and construction materials and
services

e Other services — transportation, corporate services, travel,
computer systems and telecommunications

e Feedstocks, blendstocks, chemicals, additives, packaging
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—~ —QQJI'? hlcally dispersed and organlzationally fragmented

rligja) it mber of suppliers, low value, high transaction volumes

- Mi 6 often less than 10-15% of total budget for goods and services

—. k& =nsact|ons often manual/paper based
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e Procurement functions currently focused on:
— Critical services with high spend and potentially high leverage
— LLabour availability, quality concerns and escalating costs

— Major capital projects - schedule slippage, escalating costs
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~* many suppliers » few suppliers
» low differentiation » high value, high cost
|  technical features

=  high cost of change
=S Low Cost Low Cost Unique
= Commodity Product/Service
—— * many suppliers « few suppliers
* little differentiation * high/moderate level
* low value/non- of differentiation
strategic * high value — really?

—
Value to the Business
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> rlign) mvenrqr\ SVEIS/CE5IS
SSHoNagE costs, ohsolescence, inventory trackingi and reconciliation

> gl f}jortation costs
J_—i'“ 'rfiai‘l loads, multiple deliveries from various suppliers/locations

= '_rfL “agreement admin and supplier relationship
— fmanagement costs

= -1. i

- e Many agreements, many suppliers, many line items and prices

e IHigh Maverick spend — fragmented leverage, excessive
“shopping”

® Poor guality control leading to poor operational reliability
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Sieinlefzife fr requwements - minimize supply base

PRIIEY consolldatlon — national agreements with

_-jﬁacturers but local distribution

p—

‘ -_-" “-ZI':hl_rd -party” buyers for low value/high volume items

i

e Integrated supply — link procurement, logistics and on-site

handling

e Automate transactions and payment processes
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End User
Requisition

Catalogue
And BOM'’s

Automated
Purchase Order

National
Agreement

Supplier(s)

Site(s)
Open Bins
(low value)

3d Party
Central Warehouse

Site(s)

|

Staging

Supply/Logistics
Integrator

Site(s)
Direct Use

(Pick-up or delivery)

Optimizes loads,
delivery schedules,
routes




N . =
Imperial Oil -

MRO Prodiidimant — SunliEl

o — —

VRENSOCHEMERtInEyAetNEstrategic Ut tisHmportant/ s

Commor-l-} segmentation supports focus on higher value
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Pr]ncl-”r -of Integrated supply key to maximizing value at
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~ — 39 party buyer for low value, repetitive items

— Integrated ordering, optimized delivery and warehousing
e Automation of high volume transactions

* Organizational discipline to exploit process
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