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CLEANTECH

( Our team will analyze the current and future situation of CleanTech , decompose problemJ

of procurement, then give suggestions according to the following process.

@ Suggestion & Efforts

- Business Analysis -

Implementation
Firm’s Analysis
@ @ Strategy




Firm’s Analysis

| Mini-Theatre —— A Salon Invitation...

The procurement department did not meet
the budget target, what should | do? | have to
invite people from various departments to
participate in the procurement strategy salon!
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Rising costs )

The speed of asset turnover decreased \\
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Firm’s Analysis

| Company & Industry Basic Information Blue Ocean Market

i

|
|
I
! Fierce competition
‘'0E High-tech electronics manufacturing enterprise !
i l . s
! \/ p | Mingxi Co.
I L
| & %

O

L 4 . .
;\ PV junction box and connector | Lingxian Co.
Revenue has grown steadily ’ 7
, v Enter The First Echelon
in the past 3 years O &
S TV China's cumulative PV and new installed capacity
I CleanTech Co. Revenue Trend i
: 60000 30.0% in i
I il / 204.68
! L /\/\ e 200 174.46
I e 130.25
l 20000 10.0% 100 7742
| i . l l - B ﬂ n 4.21 . 8.75
: 2016 2017 2018 2019 2020 . 0 B T SRS T B T
1 201 202
| mw Total Revenue  ===Revenue Growth Rate 20166 i Gl et S
|

= Cumulative Installed Capacity (GW) E New Installed Capacity (GW)



Firm’s Analysis
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Statistics and Forecast of Renewable
Energy Generation in China
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ww= Generating capacity === Year-on-year growth

Social
Attach importance to the development
of renewable energy.
People gradually form a healthy conc-
ept of consumption.
Multi-level society needs to provide

space for development.
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Macro Analysis : PEST

[ ]
l; Political

» Countries develop zero-carbon
emission plans.

» The central government no longer
subsidizes.

Y

The price of raw materials goes up.
> Russian-Uzbekistan conflict

V Technological

» Improvement of safety standards in

various countries.

Fast iteration of junction box technology.

The proportion of global distributed

installation is increasing.

&

CLEANTECH

Economic

» It is estimated that the junction box

2025E
2024E
2023E
2022E
2021
2020
2019
2018

market will be 18.86 billion by 2025.
China's industrial electricity consum-ption
has increased sharply.

Affected by the exchange rate, the price of

silicon has risen.

TREND FORECAST OF PHOTOVOLTAIC
POWER GENERATION IN CHINA

364.26

314.63

265.16
215,35
183.66

142.09
117.21

1 Photovoltaic generation TWh



Firm’s Analysis

% Polycrystalline EPC R
silicon ] | |
T |Smg|e crystal Monocrystallme |_>Monocrystallme | Slngle ekl stent |
silicon rod ™ > silicon silicon cell dul .
Metallic module Photovoltaic
silicon ﬁ | | | - —>» power station
! | g e (B A |
L = |
,l Polysilicon __, Polycrystalline - - celcel
Silicon ore yery |—> Polysilicon |Po|ycrysta||ine Accumulator |

Meso Analysis: Industry Chain Analysis

Upstream Mid-stream Downstream
(raw material manufacturing) (photovoltaic products) (photovoltaic applications)

Production of silicon material and silicon Fabrication of photovoltaic Integration and Operation of
wafer, Silicon rod and silicon ingot cells and modules Photovoltaic Power Station system

Crystaline Silicon wafer, Silicon Photovoltaic Photovoltaic , Photovoltaic
silicon rod, silicon ingot cell module system

ingot silicon wafer cell L module battery J Distributed

|_ _____ j _____ J photovoltaic

/¢ PV modules account for a High

e The technical difficulty is small and the

P | '« High barriers to entry and obvious : proportion of the initial invest-
l’& e T replacement speed is fast. ¢ cost
A 0 ment cost.
. . Component providers generally have
 High technical threshold. : P P 9 y o There is great pressure on the cost

weak bargaining power. side.




Firm’s Analysis

Micro Analysis: Analysis of Competitive Environment aer

CLEANTECH

' threat of | 1 .. .
! tential entrant ! e ' bargaining power '
| potential entrants | : of buyers i
. 1 High - Price : :
L T T costs leflcult = Large - s 5 B § S P ESE 5 ESE O s B Ea
to access Sensitive Scale
Small Threat of .
i M entrants Quantity High
differences fu‘r::ii Unique  demand

Power of bargaining Power of bargaining

Competitors B

High Wind
High quantity Power
Concentration
Threat of

. substitutes . Difficult +F  EER g
| : oo Mateflal o conver ngth I |
) uantity Scarcity CO33 i ]
q | threat of

i bargaining power ' . ) !
| gf supglizrs | \/ . substitutes |



Firm’s Analysis

| Corporate Strategy

.’r /-Q‘ CleanTech Co.

U
CLEANTECH

Sales revenue
doubled in three years

Return on equity of
at least 20%

2

Enter the first tier of
domestic suppliers

Vision

Mission

BROAD
TARGET

COMPET-
ITIVE
SCOPE

NARROW
TARGET

COMPETITIVE
ADVANTAGE

NARROW
TARGET

NARROW
TARGET

Overall cost
leadership/

differentiation
strategy

COST
FOCUS

FOCUS
DIFFEREN-
TIATION

Entered the first tier of the supporting production industry
of domestic PV module enterprises

Carbon peaking and carbon neutrality goals

A

LOWER COST

DIFFERENTIATION




Business Analysis

| Business Analysis
We used DuPont analysis model to evaluate the performance of the company.

Return on equity

(ROE) Using ROE = Net profit margin X TAT x (1 — Asset — liability Ratio)
18.22% to decompose the ratio in 2021.

Comparison of ROE
18.79%  1928% 18. 842/4.87% Pe rfo r m We I I

18.25% |

'1495/ 2 I the average level of PV in midstream industry

- m Not met 25%

2019 2020 2021 between the first echelon of ROE target in 2021

25%

20%

CleanTech Co. B PVindustry
B LingXian PV MingXi PV



Business Analysis

We used DuPont analysis model to evaluate the performance of the company.

Return on equity

(ROE) Using ROE = Net profit margin X TAT x (1 — Asset — liability Ratio)

18.22% to decompose the ratio in 2021.

Return on asset ® Clean Tech ]
(ROA) 7 Leading . . ROA decreased in 20-
= Luminosi y . .

9.74% 11.99% 21, which is lower than
‘°35 the benchmarking
enter-prise, indicates

I 10.44% I 974/
low asset return
2019 2020 2021 Eff|C|ency in 2021.

1
Net profit margin on sales Total asset turnover

30%

20%

10%

0%

8.82% 1.11
o, " . HEClean Tech
19.90% Net profit margin, leading
. . uminosity
8.82 11.38%9ross profit margin, 117 123 13114
cost profit margin all : 11
decreased in 2022,

Net Gross  Cost
profit profit profit

margin margin margin
9 9 9 2019 2020 2021

®™ Clean Tech
Equity multiplier = Leading
(EM) - Lum|n05|ty 1.87
1 87 1.82
I 1.61 I

2019 2020

2021

Asset liability ratio

49.66%

TAT decreased In
21 and, reflecting the

HClean Tech

HLeading 0 .

DLuminosity49.66% The asset-liability
42.449

31.65%

ﬂ

20192020

(o]

EM is fluctuated, but a
peaking in 2021
indicates that we

1es: expand financial
™ leverage.

o,

“39.39% ratio increased,
revealing

2021



Business Analysis

. 60,000
581.59m « sustainable growth

40,000
« The growth rate is declining 20,000 ' l l l
- Improve revenue

2016 2017 2018 2019 2020 2021

Net profit margin on sales

8. 82 % 0 100 200 300 400 500 . 6.00
million

operating cost

taxes and surcharges
465.84

—>29.91% 11 26.34%

operating expense

administrative expense

ct material Operating cost has high proportion of cost, R&D expense

530.32m and increased faster comparing the sales financial expense

Operating

i revenue. Considered 80% of operating cost is  non-business expenditure

Direct labor . .
) procurement cost, methods of which need to  income tax
anufacturing cost

be proposed m sales revenue



1.11

539.38m

Asset liability ratio
49.66% \

69.52m

Business Analysis

INVENTORY TURNOVER

54

2019

2.3

2019

5.68

RN

5.30

2020 2021
RECEIVABLES TURNOVER
—2.33
\1 94
2020 2021
1.78

Current Ratio

< Inventory turnover fluctuating GROSS MARGIN ON
downward trend from 2019 to 2021 INVENTORY INVESTMENT

< Gross margin

< a risk of overstock and unsalable e L on inventory
products L investment
declined in
< receivables turnover fluctuated and 2019-2021
declined in 2019-2021 % profitability of
< the ability to collect money was weak products was
2019 2020 2021 reduced.

1.41
0.20
N A
= | ] | 7
Quick Ratio Cash Ratio

» downward trend in 2019-2021.

» in the middle of the normal level

» debt management changed greatly

> liquidity reduced

There are both risks and opportunities.



Business Analysis

| Procurement Process: Pain Point Analysis

Make a purchase

requisition

ement L No :
Does the financial Send back with the

Team approve it?

Request quotes
from suppliers

|
| No

Does the

X

X

Strategic Procurement ;\l

reason for denying

supplier
sourcing

Yes

supplier have enough
good quotes?

Select the supplier
and negotiate
about bidding

!
|
|
!
|
| |
|
Agree on contract |
with the supplier 1
|

Send the purchase

|
|
order to the suppier |

Receive an
invoice and order

1

Submit the payment

;

Analyze the supplier
performance

|

Get the best
supplier

!
~<ZZZZ . purchase order
anagemen




Business Analysis

| Breakdown Of Existing Problems in Procurement

departmental

Issue Problem Points Solution
Q1 Carton return event SE—— K
l
QZ Standard parts are ordered in small : TCO Analysis
quantities by multiple suppliers Procure.ment ‘ |
quality |
|
Outsourcing shell processing | .
Q3 suppliers raise prices | Supplier
l Management
Q4 The requirements of the design \ Purc!lase :
department have changed price |
l
Procurement
QS Whether the product I rMeut:'lods
material has changed? | :
Procurement |
' i ' needs |
Q6 The price of plastic pellets has risen | Cross-
|
|
|

Collaboration

Q7 Risk of diode out-of-stock

[ @\




| Strategic Procurement VS Operational Procurement

Demand Management Category Specification
- Plannlng Determination Procurement Modes Supplier Development
— - . &Management
@ demand proposition - i
analysis —F?nag(a);glr?\r;nt 1 . _ .
standard |—| ®
Customized R&D , Suppliers 7 N

Strategic Procurement concentration ,
- Focus on comprehensive cost, long-term dispersal bidding S NE

cooperation, technological innovation... evaluation, selection

Operational Procurement
« Focus on low prices, stable supply, order & inventory
management...

Carton Case

« only considering the lowest price, good payment terms,
- not considering quality, total cost and other factors

« typical operational procurement

excessive attention to operational procurement will
lead to an increase in total costs




| Strategic Procurement : Vision, Mission and Goals
Company Procurement ,I

Vision Vision

Carbon peaking & »» Achieve excellence in sustainable
carbon neutrality goals procurement in a transformative environment
Strategy
Mission
Overall cost leadership/ »» Achieve optimized commercial

differentiation strategy

D

Environment

solutions to achieve the goal of CleanTech

Strategic Objectives
« Reduce procurement costs
»» « Optimization of procurement system and method
- Consumer-oriented value transfer
 Ensure effective technical support
« Build internal and external strategic alliances



| Strategic Procurement : Situation Analysis

A\ \
Strenths g%

« clear strategic orientation

« a certain brand effect attracts
suppliers

« economies of scale

 have a digital team

Opportunities @

* rising sun industry
« technology changes quickly
« supplier synergy

* build a supply chain ecosystem
Vlllﬁ

Weakness

N
« decentralized procurement

bargaining power is weak

» excessive administrative workload

« the system is single

« risk of requirements changes

(¢ Threats

* low technical barriers
- competitive industry

« commodity supplies are volatile

CONCLUSION: Analyze the total procurement cost, combine intelligent technology, and

|
|
formulate strategies from the aspects of demand, supplier sourcing, the mode, and !
purchase order tracking,etc. :



|strategic Procurement :

Procurement Strategy Map I»

reduce
Finance cost

increase
income

R

Satisfied Innovative
consumers

Consu mer/ Reduce solutions
Stakeholder errors

delivery efficiency
and quality

attract supp'ier
automate internal innovation

Internal daily
Processes

|mprove
skills

job
emp !oyge rotation
certification

strengthen
teamwork

Learning
& Growth

consumers
activities internal &
external
mtegratlo;lZ

Establish specific procurement strategies

Procurement
Levels

------------------

/ Sourc %
NS R | | \\
N N7 \Correspondlng\ V }
............... ey .
. TCO Analysis : 1 | . Procurement Methods :|
I o L !
....§.‘.’.'.?E!!?."..M?[‘.?QETET.. !
...................................................................... I

----------------------------------------------------



------------------------------------------------------------- Framework FOr Plans e,

Suggestion & Efforts

CleanTech’ s Overall Goal CLEANTECH

Procurement status Strategic Procurement
P e Procurement : Vision & Mission & Goals B
4
Pl et 0 T S o e e . S e N e o3
[ ) [ ¥ el el Cross- !
W g N . I ! 1 e I
AR T(iO N 1 {2  Supplier 1 Prlc\>ncurhen;ent |4 |Departmental |
| ° |
| L aE Bt iahagement ; . | ethods 1 1 L] collaboration |
\\ ________________ 4 \~ ___________________ ,’ AN o e e e - N 7’
improve the matching of . ) i l
‘ procurement needs improve procurement quality reduce procurement prices
reduce procurement costs improve procurement efficiency (({}
Procurement Strategy Implementation Guarantee System
- ~ e = -3

Business data External data



TCO Analysis : Tip of The Iceberg

purchase price
storage fees

duties & taxes




Suggestion & Efforts

| TCO Analysis : Total Cost Component of Procurement
What Goes Into a TCO Model?

Explicit Cost Implicit Cost

Supply Chain Cost Cost of Quality
purchase price é maintenance fees internal disposal charges for
curance costs repair fees non-conforming products

storage fees L :
freight amortization of return packaging, etc

customer return costs

Manage Costs

customer complaint costs

travel expenses production interruption costs

procurement
staff salaries

Environmental Costs | Environmentally disposal costs

contract negotiation, signing,
performance and other costs

Purchase Contract Costs

Order Management Costs

. costs such as order processing, notification to suppliers,
Information System Costs

shipping notifications, acceptance, payment, etc




Suggestion & Efforts

| TCO Analysis : How to Calculate ?

Cost Item Cost Item Description

Purchase price
freight

Duties & taxes

Insurance costs
Storage fees
Travel expenses
Procurement staff salaries
repair fees

Maintenance fees

Amortization of return packaging,
etc

Internal disposal charges for non-
conforming products

Production interruption costs
Customer complaint costs
Customer return costs

Loss of interest on payments

Environmentally friendly
disposal costs

quantity * unit price
shipping unit price * quantity * distance
value of goods * tax rate
0.1% * cargo value (sea freight)
storage period * storage fee standard
transportation + accommodation + communication + others
salary scale * Number of personnel

depends on repair time, material, complexity, etc
number of maintenance * cost per maintenance

costs such as return packaging / purchase order quantity

handling labor fee + equipment usage fee + material fee,etc

cost of lost production + cost of repeated purchases
Fines and compensation costs, brand loss costs...
cost of goods, shipping costs, storage costs, resale costs...

payment amount * daily interest rate * number of deferral days

including but not limited to environmental protection fees,
waste disposal fees, waste materials recycling fees, etc.

=

saal

Calculate more
accurately

7V
i

Estimates need
_to be based on
experience
and specific
circumstances




| TCO Analysis : For Carton Case

Supplier market analysis

The competitive state of China's
paper packaging industry

Competitive

Rivalry

0.9

0.8

0.7

0.5 ]
Threat of 04 Supplier
New Entry 02 Power

0

Threat of

Substitution Buyer Power

« The bargaining power of buyers in the
carton industry is weak, so we first
analyze the supplier cost.

Suggestion & Efforts

Supplier Cost Analysis
- 10,000 square meters of carton — — — — — — —

S el
direct material ¥29024.37 direct material ¥26701.19
direct labor ¥1980.96 direct labor ¥2164.20
manufacturing costs  ¥2010.67 manufacturing costs  ¥2499.81

total cost of productiom’¥3301 6.06, total cost of production (¥31 365.20\,

billing period : 30 Days billing period : 60 Days
30Dave expended |

f = i ne | e \
_ t TCP
‘ NPV = rmemms

NPV= ¥ 34020.70  Greater than NPV = ¥ 32319.67
Cost Looks lower! But really?



Suggestion & Efforts

| TCO Analysis : For Carton Case

TCO of Clean Tech's 10,000 m® Box C!‘IOOSE I
| Costitem | Tiansheng | Ritio | Dali | Ratio JEICURUTI L

purchase price(PV)

freight(PV)
insurance costs & taxes(PV)
storage fees
subtotal
inspection costs
maintenance costs
production interruption costs

internal disposal charges for non-
conforming products

customer complaint costs
customer return costs
environmental costs
subtotal

total cost of ownership

¥34020.70
¥4788.21
¥68.03
¥880.00
¥39756.95
¥1100.00
¥980.00
¥530.00

¥540.00

¥520.00
¥220.00
¥340.00

e

{ ¥4230.00 |

1¥43986. 95
- - _I —

77.34%
10.89%
0.15%
2.00%
90.38%
2.50%
2.23%
1.20%

1.23%

1.18%
0.50%
0.77%

9.62%
100%

¥32319.67

¥3199.47
¥64.63
¥990.00

¥36573.77
¥1220.00
¥1200.00
¥1430.00

¥1080.00

¥2260.00
¥1060.00
¥820.00

Pl

1 ¥9070.00 1
' v45643.77]

——l——-l

70.81%
7.01%
0.14%
2.17%

30.13%
2.67%
2.63%
3.13%

2.37%

4.95%
2.32%
1.80%

19.87%
100%

p—

explicit cost

is ¥ 3183.18 lower

lower

- implicit cost

Is ¥ 4840.00

_________

Tiansheng's TCO is
¥1656.82 lower

_________




Suggestion & Efforts

| Supplier Management: Task assignment-evaluation closed-loop

bus.‘“ess e,
Classification of process characteristics

1 I
- 7 Product |: 1 Suppli
. : roauc u ler
Outsourcing W & : i pp
task s [ 2 Product | Task | :
. . | roguct |i-*assignment 2 Supplier
— I . :
= | | :
o : :
E n Product : n Supplier
{ f Product family category '
Supplier evaluation index system JL
i ( g \ \
Product Production and Technical Service
Supplier >>> competitiveness supply capacity ability capacity
eva I uatio n ““‘uu :. ............. ,‘- ........... 7 ” o .
V3 v ‘A &~* > e » ‘A | 3 a4

Quality  Product  Supply coordi- Production  Degree of Basic resources of Technical Service After-sales
level innovation nation ability capacity flexibility technology level level level



| Supplier Management :

Evaluation value of outsourcing suppliers

Suggestion & Efforts

Task assignment-evaluation closed-loop

bus\“ess )y
mea?®

First-level Secondary m Supplier Score Suppller Score _____________
/
index index Sunny (Sunny) | The quotation of Sunny |

Price
Product

.. uality level
competitiveness Q y
Product innovation

Supply coordination
ability
Production and

supply capacity Production capacity

Degree of flexibility

Basic resources
of technology
Technical level

Technical ability

) ) Service level
Service capacity
After-sales level

total -

0.124
0.113

0.102

0.127

0.062

0.078

0.152

0.185
0.041
0.016

1

0.124 0.62
3) 0.565 3 0.339
3 0.306 1 0.102
3 0.381 3 0.381
2 0.124 2 0.124
3 0.234 1 0.078
3 0.456 2 0.304
2 0.37 2 0.37

0.123 3 0.123
2 0.032 3 0.048
27 [2ms 1 25 [ 2489

B ‘: higher than that of :

n | other suppliers. |

Qe IIE NN IS S S S S e e e e .

3 | The quality of processmg
I and technology is in the
! foref f outsourci

, Torefront ot outsourcing
| suppliers

1 Choose Sunny!
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M ° ~ M . Slaﬂk) B
| Supplier Management : Supplier lifecycle ana0=t e
NES
Index
R I__ __, Release purchasing
: Potential | Lequirements Start to establish relati-
Latent period . supplier | onships with suppliers,
o { _______ Product deS|gn ___________________________ 1 Y Admission
: Position , application
1 |
Research period Responding |
supplier
e _X _______________________________________________ :_ NS Qualification
" examination Imol d
.I . Access Choice Candidate : b S t:rgtet: i
Formative period ol D > FEE) | managgmen strategies
: Flexible ability o PP ! accorciigis
. :_>upply o I Preferred supplier
-—-- '* ----- Technical support - —-—-=------- - goods™ T TTTTTT T :- — PP
| Service capacity v I
|
' Performance| . Business | i I Supplier
Stable period evaluation adjustment > 3:::;?:::' ‘= management

|

' [ ]

|

+_________________________frf’f_e[“id__[_)e_gﬁaﬁj‘id __________ ol Selection and elimi-

T recycling : ! Elimination nation according to the
Degradation / : Eliminate blacklisted| ~ Strategic 1 situation of suppliers
optimization period  Resource consumption suppliers supplier |
|

\



Suggestion & Efforts

| Supplier Management : Supplier collaborative management

= = ™ . . . 9353333“3

= |4 Collaborative management of outsourcing suppliers N\jgpfy o S/
L

aa Collaborative elements 2.2 Outsourced integration =) Collaborative performance

process

Production

Production and .
completion rate

operation -

~

! Organi.zatignal |
' coordination |

________________

Quality Control

v t Plannin - '
e mmm e Al . g and i
| Business process ! “> forecasting :“> Product quality pla“ and adJUSt
L _ collaboration__: l ¢ : progress
. 1 ! - !
" Information ! Product delivery !
| ____sharing i E * ! Reduce the cost

b o o e e e = e e e e e = e e e e e e e e e e e e =

g3 Increase supplier participation l:“ Establish a long-term cooperative relationship

v" Jointly develop new products, share technical information, etc. v Provide long-term orders and cooperation plans
v Share risks and opportunities together v In-depth cooperation and technical support
v Establish a good communication and coordination mechanism v Regularly evaluate the performance of outsourced suppliers

Enterprises and suppliers build a strategic partnership to achieve a win-win situation.




| Supplier Management : Supplier” data decision-making

Purpose of analysis | Data analysis |

Data presentation

Suggestion & Efforts

Data collection | Data processing |

analysis report ‘

Institutionalizing and standardizing to promote data decision-making.

long-term coopera- data
tion between suppliers Relational
. data
and enterprises need
Commun-

to be considered.

B —
Supplier big data

s
actors arrecting the Product

Flexible

data

== I

Time Material Supplier
dimension dimension dimension
Interaction
Product - Supplier
level Analysis level
N
Femmm——— 1
1
Historical ' 1 RepurChase :
» s Crestand

— — — —

(_Reduce cost >
~

— — —

Cooperation Pattern
Proportion of Product type)

L

Competition pattern
(Brand share)

1
|
a

—————— — — — —

Promote supplier big data analysis, "speak
with data", and deeply excavate the hidden
value of procurement data analysis.
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| Procurement Methods : Centralized Procurement

Establish a procurement agency to centrally manage the procurement of goods required by
the entire company

Integrate procurement organizational Centralized procurement authority management
From scattered orders to unified procurement by the group

Resource optimization and allocation Management

TFFFFF——_* ' % & § F F &£ Jd Jd | — e — ey

I | ' . : :
LFE:SL"SS: ETt._AJX : I P"Ofd“Ct t : Group ! Improve the supply situation of the same material
P , I(\:/IaSSI ication : | Procurement | Refined management of procurement work
fBusmess Unit B ¥ anagement | ,- Responsible for procurement of different product stages

Optimize procurement process
E duct Demand Plan 1 ) Integrate . Approve
or products Requirements Requirements

Centralized demand management
For supplier selection Demand Plan 1

Procurement organization determination
Implement Identify Publish
procurement Suppliers Inquiry

For suppliers
Centralized procurement implementation
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I Procurement Methods : Hedging

The price difference —e—Futures Spot Plastic partides

9200 a5 Prices continue to rise _Procurement strategy selection

8700 c o
o0 Increase in sea freight

o )
8200 ,\\\//\ ::0 Labor shortage Hedging with future

7700
50

B T T R Using Futures Contracts to Avoid Price Risks

between main contract

| : ' E ted increase in
: : Selectionof ' @ XPEC
| e
period and current price | trading direction | .= [aw materialprices | Buy hedge
transactionsandgood @~
liquidity | caloct PR I Consider the liquidi
Selection of @] Consider the liquidity .
of physical enterprises 1 futures contracts | 1P of futures contracts  Main contract
i Expected increase in . .
Feasible ' | raw material prices Partial hedging
............................................ >
Utilizing the mature plastic futures market > Conti | PR - ¢
T ks ontinuously ased on the progress o

raw material usage during the holding process, until all

exploring spot channels are
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| Procurement Methods : Hedging

Using futures contracts to dynamically manage inventory

(- - T T
: Procurement Plan r~ fmmmmmmm——m - When raw material prices rise
------------ CLS -»: Establish inventory :\ « Establish virtual inventory
____________ ) . . .
\\ When the spot price of raw materials is /fow
(S T T T 1 . i
Actual warehousing: :_ N , Futures contract management inventory
/ I\ Spot sourcing I T~ - _ / When under financial pressure
Jo T T T T T i o , ,
\ ,‘ " - Sales of inventory raw materials
s~ _I’ Virtual Inventory: !_ 7 « Convert actual inventory to virtual
/ ) Futures position | inventory
T e < . .
N\ After the financial pressure is relieved
~ . .
S (T T . T « Convert virtual inventory to actual
S~ Dynamically adjusting |* ,
! inventory : Inventory
A= -
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| Procurement Methods : Economic order quantity

- I S S S DS DS S D B DS D S B B e e .

| Total inventory cost (C;) | — !Purchase cost (Cp) I
— T R X-——-—-—---- y ,>: P: Unit material procurement cost :
N EOQ Se o ¢+ D: Requirement :
Cost | I I -~y ) i
I I | 1T T T T T T |
1 I I | Maintain inventory costs (C) !
[ I I /': H: Unit maintenance inventory cost :
i ; ,/ | Q: Order quantity I
| —+ S T T T T T
I y I |m———————————————— - ,
! > | C.oPD - N | Ordering cost (Cg) I
l [ I P, ~PTTi / + ,: S: One time order cost :
H | Hyt H. C.=H.(Q/2)- -7 ;| D: Requirement |
! l 3 H _7 1 Q: Order quantity !
' v Cr=S(D/Q) --—-~ T e
1 1 < ‘
0 Q1 Qo Qz Q ,
Diode ordering batch Best Order Quantity L
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] Procurement Methods : Procurement Management
[

& Develop material demand plans

_,1 o Develop material procurement plans

' o Determine the procurement method of materials

|
I
I
I
| ® Material acceptance :

I

| : | Material \ e Conduct procurement budget

| e Quality management | = Planning A YRARRERLERRRRNEE e s
I
]

| e returns management Improve the efficiency and accuracy of enterprise

material procurement

NI I -
Improve the material qualit R
P S| e | e gf y : Procurement | ® Procurement contract signing ‘I
enterprises Materlal B o formance 1 management :
(O TE1114Y Process ,’ I e Procurement Execution and I
i | Performance Management l
] N o /

Improve the controllability and
stability of the procurement process

- (o Supplier screening and evaluation 1

\
e Inventory management |
I
e Warehouse management |

!

(
!
!
!
|

. . |
e Logistics delivery _ »1 ® Supplier partnership management |

'\ e Supplier Performance Evaluation |

Improve material utilization

and efficiency Improving the stability and efficiency

of the supply chain



Suggestion & Efforts

purchasing node

. cal
| Procurement Methods : Procurement price & node forecast 1eC““a“c‘: )y
me
Material history price Material price forecast Use the material price
: neural : l forecast to calculate
| network model "~ | | One-time oo Storage the procurement cost
| ‘ | P cost cost and determine the
| | | l | best purchasing node.
| .
:Hidden | Procurement cost : :
| layer : | L : : |
: | | ] % Replenlsh dynam.lc |
! ! Beginning Monthly . Inventory according |
: : inventory consumption I to minimum :
: | | | | purchase quantity |
I I | I
,Output : Best purchasing node | % Purchase according |
| layer | l | to the best |
: : :
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| Cross Departmental Collaboration: VE/VA Analysis

—
’—— -~

\
\
\
\
. [ \
Terminal To—il \
- =

I Termlnal Box Housmg Insulation ‘\
Material

A reduce costs #Zreduce qualiaty
F(FUNCTION)
C(COST)

V' (VALUE) —

High cost I-!igh cost
"

RVATEIN-N High value

COST

Low cost X AeLy:
Low value JeILREITE

VALUE

: 80% of the purchase
: cost is determined
: by the design

----------------------------------------------
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| Cross Departmental Collaboration: VE/VA Analysis

Sk Importance| Cost Tactics
Elements

1.Use cheaper materials: polypropylene or
polyethylene

I
] [
Terminal box .

[

[

I
: : |
housing Medium A Reduce : 2.Reduce processing steps: use injection TS
: molding technology L Ny
Terminal Block Medium Low Maintain ~~ on par with the industry rFTTTTTTTTES
— ! \
diode High Medium SR on par with the industry Changle tge gnreaf— |
- - — - . sonable design o
Electric Wire High High  Maintain on par with the industry the product a?\d the:
Fixed Parts Medium Low  Maintain - - - - on par with the ‘mclugt[y._ — - — - - excessive quality :
Insulation : 1..Us.e cheaper material: plastic film : requirements. I
. Low Low Reduce | 2.0ptimize design: reduce the demand for !
Material ) . : \ ’
l insulation materials R~~~ —&A-~——-
e e e e e e o e e e e e e e e e e = = = o T tm - 9
Fuse High Medium Maintain on par with the industry ,/
—————— e e e e g e — T T 4
1.Use cheaper material: Epoxy resin, aluminum! .
plate L

|
LED Low Low Reduce : 2.0ptimize design:Increase the area of the
L e e e = heatsink_ _ _ _ _ _ _ _ _ _ '
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| Cross Departmental Collaboration: Create an IPD

Product o : _
Vision and planning Strategic product management
: v v v v
IPMT _ Business model, product platform, technology v VY v v
market v Product :
Customer Market Assessment Demand Analysis Competitive Specification & Designated Marketing &
management Investment| mp & Market m)| &PainPoint | g Analysis & Selling o pecincation ®) | Product ®) | Marketing |mp|LTC
; . i . . Development
Analysis Segmentation Identification Point Design Roadmap Strategy
Strategy
PMT _ _
: R&D and business cooperation
: s s s s s
---------------------------  Aniaiainieiainiebeiieieieh Attt bl Sl EE bbbt EE bl EEEEEE D SEE R
v L] : L L]
Product line product roadmap Project v V : .
product business plan planning initiation concept . system v v
. . review  Planning ySte product .
development : & decision-  preliminary life cycle
: T ~—~—_ . ; : launch
> v making Inspection
: llllll ’ ..... « « «
PDT oo T task  -ee > Conce- | plan | validate release lifecycle
book  ..... » ption management
n b
/ m
dteChInOk)gyt Platform development: product platform and technology platform
eveiopmen

TDT

Technology development: core technology and key technology development

S\ L=
,353’533)355‘-‘55

Y7

The R&D department &
design department works
closely with customers
and procurement
departments to respond
to customer needs in a
timely manner.

|
1 Form l
: and share them in |
|
|

: real time

1
« Sharing technology and |
. products to achieve !
' standardization of parts |
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| Cross Departmental Collaboration: DMAIC Nana0t
o SAINE
Requirements Change Management Processes

Clarify the purpose, scope and key business indicators

Define
d demand change rate, change cycle, procurement cost, etc.

/\ Collect data to understand :
1 Meas Measure + why, frequency, and scale of changes in customer demand
¢ Ure « the scope, cost, and benefits of procurement changes

Analyze the root causes and influencing factors of demand
/ Analyze changes, as well as problems encountered in procurement
Tools such as 5W1H, fishbone diagram, etc. are used

Improvement measures:

 Establish a customer demand management mechanism
« Develop procurement change management processes
« Optimize procurement cost control mechanism, etc.

Improve

Monitoring mechanism:

+ track and feedback on demand and procurement changes
+ Control establish a change management evaluation mechanism

- evaluate the improvement effect of procurement process.
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| Cross Departmental Collaboration: Requirements Change Management Processes

)553353 a

I ifi . \\a1e O
What is the specific process ? Collaborative! iz

-y
~—y
,’ ~ R L LR EEER LR :

/ R - . .
START — Aﬁcept customer and why the _’\Analyze changeﬁ . impact of the change -
change requests change is N requests _/ i on procurement and

_ f _ . document it.

/

————~ amm  EEE oy

7 NOtIfy the RN ’ N \
s v Confirm the cost YES NO
o procurement Whether to change
- design ( .department of the +— and delivery time «— { the SEheEs T, — END

o *\__ change ’// after the change N .
procurement ___I___ ‘
............................-//" \\\
1 Review procurement\J_> Implement the Verify the Feedback to
\ — —
N changes /l change change results customers
S -’

il R
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| Cross Departmental Collaboration: QC Circle & V-Up

For improvement of products: QC circle (dentify problem
Problems choose investigation
Department * Reduce the total
- Targets setting
Department procurement cost / :
Department « Design more adequate Reason analysis
Department products ; :
Plan formulation
For improvement of department collaboration: V'UP Implementation
— — : Evaluation
Subject decomposition process Subject implementation process
- Whether
Generate new ideas and Implement the : achieve
Evaluate and select :

innovations through
brainstorming sessions,
team-building activities.

selected ideas /
quickly and : Standardization
efficiently. :

the best ideas for
implementation.

Summary




| Cross Departmental Collaboration: Design Optimization Team WenedE 1 o

Suggestion & Efforts

Clarify Goals
& Scope

Identify Team
Members

Planning
Work

Training
Provided

Collaborative
Effort

Continual
Improvement

a Q

W \ 4 w

1 PRAY [ ] Y
Engineer Purchaser

Task Allocation

DRI Reduce Costs InFr.ease
Performance Efficiency
A O

Resource Allocation

A continuous improvement process...

-
7’7

/

Establishing a
is an

important step in achieving

|
I product design optimization.!
|
|

This step includes: :
| @ Clarifying goals and scope

@
\@
@

|
' ®
|
|

Planning work
Training provided
Collaborative effort

Continual improvement. ,

@ ldentify team members

-

/



§ Cross Departmental Collaboration: Topology Optimization

Inicion

Geometry def

izing

S

Design space Pre-design Boundary
(requirements) conditions

(CAD model)

Suggestion & Efforts

e '

Topology optimizatio:n study

o pond e —— ‘--J--

v v

X

[ —————————

Shape and/or optimization
\ 4

Sized FE

=»| Interpretation of the results

Proposal1 Proposal2 e | Proposaj i
v v ¥ |
Topology optimization study I
_______ e o e e e e ] I
| |
oo o o p——— | | A — S
' M Detailed
: Optimization Detailed design b c a‘lje
|  Safety factors requirements ouncary
I ‘ conditions
. v Voo Y ¥
: Automatic optimal sizing
|
|
|
|
| =

Optimization

Structure Shape

Optimization Optimization

opology
Optimization

The structural topology optimization
model includes optimization,
optimization and optimization.

By using computer-aided design
( ) software, structural optimization
and adjustment can be achieved,
helping enterprises junction box
, product and
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Business process of ERP system

@ Build a shared information i Sales order

&&=, Mmanagement platform

N *' @
\T’/ Purchase request | Delivery order |

Purchasing Production receipt |
data
R&D ® \/ Purchase Sell out of the M
data - Purchase order and storage warehouse
o Product 0 —— —@ —
Sales on — —- - 4
data
data ' v v |
o O Management of Inventory | Management of |
\/ accounts payable accounting | accounts receivable |

Avoid the phenomenon of information asymmetry within the company

Improve the operating efficiency of enterprises '
o



/
I
|
|

Procurement status

w—
"

TCO Analysis

—_—emm mm e el o =y,

e TCO Modle
e supplier cost
e TCO caculation

Optimize the total
Procurement cost

Suggestion & Efforts

CleanTech’ s Overall Goal

Summary For Solutions.....

.............................. é‘.

CLEANTECH
Strategic Procurement
Procurement : Vision & Mission & Goals T e
Supplier Procurement Cross-Departmental

Management Methods Collaboration

II: ﬁzgtgr?rlligzed Procurement \I I,’._ VE/VA A_\nngly_sis_ T ~\|
Creat IPD

:o Economic order quantity : I : Dﬁiﬁ:an I
B s - \ 1® Procurement Management | ! e QCCircle & V-Up '
| ® 1S'ask zla.ssi?.?menlt—evaluatiom e _pI’I_CG_&_ni)d_e ior_ec_asi I : e Topology Optimization :
L SRR e Redcopuchaseprce 2 Iiomatongrten

e — - = = = — — - and optimize inventory
dentify high-quality suppliers

and collaborative innovation

Reduce cost and increase efficiency

Precise matching
demand



Implementation

PISS - Procurement Implementation Supporting System

Action path Global analysis, System
overall optimization “\ _ » planning
\ / to avoid risks

High-level conference Process

management system/organization
Strategy Finance/HR/
Procurement Implemenl; Assessment Of the AdmInIStratlon/...
tation pat
Target P target plan R&D | Purchasing | Sales |

Production Service

o S S O oy,

Busi Ivsi Process standardization
usiness analysis knowledge management

| . |

/ \
/

v . .* Adjustment of infor-
Performance monitoring &  Systematization of supply  mation technology

high-level decision-making chain management support planning




Implementation

2022 2023
Implementation Plan Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun

| An Implementation Timeline

Procurement Strategy

TCO Analysis
Supplier Management
[ Task assignment-evaluation

7 Supplier lifecycle
] Collaborative Management

Procurement Methods
1 Centralized Procurement
] Hedging
(1 Economic Order Quantity
(7 Price & Node Forecast

Cross-DepartmentalCollaboration

1 VE/VA Analvsis & DMAIC
1 IPD
(7 QC Circle & VUp
J Information System



| Implementation Effects

23%

22%

21%

20%

19%

18%

The individual effect of gross margin

4
——@----;"®
-=@=-=" ’
————
®----- & ,’
/ »
4 ‘a’
/‘, '
______ w----
___—. ,”l
- L4
» Pielid
Ay e e 4
————l 4
y---""" & "l ”
L d ”
B Gt
P
T -
g7

2022E 2023E 2024E 2025E 2026E

--»--EOQ

--+--hedging

The individual effect of implementation on gross margin

--e--total cost model

--w--supplier management

Estimated Gross Profit

Revenue
Direct material

Direct labor

Cost of sales

Manufacturing cost

Total cost of sales

Gross profit

730.00
471.63
53.66

35.77
561.06
168.94

916.28
581.79
67.35

44.90

694.04
222.24

1150.10
716.32
84.53

56.36
857.21
292.89

concentrated procurement

1443.58
879.73
106.11

70.74
1056.58
387.00

21.34%
20.08%
19.44%
18.64%

18.58%

18.69%

 EtmedGrosProm

1811.95
1073.67
133.18

88.79

1295.64
516.31

21.46% 21.69% 21.82% 21.94%
20.39% 20.57% 20.70% 20.71%
19.61% 19.78% 19.83% 19.89%
18.86% 18.97% 19.00% 19.05%

19.21% 19.83% 20.62% 21.18%

18.98% 19.56% 20.52% 22.36%

~

23.14%

22.10%
19.90%

Implementation

__Element of implementation | 2022E | 2023 | 2024E | 2025E | 2026E | _ effects

30%

28.49%5%

20%

15%

10%

2019 2020 2021 2022E 2023E 2024E 2025E 2026E

All measures have a positive impact on
increasing profits and reducing costs



Implementation

| Supply Chain Ecological Outlook

Procurement
| — Purchaseplan — = = = = = = = = " L F————— — —- Demand plan = —
Capital department Capity I
ent Settl
[ settlem Delivery Capital €Mment |
plan settlement v
Supply Side PA Production Department pB Demand Side
Products factory Customer
Supply risk A repayment
Timely monitoring . monitoring Timely
transportation I Junction box S transportation
factory

Copper supplier 1= -@
: : Connector [ Photovoltaic
Plastic supplier @_ ) _ N Customer
Diodes supplier - :
Raw material Inventory /
\ factory
~

Collaborative volume control volume control Indiv!dual /7
design design P

¥ 4
\\ -
~ - : _ -

~ = = — —» Information management fe==-"

Information Flow
/




Implementation

I Supply Chain Ecological Outlook Outsourcing industry Cooperative research and
leading products development &0OEM production
Cultural value integration Risk transfer of

Unity of development goals TIEESE e E1o

I Strategy Level

interest game between

Income apportionment and risks shared
buyers and sellers

Risk sharing
Bidding mode Annual competitive bidding Comprehensive collection
ﬁ cost control Supply chain cost control Collaborative cost control
Supplier management Expand supplier pool Cross-functional capital team
Process management Strict after-sales contract Improve project management
LU= esament Strict KPI assessment Multidimensional evaluation

ﬁ Information collection & storage Standardized process Create supplier portrait
Technology Level BASUES IRy Traditional KPl assessment index Optimize system functions
IR 1 . S o _ L
ontigentiality agreemen Confidentiality of contract Technical information confidentiality

Present goal
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