Oct = Nov = Dec 2011 = Volume 12 Number 4

Sponsored by SAP The inside edge for SAP customers worldwide

The Big Squeeze
How Business Analytics Can Help You Extract Every Ounce of
Value from Your Business Information

Unwire Your Enterprise and Unleash Business Growth
A 4-Step Strategy for Enabling Enterprise Mobility

Beyond Systems of Record to Systems of Engagement
Where Business Analytics Goes Next

5 Game Changers Propelling SAP to the Billion-User Mark
Special Report on Business Analytics

Know Who to Trust
Special Report on Supporting Your SAP Solutions

1 2 2 What's New in SAP NetWeaver ID Management 7.2?

sapinsider.wispubs.com




The inside edge for SAP customers worldwide
Sponsored by SAP « Volume 12 Number 4

Feature Stories

1 The insideEdge
Up Close with Chakib Bouhdary, Chief Value Officer, SAP AG

6 The Big Squeeze:
How Business Analytics Can Help You Extract Every
Ounce of Value from Your Business Information
An Executive Q&A with SAP's Steve Lucas

12 Unwire Your Enterprise and Unleash
Business Growth
A 4-Step Strategy for Enabling Enterprise Mobility

17 Unlocking the Promise of Mobile Commerce
With “Apollo,” Retailers and Consumer Products Companies
Can Keep Pace with Consumer Expectations

Chakib Bouhdary
Chief Value Officer
SAP AG

Special Reports Primers
EEM Business Analytics W The Solution Extension Primer
5 Game Changers Propelling SAP to the The Insiders’ Guide to Finding the Right Solution
Billion-User Mark for Your SAP Deployment
28 Supporting Your SAP Solutions e}l The OEM Primer
Know Who to Trust : Opportunities Unleashed: OEM Partner Program
Puts Innovative SAP Technology Platforms into
New Hands

sapinsider.wispubs.com | OCT = NOV = DEC 2011 3




Spotlight Articles G
22 Bringing Order to the Chaos in Mobility 100

26 Elevating Your Procurement Organization from Knee-Jerk Reactions to Predictive Analytics

30 Beyond Systems of Record to Systems of Engagement

Where Business Analytics Goes Next 102
60 Boost Profitability with More Efficient Resource Scheduling
Better Manage Your Service Resources and Improve the Bottom Line with SAP Multiresource Scheduling 104
63 Build and Maintain Better Connections
SAP Application Interface Framework Improves Interface Implementation, Monitoring, and Error Handling
: 106
71 Innovation Made Easy
Tools and Tips to Help You Get the Most Out of SAP's Enhancement Packages
. . . 7 110
74 How SAP Customers Are Succeeding with SAP Enterprise Support —
and How It Can Work for You
89 “Deliberate Design”: A Quick Guide to Architecting Your Solution Landscape for Success 115
91 OQutsourcing in the Cloud and Beyond: How to Choose the Right Partner
Ease Your Search with the SAP Outsourcing Certification Programs
118
Editor-in-Chief Advertising Sales 2z
Bonnie Penzias = bonnie.penzias@WISpubs.com Kevin Callahan, Vice President
4 AN kevin.callahan@WISpubs.com = 1-781-751-8689
I\ B Senior Editorial Director
- Lucy B. Swedberg = lucy.swedberg@WISpubs.com Ed Cray 126

Maridgiig Editor ed.cray@WISpubs.com = 1-781-751-8752
Sponsorec by sAP Melanie Obeid - melanie.obeid@WISpubs.com Len Ganz |
1 it len.ganz@WISpubs.com = 1-781-751-8820
Published by Wellesley Information Services Editor, Custom Publishing a2
Megan Daley - megan.daley@WISpubs.com Patricia Keiran 1257k
pk@WISpubs.com = 1-781-751-8731

= Features Editor (
www.WISpubs.com David Hannon « david.hannon@WISpubs.com Ken Kiefer
; ken.kiefer@WiSpubs.com - 1-781-751-8707 '
Editors
Heather Black, Christina Collins Marketing - Kaycie Goding, Eric Warner 128 \
Editorial Assistants Customer Service & Change of Address R
Emily Koo, Amanda McKeon insider@WISpubs.com
Production Director - Randi Swartz LI5S fae 1IR3 129 RN
Art Director - Jill Myers Editorial Board of Directors
— - Keith Elliott = Diane L. Davis
sapinsider.wispubs.com Advertising Coordinator « Jennifer Tipping Karl Kessler « Heinz-Ulrich Roggenkemper
130 R

Postmaster: Send address changes to SAPinsider, 20 Carematrix Drive, Dedham, MA 02026, USA.

SAPinsider (Print ISSN# 1537-145X, Online ISSN# 2155-2444) is published quarterly by Wellesley Information Services, LLC (WIS), a division of UCG, at 20 Carematrix Drive, Dedham, MA 02026. A subscription to SAPinsider is free to 131 A

qualified readers within the US and Canada. Outside North America, a fee of US$39 is applied for international shipping and handling for an annual subscription. To subscribe, visit sapinsider.wispubs.com.

Although Wellesley Information Services uses reasonable care to produce SAPinsider, we cannot assume any liability for its contents. In no event will Wellesley Information Services be liable for costs or damages, direct or indirect, 13158 E

including special, remote, or consequential damages, even if Wellesley Information Services has been advised of the possibility of such damages, from any cause, whether in contract, tort, or strict liability.

SAP, R/3, SAP NetWeaver, SAP EarlyWatch, Duet, SAP Business ByDesign, SAP MaxAttention, and other SAP products and services mentioned herein as well as their respective logos are trademarks or registered trademarks of SAP AG 132 E

in Germany and in several other countries all over the world. BusinessObjects, Crystal Reports, Web Intelligence, Xcelsius, Rapid Marts, and other BusinessObjects products and services mentioned herein as well as their respective logos
are trademarks or registered trademarks of Business Objects, an SAP company. All other product and service names mentioned are the trademarks of their respective companies. Wellesley Information Services is neither owned nor

controlled by SAP. SAPinsider is published independently of SAP.
All material published in SAPinsider Copyright © 2011 Wellesley Information Services. All rights reserved. No portion of this publication may be reproduced without written consent.

R A R T S e R S e T e A P B i Sk e i S s e e s |




Columns and Departments

100

102

104

106

110

115

118

122

126

127

128

129

130

131

131

132

Sustainable Business

Ensure Compliance with Take-Back and Recycling Regulations — Without Breaking the Bank
Save 50% on Operational Costs and 15% or More on Recycling Fees with Integrated

Product Information

HR Innovations
3 Benefits of Mobilizing HR
How Mobile Applications Can Improve Employee Retention, Productivity, and Engagement

SME Insights
What to Do When Your Subsidiaries Need to Integrate with Headquarters
How SAP's SME Solutions Helped LORD Corporation Navigate This Challenge

The User Experience
Portals Take on a New Life
New Functionality Could Make Portals the Secret Weapon in Your IT Arsenal

Lifecycle Management Matters
How to Get the Most Out of ABAP and Java in the Context of SAP Technology
Choosing a Java-Based Solution

SAP NetWeaver Unleashed

When 3 Become'1

SAP NetWeaver Process Orchestration Blends Solutions to Improve Flexibility and Better Align
IT and Business ‘

Performance & Data Management Corner
The Information Lifecycle Management Solution Suite from SAP
A One-Stop Shop for Managing All of Your Business Information

Security Strategies
What's New in SAP NetWeaver ID Management 7.2?

ASUG Agenda
The ASUG Executive Exchange
Connecting High-Level SAP and Member Executives to Advance Business Innovation

DSAG Directions
Customer-Driven SAP Software .
A Look at 2 Current Initiatives from DSAG and SAP: Continuous Improvement and Customer Engagement

Webinars and White Papers
Resources and Best Practices

New and Noteworthy
News from SAP and Partners

Recommended Reading
Advertiser Index
Company Index

Events Calendar

sapinsider.wispubs.com | OCT = NOV = DEC 2011




SME Insights

What to Do When Your
Subsidiaries Need to Integrate
with Headquarters

How SAP's SME Solutions Helped LORD Corporation Navigate This Challenge

Carney Vensel, LORD Corporation, in conversation with SME Insights Columnist Prasad Akella and Sheila Zelinger, SAP

Carney Vensel
Manager of International IT
LORD Corporation

For more information
on SAP solutions for
subsidiaries, write to
Prasad Akella at
prasad.akeila@
sap.com.
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As globalization marches on and businesses look to grow in international
markets, companies are often confronted with the need to build and serve
locally. And to do so, they need to think through core aspects of their product design, build,
and distribution strategy — and the associated implications to their overall organization —
from an IT perspective. Specifically, how do they enable their subsidiaries to run efficiently
while fulfilling headquarters’ requirement to have a holistic view of the corporation?

In this “SME Insights” column, the focus is on subsidiaries, which make up an important
portion of the small business and midsize enterprise (SME) population. SAP’s Dr. Prasad Akella
and Sheila Zelinger caught up with Carney Vensel, Manager of international IT at LORD Corporation,
a company that has integrated its subsidiaries using SAP Business One.

Q: Could you describe LORD Corporation
and its subsidiary operations?

A: LORD Corporation is based in Cary, North
Carolina, and is a leader in adhesive, coating, and
vibration control and motion management tech-
nologies, with revenues of US$720 million.

We have 17 manufacturing facilities in nine
countries, along with 90 strategically located sales
and support centers worldwide. In the past, these
subsidiaries used their own software and devel-
oped unique business processes to meet their
operational requirements. However, some of
these solutions lacked work-in-process (WIP) and
quality management capabilities. At certain sites,
there was no link between manufacturing opera-
tions and accounting software, making it difficult
to conduct profit center accounting.

Q: What drove you to launch an IT project to
integrate these international subsidiaries?

A: Without standard processes or systems, many
subsidiaries found it difficult to provide timely
data and reports in uniform formats to corporate
headquarters. Many manufacturing facilities were
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also using inefficient, error-prone, manual transac-
tions. So, the leadership team decided that all
international locations would deploy the same
software to better integrate our operations
and provide profit accounting, quality, and WIP
management capabilities to all plants.

Q: Why not simply roll out SAP ERP 6.0 from
your headquarters to those subsidiaries?
A: We use SAP ERP 6.0 to support operations at
headquarters and the larger manufacturing
facilities in the United States. But this software
would not have fit the needs of our smaller
subsidiaries and would have created process
overload for them. We wanted something sim-
pler, but we also needed a solution that would
still integrate with our corporate SAP ERP
solution while supporting the subsidiaries’ lan-
guages, currency, and regulatory requirements.
It also had to integrate with the manufacturing
software from be.as GmbH, which each produc-
tion facility uses. After evaluating products from
a number of solution providers, we selected
SAP Business One.
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Q: What made you pick SAP Business One?
, A: During the solution evaluation process, we
found that the SAP Business One software had
% the most extensive overall functionality and the
largest number of localizations and languages. We
also felt that it was a simple system to use and run.
We knew that it came with solid, prebuilt integra-
4 tion with SAP ERP and would integrate with our
manufacturing software.

Q: Where in the rollout process are you?
A: We have already implemented SAP Business
One at locations in Germany, Italy, Switzerland,
France, the UK, Hong Kong, Japan, India, China,
and Taiwan. In the next year and a half, we plan
to deploy SAP Business One at our sites in Turkey,
Poland, Malaysia, Thailand, Indonesia, Vietnam,
and Australia. The rollout is based on a global
template with localizations for each legal entity.
We also set up integration scenarios between
headquarters and subsidiaries (SAP ERP 6.0-to-
SAP Business One scenarios), as well as between
the subsidiaries themselves (SAP Business One-
to-SAP Business One scenarios). For example:

= Master data integration. SAP-provided integra-
tion scenarios enable master data integration
between the headquarters’ SAP ERP 6.0 system
and subsidiaries’ SAP Business One instances.
This aids in our global financial consolidations,
reporting, and overall BI strategy.

= Subsidiary-to-subsidiary inter-company trans-
action. In China, we have three subsidiaries (one
sales office and two production plants), each run-
ning SAP Business One. One of the production
plants acts as a subsidiary of the sales office,
which purchases all the goods produced by the
production plant. The system automatically cre-
ates inter-company transactions between these
production plants to transfer the daily produc-
tion data with all relevant accounts payable and
accounts receivable transactions.

= Subsidiary to headquarters internal pur-
chasing integration. Figure 1 captures the
scenario of inter-company purchasing when
subsidiaries order materials from headquarters
or facilities running SAP ERP 6.0.

Q: What has been the best moment so far?

A: The most satisfying moment came when the
subsidiaries started to appreciate the value of stan-
dardizing on SAP Business One and integrating

{ w ) New purchase order (PO) creation
New sales order creation based on the PO

New goods issue creation for outbound shipping natification information (SNI)
LORD

subsidiary Inbound delivery based on the SNI

Goods receipt PO posted as soon as the goods arrive

Accounts receivable (AR) invoice creation based on the goods issue creation

| 7 ‘ Accounts payable (AP) invoice creation based on the AR invoice from headquarters

with our corporate system. In the past, subsidiaries
could customize their systems in any way they
wanted. Under the new architecture, they are still
able to support the unique aspects of their opera-
tions, but they have to work off of our standard
SAP Business One blueprint template and ensure
master data alignment with the corporate system.
While it initially seemed that it would add addi-
tional work and constraints, the subsidiaries now
realize that it allows them to leverage corporate
investments, such as business intelligence, to gain
better insights into their operations, and have
become vocal supporters of our approach.

Q: What advice would you offer to compa-
nies that need to integrate subsidiaries?

A: My first recommendation is to implement
common systems at subsidiaries as much as you
can; it really makes planning and execution so
much better. Second, use a common blueprint; it
allows for quick implementation. Third, if you are
using SAP at headquarters, take a close look at
SAP’s solutions for subsidiaries — they come with
excellent process and master data integration,
which is the key to a streamlined environment. []

About the Interviewers

(6

quarters

FIGURE 1 A Subsidiary purchase
order to corporate sales order
integration scenario
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Dr. Prasad Akella (prasad.akella@sap.com) is Vice President and Head
of SME Marketing at SAP, responsible for marketing SAP’s portfolio of
business management and business analytics solutions to small busi-
nesses and midsize enterprises. Prasad is a co-founder of the social
network pioneer Spoke Software. He holds a Ph.D. from Stanford Uni-
versity, an MBA with highest distinction from the Ross Business School
at the University of Michigan, and a BS from IIT Madras.

Sheila Zelinger (sheila.zelinger@sap.com) is Vice President of
Marketing, with a focus on SAP’s solutions for subsidiaries and
business partners. Prior to this role, Sheila led Solution Marketing
for SAP Business All-in-One and SAP Business One, as well as Solu-
tion Marketing for the Extended Supply Chain. Sheila has an MBA
from the Stanford Graduate School of Business and a bachelor’s
degree in Geology from Stanford University.
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