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Why Evolve Budgeting & Forecasting Now?

: . 1. The Reality
Multiyear journey Why FP&A is stuck in effort-heavy forecasting
of a global 2. The Problem
manufacturing Why traditional forecasting is failing
company to 3. Reimagining Forecasting
evolve their How they defined Next Generation Forecasting
budgeting and 4. Five Key Al & Cloud Capability Unlocks

Five Al & cloud unlocks enabling decision advantage

5. The Practical Path
Lessons learned and how to start

forecasting
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The next frontier isn’t cost — it’s decision advantage.

Shifted from
transaction
processing to
insight generation

Leaders reaching

“terminal value”
of cost reduction

2010 2014 2015 2016 2017 2018 2019 2020 2021 2022 2023

2024 2025

30% % of Finance Time

o Spent on Insight
23%

% of Finance Time

29% 33%
O— O-
35% o- o ﬁ>\“’o"/:
27% 28%

Spent on
Automatable Tasks

.56%

v)
59% o O

40 Finance Cost as a

% of Revenue
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Our reality, we are still stuck in our process

How FP&A spends their time

° 45% St| | | dO am Onth |y Median benchmark of 130 companies
bottoms-up forecast

* Forecast cycle still takes ~15
days

Eliminate/

Automate
Management

* Only 20% is spent on true
analysis

e 35% of our time is spent on
tasks that can be eliminated
or automated Functional

*PwC Finance Activity Analysis studies /IFP FP&A FORUM



The problem
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We are focusing on the wrong things

Low

Example: $20B Industrial Products Company
Materiality, volitivity and accuracy assessment

High Materiality

Volatility

Accuracy:
<z [
310% [

>10% -

Marketing

Low Materiality

High
Volatility

Very accurate where it's
not material

Inaccurate where it is
material

One-size fits all approach
Difficult to sort through
the noise to see the true
signals
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Why is forecasting failing us today

At the heart of the issue:

1. Forecasts overloaded
with competing
PUIrPOSES

2. Precision # better
decisions

3. Hindsight focused

4. High effort, late cycles,

Imited insight

Example: Forecast Accuracy for $20B Industrial
Products Company

Forecast Accuracy Number of End
Preseeded Post user User
Account by Driver adjustment Adjustments

Other Outside 29 34%

Services °

Supplies, Equip, 10% -15% 930
Telecom

Marketing & A0 0

Advertising 4% Sr% 129

Driver-based forecasts were more accurate; frequent user

adjustments increased effort and reduced accuracy.
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» Reimaging Forecasting

==

Five Key Al & Cloud Capability
Unlocks



How we defined Next Generation Forecasting

Traditional

Next-Generation

Keys to success

2 Manual close scramble
EH Spreadsheet-based
£ Forecast = reforecast

~

Backward-looking reviews

1] ]
Y High effort

A Automated anomaly detection
EY Driver-based full P&L

@ Forecast = scenario engine
4”0’ Forward-looking actions

‘O High insight

* Defining the purpose of the
budget and forecast

e Standardize by default;
specialize where we can
differentiate

e Centralization & specialization

* Move fast but prepare for
ongoing training & upskilling
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Vision for Next Generation Forecasting

WD -0 WD 1-2 WD 3-4 WD 4-7
Pre-close alighment: Close Review: Forecast Pre-population: Review & Finalize
- New Orders - Anomaly detection - Full P&L Pre- Forecast
- Backlog Conversion - Automated populated using - Operating reviews
- Cost Trends commentary (Act vs drivers packages automated
- Workforce changes PF) - Focus on updating for - Forward looking
- Scenario Planning one-time events or focused/ action
major changes oriented
[ 4 L J
Key outcomes unlock
Shift in effort: Increasing Reduction in Of FP&A is moving
2X time spent on “Strategic” 50% forecast cycle time 7 O% to specialized FP&A
activities decreased roles
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5 Key Next Gen Capabilities unlocked
with Al & Cloud

Predictive Forecast & Scenario

Planning

_/; | Predictive Revenue Forecast — Q3 Outlook

Impact of Internal & External Signals on Forecast

Internal Signals Revenue Forecast Drivers

Backlog +12%

{8 Capacity Utilization 87% Confidence: 84%

Projected Revenue

Last updated: 8 min ago

$124.6M

Confidence: 84%

Y Pipeline Conversion 61%

External Signals

E Data Center +18%
CapEx Growth

& Al Server Demand +11%

[l Energy Costs -10%

Backlog Growth
m Al Server Demand
Capacity Utilization
I Energy Costs

) Lead Times

$124.6M
+$11M
+$4M NN
+$6M |

$110M L gg5Mm -

$115M
-

$120M —

Q2 Revenue $115M $120M  $124.6M

-$8.1M  -$2.0M

-$3.1M -$2.0M
-$3.1M —— —
T g

$110M
$110M  $115M  $120M  $120M  $125M

Forecast dynamically updated from live business & market signals - ML Model v2.4

Key Unlocks:

Separate Signal
from the noise

On demand
forecast updates

On demand
scenario analysis

Anomaly

Detection
Key Unlocks:

e Automatically

A Anomaly Detection — Close Process Feriod Marchile .
Review Identified Issues with Large Forecast Variances Entity: USEast v S u rfa Ce m ate r I a I
Account Actuals Forecast Variance % Var Va ri a n Ces

Supplies & Equip, Telecom ~ $1,453,496 $880,998 & -65%
0 Feazlcthle $5307194 Comment

Marketing Expense $3,087,199  $2,523,540 A -22% Review &
Comment

Feericthle $6239462

* Detect emerging
risks before period-

Temp Labor $964,876 $630,670 & -53%
Fearlethle $8325269 Comment e n d
Outside Services $1,101,056 $760,558

Fenrkzthle $3433467

Revenue Variance
15,00
2000
1000

& -45% Review &
Comment

—e Rino Actuals ~ — Revenue

Explain likely drivers
behind variances

Trigger investigation
workflow
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5 Key Next Gen Capabilities unlocked

with Al & Cloud

Driver-based forecast model

j)o Driver-Based Forecast Builder - Q2 Outlook View Assumptions »

Review Identified Issues with Large Forecast Variances

Business Drivers

ERevenue
[ volume +5% >
i— n Price +7% >

{2 Product Mix  +8% Upside

& Model Confidence: High

Forecast auto-populated based on
business drivers.

© Business Model v3.2

>

Auto-Populated Q2 Forecast

Revenue $87.4M
Gross Margin $40.2M
EBITDA +46%
Margin % $15.1M

Forecast auto-populated |V M

== Revenue Forecast == Gross Margin
100M
80M $87.4M
60M
40M
20M
40M
Jan Feb  Mar Apr May  Jun

Forecast generated from business drivers —
no manual overrides.

Key Unlocks:

* Pre-populated

forecasts

 Event-driven

updates

* Insight into key

assumptions

Al Generated Ops Reviews w/
Commentary

J-:'I Al-Generated Ops Review Package

Period: April v

3, Download ~ Distribute Report

ViOdraft Al ([@ds _4

-Generated Commentary

QTDis $72.1M, which is

Overview Financials Sales Operations Risks

Ovenvew Operational Review

Financials

Salos Based on April QTD results, revenue is Al
tracking behind forecast by $3.5M

Operations (-4.6%), primarily due to supply chain Revenue: Revenue for April
disruptions and backlog conversion de-

Risks

Al Commentary

lays. Gross margin is 39.1%, which is 1.2%  $3.5M below forecast (-4.6%)
below plan due to rising component This is primarily due to ongoing
costs. The backlog stands at $157.3M, supply chain disruptions and

which is up 9% from March, though
converting slower than expected. Gr

backlog conversion delays.

0ss margin is 39.1%, which

is 1.2% below plan due to rising
component costs.

Overview  Variance Analysis  Key Metrics

Revenue
$72.1M $75.6M -$3.5M

$4M . (-4.6%)
SR == =

$15.2M Actual Forecast -$3.5M
Gross Margin% + 3.1% $157.3M
Backlog + 9%

Al-Generated
Commentary

Revenue: Revenue for
April QTD is $72.1M,
which is $3.5M

below forecast (-4.6%).
This is primarily due to
ongoing supply chain
disruptions and back-

Key Unlocks:

 “Gold source” of
data ensures
integrity

* Analyst time spent
on action
planning/
alignment vs.
preparation
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5 Key Next Gen Capabilities unlocked
with Al & Cloud

FP&A Agent

I %% Reasoning X

analyze forecast vs actuals

Tell me about revenue forecast vs actuals for the lat

: Key Unlocks:

© o plan approve by user

Meet Finley

/' Finley
al Receplionst

. . . . ) - 2
Finley uses reasoning and agent orchestration to perform data analysis and provide 1 generated a plan - you can review it in the right panel. Do you approve or want adjustments? 1l query past reflections to leam from previous interactions related to ° -
actionable data insights that power your finance transformation journey e O I I Ve rs a t I O n a
Looks good ReflectionQueryTool

Learn more " Finley

Revenue Forecast vs Actuals Analysis: October-November 2025
Executive Summary
Our analysis of October and November 2025 revenue performance reveals significant variances between forecasted and actual resuilts:

finance insights

* October 2025: Actual revenue underperformed forecast by -8.2% (-$75,943)

.
R - Noverie 125 Acurovs cvperommed e 407 5300 - e Workflow automation
This represents a notable shift from negative to positive variance between periods, with key profitability metrics showing mixed results. . ’E‘f"f}“’"i‘f‘ © Srllljjperiomed a
Overall Performance Comparison St variance analy
e 2 .
) Finley will auto-select relevant data sources * view data sources - Metric October 2025 November 2025 ° Auto n O m O u S a n a I S IS
Actual Forecast Actual Forecast
1.Identify the latest two periods for analysis (ikely October and November
2025 based on current dal
Revenue $851,057 $927,000 $906,893 $867,000 e on cument 6489
2. Compare actual revenue performance to forecasted figures for both . .
riods
Variance $ -§75,943 +$39,893 L )
3. Calouiate overall var 4 abs ces between
Automated workflows Variance % 82% +46% forecastand actuals
4. Break down variances by customer segments (Novelty Shop, Corporate,
. " P . . Computer Store, Gift Store, Supermarke
Access intelligent insights from organization-approved workflow playbooks. Gross Profit $352,539 $380,070 $328,508 $365,470 COMPus Stoes o = permarkel) . .
) ‘ ) ) 5. Analyze profitabilty metrics (gross margin, EBITDA, net prof) for bot S I m u a I O n
Create your own workflows using the chat response planner in reasoning panel to run it on a rec Gross Margin 41.4% 41.0% 362% 1.0% periods compared to forecast
6. Identiy key divers of variances through segment contribution analysis
EBITDA $242,551 $278,100 $207,984 260,100 . g o paters to ider 9 affecting
K . . K . K performance
Monthly Variance Analysis Spend Anomaly Detection Trend Analy EBITDA Margin 28.5% 300% 200% 300% 8. Analyze month-over-month trends to provide context for e forecast vs °
Controllership FPeA Fraa actual comparison e r ' ‘ O ry_e n a e
_ - _ » Net Profit $169,786 $194,670 $145,589 $182,070 9. Assess year-over-year performance for the same periods to dentily
Omega3.0 and Sentinel rise to the top Significant anomalies detected in SensorPlus is st seasonal faciors
. X . N Net M 200% 21.0% 16.1% 21.0% 10. dentity potential extemal and intemal drivers of performance variances
as key revenue variance drivers. Vendor ABC and Vendor XYZ spend. margin decline i aran o . C O n text
2 5 12 limitations that might affect the anal "
1) 2025/10/27, 01:09 PM 1) 2025/10/27, 01:09 PM 1) 2025/10/27, 01 Download as CSV regarding segment-level and product-evel data)
Customer Segment Analysis © Done

October 2025: Segment Variance from Forecast confirm plan approval

R Revenue Performance Review R Scenario Simulation K Payment Be
FP&A FP&A orc

Segment Actual Forecast  Variance$ Variance % Contribution to Total Variance © e gureraind A

Novelty Shop $424,727 $649,000 -$224,273 -34.6% 295.3% v

© Financial Receptionst

Q2 revenue missed budget by 16.38%
with Data Analytics showing highest

Revised growth scenario based on new
GDP forecast slowdown from 2.0% to

Updated list of ¢
based on aging
history

Now il queryreffections to understan the context better
RefectonQueryTool

variance. 0.5%
& Type in your question

1) 2025/10/27,01:09PM  New Insight! 1) 2025/10/27, 01:09 PM 1D 2025/10/27, 01

=% Finloy will auto-seloctroevant data sources +

D reauepiansppro
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Practical Path Forward
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Tips for starting or continuing your journey

1. Come to terms with your reality

2. Define your why, make sure your
business partners are behind you

3. Separate forecast from performance,
remove the bias

4. Define your future state organizational
structure and process to get the most
out of your technology

5. Don’t wait to leverage Al

“We always overestimate
the change that will
occur in the next two
years and underestimate
the change that will
occur in the next ten.”

- Bill Gates
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