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Leading life sciences m
anufacturers transform

 their business to scale and m
ove from

 products to services.

Em
SoZ

eUed SaWienWV Z
ill be in Whe dUiYeU¶V VeaW, focXVing on SUeYenWion UaWheU Whan WUeaWm

enW, and Whe\ Z
ill be com

foUWable Vharing their health inform
ation w

ith providers and life 
sciences m

anufacturers in secure w
ays. Further, patients w

ill be m
ore accountable for their care and have greater access to their personal health inform

ation. Technology w
ill allow

 
patients to use sm

art devices to m
onitor their health in real tim

e w
hile collaborating w

ith their physicians from
 hom

e. For life
sciences com

panies, enabling process sim
plification 

and autom
ation w

ith Intelligent E
R

P
 solutions is key to turning from

 a m
ake-to-stock business m

odel to m
ake-to-order m

odel, as needed, to becom
e nim

bler in offering personalized 
therapy treatm

ents.
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Em
pow

ered patients and personalization
Im

proved patient outcom
es

�
Innovative target therapies and personalized m

edicine
�

V
alue-based patient outcom

es 
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P
atients and payers w

ill dem
and personalized treatm

ents w
ith superior but 

also cost-effective outcom
es. These personalized treatm

ents are enabling the 
supply chain to adopt m

ore agile m
odels. Life sciences trends are as follow

s:

In w
orking w

ith leading com
panies across the globe, w

e see investm
ents focused on 

three
strategic priorities:

B
ig D

ata driving health netw
orks

O
rganizations com

peting as an ecosystem
�

W
holesale to direct-to-consum

er m
odel

�
R

eal-tim
e collaboration w

ith em
ergence of B

2B
 m

odel

R
egulatory pressures and rising healthcare costs

D
igital supply chain and sm

art factory
�

P
hysical inventory to digital inventory

�
P

roducts to solutions and service

Enhance and extend next-generation processes w
ith Intelligent ER

P

Life sciences com
panies m

ust use digital technologies to drive revenue through greater insights and collaborative partnerships, leveraging em
ployee experiences. M

ost successful 
com

panies w
ill run patient-centric, integrated processes that are transparent and connected to the real w

orld. They w
ill speak to m

achines in the factory, interact w
ith patients, and 

prom
ptly be aw

are of global health situations. P
eople w

ill be relieved of repetitive w
ork and m

ore focused on high-im
pact activities.

E
m

bedding intelligent technologies into S
A

P
 S

/4H
A

N
A

®
is a key value contributor to enable life sciences com

panies to becom
e intelligent enterprises. P

ayers, providers, and 
patients all require im

proved therapeutic outcom
es at a low

er cost, and patient centricity is key, w
ith focus on custom

er and
brand experiences.



M
oderna

Today w
e are using SAP S/4H

AN
A across 

all lines of business. W
e are seeing great 

im
provem

ents in the quality of our processes 
and data and in our ability to scale.

“

M
arcello Dam

iani, Chief Digital O
fficer, M

oderna Therapeutics Inc.
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D
rive

B
usiness Value w

ith Intelligent ER
P: 

SA
P S/4H

A
N

A
 C

ustom
er Stories

Faster
M

anufacturing that helps speed 
new

 drugs to developm
ent

10x
Increase in the num

ber of m
R

N
A 

constructs that can be built each 
m

onth

B
etter

D
ata quality, access, and analytics as 

the foundation for future innovations 
in artificial intelligence, m

achine 
learning, and the Internet of Thing
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N
ew

 England B
ioLabs

The enzym
es w

e develop help our custom
ers 

drive new
 discoveries, w

ith the goal of helping 
hum

anity. N
E

B
 is also com

m
itted to developing 

m
ore sustainable business practices. S

im
ply 

put, w
e aim

 to use S
A

P S
/4H

A
N

A to help us 
raise the quality of life for posterity.

“

Sharon Kaiser, C
IO

, N
ew

 England Biolabs Inc.

”

D
rive

B
usiness Value w

ith Intelligent ER
P: 

SA
P S/4H

A
N

A
 C

ustom
er Stories
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Q
uick

A
ccess to raw

 m
aterials and a 

production plan that leads to 
faster decision-m

aking

Faster
B

atch traceability



The digital econom
y is disruptive. Life sciences com

panies need strategic priorities that drive their transform
ation to becom

ing
intelligent enterprises. S

A
P

 supports a reim
agined 

set of end-to-end (E
2E

) business scenarios to support the strategic priorities of w
orking in a digital environm

ent. 

Im
proved patient outcom

es
Life sciences com

panies are developing product innovations based on reports of actual 
device and drug use and incidents. They are using structured analysis for collecting 
requirem

ents based on interactions of custom
ers and design partners to collaborate w

ith 
service and know

ledge-based partners. In this w
ay, life sciences com

panies can deliver 
fundam

entally new
 and differentiated patient value propositions (such as capturing data 

from
 rem

ote patients and devices) and new
 processes to m

anage the latest innovations 
in m

edical technology ±
such as chim

eric antigen receptor (C
A

R
) T-cell therapy.*

E2E scenario: Patient-centric targeted treatm
ent therapy m

anagem
ent ±

P
rovide the 

ability to personalize patient treatm
ent

E2E scenario: C
old-chain biopharm

a outbound logistics ±
Transform

 shipm
ent of 

cold-chain products using real-tim
e alerts and continuous m

onitoring
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Strategic Priorities for Life Sciences in a D
igital Econom

y
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O
rganizations com

peting as an ecosystem
A

n ecosystem
 approach enables collaboration in real tim

e across functions and w
ith 

suppliers to orchestrate outcom
es in m

om
ents of R

&
D

 need for virtual, global drug 
developm

ent. Integration betw
een m

anufacturers, third-party logistics providers, and 
contract research organizations, along w

ith the usage of analytics and real-tim
e alerts 

delivered on m
obile devices, can bring increm

ental changes in the w
ay products are 

developed using real-w
orld evidence data from

 patients.

E2E scenario: Intelligent product design and collaboration ±
E

nable better design of 
drugs and devices w

ith data-driven insights to transition into developm
ent

E2E scenario: R
ecipe developm

ent and form
ulation ±

Transform
 form

ulation and 
recipes using real-tim

e alerts during tech transfer to com
m

ercial m
anufacturing for 

production of drugs and devices

D
igital supply chain and sm

art factory
To m

eet the dem
ands of cell and gene products, clinical trials, orphan drugs, and 

m
ore, supplier netw

orks can be m
obilized to respond to sm

all or individualized lot-
size production. P

ersonalized, digital, patient-physician experiences can be m
apped 

to create a real understanding of needs and desires. E
nsuring that these special 

needs are m
et w

ith flexible, dem
and-driven planning and tighter integration w

ith 
third-party logistics is key.

E2E scenario: Process sim
plification w

ith dem
and-driven m

aterial 
requirem

ents planning (M
R

P) ±
E

nable efficiency in a regulated industry

E2E scenario: M
aterial control and product segm

entation ±
P

lan and execute 
clinical trials better using data-driven insights
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Im
proved P

atient O
utcom

es

Patient-C
entric

Targeted Treatm
ent Therapy M

anagem
ent 

This E
2E

 scenario em
braces an entirely new

, innovative biom
edical technology. W

ith a 
patient-centric approach, treatm

ent is custom
ized for a single patient (a lot size of one). 

D
ue to their short shelf life, treatm

ents cannot be planned or produced in advance. 

SAP
®

VolXWionV alloZ \oX Wo m
anXfacWXUe ³m

ake-to-oUdeU´ WUeaWm
enWV in Ueal Wim

e, ZiWh  chain-
of-custody tracking. C

old-chain logistics supports inbound and outbound m
aterials in the supply 

chain with careful tem
perature-controlled handling, and it includes capabilities for batch tracking.

Top value drivers
*

25%
–30%

Increase in patient satisfaction
5%

–10%
Increase in quality of care
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*Benefits are based on results from
 early adopters of SAP S/4H

AN
A or are conservative outside-in estim

ates of the benefits of m
oving from

 a traditional ER
P system

 to enhanced SAP S/4H
AN

A w
ith line-of-business and cloud capabilities. As each enterprise is at a different level 

of m
aturity, our recom

m
endation is that you w

ork w
ith SAP to determ

ine the value proposition for your enterprise.

Traditional scenario

D
eveloping innovative treatm

ents 
tailored for individual patients

Supporting structured analysis and 
collaboration w

ith service and know
ledge-

based partners

M
anaging the latest innovations in m

edical technology for 
C

AR
 T-cell therapy, such as using cold-chain logistics for 

quality handling throughout shipping and distribution

O
ffering new

 and differentiated patient 
value propositions and new

 processes 

A new
 w

orld w
ith SAP

�
C

old-chain batch m
anufacturing

T-cell operations, cleaning and 
enrichm

ent activation, expansion, 
tim

e out of refrigeration

�
Patient drug infusion sales 
order fulfillm

ent (clock stops)
�

Invoicing and billing
Patient treatm

ent successful

�
Site enrollm

ent
H

ospital, physician affiliation, and 
business partners

�
Patient screening and enrollm

ent 
C

ustom
er recruited by physician

�
Procurem

ent 
R

elevant m
aterial from

 supplier and 
contract m

anufacturing organization; 
goods receipt and patient blood sam

ple

�
Lab report analysis
G

o or no-go decision to okay or cancel 
order (quality control and quality 
assurance)

�
M

ade to order 
R

eal-tim
e trigger(batch size of 1); 

autom
atic real-tim

e m
anufacturing and 

production scheduling

�
A

pheresis kit shipm
ent and 

sam
ple collection

Patient visits site; blood tissue and 
biopsy (clock starts)

�
D

em
and planning and forecasting

Sam
ple collection kit, w

hich depends on 
patient enrollm

ent and dropout patterns

�
O

utsourcing
Patient apheresis sam

ple kit sent to 
laboratory for testing services

�
Scheduled patient visit
Sales order portal
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Im
proved P

atient O
utcom

es

*Benefits are based on results from
 early adopters of SAP S/4H

AN
A or are conservative outside-in estim

ates of the benefits of m
oving from

 a traditional ER
P system

 to enhanced SAP S/4H
AN

A w
ith line-of-business and cloud capabilities. As each enterprise is at a different level 

of m
aturity, our recom

m
endation is that you w

ork w
ith SAP to determ

ine the value proposition for your enterprise.

C
old-C

hain B
iopharm

a O
utbound Logistics

�
Inefficient process for shipping cold-chain finished products 

�
Laborious use of a stand-alone ³Wem

SlaWe´ foU UecoUding Wem
SeUaWXUeV ±

after shipm
ent 

reached the destination, the device w
ould be sent back to its origin for tem

perature 
inspection and product release

�
Flaw

ed m
ethod, w

ith no possibility of real-tim
e alerts or com

parison of m
ultiple shipm

ents 
and perform

ance of shipping lanes ±
product w

as either released or had to be destroyed
�

Lack of a data-driven shipping lane selection 
�

N
o predictive analytics possible3%

–5%
R

eduction
in R

&
D

 cost

10%
–20%

Increase in revenue from
 new

 products 
and services

© 2020 SAP SE or an SAP affiliate company. All rights reserved.

D
estination

Tem
plate deviceInefficiency

Loss
D

elay

C
old-chain product

O
rigin
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Traditional scenario

Top value drivers
*

C
onnected 
goods

Intelligent 
technologies

M
oving 

assets
Track and 

trace
S

A
P

 S
/4H

A
N

A

SA
P Logistics 

B
usiness N

etw
ork

A
nalytics 
cloud

W
ith intelligent technologies from

 SAP, the cold-chain outbound logistics process is reim
agined 

to yield trem
endous benefits for high-value biologics shipm

ents w
ith 

SAP Logistics Business N
etw

ork:
�

R
eal-tim

e tem
perature m

onitoring for each and every shipm
ent

�
N

o need to return the m
onitoring device to its origin for tem

perature readings

�
R

eal-tim
e m

obile alerts enabling im
m

ediate action, m
aking it possible to m

onitor and save 
high-value shipm

ents
�

M
ultiple shipm

ents through a single shipping lane that can be com
pared to identify trending 

patterns and to objectively evaluate and select the best shipping lane for the next transport
�

Q
uality releases that can be autom

ated, saving tim
e and bringing greater accuracy

SAP S/4H
AN

A allow
s transform

ation of shipm
ent of cold-chain products using real-tim

e alerts and continuous m
onitoring.

A new
 w

orld w
ith SAP
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O
rganizations C

om
peting as an E

cosystem

IntelligentProduct D
esign and C

ollaboration 
C

ollaborate w
ith suppliers, developm

ent partners, academ
ia, and key opinion leaders on the requirem

ents, design, and content of new
 substances and m

aterials to speed up tim
e to m

arket for 
novel m

edications.

10%
–20%

R
eduction in m

anual rew
ork through 

better collaboration

R
eduction of errors

Through digitalized exchange of inform
ation

© 2020 SAP SE or an SAP affiliate company. All rights reserved.

Bidirectional fax or call-based inform
ation exchange:

�
M

isunderstandings of inform
ation leading to incom

patibilities 
being detected late in the process

�
Slow

 com
m

unication
�

H
igh effort to align on each step

�
R

epetitions that slow
 dow

n the innovation cycle

�
H

igh m
anual effort and unstructured inform

ation
C

alling suppliers
M

anual sign-off
R

ealignm
ent

Local docum
ents

D
ifficulty searching 

for inconsistencies
R

edo and 
changes

*Benefits are based on results from
 early adopters of SAP S/4H

AN
A or are conservative outside-in estim

ates of the benefits of m
oving from

 a traditional ER
P system

 to enhanced SAP S/4H
AN

A w
ith line-of-business and cloud capabilities. As each enterprise is at a different level 

of m
aturity, our recom

m
endation is that you w

ork w
ith SAP to determ

ine the value proposition for your enterprise.

Overview
Strategic Priorities

E2E Scenarios
References

SAP Value Proposition
SAP Strategy

Traditional scenario

�
End-to-end integrated product lifecycle m

anagem
ent process

�
C

onsistent and efficient inform
ation flow

�
R

equirem
ents-driven product developm

ent
�

Joint data m
odel 

�
Single source of truth for collaboration

�
Integration and traceability

�
Process autom

ation using digital data
�

Im
proved data quality

�
Faster turnaround tim

e

Top value drivers
*

C
oncept 

and trials
P

roduct/recipe 
developm

ent
R

egulatory
approval

P
roduction

S
ervice

R
&

D
(D

evelopm
ent of m

edicines or m
edical devices)

Enterprise B
O

M
M

anufacturing, 
procurem

ent, and 
chain supply

Service and 
m

aintain

Functional 
m

odel
Logical 
m

odel

C
onfigurable product 

structure

Plant 001

Plant 002
Location m

odel
Location m

odel
Location m

odel

Idea and
requirem

ents

R
equirem

ent 
m

odel

A new
 w

orld w
ith SAP
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O
rganizations C

om
peting as an E

cosystem

R
ecipe

D
evelopm

ent and Form
ulation

10%
–20%

Increase in on-tim
e delivery perform

ance
1%

–2%
R

eduction in total m
anufacturing cost

© 2020 SAP SE or an SAP affiliate company. All rights reserved.

�
Speed –

Shorten innovation cycles and bring products to m
arket faster

�
Personalization –

M
anage the grow

ing num
ber of individualized products and

custom
er requirem

ents 
�

Intelligence –
D

evelop products that m
eet m

arket needs and keep
developm

ent cost on target

�
C

ollaboration –
M

anage com
plex supply chains and developm

ent across
departm

ents and com
panies

�
C

om
pliance –

M
eet requirem

ents from
 authorities, different m

arkets,
custom

ers, and other stakeholders

*Benefits are based on results from
 early adopters of SAP S/4H

AN
A or are conservative outside-in estim

ates of the benefits of m
oving from

 a traditional ER
P system

 to enhanced SAP S/4H
AN

A w
ith line-of-business and cloud capabilities. As each enterprise is at a different level 

of m
aturity, our recom

m
endation is that you w

ork w
ith SAP to determ

ine the value proposition for your enterprise.

Overview
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References
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SAP Strategy

Traditional scenario

Top value drivers
*

Softw
are 

m
anagem

ent

Enterprise 
portfolio 

and project 
m

anagem
ent

Engineering 
to order

Variant 
configuration

BO
M

 
m

anagem
ent

Engineering
control 
center

D
igital tw

in

R
ecipe 

developm
ent

C
hange 

m
anagem

ent

D
ocum

ent 
m

anagem
ent

Specification 
m

anagem
ent

H
andover to 

m
anufacturing

Product 
lifecycle 
costing

Intelligent 
product design

engineering

Em
bedded 

and cloud 
analytics

Visualization

Intelligent 
product design
collaboration

Product 
lifecycle 

m
anagem

ent

�
Speed –

Autom
ate processes and direct resources to reduce tim

e to m
arket

�
Personalization –

Enable custom
ization of offerings to m

eet unique
custom

er needs and consum
er dem

ands
�

Intelligence –
U

se data insights to m
ake the right decisions, m

eet m
arket needs, 

and reduce cost

�
C

ollaboration –
C

onnect people to ensure all departm
ents and team

 m
em

bers 
w

ork together effectively
�

C
om

pliance –
Em

bed com
pliance in the product lifecycle to ensure products m

eet 
regulatory and other requirem

ents

S
A

P
 S

/4H
A

N
A

 provides access to form
ulas and recipes using real-tim

e alerts during the technical transfer to com
m

ercial m
anufacturing for the production of drugs and devices.

A new
 w

orld w
ith SAP

C
ollaboration

Specifications

D
ocum

ent 
m

anagem
ent

Form
ulations
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D
igital S

upply C
hain and S

m
art Factory

Process Sim
plification w

ith D
em

and-D
riven M

R
P

Supply chains driven exclusively by planned orders can constrain abilities to respond to actual dem
and. C

ustom
er satisfaction

rates 
cannot be easily im

proved w
ithin traditional M

R
P m

odels. The supply plan that is sim
ply the sum

 of forecast and safety stock is no longer 
acceptable in m

any supply chain environm
ents. SAP S/4H

AN
A supports an order-to-delivery process that provides significant im

prove-
m

ents
in sales order confirm

ation, m
aterial shortage identification, and m

anaging inventory through exceptions, helping ensure on-tim
e 

delivery and shipm
ent tracking. SAP S/4H

AN
A incorporates a dem

and-driven approach across both planning and execution functions.

10%
–20%

+
R

eduction in procurem
ent cost

R
educed

Inventory overage and bound capital

© 2020 SAP SE or an SAP affiliate company. All rights reserved.

M
odeling or rem

odeling the environm
ent

Plan
Execute

1
2

3
4

5

Position
Protect

Pull

S
trategic 

D
ecoupling

B
uffer profiles 

and levels
D

ynam
ic 

adjustm
ents

D
em

and-driven 
planning

V
isible and 

collaborative 
execution

Sales order confirm
ation and delivery 

com
m

itm
ents based on outdated data, 

resulting in canceled or delayed orders

M
R

P scheduled so m
aterial 

shortages are not know
n 

instantly, delaying production

Inability to respond to 
production or supply 
issues on tim

e 

Increased safety buffers to 
m

ake up for the lack of 
inventory visibility, locking 
up capital

N
o ³oXW-of-the-bo[´ eYenW-

tracking capabilities for 
in-transit goods

D
elivery, transportation, and 

dispatch processes in disparate 
system

s w
ith inefficient business 

partner collaboration

Sales order 
capture

*Benefits are based on results from
 early adopters of SAP S/4H

AN
A or are conservative outside-in estim

ates of the benefits of m
oving from

 a traditional ER
P system

 to enhanced SAP S/4H
AN

A w
ith line-of-business and cloud capabilities. As each enterprise is at a different level 

of m
aturity, our recom

m
endation is that you w

ork w
ith SAP to determ

ine the value proposition for your enterprise.

Overview
Strategic Priorities

E2E Scenarios
References

SAP Value Proposition
SAP Strategy

Traditional scenario

Top value drivers
* �

R
eal-tim

e inventory inform
ation 

resulting in realistic fulfillm
ent 

com
m

itm
ents for online order 

confirm
ation

�
R

ule-based product allocations

�
Live M

R
P ±

capable of 
running m

ultiple tim
es a day

�
M

aterial shortages instantly 
identified

Single w
arehousing 

platform
 for all 

w
arehousing operations

Autom
ated decision recom

m
endations 

and increased on-tim
e delivery by 

applying dem
and-driven M

R
P, avoiding 

bullw
hip effect in internal supply chain

Analysis of vehicle and 
sensor data in real tim

e, 
optim

izing logistics and 
im

proving service 

Single platform
 for delivery, 

transportation, and dispatch 
m

anagem
ent w

ith real-tim
e 

em
bedded analytics 

Sales order captured 
through any device

A new
 w

orld w
ith SAP
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D
igital S

upply C
hain and S

m
art Factory

M
aterial C

ontrol and Product Segm
entation

SAP S/4H
AN

A has an em
bedded capability to com

ply w
ith regulations governing the distribution of pharm

aceutical and m
edical device products globally, all at a significantly low

er cost.

Top value drivers
*

10%
–20%

R
eduction in m

anual rew
ork through 

better collaboration

5%
–10%

R
eduction in contract m

anufacturing costs

© 2020 SAP SE or an SAP affiliate company. All rights reserved.

�
M

aterial m
aster data explosion

�
M

anual batch determ
ination (such as at order fulfillm

ent) to 
reflect regulatory constraints

�
N

o consideration of rem
aining shelf life for bulk to packaging 

transfer

�
Spreadsheet proliferation for planning constrained by 
regulatory com

pliance

A
pproved

C
A

W
hen produced at 

Singapore plant

A
pproved

U
S

G
en1 equipm

ent only
FD

A R
ed Label m

andatory

A
pproved

M
X

12 m
g and 18 m

g 
dosage only

A
pproved

U
K

M
ust contain XYZ 

ingredient

D
elayed approval

D
E

N
ew

 label 
requirem

ents

A
pproval pending

C
N

N
ext audit in 

Septem
ber 2017

*Benefits are based on results from
 early adopters of SAP S/4H

AN
A or are conservative outside-in estim

ates of the benefits of m
oving from

 a traditional ER
P system

 to enhanced SAP S/4H
AN

A w
ith line-of-business and cloud capabilities. As each enterprise is at a different level 

of m
aturity, our recom

m
endation is that you w

ork w
ith SAP to determ

ine the value proposition for your enterprise.

Overview
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E2E Scenarios
References

SAP Value Proposition
SAP Strategy

Traditional scenario

�
O

ptim
ize stock and capacity utilization, preventing 

overstocking and out-of-stocks w
ith sourcing decisions that 

m
atch supply w

ith m
arket and custom

er characteristics

�
R

educe num
ber of products and production com

plexity,
leveraging segm

ent functionality

�
R

educe risk, autom
atically aligning execution-level 

com
pliance w

ith regulatory requirem
ents 

D
efinition of characteristics for 
segm

entation and values 
D

efinition of segm
entation 

strategies 
A

ssignm
ent to product m

aster

S
tock segm

entation
R

equirem
ent segm

entation

P
urchase 

requisitions
P

urchase 
orders

S
tock transport

orders
S

ales docum
ents

P
lanned independent 

requirem
ents

W
arehouse stock

C
ountry

Labeling
«

..
Q

uality
A new

 w
orld w

ith SAP



The follow
ing are prim

ary capabilities w
here value can be achieved through S

A
P

 S
/4H

A
N

A
 and line-of-business (LoB

) solutions.

Overview
Strategic Priorities

E2E Scenarios
SAP Value Proposition

References
SAP Strategy

D
eep D

ives A
long the Life Sciences Value C

hain
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R
&

D
, engineering, and 

com
pliance

Strategic sourcing 
and procurem

ent
D

em
and-driven 

supply netw
orks

C
om

pliant 
m

anufacturing
M

ultichannel sales, 
m

arketing, and service

�
P

roject and portfolio 
m

anagem
ent

�
R

eal-w
orld evidence

�
C

om
pliance product lifecycle 

m
anagem

ent

�
E

nvironm
ent, health, and safety

�
G

lobal regulatory com
pliance

�
C

ybersecurity and data 
protection

�
S

ourcing and contract 
m

anagem
ent

�
O

perational procurem
ent

�
S

upplier m
anagem

ent

�
E

xternal w
orkforce m

anagem
ent

�
C

ontract research services 
procurem

ent

�
Invoices and payables 
m

anagem
ent

�
S

ales, inventory, and operations 
planning

�
D

em
and m

anagem
ent and 

insights

�
R

esponse and supply planning

�
W

arehouse m
anagem

ent

�
C

old chain and transportation 
m

anagem
ent

�
S

erialization and logistics 
netw

ork

�
B

iopharm
aceutical 

m
anufacturing and laboratory 

inform
ation m

anagem
ent 

system
s 

�
M

edical device m
anufacturing 

and quality m
anagem

ent

�
A

sset m
anagem

ent

�
M

anufacturing netw
orks

�
C

ontract m
anufacturing

�
M

anufacturing m
argin analytics

�
P

atient engagem
ent

�
M

arketing w
ith speed 

and agility

�
S

ales force autom
ation

�
O

m
nichannel com

m
erce 

m
anagem

ent

�
O

m
nichannel custom

er service

�
Field service m

anagem
ent
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SA
P Strategy –

D
eliver the Intelligent Enterprise

B
U

SIN
ESS TEC

H
N

O
LO

G
Y PLATFO

R
M IN
D

U
STR

Y C
LO

U
D

B
U

SIN
ESS N

ETW
O

R
K

IN
TELLIG

EN
T SU

ITE
A

P
P

LIC
A

TIO
N

S

TE
C

H
N

O
LO

G
Y

B
U

S
IN

E
S

S
 

P
R

O
C

E
S

S

EXPER
IEN

C
E M

AN
AG

EM
EN

T

SU
STAIN

AB
ILITY M

AN
AG

EM
EN

T

A
cross all functions

Intelligent enterprises run agile, integrated business processes and use advanced technologies such as artificial intelligence, m
achine 

learning, and the Internet of Things. 

They apply leading-edge industry best practices and w
ork together to build flexible value chains. They evaluate and act on custom

er, 
partner, and em

ployee sentim
ent, and they understand and m

anage their environm
ental im

pact. This m
akes them

 resilient, successful, 
and sustainable. 

Overview
Strategic Priorities

E2E Scenarios
SAP Value Proposition

References
SAP Strategy



An end-to-end intelligent enterprise for life sciences com
panies

Life sciences com
panies need to constantly innovate across their com

pany value chain to drive profitable grow
th and adhere to

regulatory requirem
ents for product quality and 

patient safety. The capabilities delivered w
ith S

A
P

 S
/4H

A
N

A
 and its preconfigured, native integration w

ith LoB
 solutions from

S
A

P
 help ensure processes run sm

oothly and 
efficiently across the drug and device lifecycle, allow

ing com
panies to balance supply and dem

and, drive sustainable revenue grow
th, and m

aintain m
argins. 

SA
P Portfolio of Solutions for Life Sciences C

om
panies

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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D
rive innovation, m

anage 
clinical trial supplies, and 
im

prove sourcing and 
procurem

ent

SAP S/4H
AN

A
Intelligent ER

P

A
ttract, develop, train, 

and retain the right talent 

Integrate contingent labor 
and services procurem

ent

Talent 
m

anagem
ent

M
aintain custom

er 
satisfaction

Patient 
engagem

ent

Be agile and 
responsive to volatile 
m

arkets and 
serialization regulations

Increase flexibility of 
m

anufacturing and 
fulfillm

ent operations 
adhering to quality

Engage custom
ers, 

enable closed-loop 
m

arketing, and drive 
profitable grow

th

Build profit and loyalty 
by delivering on service-
level agreem

ents

Finance and controlling
H

R
 ±

Learning m
anagem

ent solutions
A

llow
 for visibility into the state 

of the business at any tim
e

A
utom

ate and stream
line com

plex, high-volum
e 

invoice processes and purchasing docum
entation

S
A

P
 A

riba
®

solutions
G

ain insights beyond 
com

pany boundaries
C

onnect shop floor to top floor

S
A

P
 M

anufacturing E
xecution and 

S
A

P
 M

anufacturing Integration 
and Intelligence applications

S
A

P
Integrated B

usiness 
P

lanning for S
upply C

hain 
solution

D
igital supplier 
collaboration

R
esearch, developm

ent, 
engineering, and 
com

pliance

Strategic 
sourcing and 
procurem

ent

D
em

and-driven 
supply netw

orks
C

om
pliant 

m
anufacturing

M
ultichannel sales, 

m
arketing, and 

service

Third-party 
collaboration

N
etw

ork and spend
m

anagem
ent

S
A

P
 C

loud P
latform

 

C
ustom

er
experience

D
igital custom

er 
engagem

ent

Talent
m

anagem
ent

C
ustom

er
engagem

ent

B
ig D

ata and the 
Internet of Things

Third-party and 
contractor engagem

ent

M
anufacturing 

execution and quality
R

eal-tim
e, integrated 

supply chain planning

Overview
Strategic Priorities

E2E Scenarios
SAP Value Proposition

References
SAP Strategy



SA
P S/4H

A
N

A Provides C
apabilities and Experience

to Enable 
Strategic Priorities 
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C
ustom

er centricity to im
prove patient outcom

es

E2E scenario: Patient-centric targeted treatm
ent 

therapy ±
Provide the ability to personalize patient 

treatm
ent

E2E scenario:C
old-chain biopharm

a outbound 
logistics

±
Transform

 shipm
ent of cold-chain products 

using real-tim
e alerts and continuous m

onitoring

O
rganizations com

peting and collaborating as an 
ecosystem
E2E scenario:Intelligent product design and 
collaboration ±

E
nable better design of drugs and devices 

w
ith data-driven insights to transition into developm

ent

E2E scenario:R
ecipe developm

ent and form
ulation ±

Transform
 form

ulation and recipes using real-tim
e alerts 

during tech transfer to com
m

ercial m
anufacturing for 

production of drugs and devices

D
igital supply chain and sm

art factory

E2E scenario:Process sim
plification w

ith dem
and-

driven M
R

P ±
E

nable efficiency in a regulated industry

E2E scenario:M
aterial control and product 

segm
entation ±

B
etter plan and execute clinical trials 

better using data-driven insights.

Patient centricity
Total visibility

C
ontinuous innovation

C
ustom

er 
experience

P
roduct 

experience

P
roduct as a service

N
ew

 business m
odels

S
m

art autom
ation

S
ervice 

experience
M

anufacturing 
experience

D
elivery 

experience
Patient engagem

ent
C

ustom
er collaboration

Intelligent product
N

ew
-product introduction

Intelligent assets
B

rand and equipm
ent

Em
pow

ered people 
E

m
ployee com

m
unication

D
evelopm

ent to trials 
C

linical supply and recipe 
developm

ent in product 
lifecycle m

anagem
ent

Source to pay
Total spend m

anagem
ent

Plan to m
ake

D
igital supply chain and 

sm
art factory

O
rder to cash

Financial order m
anagem

ent

H
ire to retire

Learning m
anagem

ent solution

Overview
Strategic Priorities

E2E Scenarios
SAP Value Proposition

References
SAP Strategy



S
A

P
 S

/4H
A

N
A

 provides life sciences com
panies w

ith a proven fram
ew

ork to adopt industry next practices w
hile attaining operational excellence across the full value chain.

Strategy enablem
ent

�
A

ccelerate creation of new
 business m

odels

�
E

nter new
 m

arkets and industries

�
A

ccelerate synergy for m
ergers and 

acquisitions

�
R

un live (S
A

P
 D

igital B
oardroom

)

�
R

eorganize on the fly

�
A

chieve greater speed and agility

�
R

un sim
ply (m

aster com
plexity)

�
M

anage risk and ensure com
pliance

Em
pow

ered em
ployees

�
H

igher productivity w
ith a new

, role-based w
ay of 

w
orking w

ith the responsive, intuitive S
A

P
 Fiori ®

user experience on all devices

�
R

ole-driven, user-centric processes and 
self-service business intelligence for user 
em

pow
erm

ent 

�
A

ctionable insights on unified, real-tim
e data 

and processes w
ith built-in system

 suggestions
for decision support 

IT benefits and total cost of ow
nership (TC

O
)

�
R

educed data footprint 

�
Insight into outcom

es of business transactions 
from

 w
ithin the application

�
Insights and data from

 m
ultiple applications, 

aggregating across process steps

�
N

o data replication needed; data rem
ains in the 

system
 to secure the data 

�
S

im
plified landscapes

�
N

ative integration

IT benefits
and TC

O

B
usiness 

benefits

Strategy
enablem

ent

Em
pow

ered 
em

ployees

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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SA
P¶s Value Proposition for Life Sciences C

om
panies

B
usiness benefits*

�
10%

–20%
 increase

in on-tim
e delivery

�
10%

–20%
 increase

in revenue from
 new

 products and 
services 

�
25%

–30%
 increase

in patient satisfaction

�
5%

–10%
 increase

in quality of care

�
1%

–2%
 reduction

in total m
anufacturing costs

�
10%

–20%
 reduction in procurem

ent costs

�
3%

–5%
 reduction in total logistics costs

�
10%

–20%
 reduction in m

anual rew
ork through better 

collaboration

Overview
Strategic Priorities

E2E Scenarios
SAP Value Proposition

References
SAP Strategy

*Benefits are based on results from
 early adopters of SAP S/4H

AN
A or are conservative outside-in estim

ates of the benefits of m
oving from

 a traditional ER
P system

 to enhanced SAP S/4H
AN

A w
ith line-of-business and cloud capabilities. As each enterprise is at a different level 

of m
aturity, our recom

m
endation is that you w

ork w
ith SAP to determ

ine the value proposition for your enterprise.



D
aew

oong Pharm
aceutical

Industry 
Life sciences

W
e laid the foundation for becom

ing a global pharm
aceutical com

pany in 1997 
by introducing the S

A
P

 E
R

P
 application. Today, w

e are responding to the new
 

challenges of Industry 4.0 by integrating agile and m
odern SAP technology.

“

YoungH
o Park, D

irector of G
lobal SC

M
 Innovation, D

aew
oong Pharm

aceutical C
o. Ltd. ”

SAP
solution 

S
A

P
 S

/4H
A

N
A

C
ustom

er W
eb site 

w
w

w
.daew

oong.com
 

C
lick here

to read the business 
transform

ation study.

D
aew

oong P
harm

aceutical C
o. Ltd. set its sights on global expansion to im

prove 
the lives of people around the w

orld. To support this, D
aew

oong P
harm

aceutical 
used S

A
P

 softw
are to integrate data from

 five subsidiary com
panies to be 

m
anaged in the cloud. It now

 has im
proved sales policies, products, and channels 

based on m
ore-accurate profit and loss inform

ation inform
ed by fully digital 

processes. C
ustom

er m
anagem

ent processes and w
orkforce productivity have 

been im
proved, w

here the com
pany is saving 1,820 person-hours. 

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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C
ustom

ers A
re A

chieving Value w
ith SA

P Solutions
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SAP Value Proposition

References
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R
each Surgical Inc.

Industries
Life sciences and 
healthcare

W
ith S

A
P

 S
/4H

A
N

A
 our processes are m

ore stream
lined and integrated. 

I have greater visibility ±
especially into the supplier netw

ork.
“

T.C
. Fung, C

hief Technology O
fficer, R

each Surgical Inc. 

”
SAP

solutions 
S

A
P

 S
/4H

A
N

A
, S

A
P

 E
R

P
, 

and S
A

P
 S

ervices and 
S

upport

C
ustom

er W
eb site 

w
w

w
.reachsurgical.com

C
lick here

to read the business 
transform

ation study.

To support plans for continued grow
th and m

eet increasingly higher dem
ands 

for m
inim

ally invasive surgery, traum
a care, and faster recovery tim

es, R
each 

S
urgical Inc. w

as the first in A
sia to adopt the latest version of S

A
P

 S
/4H

A
N

A
. 

N
ow

, its processes are integrated, increasing control and efficiency w
hile also 

im
proving decision-m

aking. It processed four m
illion sales orders on the first day 

after going live and has cut five days off the financial m
onthly close cycle.

© 2020 SAP SE or an SAP affiliate company. All rights reserved.
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C
ustom

ers A
re A

chieving Value w
ith SA

P Solutions
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Zam
bonIndustry 

Life sciences

O
ur digital journey started w

ith S
A

P
 S

/4H
A

N
A

 as the core. N
ow

 w
e have greater 

agility, partner integration, and process autom
ation

for deeper insights and 
tighter control.

“

Luigi R
om

anelli, C
IO

, Zam
bon SpA

”
SAP

solutions 
S

A
P

 S
/4H

A
N

A
, S

A
P

 Fiori, 
and S

A
P

 A
nalytics C

loud

C
ustom

er W
eb site 

w
w

w
.zam

bon.com
 

C
lick here

to read the business 
transform

ation study.

Zam
bon SSA haV been im

SUoYing SeoSle¶V healWh foU m
oUe Whan 100 \eaUV. N

oZ
, 

w
ith offices in 20 countries and products m

arketed in 87 countries, it knew
 that 

digital enablem
ent w

as key to sustaining grow
th. Zam

bon im
proved perform

ance 
for m

ore than 1,000 users across 10 countries by m
oving from

 legacy E
R

P
 to a 

central digital core. Zam
bon im

proved business process autom
ation, including the 

reengineering of product lifecycle, quality, and recipe m
anagem

ent.
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C
ustom

ers A
re A

chieving Value w
ith SA

P Solutions
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Enable Injections

Industry 
Life sciences

SAP is a one-stop shop. The technology is fully integrated and covers our 
requirem

ents ±
inclXding Z

haW Z
e need foU FD

A com
Sliance. IW¶V an inYeVWm

enW 
that show

s our pharm
aceutical partners and our investors how

 serious w
e are 

about this com
pany.

“

Tim
 Flaherty, C

hief Financial O
fficer and Executive Vice President, Enable Injections Inc. ”

SAP
solution 

S
A

P
 S

/4H
A

N
A

C
ustom

er W
eb site 

w
w

w
.enableinjections.com

C
lick here

to read the business 
transform

ation study.

E
nable Injections Inc. is helping patients get their lives back through the 

developm
ent of enFuse, w

hich allow
s patients to self-adm

inister treatm
ents. 

W
ith S

A
P

 softw
are, the com

pany has a fully integrated system
 to support finance 

and costing, production planning, m
aterials m

anagem
ent, quality m

anagem
ent, 

product lifecycle m
anagem

ent, com
pliance, H

R
, training, and docum

ent 
m

anagem
ent. It has also autom

ated m
anagem

ent of FD
A

 requirem
ents.
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C
ustom

ers A
re A

chieving Value w
ith SA

P Solutions
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Farm
a-Tek

Industry 
Life sciences

W
e chose S

A
P

 S
/4H

A
N

A
 as a long-term

 infrastructure investm
ent that m

eets 
all of our functional requirem

ents.
“

Se\han YÕldÕUÕm
, G

eneUal M
anageU, FaUm

a-Tek

”
SAP

solution 
S

A
P

 S
/4H

A
N

A

C
ustom

er W
eb site 

w
w

w
.farm

a-tek.com

C
lick here

to read the business 
transform

ation study.

Farm
a-Tek is a privately ow

ned pharm
aceutical com

pany based in Istanbul, 
Turkey. S

A
P

 S
/4H

A
N

A
 runs all of Farm

a-Tek¶V bXVineVV SUoceVVeV on a Vingle 
platform

. 
Farm

a-Tek im
proved the health and w

ell-being of citizens through high-quality 
m

edication and accelerated custom
er order fulfillm

ent due to efficiencies in 
inventory control and first expired, first out (FE

FO
) m

ethodology.
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C
ustom

ers A
re A

chieving Value w
ith SA

P Solutions
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G
enor

Industry 
Life sciences

D
edicated support from

 SAP Preferred Success helped ensure the success 
of our im

plem
entation project and the sm

ooth operation of S
A

P
 S

/4H
A

N
A

 C
loud 

after go-liYe. Toda\, Z
e¶Ue XVing Whe VolXWion Wo helS m

eeW oXU goalV aV a 
biopharm

aceutical leader.

“

Paul Xu, IT H
ead, G

enor Biopharm
a C

o. Ltd.

”
SAP

solutions 
S

A
P

 S
/4H

A
N

A
 C

loud and
S

A
P

 P
referred S

uccess

C
ustom

er W
eb site 

w
w

w
.genorbio.com

C
lick here

to read the business 
transform

ation study.

G
enor B

iopharm
a C

o. Ltd. is a clinical stage biopharm
aceutical com

pany 
located in S

hanghai, C
hina, founded in 2007 to bring groundbreaking affordable 

therapeutics to patients w
orldw

ide. 
The com

pany pursued cloud technology to elim
inate data silos and standardize 

financial processes and other business operations. It im
proved processes across 

finance and other key business areas and expanded control over R
&

D
 projects.
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C
ustom
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re A

chieving Value w
ith SA

P Solutions
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