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EU Logistics Freight Transportation Growing challenges :
Call for action

Growth rates exceeds Economy’s growth (50% between 2000 and 2020)

Predicted in some EU countries that goods transportation could double by 2050

Logistics costs at up to 12% of final costs in manufacturing and 20% in Retail

Congestion costs up to 1.5% of GDP. Increasing trend.

Congestion leads as well to pollution and GHG

Efficiency of freight logistics impacts product prices and security of supply chain

Transportation growth leading to more fuel import (31% of total EU Energy consumption)

Urgent need for an action plan focusing on :  
 Innovation, simplification and quality, 
 Green transport corridors / TEN-T
 Updating of the regulatory framework
 Next generation of Logistics : Real Time Digital Logistics
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The Current Logistics Market Reality : Business wise
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Business Travelers,
Leisure Travelers,
Luxury Travelers,

Corporate Accounts

The Fact : Logistics Business Network operates as one

Ground Services

Flight 
OperationsMaintenance 

Engineering

Ticketing and 
Travel Agencies

Finance 
Procurement

Human Resources

Direct Sales

 Enable accurate reporting across disparate systems

 Increased visibility for regulatory & compliance 
reporting 

 Route Profitability analysis

 Support optimised network planning

 Drive decision making

 Proactive modelling & decision support

Marketing & Sales
 Optimized procurement

Predicting AND Preparing for Change is the new Opportunity

 Access to Real-Time Information

 Data Agnostic, Access to Multiple Data Sources

 Align and Enhance Data Management Strategy

 Empowered End Users

 Enterprise Financial management – revenue accounting

 Better manage revenue at point of sale

 Partner enabled solution

 Sirax Revenue Accounting (Lufthansa Systems) 

 Loyalty Management

 Enable high visibility into customer demand

 Administer effective loyalty management programs

 Manage customer lifecycle

Finance

 Visibility to fuel used

 Tighter integration procurement / Operations

 Partner enabled solution

 Solarc

Operations

Finance

Procurement

ITIT

Maintenance
 Improved asset availability

 Optimized supply chain

 Improved decision making
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Business Travelers,
Leisure Travelers,
Luxury Travelers,

Corporate Accounts

The Solution : Business Network needs to operate in Real-
Time Digital Logistics (using Big Data / HANA)

Ground Services

Flight 
OperationsMaintenance 

Engineering

Ticketing and 
Travel Agencies

Finance 
Procurement

Human Resources

Direct Sales

Marketing & Sales

Real-Time Business Network on SAP HANA

 Integrate disparate data sources into single version of the truth – in 
seconds

 Reduce overall cost of information 

 Improve quality of master data

 Enable timely and accurate reporting of financial and operational performance

 Faster route profitability analysis

 Single View of Passenger

 Actionable Passenger analytics

 Enhanced Customer Segmentation

 Campaign Optimization

 Precision Retailing for Loyalty Management

 Sentiment Intelligence

 Price Optimization/
Dynamic PricingFinance

 Optimize crew and aircraft rescheduling and recovery

 Passenger rescheduling

 Operational safety & predictive risk management

 Operational Data Hub: Real-time visibility of aircraft, crew, and passengers

Operations IT

Maintenance
 Predictive Maintenance

 Reliability analysis

 Real-Time MRO and Logistics reporting

 Integrated maintenance decision support

 Configuration Control
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Surveys show that Insight, Business Intelligence, Predictive
Analytics, Big Data and Real Time are a must have in Logistics
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Transportation & Logistics : Digital Logistics can provide 
innovative unique services  in Real Time !! 23 examples

Revenue/Yield 
Management
Real-Time Booking 

for Tour Operators
Bigpoint: Player 

Behavior and Real-
Time-Offer 
management in 
gaming
Dynamic Booking 

and Service 
Offering for Hotels

 Smart Fleet 
Analytics to 
analyze mobile/ 
sensor data 
obtained from 
vehicles
Customer 

Operational 
reporting 
NRI: Traffic 

management of 
Taxis in Tokyo 
using GPS 
signals
 Predictive Fleet 

Maintenance

Analysis of crane 
pulls/ movements 
at terminals 
Analysis of  Load 

Factor/ Cargo Mix
 Spare Parts 

Optimization
 Accelerate 

Financial Close
 Predictive 

Maintenance/ 
Safety

 ‘Day of Ops’ for 
Passenger 
Recovery
 Predictive Risk & 

Safety 
Management
 Single View of 

Passenger
 Sentiment Analysis 
Customer 

Segmentation
 Price sensitivity 

and optimization to 
adjust fares

 Yield/Network 
Optimization to 
allocate cargo on 
itineraries
 Empty Container 

Repositioning
Operational 

Planning 
including Inland 
feeder network
Maritime Location 

Intelligence 
(Anomaly 
Detection)

Hospitality LSP/FF/Route RailAirlines/
Passengers Ocean Liners
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Benchmarking, KPIs and Benefits of Digital Logistics

SAP and Imperial Logistics proprietary and confidential  | 31

Case for Change

 SAPAG 2005, Confidential Document / For Discussion Only/ 5

Additional S/W Maintenance Cost

Lesser customization leads to lower 
application support cost

the core – hence avoid future
custom development effort 

Reduced QA Cycle due to a simpler landscape- hence better

IT responsiveness

Leveraging Industry Open Standards in 
Application platform

Past CDPs – they being covered in
Functional/              Core – hence simplify landscape

B usiness                Current CDPs – being supported in

Cost of Upgrade

Service Enablement of Business
Architectural           processes

Factors Option 1                    Option 2                    Option 3

Considered Upgrade NOW         Upgrade in ‘06        Upgrade in ‘08

Option Evaluations (Intangibles)

B enefits

B enefits

Landscape           

Financial              

H i g h  
B e n e fi t

L o w B e n e fi t N o conclusive decision could be
m ade

 SAP AG2006, Value Realization / 24

Po w e r Su pply
 Proc urement

 Us ability, P roduction O rders,  R eliab ility  C entered Maintenance

 Analytics, Mobile
Finan ce

 Project Systems

 New General Ledger, F inancial R eporting

 Portfolio Managem ent, Bus P lanning & S im ulation, C onsolidationsTra ns m i s s i o n an d D istribution

 W ork O rder Mgm t, W arehouse Mgm t, P redic tive Maintenance

 D oc um ent Managem ent System

 Project Managem ent, C ontractor & Invoice Managem ent

 D is tribution W ork O rder System R eplacementC u s to m er C a re / B i l l ing

 D ata Accuracy, Meter Validations, C redit and C ollections, Collec tions Operations, Scheduling for O utside Service Providers

 Energy D ata Management

In fo rm a tion Te ch nology (IT)
 Arc hiving, General R eporting & Analytics,  Knowledge Management

 Infras tructure C onsolidation, E lim ination of D uplic ate Applic ations

H u m an R es ources M a na gem e nt
 O pen Enrollm ent C onsolidation, C om pensation & Skills D B, Auditing, T im e Entry

 Life Event P rocessing

SRM / S C M

 O perational R eporting

 Supplier C ollaboration, C atalog & Content Mgm t, Maveric k Spend, Vendor Portal

1 - N o w                    2 – E R P  05          3 – N e w  Ap p                 4 – Late r

Deliverable Example: Business Initiatives Roadmap

s hort term

2005 2006

 SAPAmerica 2006   Roadmap Imperatives, Jack Childs  July 2006                       42

ESA Roadmap Example: Innovative Order-to-cash 
Process

long term

2008

Tim e

2007

m id term

Applications
R /3 „P01“ 4.6cR oadmap to

Appl icat ion
Landscape

R /3 „P02“ 4.6c
„P 03“ m ySAP E R P05

LO T US D B

SIEB EL C R M
m yS AP C R M 5.0

HYPE R IO N

SE
M

   
  

C
RM

   
  

ER
P

Platform
R oadmap to
N e tweaver

P o C                 S AP XI / B PM 3.0 S AP XI / B PM „2006“

P o C        S AP P ortal 6 .0 S AP P ortal „2006“

P o C        S AP M D M 3.0

P o C      S AP BW 3.5 S AP BW  „2006“

S AP BW  „2006“

Business 
Processes 
R oadmap to
Ente rprise Services

O rder management (ID O C )                                   O rder ent ry
order entry Clearing

Validation C heck ATP check GTS check Credit
check

O rder processing InvoicingO
T

C

C ont r o lling

Detailed Solution Priority Analysis

U
rg

en
cy

 (
B

us
in

es
s 

&
 IT

)

Implementation Effort

Portal     & O f f ice
Intellectual                      P ro ject / T raining U I

Port fo lio T ools
M gt

H R
Interaction C enter

M aintenance Scheduling
& P arts

Finance D ata
M gt

P rope rty
M anagement

Lo wHigh

Lo
w

H
ig

h

Notes:   (1) The size of the circle corresponds to the magnitude of the anticipated financial benefits
(2) Yellow circles indicate initiatives/opportunities with a strong usability component

T ools       C hanne l                    Automat ion T reasury

Supply P lanning &
Visibili t y

D e mand          P ricing
P lanning

H R D ata                     S ales/
M gt                      M ar keting Support

C ustome r
Loyal ty C ompliance

P rocurement

T ools

M gr
R e port ing

& T ools

M gt

Forms

Total Annual B enefit $7.0M – $17.1M

Assumptions
1 Revenue for the trailing 4 quarters (Q 4 ’04 – Q3 ’05) is $1931M; ‘Increm ental’ m argin of 19.4% was calculated as the average gross m argin over the period (22.2%)  m inus 25% of the SG&A (11.4%)
2 120 global custom er service representatives; ~33% of tim e spent on order m gm t; assume $45k fully-loaded cost per em ployee
3 120 global custom er service representatives; ~50% of tim e spent on custom er service(excluding order m anagem ent, tra ining, breaks  and vacation tim e); assume $45k fully-loaded cost per em ployee
4 Accounts receivable as of the end of Q3 ’05 were $454M (or 78 days of sales); cost of capital is  assum ed to be 7%.

Strategic Benefits
 Increased customer satisfaction
 Enhanced marketing effectiveness
 Improved order and billing accuracy, and reduced disputes
 Reduced sales cycle time
 Improved pricing/margin management
 Increased agent satisfaction and retention of top sales and service people
 Accelerated agent ramp-up time
 Improved first contact resolution and increased customer self-service
 Enhanced product feedback and quality information
 Improved alignment and consistent execution of corporate strategy
S ource: C ustom er -provided data. S AP analysis.

 SAP AG 2005, VE Plan                 page  6

2. Order to Cash  Benefits

Tangible Benefits
V alue S ource B aseline Im provem ent % B enefit

($36 – 68M
one-time)
$2.5 – 4.8

$454M4

$31.8M4                             8-15%
Reduced DSO (accounts receivable): One-time cash 

increase
On-going cost of capital impact

Increased customer service productivity 3

(cost avoidance) 60 FTEs                  20-25%                     $0.5 – 0.7M

Reduced order entry/management costs           40 FTEs2                           15-20%                     $0.3 – 0.4M (cost avoidance)

Increased revenue (margin) via enhanced           $375M1                               1-3%                   $3.7 – $11.2M
marketing and lead mgmt effectiveness 

 SAP AG 2005, VE Plan                page  2                   •           S ources: C ustom er -Provided D ata; Interview s; S AP analysis

Estimated Solution Benefits ($M)

L ow-e nd E st imates H igh-e n d

E stimates

O n e - time B e nef it

tbd                    tbd               Notes :
• Analysis is d irectional in nature; Assum ptions are outlined in the

appendix

Potential Annual Benefits:            tbd                 tbd

Potential One-time Benefits:          tbd                 tbd

tbd                    tbdR e d u c e T o o l in g E xp e n se s Asse t

U ti l iza tio n

tbd                    tbdR e d u c e d S p a re s In ve n to ry

tbd                    tbd                       R e d u c e d In d ire c t M a terial S p e n dIn c re a se d  P ro d u c t M a n a g e m e n t E fficie ncy

tbd                    tbd                       R e d u c e d D i re c t S p e n dIn c re a se d  R e ve n u e s/ S a le s E ffe c tive n e ss

tbd               tbd                   R e d u c e d IT Ad m in istra tive C o stsM anufactu rin g

tbd               tbd

tbd                     tbd

S u pply C h ain

tbd               tbd              Finance and P ricingC u stome r S e rvice

tbd               tbd               P ro cu rementS ales and M arket ing

tbd                    tbdR e d u c e d D i re ct L a b o r

tbd                    tbdR e d u c e d In d ire c t L a b o r

tbd                    tbd

tbd                    tbd

R e d u c e d S u p p l y P la n ning  R e d u c e d

F re ig h t C o sts

R e d u c e d In ve n to ry C a rryi n g C o sts tbd                    tbd

R e d u c e d In ve n to ry

In c re a se d  S a l e s O rd e r M a n a g e m e n t E fficiency                              tbd                    tbd

R e d u c e d In c e n tive S p e n d / In c re a se d  E f fe c tive n e ss                     tbd                    tbd                       R e d u c e d O b so l e te M ate ria ls

tbd                    tbd                        I n c re a se d  P ro c u re m e n t E fficie ncyIn c re a se d  S a l e s E fficie ncy

tbd                    tbdR e d u c e D e d u c t i o n  Ad m in

tbd                    tbd

tbd                    tbd

tbd                    tbd

tbd                    tbdR e d u c e H a rd w a re C o sts / M a in te n a n c e

tbd                    tbdR e d u c e d C o m p l ia nce C o sts

tbd                    tbd

tbd                    tbd

R e d u c e d P ricin g Ad m in  In c re a se d  AP /AR

E ffic ie ncy

tbd                    tbd

tbd                    tbdR e d u c e d S yste m C o sts / M a in te n a n c e

tbd                    tbdR e d u c e d E xte rn a l  L a b o r C o sts

tbd              tbdIT

tbd              tbd

tbd                    tbd

tbd              tbd

tbd                    tbd

R e d u c e d IT B a cklo g  (c o st a vo i d a n ce )                                         tbd                     tbd

tbd                    tbdD S O C o sts

R e d u c e d D e d u c tio n s

P. 13

Overall Staffing Levels

1 40

80

35

76

Q 1 Av erage

S ource: P artic ipant R esponses, S AP Analysis

Q 4 C o m p any X

E m ployees S erved by One H R FT E

P. 37

Recruiting and Staffing

H R FT Es pe r 1,000 E E’s                      C ost pe r E mployee ($)

8    Applicant tracking system is integrated with employee data repository

7    Recruiting system has automated analysis and reporting capabilities to analyze the talent pool and to measure

Cost per Hire ($):
• Average:
• Q 1:
• Com pany X:

Tim e to Hire (Days):
• Average:
• Q 1:
• Com pany X:

Recruiting Process:
• Automated =  53%
• Manual =  47%

O the r Benchmarks

SAP&Other Other 
Outsourced 
Manual/None

SAP
29%

Centralized      Centrally managed 
/ decentrally deployed
Decentralized Offshore

5%
10%      5%

Inhouse
< 33% O.S.
33% to 66%
> 66% O.S.

Fully Outsourced

2

1
#1            #2            #3            #4           #5            #6            #7            #8

Average         Q1          Company X

Q1                Avg              Co X                     Q1                 Avg              Co X                    source effectiveness

6    Recruiting system delivers a broad range of reports and analyses specifically designed to measure the effectiveness
of the Recruiting process, including timeto hire, acceptance rate and source effectiveness

3    Employee performance expectations clearly communicated during Recruiting process. Applicant tracking system is
integrated with employee data repository; no re-keying of data at the timeof hire

$26                5    Recruiting system automates candidate administration, with interview invitation, rejection letters and standard offer

4    Hiring managers have comprehensive recruiting self-service, including the ability to create and submit job

2    Extensive pretesting of applicants performed to determine fit with job requirements

1    External and internal applicants are able to place themselves in a talent pipeline according to their own interests or
#   B e st P ractice L isting

requirement profiles, the use of approval workflows; and viewing of candidate short lists and profile and application
data

letters generated automatically based on standard templates, and assessments completed and tracked online

goals

B e st P ractice R anking
11==NNooCCovovereragagee 55==FFuullllCCovovereragageeIT S ystems U sed             O utsourcing                    O rg . M ode l

5%
10%      5%

35% 35% 36%

14%

21%
3

5

0.1 0.1                       $14

0.4
$58

Com pany X = SAP                           Com pany X = Inhouse                Com pany X = Centralized                 Com pany X = between Average and Q1

Performance
benchmarking

How do we
compare?

Initiative
prioritization

How do we
enable?

Benefits
assessment

What is our
potential?

Roadmap
development

How do we
get there?
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Performance Benchmarking Database is available : we 
collected the largested number of KPI data on the market

SCALE CONTENT PLATFORM

15,000+
PARTICIPANTS

50+
BUSINESS
PROCESS
ASSESMENTS

o n-Demand
ANALYTICS

4,000+ companies
Global: 60% of 
participants 
outside of U.S.

With flexible peer group 
assessments
Online self-service
survey completion

3,000+ KPIs/
best practices
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Benchmarking highlights high-impact strategies that can 
be enabled by Logistics innovations

Capacity Procurement and
Network Planning

Applications Mobile Analytics Cloud
Database &
Technology

Order 
Management

Freight Execution and
Monitoring

Customer Billing and
Freight Settlement

Planners convert schedules into
bookings and confirm with carri-
ers while monitoring capacities

Automated order processing as-
sists customer service agents to 
ensure security, pre-booking, 
handling, and rate selections

Processing agent covers docu-
ment processing, discrepancy 
handling, compliance checks, 
and visibility

Accounting processes freight 
agreement audits and any recal-
culations leveraging ERP integra-
tion and compliance standards

Integrate and automate the logistics freight transportation through a single and real time platform
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Some examples of Value KPI benefits measured by our
Benchmarks in Transportation Logistics
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Conclusion 

Continued Urbanization 

Increased customer demand

Continued fragmentation across transport modes 

Limited energy resources

Environmental prioritization

Europe’s competitive and innovative edge

Critical Factors and Challenges Digital Logistics innovative Solutions

Collaborative Supply Chain Logistics

Adaptive Logistics

Green & Sustainable Logistics

Intelligent Logistics

Interoperable & Roaming Logistics

Transparent Logistics

KEY MESSAGE 

• Critical factors and challenges can be overcome by the power of Digital Logistics innovations
• We can do real time predictions, analysis and monitoring of Logistics flows the we never thought is feasible
• Big Data, In-Memory technology (HANA) and Real Time Predictive Analytics through 50+ new real time services  
• Logistics can become collaborative, adaptive, Green, Intelligent and Transparent empowered by Digital & Big Data



13© 2014 SAP AG. All rights reserved.

No part of this publication may be reproduced or transmitted in any form or for any purpose 
without the express permission of SAP AG. The information contained herein may be 
changed without prior notice.
Some software products marketed by SAP AG and its distributors contain proprietary 
software components of other software vendors.
Microsoft, Windows, Excel, Outlook, and PowerPoint are registered trademarks of Microsoft 
Corporation. 
IBM, DB2, DB2 Universal Database, System i, System i5, System p, System p5, System x, 
System z, System z10, System z9, z10, z9, iSeries, pSeries, xSeries, zSeries, eServer, 
z/VM, z/OS, i5/OS, S/390, OS/390, OS/400, AS/400, S/390 Parallel Enterprise Server, 
PowerVM, Power Architecture, POWER6+, POWER6, POWER5+, POWER5, POWER, 
OpenPower, PowerPC, BatchPipes, BladeCenter, System Storage, GPFS, HACMP, 
RETAIN, DB2 Connect, RACF, Redbooks, OS/2, Parallel Sysplex, MVS/ESA, AIX, 
Intelligent Miner, WebSphere, Netfinity, Tivoli and Informix are trademarks or registered 
trademarks of IBM Corporation.
Linux is the registered trademark of Linus Torvalds in the U.S. and other countries.
Adobe, the Adobe logo, Acrobat, PostScript, and Reader are either trademarks or 
registered trademarks of Adobe Systems Incorporated in the United States and/or other 
countries.
Oracle and Java are registered trademarks of Oracle and/or its affiliates.
UNIX, X/Open, OSF/1, and Motif are registered trademarks of the Open Group.
Citrix, ICA, Program Neighborhood, MetaFrame, WinFrame, VideoFrame, and MultiWin are 
trademarks or registered trademarks of Citrix Systems, Inc.

© 2014 SAP AG. All rights reserved.

HTML, XML, XHTML and W3C are trademarks or registered trademarks of W3C®, World 
Wide Web Consortium, Massachusetts Institute of Technology. 

SAP, R/3, SAP NetWeaver, Duet, PartnerEdge, ByDesign, SAP BusinessObjects Explorer, 
StreamWork, and other SAP products and services mentioned herein as well as their 
respective logos are trademarks or registered trademarks of SAP AG in Germany and other 
countries.

Business Objects and the Business Objects logo, BusinessObjects, Crystal Reports, 
Crystal Decisions, Web Intelligence, Xcelsius, and other Business Objects products and 
services mentioned herein as well as their respective logos are trademarks or registered 
trademarks of Business Objects Software Ltd. Business Objects is an 
SAP company.

Sybase and Adaptive Server, iAnywhere, Sybase 365, SQL Anywhere, and other Sybase 
products and services mentioned herein as well as their respective logos are trademarks or 
registered trademarks of Sybase, Inc. Sybase is an SAP company.

All other product and service names mentioned are the trademarks of their respective 
companies. Data contained in this document serves informational purposes only. National 
product specifications may vary.

The information in this document is proprietary to SAP. No part of this document may be 
reproduced, copied, or transmitted in any form or for any purpose without the express prior 
written permission of SAP AG.


