Points of differentiation from a traditional simulation

Advantexe’s ability to create a 100% custom simulation for GO is the
reason they were selected as a partner for this project.

Advantexe’s simulation platform allows for the creation of a custom
simulation model, in this case to mirror the grocery store industry in
general, as well as to incorporate unique elements related to Grocery
Outlet’s business model.

Advantexe was also able to create and incorporate custom decision sets and reports to
highlight key information and decisions that GO Operators must consider and manage, as well
as custom images to make the simulation look and feel close to, but not exactly like, Grocery
Outlet.

Screenshots of the simulation, along with descriptions of the differentiators can be found
below.

Food Castle Simulation Typical Enterprise Business Simulation
Has 52 rounds simulating 52 calendar Consists of three or four rounds, with a
weeks. “round” representing a fiscal quarter or
year.
In order for the Food Castle simulation Participants play every round of a

experience to be most impactful and still fit | simulation.
within the timing of the overall AOT
program, it was built to include multiple
automated rounds.

e AOTs use the simulation during 7
sessions of the 16-session AOT training
program. During each session they
complete 1 month (4 weeks/4 rounds)
of simulation play.

e The months that the AOTs play were
selected because of their characteristics
and impact on the grocery industry and
the Food Castle Store (e.g., August was
selected for back-to-school and because
of the possibility it is a 3 pay-period
month, December was selected because
of year-end holidays).

e The simulation itself completes the
other 5 months based on the AOTs’




prior performance. These are “ghost
months.”

e Following each of the 5 “ghost” months,
AOTSs resume play and must respond to
the outputs of the “ghost” month. This
had the added benefit of prompting
teams to think short-term and long-
term at the same time.

Has eight departments and thousands of
individual product SKUs to order and
merchandise.

Is built with three or four products to sell.

The Food Castle simulation decision sets
include some high-level strategic decisions
combined with myriad granular decisions
needed to effectively run a store day-to-day
and week by week.

A round of play consists of only a series of
high-level decision sets.

In order to bring the simulation to life, the
Food Castle simulation includes a total of 48
unplanned situations (“wobblers”) that the
users must respond to in addition to making
the strategic and operational decisions
associated with running the store.

Contains two to nine unplanned
situations/wobblers.

For AOTs to effectively plan, especially with
regard to their ordering decisions, they
needed to see historical data for the same
week the previous year. As a result, the
simulation provides 52 weeks of prior
performance data, resulting in five times as
much code as contained in a typical
simulation.

Provides users with three years of historical
data at a very high level.

During the first simulation session (Month 1:
January), the AOTs set their annual strategy
and make their annual decisions. Next they
make decisions specifically related to the
month of January, and finally they make
their decisions for each week of the month.
In the next session, they come back to make
monthly and weekly decisions for the
simulated month of February. Each time the
AQOTs return to the simulation, they make

Participants make decisions for one time
period only -- commonly a quarter or a year.




multiple sets of decisions on both a monthly
and weekly basis.

The Food Castle simulation provides the
AQOTs with multiple reports on their weekly,
monthly, and annual performance, often by
department or category.

The simulation provides participants with
reports on their annual performance.

Had teams of two (the partners who will co-
run a GO store) so these participants are
more involved in every single decision, they
cannot sit back and let someone else drive.

Involves a team of 4-5 people making
decisions together.

Examples of Informational Screens

Current Situation — Each month begins with a different write-up about what is happening in

the store. In this way the simulation shows the cyclical nature of the business and the

different base conditions/starting points as needed to make the Food Castle world realistic

for the user.

Current Situation

Menth: January

You just took over as this store's Independent Operator.

During your first couple of weeks you have been busy assessing customer demographics and previous store performance (this is a low
volume store, approximately $95,000 per week). As the new Operator you know you must establish a basic sirategy and target market and

then order and merchandise accardingly.

During the transition of changing over the operation of the store, two leads left. You hired two new leads to replace them: Janet Rivera in
GM/HBC and Doug Clausen in Deli. Also during the transition you have implemented your store standard operating procedures and spent

some time getting to know your employees.

Financial Data — To build financial acumen, the simulation presents detailed, week over
week performance data that teams need to interpret in order to know how to make smart
operational decisions. They started the sim unsure of how to analyze the data and after a
few weeks were much more comfortable and confident, making the link between the
numbers on these statements and their business outcomes.



Financial Data Jan - Week 1

wil see the previous weeks' PELL, Balance Sheet, Cash Flow and Gross Margin Report. These vital tosls provide elear insight into the overall financial heaith of your stare. Use this section to evaluate past weeks” performance and to make and adjust your weekly operating

Balance Sheet Cash Flow Gross Margin Report
Dec - Week 4 Dec - Week 2 % of Sales Week Over Week % Change
Sales
Gracery Sales §32,108 $36.202 34.50% -11.28%
Deli Sales §15,905 $16,900 16.16% -5.89%
Fresh Meat Sales $4916 $5.405 527% -9.04%
§10,126 $10,749 10.73% 579%

$15.173 14,

General Merch. Sales $6072 $6,513 659% -676%
Health & Beauty Sales $5418 §5,781 605% 627%
Beer & Wine Sales §6.205 $6,787 631% -8.58%
Total Sales 594,728 $103,600 100% -B.56%
€0Gs

nventory COGS §63,353 $69,132 66.91% -8.36%
Order Margin (5) §31,375 $34,468 33.00% -8.97%

Examples of Input Screens

e Social Media — The simulation showcases modern marketing elements such as social media,
which is a new but extremely important aspect of running the business for some AOTs.

Marketing Jan - Week 1

Emai

Please select a different priority for each

10 Hours: 0
Monetary Cost: 50

e Merchandising — Each week teams must select which items from those listed they want to
merchandise in the store. In choosing they need to take into account the inventory level,
expiration days, and margin, among other factors, to make the strongest selection. The
items chosen in the list then appear in the slots at the top of the screen.



Merchandising

Refrigerated Refrigerated
slot 1 slot 2

Non-Refrigerated
slot3

Non-Refrigerated
slot4

Jan - Week i
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e Ordering — Managing inventory is key to running a successful store. Each week they had to
order inventory for all departments using a variety slider to control the assortment of items
and the on-hand slider to determine quantity, and allocate a certain percentage of ordered
product for each department to the high margin, cross-department category called NOSH
(which stands for natural, organic, specialty and healthy foods).

Ordering Jan - Week 1

Deli Fresh Meat Frozen Produce General Merch. Health & Beauty Beer & Wine

Jan - Week 1 Forecast Dec - Week 4 %CHG Forecast DS
Department Sales (5) $34308 $32,198 555% Variety (SKU) — 5 134
On- s21118 0% NOSH % —— 25% 228%
Ordered Inventory ($) $32.198 0%

Ordered Margin % 361%
2710 2

T 526
Total SKUs 2008 2005 015%
Blended NOSH (%) 25% 2% 0%
Blendied Marain () 331 2075 5
Department Shrink 245% 1.69% 2942%

e Scenarios / Wobblers — As mentioned above, there are 48 unplanned events occurring
throughout the simulated calendar year in order to more accurately simulate the day-to-day
challenges and opportunities of a real grocery store owner.



Scenarios Jan - Week

hat come with operating a Food Castie location, Once you select your desired response to the scenario, press the ‘Confirm Decision’ button at the bottom right of the page. Please note: similar to the real

. there is no going back.

The Scenarios section will present you with some of the operational challe
world, these situations are an instance in time 50 once you confirm your d

Your office

Alicia (Store Manager): *Good morning. I'm sorry to bring bad news but you know how you hired two new leads when you first started?
Well Janet Rivers, the GM/HBC lead, just quit. She's only giving us a week's notice.

Decision: What action will you take given that you are now short by one lead?

A Promote an existing employes into the GM/HBC lead role.

B Hire an experienced GM/HBC lead to replace Janet.

C. Take on the lead role yourself while you determine the best course of action.

Examples of Results Screens
e Monthly Results — The simulation provides teams with monthly reports on how they

performed in certain key metrics. This is an example of the year over year comparison for
sales by department and monthly financials.

Department Sales Jan - Week 1

The manthly results section presents year over year data by department. Use this information to help guide your planning and decision making for the next month, The chart will fill in as the simulated year progresses, each month will populate as the respective month is

completed.
Deli Fresh Meat Frozen Produce General Merch. Health & Beauty Beer & Wine
200,000
100,000
January February March April May June July August September October November December
B Last Year [ Current Year




Monthly Results - Financials

month in relation to the mo:

Last Month Last Month Last Year

Sales
Gre 1442 38602
Deli 62,92 $64559
Frash Meat Sales 525,501 §2118
Frozen Sales 42,842 413

60,289 81
General Merch, Sales §31368 §25794
Health & Beauty Sales §28,021 §22803

2,148

Total Sales 460,621 395,768

coGS

$293732 526!

Order Margin ($) $166,890 129,812

% of Sales

36.23%

Jan - Week 1

f the tap right shows March, Last Menth wil

% Change

28.56%

Leaderboard — The leaderboard allows teams to assess their performance vs. one another.
The Learning Coach used this screen to conduct debriefs and encourage teams to share how
they had achieved their results. In this way the teams quickly saw the strengths they each
brought to different aspects of running the business and began to share best practices.

December

Click the table headers to sort the table accordingly:

Wesk 1 Scenario 1 Scenario 2 Week 2 Scenario 1 Scenario 2 Week 3 Scenario 1 Scenario 2 Week 4

Full Month Comparative Highlights

Username Store Sales () Comp Sales (%) Anticipated Margin (%) Net Income ($)
team3 $461,488 15.73% 3465% 39,501
teamt 452819

team! 472576

team2 1 37,005
teaml $30.305
teamd 030 26.15 9 16870

Jan - Week 1

Customer Count SPLH

Al 6 23031

15918 211.

1 2194

16634 23245

1725 21

17641 2 5

e Cumulative Dashboard — Each team is represented by a colored line in these three
charts that focus on the most important metrics to store owners: sales, margin, and

customer count.



Cumulative Dashboard
This page will present yau with this Food Castle kecation's sales trends last year relative to the campetition, The kst year graph will remain the same a3 the chart is showing the data fram last year, The graph at the bottam of the screen will update as you comgplete cach month of the smulation.
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