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Support next practices w
ith Intelligent ER

P

The autom
otive industry is set to change m

ore in the next 5 years than in the past 50. D
isruptions in propulsion technology and infrastructure, the advent of new

 m
obility business 

m
odels, innovative m

anufacturing techniques, and connected ecosystem
s are fundam

entally reshaping the needs and dem
ands of custom

ers. To successfully turn these seism
ic 

changes into com
petitive advantages, organizations ±

both established and startup ±
need to becom

e intelligent enterprises. M
ore

im
portant, com

panies need to unlock new
 

revenue opportunities using the pow
er of data-driven insights.

Personalized M
obility

The com
bination of autonom

ous driving, connected vehicles, ride sharing, and 
electrification is reshaping the m

obility experience. M
any autom

otive m
anufacturers 

realize that they need to find new
 and different w

ays to generate revenue using the 
connected nature of the autonom

ous vehicle. Intelligent technologies such as 
m

achine learning and the Internet of Things (IoT) are essential in interpreting the 
vast quantities of data consum

ers produce to optim
ize interactions and ensure the 

delivery of personalized m
obility experiences.

C
ustom

er C
entricity

A
n intelligent enterprise places the needs of its custom

ers at the heart of all 
strategic decisions. Transform

ation ±
not only of the autom

otive buying experience 
but also of the custom

er experience throughout the entire lifecycle of the 
relationship ±

strengthens brand loyalty, prom
otes custom

er retention, and 
SURYideV ke\ iQVighWV iQWR Whe m

aUkeW¶V Qe[W m
RYe.

H
ungry N

ew
 Entrants

The scope of disruption in the autom
otive sector is unprecedented. N

ew
 entrants, 

looking to leapfrog incum
bents, are aggressively com

peting for m
arket share 

around the w
orld. A

t the sam
e tim

e, established players are investing heavily to 
stay com

petitive. B
oth kinds of organizations need to harness the pow

er of data, 
the IoT, and m

achine learning to gain com
plete visibility and optim

ize their 
processes to com

pete effectively in this m
arketplace.

Intelligent M
anufacturing 

Intelligent technologies transform
 the w

ays m
obility hardw

are supply chains and 
m

anufacturing happen. A
utom

otive com
panies m

ust be enabled to respond to new
 

m
arket expectations w

ith real-tim
e supply chain planning features that help them

 
m

eet dem
and profitably. For exam

ple, using service parts softw
are that uses the 

pow
er of Industry 4.0 technologies, com

panies can share dem
and signals m

ore 
easily and transparently across the entire supply netw

ork.
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Enhance and Extend N
ext-G

eneration Processes w
ith Intelligent ER

P
E

m
bedding intelligent technologies into S

A
P

 S
/4H

A
N

A
®

is a key value contributor to enable the intelligent autom
otive enterprise. The principle of an intelligent enterprise 

is to autom
ate, extend business processes, or even transform

 the entire business m
odel. Intelligent technologies such as collaborative artificial intelligence, robotic process 

autom
ation, and m

achine learning are the foundation to an insight-to-action-driven enterprise. Leading autom
otive com

panies have
already begun the journey tow

ard 
becom

ing an intelligent enterprise.



D
aim

ler 

B
reakthrough business value in business 

processes m
ust be applied across the entire 

value chain versus just em
bedding intelligence 

in siloed line-of-business applications. This is 
the basis for innovation and speed. 

“

D
r. M

arco Spohn, D
aim

ler AG
.

”
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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

6 days to 4 hours 
For a new

 order forecast

8 w
eeks to 4 w

eeks 
For program

 planning

SAP S/4H
AN

A 
A

s the foundation for digital 
grow

th and the basis for the 
next generation of a global 
supply solution
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M
agna International 

³W
e aUe iQ Whe VWage WhaW Z

e caQ, WRgeWheU Z
iWh 

SAP, really influence the future of autom
otive. . . .

It w
as a perfect m

atch.

“

C
hristoph Burgm

ayr-Posseth, M
agna International 

”

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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1 platform
 

For a single version of the truth

25%
 

Low
er overhead costs

SAP S/4H
AN

A
A

s the trusted real-tim
e 

provider of vital business data 
that reflects business realities



This digital age is disruptive. A
utom

otive com
panies need strategic priorities that drive transform

ation. S
A

P
 supports a reim

agined set of end-to-end (E
2E

) business scenarios to 
support the strategic priorities of the digital econom

y.

Strategic Priorities in a D
igital A

ge

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

er centric
A

s the m
arket is constantly shifting, putting your custom

ers (and their custom
ers) at 

the center of your business is an im
perative. Transform

ation not only of the buying 
e[SeUieQce bXW alVR Rf Whe cXVWRm

eU¶V e[SeUieQce WhURXghRXW Whe eQWiUe lifec\cle Rf Whe 
relationship strengthens brand loyalty, prom

otes custom
er retention, and gives you key 

iQVighWV iQWR Whe m
aUkeW¶V Qe[W m

RYe.

E2E scenario: Lead to cash ±
C

RQWe[WXali]e Whe cXVWRm
eU¶V iQdiYidXal QeedV aQd 

provide a sm
ooth, frictionless experience.

D
eliver m

obility services
D

ue to m
arket trends, an increasing am

ount of autom
otive-related revenue w

ill be 
derived from

 shared m
obility, transportation as a service, and other digital services 

related to autom
otive. Therefore, O

E
M

s, suppliers, dealers, and retailers are 
exploiting new

, connected technologies to open up new
 business m

odels and explore 
new

 possibilities for m
onetizing and offering innovative services.

E2E scenario: Subscription m
odel ±

R
edefine traditional vehicle ow

nership m
odels 

to m
eet changing custom

er expectations.

D
esign connected cars

Throughout the value chain, com
panies are designing and developing new

 innovations 
that com

bine physical products w
ith em

bedded sensors and softw
are. By so doing, they 

can introduce capabilities and value beyond traditional com
ponents, vehicle system

s, 
and all types of vehicles ±

and develop the capabilities to support the lifecycle of the 
products w

hile in service.

E2E scenario: Individualized product offerings ±
P

rovide individualized products 
to end consum

ers to increase custom
er satisfaction.

Im
plem

ent the digital supply chain and sm
art m

anufacturing
D

igital technology on the shop floor and in the supply chain is not new
. W

hat is new
 

is the w
ay the entire value chain is intelligently connected to the rest of the business 

and can leverage predictive analytics to provide a m
ore precise forecast of custom

er 
dem

and.W
ith near-real-tim

e insight into dem
and signals, m

anagers can effectively 
adapt to short-term

 changes.Furtherm
ore, they can position the com

pany and supply 
chains to fulfill future custom

er needs.

E2E scenario: Increase production w
ith interactive dem

and and capacity 
m

anagem
ent ±

Im
prove productivity and reduce inventory.

Engage w
ith a changing w

orkforce
Tw

o trends are dram
atically reshaping the autom

otive w
orkforce. First, the 

dem
ographic shift from

 boom
ers to m

illennials requires new
 approaches to attract, 

retain, and develop the skills of a younger w
orkforce. C

hecking the pulse of your 
w

orkforce in real tim
e ensures that your com

pany can align experience w
ith 

expectation. W
orkers have different experience and skill levels and new

 expectations 
for technology in the w

orkplace. S
econd, the shift in focus from

 physical to sm
art 

products requires a new
 type of autom

otive w
orker. S

oftw
are developers, data 

scientists, and artificial intelligence (A
I) experts are needed, forcing com

panies to 
com

pete for talent w
ith the likes of G

oogle, A
pple, and Facebook.

E2E scenario: A
ttract, acquire, and develop the right talent ±

Im
prove the 

effectiveness of talent acquisition, com
pensation, and retention processes.
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B
e C

ustom
er C

entric

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

A or conservative outside-in benefits due to m
oving from

 a traditional ER
P to

enhanced SAP S/4H
AN

A, line-of-business or cloud capabilities, and intelligent enterprise technologies. As each enterprise is ata different level of 
m

aturity, w
e recom

m
end w

orking w
ith you to determ

ine the value proposition for your enterprise.

Lead
to C

ash
U

QdeUVWaQdiQg aQd SXWWiQg Whe eQd cXVWRm
eU¶V SRiQW Rf YieZ

 aW Whe ceQWeU Rf eYeU\ deciViRQ iV a ke\ SUeUeTXiViWe fRU VXcceVV in the digital age. This does not stop in the sales 
departm

ent but also applies to w
hich products are built and w

hat services are offered. E
nabling real-tim

e, 360-degree insight into custom
ers and vehicles ±

and the ability to 
adapt and autom

ate the lead-to-cash process w
ith a real-tim

e integrated and autom
ated m

ultichannel system
 ±

is essential.

Top value drivers
*

Im
prove 

C
ustom

er satisfaction
R

educe 
S

ales and service cost

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

Leads have low
 visibility, com

bined 
w

ith slow
 routing and categorization, 

w
hich results in spending tim

e on the 
w

rong opportunities.

Increase 
R

evenue grow
th

D
iscovery and evaluation offer 

incom
plete insight into custom

ers and 
vehicles, w

hich m
akes responding to 

custom
ers difficult.

U
ncertain availability checks introduce

doubts as to w
hether enough stock is 

available or can be produced or 
purchased on tim

e.

�
Q

uote and order is a com
plex and tim

e-
consum

ing m
anual process.

�
D

ecisions and com
m

unications are not 
tracked.

�
U

pselling and cross-selling are lim
ited.

B
illing and revenue system

s are 
inflexible, m

aking com
pliance and 

m
onetization difficult.
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A new
 w

orld w
ith SAP

Im
m

ediate visibility of leads along 
w

ith a 360-degree view
 of custom

ers 
and vehicles to accelerate the tim

e to 
hand off leads and close

C
onsistent, accessible, and 

reliable insight, m
aking it easier 

to respond quickly to custom
ers

�
Seam

less delivery
�

R
obust integration into ER

P
�

Live available-to-prom
ise (ATP) checks, 

w
ith ATP requirem

ents transferred to 
production or purchasing

�
Sim

pler quote and order system
 w

ith 
bundled offers

�
C

onstant m
onitoring of sales order status

�
R

elevant insights and collaboration features 
for internal sales to m

axim
ize opportunities

C
onsolidated invoicing for a 

com
plete view

 of consum
ption

Lead inquiry
Q

uote and order
D

elivery
Billing and revenue

AI-pow
ered discovery 

and evaluation

Anytim
e, anyw

here
Integrated and collaborative

Traditional scenario
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D
eliver M

obility S
ervices

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

A or conservative outside-in benefits due to m
oving from

 a traditional ER
P to

enhanced SAP S/4H
AN

A, line-of-business or cloud capabilities, and intelligent enterprise technologies. As each enterprise is ata different level of 
m

aturity, w
e recom

m
end w

orking w
ith you to determ

ine the value proposition for your enterprise.

Subscription M
odel

E
m

erging business m
odels focus on providing com

plem
entary and alternative solutions to vehicle purchasing and leasing. The new

 business m
odels are intended to attract new

 
custom

ers w
ho value flexible and convenient choices for buying and leasing autom

obiles. O
fferings need to be configured and priced based on new

 service business m
odels and 

m
onetized based on value delivered to the custom

er. A
s autom

otive com
panies m

ove from
 product-centric to custom

er-and service-centric offerings, they m
ust im

plem
ent these 

new
 business m

odels. S
A

P
®

C
ustom

er E
xperience solutions and S

A
P

 S
/4H

A
N

A
 provide capabilities that help com

panies pursue subscription or pay-per-use business m
odels.

Top value drivers
*

Traditional scenario

Im
prove 

C
ustom

er centricity of sales engagem
ents

Increase 
C

ustom
er satisfaction and retention

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

Increase 
S

ervice revenue from
 new

 business m
odels
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A new
 w

orld w
ith SAP

Easily retrievable usage and 
perform

ance data from
 connected 

vehicles using IoT connectivity, helping 
ensure usage data is available for 
billing

Easier setup and m
aintenance of subscription-

based custom
er contracts for vehicle usage, 

including individual agreem
ents

M
ore accurate billing through an 

autom
ated rating of usage and 

perform
ance, and according to 

contract conditions w
ithout any 

user interaction

�
Siloed approach results in several 
independent processes and no 
support for an end-to-end process 
for subscription-based m

odels.
�

C
om

panies struggle to im
plem

ent 
�

and run new
 business m

odels 
efficiently and profitably.

The description of the business 
m

odel typically happens outside 
of ER

P, lim
iting system

 follow
-up.

H
igh m

anual effort or add-on 
developm

ent is needed to 
support subscription-based 
contracts.

Business m
odel inform

ation 
is not available for follow

-up 
processes.

C
hallenges are in m

anaging IoT 
integration to retrieve usage and 
perform

ance data from
 vehicles.

H
igh m

anual effort is required 
to create accurate usage-based 
invoices.

�
O

ne integrated solution 
�

Support for the com
plete end-to-end 

process for subscription-based m
odels

Business m
odel design enabling 

flexible creation of new
 digital 

offerings and products, including 
the definition and sim

ulation of 
pricing conditions
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D
esign C

onnected C
ars

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

A or conservative outside-in benefits due to m
oving from

 a traditional ER
P to

enhanced SAP S/4H
AN

A, line-of-business or cloud capabilities, and intelligent enterprise technologies. As each enterprise is ata different level of 
m

aturity, w
e recom

m
end w

orking w
ith you to determ

ine the value proposition for your enterprise.

Individualized
Product O

fferings
D

ifferentiation and flexibility for vehicle options are m
ore im

portant than ever. A
s design com

plexity and collaboration betw
een

different groups becom
e m

ore im
portant, the ability 

of engineering, procurem
ent, and m

anufacturing to collaborate becom
es m

ore im
portant. A

utom
otive com

panies need the ability to provide their custom
ers w

ith individualized 
products faster and at a low

er cost. 

Top value drivers
*

Traditional scenario

Faster 
Tim

e to m
arket

Low
er 

R
&

D
 costs

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

Increase 
In revenue from

 new
 products
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A new
 w

orld w
ith SAP

�
Inefficient developm

ent process 
�

Treatm
ent of every variant as a new

 
product in the enterprise system

Lim
ited num

ber of variants 
offered in the variant product 
catalog

�
Individualized product or 
production engineering 
process

�
Tim

e-consum
ing and costly 

process

�
Existence of every variant 
as an independent product

�
Inconsistency and errors 
in variant m

anagem
ent 

dow
nstream

N
o variant referencing 

procurem
ent, m

anufacturing, 
and service

�
Inefficient and error-prone 
variant fulfillm

ent
�

H
igh lead tim

e and cost

�
Solutions from

 SAP, including 
SAP S/4H

AN
A and the cloud-based 

SAP Intelligent Product D
esign solution, 

provide a bill of m
aterials (BO

M
) for 

configurable m
aterials.

�
BO

M
s contain all the com

ponents, 
dependencies, and routings needed to 
design, source, sell, and m

anufacture 
personalized vehicles.

Loss of efficiencies

�
R

ules-based m
anagem

ent, 
helping ensure accuracy for 
product and production 
engineering of all variants

�
G

reater flexibility w
ith support 

for sm
art products and 

m
ultidiscipline designs

Integration w
ith SAP Ariba

®

solutions, enabling supplier 
collaboration for lead tim

es 
and accelerating tim

e to 
m

arket

Tailored product specifications, 
w

ith a variant configuration 
interface betw

een point-of-sale 
and sales system

s, enabling 
greater consistency and few

er 
errors

Im
proved efficiency through 

autom
atic updates of BO

M
 

and routing after engineering 
changes

�
Personalized vehicles delivered 
quickly at the sam

e price as an 
off-the-lot vehicle

�
H

igh custom
er satisfaction
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Im
plem

ent the D
igital S

upply C
hain and S

m
art M

anufacturing

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

A or conservative outside-in benefits due to m
oving from

 a traditional ER
P to

enhanced SAP S/4H
AN

A, line-of-business or cloud capabilities, and intelligent enterprise technologies. As each enterprise is ata different level of 
m

aturity, w
e recom

m
end w

orking w
ith you to determ

ine the value proposition for your enterprise.

Increase Production w
ith Interactive D

em
and and C

apacity 
M

anagem
ent

A
utom

otive com
panies face highly variable dem

and. The com
panies that can forecast dem

and effectively and shift resources optim
ally w

ill be the m
ost profitable. W

ith near-real-
tim

e insight into dem
and signals, autom

otive leaders can have com
plete confidence in their strategy as they can dynam

ically adapt their organization to m
anage dem

and, supply, 
and capacity.

Top value drivers
*

Im
provem

ent 
In on-tim

e delivery

Low
er 

Inventory levels due to appropriately 
sized buffer levels and capacities

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

�
Finite capacity production planning

�
Lim

ited options for alternative scenarios
�

N
o interactive capacity adjustm

ent
�

N
o interactive sim

ulation of long-
term

 planning (batch runs)

R
eduction 

In revenue loss due to stock-outs

Increased safety 
buffers to m

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

�
M

anual approach to m
anaging conflicts

�
D

elay in identifying critical issues and 
bottlenecks

�
D

ifficult for m
id-and long-term

 
planning
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A new
 w

orld w
ith SAP

Traditional scenario

�
O

perative m
aterial requirem

ents planning 
(M

R
P) run for noncritical com

ponents 
�

M
R

P runs scheduled and periodic, 
resulting in out-of-date inform

ation
�

D
ifferent applications for different planning 

activities

M
ultiple local 

w
arehouses, driving 

com
plexity and cost

D
elivery, transportation, 

and dispatch processes 
in disparate system

s 
w

ith inefficient business 
partner collaboration

N
R ³RXW-of-the-bR[´ 

event-tracking 
capabilities for 
in-transit goods

C
apture m

id-and long-term
 dem

and 
w

ith alternative versions
�

R
un M

R
P live m

ultiple tim
es 

a day, instantly identifying 
short-term

 m
aterial shortages

�
Increase on-tim

e delivery by applying 
dem

and-driven M
R

P, avoiding a 
bullw

hip effect in the internal supply 
chain (consider planning data for 
dynam

ic buffer calculation)

R
elease an optim

ized m
id-

and long-term
 planning 

version for operative M
R

P 

�
U

se predictive M
R

P to check 
feasibility of dem

and versions 
considering availability of capacity 
and supply

�
Provide recom

m
endations and 

interactive planning to support 
capacity adjustm

ent, sourcing 
decisions, and dem

and leveling

R
ely on a single 

w
arehousing platform

 
for all w

arehousing 
operations

U
tilize a single platform

 
for delivery, transportation, 
and dispatch m

anagem
ent 

w
ith real-tim

e em
bedded 

analytics 

Analyze vehicle and 
sensor data in real 
tim

e, optim
izing 

logistics and im
proving 

service 
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E
ngage w

ith a C
hanging W

orkforce

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

A or conservative outside-in benefits due to m
oving from

 a traditional ER
P to

enhanced SAP S/4H
AN

A, line-of-business or cloud capabilities, and intelligent enterprise technologies. As each enterprise is ata different level of 
m

aturity, w
e recom

m
end w

orking w
ith you to determ

ine the value proposition for your enterprise.

A
ttract, A

cquire, and D
evelop the R

ight Talent
C

andidates today can present them
selves or are targeted through an unlim

ited num
ber of sources and channels. O

ften som
e of the best candidates are not even actively looking 

fRU jRb RSSRUWXQiWieV. W
heWheU a ³Uead\ WR VZ

iWch´ jRb VeekeU RU a WaUgeWed WRS SURVSecW, WRda\¶V WaleQW Z
RQ¶W WRleUaWe a Sainful recruiting process. This reality dem

ands focusing on 
the candidate and thinking about new

 w
ays to attract and acquire the best talent. C

om
panies can achieve faster onboarding of new

em
ployees or contingent w

orkers thanks to 
autom

ated user and role provisioning, w
hile sim

plified integration setup and m
inim

ized replication errors further sm
ooth H

R
 processes. R

eal-tim
e pulse checks of your w

orkforce 
help ensure that your people are m

otivated and engaged.

Top value drivers
*

R
educe 

Tim
e to hire

R
educe 

C
ost per hire

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

Faster 
Tim

e to contribution
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�
Longer tim

e to hire
�

Low
er quality of candidate

�
Troubled onboarding 

�
C

ostly integration across m
ultiple 

system
s for project assignm

ent
�

D
isconnected ongoing skills 

developm
ent

�
M

anual tim
e sheets and payroll 

processes

�
Slow

 screening of clients
�

U
ncertain hiring profile

�
Fast application and 
screening tools

�
Prediction of candidate 
success based on talent 
profile

Perform
ance

Em
ployee

Sourcing

O
nboarding

Screening

�
Autom

ated offer and 
onboarding process

�
Survey of recruiting and 
new

-hire experience

M
ultiple sources ±

e-m
ail, social, past 

applicants; nurturing tools to engage 
candidates for talent pools; m

achine 
learning checks for bias, descriptions, 
and com

petitive salaries

�
Total w

orkforce m
anagem

ent
�

Payroll and tim
e m

anagem
ent 

�
Subm

ission and approval of tim
e sheets

�
O

ngoing skills developm
ent

�
Enriched experience m

anagem
ent

Job boards

Sourcing

Advertising

Engagem
ent

�
M

anual onboarding processes
�

Lack of repeatability
�

U
ncertain integration into ER

P
�

M
anual com

pensation process
�

U
nfocused skills developm

ent plan
�

M
ore attrition

Legacy System
s

Screening
O

nboarding
Perform

ance M
anagem

ent

A new
 w

orld w
ith SAP

Traditional scenario
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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. 
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SA
P S/4H

A
N

A Provides N
ew

 C
apabilities to Enable the Strategic 

Priorities of A
&

D
 C

om
panies 

SA
P S/4H

A
N

A
 

Innovations

Be Custom
er 

Centric and O
ffer 

Delivery M
obility 

Services

D
esign 

C
onnected 

C
ars

Im
plem

ent the 
D

igital Supply 
C

hain and Sm
art 

M
anufacturing

Engage a 
C

hanging 
W

orkforce

�
W

orkforce planning and analytics
�

Integration of S
A

P
 Fieldglass

®
solutions

�
A

dvanced variant configuration 
�

S
olution quotation and billing 

�
S

ervice request, order, and contract 
m

anagem
ent

�
S

ervice quotation

�
Q

uotation conversion probability
�

360-degree custom
er view

�
B

usiness solution portfolio
�

S
ervice ticket intelligence

�
S

ubscription contracts, billing, and 
revenue m

anagem
ent

�
S

ervice billing

�
P

redictive and live M
R

P
�

D
em

and-driven replenishm
ent

�
C

onstraint-based planning
�

E
xtended transportation 

m
anagem

ent

�
E

xpense m
anagem

ent
�

Integration of S
A

P
 C

oncur ®
and S

A
P

 S
uccessFactors

®
solutions

�
Integrated, end-to-end H

R
 processes

�
A

lternative-based confirm
ations

�
S

upply assignm
ent during back-order 

processing 

�
Production bill of m

aterials m
anagem

ent 
�

R
outing m

anagem
ent

�
A

nalysis of delivery perform
ance

�
R

eal-tim
e inventory 

�
P

redictive stock in transit 

Econom
ic Value Added 

Increased profitability 
(revenue and costs)

O
ptim

ized usage of capital 
(w

orking capital and equipm
ent)

�
A

dvanced available to prom
ise 

�
P

roduction engineering and operations
�

E
xtended service parts planning

�
S

ubscription contracts
�

E
fficient field service m

anagem
ent

�
P

roject and portfolio m
anagem

ent
�

P
roduct com

pliance 
�

E
m

bedded softw
are and com

patibility 
m

anagem
ent

�
P

roduction engineering 

/
12

20
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�
E

xtended production operations
�

P
roduction scheduling

�
P

rediction of slow
-m

oving m
aterials

�
E

xtended w
arehouse m

anagem
ent 
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S
A

P
 S

/4H
A

N
A

 provides autom
otive 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 enable com

pliance

Em
pow

ered em
ployees

�
H

igher productivity w
ith a new

, role-based w
ay of 

w
orking enabled by a 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 

B
usiness benefits*

�
5%

–8%
 increase in service revenue from

 new
 

business m
odels

�
10%

–20%
 increase in custom

er satisfaction
�

10%
–15%

 reduction in order-fulfillm
ent lead tim

e
�

U
p to 15%

 reduction in revenue loss due to 
stock-outs

�
10%

–15%
reduction in inventory levels

�
U

p to 5%
 reduction in total m

anufacturing costs
�

10%
–20%

 increase in after-sales service revenue 
due to predictive m

aintenance
�

10%
–20%

 reduction in em
ployee attrition

IT benefits and total cost of ow
nership (TC

O
)

�
R

educed data footprint 
�

M
erging of O

LA
P

 and O
LTP

 
�

E
lim

ination of m
any desktop clients

�
Low

er testing costs
�

S
im

plified landscapes
�

N
ative integration

IT benefits
and TC

O

B
usiness 

benefits

Strategy
enablem

ent

Em
pow

ered 
em

ployees

SA
P¶s Value Proposition for A

utom
otive C

om
panies

*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.
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D
aim

lerIndustry 
A

utom
otive

B
reakthrough business value in business processes m

ust be applied across the 
entire value chain versus just em

bedding intelligence in siloed line-of-business 
applications. This is the basis for innovation and speed.

“

D
r. M

arco Spohn, D
aim

ler AG

”
SAP

solution 
S

A
P

 S
/4H

A
N

A

C
ustom

er W
eb site 

w
w

w
.daim

ler.com
 

C
lick here

to w
atch the 

custom
er testim

onial video.

Lead the m
arket w

ith the latest innovations w
hile creating a sustainable, flexible, and 

agile IT environm
ent. Look at how

 D
aim

ler A
G

 is deploying a next-generation global 
order and supply solution w

ith S
A

P
 S

/4H
A

N
A

 to rem
ain com

petitive and deliver key 
capabilities successfully to its business and its valued custom

ers.

C
ustom

ers A
re A

chieving Value w
ith SA

P Solutions
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M
agna International

Industry 
A

utom
otive

For the first tim
e in the history of M

agna, w
e can be up to date every 90 days. 

“
C

hristoph Burgm
ayr-Posseth, M

agna International

”
SAP

solution 
S

A
P

 S
/4H

A
N

A
 

C
ustom

er W
eb site 

w
w

w
.m

agna.com

C
lick here

to w
atch the 

custom
er testim

onial video.

M
agna International is a leading global autom

otive supplier w
ith 92 product 

developm
ent, engineering, and sales centers in 28 countries. W

ith the help of 
S

A
P

 S
/4H

A
N

A
 C

loud, M
agna International has a centralized view

 of its business 
operations w

ith accurate, real-tim
e data and process sim

plification.

C
ustom

ers A
re A

chieving Value w
ith SA

P Solutions
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O
SR

AM
 C

ontinental 

Industry 
A

utom
otive

[SAP] helped us build strong roots using SAP S/4H
AN

A and SAP M
odel 

C
om

pany services, along w
ith tools and processes to speed im

plem
entation. 

This has allow
ed us to create

a new
 com

pany that w
ill rethink the future 

of autom
otive lighting

and play a decisive role in the m
arket.

“

H
arald R

enner, C
hief Financial O

fficer, O
SR

AM
 C

ontinental G
m

bH

”
SAP

solution 
S

A
P

 S
/4H

A
N

A

C
ustom

er W
eb site 

w
w

w
.osram

-continental.com

C
lick here

to read the business 
transform

ation study.

O
S

R
A

M
 C

ontinental G
m

bH
 em

ploys approxim
ately 1,500 em

ployees at 16 locations 
w

orldw
ide to develop innovative lighting solutions that take autom

otive lighting to a 
new

 level ±
enabling the m

ore connected, safe, individualized, and sustainable 
m

obility of the future. To facilitate this innovation, the com
pany needed expert 

support to help it create new
 business system

s quickly and hit the ground running.

C
ustom

ers A
re A

chieving Value w
ith SA

P Solutions
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N
AVEC

OIndustry 
A

utom
otive

S
A

P
 S

/4H
A

N
A

 has helped us m
ake our m

anufacturing operations significantly 
leaner and m

ore productive
so that w

e can im
prove custom

er service and 
sharpen our com

petitive edge.

“

M
in Xie, H

ead of IT, N
anjing Iveco Autom

obile C
o. Ltd. 

”
SAP

solution 
S

A
P

 S
/4H

A
N

A
 

C
ustom

er W
eb site 

w
w

w
.naveco.com

.cn
(C

hinese)

C
lick here

to read the business 
transform

ation study.

N
anjing Iveco A

utom
obile C

o. Ltd. (N
A

V
E

C
O

) produces and sells buses, trucks, and 
off-road vehicles. A

s m
anufacturing volum

e increased, its legacy E
R

P
 system

 began 
to struggle under the additional w

orkload. W
ith its partner D

eloitte, N
A

V
E

C
O

 built a 
new

 back office that transform
ed production planning, sales and distribution, finance, 

and procurem
ent operations to keep pace w

ith its boom
ing business.

C
ustom

ers A
re A

chieving Value w
ith SA

P Solutions
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ER
G

O
 M

obility Solutions 

Industry 
A

utom
otive

O
ur core objective is to develop digital services that help secure risks arising 

fURm
 Z

haW Z
e call µQeZ

 m
RbiliW\.¶

“
Karsten C

rede, C
hairm

an, ER
G

O
 M

obility Solutions G
m

bH

”
SAP

solution 
S

A
P

 S
/4H

A
N

A
 

C
ustom

er W
eb site 

w
w

w
.ergo.com

C
lick here

to read the business 
transform

ation study.

The connected vehicle allow
s established com

panies such as E
R

G
O

 M
obility 

S
olutions G

m
bH

 to keep ahead of com
petitors by deploying new

 business m
odels 

Z
iWh Whe helS Rf SAP S/4H

AN
A. EQabled b\ SAP¶V Vcalable aQd fle[ible SlaWfRUm

, 
E

R
G

O
 w

as able to introduce profitable on-dem
and and usage-based insurance 

products. The com
pany saw

 efficiencies across the entire value chain, thereby 
providing the end user w

ith a near-seam
less, high-quality experience.

C
ustom

ers A
re A

chieving Value w
ith SA

P Solutions
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U
N

O
 M

IN
D

A

Industry 
A

utom
otive

W
e have been successful in im

proving transparency across the entire value 
chain of the business. C

hanges like m
aterial valuation in m

ultiple currencies 
enable seam

less transactions w
ith suppliers.

“

N
irm

al K. M
inda, C

hairm
an and M

anaging D
irector, M

inda Industries Ltd.

”
SAP

solution 
S

A
P

 S
/4H

A
N

A
 

C
ustom

er W
eb site 

w
w

w
.unom

inda.com

C
lick here

to read the business 
transform

ation study.

D
UiYeQ b\ aXWRm

akeUV¶ deViUe WR m
ake WheiU YehicleV VafeU, U

N
O

 M
IN

D
A, aQ 

autom
otive supplier, sought to integrate m

ore sophisticated telem
atics and 

advanced driver assistance system
s into its product portfolio. H

ow
ever, it needed 

to m
odernize its supply chain and im

prove its collaboration w
ith suppliers to m

eet 
custom

er dem
and. A

fter m
igrating to S

A
P

 S
/4H

A
N

A
, U

N
O

 M
IN

D
A

 dram
atically 

sped up processing tim
e and refined business processes. 

C
ustom

ers A
re A

chieving Value w
ith SA

P Solutions
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