UHBeCTUMLUUOHHAA npuBriekaTesribHOCTb
cBepxrnpousBoauTesribHou nnatdopmbl 0OpaboTKu
AaHHbIX SAP HANA

NpuHa KaneHckaa / SAP Value Engineering
5 Hdekabps 2012
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SAP Value Management — meTogonorusa ynpasneHus
co3gaHueM 3KOHOMUYeCKUX Bbirog ot uHBectuumm B UT

=
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=
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HenpepbiBHOE -
co3paHue
A 3auem?
3KOHOMMUNYECKNX
Bbirog u
=
Kak? =
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Benchmarking - cpaBHUTENbHbBIA aHanM3 3EKTUBHOCTH
OM3HEeC NPOLIECCOB KIMEHTA

Business case - oueHka 9KOHOMUYeckon apPeKTUBHOCTHU
BHeapeHus pewleHnn SAP

Value Academy - BHegpeHue MeTOAOMNOMN OLEHKN
apheKkTUBHOCTHU

OueHka a(ppekTUBHOCTM CyLLEeCTBYHOLLMX BM3HECC NpoLeccoB
n o60CcHOBaHME HEOBXOOMMbIX USMEHEHUI U YNY4dLLIEHNI
Mopoepxka npouecca NPUHATUSA peLleHnn Ha OCHOBe
KONMNYECTBEHHbIX N KAYeCTBEHHbIX OLLeHOK 0O6aBneHHOM
CTOMMOCTH

Mcnonb3oBaHne MeTog0M0ormMm oLeHKN 3pHeKkTUBHOCTM Ha
NOCTOSIHHOM OCHOBE

Benchmarking — cpaBHeHWe 613Hec NpoLeccoB / KNoYeBbIX
nokasaTenemn KnumeHTa ¢ HannyyYWwnMm NpakTnkamm
pacnpoCTpaHEHHbIMWN B MHOYCTPUN

Business case — geTanbHbI aHanus Bbirog oT BHeapeHus SAP,
OCHOBaHHbIN Ha MHOpMaLUK, NONYYEHHOW OT KNneHTa, n
caenaHHbI COBMECTHO C KITMEHTOM

Value Academy — obyyeHune knmeHTa
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SAP Performance Benchmarking — yHUKanbHbIW
WHCTPYMEHT AJ1S OLleHKM noTeHUuMana

SAP Performance Benchmarking — ctparerndeckas
ycnyra SAP, 3anyuieHHas B 2004r. BMecTe ¢ KnneHtamu e T
komnaHun B CLUA (American SAP User Group) kak dpopym Benchmarking

anst obMeHa nokasartensmMmm n HannyvywmnMmn npakTnkamu 10 000 y4aCTHUKOB

B HacTosLee Bpems nporpamma ABnseTcsd ogHoOM U3 4 000 komnaHwmy
Hanbornee OOLWNPHLIX B UHAYCTPUU, OObeanHAET Bonee 30
yvyacTHukoB 13 CLLUA, Esponbl, A3un n JlaTMHCKON (PYHKLIMOHAMbHbIX
AMepuKn obnacten

. Bonee 700 KIM3
Y4yacTHUKHK noJsiyvyaroT pa3pa60TaHHbm cneunaribHoO g4

HUX OTYET, BKIIOYAIOLLIMIA CPABHUTENbHbIN aHanus PR 1 G il

. NpPaKkTUK
KIto4eBbIX NoKasaTenen adoeKTUBHOCTU C aHaNOMM4YHbIMU
KITMEHTY KOMMAaHMAMMN, a TaKkKe pekoMmeHgauum no
NCMNOSIb30BAHUIO NyYLUMX NPaAKTUK
Yyactue B nporpamme 6ecnnaTtHo Anst Hawmx KIMeHTOB
O =2 -
= )\ = . ,
QSUG [Ten 275 APISS ) (rradcpromotion
m 6 f.TLLLUHATINr5950 m"-ﬂs-::mlr.-:.nm.wlknh.‘nn

UK & Ireland
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Ona yero HyxeH Benchmarking?

UpeHntudmkauusa/MNMpuoputnsaums
NoeHTudmkauma OCHOBHbIX HanpaBneHnn onga ynyyeHnm

OnpeneneHne «OTNPaBHOMN TOUYKN»
N3amepenune KIS n 3penoctn busHec-npoLeccosB nepeq
Ha4yanom nporpamMmmon TpaHcdopmMaLnm

BHyTpeHHne cpaBHeHUA
CpaBHeHue mexay PyHKUNOHATbHBIMU UK
reorpadounyeckumun nogpasgeneHnaMmmn ogHon KoMmnaHum

PyTnHHoOe namepeHune ahpheKTuBHOCTHU
CpaBHeHue TekyLen apdPekTMBHOCTU C 3G DEKTUBHOCTBLIO
NPOLUMbIX NepMogoB

v

BoicTpbin U 3thPeKTUBHBLIN cNOco0b oueHKu adhcdhekTuBHOCTH!

© 2011 SAP AG. All rights reserved.




SAP Performance Benchmarking — 4Tto nony4aeT KfIMeHT?

Performance Indicator Summary

CpaBHeHue KI3 komnaHum-

yyacTHuKa C pedepeHTHbIMM n_ L ,?i'm

Emglayee Engagerent
rpynnamm - 1
py Emglayee Tumover (in %) 48 30 107
Effect Employees Trained (in %) 762 1000 738 100.0
Payment Errors (in %) 001 100 001 130 013

Time Spent by Managers on Employee Administration 100 108 50 e 50
(%)

Employees per HR FTE “ Benchmark Performance Potential Benefit (in millions?)

HR Cost per Employee

EMGEASH | Seaff Asocated o Transactional Activites (i » Employee Turnover (in %)* ‘ Average ‘ 00- 80 F 8.0
MoTeHumanbHble 3KOHOMUYeckue —— st E
SO S Average w Higher Employee Productivity

BbIroAbl, KOTOPble MOTYT BbITb (=lon10=hon CER—TR
OOCTUrHYThI Npu gocTmkeHun KMo Employcesper HR T2 N T 020 [

71 90

CpegHuX 1 Ny4yLmx nokasarenem M P — . R - U5

Internal Gap v o
Coverage Ranking 94 1,760 1,252 1207
Extemal and intemal apphcants are able to place

1 themsalves in a talent pipsline according 1o their own 2 - 1
Mo Bbl K oo
:
i inch

Recruiting systems automates apph .
admaustraton with infarview mviation rejecton letters
3 and standard offerletters generated automabally based 2

on standard lemplates, and interview assessmants .

completed and tracked online —

Recriting system has automated analysis and reporting
aiyze the talent poot

C pa BHEHMe n po U,e CCOB Sourcs effectiveness ! Coverage Ranking: | W Beio

Bet

e
Best Practices for Recruitment and Staffing: Impac( on Time to Hire and Process Efficier
PECMOHAEHTOB C NYYLIUMM O .

External and intemal applicants are able 10 place themseives in a talent pipeline according to their own
interests or goals

n pa KTM Ka M M Best Practice Adoption (Oil & Gas Companies)/ Time to Hire (Days)

Extemal and intemal applicants are able 10 place themseives in a talent pipefine according to their own
intesests or goals.

[Best Practice Adoption (High Tech Companies)/ Recruitment and Staffing HR FTEs per 1,000
Employees

Hiring managers have g self-service, DAty 10 create and SUDMIL JOD
requirement profiles for approval. use approval workflows fof requirements profiies, view candicate short lists

BbiCcOKOypOBHEBbIe CTpaTernn gng [~ s
yny4dweHns — MmatemMatmyeckas Mogernb onpenensieT Koppensaumio
MeXAy UCNonb3oBaHMEM OrnpeaesieHHbIX NyYLnX NpakTuk u
ynydweHnem nokasarernen aoPeKTUBHOCTU KOMMNaHUN

to identify performance Improvement opportuny

KoHcynbTauus ¢ akcneptom SAP ans Banvaaumm pesynstaToB U 0630pa OCHOBHLIX BbIBOAOB

© 2011 SAP AG. All rights reserved. Public




NMpouecc 6eHYMapKkuHra ¢ SAP BKrnro4aeT 5 OCHOBHbIX

LwaroB U 3aHUMaeT 3-4 Hegenwu

ermcrTpauusa anoJyiHeHue banugauus

YaCTHUKa OMPOCHUKa A3dHHbIX
oT4yeTa

PerncTtpauums Ha: 3anonHeHue OTBeTbI Ha
« http://benchmarking.s  onpocHuka BanuaaumMoHHbIe
§ ap.com/vmaglobal/ BOMpPOCHI B crny4yae
5 MX NOsIBNEHUsI
© nnn
>::: 3anpoc onpocHuKa y
evgeniy.yurov@sap.com
[MpoBeneHne AHanM3 gaHHbIX
Banuaauum MNonseneHune
"'>J JaHHbIX NTOroB
o NoarotoBka oT4yeTa
<
0p]
2 — 3 yenoBeko-4yaca 1 Hepgens nocne 1-2 Hepgenu nocne
noaayv onpocHuKa Banuaauum AaHHbIX

© 2011 SAP AG. All rights reserved.

O6cyxaeHune
pe3ynsTaToB

O6cyxaeHune
pe3ynsTaToB


http://benchmarking.sap.com/vmglobal/
http://benchmarking.sap.com/vmglobal/
mailto:andrey.kupryashin@sap.com

Bbu3Hec-aHanMTUKa BNUsieT Ha Bce npoueccCbl KOMMaHU
NMNokpbiTHe npoueccoB nporpammoun SAP Benchmarking

YnpaBneHue chmuHaHcamun Onepau. acpheKTMBHOCTb Ctparternyeckoe ynp-e UT OTHoOWeHuA ¢ KNnMeHTaMmu

CtoumocTb BriageHus

3akynka/ ynpaBneHue
(TCO)

duHaHchI
afc nocTaBLMKaAMU

KoHTakTHbIe LeHTPbI

CobnropgeHue
3aKkoHogaTenbCcTBa U
BHYTPEHHUX npoueayp

BbusHec-aHanuTuka
Mpowuss B
pon3BOACTBO AdrchbekTMBHOCTL Npoaax

5 YnpaBneHue UT
epexnueoe

npoun3BoacTBO

YnpaBneHue puckamu
KnueHTtckas lNoppepxka

YnpaBneHue nHcpopm.
noTokamm

YnpaBneHue

duHaHcbl — shared service e TR E

YnpaBneHue npogykramu
n ycnyramm

YnpaBneHue co3gaHuem
ueHHocTtu (Value

management

Pa3paboTka HOBbIX

YnpaBneHue nepcoHanom YnpasneHue Leno4kon
NpoAayKToB

nocTaBOK

YnpaBneHue

YnpasneHue apxXuTeKTypomn

yeJsioBe4YeCKMM KanmuTtasiom

nﬂaHMpOBaHMe Leno4ku
NnocTaBoOK

MocnenpogaxHoe
o6cnyxuBaHue

Yn paBlieHune BHegpPeHUem

YHpaBneHMe akKTnuBamum

YnpaBneHue TanaHTamm YnpaBneHue nepeBo3kamu

Mopaepxka
YnpaBneHue aktuBamu

YnpaBneHue cKnagckum
XO3ANCTBOM

YnpaBneHue nepcoHanom
- Shared Services

Be3sonacHocTb
Kpocc-thyHKUMOHanbHbIe NpoM3BOACTBA U OXpaHa
OKpyXarlLlen cpeabl

YnpaBneHue
MHBECTULUSMU U Kan.
npoeKkTamm

npouecchbl

- = Tonbko nydline npakTnkm

* =B paspaboTke OT 3aKka3a A0 NocTaBKU
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Gartner Research

Publication Date: 20 August 2010 ID Number: G00205812

Vendor Focus for SAP: SAP Value Management
Services —_— —

Bill Swanton

SAP has invested significant effort to develop services and intellectual property to help
its clients get more value from their ERP investments. Companies should evaluate these
services to help identify opportunities, develop business cases and track results.

Key Findings

e SAP has recognized that its continued success depends on its customers getting
measurable value from its products.

e The initial point of contact is a set of no-cost services for benchmarking the performance
of business processes.

e Additional no-cost services help companies develop business cases for process
improvements and new implementations.

e Additional paid services help refine the business case and measure the results.
Recommendations

e Investigate SAP Value Engineeringjservices as a low-cost way to benchmark < your
processes; to see how well you are using your SAP investment. .

a Rarnnniva that \/alhiia Enninaarinna ic larnali a calae affart tn nat arcrnilinte Aarnninn

© 2011 SAP AG. All rights reserved.
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Contact information:

EsreHnin lOpos
Principal Value Advisor

SAP Value Engineering



T-Mobile USA, Inc. .« T - -Mobile-

Telecom — Measure effectiveness of Marketing Campaigns

, Product: Agile Datamart
$10-25 savings per g
|| win-back subscriber - Business Challenges
potentially billions of o o .
additional revenue per Absence of rapid insights lead to inefficiencies and potential revenue loss
year Proliferation of offers/micro-offers makes offer performance management

increasingly strategic
56X faster insights High acquisition costs and intense competition in a saturated market

performing churn
analysis Technical Challenges

Big data cannot be analyzed efficiently and accurately

2 Billion+ records
for 21M customers
analyzed in 3 hours
(Vs. 1 week earlier) Real-time business decisions to maximize revenue by channel

Benefit

Enable targeted micro-offers in real time

Refine sales offers leading to increased adoption rate and profitability from
their customers

SAP HANA is enterprise ready and can handle information from multiple sources at T-Mobile for targeted offers to more than 21 million customers via
channels such as retail stores, customer care centers and eventually SMS. Since marketing campaigns are frequent and precise to a segment, it
requires rock solid performance in addition to speed of analysis with SAP HANA to provide offers on the fly for improved customer adoption, profitability
and retention. Jeff Wiggin, VP Entreprise Information Technology , T-Mobile USA, Inc.

Based on the rapid analytics that we're performing on SAP HANA, we are now able to quickly fine tune our current and future campaigns to improve the
customer adoption rate, reduce churn and increase profitability . Alison Bessho, Director, Enterprise Systems Business Solutions, T-Mobile USA

© 2011 SAP AG. All rights reserved. Public




Provimi (acquired by Cargill) Dprovimi
CPG industry — Animal nutrition solutions - '

Product: COPA RDS, Ops Rpt RDS v2

=|| 500k Euro
working capital Business Challenges

reduction within a week
Lower profitability due to poor decision making and demand forecasting

Lower business growth: sales dependent on IT for analytics

'y 40% speed-up of Technical Challenge
ﬂLF monthly close from 5 Speed up monthly closing process and increase process quality
— to 3 days
Benefits

Increase profitability in Sourcing by making real-time decisions in purchasing
raw materials based on demand forecasting

15,000X faster Increase profitability in Sales by deciding real-time on commercial proposals
analysis and insight based on up-to-date margin analysis

3-3-3 for SAP HANA: in 3 days, we successfully completed a proof of concept using our own CO-PA data; in 3 weeks, we were live and
running; and within 3 seconds, we now run any CO-PA analysis.

Rogier Jacobs, CIO at Provimi

© 2011 SAP AG. All rights reserved.




Redbox (Coinstar, Inc.) coinstar redbox

Automated Retail Industry - Big Data Analytics to Improve Business Performance

_Il $12|\/| in estimated

annual new revenue
and operational cost
savings

6 TB customer data

.

.1::::' 2X data compression

:.::.: in Sybase EDW and
Wy’ SAP HANA

© 2011 SAP AG. All rights reserved.

Product: SAP HANA + Sybase 1Q

Business Challenges
Significant loss of revenue due to fraudulent rentals

Predictability of customer demand is constrained by an inability to evaluate data
spanning more than one week -

Decision latency - understanding which titles to thin delayed due to latency in
collecting & analyzing data

Lost revenue due to inability to maximize kiosk capacity (AFR) to meet demand

Technical Challenges

Current Data Analytics solution is inflexible, highly manual & time consuming for
Redbox IT to configure, aggregate and support

Current Inventory Thinning systems and processes are limited by an ability to analyze
large volumes of data

Benefits
Increased revenue and improve margins
Accelerated and more complete analysis resulting in more effective inventory thinning
Real time assessment of fraud threat
Development of an in-memory analytics infrastructure to support future projects
IT system simplification due to the elimination of multiple legacy systems




. c
Givaudan

Givaudan Suisse SA
Chemicals Industry - Product Compliance Check

SENSES

Product: Agile Datamart

0 . .
95% of mte_ractlvg Business Challenges
checks compliance in

less than 4 seconds Secure compliance of products in an ever changing environment in much

(requirement: 80% in faster time, even with thousands of products to check

less than 30 seconds)
Technical Challenges

Need to accelerate the existing EHS solution with a HANA based Custom
Development Project

Compliance checks, namely interactive and mass, take long because of the

0 .
>80% compliance complexity of product compositions and compliance criteria

complete below 2
seconds with ahead-of-
time decomposition for Benefits

mass check Reduce time, effort and costs to develop new products
(requirement: 12000

Protect Givaudans competitiveness in their market and assure this in the future
products per day)

© 2011 SAP AG. All rights reserved.




Servicios Liverpool, S.A. de C.V lﬂ Liverpool*

Retail Industry — Real-time Inventory Management

Significant

|| increase in yearly

revenue

14 days lesser
processing time - to
real-time with SAP HANA

=)

Product: Agile Datamart; Ops Rpt RDS v2

Business Challenges

Time to get the inventory information took hours and days, and outdated
information wasn’t so relevant for the dynamic business environment

Increased inventory levels result in capital binding, increased storage costs
and opportunity cost of lost sales

Technical Challenges

Big volume (100 stores, close to 900,000 articles) delays current BW report
execution and result in data inconsistencies and errors

Benefits
Transform their entire business, improve profitability and reduce cost
Identify non-moving/discontinued items in real-time
Work with granular & detailed data to increase business information accuracy
Simplification of their IT infrastructure

We have made an all-in bet on SAP HANA as our data platform replacing our legacy data-warehouse. As the largest high-end department store chain in
Mexico, we need real-time operational & customer insights. Before HANA, it took hours and sometime days, and when the data finally became available
it wasn’t relevant anymore to our business. With HANA, Liverpool will transform our business processes to deliver exciting shopping experience with

personalized preference.

Jorge Salgado, CEO, Liverpool

© 2011 SAP AG. All rights reserved.




Benchmarking — npumep ot4yeTa
Pe3lome ona pykoBoacTtBa

% Emp Receiving Analytical Info from Bl Tools % Active Reports Made By Business (not by IT)
50

30 37
20
20
10
2
Top 25% Average Bottom 25% Company Top 25% Average Bottom 25% Company
Bl Spend as % of Revenue Usage of Bl to Manage Business Processes
3
0.078
25
2
0.052 1.8
B 0.013
Top 25% Average Bottom 25% Company Top 25% Average Bottom 25% Company
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Benchmarking — npumep ot4yeTa
KnioyeBble meTpuUku

Revenue per Employee (‘000s) 399 526
COGS (% of revenue) 67 55
SG&A (in %) 17.9 7.6
% of Strategic KPIs Tracked Using Bl S/W 30 50
Implementation Time for a New KPI (in days) 8 23

Drilldown Levels 3 3 4
% Emp with Visibility into Strategic KPIs 8 10
Usage of Bl to Manage Business Processes 2.5 3.0
% Emp Receiving Analytical Info from Bl Tools 30 50
% Emp Executing Simple Queries on Bl Tools 15 10 15
% Emp Analyzing Analytical Info on Bl Tools 10 10 15
% Emp Building Reports on Bl Tools 3 5
% Emp Building Reports In Off-line Tools 5 13

© 2011 SAP AG. All rights reserved.




Benchmarking — npumep ot4yeTa
Jlydywine npakTuku

Company Best Practice Importance Compared to Coverage Contrasted Against Peer Responses (Peer Group)

1 = No Coverage
5 = Full Coverage

|— Top 25% I Average Customer Cowverage == Customer Importance |

Bl Strategy Bl And Business  Business User BI Bl Governance Dashboards And Data Exploration Advanced Reporting
Process Insight Standardization Visualization Analysis/
Integration Interactive
Analysis

© 2011 SAP AG. All rights reserved.




