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“= Forward-Looking Statements - Disclosure terms

This presentation may contain forward-looking statements based on current assumptions and forecasts
made by Bayer management. Various known and unknown risks, uncertainties and other factors could
lead to material differences between the actual future results, financial situation, development or
performance of the company and the estimates given here. These factors include those discussed in
Bayer’s public reports which are available on the Bayer website at www.bayer.com. The company
assumes no liability whatsoever to update these forward-looking statements or to conform them to future
events or developments.

Legal Notice

The product names designated with ™ are brands of the Bayer Group or our distribution partners and are
registered trademarks in many countries.

/1 This presentation is based on speaker’s professional experience. Not necessarily reflects Bayer’s full policies and guidelines.


http://www.bayer.com/

External Manufacturing as the

"Procurement’s Operational Arm"
Accelerate, Cultivate, Innovate!—Managin
Relationships With The Modern Supplier

/- Trends on procurement roles and the necessity to have an operational perspective
/- Different approaches from different business necessities

/- Trends and Tips on how to best manage CMOs, 3PLs and Clinjcal Trials partners.

/I The concepts here presented are based on author’r background, not necessarily representing all Bayer policies
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“ A Complex World
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Procurement X Relationship Roles
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Long Story Short

To manage the complexity of an operational relationship



“  Managing the complexity
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“49  Managing the complexity

4.320 km
USA = 2540 k

4.328 km
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/1 This presentation is based on speaker’s professional experience. Not necessarily reflects Bayer’s full policies and guidelines.
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Managing the complexity
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“  The Contract X The Reality

In Logistics, contract is based on this...

/1 This presentation is based on speaker’s professional experience. Not necessarily reflects Bayer’s full policies and guidelines.



49  The Contract X The Reality

...but sometimes the reality is different

This presentation is based on speaker’s professional experience. Not necessarily reflects Bayer’s full policies and guidelines.
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«+» The procurement guy....

/1 This presentation is based on speaker’s professional experience. Not necessarily reflects Bayer’s full policies and guidelines.



“  The Outsoucing Way FierceBiotech

BIOTECH RESEARCH CRO MEDTECH

Bayer contemplating outsourcing more R&D as part of
restructuring: Reuters

by Joseph Keenan | Oct 16, 2018 2:24pm

\“

i
(i
I

Pm——
[
ot
Pt —matemed
———
et
Jr—
r—
s—
—"
p—— )

Ll

——i
—_——
——t
——
P—
—
—
Em—
et

Bayer is contemplating cutsourcing more of its R&D as part of an overall restructuring
plan, Reuters reported, citing the German pharma giant's work council.

/1 This presentation is based on speaker’s professional experience. Not necessarily reflects Bayer’s full policies and guidelines.
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The Roles at Procurement

Procurement
Sourcing Purchasing

Demand analysis, market Opening purchase orders,
research, supplier managing operational
evaluation, supplier tasks, and communicating
selection, bidding, contract with the supplier, auditing
negotiation, supplier order delivery and tracking
insertion, supplier orders already received,
relationship management, receiving and authorizing
supplier performance orders and processing
management payments.




«+ Relationship Important Insights
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Bayer External Manufacturing Model

/1 This presentation is based on speaker’s professional experience. Not necess:
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The new procurement model

Manual processes with limited
or no tech-deployment

»  Mon-standard procesaes

+  Low/no tech utilization

» Resgurce affort not optimized based
on sk, criticality, value

»  Right balance not found batweean
epeed and risk/complisnce

+ Lack of clarity on roles and
responaibilities

+ Poor data capture from procurement

PrOCEssas

/I The concepts here presented are based on author’r background, not necessarily representing all Bayer policies

Streamlined processes, empowered
with basic tech solutions

» Standard and optimized processes

» Use of tech solutons ke unified
S2F platiorm. RPA. rule-based
chatbhots, kmited use of raditional Al

» Clear roles and responsibilities

+ More bandwidth directed to strategic
activwities

» Improved data capbure

afep-chanmge in efficiencies and rescuilts (ke
cost savings) with use of fech-drven 52F
procesnes

»

Leading edge process workflows,
advanced technology and
Gen Abbased solutions

» Judgment-based procesaes enabled
through generative Al capability

» Sophisbicated end-user experience
through intelligent wirbual assistants

»  Max procurement team bandwidth

deployed towards sirateges tasks
» Advanced data gowernance and data

qualty to enable maximam genarative
Al impact

» Enhanced value delivery while
rexguaning lower manual intenvention

fransformative procuremernt reswts, with
genarative 4l sugmeniing procuremant feam
skillzet, adding sigmificant vaiie in
judgment-based activiiies, and further
enhancing transactional activities
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I think we may
have o solution to

all our problems,
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Key Relationship Factors

Paddleball
When you send
good balls,
odds are you’'ll
get good ones
back



Manage Business and Relationship with

TRANSPARENCY
HONESTY
SINCERE COLLABORATION

helps in getting full Trust



100% of customers are people.
100% of employees are people.
If you don't understand people,

...you don't understand business.

Simon Sinek, 2009




4 PEOPLE

Keep the Innovation Alive!

/1 This presentation is based on speaker’s professional experience. Not necessarily reflects Bayer’s full policies and guidelines.
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Trends & Challenges in
Pharma Sourcing and
Procurement

FINAL COMENTS AND
TIPS

Build up a trustful relationship,

focused on
Customer needs

and helped by the
humanized technology




Closing....

There are two rules for the success:
1. Never tell everything you know.

Roger H. Lincoln

Detroit City councilman, Juvenile Justice Court judge, and author

See you on CTS 2026 ©



Thank you

And please provide your
feedback
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