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History and Context of the Discussion around
Planning and Budgeting

Advanced Budgeting

Significant and sustainable enhancement of the management processes and
reduction of resource input for continuous planning

A combination of selected management tools gets used
Reduced importance of budget and if necessary reformatting budget (forecast)
Step by step implementation without changing the entire company; benefit high

T~

Beyond Budgeting Better Budgeting

Radical change of the management framework and Incremental decrease of planning effort
redesign of the management processes No fundamental changes of the way how

Comprehensive use of management tools management tools are used

The budget less organization Budgets stay

Hard to implement; success questionable Easily realizable; benefit low

.Il ' ; For further information got to www.advanced-budgeting.com

- FE' Source: Horvath & Partners WA s H“G EV
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In Many Companies, The Traditional Planning
and Budgeting “Exercises” Provide Little Value

Traditional Planning & Traditional Planning &
Budgeting does not Budgeting processes are
motivate people to act in inefficient, take too long
the best interest of the and consume too many
company management resources
Traditional Planning & Traditional Planning &
Budgeting is backward Budgeting is focused on
oriented and does not help managing the next year-
to predict changes in the end rather than supporting
marketplace so that medium-term strategy
companies can react quickly execution
L 1

"The budget is the bane of corporate America. It never should have existed.
A budget is this: if you make it, you generally get pat on the back and a few bucks.
If you miss it, you get a stick in the eye - or worse...." *

.I i I @ } g *Jack Welch, CEO, GE Fortune, 29 May 1995
- m Source: Horvath & Partners ...mg!'.’.l..a w



What Happens if Compensation is

Primarily Tied to Fixed Budgets?

In a traditional budgeting process
Managers are motivated to...

- Lowball targets

- Make “the numbers’,
whatever it takes

- Over estimate required resources
(they will be cut back)

- Use your budget, or lose it

Traditional Planning
& Budgeting does not
motivate people to
act in the best
interest of the
compan

Resulting In:

» Negotiations on superficial
targets, not on initiatives or
the business

* “Cooking the books”

* Push to “book orders” at year-
end, despite customers’ true
needs

» Budget wasting

External Benchmarks, Internal Best Practices and Improvement Targets are a
better way to motivate people; instead of budget contracts fixed 12 -15 months out

2005
- FOFrL
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Why Does the Planning & Budgeting Process
Take so Long in Most Companies?

Planning process launched with

unclear targets and guard rails
Traditional Planning &
Overly complex and Budgeting processes
. are inefficient, take
detailed Plans / Budgets too long and
N consume too many
c Extensive management
e . resources
c bottom-up Planning
8 B The average time consumed for the
- Top-down targets budgeting _and planning process is between
| four and five months.
< B “Most sizeable businesses spend weeks or
Negotiation months preparing their budget. This is
w unnecessary, and a great waste of time.”
Consolidation B Managers spend up to 20% of their
: : Cew
Budget approval / valuable time on Planning and Budgeting™*.

Less detailed, robust Planning & Budgeting which is done in a simultaneous, not
sequential, way helps to reduce cycle time and save management time for more
valuable activities.

* Larry Bossidy, Ram Charan, Execution - The Discipline of getting things

ﬂl Irqﬁ"‘? rﬁ : > (Ij-loonr\e;:atF;l‘ §3Fjartners Database (ﬂ s“ug EV



Why are Traditional Plans & Budgets
so Often Disconnected From Reality?

Planning & Budgeting | ~~&:
is backward oriented |

and does not help to
predict changes in
the marketplace so
that companies can

w Budgets often have little to do
with reality ...they’re numbers and
gaming exercises, ...people
spend months figuring out how to
protect their interests...

In today's world of uncertainty Budgets & Plans
should state the Most Likely Outcome and not
unrealistic Stretch Goals

w ....instead of focusing on the

business’s critical issues.* Use the Planning & Budgeting process for a

robust discussion of high level financials, KPls
and action plans to achieve the goals

= How would you expect a plan /
budget defined almost a year ago

to be realistic?

.I | I ' ]‘ g * Larry Bossidy, Ram Charan, Execution — The Discipline of getting things done,

P. 229

- mﬁ S.ource: Horvath & Partners SUG
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What Happens to Strategy Execution if the
Annual Budgets are Not Linked to Strategy

What would you do if you were as a Call Center Manager and you had |
to decide between the achievement of the financial or
the loyalty target?

Traditional Planning & Budgeting
Z

Traditional Planning &
Budgeting is focused
on managing next
year-end rather than
supporting medium-
term strategy

‘ execution
MBO-Agreement Date: 12/15/02
Manager: Peter Smith
Department: Customer Relationship Mgmt / Call Center
Objectives: Target
Financial: Motivation to make the budget, even if a
Contribute to profit goals Budget | $20 MM new product y|e|_ds thousands of
c _ additional contacts right before year-end
ustomer:
Increase Loyalty Done-in-One [ 98.5 %
‘ o /
Process: | )
Improve Inbound Process | (n.a.) YOU would postpone some loyalty
Learning & Growth: - ~programs to next FY to meet the
Train Relationship Managers ‘ (n.a.) : financial p|an
upfront on new products 1

'Illlkf

I - T. i I} - Source: Horvath & Partners .s...gna w




Advanced Budgeting is Comprised of
Four Major Building Blocks

# 1 Align Operational Planning & Budgeting
to Strategy Execution

(@)}
£ H
% §2) Traditional Planning & Traditional Planning & B
> g-) ) Budgeting does not Budgeting processes are < E
o = 9 motivate people to act in inefficient, take too long Q o
nw © © the best interest of the and consume too many ® -
cE 9 — company management resources (@) CIF
X o 3 o
S 3 4
e ® Traditional Planning & Traditional Planning & = O
- C - Budgeting is backward - 9 QL ,C_D,_
o = < . Budgeting is focused on S 8
o oriented and does not : ; o =
= O . managing the next year =
= 2T help to predict changes C o
o X o . end rather than c a

Ll in the marketplace so that . . n
> o ) supporting medium-term

companies can react trat fi Q
o~ quickly strategy execution 5
o

H

# 3 Leverage Adaptability to Change
By Using Rolling Forecasts
Source: Horvath & Partners (ﬂ§g§ w




Synchronizing Strategic and Operational
Management Using Balanced Scorecard

# 1 Align
operational
Planning &

Budgeting
to Strategy
Execution

Annual Strategic Planning

Forecast Review
(Quarterly)
Monthly
Reporting

(Actual vs. Forecast or Actual p.P.)
Forecast

Quarterly Forecasting Most Likely Outcome
(for next 5 quarters (4+1))

Set Forecast
(for next 5 Quarters)
Plan Initiatives

to Fill Gaps

Assumption: 5 Quarter Rolling Forecast

0 : ¢ Source: Horvath & Partners (-Asua w : . ’
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How To Motivate Teams Using External
& Relative Performance Targets

# 2 Motivate
Teams by Using
External & Relative
Performance
Targets

Traditional Planning & Budgeting Advanced Budgeting

No fixed Budget,
but relative targets and KPlIs:

MBO-Agreement Date: 12/15/02
10,560 Contacts

Manager:  Peter Smith Il ter P tivity:
i : Call Center Productivity 2 o P

Department: Customer Relationship Mgmt / Call Center

—— $6.63
Objectives: Target Call Center Performance: = and cal
Financial: P-a.

Contribute to profit goals Budget
Customer: :
Increase Loyalty Done-in-One | 98.5 % : Based on

% :

m Best Practice Benchmarks
Process: :
Improve Inbound Process (n.a.) : o Internal Best Practices
Learning & Growth: : m Improvement Targets (“improve Y%”
Train Relationship Managers (n.a.) : P 9 ( P L )
upfront on new products : — ”r
ot : Motivation to beat the competition and to
: : think of off-shore call centers for peaks,

servicing “lower value customers” through the
internet,.

2005
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The Rolling Forecast Makes Operational Planning
a Continuous Process

.....................................................................................................

| 2004

..................................................................................................

Q4

5 200412004 [ 5004

Forecast January 2004

...................................................................................

NN 1

# 3 Leverage
Adaptability to
Change
by Using Rolling
Forecasts

Planning calendar of a
Four Quarter Rolling Forecast

= Less detailed quarterly budget
forecasting four quarters (BS /
PL-Statement).

= Focus on actual vs. actual
(prev. quarter or prev. quarter
prev. year)

m Detailed annual plan
abandoned.

= YTD vs. Plan in interim
phase still available.

= Number of quarters to be
forecasted will be defined based
on Business Turbulence

In September, instead of focusing on making the traditional annual budget, the
management team continues to focus on at least four future quarters

'Illlkf

i.’
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Example: High-Level Rolling Forecast

in the Pharmaceutical Industry

B Sales forecast by
local operating units
& SBUs

B Detailed forecast for top 5-

10 products

B Separate forecast for sales
potential of pipeline products

T
N ) e W N M R
S WS WS e et e et | e

B Tax policy of the group
& the local legal entities

\S
Consolidated P&L 0‘\69“\ Q1 Q2

# 4 Plan less

detailed and
Q5 more

| simultaneous

Sales

- Cost of Goods Sold (COGS)

- Marketing/Sales Expenses

- R&D Expenses

- Admin & Other Expenses

= EBIT

- Income Tax

+ Depreciation & amortization

= Gross Cash Flow

- Net CapEX
- Net increase of working capital

= Free Cash Flow

Forecast for variable & fixed
components of the COGs

Different approaches for pipeline
and existing products

Different assumptions for different
SBUs

“Overhead” forecast based on
the organizational &
FTE data

Working capital forecast based
on sales forecast and KPlIs for
working capital management

CapEX forecast based on
investment project data base

A rolling forecast, when implemented correctly, will facilitate

2003
- FOorun

simultaneous planning activities
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Concept of a State of the Art
Planning & Budgeting System

o\
A
Balanced Scorecard Rolling Forecast M

= Monthly Reporting = 5-8 Quarters E
= Quarterly Update m Most Likely Outcome

m High Level Financials

» Major & new Products

Strategic Alignment Operational Directions

BSC Review Meeting = Forecast Review Meeting

Resource Allocation Decentralized Decisions
Activity Based Costing Project & Investment Management
m Overhead Processes m Product Development Projects
m Repetitive Processes m Key Initiatives

m Major Cost Positions

Dynamic Target Agreement

Source: Horvath & Partners dggg EV



Benefits of Advanced Budgeting

.. fosters operational performance and strategy execution
.. helps to identify and react early to changes and challenges in the marketplace

.. provides forward-looking information for Investor Relations and Stakeholder Reporting on a
quarterly basis

.. focuses on the competition and best practice performance

Senior
Management
oner Foncions QR Frece

.. focuses management time on Initiatives .. helps to shift resources from detailed planning and
and Key Value Drivers, not on numbers top-down / bottom-up coordination to identifying
. ties up less management resources in optimization potential
backward-oriented planning & budgeting processes .. integrates strategic and operational planning
.. lays the ground work for more ... increases acceptance and buy-in of
realistic targets planning & budgeting

Advanced Budgeting will transform planning & budgeting
'}I into a valuable management process

Source: Horvath & Partners SUG w
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Summary Of The Major Differences

1. Sequence within the
organization

2. Target Setting
Process

3. Leadership Model
4. Scope
5. Periodicity

6. Focus of
management time

2005
- (DN |

Traditional Budgeting

Advanced Budgeting

Extensive Bottom up
planning

Top Down and
Bottom up

Negotiation over fixed
budget contract

Agreement on external
& relative measures

Centralized decisions
upon resources

Enable decentralized
decisions

Detailed and
pervasive

Specific but prioritized

Annual, more
backward oriented

Rolling Forecast,
forward-looking

Numbers

Performance
Measures, Initiatives
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SAP Strategic Enterprise Management

Business

Planning &
Simulation
(SEM-BPS)

Corporate
Performance
Monitor
(SEM-CPM)

Business
Consolidation

(SEM-BCS)

Business
Information
Collection
(SEM-BIC)

Stakeholder
Relationship
Management

(SEM-SRM)

Linking strategic planning and
simulation with enterprise
planning

Communicate and monitor
performance and strategy through
Balanced Scorecard, Management
Cockpit and Value Driver Trees

Legal and management
consolidation

Automatic sourcing of unstructured
business information from the web

Integrate your most important
stakeholders into your enterprise
management process

SAP SEM

o

<

o)

SAP BW
Extraction
| g

Transacti Non-SAP
Data Sto Systems

2003
- FOrL

Source: SAP




Component View Of SAP SEM

SAP SEM covers both strategic and analytical processes
in the double-loop management process:

® Different plans, budgets, forecasts, targets, what-if analysis (BPS)
B Use both top-down and bottom-up planning (BPS)

®m Define strategies, initiatives, objectives (CPM BSC)

® Evaluate the operational performance (CPM MC)

B Consolidation company, subsidiary, or business unit results (BCS)

® Execute the plan in operations and collect both internal (BW &
Business Analytics) and external (BIC) data for further evaluation

B Analyze processes for further improvement possibilities
® Adapt processes and if necessary strategy according to analysis

B Communicate the results and future goals to stakeholders

k|
2003
] ‘;_ - Source: SAP, Globe Data, Westernacher Analysis (-Asua w
e rarstu el ey o




The Business Management Process

Strategic Enterprise Management (SEM)

Buei Performance
Ll Management/
Planning and Management
Simulation Cockpit
(BPS) (CPM-MC) Annual Strategic Planning

B Manage flexible budgeting and planning process for rolling
forecast and perform what-if or scenario analysis

B Manage strategies and initiatives to create long term value
B Manage performance of units to improve short term results

Forecast Review

(Quarterly)
T 1 Monthly
Reporting

(Actual vs. Forecast or Actual p.P.)

BW & Business Analytics

Forecast

Quarterly Forecasting [RYF i es

(for next 5 quarters (4+1))

Financial CRM SCM HR PLM Set Forecast
Analytics Analytics Analytics Analytics Analytics YO,

Plan Initiatives
to Fill Gaps

B Optimize operational efficiency across functional areas
and improve overall business process performance

R/3 OLTP Business Processes x ‘ ‘ ‘
S D D ~

Suppliers - | ) 3 ¢ Customers ]
;' _j Business Processes

2005
- : 0 ’ ‘ I : :_:_T - Source: Horvath & Partners, Westernacher, Globe Data (-ASUG w
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Continuous Planning As A Closed Loop Process

P

Dynamic Simulation SAP SEM Rolling Forecasts
What-If Simulation Planning Target Setting
Goal-Seeking Continuous Resources
Planning

> 4

\ Performance

BW Reporting Measurement

Balanced Scorecard

Alerts & Triggers Management Cockpit

» Cross-component
integration of Data

» Cross-component
integration of functions

multi-dimensional OLAP
Data structures

* Model-based world on g ? ﬁ

- SAP BW

2003
- 0 ‘ __ Source: SAP, modifications by Westernacher (-ASUG w Ly
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How Does BW and SEM interact?

Data modeling and design work you do in BW affects your solution in SEM....
B SEM Actual often comes from BW via R/3 extraction or flat file loads.

B SEM Plan data can be entered manually in SEM-BPS or copied from
BW (which may be from R/3) plus generated based on Actuals using
planning functions.

B As BW is the foundation and part of SEM, it is able to present or
manipulate transactional or summarized data either in the BW cube (in
transfer or update rules) or subsequent load to SEM transaction cube.

B SEM performance is related but not the same as BW performance. BW
is optimized for read and SEM transaction cube is optimized for writing.

B SEM is a modular system that runs on top of BW, either as an add-on to
your existing BW system or run on a separate server from the BW.

SEM has some delivered business content...

® BW standard business content cubes for SEM as learning template or
jump start.

B SEM has sample business planning application content to be used as
examples or quickstarts.

B You need more functional and business skills for SEM than the technical

3 for BW.
2003
- i F:‘_ _ Source: SAP, Globe Data (ﬂ|§g§ w




SAP SEM Planning Content

= Data Model
l_ﬁ"“_'a ® Cube Design, Planning levels and Packages, Plan/Actual
. W comparison, Integration
— 1 | DBusiness Logic
J ®m Balance Sheet, P&L,Cash Flow, Contribution margin,
Internal return rate, Depreciation methods, Key figures
(EVA,ROI, Working capital,...), Net present value,...
Best use of planning functions
E {f"{r\‘( ® Using the right generic core functions (functions for
— simulation, for allocation, manual planning, individual

calculations, data conversion,..)

W Business specific planning functions (Investment Planning,
Financial Statement Planning, Cost Center Planning,
Profitability Planning,...)

Reporting / Roles

o — ® SEM Management Cockpit, SEM Performance
(TR Measurement, BW Web Reports, Alert Reporting, Portal
Content

Source: SAP (ﬂsuug w




SEM-BPS Business Content in BW

AMB Edit Goto  Extras  Sys Help

@ 2 dH @@ CHE Do BR @ ““I“f”’d

Administrator Workbench: Business Content
Ta Te collected &) | H B 8 2 pelste & L2 cTO | B BEx B Object Changeability

tudeling > (b | &pGiouping &1  Install Collection Mode & Dizplay 1| » %
Monitoring * N infoProviders by Infotreas |Technica| | Collected ohjects |I..|ru1 | E|A. Technical name | ]
Reporting &ger » |I° € Business Flanning and Simulation 0SEM_BFS E ﬁ Cast Center Flanning: Gosts and Alloc ¥ [ 0SEM_1C18 E
m 5 = € Capital Investment Planning OSEM_IM |;| 4 Infolrea C |;|
— ﬁ SEM-BPS: Investment Planning 0SEM_C04 ~F ﬁ Infolhject C
Documents _ » &# Dynamic Investreant Sirmulation OSEM_C17 A& Change Run ID C @ NCHNGID
Buzinezs Conte » 2 & Cost Center Planning 0SEM_CCPL E Record type C @ ORECORDTP
| €@ Cost Center Planning with BPS (Obsolete) 0SEM_C03 A& ReguestID C @ OREQUID
ﬁ Cost Center Planning: Costs and Allocation OSEM_C18 P G) Fiscal year f period C @ OFISCPER
@I UL ﬁ Cost Center Planning: Rates Activity Type OSEM_C149 (D) Fiscal year variant C @ OFISCYVARNT
& InfoObjects b & Cost Center Planning: Rates Cost CentersiActivity Ty 0SEM_C20 > (%) Fiscal year C @ OFISCYEAR
& InfoSources | € Cost Center Planning: Cost Drivers OSEM_C21 5 Posting period C @ OFISCPERZ
@ Roles [> 4@ ITPlanning OSEM_ITE | | Al Unit of measure C @ ouNIT
] ) 7 & Personnel Planning 0SEM_PPL > 2 Activity unit C @ 0ACT_UNIT
Object Types ﬁ Period-Based Headcount and Personnel Expenses 0SEM_C35 ,ﬁ Currency key C @ ICURRENCY
Ohjects in By ﬁ Wane and Salary Structure per FTE and Time Frame 08EM_C36 [ E Object currency for SO abject | @ 00BJ_CURR
25 Transport Re = € Profit, Balance Sheet, and Cash Flow Staternent Plannin 0SEM_FSPL > 4 Controlling area C @ DCO_AREA
@ Packages ﬁ Frofit, Balance Sheet, and Cash Flow Staternent Plar 0SEM_COG ¥’ ﬁ Cost center C @ DCOSTCEMTER
ﬁ Liquidity Planning: Plan Data OSEM_C12 [ E Flanning lterm C @ 0SEM_POSIT _|
@3 Plan Actual Comparison Profit Center 0SEM_C30 > A&7 Activity Type C @ 0ACTTYPE
g Liquidity Planning: PlanfActual Comparison OSEM_MC1 [ E FPartner Cost Center C @ OPART_CCTR
= € Sales and Profit Planning 0SEM_PROF > &7 Activity Type of Partner Cost Ce| [ @ DPART_ACTTY
ﬁ Business Planning Result OSEM_CO08 [» ﬁ Walue Type for Reporting C @ OVTYPE
ﬁ Average Prices for Sales and Profit Planning OSEM_C10 [» ﬁ Key figure type C @ OMETYFPE
= € Simplified Resource Planning OSEM_RP [» ﬁ Detailing the value type C @ OWTDETAIL
ﬁ Simplified Resource Planning: Sales Quantities OSEM_C13 [ ﬁ Statistics indicatar far value typr [ @ OVTSTAT
ﬁ Simplified Resource Planning: ltemization and Resu 0SEM_C14 [» ﬁ SendenReceiver Indicator C @ (DB_CR_IND
ﬁ Simplified Resource Planning: Prices 0sSEM_C18 [ > ﬁ ‘ersion C @ 0WVERSION | |
@E‘ % Simplified Resource Planning: Plausibility Check OSEM_C16 E‘ [ E Cost Element C @ 0COSTELMMT E‘
Translation  » & SEM BPS Technical Performance 0sEMBRSFF 7] > A4 Oroanizational Unit Vvl @loorGUNIT L
Metadata Repe » |‘”'”_[ o lI“I‘ EE | ||I“I|| %
| 4 4
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Source: SAP, Globe Data from Demo System
- FOoru ASUG Y




A) How to Transfer SAP delivered Planning Applications from
DDIC Client 000 via UPB_APPL_IMPORT

JEH et BRE D008 BE @

Planungsanwendungen: Import einer Planungsanwendung

@)
@) EN

Flng Applications

= [ Cost Center Planning
{[v] Cost Center Flanning
= [ Balance Sheet Flanning
[] Long-Term Balance Sheet Planning
[ Short-Term Balance Sheet Planning
= |1 Investment Flanning
[ Investrment Planning
=2 [C1 Personnel Planning
[ Analytical Persannel Planning
= [ Further Planning Applications
] Resource Planning
] Profit Planning
= =3 Sales Planning
[] sales Planning

System B3 (1) (000)
Client 0o
User o]l
Program LIPBE_APPLICATION_IMPORT
v Transaction UPB_APPL_IMPORT
Response tirme 0.4g0
Interpretation time 0.000
Round tripsiFlushes 110
P TUPE_APFL_MPURT
ol 7 [ 66

ASUG

asavay | M= T

= SRVIKBWI | ING
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B) How to Transfer SAP delivered Planning Applications from
DDIC Client 000 via Transport

Flanning Edit Goto IHilities Tools

@ @ fiq Transpor 1 BE RS e N v

Translation

em Help

Business Planning and |

Close navigation | Flanning profile Glohal planning seguences | Setariahles

FPlanning areas Technical ...
= ﬁ Cost Center Planning 4CCPO001
[ Planning Absolute Values 4CCPOOM
[+ Planning Consumption Quantitie 4CCPOO02
[ Adrministration 4ccPO003
[» Planning Functions 4CCPODD4
< € CostPlanning 4EXPOO0S
Primary Costs Orders 4EXPPL14
Primary Costs WBS Elements | 4EXPPL1A
Secondary Costs Orders 4EXFPL1A
Secondary Costs Orders Offset |4EXPPL1E
Secondary Costs WBS Elermnents 4EXPPLIT
Survey: Manager Cost Center  |[4EXPPL13
Cost Driver. Administrator 4EXPPLOA
Cuost Driver. Evaluation 4EXFPLOT
Cost Driver: Manager Cost Cente 4EXPPLOA
Folitical Prices: Manager Cost G/ 4EXPPL1O
Political Prices: Central Controllg 4EXFPL12
Frirary Costs: Administratar 01 |4EXPPLO3
Prirnary Costs: Administrator 02 [4EXPPLOY
Primary Costs: Central Controllel 4EXFPPLOS
Secondary Costs: Administrator | 4EXFPL11
Secondary Costs: Manager Cost 4EXPPLOS
Temporary: Care Planning Debu 4E10TEST
Capacity Planning: Manager Cos 4EXPPLOZ
Primary Costs: Manager Cost Ce 4EXFPLOT
B € CostPlanning: Cast Driver 4EXPOO04
P & CostPlanning: Costs and Alloca 4EXPOO01
[» ﬁ CostPlanning: Intear. HR 4EXPO00G |
P € CostPlanning: Prices Serices | 4EXPO0O0Z E
P &) CostPIng: Prices Cost Center/ §4EXPOO0Z  [+]

ILale | [ETIY| [«][»]

Planning functions Technical ...

1<)

my & Financials

Ll il vl vl vl vl v vl v v v v v~ el v v~
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Move SAP Delivered Planning Apps via SCC1

|  adH Cae SR v
Copy as per Transpoirt Request

|E Schedule as ckground Job | [ Start lmmediately

Copyin Foreground  (F5)

BW3IK9Q0A11

3 Inkernek Expl. .. - Micrasoft PowerP. ., ¥ Sap Logon 620 ™ Copy as per Tran...

( s qeoir w..nn ASUG & 5AP Collaboration
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How to Transfer SAP delivered Planning Sample Data via
UPB_DATA _IMPORT

JH QGG EEHE SD00IHEE @

SAP Planungsanwendungen: Import von ausgelieferten Daten

Execute (F3)

De Technical Mame Language Overwrite Data Records| Changed By | D...
B & Balance Sheet Planning 4BPO001 [«]
[ ﬁ Short-Term Balance Sheet Planning 4BPEOM E
B € CostCenter Planning 4CCPO001
13 ﬁ CRM Marketing plan values 4CRMO001
B € CRM Marketing actual values 4CRMO002
i & [v] Sales Planning 4CRMSPOM 3751 SAR 2001
b @ Sales Orders 4CRMSP02
I € Sales Planning: Actual Data Transfer 4CRMIFOZ
B ﬁ Plan Data to AP O 4CRMSPO4
> € Plan Data fram APO 4CRMIFO5
[ ﬁ SEmM-BPS Demao FoX 40BPSM 100 SAP 2001
B & [v] SEM-BPS Dema Allocations 40BPE0Z 14 SAF 2001
3 ﬁ [v] SEM-BPS Demo Top-Down 40BPS03 a SAP 2001
B & [¥] SEM-BPS Demo Layauts 40BPS04 27 SAF 2001
B &) CostPlanning: Costs and Allocation 4EXPOO01
B € CostPlanning: Prices Semvices 4EXPOOOZ
[ @ CostPing: Prices Cost Center [ Services 4EXPOO03
B & CostPlanning: Cost Driver 4EXPO0O04
I € CostPlanning 4EXPO00S
b ﬁ CastPlanning: Integr. HR 4EXPO00G
B € AssetAccounting 4F 184
[» ﬁ Integration Asset Accounting AFIAAINT
B ﬁ Cuorporate [M: Strategic Flanning 4IMo001
[ ﬁ Corporate IM: Multi-Planning Area 4imo0nz2
[ ﬁ Cuorporate IM: Operative (Read Only) 4IM0003
13 ﬁ PIA: Integration with profitahility anal 4IMPRFO1
B € Integration of B/S and Profit Planning 4|INTBPEF
13 ﬁ Liquidity Planner 4LPO00Y E
b ﬁ| SEM BPS hasic technical perfarmance | 4PERFO01 100020 SAP EDD1E|
[b] [b]
[> | UPE_DATA_IMPORT P2l | SRVZKBWI | INS
[€] =2 2| 64

C B w An ASUG & SAP Collaboration



SEM-BPS Delivered Planning Applications

Edit

Utilities  Toals Sy
B3I CEQ SHE SDO0 AR @
Dispiay planning layout 4EXPLY0T

Elanning Goto em Help

Clase navigation | Planning profile | Glohal planning sequences | SetVariables

Flanning areas Technicaln.. | || ayout  4EXPLY..  Description Serice/Primary Layaut
2 @ Cost Center Planning 4CCPOO0T |4
[» Planning Absolute Values 4CCPO0OO1 (=]
B Planning Consumption Guantities sccPoppz [ || LAYOUL Categary
B Administration 4CCPO0OD3 ® Key Figs in Data Columns
= Planning Functions 4CCPO004 Bl T Key Figures in Data Columns, Rows Defined Individually
£ EIE [PEskiape UHDIROE 0 Key Figures in Lead Calumn
[ ﬁ Cost Planning 4EXPO0O0S :
[ ﬁ Cost Planning: Cost Driver 4EXPO0O04
= @ CostPlanning: Costs and Allacation 4EXPOOOT [ ﬂﬁdditiﬂnal Seftings
S RHe Costs and Allocations 4EXPPLO1 Settings for Characteristics
PR CoetE _ PASAID Characteristics Header Lead Column |Data Column | [Char, Text [ |
Re: Costs and Allocations AEXPPPO1 =
#d hoe package 0-ADHOC (B ViFIE — [4]
B @ CostPlanning: Prices Services 4EXPDODZ Activity unit o < E‘
> & CostPing: Prices Cost Centerf Services 4ExPOO0Z || ||Controlling area (0] () _
B E@ Exchange Rate Infarmation KURSINFO  [+]||cost center ()
[ ﬁ FTE from HR 4PPLHRO3 ost Element () (O]
[ <[] Currency (] ()
Planning functions Technical narme Hriscalyear )] ()
5 Re: Costs and Allocations 4EXPPLO1 Fiscal year variant )
52 Manual planning 0-mP :
[SenicelPrimary Layout EXPLYDT S = -
layp i LAYPROA Parner Activity 0]
= Re: Costs and Allocations 4EXPFO1 Partner Cost Center ()
Re: Costsiallc. 4EXPPD1 Fosting period @)
¢ Re: Activity Inputs 4EXPPF12 e e = =
Re: Act Inputs AEXPPG12 ‘j’ ‘j' =
¥ Re: Primary Costs 4EXPPF14 Unit of measure @ &) []
Re: Activities FPAD1 Value Type () E|
Re: Primcost 4EXPPG14 |I”1|| [ J
[ <[]
| d 7

h |
.I | I ' J‘ g . Source: SAP, Globe Data from Demo System sua
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SEM-BPS Delivered Planning Profiles

Edit

Profila Goto

Tools

DA eaQ SFEE B TOa8 BRI @

Display planning profile ZCCATEST

Close navigation | FPlanning | Global planning sequences | SetWariables

Planning profile
CCA Test Profile
Cost Center Planning Admin
CostPlanning
Demao Examples
Finkfact
Fin.kfactp.p.
Financial test profile
HR Test Profile
Iy Mgmt Test Profile
Imv.rmanagement - contralling area
Inv.management - head office
Imv.rmanagement - plant
Inv.management - preinvestment analysis
Imv.rmanagement - stores
Investment management
Liguidity Planning
Mkt plan.
mktplan.p.p.
Manit.act.
Monitact.p.p.
Fersannel Planning
Frofit Planning Administration
Frafit Planning CFO
Frofit Planning Sales Manager
Frafit Planning Test Profile
Frofit planning supply chain manager
Resource Planning All Ohjects
Fesaource Planning Entry
Fesult Planning All Ohjects
SEM BFS technical perfarmance
Sales Planning
Sales Planning Test Profile
Sales Targets for Key Accounts

(Technicalna.. | pianning prafile ZCCATEST | CCA Test Profile .
4ccPO0OT - "
AEXFPLOM E Add to profile with all subordinate objects Wariables
4DDEMO Planning areas Flanning areas
4CRMO0T0 Z @ CostFlanning [«]
4CRMO007 . —

[» Sureey: Manager Cost Center -
ZFITEST - o —

[+ Cost Driver; Adrministrator
ZHRTEST S )

[» Cost Driver. Evaluation
ZIMTEST o

[» CostDriver; Manager Cost Center
410003 o o

[» Political Prices: Manager Cost Center
4lMoooz2 - N

[» Folitical Prices: Central Controller -
41M0o00s ) ) L

[» Prirnary Costs: Administrator 01
4IMO00E ) : .

[+ Primary Costs: Administrator 02
410004 ) :

2 Primary Costs: Central Controller
4iMooot

Ad hac package -
4LP0oo ) . A
Primary Costs: Cost Elements {Hier)

4CREMO003 - .

[» Secondary Costs: Administrator
4CRMO004 .

[» Secondary Costs: Manager Cost Center
RIS [» Termporary: Core Planning Debugoing
4CRMO00S [» Capacity Planning: Manager Cost Center Planning functions
4PPLOODOY ) .
4PRPOD0A b Primary Gosts: Manager Gost Center

[ ﬁ Cost Planning: Cost Driver

APRPOOOZ | || RIS T e
4PRPOO03 [ €@ CostFlanning: Costs and Allacation
FPATEST [ ﬁ Cost Planning: Prices Services
4FPRPOO04 [ ﬁ ZaostPing: Prices Cost Center§ Senvices E
4RES0002 [ &# Exchange Rate Infarmation [=]
4RES0001 E
4PRPOO0S
AFPERFO01 Planning functions
4CRMSFO1 *# Primary Costs: Central Controller
Z5LSTEST — 52 Manual planning
4CRMEAMO E Primary Costs Cost Element
[ «[»]

0>

A=

DN |

Source: SAP, Globe Data from demo system




SEM-BPS Planning Functions

Edit

Utilities

tem

Elanning Goto Tools Help

Display pianning layout 4EXPLY01

Close navigation | Flanning profile | Glohal planning seguences Planning function = =
FPlanning areas Technical n... - _ gg;
7 (g CaostCenter Planning 4ccPooot  [«])|¥  AllFunctions =]
[ Planning Absolute Values 4ccPoom [+ Accumulate halances hd
[» Planning Consumption Quantities 4CCPO00Z T Allocation
[» Administration 4CCPO003 Amonization
5 Planning Functions 4CCPOO04 Copy
I e
[ ﬁ Cost Planning: Cost Diriver 4EXPO004 23:223:222:::;2: (accounthased)
< (@ CostPlanning: Costs and Allocation 4ExPOODY || .
¢ Re: Costs and Allocations 4EXFPLO1 ) L
Primary Costs PAKEMOT D,ale?e (Invalid Cu.mbmatluns)
Re: Costs and Alocations 4EXPPPO1T Distribute according to keys L
Ad hoc package 0-ADHOC Distribute by Keys from Sender to Recipient E‘
[» ﬁ Cost Planning: Prices Services AEXPOO0Z Distribute by Reference Data from Sender to Recipient @
b € CostPIng: Prices Cost Center i Services 4ExPOO03 || Distribute with reference data _
P €@ Exchange Rate Infarmatian KURSIMFO  [«] Exit function
b €@ FTE from HR 4PPLHROZ  [*] Forecast
[4][»] Formula
Planning functions Technical name IitEgRen (RS i REl
= Re: Costs and Allocations 4EXPPLOT S PrESErE LE
<2 MWanual planning 0-MP Dffsetting entry
Service/Primary Layaut AEXPLYDT Repost
laypr0l LAYPROT Repost (Characteristic Relationships)
¢ Rea: Costs and Allocations 4EXPFO1 Revaluation
Re: Costsialloc, 4EXPPO1 Rounding
T REZQC“\;WtTpUTtS jEiEEg‘é Tirre lag functions
e: Act. Inputs ) ) ||
~ Re: F'rimar.yr.li?osts 4EXFPF14 \L’fl:lllzgfig:ersmn E|
Re: Activities ZPAN1 (=]
Re: Primcost 4EXPPG14 P Balance SheetPing J
[ Inwestment Planning —
[ <[] | R
d 7z

Source: SAP, Globe Data from Demo system (_Asua w




SEM-BPS Planning Functions for Planning Model

Manual Planning
Top-Down Distribution
Copy Function

Forecast Function — Constant, Trend, Seasonal, Seasonal Trend
Reposting Function
Revaluation Function
Valuation

Annual Depreciation

Net Present Value
Internal Return Rate
Offsetting Entry

Time Lag

Allocation

Currency Translation
Rounding

Formula Extension (FOX)
EXIT Function (ABAP)
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Quarterly Forecast vs Rolling Forecast in SEM-BPS

Quarterly Forecast

® Copy to create new version with
known Actuals plus remaining
months from Annual Budget or
other Forecast

® Actual changes need Forecast
synchronization or reconstruction

W Different Quarterly Forecasts can
be kept for more analysis

W Actual / Plan Comparision by
comparising versions.

2005
- FOoru

Rolling Forecast

® In Manual Layout — can use Actual
and Forecast versions and
respective Actual periods and
Forecast periods time variable for
dymnamic fiscal year / period.

m Data Slice to lock real Actuals (i.e.
Value Type 10, Version 0)

W Interim versions of Forecasts may
be lost or multiple versions

® Version Comparison in BW
reporting more complex.

Source: Globe Data, SAPFANS - Guille, R. Shamugan (ASUG w



Rolling Forecast Example

Flanning Edit Goto |Hilities |5

) ] QI@@MQM[&I@@@@IEI@

Change planning level CCPL0O001

Clase navigation | Planning profile | Global planning seguences | SetVariahles
Flanning areas Technical name | Planning level CCPLAEA1 | Rolling Forecast
[ & Asset Accounting 4F |82, [=]
[ ﬁﬁw’erage values result AFPRFO002 E|
[> & Balance Sheet Planning 4BFO0001 ] 3
B ﬁ Breaking Down ltemization Prices ARESOODZ Zharacteristics Selection k ey figures k Description |
[ ﬁ Breaking Down ltemization Guantities 4RES0001
= ) COA Cost Center Planning - Multi CCPADDTD E= A EE =
= Plan Mext Fiscal Year CCPLOO0Z Sealection
o RO PALKage -ADHOC Characteristic 5. |From To mare |||
Rolling Forecast CCPLOOO1
Ad hoc package o-ADHOC Controlling area I:I _2':“30 o2 EI
&) CCA Costs - Actuals CCPADDDY | CostElement 5 EI
[ & CCA Costs- Plan CGube CCRADOOZ Cost center 1 COSTCTR 5
[ & CCASKF - Actual CCPADODS Currency Type | 70 =) [
[ ﬁ CRM Marketing actual values 4CRMOOOZ Currency 1 =T =3
[ ﬁ CRM Marketing plgn \ralun_es ACRMO001 Fiscal yeatperiod ] FPERFCST =
[ ﬁ Coaorparate IM: Multi-Planning Area 4lkOonoz2 - - o
[ ﬁ Corpaorate IM: Qperative (Read Only) 410003 Fiscal year variant L _K4
B € Corporate IM: Strategic Planning 4IMO001 [P ATEE LM cPAn002 =
I &b Cost Center Planning 4CCPO00 alue Type L] [&z0 =
[ &b costPlanning 4EXPO00S ersion L] ERSIONF 5
[» & CostPlanning: Cast Driver 4EXFO004
[ & CostPlanning: Costs and Allocation 4EXFPO001
[ ﬁ Cost Planning: Integr. HR AEXFO00G | |
[ ﬁ Cost Planning: Prices Services 4EXPO0OD2 El
[> &b CostPlng: Prices Cost Centerf Senices | 4EXPOOD3
[«lv] L
. . . [=]
Flanning functions Technical name EI
~ Manual planning O-mpP E”I“ ”IHIl
Rolling Farecast |CCwMPOOO1
[0l [ [[»]

| [ | Bwiz (1) (0013 2| SRVIKBWE | INS 0
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Rolling Forecast Example Layout

Edit

| Hilities
3 dBE I Cc@ae DEHE DD O0 R @D
Change planning layout CCMP0001

Flanning Gota

Close navigation | Planning profile | Global planning segquences | Set variahles
Planning areas Technicalna...| || ayout CCMPOD..  Description Rolling Farecast
P & Asset Accounting 4F 148, [~]
I & Average values result. 4PRFO0O0OZ =) ava it Categary
> & Balance Sheet Planning 4BPO001 —~ —=
> & Breaking Down ltemization Prices | 4RES0002 = 2y (FIEE i i) EEiuimne
[ ﬁ Breaking Dovwn Itemization Guantitie 4RES0001 () ey Figures in Data Colurmns, Rows Defined Individually
2 @ CCA Cost Center Planning - Multi | CCPADDMO ) KeyFigures in Lead Golumn
* Plan Mext Fiscal Year CCPLOOOZ
Ad hoo package 0-ADHOC
7 Rolling Forecast CCPLO0O1
Ad hoc package O-ADHOC Characteristice Combinations
& CCA Costs - Actuals CCPANDDT |}l < From Transaction Data
B @ CCA Costs - Plan Cube CCRADDDZ @ Al Possible Characteristic Combinations
P & CCA SKF - Actual CCPANDDA
P & CRM Marketing actual values 4CRMO002 Load Col Data Col
b & CRM Marketing plan values 4CRMO00 A LaMmng dla Lelmns _ .
B & Corporate IM: Multi-Planning Area | 4IM0002 Crynamic for [l Cynamic for Fiscal yearperiod Bl
B & Corporate IM: Operative (Read Only) 4iM0003 Text Replacement El Text Replacement Medium E
> & Corporate IM: Strategic Planning | 41MO004
b @ CostCenter Planning 4CCPOO01 Settings for Characteristics
[[; gg“:g:a””!”g ot :Eiigggi Characteristics Header Lead Column |Data Column | |Char. Text [
s anning: LCog Fiver — .
) & : Controlling area @) () () C\Mecﬁ um e
P & CostPlanning: Costs and Allocation 4EXPO001 - — 3
b & CostPlanning: Integr. HR 4ExFOO0E || [/“OStoenter . = | um E
B € CostPlanning: Prices Setvices 4EXPOOOZ [~] g=CstEIEmEnt - @ el E
> &8 CostPlng: Prices Cost Centerf Sen dEXPOO03 7] ||Currency @) (@) | nedium z
lE”I“ | [ I3 | [[][»] Currency Type @) ) |:|Hed1 um =
Planning functions Technical narme Fiscal year variant O] (@) | g [Medium z|
= Raolling Forecast CCPLOOOY Fiscal yeariperiod (2) () [
7 Manu | planning 0-mMP E”I“ ||I||I|
[ | an |:';>" Cantinue |

| [> | Bwi3 (1) (0013 5] | SRVIKBW3 | INS o




Rolling Forecast

CheckB

Elanning Edit Goto Utilities Tools

& 2l E @@ S HE SDoas BE @0
Change planning layout CCMP0001

| Flanning profile | Global planning segquences | Setvariahles

Close navigation

Flanning areas Technicalna.. | || gyout CCMPOO.  Description Ralling Forecast
[ & Asset Accounting AF 1AL [~]
[ ﬁA\rerage values result APRFOOOZ z ’
B a BelEnee e Flamnmmng 4BPOO01 1 Header area k Lead columns Data columns
[ ﬁ Breaking Down ltemization Prices  4RESO002
[ a Breaking Down temization Quantitie 4RESO001
= a CCA Cost Center Planning - Multi CCRADDIO Configuration of data columns
[ Plan Mext Fiscal Year CCPLDOO02 Itern |Comp. Mo units Dyn. |Heading Key figure Fiscal yearperiod | | |
CCPLOO00T 1 [ ] |oFISCPER BAMOUNT FPERACT [«]
& cch > [ OFISCPER BAMOUNT DFISCFER El
I & CCA Costs - Plan Cube cCPADDOZ | | L Ll L
B &b CCASKF - Actual CCPADNDS ] | ]
I &b CRM Marketing actual values ACRMOO0Z 1 (| 1
> & CRM Marketing plan values 4CRMO001 ] (| ]
> a Corporate IM: Multi-Planning Area | 4IMO002 [ [ [
> ﬁ Corporate IM: Operative (Read Onlyy 4IMO003 O O O
[ ﬁ Corporate IM: Strategic Planning 410001 | O | |
[ ﬁ Cost Center Planning 4CCPOO01
[ ﬁ Cost Planning 4EXFO005 L L L
[ & CostPlanning: Cost Driver 4EXFO004 L Ll L
> €# CostPlanning: Costs and Allocatior 4EXPO001 [ L1 [
I &) CostPlanning: Integr. HR 4EXPO00G 1 | 1
[ &# CostPlanning: Prices Services 4EXP0O00NZ - ] | ]
> & CostPing: Prices Cost Center i Sen 4EXPO003 L= ] | ]
[» Sl Frrhanna Rata Infnrmatinn KLIRSIMNF O [l (] | (] El
| [ER! B[« [l ] = = = =
Flanning functions _Technicalname _E”I“ T ||I||I|
= Ruolling Forecast CCPLOOO1
5 Manual planning 0-mpP
Rolling Farecast CChMPOOO1
I | Il = Back = Cantinue
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BW-SEM Reality

SEM and BW are not magic bullets !!!

® SEM or BW implementation would not fix inefficient / problematic
business processes.

® BW and SEM does not fix problems in R/3 configuration.

® Need both users with the process knowledge and people with the
business and functional knowledge on the team.

® High level management sponsorship and business champions
facilitate buy-in by the users.

W Parallel process re-engineering & change management.

BW-SEM has the foundation and building blocks with some
delivered business content templates plus SEM-BPS standard
functionality to help design a solution.

2003
- : i j F Source: Globe Data (ﬂ|§g'g EV



SEM Design Consideration

Some technical considerations in designing your SEM solution are:

W Strategy for Value type and Version to represent Actual, Plans, Budgets,
Forecasts, Rolling Forecasts, Targets, Stretch Targets, etc. for SEM-BPS
and SEM-CPM. Also for What If analysis and scenarios as required.

W Limit of 9,999 rows in SEM-BPS manual planning layout.

mDesign Planning Levels to keep down the number of Characteristics
Combinations under 500,000.

WPerformance issues with large hierarchies so preferably work with
smaller hierarchies or lower nodes in the hierarchy in SEM-BPS.

W Large or complex FOX (Formula Extension) in SEM-BPS can have
performance challenges so consider ABAP Exit under some conditions or
planning sequence using standard planning functions.

mDevelop Planning Level and Planning Packages to facilitate security.

WSecurity is an integral part of you SEM solution so don’t leave it till the
last minute and SEM security is in addition to BW security.

2005
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&\ e
MULTINATIONAL EUROPEAN TELECOM: &

Implementation of budgeting functionality using

: {‘h -"-.'-_'. [ j’:'._':"‘. J.afifk
- """- - .\. ": .f_:' ‘1‘;.'
B Strategic Enterprise Management (BW/SEM) g '55';"""*'5" 4,

B Investment Management (IM)

M Project Management (PS)

M Service Management (SM)

B Custom interfaces to a subsidiary (FI/CO, MM)

B Advanced Planning & Optimization (APO)

( AMTAR S U I w An ASUG & SAP Collaboration



The Situation

)

@ Rapid growth in Europe by acquisitions

o The Company
g
\S

B Each affiliate had originally its own
unique IT systems

W Affiliates are at different stages of
adoption of SAP

The Industry

B Capital Intensive

® Major investments in technology
upgrades (e.g., copper to fiber optic)

® Continuous price pressure reducing
margins

ASUG JTY



The Challenge

Surprise expenditures causing budget overruns
® Acquired companies had been State owned

W Several years of under investment and poor
maintenance

M Poor documentation of the status of the assets

Different budgeting processes by country
jeopardizing visibility and control

M Excel spreadsheet based budgeting summaries
with different assumptions and formats
compromised aggregation/consolidation quality

M Various lead times in capturing actuals and
commitments prevented consistency within
periods




The Solution

@ Harmonize processes across the board
B Improve budget quality by capturing feedback to estimates on a project level

M Improve actuals and commitment information flow using Investment
Management in each country

® Allow periodic assessment of actuals vs. budget
M Improve detection of budget supplement needs and tracking its use

m Allow top down reallocation of available budget across units

2005
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Solution Design

Data
Retraction ==

eadquarters
installation

> Subsidiaries
installations”

* per each affiliate

Source: Westernacher (Asuc w
. ANTCAS bt it weie . ..Anm ASUG & SAP Collaboration




Local Implementation: IM/PS

IM Program

Structure
| GSM |

o\e

¥
(o)}

Operational
Reporting

\_/_

PS Project
Structure

Planned Values
Actual Values
(Costs &
Revenues)

Settlement to I
AuC/Assets &
Cost Centres

Source: Westernacher (Asuc w
NTICAE L s geir . ..An ASUG & SAP Collaboration




Central Implementation: BW/SEM

X

Country A

Country B

Country C

a2 A

A

Distribution

of Budget

N

IM Program
Structure

4

A

Aggregation of Planned

Central
Reporting

_— and Actual Values \/
(Costs & Revenues)

IM Program
Structure

PS Project
Structure

PS Project
Structure

IM Program
Structure

PS Project
Structure

Planned Values
Actual Values
(Costs &

)

E R
........... 5 g R

Settlement to

AuC/Assets &
CostCentres

Source: Westernacher

( AVIAR A A w An ASUG & SAP Collaboration
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Central Budgeting Process

Central Level (BW/SEM)

Mid Term Planning

]

Distribution of
Approved Budget

/

Realization

Year A Year A+1

Source: Westernacher (Asuc W
NTICAE L s geir . ..Anm ASUG & SAP Collaboration




Central Controlling Process

Central Level (BW/SEM)

N\
Distribution of
/ Supplements/Returns

—

Adjustments

Source: Westernacher (Asuc W
NTICAE L s geir . ..Anm ASUG & SAP Collaboration



SEM Enables Integrated Budgeting Across
Installations and ERP Systems

Affiliate Affiliate Affiliate Affiliate
using
Adjust ording PeopleSoft
l to loca ments

Source: Westernacher



Project Planned Timeline is 10 Months Long

Year 1 Year 2

Sep Oct Nov Dec Jan Feb

Blueprint I

Prototype

Roll-Out

Training

Protatype
Implgmentation  Roll-Qut ready Training System
start start start reiy

2005
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Additional Questions?

If you have any additional questions please do not hesitate in contacting us:

Christian Wagner (617) 669-7075 christian.wagner@us.westernacher.com

Ralf Sauter (617) 331-1387 rsauter@horvath-partners.com
Mary Huang (613) 294-4430 mary@globedata.com

("'"“"""""'““' w An ASUG & SAP Collaboration




2003 Financial Management & Business Analysis Forum

Thank You For Attending!

Please remember to complete
and return your evaluation form
following this session.

Session Code: 307
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SEM Resources / References

Some available sources of SEM information are:

1. SAP

2. help.sap.com
— mySAP.com Cross Industry Solutions
— mySAP Financials
— SAP Strategic Enterprise Management
— SAP SEM-BW or SAP SEM-BCS 3.xx

3. service.sap.com (OSS ID required)
— mySAP Financials in Detail
— Strategic Enterprise Management
— SEM in Detail or
— Media Library

4. ASAP BPS (OSS ID required)

Media Library above
-> Help to use SEM
-> SEM-BPS ASAP

5. OSS Notes (OSS ID)
Under component / area FIN-SEM-*

.I I I ' } 1 Source: Globe Data
- Foru ASUG T



SEM Resources / References

Some available sources of SEM information are:

6. YahooGroups
SAPSEM technical discussion group

7. ASUG

SEM(BI) SIG —
Financial Management & Business Analysis (FMBA)
(ASUG membership required)

8. SAPFAQ-SEM
subscribe to SAPFAQ Technical Support Forum

9. sap-r3-sem
subscribe to SAP R/3 SEM discussion group

10.SAPFANS
SEM Forum in SAPFANS
.{ l I ' } I Source: Globe Data
- Foru ASUG Y




About Westernacher

Technology/Management consulting: Over
25 years of experience serving clients worldwide.

Employees: Over 120

Offices: 9 offices in 4 countries

Boston, Danzig, Karlsruhe, Reutlingen,
Gunzenhausen, Weimar, Wiesloch, Vienna, Sopot

Offering highlights:

B Translate strategic business problems into working
IT solutions.

B Provide well balanced solutions that
integrate the strategic perspective with insight into
the details.

B Bring a team of highly trained and motivated

'/’ professionals.
WESternaCher B Find creative solutions to the business problems.

B Turn IT into business results

2003




Horvath & Partners — The Performance Architects

Management Consulting:
we worked for our clients in
more than 25 countries

Employees: over 240

Offices: 11 offices in 7 countries

Boston, Barcelona, Berlin, Budapest,
Dusseldorf, Madrid, Munich, Prague,
Stuttgart, Vienna, Zurich

WWW. horvath partners com

HORVATH K7 PARTNERS

MANAGEMENT CONSULTANTS

Offering:

We help clients to achieve long lasting performance
improvements by aligning the processes, the
organization, and the management control &
managerial accounting systems to innovation &
strategy

Customers:

Large corporations and mid-sized companies from the
manufacturing, financial, chemical, service, retail, and
public sectors




About Globe Data

W Specialists in working with clients to implement BW and
SEM solutions within mySAP.com.

® Our consultants have worked on projects in US, Canada
and South East Asia with both Fortune 500 customers and

SMEs. GLOBE
DATA

B Our lead consultants averages 5+ years of R/3 experience
and 2-3 years of BW.

B Some of our consultants have hands on project experience
in integrating BW with APO, CRM and SEM with Enterprise
Portal.

B Industry and business knowledge include consumer
packaged goods, electronics, retail, pharmaceutical, high
tech, manufacturing, utilities, transportation, service,
financial, and public sectors.
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