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I Tendering remains a challenge for global enterprises

Are we missing I We need to plan - how
important tenders? big is our market?

How do we discover What is the best
public tenders? price to bid?

Do we have enough How to handle tons of
time to prepare our documents for tender
tender responses? submission?
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OUR MISSION

Our goal, in Cube RM, is to empower large enterprises
to accelerate revenue growth and be more productive
in the process. We do that by offering a Revenue
Management & Optimization software suite including
an intuitive Tender management & CPQ system with
integrated pricing guidance. Leveraging state of the art
technologies like Natural Language Processing and
Machine Learning and software automation to help
companies efficiently create and evaluate sales quotes

& tender proposals and identify optimum pricing.



End-to-end tender management

Tender Central G;




I Tender Central |pro-active & end-to-end tender management

Discovery

Governance Qualification

Submission Preparation

Approvals Evaluation

360° view of your tenders planning and evaluation leveraging automated tender screening,
CUBE competitive intelligence, sophisticated workflows & audit capabilities, and machine learning.




I Discover New Tenders from Online Sources

CUBE [

CubeRM Suite

Fetched 30 of 497

Discovery

List View

TVYPE
1 Active
2 Active

Active
4 Active
S Active
6 Active
7 Active
8 Active
9 Active
10 Active
1 Active
12 Active
13 Active
14 Active
15 Active
16 Active
17 Active
18 Active
19 Active
20 Active
21 Active
22 Active
23 Active
24 Active

Discovery

Tenders

v QUALIFICATI

v

Attachment Templates

Task Templates

Tender Workflow Actions v User Settings

v

Accounts

v

CubeRMLogs

v

C. v LOTS v PUBLICATION v CUSTOMER v TITLE DEADLINE

DE 1 2019-09-23 GWQ ServicePlus AG Abschluss r nicht-exklusiven Rabattvereinbarung nach § 130 a Abs. 8 SGBVzuF  2020-11-1(

MK 335 2019-09-19 JZU Opsta bolnica ‘Borka Taleski' Prilep Medications 2019-10-17

RO 76 2019-09-19 Spitalul Clinic de Urgenta ,Bagdasar-Arseni” Furnizare medicamente 2019-10-24 TED
FR 14 2019-09-19 GCS Achats du Centre Appel doffres 2020: fourniture de produits pharmaceutiques: médicament: ut  2019-11-04 TED
ES 1 2019-09-19 Direccion General, Osakidetza Suministro de ociacion Lopinavir/Ritonavir (DOE) para todas las o 2019-10-21 TED
ES 1 2019-09-18 Servicio Andaluz de Salud, Area Hospitalaria Virgen del Rocio Contrato de suministro (CCA. 6295J+X) 2019-10-22 TED
HR 11 2019-09-18 Klinika za infektivne bolesti Dr. Fran Mihaljevic Lijekovi sa liste HZZO-a, terapija za HIV i hepatitis 2019-10-23 TED
PL 15 2019-09-18 Kliniczny Szpital Wojewédzki nr 1 im. Fryderyka Chopina w Rzeszowie 2019-10-25 TED

[ PL 35 2019-09-18 Samodzielny Publiczny Zakiad Opieki Zdrowotnej w Bochni ,Szpital Powiatowy” i 2019-10-24 T

DK 2 2019-09-18 Amgros /S 2019-10-29 TED
DK 6 2019-09-18 Amgros 1/S 2019-10-25 TED
RO 113  2019-09-18 Spitalul Municipal de Urgentas Roman Furnizare medicamente si substante farmaceutice 2019-10-24 TED
DE 1 2019-09-17 GWQ ServicePlus AG Abschluss einer nic ereinbarung nach § 130 a Abs. 8 ( 2020-11-10 TED
PL 10 2019-09-17 Centrum Onkologii Ziemi Lubelskiej im. $w. Jana z Dukli wa lekow midyna, sucralfate, immunoglobulina 2019-10-24 TED
PL 60 2019-09-17 Samodzielny Publiczny Zakiad Opieki Zdrowotnej wy lekéw i materiatéw medycznych 2019-10-24 TED
cz 10 2019-09-17 Fakultni nemocnice Plzed pravky 2019-VII 2019-10-18 TED
cz 33 2019-09-16 Nemocnice Na Homolce Ramcova dohoda na dodavky antibakteriaini latky pro mové pouiti 2019-11-04 TED
RO 18 2019-09-16 Spitalul Judetean de Urgentd Sfantul loan cel Nou™ Suceava -cadru de achizitie publicd de medicamente, divizat pe 18 2019-10-23 TED
DK 1 2019-09-13 Amgros 1/S 30.k 2019-10-29 TED
RO 327 2019-09-13 Serviciul de Informatii Externe 2019-10-21 TED
PL 80 2019-09-13 Szpital Uniwersytecki w Krakowie w medycznych, dietetycznych srodkow spec  2019-10-21 TED
PL 55 2019-09-13 Szpital Miejski Specjalistyczny im. Gabriela Narutowicza w Krakowie armaceutycznych, mieka dla niemowlat & 2019-10-21 TED
DK 11 2019-09-13 Amgros 1/S 2019-10-21 TED
cz 1 2019-09-13 Krajska nemocnice Liberec, a.s. i€inné latky Everolimus 2019-10-16 TED

[ @2 & e @S

CUBE ]

Online connect

Connect to and
automatically screen
online tender sources

Tender
information

Contracting authority,
Key dates, Budget, and
other relevant tender
information

salesforce




I Natural Language Processing (NLP) to find more relevant tenders

Multiple Online
Sources

Multiple Multiple
Countries Languages

NLP

Smart Search Product
categories &
keywords

Similar and
misspelled
terms

CUBE [~



Qualify New Tenders

Qualification score

CUBE [ A Seorch Sulesforce Weighted score based on many criteria

CubeRM Suite Discovery Tenders ~  Attachment Templates  Task Templates  Tender Workflow Actions ~  User Settings ~  Accounts

Focus on tenders with
e i Keywords more relevant keywords
identified

Fetched 30 of 494 Load more

TYPE v  QUALIFICATION C..w LOTS s~ PUBLICATION ~ CUSTOMER

1 Active DE 1 2019-09-23 GWQ ServicePlus AG Fo-cus .On tenders
Budget with high or low

2 Active MK 335 2019-09-19 12U Opsta bolnica ‘Borka Taleski' Prilep

3 Active RO 76 2019-09-19 Spitalul Clinic de Urgentd ,Bagdasar-Arseni” bud get values

4 Active FR 14 2019-09-19 GCS Achats du Centre

5 Active ES 1 2019-09-19 Direccién General, Osakidetza Focus On tenders With
6 Active ES 1 2019-09-18 Servicio Andaluz de Salud, Area Hospitalaria Virgen del Rocio S uccess ra te S h Ig h pro babil |ty of

7 Active HR 11 2019-09-18 Klinika za infektivne balesti Dr. Fran Mihaljevic Wi nn i ng

8 Active PL 15 2019-09-18 Kliniczry Szpital Wojewodzki nr 1 im. Fryderyka Chopina w Rzeszowie

9 Active PL 35 2019-09-18 Samodzielny Publiczny Zaktad Opieki Zdrowotnej w Bochni Szpital Pos

. o Focus on the most
10 Active DK 2 2019-09-18 Amgros 1/5 P rOfIta bl I Ity profitable tenders

11 Active DK 6 2019-09-18 Amgros 1/5

12 Active RO 113 2019-09-18 Spitalul Municipal de Urgentas Roman

Avoid tenders which

> -~ Supply capacit may result in suppl
o aie Supply vs demand PRIy cap 4 sho)ll’tages PPy

17 Active

petie Moiionic e . e Focus on tenders with
Strategic criteria strategic importance i.e.

salesforce high growth markets,
key customers, etc.

CUBE ]



CubeRM Suite

Discovery
m List View
Fetched 30 of 1382 Load more

TYPE

Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated
Anticipated

Antirinatad

CUBE ]

Discovery — Tenders s

v QUALIFICATI...

Attachment Templates  Task Templates

PUBLICATION v CUSTO..

2017-10-12

2017-11-08

2016-03-08

2016-12-20

2016-04-04

2016-04-04

2016-04-25

2016-11-09

2017-09-29

2016-03-30

2017-06-21

2018-10-10

2017-04-06

2016-04-05

2016-06-22

2018-02-06

2017-05-08

2019-03-08

2016-11-03

2NTTNADT

Sykehusin...

Sykehusin.

CHderlag...

Klinikum S..

Assistance

Dumfries ..

Load more

Search Salesforce

“  TITLE

NO gas syste
A monitoring
LGT15-P029
Daiadu labo
Dazadu labo
DaZadu labo
Medicament
Tumoro nekr
JFurnizare Se
Analizator za
Fourniture d
Lieferung Biv
Dostawe pro
LocTasxa Ha
Dodavka dia;
Fourniture, Ii

Vereklivipuc

Hillibimisan:

Dimmrs immes

Tender Workflow Actions  ~

DEADLINE

2017-11-17

2017-12-11

2016-04-11

2017-01-23

2016-05-20

2016-05-20

2016-06-08

2016-12-20

2017-11-06

2016-05-13

2017-07-24

2018-11-15

2017-05-17

2016-05-16

2016-08-15

2018-03-16

2017-06-19

2019-04-10

2016-12-14

2NI7.NRAT

User Settings  ~

~ S0OURCE
TED
TED
TED
TED
TED
TED
TED
TED
TED
TED
TED
TED
TED
TED
TED
TED
TED

TED

I Plan ahead with Anticipated Tenders

Cube Settings

~

. Y Filters

Select Sort By

Tender Types: Active

Keywords
Qualification Index
Publication Date
Deadline

Contract Start

Contract End

Budget

Products

CPV

& Refresh

v | Anticipated

Anticipated
tenders

Automatically
create anticipated
tenders

that may be
published

in the future based
on past awards and
contracts expiration
dates

salesforce




I Bidding Information & Competitive intelligence

Search Tenders and mare.

Cube RM Suite Home  Chscowery  Tenoers s &nalytlcs s Attachment Manager  Accounts w  Prducts tolecules

Tender
United Kingdom-Salford: Medical consumables

Deadline
31/a8/2021

Qualficaticn [ndex Contracting Autharity
WA AT MHS Shared Business Servicas Ltd (NHS SBS)

Total Budget
EUR 12,570,000.00

[mport

ExTenders

Dashboaros s

e ports

w Usersstrings

+ Follaw Clene Delste fctiens Submit fer Apprval

I _ _ — — _ _ -‘.'.'.\l.a raso B

Detalls Customers Lots Cpportunities Trail Activity Documentation Chatter Cutcome
m Tender Lots Tenders > Unfted Kingdom-Salford: Medical consumables - concel | v
Cataract lenses
& items Show 411 () m
Sparch this hat.. Lat Quantity Eudget Eid Frice Probability Te win - Cptimum Price Pretability for Cprimum Price
1 10,090 €400,200.00
Surglcal equipement
R T Y Lot [nfo Criteria @ Products £%) Scorscards @ Pricing Documents 57 Outcome
Did nat bid -
Intraocular lenses ) P ) + &
roduc o
Quantity: 13500 £1,500,000.00
() G Product From Product Reference + Product Name Blddear Type Bidding Company Quantity List Prie= Discount Unit Pric Total Price Total Price [BC]  Est.
Phacoemulsification Machines 1 Alzan ACRYSOF 1 105 ACRYSOFIQ D, Dhstributar Medical supplies Eur.. 10,000 £37.37 £35.00 £350,000.00 £350,000.00 -
uantity: 15 £5,500,000.00
Q t ! Dml i 2 Abbott Madical Cptl..  ACRYSOF [ [OLS Diract Abbatt Medical Cptl.. 10,000 £€37.37 €38.00 £380,000.00 &3enoo000 -
no’
3 Jahnsan & lehnsan ACRYSOF [ 10LS Diract Johnson & lohnsen 10,000 £37.37 £36.00 £360,000.00 £360,00000 -
Witrectomy hMachines, Consumables and Accessorles
A Toiss BCRYSOF 14 I0LS Diract Teis 10.000 &3r.ar €38.00 £390,000.00 £390,00000 -
Quantity: 1200 £780,000.00
Did not bid ) Meatranic BCRYSOF 15 (LS Cirect Meatranic 10,000 £37.37 £36.00 £360,000.00 €360,00000 -
Ophthalmlc Viscoelastlc Devices (OVDYs, Solutlons ..,
Quantity: 2550 £1,890,000.00 Dellvery Plans (2} + aga
Dd not bid
¢ Dalivery From Dalivery To Ship To Quantity Available Capacity Unit Price Total Price Uk Quantity Commitment
Cataract lenses
Cataract lenses — all types - dstalls ame providea within the 1 |2021-0601 2021-06-30 000 A 200 €35.00 €210,000.00 v
tender specificatian. 2 | 2c210701 2021-07-30 4000 v 3.200 €35.00 £140,000.00
Quantity: 13300 €£400,000.00
Surghcal, Catamct Awardsd
Notas
burs Gusly  Gurng
Quaty (30)
p— P— T — seone
L r— peater = o=
2 asbon et opees s e r— P
FRT T —. Pru T —— = om
& b it Ot Pratu Suppening baps P
FRT——— P nson -
G Ashon et Opees s - = o=
7 akem P [— = om
Atom et PRA—— - o
- - Expected score for company and
0 Aros ot Supponing raps P
. g . . .
" Aes peatcr F— - o
CUBE = . D competition (quality, pricing, total)
3 o ulchmn P PR —— P
% sowamn & lchwen Pru [e—— = om

Bidding info

Company and
competition

Product & Company
reference/similar
product

Distributors/partners

Pricing: list price,
discount and final price

Units & UoM

Delivery plans

Delivery information
including requested
guantities per time

Supply shortage
indication




I Outcome Tracking

allw Saarch Tenders and mars.

Cube RM Suite Home  Discovery  Tenders v Analytics s Attachment Manager  Accoumts v Products

Y e

United Kingdom-Salford: Medical consumables

Quahfication [ndax Contrmcting Authority
TR NHS Shared Business Services Ltd (NHS 5B5)

Deadling
31/05/2021

Total Budget
EUR 12,570,000.00

Molecules

Import v ExTengers v Dashbosras o Reports v User Settings

+ Fallaw

Clone

Delste | Adtiens  Submit for Approval

— _ _ _ — _ aw;mg

Details Customers Lots Cpportunities Trafl Arthlty Documentation Chatter

m Tender Lots

&tems

Tenders » Unlted Kingdom-5alford: Medical cansumables

m Cataract lenses

Quantity
10,000

svow st @)

Search this list... Euaget
€400.000.00
Surglcal equipement
Quantiy: 20000 €2,500,000.00

Did not bid

Lot [rfa Criteia &% Products

Intraccular lenses

Quantity: 13500 Avardees (2}

€1,500,000.00

i) i 1) ' To Awardes Product Referenca Bidder Type
Phacoemuilsification Machinas
Quantity: 15 €5,500,000.00

Jahnson & J...
Did not bid

ACRYSOF 1 IGLS Direct
Witreckomy Machines, Consumables and Accessorles
Quantity: 1200 £780,000.00

Did not bid

Ophthalmlc Viscoslastic Davices [OVDY's, Solutlons ..
Quantity: 2560 €1,890,000.00
Did not bid

Cataract lenses
Cataract lenses - 5il ypes - oBtsils 3re proviasa within the
tender specification
Quanitity: 10000

Surgical, Cataract

£400,000.00
Awardsd

CUBE ]

€%y Scorecards

Alzn ACRYSOF Single-Plece...  Dirct Alzn

Cutcome

Probability To Win

&) pPrcing

Bidding Company

Johnszn & Johnson

Optimum Price Probsbility for Optimum Price

Documents 52 Outcome

Product Name Quantity Total Pri Total Pric (BC)

8,000 £312,000.00 £312,000.00

2000 £84,000.00 £84,000.00

Purchase ...

Reason

Claar ang capy fram big + adg

Est. Frop. Quantity  Prop. Price

I Outcome

Awarded or not tenders, Won / Lost /
Partially Won

Award and Competitive
intelligence

Quantity, price, and revenue per
product for the company and the
competition.



I Tender Predictive guidance using Machine Learning

ewe < W e aiestorc )
CUBE Q\ Search Salesforce *|~ ’) m ‘ H
:it  CUBE RM suite Tenders »  Opportunities v DealWorkbox  Attachments Manager  * Final Bid Scenario ~ X

Tenders > Supply, Installation and Maintenance of Diagnostic Imaging Equipment
Scenario : Bidding scenario
Diagnostic Imaging Equipment, Maintenance and Installation

D Tender Lots
6 )

I Forecast Performance

3 items (6 total Show All )

v" Estimate probability to win, scores,

Search this list Lot Qua Budget Bid Price Optimum Price
LotNo: 1 1 €400,000.00 €370,000.00 €358,333.33
3rd Party and Install Base Mainte...
OEM and 3rd Party (Multi Vendor) [
¢ 2 g/ LotInf
maintenance and servicing of... b
Quantity: 15 €50,000.00
Criteria
o |
Contrast Injectors and Consumab... W Products
Framework Agreement for the supply,
installation, and/or maintenance of. ?.m, Competit
Quantif ty: 15000 €67,000.00
(2 Scorecar d
gnostic Imaging Equip &) Pricing
Supply, Installation (including pre-
installation works undertaken as a < Attachments

Quantity: 1 €400,000.00

[\

¢« CompetitorA

Competitor B (

and revenues
v' Company and competition

I Pricing Guidance

v Get optimum price suggestions

v' Maximize Revenue, Profit, or
other KPI

358.333 €

CUBE ]

) I Forecast Winners

v" Find the most likely winner

salesforce



The Journey to

Multiple benefits from transforming tendering to a

Tender Exce”ence strategic, plannable, and globally coordinated business

Increase Revenue  Increase Profitability = Higher Efficiency  Increase Success

Ensure compliance & Better management  Continuous Tender
Plan ahead Avoid out of stock

REIES corporate discipline & reduced risks Improvement Fulfillment

Discovery Qualification Preparation Evaluation  Approvals
Increase tenders’
visibility using NLP

& anticipated tenders

Submission Governance Contract

Execution
i i i ML-based Pricing
no Bid guidance preparation effort puidance nd workflows

Continuous development by introducing new tender initiatives and enabling technologies throughout the tender cycle and beyond!

CUBE ]



CUBE [~
E; Cube RM Tender Central

Customers cases




I Customer case: Bavarian Nordic

CUBE [~

s |
t'e? b ASTRID BUYS

‘ Global Head of Tenders & Pricing
\
u L |

Cube RM Tender Central offers to us a true 360°
view, monitoring, and control of our tendering
business, helping us to plan ahead strategically for
new tenders and improve our tender process
efficiency and sales performance.

BAVARIAN NORDIC




October 2021

Astrid Buys

Global Head of
Tenders & Pricing

CUBE &

CUBE RM: Bavarian
Nordic's Implementation
of a tender system

BAVARIAN NORDIC



EAAvVARIAN NORDIC

Bavarian Nordicis a fully integrated vaccines company focussed on the
development, manufacturing and commercialization of life-saving vaccines

- S — _— " - = ” :
- : : : . l
= alemBlEy o S S . - ’




Background on decision to implement new CUBE [
tender system

Commercialization of
new assets

Expansion of
Commercial Team

AAAAAAAAAAAAAA



Key Pain Points

‘;I;‘ Centralized tender department

b [F

PSR Y

Limited resources

No single point of reference for tender
information

Lacked structured award and competitive
intelligence for tenders

Limited visibility for new tender opportunities

No method to structurally qualify new tenders

Business alignment

CUBE ]

BAVARIAN NORDIC



Questions we were asking CUBE [

Where to play? What
markets should we

focus on, what does it How to play? Blind Spots T&C Roadmap

mean for workload?

» Size of Tender Business per * Tender award Criteria per + What should we know *  When do what

market market (& tender) which we don't? opportunities
« Number of Tenders « What quality criteria are occur?
- Size of tenders (volume) the most commonly used
« Duration of tenders and where?

BAVARIAN NORDIC




CUBE ]

Implementation

Requirements
of internal

stakeholders
were assessed
(Commercial,
Finance, Supply,
Legal)

Specific vendors
were evaluated
and assessed
according to the
internal
requirements

Project plan was
discussed with
CUBE RM, our
chosen vendor

Market Report
to inform about
where to play +
what to screen

Uploading of
existing
information into
T&C Calendar

Adding tracking
functionalities
to the
T&C Calendar

T&C Calendar

BAVARIAN NORDIC



Solution provided by CUBE RM

Prepoie M deAn enE en1) FRarTeeriny PO Ternde:

NN 20

CUBE ]

Quick & easy access for
management of tender
information

Effective tracking of tender
outcome & sales performance
NLP based access to online
tender info

Bid-No Bid decision guidance
Facilitated better business
alignment

Connecting to multiple online
tender sources

BAVARIAN NORDIC



Derived Benefits CUBE <

visibility of existing and upcoming T&C

k Optimizing the commercial business by having
opportunities

Automated forecasting for easier sales & volume
budgeting, pricing governance guidance

Growing the T&C Business through
Not missing any opportunity
Being aware of tenders before they are published
M Improved win-rate with time through gathered intelligence
“One source of truth” ‘

Optimal filtering & prioritizing of opportunities . ’o

Improved overview of the tendering process BAVARIAN NORDIC




THANK YOU!

EBAVARIAN NORDIC



Customer case: CMR Surgical

CUBE [ CHRISTOPHER GRAY
European Market Access Manager

Partnering with Cube RM has helped us
fundamentally improve our tendering
business, with NLP and keyword based
smart search and a powerful qualification
index to prioritize our efforts and focus on
the tenders that matter the most.

o1

SURGICAL

Christopher Gray

Cube RM Testimonial Video

CUBE [~


https://cubermgr.sharepoint.com/sites/Corporate2/Shared%20Documents/General/Cube%20V2/BOARD%20MEETINGS/2021.10.17/Cube%20RM%20Testimonial%20Video%2002%20-%20CMR%20Surgical.mp4

I Quick and easy access to relevant tender information AR

R cHaLene _

No single point of reference
for tender information

* No regional overview of )
tenders and their status

 Tenders are stored ad-hoc in
various forms and formats
without any guidance

CUBE ]



I Seamless CRM Integration CMR

* CHALLENGE

Out of sync with the company’s
CRM (Salesforce.com)

: : : salesforce
» No clear guidance or relationship

between tenders & their respective
opportunities in the CRM »
« Important tender information like

criteria, key tender dates, and lot
info is either missing from SFDC
opportunities or needs to be
entered manually

« Contracting authorities need to be
manually mapped to SFDC
accounts

CUBE ]



I NLP and keyword based Smart Search for New Tenders Q\Ai

* CHALLENGE ) l

Limited visibility for new tender
opportunities

« Limited or no tender visibility for
selected/important markets in

Europe
« Reactive and not strategic planning

for new tenders

CUBE ]



I A Powerful Qualification Index Q"'R

* CHALLENGE

No structured qualification of new
tenders

Ad-hoc decisions per tender with
no clear or agreed criteria »
No record or justification for

“passed” opportunities

CUBE ]



I Business Alignment C\AR

* CHALLENGE

Lack of Business Alighment

 Lack of automation & central
governance
« No regional overview and control

CUBE ]



I Derived benefits Q\Ai

: Better overview of the tender business within Salesforce.com
D

Improved tenders' visibility and prioritization

| j Improved sales performance and process efficiency

CUBE ]



BAVARIAN NORDIC

SURGICALE

How Life Sciences companies are
using innovative technologies to
achieve Tender Excellence

<]

eorge.boretos@cuberm.com
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