








Upstream or
downstream:

Create your
talor-made
Atlantig scenario

Because your company’s needs
over the operating cycle will vary
depending on your sector,
operating methods and volumes,
Atlantiq solution will adapt to
your requirements, environment
and perimeter.
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/I Full
cycle management
scenario
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This scenario is particularly suited

to companies in networks [franchises,
branches or multiple points of sale],
distributors, resellers, wholesalers,
companies with multiple points of sale,
agencies, import/export companies,

and companies with numerous customers
and suppliers.

e Products purchased and resold
as is (no processing)

e Company in good financial health
(agreement for regular repurchase
of obsolete inventory as well as stocks
at end-of-contract]

e Financial capacity of end customers

e Quality of logistic processes

e Company legally separated from

its customers and suppliers
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// Upstream
cycle management
scenario
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The upstream scenario is appropriate for
companies managing multiple suppliers,
those assembling and processing
merchandise that is then sold to end
customers, those with long production
cycles and companies that import
merchandise from faraway countries.

e Inventory quality and liquidity (market
value)

¢ Quality of logistic, transport and
purchasing process

e Company in good financial health
(agreement for regular repurchase of
obsolete inventory as well as stocks at
end-of-contract) and set-up of credit
insurance

e Company legally separated from
its suppliers
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// Downstream
cycle management
scenario
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This scenario is suitable for companies
with few suppliers but many customers
and those with a simple purchasing cycle
but with a complex customer portfolio.

It is appropriate for distributors looking
to increase the visibility of their products
(consignment-based schemes with
repurchase agreements at the end of a
contractual time limit set based on sales
cycles, campaigns and seasons).

¢ Good financial health of final customers
requiring credit coverage

e Inventory quality and liquidity

e Agreement for regular repurchase of
obsolete inventory as well as at
end-of-contract.

More than fifty customers
already use our services

Logisticians:

Staci, Geodis, Bolloré Logistics, Dejean
and others.

Industrials and service
providers:

BNPP, Revima, Orange, Sodexo, Alinéa,
Danone, SGS, PSA and others.

/Il Offer reserved for
logisticians

Principle :

Atlantiq is a trusted and exclusive
partner of logisticians in their
direct relationships with customers.
We offer a variety of options
depending on their specific needs.

Advantages :

Inventory outsourcing to Atlantiq
allows logisticians to deconsolidate
turnover and manage cash flows
that are not under their purview.
Outsourcing of supply chain cash
flows makes it possible

to earn the loyalty of logisticians’
customers and broaden their offer
(differentiation).

/Il Pricing

A coefficient applied to purchase
flows (mark-up) and per-invoice
administrative costs (customers
and suppliers), determined on each
individual situation.

Distributors:

HBF, French Boat Market, Japan Tobacco,
Relay, FNAC and others.
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