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E very January, SAP hosts their annual Sales Kick-Off event, called 
FKOM. This year, about 6,000 SAP employees and partners 
descended upon Las Vegas for two days to learn how SAP will 
address their 2016 go-to-market strategy. Granted there is a lot 

of Kool-Aid served and consumed at sales kick-off events, but this year, 
there was a little extra spike in the punch!

Bill McDermott, CEO and member of the SAP Executive Board, gave an 
inspiring summary of the 2015 results and paved a promising roadmap 
for years to come. Look at SAP’s 2015 results; they killed it against their 
targets and competition such as Oracle, Salesforce, and Workday.

•  103% increase in New Cloud Bookings.
•  81% increase in Cloud Subscription and Support Revenue.
•  2700 S/4 HANA deals, doubling the adoption rate 
    over the last quarter. 
•  Increased earnings guidance for 2016 and 2017.

These are some amazing results for a company labeled a dinosaur and 
irrelevant a few years ago. What does this mean to you, our customers?

•  HANA and S/4HANA are for real, and enterprise adoption is 
unmistakable.
•  SAP’s cloud solutions are competitive in CRM and HCM.
•  Business Network Solutions for Ariba, Concur, and Fieldglass. 

HANA and S/4HANA are for Real

HANA and S/4HANA is a disruptive platform for Enterprise 
Applications. A short story from a recent executive round table
involving CIO’s and some SAP Executives. The initial focus was about 
upgrading to ECC 7. The response was “If you want to continue to do 
business the way that you do it today, then this is the path you should 
follow. However, if you want to be surpassed by your competition while 
they migrate to the speed and benefits of in-memory computing, you 
need to move to HANA.”

We believe that SAP’s strategy around HANA as the core for Digital 
Transformation is sound. That does not mean that everyone needs to 
migrate today.  We recommend that you begin the conversation and 
planning on how to migrate to this platform. 

SAP’s Cloud Solutions: 

SAP’s investment in their Cloud solutions is paying off. SuccessFactors 
and Cloud for Customer are competing head-to-head and winning deals 
from rivals — Workday and Salesforce. A key advantage that we see and 
confirmed at the event was integration to the enterprise on a domestic 
and international level. 

As these cloud solutions are subscription based for a 36-month contract, 
renewals are critical in this area. For existing customers, we see a high

renewal rate and expect this trend to continue as SAP a) continues to
invest in their cloud platforms and, b) customers avoid migrating from 
cloud platforms due to additional time, cost and effort.  

Business Network Solutions:
In the connected economy, SAP presents an attractive set of solutions to 
streamline Buyer/Supplier Networks, Business Travel and Spending and 
the Contingent Workforce. 

SAP Ariba, the backbone for buyer/supplier networks is processing 
over a billion dollars of transactions. As digitization and convergence of 
technologies increases and become easier to deploy, the Ariba solutions 
will help IT organizations support their business partners connect with 
the right suppliers and buyers.   

The 2014, $8.3 billion acquisition of Concur has provided multiple 
benefits to SAP. The primary benefit is the maturity of the Concur cloud-
based solution, and their ability to network with travel providers like 
airlines, hotels, Uber and others to provide the Perfect Trip. An additional 
benefit is that approximately 80% of Concurs customers are not SAP 
customers providing access to new opportunities for SAP’s Enterprise 
Suite including HANA and S/4HANA.   

SAP Fieldglass, a Vendor Management System (VMS) is not one of the 
better-known applications in the SAP suite. However, this cloud-based 
app that manages contingent workforce and service vendors is poised to 
support the growing trend towards a large temporary workforce. In 2015, 
Fieldglass helped place over 1 million jobs for their customers.

We will pen a few more articles on how SAP’s strategy may align with 
yours. However, after spending some valuable time at FKOM, we are as 
excited and optimistic about SAP’s future and how their applications will 
provide the digital transformation led by HANA is underway. 

If you are interested in finding out more about Titan and how our 
Advisory Services can pave the way for your Road to HANA, contact 
Warren Norris, warren@titanconsulting.net, 972.679.5183. Or, contact 
your Titan Consulting Director. You can also see additional information 
on our Advisory Services page at www.titanconsulting.net.

- War ren Nor r i s
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“The Force is calling to you. Just let it in.” The calling says 
to move away from the Dark Side. It is there; it always has 
been within your organization the whole time. Like stars in 
the galaxy, millions of data points are there to unleash the 
intelligence, knowledge and predictability currently lying 
dormant deep inside your business. 

How do you unlock the secrets of this data? No, we are not 
using mind probes or lightsabers, classic tools from the Star 
War films. Darth Vader and IT-O Interrogators would marvel 
at the HANA Live tools to release these secrets. This toolset is 
used to view, visualize, analyze and support the Data-driven 
company with real-time and live data. 

How did the manufacturing company reduce back orders 
to save on shipping costs and improve relationships with 
unhappy customers? What about the financial close step that 
was reduced to 15 minutes that previously took two full-time 
resources a week to pull the data together to close the books?   

HANA Live reporting tools solved these challenges. The toolset 
consists of six tools that support users when and where they 
need the data. These include everything from initial modeling to 
browsing and queries through to dashboards, visualization, and 
infographics. We will highlight a few, SAP Lumira and Analysis 
for Office, in this article. We will look at how these tools have 
helped other companies leverage the data from their HANA 
systems.

CONTINUE ON PAGE 4 ...

The Force Awakens
DATA-DRIVEN, DECISION-MAKING 

HANA LIVE TOOLS

ONE SMALL DEED...
SETTING OFF A CHAIN REACTION OF GOOD

It’s amazing what can 
happen when one person 
decides to do good for the 
world, one Ziploc bag at 
a time. Like an infectious 
song or an uplifting 
comment from a stranger, 
it can ignite a chain 
reaction of selfless deeds 
that can positively affect 
the lives of so many people 
— in unimaginable ways.  
This reaction led to the

genesis of a homegrown operation comprised of a small group of 
women, including our own, Chrissie Wootton.  They have taken it 
upon themselves to provide for the less fortunate who are relying upon 
the Magnificat House for food, shelter, job and work counseling and 
spiritual guidance. 

It all started with a phone call Chrissie received from her friend Julie, 
the ringleader of the group.  “How was your trip?” Julie asked, “Did 
you get any freebies?” Julie was referring to soaps, shampoos and 
conditioners usually left behind at the hotel. 

Moved by Julie’s unwavering dedication to help the poor and homeless 
in their Houston community, Chrissie and her friends would eventually 

turn their monthly social gatherings into a full-fledged philanthropic 
event.

In addition to the toiletries, they would dig through their closets to find 
gently used work clothes for the shelter. Occasionally, one of the ladies 
would see something they liked, and the owner of the item would then 
ask, “How much is this worth to you?” This exchange would turn into a 
fun tradition that the group still keeps for the greater good. The seller 
uses the money to buy things like bottled water, first-aid kits and other 
necessities from the dollar store. Another gesture is to fill Ziploc bags 
as care packages, assembled by Julie and then delivered to Loaves & 
Fishes, a local shelter and soup kitchen run by Magnificat House.  

Constantly motivated by their collective purpose, these women view 
freebies in a brand-new way.  What was once a small, meaningless 
item, travel-sized shampoo or no-longer-worn clothing, has become an 
integral part of their mission. It is a simple way to transform the lives 
of people who are down on their luck and to provide hope, pride and 
cleanliness.  

The next time you travel, before you leave your hotel room, throw those 
toiletries into your luggage and give them to a worthy charity in your 
area.

To find out about the Magnificat House or Loaves and Fishes, contact 
Chrissie Wootton at Chrissie@titanconsulting.net. Or, go to the 
Magnificat House website.
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Which one is not like the others? 
•  BMW, “The Ultimate Driving Machine” 
•  Nordstrom, the leader in customer service
•  Alinea, the best restaurant in Chicago
•  The Plaza, the finest hotel in New York
•  SAP, awesome user experience (UX).

SAP has excellent software, but don’t ever accuse it of 
having the best UX … until now!

Many users consume and process information through 
the SAP Enterprise Portal (EP). Many of these portals 
were stood up years ago to enable users a single browser 
platform to access all of their applications, ERP and non-
ERP.  

With the introduction of Fiori, EP is getting revisited to 
align it with many customers UI/UX roadmap.  One of 
our customers is progressing down this path to enhance 
their user and customer experience, but also to improve 
self-sufficiency, browser enhancements and reduce some 
back office IT support costs.

Our customer, a leader in natural gas and coal, was using 
EP as the core user interface (UI) for the majority of their 
3,000-plus users. The past few years have been tough for 
businesses in this space and energy companies are always 
looking for ways to reduce costs while not compromising 
on UI and capabilities.  

Upgrading to EP 7.4 provided an improvement to their 
users in the field and their offices. Portal users relied 
upon SSO (Single Sign On), ESS, MSS, OpenText, 
custom .Net Apps and other enterprise applications. 
These front end applications integrated with ECC, SRM, 
BW and other non-SAP applications. 

After an initial Assessment from our Advisory Services 
team, we discovered that a non-standard upgrade path 
was required due to version and stack compatibility 
issues with various applications such as ESS, MSS 
and Travel Management. Working with our team, 
we recommended a three-month upgrade path and 
simplified their Portal Landscape. 

The upgrade Portal is now ideally positioned to take 
advantage of the Fiori Launchpad (FLP) included in 
your software license. The Launchpad enables users 
to consume any content (Web Dynpro, SAP UI5, SAP 
Screen Personas, SAP Fiori, Fiori custom apps, etc.). You 
are not limited to only SAP Fiori applications. 

For our customer, SRM is a core application for users 
in the field. Getting timely submissions of Purchase 
Requisitions and approvals is critical to getting the 
work done. With the Fiori platform, requisitions and 
purchase orders are processed, and approvals running on 
multiple devices or interfaces (portal, mobile,  and GUI) 
streamline the entire process by not waiting for someone 
to go to the office.  

Yes, SAP UX is significantly improved through a portal 
upgrade and introduction to Fiori apps. We see high 
adoption opportunities for our customers on the Fiori 
platform for Requisitioning and PO Approval for Field 
Services, R&D, and MRO items.   

If you are interested in learning more about the Portal 
Framework and Infrastructure, Titan and how our 
Advisory Services can pave the way for your Road to 
Fiori, contact David Geaslen, david@titanconsulting.
net, mobile, 832-422-3251. Or, contact your Titan 
Consulting Director. You can also see additional 
information on our Advisory Services page at 
www.titanconsulting.net.

EASY
STEPS

Enhance Your User Experience
PREPARE FOR FIORI WITH A 

PORTAL UPGRADE!
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Designed with non-technical end-users in mind, SAP Lumira 
provides decision-makers with simple, intuitive visualization 
capabilities. Most users quickly embrace the Drag and Drop 
capabilities that allow them to jump from a donut, pie or bar 
chart presenting Revenue and Quantity data to drilling into 
the underlying information: region, product family, or other 
dimensions.

Lumira allows you to conduct your business anytime, anywhere, with 
the ability to present this data over a browser, smartphone or tablet.
Whether you are in the board room, airport or your customer’s 
office,  your mobile workplace provides easy access, real-time and 
live data to support you. 

What lingering issue(s) could you address or solve today if you 
were armed with pertinent, real-time data at your fingertips?

One of our customers, a multi-billion dollar manufacturing 
client, had a real problem with split deliveries. The problem 
was growing, and unless they fixed it, they risked losing their 
customers’ business to a competitor. 

An operational KPI for this customer was “no surprises for their 
customers,” and they would meet or exceed their targeted KPIs. 
After reviewing their requirements, we recommended Analysis for 
Office. From their HANA deployment, we had the right data. 

With the help of their data Jedis, we built views with orders at 
risk of missing their delivery date. Armed with this data, the 
operations team could look at either re-prioritizing production or 
deliveries to meet their promise date. 

Analysis for Office is Excel on steroids. Many financial users 
love Excel and have built complex interactive spreadsheets and 
workbooks with millions of rows of interactive data. 

Chewbacca probably assisted in the design of these 
spreadsheets.  Making a change in one sheet often affects 
downstream calculations. 

One of our customers had two full-time resources dedicated 
to updating and reconciling the data used in month-end 
reporting. The data manipulation was tedious, and it took one 
full week to prepare the schedules. 

Analysis for Office addressed this problem and reduced the 
time, effort and risk to a 15-minute report providing clarity 
and certainty.  It links upstream and downstream workbooks 
so that changes made on one sheet updates all the others. The 
data that may come from multiple sources is refreshed in real 
time and updates the report. 

It does not take a Jedi master like Obi-Wan Kenobi to set up 
and implement HANA Live Tools. But you do need a team 
that understands your users’ requirements. Titan’s HANA 
experienced know-how to harvest the best results from your 
HANA platform so that you can defend yourself from the Evil 
Empire. 

Do you want to be on the Dark Side or do you want the 
Force awakened in your business? 

For more information on how Titan can awaken the force of 
HANA and HANA Live reporting tools for you, contact Joseph 
Lamb, joseph@titanconsulting.net or call him at 972-743-
2872. Or, contact your Titan Consulting Director. You can also 
see additional information on our Advisory Services for HANA 
at Titan Consulting: www.titanconsulting.net.     
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FEBRUARY CALENDAR2016
HR 2016
February 23-26, 2016
Wynn Las Vegas
Las Vegas, Nevada

ASUG Texas Central 
Chapter Meeting
February 26, 2016 
Tesoro Corp.
 San Antonio, Texas

ASUG Kentucky Chapter 
Meeting
February 26, 2016 
Ashland Inc. 
Lexington, Kentucky 

Sapphire Now and ASUG 
Annual Conference 
May 17-19, 2016 
Orange County Convention Center
Orlando, Florida

Financials & GRC 2016 
Booth #1025
March 15-18, 2016
MGM Grand Conference Center
Las Vegas, Nevada

Logistics and SCM 2016 
PLM 2016 
Manufacturing 2016 
Procurement 2016 CRM 
2016 
Booth #500 
March 21-23, 2016 
Mandalay Bay Convention Resort
Las Vegas, Nevada
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