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DAVID JONES

Since 1838, David Jones revolutionised the
way Australians shop, and became a social
destination acting as an author of memories
for past, present and future generations.

Trusted by the world’s most exclusive brands,
David Jones champions excellence to inspire
new boundaries.

David Jones’ foundation of innovation and
progress has established the brand to be
Australia’s original influencer in fashionand
 lifestyle, always embracing its respon51b1hty
~ tobeavoice of change for our community,
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Brand / Vendor Partners

David Jones has a mature Rebate System in place with hundreds of active Vendor Trading Agreements,
resulting in thousands of Claims annually

Over 950 Active Over 1,200 Brand Circa 750 Active Over 8,000 Claims
Vendor Partners Partners Agreements Annually
average 170 Vendors = average 250 Brands = additional 120 “roll-over” Physical 2024 YTD
80% of Sales 80% of Sales agreements under review 5,800 claims
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Importance of Rebates in David Jones

Partnership in rebates

“evolving rebates from a blunt instrument

60.00% o o Q 9
to a surgical tool, wielded to drive precise
51.03% 0
50.00% a8.07% 49.05% and meaningful outcomes”
40.00% B /‘ 2020
32.11%  31.82% 33.27%
30.00% - 28.85% n m 2021
23.93%  23.02% . 2022
2065% 50110 023
20.00% — —
m 2024
1000% — — -
0.00%
Promo & Clearance Support Retail Media Intake Based Rebates
i . .
Decline in volume (intake-based rebates)
— Increase in monies where there is mutual benefit
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Challenges in Implementing a Rebate Strategy
Some of the biggest challenges with a robust rebate strategy

Lack of Governance Lack of Consistency Lack of Knowledge “Silent” Financial Leakage
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Overcoming Challenges

Create Consistencies ...
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Organized Rebate

Management

Regular Audit

Cadence

Robust

Governance

Employee

Trainings
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A place for everything

Organised Rebate Management and
Everything in its place

System Generated / Automation “One Stop Shop”

’ DAVID JONES
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Transactional Data

Organized Claim Creation and Tracking

Store all Agreements and Approvals
Reportable
Auditable
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Regular Audit Cadence

David Jones conducts 2 types of Audits

Formal Audit

“Friendly”
Audit
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Driving Governance

Rebate Governance is not just about
Governance ...

... you also need to have robust

systems and processes in place
to support strong governance...
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Untangling the Knots

But we have all these
inconsistencies???

Where do we
even start???

What is the big
picture???

There are like a
gazillion forms???

What’s
agreements do

we have in
place???

Who will be the
watch dog???
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Start at the Beginning

The best time to negotiate a rebate strategy is at the time of onboarding

Legal Documentation Consistent
Negotiations
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Legal Documentation

Legal Documentation map including VTT and VTT variations

SUPPLIER
ONBOARDING

CONDITIONS
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SUPPLIER VARIATIONS TO
CONTRACTS

ADDITIONAL
INFO
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Consistent agreements | Negotiation Template

Support Document to facilitate consistent negotiation

Standardising Terms: Wording Guidelines

Local, International

Local, International

Local, Dropship Only,

International

Local, Intemnational

Local. International

Local, International

Elevate @/ﬂu (’7&\/1 Aﬂ,

by Enable

3 options: % of Intake at cost, % Markdown at
cost or $ Cap

3 options:
Indent, ASR and/or Consignment
You can negotiate all 3 if relevant to your vendor

3 options: % of Intake at cost, % Planned Sales or
$ Cap

3 options: 100% vendor funded, mutually funded,
or 100% DJ funded

Always a % discount of first order at cost value, ex
GST

Always a % discount of first order at cost value, ex
GST
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Approval Process

Centralized approval process to ensure consistency

An approval process have been implemented with layered delegation

. Load signed VTT
Merchandise into DJs Rebate

Negotiate VTT Standard Terms

Team System
—_—
—
Commercial
Finance Approved

Chief Financial
Officer Review VTT Approved

Do not

Proceed

Vendor
Onboarding
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Document Storage

David Jones Rebate System houses all Documentation relating to Vendor Agreements

HISTORICALLY TODAY
v" Signed Vendor Trading Terms Signed Vendor Application Form
v" Vendor Claim Approvals Signed Vendor Trading Terms
Vendor Claim Approvals

Signed RBMA for Concession Partners

Signed Variation Documentation

NN NN

Exclusivity Letters ...

A place for

everything
And Everything
in its place

“One Stop Shop”
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Reporting
David Jones Rebates system has an export functionality, supporting various levels of Reporting
en=able G g et 15100
60.00%
51.03% OO
50.00% T A8 07% .
40.00% —
m2020
1% 318 %
28.85% m2021
30.00% | o -
23.93%  23.02% o2
) 21.65% 20.11% 2023
2000% — — — —1768%———— w2024
1000% = = —
0.00%
Promo & Clearance Support Retail Media Intake Based Rebates
Copyright® Enable, 2024. Version 3.3.3 Build 5325fba7c2
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Training
There are multiple sources of Training & Support on Trading Terms and Governance
Onboarding Pre-Recorded Training Material Cheat Sheets and
Training Training Videos and Work One-Pagers
Refresher Training Instructions
External

Facilitation
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But we have all these
inconsistencies???

Where do we
even start???

Standard Terms vs Variat
Approval Process

What is the big
picture???

There are like a
gazillion forms???
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What’s
agreements do

we have in
place???

Who will be the
watch dog???
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Governance moving the dial ...

40% of agreements not loaded
into DJs Rebate System

Goverance Project Inception

mVTT Recorded  m VTT Expired VTT in Negotitation

.. using better governance to
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10% outstanding agreements

Governance Project To Date
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orded mVTT Expired VTT in Negotitation NoVTT

achieve better outcomes with
rebate programs ...
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Success is a journey
Not a destination”

c) ? o Arthur Ashe

o
0/ The doing is often more important than the outcome
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Thank you!
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