Al Impact and Challenges for Automotive Sales PICONIM

The future needs Key take-away: the rise of new cooperation model

> Data-driven efficiency: Optimized Production
and Planning towards “on demand” to minimize [ New Collaboration Model }
dealer stock in the future. (Al-enabled foresight)

> Decrease complexity in products, processes

and production to mitigate capital- and TN
network risks. RETAIL o] OEM
. .. Logistic Hub Flexible Producer
> Transparent and consistent pricing Service Eco-System —

architecture — common transaction price as Client Relationship
possible new baseground.

Retail + Customer
Data Infrastructure

> Rework contractual side - to include new
topics, standards, and prepare for Al Agents in
sales.

> Al-enabled Customer Journey and Omni-
channel strategies.
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