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“Everyone has a plan until you get punched,” Mike Tyson said in his 
heyday. Hurricane Harvey did that to Houston and much of southern 
Texas and Louisiana. 

When I started writing this article, I wanted to talk about TechEd and 
the many benefits of attending the event. TechEd is a brilliant 
community of techies learning and sharing with one another at this 
annual conference in Las Vegas. 

Then Hurricane Harvey hit and devastated Houston and the 
neighboring areas in south Texas and Louisiana. We have customers, 
consultants, employees, and friends in these areas. They witnessed 
the total disruption of what is near and dear to us through many 
days of rain, wind, terror, fear, and prayer – lots of prayers! 

The flooding we saw on TV looked surreal and cast directly from The 
Walking Dead. The devastation was real, the fear was palpable, and 
the connection to the community was overwhelming.   

Like a punch from Iron Mike, how you respond to a punch shows the 
character of the fighter. And that’s how Texans responded to Harvey. 
You may have seen the sign on TV, “Harvey, Bring it ON!” 

However, it is at the time of disasters like Harvey that we see the 
beauty and humanity of our community. Not just in the local 
community, or the SAP community, but across the country and from 
around the world. 

The outpouring of help was noticed by everyone. During college 
football games, the TV commercials supporting Texas were on every 
channel - “The Lone Star State is not alone!” 

From Walmart to the Red Cross, we saw acts of kindness, giving, and 
compassion. Look at the caring and giving created by Houston 
Texans Defensive End, J.J. Watt. He wanted to help the victims of 
Harvey and started by trying to raise $500,000. His Houston Flood 
Relief Fund [https://www.youcaring.com/
victimsofhurricaneharvey-915053] has now raised over $30,000,000 
with new donations arriving daily. 

But it does not take an 
All-Pro Football Player 
to have an impact; 
everyone has lent a 
hand. 

David Geaslen, one 
of our Sales 
Directors who lives 
in the Cypress 
Creek area of 
Houston, was 
affected by Harvey. Water 
came up to within inches of his home. He 
was fortunate as he only lost part of his mailbox – it was hit 
by a passing boat evacuating neighbors. 

Many of his neighbor’s homes were underwater, and the streets 
flowed like the creek that usually runs through his neighborhood. 
He helped move people, furniture, memories, and valuables to 
higher ground, 2nd floors, and attics. He moved an elderly neighbor 
to his 2nd floor as the neighbor’s house flooded.  

Little acts like David’s and many like him throughout the stricken 
area leaves the biggest impression during events like Hurricane 
Harvey. 

A lot of disruption occurred, not the type of disruption we talk about 
with SAP, but the disruption of lives, houses, memories, and dreams. 

We will still be at TechEd, booth #303 in Las Vegas from September 
25 – 29th. If you want to hear about modern technologies or how we 
adapted to life with Harvey, stop by. If you are not able to attend and 
would like highlights of key topics at TechEd, contact Warren Norris, 
warren@titanconsulting.net, 972.679.5183; or, contact your Titan 
Consulting Director. Check out our other informative thought-
leadership articles at www.titanconsulting.net. 

AND HOW HURRICANE HARVEY CONNECTED US!

The SAP Community @ TechEd

- Warren Norris

https://www.youtube.com/user/titanconsulting
https://twitter.com/TitanSAP
http://www.titanconsulting.net
https://www.facebook.com/SAPtitanconsulting
http://www.linkedin.com/company/titan-consulting?trk=top_nav_home
https://www.youcaring.com/victimsofhurricaneharvey-915053
https://www.youcaring.com/victimsofhurricaneharvey-915053
mailto:warren%40titanconsulting.net?subject=
http://www.titanconsulting.net
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IS YOUR SALES SCORECARD GOING UP, DOWN OR SIDEWAYS? 
Titan’s easyPrice Provides Sales and Margin Visibility!

Do you like going to the dentist? Do you like implementing compliance 
and governance systems? 

They are necessary, but few look forward to it!

Master Data Governance (MDG) and Governance, Risk, and 
Compliance (GRC) are two of the fastest 
growing applications areas where, 
ironically, systematizing processes 
saves time and money. We think that 
MDG and GRC can benefit your 
company, and in some cases, position 
the processes as a profit generator. 

Let’s face it, compliance and 
governance is not going away, so 
what is the best way to deal with it? 
The way to learn how to manage and 
control your data is to implement 
these systems efficiently, effectively, 
and economically.

Here are a couple examples how Master 
Data Management (MDM) and the 
innovation leading Master Data Governance 
(MDG) improves the process efficiency of your 
data creation and maintenance: 
	 •	For	the	Material	Master
	 •	For	the	Customer	Master

Controlling the Material Master
One of our clients, a global oil and gas company was implementing 
their specialty chemicals division on SAP ECC. In the initial analysis, 
there were over 400,000 materials. 

We dug into the legacy system to validate these findings 
and realized how much duplication was 

occurring between the ERP transactional, 
3rd party, and analytics systems. 

The problem was system and 
process related. There was 
not a system, therefore, the 
process was fragmented 
and permitted duplication 

in the departments and 
systems. An estimated 30% 

of the periodic reconciliation 
was focused on reconciling or 

rationalizing the numbers, 
quantity and unit-of-measure 

between the various systems.  

Symptoms of this problem are 
exasperated in processes where variations 

of a material are used. This is common where Variant 
Config (VC) is used for materials management, quality management, 
and production. 

CONTROL YOUR MASTER DATA WHEREVER IT RESIDES
SAP Master Data Governance Streamlines Data Management!

MDM/MDG CONTINUED ON PAGE 4...

EASYPRICE CONTINUED ON PAGE 3...

What impact does a 1% increase in margin have on your business? How 
about 5%? What would it mean to reduce your sales lead time by 50%, 
therefore increasing sales velocity? 

These were just some of the goals of one of our clients with their 
implementation of Titan’s easyPrice mobile platform. 

A review of the facts in their sales operations:
	 •	30+	Distribution	Centers	supporting	North	America
	 •	200	Field	Sales	Reps	supporting	multiple	channels:	 
  retail, wholesale, installers
	 •	Dependent	upon	paper	and	web	catalogs	
	 •	Slow	quote	and	sales	order	approval	processes	
	 •	SAP	ECC	backbone	for	Sales,	Inventory,	and	Production
 
Their old process was manually intensive, costing considerable time to 
review, approve and confirm orders and quotes. Our customer, a 
manufacturer, and distributor have a field sales group that was 
accustomed to submitting quotes via phone calls, email or fax to the 
Inside Sales Team; sound familiar? The inside sales reps entered the 
quotes into SAP and then sent them back to the buyers for their 
approval. 

Yes, a very painful process given today’s technology. But they were  
not alone. The industry was very competitive, and prices and margins 
were shrinking. Their investment in a mobile platform had to drive 
sustainable sales behavior and results, and an immediate ROI. 

http://qmnservices.com
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EASYPRICE CONTINUED FROM PAGE 2...

 

DO YOU WANT TO AUTOMATE ACCOUNTS PAYABLE INVOICING?
Titan’s easyInvoice is an easy Choice!

AP AUTOMATION CONTINUED ON PAGE 5...

Buyers want the simplicity and buying experience provided by Amazon 
or Uber. How are you providing this experience? 

easyPrice allows you to adopt this experience but with the integrity you 
get from your SAP processes for pricing, ATP, delivery, and business 
partner functionality. Titan’s easyPrice is a Mobile Quote and Sales Order 
Entry application integrated to SAP’s SD and MM modules.  

On their sales scorecard, sales velocity increased on average by 15% and 
for some outliers, up to 30%. How did our customer increase sales 
velocity and margin? Today’s buyers expect instant gratification for their 
purchases. Field Sales Reps can provide quotes, process sales orders, 
confirm delivery dates anywhere, anytime and are not tied to a price 
book or desk. 

Increasing the velocity of sales was only the tip of the iceberg. The 
easyPrice platform also helped improve margin on average by about 1% 
and in some cases, 5-15%. It’s easier to close the deal when you are 
talking with your customer, at the time when they want to buy, and can 
confirm terms, dates, and quantities. 

Sounds like a win-win-win situation!

1. Buyers will know vital information immediately such as 
  price, availability, and delivery date;
2. Field Sales Reps can serve customers better and improve 
  close metrics by delivering approved quotes in seconds; 
3. Inside Sales Reps can focus on sales activities versus  
  non-sales activities. 

Adoption by Field Sales Reps can be a risk. easyPrice is not an extension 
of SAP screens, but a natural HTML layout designed for working while 

interacting with customers. Our intuitive navigation and workflow 
accelerates the processing of your quotes and sales orders and pricing 
approval.  

Managing the buyer/seller relationship is a key focus of digitizing your 
sales organizations. Titan’s easyPrice fills the gaps in your CRM system by 
simplifying these challenges. 

Managers and Reps see the single version of numbers for a period and on 
a year-to-date basis for sales, orders, and commissions. Organization and 
individual KPI’s are displayed along with news, notifications, promotions, 
and status updates on orders. The customizable Dashboard reflects the 
metrics that allow you and your sales organization and reps  
to focus on what drives your business. easyPrice is a component of a suite 
of mobile applications developed by Titan Software. These applications 
support companies and operations of all sizes. Our apps can standalone 
or integrate into SAP CRM, Salesforce, or our Titan CRM platform. 

We find that our mobile solutions project a 10:1 ratio of savings to 
investment or better as presented in the business case above. We design 
our suite of easy applications with your TCO in mind for Sales, 
Warehouses, Shipping, HR and other enterprise processes. 

We presented a Case Study with our Customer at a recent ASUG 
sponsored event; here is the link [https://www.titanconsulting.net/
digitizing-the-customer-experience-with-titan-software/] to the 
presentation. If you would like more information on our easy 
applications or speak to someone about easyPrice and mobile solutions, 
contact Joseph Lamb, joseph@titanconsulting.net, 972.743.2872; or 
contact your Titan Consulting Director. You can also see additional 
information on Titan Software at Titan Consulting, (www.
titanconsulting.net). 

Jennifer, in Accounts Payable (AP), decided to retire after 33 years with 
the company. The retirement party was fabulous, the cake was 
delicious, and the sparklers burned late into the evening. The next 
day, the business had a hangover.  For years, they had processed AP 
the same way, with Jennifer being the engine, and now she had 
retired. 

There were challenges -- many invoices were late getting paid 
because the invoice was in the field awaiting approval and proper 
accounting to cost centers or orders.  Finance was holding their 
breath because they were not sure how much to accrue for the 
period. Lost or delayed invoices were prevalent for field marketing 
and services invoices. 

AP is one focus area where many companies look to reduce costs 
and automation is the answer. Each step of the AP process flow 
can be targeted for automation and improvement.  After a 
review of the P2P processes, the Controller decided to capitalize on the 
organizational change and further reduce costs, headaches, and 
improve the process.

How do you automate with a goal of cost reduction and process 
improvement using hands-free capabilities, workflow, and mobile 

technology – and get 
results in weeks, not years? 

Vendor invoices that come through the mail, email, or fax all require 
someone to touch them. Once touched, they must get approved and 
posted to SAP. 

http://www.titanconsulting.net
http://qmnservices.com
https://www.titanconsulting.net/digitizing-the-customer-experience-with-titan-software/
https://www.titanconsulting.net/digitizing-the-customer-experience-with-titan-software/
https://www.titanconsulting.net/digitizing-the-customer-experience-with-titan-software/
mailto:joseph%40titanconsulting.net?subject=
www.titanconsulting.net
www.titanconsulting.net
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ARCHIVING CONTINUED ON PAGE 6...

 

HOW MUCH DOES A TERABYTE OF SAP DATA COST? 
And Why You Should Archive It!

MDM/MDG CONTINUED FROM PAGE 2...

 

Implementing MDG provides a system for effectively managing the 
material master. Additionally, MDG delivers a Best Practices process  
with rules and workflow to streamline the efficient and consistent 
creation of data.   

Material Requests, the request to create a new material, came from 
multiple departments in the company. The material master presents a 
challenge in that many departments need to contribute to the accurate 
setup of the data: planning, scheduling, purchasing, and accounting are 
a few owners of the data in the material master. 

A major complaint we hear in many companies is “it takes too long to 
create a new material!”. In our compliance driven world, getting data 
owners to update and approve the information is critical. This could 
delay procurement from purchasing, controlling from costing, or 
schedulers from properly planning the production; all of which slows 
down your operations. 

The workflow in MDG is designed to simplify the creation and approval 
of the material views in a timely manner. Your systems and processes 
should not hinder your business, but promote the efficient scaling of 
the data. 

On-boarding New Customers
The current IT landscape of cloud, on-premise, analytics, and 
governance contribute to the complexity of managing your customers 
aka business partners. If you have your prospects and customers in 
Salesforce.com (SFDC) integrating the partner attributes consistently  
to ECC or Analytics is essential.  

Another client used MDM, now being enhanced by MDG to govern 
control of new customers. The company was growing through 
acquisitions in the same markets and duplicate customers was a major 
concern to ensure proper pricing, credit control, and analytics by 
segment. 

Data Governance serves as a bridge between the business and IT. 
Getting everyone on the same page was a critical outcome of the 

project. The first part of the project was to define who owns the 
Customer Master. 

Every company has a different approach to data ownership.

Controlling data management is not a one-size-fits-all model. For a 
global beverage company, a separate group centrally owned all the 
master data creation. This group reported to IT, but relied heavily on the 
business to provide the proper attributes based on contractual 
agreements and existing business rules.   

For a global telecom company, finance business users owned the partner 
data, but stakeholders in pricing, tax, credit, and sales have a clear picture 
of their responsibility for governing the master record. IT provided a 
review and veto role in the process, but the business owned the data. 

With cloud-based applications like SFDC, the rules need to apply 
enterprise-wide at the time of creation in all customer-centric 
applications, not just at the time when partners hit SAP. Building and 
educating your organization to coordinate and integrate the creation 
process simplifies the compliance, creation and reporting for this data. 

Master Data Management and Governance ultimately may not end up 
as a profit center. However, the benefits of MDG and MDM help to 
control your risk and costs. Achieving centralized and integrated 
systems to support your creation and maintenance flag data quickly and 
more consistently to ensure that your data is there when you need it. 
Maybe even contributing to generating more revenue with the right 
customers. 

How do you manage and control your most valuable data across 
multiple platforms? Is the cost of compliance costing you too much? 

Our Governance and Compliance consultants know the SAP business 
processes and can recommend the best compliance and risk strategies. 
Contact Kevin Kirkland, kevin@titanconsulting.net, 214.435.8411; or, 
contact your Titan Consulting Director. You can see additional 
information on our Advisory Services page at www.titanconsulting.net.

 

“More data has been created in the past two years than in the entire history 
of the human race!” according to a Forbes, 2015 article. 

What are you doing to manage your data? 

 “Data is growing faster than ever before, and by the year 2020, about 1.7 
megabytes of new information will be created every second for every 
human being on the planet.” according to the same Forbes article. 

This Translates to: 
	 •	A	book	the	size	of	“War	and	Peace”	published	7	billion	 
  times every second! 
	 •	150	YouTube	Videos	produced	every hour by ONE person.  
And Big Data will continue to grow exponentially. 

Data is a challenge and the cost of managing data increases annually. 
Yes, the cost per terabyte of storing data is going down - SANs, Cloud, 
Data Farms, etc., but the overall cost to create, capture, store, and 
maintain is going up – regardless of the ERP Application: ECC, Analytics, 
CRM or other mission critical applications.  

Is “Now” the right time to address your Data Management and Archiving 
Strategy? Or do you wait until the problem has grown into a full-blown 
project? 

There are many sound business reasons to drive your data management 
and archiving strategy:
 1. Upgrading to HANA
 2. Reducing Risk and Cost
 3. Keep your Users Satisfied!

http://qmnservices.com
mailto:kevin%40titanconsulting.net?subject=
www.titanconsulting.net
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AP AUTOMATION CONTINUED FROM PAGE 3...

 

We advise our small and medium-sized clients to pilot a small, low-
effort, high-results portion of the business. 

An example:  One of our client’s biggest headache was transportation 
invoices. The problem was getting the hundreds of invoices matched to 
sales orders and approved. Improvements were needed to ensure 
timely payments to critical supply chain vendors.   

The majority of the invoices arrived by email. The AP department had 
resources dedicated to reviewing the AP inbox and routing the invoices 
to the transportation managers for approval. 

The process worked, but not efficiently. The inside joke was “well that’s 
our company!” 

Look at Titan’s easyInvoice AP Automation solution!

There are two approaches to AP Automation:
1 – AP Invoice Processing with Workflow
2 – AP Invoice Processing, Automated Interpretation (OCR),  
      and Workflow

With easyInvoice, emails, faxes, or snail mail invoices are scanned and 
deposited into a shared folder. The sending email address triggers the 
AP Workflow as well as creates the SAP incoming invoice transaction 
and presents the vendor name and related information such as 
standard terms. 

The Delegation of Authority (DOA) structure contains the approvers 
and authorization levels. If an invoice requires multiple approvers due 
to either amount or spending type, i.e., capital expenditures (CapEx), 
the workflow can handle multiple levels of authorization. 

True AP Automation includes hands-free processing. For hands-free 
processing, invoices are scanned directly from the email, network fax, 
and proposed in the AP Incoming Invoice transactions. Once the invoice 
workflow is approved, the invoice transaction is either posted or put on 
hold status for further review by AP. 

The workflow streamlines the process to ensure that the invoices are 
visible, accurate and accounted for on a timely basis. Adding OCR 
capability provides scalability and reduced time on processing, 
reconciling and period-end activities. 

During the approval process, the invoice is routed according to the 
workflow rules and the DOA created for the vendor, invoice type and 
invoice amount. For example, if engineering needs to approve the invoice, 
the scanned invoice is emailed to the list of authorized approvers in that 
department. If the invoice amount exceeds an approver’s authorized 
spending limit, the invoice is forwarded to the next level of authority. Each 
approval is logged and captured for reporting and audit purposes.

In our anywhere, anytime workplace, the invoice is routed to wherever 
you retrieve your email -- laptop, smart phone or tablet. 

Any authorized approver can accept, reject or modify the process. The 
modification allows the approver to change the assignment of the 
invoice to a project, separate cost center or internal order.

easyInvoice provides these additional features that leverage your digital 
journey and innovation that adds value to your business users: 
1 – Dashboard and Work Queue that align with your KPI’s
2 – Reporting and Analytics by Vendors / Users
3 – Notifications and Process Intelligence 
4 – Integration to Procurement Processing

Automating Accounts Payable drives efficiencies, accuracy, cost 
reduction, and scalability to your critical supply chain processes. 

Titan’s innovative easyInvoice AP Automation solution enhances the 
visibility of these processes and adds value to your business, in weeks, 
not years. If you would like to see how Titan and easyInvoice can help 
you reduce your TCO of SAP, contact Mark Vasinda, mvasinda@
titanconsulting.net, 972.977.3100; or your Titan Consulting Sales 
Director.

Typical Accounts Payable Process

Invoice 
Receipts

Work�ow Approval

Invoice
Verifcation

and 
Approval Invoice 

Entry

OCR and Rules

http://qmnservices.com
mailto:mvasinda@titanconsulting.net
mailto:mvasinda@titanconsulting.net
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2017  C A L E N D A R  O F  E V E N T S

SAP TechEd
 Sept. 25 - Sept. 29 
 Booth #303
	 Venetian/Palazzo	 
      Congress Center
	 Las	Vegas,	NV

SAPinsight 2017
 Oct. 26 
	 Irving	Convention	Center 
	 Irving,	TX

ASUG Dallas/Fort Worth
Chapter Meeting
 Oct. 27
	 Irving	Convention	Center 
	 Irving,	TX

ARCHIVING CONTINUED FROM PAGE 4...

 

Upgrading to HANA
Upgrading to any release of SAP applications is a reason to kick-start 
your data management and archiving initiative. A few key points:
1 – Data Volume is the primary predictor of time for processing an 
upgrade – more data, more time to convert.  
2 – Data Quality is critical in your 
upgrade – more data, more difficult 
to ensure data quality. 

One of our clients was planning for 
their HANA upgrade. When we 
highlighted the benefits of data 
archiving their data before the 
upgrade, he wryly smiled and said, 
“no thanks, we get 90% data 
compression in HANA, don’t we?” 

We reminded him that they pay a 
premium for the in-memory HANA 
DB, reducing the data would reduce their license fees. The payback for 
reducing the data footprint could realize a payback in 12 months or less 
in license fees and infrastructure costs. 

Reducing Risk and Cost
What is the cost of a Terabyte of ERP data these days? An efficient data 
management strategy is scalable, long-term, and reduces costs. Live,  
hot data costs a lot more – exponentially more – for the care and feeding 
of live data. Retired, cold, archived data is still available near-line which 
reduces your infrastructure costs. 

How long do you really need to keep your data online? 

We often hear that a company has a requirement to keep seven years of 
data. While this may or may not be the requirement, typically, you do 
not need to keep it hot and online in a live database.  An efficient 
strategy keeps the data for a year or two after the transaction or data is 
complete; no further adjustments and closed. 

Business requirements are often the reason for not archiving the data. 
Many SAP customers, too many to count, have not archived a single kb. 
The reason, “Finance needs this data for audits” or “Operations relies 
upon this data for scheduling.” Whatever the reason, data can be taken 
offline and stored after about two years. 

One of our clients found the value of archiving after an IRS audit. There 
is a misconception on how long to keep data on the live system. The 
seven-year rule drives most company’s strategies. However, retaining 
data this long can expose you to additional risk in an audit. 

They realized that having data 
accessible in your systems allows 
it to be discoverable in an audit 
or legal action?   
Why leave a door open if there is 
no need too?

Keep Your Users Satisfied
Large data volumes take time to 
query. Most standard and custom 
ECC reports only look back one 
year, at the most two years. The 
system, however, still must read 
all records to generate the output 

and often uses secondary indexes to retrieve the data.

Some bad habits start forming due to the extended time it takes to 
retrieve the data. You see an increase in spreadsheets and other desktop 
apps for downloaded data. These bad habits are linked to long run-
times for reports and add to the business risk. 

An additional benefit to Data Management and Archiving Assessment 
updates your current policies on data lifecycle management. Users that 
participate in the Assessment gain a better understanding of the value 
of the data and the data lifecycle. 

Many of our customers prefer to keep Data Management and Archiving 
as a process, not a project. 

Do you have a Data Management and Archiving Strategy that needs a 
dusting-off, or do you need a Strategy in place before it becomes a 
full-blown project? Titan’s Data Management and Archiving Assessment 
provides a roadmap for your data management requirements as well as 
the ‘Quick Hits’ needed to achieve ‘quick’ results. 

Contact Mark Vasinda, mvasinda@titanconsulting.net, 972.977.3100; or 
your Titan Consulting Sales Director.

http://qmnservices.com
mailto:mvasinda%40titanconsulting.net?subject=

