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Has The HANA Bounce Finally Arrived?
DEMAND FOR SAP SOFTWARE AND SERVICES ACCELERATING!
Since the beginning of the New Year, we see a nice uptick in the
SAP-Centric Software and Services Market. It is hard to say if the
bounce is due to:
• Pent-up backlog and demand,
• Post-election Bounce,
• Adoption of SAP HANA and Cloud-based Strategies.
Or, all of the above are triggering the increased activity.
If you analyze SAP’s recent 2016 Financial results,
there are a lot of positive takeaways with HANA
and their Cloud strategy.
There are 5400 S/4 HANA customers,
double the 2015 count. 30% of these are
Net New Customers, a key indicator for
investors, analysts, and buyers. The mix is
spread between large and small
businesses.
For many long-term SAP watchers, selling
licenses is one thing, implementing SAP is a
completely different tune. Of the list of new
customers, over 550 have gone live with S/4
HANA, and by SAPPHIRE in May, another 1000 S/4
HANA Customers are expected to be live.
One area our clients are asking us for is experienced talent in
SuccessFactors (SF). SF is challenging and beating Workday and
others for their Cloud HCM investment. Talent Acquisition
functionality leads all others where intelligent matching of open
requisitions to resumes is getting attention.
Many customers are considering a hybrid model for implementing
HCM. A hybrid model consists of a legacy backend like SAP HR
integrated to cloud-based Talent Acquisition, On-boarding, and
Benefits. Employee Central (EC) is the hub to integrate the onpremise/cloud communications.

INSIDE:

Mobile HR Apps are gaining traction. Employee’s familiarity with
smartphones improve adoption and reduces TCO. One of our clients
is using the Titan Software Framework to Integrate Mobile Apps into
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their SAP HR system. Please review the article inside this edition to
learn how they are streamlining their HR Department that supports
over 8000 employees on the shop floor.
Identifying, managing and reducing TCO will remain a focus for our
customers in 2017 and beyond. We recently sponsored an Executive
Exchange, where many executives stated managing TCO as a
priority for their business and IT operations.
We also experienced this buzz at The Eventful
Groups SAP-Centric Financials Conference in
Dallas. Many of our Texas and Oklahoma-based
clients that attended were treated to some
outstanding presentations on reducing TCO in
their operations.
Our own Mark Vasinda presented on Reducing
the Total Cost of Operations with SAP
Financials at the event. For our clients, we
compiled a Special Report: 15 Proven Methods
to Reduce Cost of Ownership in SAP Financials.
The Special Report presents 15 processes where you
can reduce the cost of operations and increase the
value of your SAP application.
In the AP area, we helped a client slash their operating costs by at
least 40% by implementing Vendor Invoice Management (VIM). This
no-hands processing of vendor invoices establishes rules and the
digitized invoices are routed and posted to the proper accounts and
paid without being touched by AP.
Look inside for other areas of your SAP Financials where Titan has
helped their clients reduce the Cost of Ownership and increase their
ROI on their SAP apps. If you want a copy of the Special Report: 15
Proven Methods to Reduce Cost of Ownership in SAP Financials contact
Warren Norris, warren@titanconsulting.net, 972.679.5183; or, contact
your Titan Consulting Director. You can see additional information on
our Advisory Services page at www.titanconsulting.net.

- Warren Norris
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The Ultimate HR Mobile App
IMPROVE THE HR EXPERIENCE FOR YOUR EMPLOYEES!
Service and support requests were burying the HR department. The
backlog was a major frustration for employees and management. HR
was desperately trying to keep up with the many repetitive requests,
“how many vacation hours do I have?”, “I am getting married, how do I
change my benefits?”
Like many manufacturers, their HR department is lean. Keeping track of
over 8,000 employees on multiple shifts is not an easy task. The HR
associates were stretched responding to the thousands of recurring
requests and doing so on a timely basis.
The idea of a kiosk was considered, but canned because it did not
provide privacy and training was a factor. The portal had the right
information, but it was designed using old technology and users
needed to be on a PC to access the data.
How can HR effectively and economically support their employees?
Create a self-service mobile environment and empower employees to
get timely answers to their important questions!
Titan’s HR mobile app delivers information to their employee’s
fingertips. It is easy and simple for anyone with a smartphone, tablet or
PC to access the many recurring tasks such as:

Download

• How many vacation hours do
I have accrued?
• I need to validate my
       timecard or pay stub.
• Create an HR Incident if the
       employee doesn’t agree
       with the Tardy Notice!

Your Copy of the Special Report.

The VP of HR spearheaded the
initiative. The plant managers
from the various locations
were key stakeholders in the
project.  A key metric for
success – reduced number
of outstanding service
requests and time-toresolve.
The VP was adamant about
the mission and outcomes
for the mobile app. They wanted to provide a
“robust, scalable and intuitive mobile application that enabled fast,
secure and convenient access to personal data.”

HR MOBILE CONTINUED ON PAGE 4...

Reduce your Inventory Levels with SAP IBP
AND IMPROVE YOUR PRODUCTION CAPACITY AND LONG-TERM PLANNING
“We got the phone call late one Friday afternoon! One of our
manufacturing customers was slashing their quarterly and yearly orders
due to a slowdown in their
business.
Everyone was scrambling to
figure out the impact on our
revenue, inventory, and demand
plan and supply chain.”
The global business manager
was on the hot seat! The demand
planning processes were not
geared to calculate the impact of
this hit quickly. Executives
wanted the answers NOW!
Could this happen to you?
Whether you are in the Make-toStock (MTS) or Make-to-Order
(MTO) business, lacking visibility of
your supply chain is a high-risk
adventure.
This situation did happen to one of our clients.
They have a mixed business model; finished
goods are MTO with lower-level stockables i.e.

Make-to-Stock. They manufacture large equipment that takes up a lot of
floor space and consumes costly resources with long lead-times. The
outside of the equipment may look alike, but the guts of the machine
can be dramatically different.
The business case was evident –
monthly updates to the forecast
and plans would not cut it! Too
many things can happen in three
weeks, and too much money was
at risk.
The decision was to proceed with
SAP Integrated Business Planning
(IBP). IBP is SAP’s cloud solution
that replaces SAP APO, the
on-premise supply chain
optimizer solution.
The main requirements were:
• Run the forecast and demand
plan weekly,
• A tool that the Planners could
		 use and trust,
• Collaborate and communicate
the requirements to our
factories, suppliers, and
logistics partners.

SAP IBP CONTINUED FROM PAGE 5...
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To download your copy of the Special Report.
https://www.titanconsulting.net/15-proven-methods-to-reduce-cost-of-ownership-in-your-sap-financials/

Do You Want to Put More Cash in Your Pocket?
SLASH THE COST OF DISPUTES AND COLLECTIONS WITH SAP FSCM
“The economy is getting better; we should see our write-offs go down!”,
one Director of AR recently exclaimed!
It is unfortunate that the economic cycles influence when broken processes
get fixed. As easily as the economy improves, it can swing in the other
direction, and you are right back into a bad situation of increased disputes,
collection issues, and write-offs.
How reliable are your disputes and collections processes in your
business? The disputes and collections process is often one of the most
fragmented, cumbersome and disjointed processes – it is the redheaded step child of reluctant financial business processes – no
disrespect to red-heads.
For small and medium-sized businesses, the processes are costly,
immature, manual, and cumbersome. The information and records are
tracked on spreadsheets, word documents, stored on a desktop or file
share, and disconnected from the other processes and systems –
creating a huge risk for delayed payments and write-offs.
Produced by QMN Services

What are the goals and
benefits of an integrated,
mature Disputes and
Collections function?
What happens if we
improve our collections
and reduce the number of
disputes:
• Reduces the cash-on-cash conversion
      cycle – a key measure of how quickly we leverage asset to asset
conversions.
• Improves the effectiveness of working capital and internal rates
of return.
• Supports growth in sales.
Typically, the justification for implementing the Disputes and
Collections process is a relatively quick payback. Our experience shows
a payback in the 1st year.  
MORE CASH CONTINUED FROM PAGE 4...
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MORE CASH CONTINUED FROM PAGE 3...

BW and Financial Planning

Automating the processes should allow you to evaluate your risk and
collectability of receivables, handle customer situations with payment
reminders and promise-to-pay arrangements before they get to a point
where it is likely that the receivables will be written off. Streamlining the
workflow for users and managers is essential to the process, and
integration of the source data is critical.

DSO = ~45 days
Note – Use 360 days/year calculation

Metrics and Objective for Disputes and Collections Process:
• Reduce DSO – Days Sales Outstanding – measuring how
quickly cash is received after a sale;
• Avoid Write-offs;
• Increase on-time payments.

In a 2015 survey, approximately 1/5th of all receivables in the United
States were beyond 90 days. Top percentile companies are within 10%
of their standard terms: Net 30, making the average DSO 33 days. In
foreign countries, these percentages are worse than in the USA.

Unlike other processes, improvements in key metrics like DSO provides
an immediate payback to the company. For example, early identification
of an at-risk receivable may result in avoiding significant write-offs,
further improving the ROI for a project like this.
The biggest mistakes we see in this business process are:
• Processes and data are isolated and not integrated into
the source data – offline data, contained on spreadsheets;
• Metrics and analytics to support FSCM don’t exist or are
improperly managed;
• Processes and Workflow management are not integrated
into the AR, Finance and Sales / Operations organizations.
Unfortunately, the remedy for these broken processes requires
additional resources to resolve the issues. Or, to sweep these processes
under the carpet and hope that the economy improves and reduces the
number of disputes, collections, and write-offs.

Reduce the DSO from 45 to 40 days is like adding $150,000 in sales per year–
a nice improvement any way you measure it. This small productivity gain is
certainly better than tapping into a line of credit or other working capital.

Creating the business case for Disputes and Collections, a component of
SAP Financial Supply Chain Management (FSCM) is straightforward.
Simple, manageable improvements help businesses of all types;
manufacturers, service providers, financial services, and healthcare, can
all benefit from improvements.
FSCM allows you to:
• Act quickly on aging and past-due receivables,
• Establish early a promise-to-pay plan,
• Consider alternatives such as lockbox or ACH,
• Build a complete customer profile.  
Other key metrics we consider with your receivables, disputes and
collections cycle are:
• Average Days Delinquent,
• CEI – Collections Effective Index,
• Write-offs and At-Risk,
• Percentages Trend – Current, Over 30, Over 91,
• Customer Profile and Payment Behavior.

At a time when companies are driving Customer Enablement, compiling
a comprehensive picture of buying and payment behavior is vital.
Disputes and Collections enables and supports better customer and
business decisions.

At the recent SAP-Centric Financials Conference (http://sapcentricfinancials.
com/), we presented business cases on how our customers are improving
efficiency in their financials and reducing their cost of operations.

Improve DSO - A simple example to show how improved DSO funds
the business:
Annual Credit Sales - $100M
Average AR - $12.5M

Do you want to see our case studies of how to reduce your DSO and
improve your Disputes and Collections processes? Contact Mark
Vasinda, mvasinda@titanconsulting.net, 972.977.3100; or your Titan
Consulting Sales Director.

Some of the functionality and features of the app
include:
• FAQ’s and Smart Navigation – wizards that
       walk the user through the changes i.e. life
       events, banking information, etc.;
• Payroll Information including Paystubs
       and Timecards - current and prior periods;
• Benefits Information;
• Tardy Management.
The Titan Mobile Framework allows the integration of data from
multiple sources: SAP HR, ADP Payroll, and the Tardy Management
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After 35 years, the heart and soul of the global budgeting and
reporting processes was retiring. Ingrid served the CFO, Finance,
and country controllers group for this CPG cosmetics leader
diligently and competently.
How was she ever going to be replaced?  
Ingrid was responsible for maintaining the global transfer pricing
system the company used for budgeting, reporting and margin
analysis.
How many times have you heard of a well-respected producer
retiring or leaving the company? The amount of knowledge leaving
with them is devastating. Ingrid is a perfect example.
Sometimes these situations create opportunities to reinvent the
process. The budgeting process for transfer pricing worked for

system. Titan’s mobile framework provides secure, easy-to-deploy
mobile applications. It enables SAP and non-SAP applications for data
integrity and modeling.
Most importantly, the User Interface and Experience (UI/UX) enhances and
encourages self-empowering applications that support transaction
processing, analytics and reporting on smartphones, tablets, and PCs.
Do you want to empower your employees with mobile
applications? Schedule a brief call to see how Titan’s
Mobile Framework can support your business for HR,
Sales, Finance, and Operations. Titan Consulting
is here to advise and guide you on the right
mobile strategy for your company. Contact
David Geaslen at 832.422.3251, or david@
titanconsulting.net or your Titan Sales Director.  
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many years,
but lacked in
many areas
– technology,
simulation,
and foreign
exchange.
The CFO was
motivated to
upgrade the
process and only had
Ingrid for a short time.
Organizationally, the country
controllers had to own their
numbers and the tool needed to be
user-friendly for data entry and analytics.

PLANNING CONTINUED ON PAGE 6...

SAP IBP CONTINUED FROM PAGE 2...
The current planning process is common in this industry; planners
gather the Sales Forecast from multiple sources. The spreadsheets are
updated monthly because it takes the planners so much time to
gather, consolidate, and gain approval from the various stakeholders.

Additionally, the DIY nature of the tool and the planning processes will
encourage our subject matter experts, the planners in most cases, to
contribute improvements in the planning process.

10 criteria were developed for making the decision; we will talk about
the top three:
1. Time-to-Results
2. MS Excel Interface
3. Web Interface and Dashboards

Web Interface and Dashboards:
An impressive component that executives and planners appreciated is
the web interface and dashboard. Our operations team interprets and
responds effectively to the data visualization triggers in the dashboard.
The dashboard presents the plan, impact, and exceptions in a visually
appealing and intuitive manner.

Time-to-Results:
The evaluation took about three months. The implementation and
adoption will take about six months. This is the time to design, build,
integrate, and stabilize the current processes on IBP. For a complex,
multi-site supplier network, this duration is advantageous.

We keep reviewing the App store for updates and new ideas. SAP
publishes, through the App store, frequent updates to the interface. The
App store is also an excellent source for continuous improvement and
insights that users and partners are sharing.

Performing weekly changes to the forecast which allow us to
communicate these changes to our partners. Getting our various user
groups and partners synchronized is a major benefit of this initiative.   
This aspect alone justifies the investment.

HR MOBILE CONTINUED FROM PAGE 2...
To ensure the success and acceptance of the app, employees from all
departments participated in the design and processes included in the
first release. The shop floor, where most of the employees worked, were
the most heavily represented on the design team.

FUNNY THINGS HAPPEN WHEN
SOMEONE RETIRES!

From a technology perspective, using SAP HCI, HANA Cloud Integrator,
simplifies connecting IBP to upstream and downstream systems. Pulling
data from multiple systems such as ECC does not require the setup and
maintenance experienced with APO.
Pushing the results to our downstream factories and partners is also
part of the HCI integration. Our planners and partners can get on the
same page with the priorities of the plan. This helps to reduce our
working capital through increased inventory turns, reduced stockables,
and resource scheduling.
MS Excel Interface:
The planners are accustomed to working with Excel. The Excel interface
reduces our training time and increases the interaction and
participation of the planners with the stakeholders.
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The anticipated benefits include:
1. Reduced Inventory on-hand by as much as 20%,
2. Better Collaboration with Planners and Partners,
3. Improved Forecasting, Demand Planning and Production Planning
accuracy and frequency,
4. Forecasting hours are spent on planning and collaborating, not
			updating spreadsheets.
So, when the phone rings on a Friday afternoon; no one panics. The IBP
S&OP and Demand Planning system will provide the answers for
executives, planners, and partners.
Are you interested in learning more about SAP IBP, APO or Supply
Chain? Our Advisory Services Consultants have the business process
and technology experience to streamline your Supply Chain. Contact
Kent Lamb, kent@titanconsulting.net, 214.632.5621; or, contact your
Titan Consulting Director. You can see additional information on our
Advisory Services page at www.titanconsulting.net.
www.titanconsulting.net.
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PLANNING CONTINUED FROM PAGE 5...
The functionality that lacked most was multiple versions and control.
Enabling version control allowed us to track changes in the business,
economy, and the underlying assumptions. For example, if labor costs
were higher than expected, looking back at the data and assumptions
prompted meaningful conversations on cost drivers to account for the
change – more labor resources, higher labor rates.  
Previously, conversations got bogged down around the accuracy of the
numbers. Accountants spent more time justifying the numbers and not
enough time discussing on corrective action.
Getting all stakeholders to agree was a primary outcome of the project.
Now the teams in Asia and EMEA were accountable and responsible for
their submissions and results.  
Ingrid retired and is now enjoying her time with grandchildren. The
budgeting process is improved and supporting the global business in
ways that were always wanted and needed.
Do you have business processes that are at-risk of losing key owners or
obsolete and costly technology? At Titan, we believe that our expertise
in business processes and technology will help you get more out of your
SAP investment and reduce your TCO.

In 15 weeks, we implemented the budgeting process on SAP BW Cloud
that duplicated what Ingrid did for so many years on spreadsheets. To
add more value to the process, we enhanced the capabilities to achieve
the CFO’s objectives.  

For more information on how Titan can help you understand your IT
costs and reduce your TCO, contact Joseph Lamb, joseph@
titanconsulting.net, 972.743.2872; or contact your Titan Consulting
Director. You can also see additional information on our Advisory
Services at Titan Consulting, www.titanconsulting.net.

To calculate the transfer price, we reviewed the sources of data that
made up her spreadsheets. She was pulling data from SAP ECC, APO and
other data sources. Now, the transfer price is available at cost
component level information by product and plant at the country level.
The pilot project allowed us to refine and enhance the process. Some
stakeholders were initially resistant to change, but when they saw they
could improve the process they got on board.
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Booth #315
March 21 - March 24
The Mirage Hotel & Casino
Las Vegas, NV

ASUG Dallas/Fort Worth
Chapter Meeting
April 21
Plano Centre
Plano, TX
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SAPPHIRE 2017
May 16 - May 18
Orange County Convention Center
Orlando, FL

ASUG Houston
Chapter Meeting
June 15
Norris Conference Centers –
Houston/City Centre
Houston, TX
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