SAP Solution Brief
SAP for Retail – Applied Analytics
SAP Sales Analysis for Retail

Revolutionizing Decision Making with
Near-Instant Decision Analytics

Quick Facts
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Summary
The SAP® Sales Analysis for Retail analytic application empowers merchandising, marketing, and store operations staff
to make informed decisions to drive profitable growth. Powered by the SAP HANA™
platform, the software enables the nearinstant roll up of data and analysis of retail
data not possible with traditional database technology. Prebuilt data models,
key performance indicators, role-specific
dashboards, and reports all accelerate
implementation for a quick time to value.

Business Challenges
•• Meet fluctuating demand
•• Understand promotional effectiveness
•• Gain visibility into multichannel
information silos
•• Access timely, accurate information
to improve store operations
Key Features
•• Point-of-sale (POS) data analysis
– Use dashboards, interactive reports,
and performance indicators to assess
sales performance and respond
•• Inventory management – Align
inventory with demand; identify key
stock and margin issues
•• Promotional analysis – Understand
promotional impact and ROI in real
time; enable an early response system
•• Store operations – Understand which
stores perform best and why; replicate
success; manage by exception

Business Benefits
•• Unified POS data for lightning-fast
analysis for immediate access to
answers, information, and insight
•• Improved sales and store operations
effectiveness by aligning customer
demand, product assortment, inventory
levels, and promotions
•• Better visibility into demand via
real-time POS data analysis and reporting
•• Insight into promotional effectiveness
with what-if analysis of tactics to increase
promotional lift and margins
•• Higher stock availability by leveraging
real-time insights into inventory risks and
opportunities
•• Increased consumer satisfaction, as
buyers can find what they want, when
they want it
For More Information
Contact your SAP representative, or visit us
online at www.sap.com/appliedanalytics.

Business conditions for retailers have never been so competitive,
so it’s more important than ever that you make available the right
products – when and where customers want to buy them. To do
that, you need to understand the real impact of promotions on
stock levels and profits. When you properly align product selection, availability, and promotion with customer demand, you’re
in the best position to drive growth.
You can significantly increase store sales
simply by avoiding out-of-stock situations.
And if you can identify hot-selling items
ahead of your competition and ensure that
your stores are well stocked with them,
you can have a significant impact on sales,
profitability, and customer shopping
experiences.
But without accurate insight into customer demand, this ideal is nearly impossible to achieve. You need real-time insight
into what’s selling (and what’s not), what
product trends are affecting the mix, and
how promotions are performing – all in
a collaborative environment so everyone
involved contributes to decisions that drive
store sales growth.
However, if your organization is like
most, it’s difficult to access point-of-sale
(POS) data captured every minute of the
day and turn it into fast, actionable insight
and well-executed changes to plans. Barriers to timely POS-driven insight cost your
business money, because those responsible for purchasing and replenishment end
up making gut-based decisions that can
be just plain wrong, resulting in excess,
obsolete, or underperforming inventory.
They learn about promotion failures too
late to adjust or cancel promotions, or find
out about unexpectedly high demand too
late to replenish store shelves in the right
locations.
The SAP® Sales Analysis for Retail analytic application powered by the SAP
HANA™ platform can change all this. This
breakthrough technology gives you near-
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instant access to transactional data
across all channels – and the analytical
tools, dashboards, and reports you need
to get immediate answers to even the
most complex questions. It’s never been
easier to turn POS data into actionable
insight for fast, informed decisions that
maximize sales.
Unify and Analyze POS Data
for Actionable Decision Making
SAP Sales Analysis for Retail brings
together POS data from across the
enterprise and provides unfettered data
access and powerful analytics for sales
insight at the speed of thought. Because
the application is powered by SAP HANA,
you can move massive volumes of POS
data from disk to local memory and perform subsecond calculations on billionrecord data sets. Results of custom queries are available at your fingertips – even
through mobile devices – so that business
users can ask questions, get immediate
answers, and make business decisions
without delay. Imagine being able to:
•• View flash sales via a mobile device with
ad hoc analysis back to POS data in nearreal time
•• Update an assortment mix in a rapidly
changing environment
•• Know which promotions are working
and which are not, in midflight
To accelerate implementations and deliver
quick time to value, SAP Sales Analysis

for Retail includes preconfigured content
geared for retailers. For example, you get
near-real-time enterprise visibility to more
than 70 key performance indicators
(KPIs) for sales volume, margin, inventory,
promotions, and more. The software also
provides:
•• Six dashboards for marketing,
merchandising, and store operations
•• Six interactive analysis report views
•• SAP BusinessObjects™ Explorer® software for Web and mobile ad hoc analysis
•• A data model that complies with the
Association for Retail Technology
Standards (ARTS) and is optimized
for SAP HANA
As part of your deployment, you can combine SAP Sales Analysis for Retail with
other SAP reports or dashboards that
you already have in production today.
You can also extend the solution even further by adding new metrics and KPIs for
sales, inventory, and promotions into the
data model. At any time, you can modify
the prebuilt dashboards and reports or
create new ones.
Enable Business Users to Analyze
POS Data
To manage the entire merchandise lifecycle
more effectively, you require insight into
current events and activities, as well as the
drivers of future shopper demand. SAP
Sales Analysis for Retail can help you gain
a deeper understanding of the factors
that influence your merchandise lifecycle.
Leveraging its near-instant analytics and
powerful search functionality enabled by
SAP BusinessObjects Explorer, you have
complete POS data transparency.
For example, using guided analysis,
you can identify fast-moving products, drill
down to the details in context, and then
use that visibility to swiftly adjust plans,
inventories, and promotions across the
extended enterprise. You can also set up
rules-based parameters for each KPI to

enable management by exception, as well
as perform what-if analyses to determine
the likely impact of alternative strategies
before taking action.
Leveraging over 70 real-time KPIs and
analytics to understand real-time shopper
demand, you can closely align product
availability and assortment with demand.
For example, you can quickly identify trends
that are influencing shoppers and use realtime performance measures to refine promotional plans, inventory requirements,
and channel strategies accordingly.
Optimize Inventory Management
Across Channels
SAP Sales Analysis for Retail can help
you improve product availability in the
right locations and channels – swiftly and
accurately – and decrease it where sales
are slow. For example, during a new product launch, you can see which stores
have high sales velocity and which do not
– and adjust warehouse inventory and
orders to the proper stores to align with
real-time demand. This avoids stock-outs
and minimizes the volume of markdowns
on unsold merchandise. It allows you to
reduce operational costs in two ways: first,
by more effective shipping and transportation of inventory without the need for
costly expedited deliveries, and second, by
reducing the cost of capital on inventory
employed.
You can also understand and improve
advertising performance. For example,
you can see which promotions are effective and where, and take steps to refine or
adjust promotions midstream to improve
sales outcomes. And based on insight into

product performance, you can optimize
product assortments in different geographical areas, stores, and channels.
Analyze Promotions and Make
Adjustments to Maximize Sales
Do you find out about promotion performance and resulting sales at the end of
the period – when it’s too late to do anything to improve outcomes? With SAP
Sales Analysis for Retail, you gain nearreal-time information on promotion
performance and sales so you can make
timely, ongoing adjustments. With up-todate visibility into more than 70 KPIs, it’s
easier to understand promotional impact
and ROI, as well as track top- and bottomtier products and promotions. In addition,
you can set up thresholds and automatic
alerts to create an early response system
for driving performance.
You can also facilitate and coordinate
processes between headquarters, stores,
and suppliers to enable accelerated execution of adjusted promotions and inventory requirements. For example, you can
identify locations where promotions are
going well, where to increase product availability to take advantage of hot trends, and
which promotions to extend or repeat.
Optimize Store Operations
SAP Sales Analysis for Retail gives you
insights to efficiently manage by exception
and optimize store and multichannel operations. Because your staff members don’t
have to worry about out-of-stock situations, they can focus on improving customer satisfaction and service levels at
the store level – key drivers of customer

retention and long-term growth. You also
gain a better understanding of which
stores are performing best based on
revenue, sales, and margin – and by using
dashboard-driven insight into why, you
can proactively replicate success.
Equally important, because managers
can access the same POS data and analytical insight, everyone is on the same page
and can operate more effectively as a team.
For example, you can isolate the sales of
a specific promoted item through a campaign running across the enterprise and
see sales by day, district, region, and format.
You can then analyze this data simultaneously to understand seasonal and promotional campaigns and item performance
in real time. This enables you to adjust operations to optimize outcomes, as well as
identify and quickly address issues such
as promotional inventory shortages and
out-of-stocks due to excessive demand,
weather changes, and more.
Key Benefits
With integrated applied analytics solutions
running on SAP HANA:
•• Sales data silos disappear – and
data is transformed into the answers,
information, and insight you need to
proactively maximize sales and margins.
•• You realize value quickly with an
accelerated deployment and prebuilt
content tailored for today’s retailers.
•• Business users can access what they
need, when they need it, without IT
assistance – both in the office and on
the road.

SAP Sales Analysis for Retail brings together POS data
from across the enterprise and provides unfettered data
access and powerful analytics for sales insight at the
speed of thought.
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•• You can enhance sales and store
operations by aligning customer
demand, product assortment, inventory
levels, and promotions and by performing
what-if analysis of tactics to increase
promotional lift and margins.
For More Information
For more information about how your
retail business can drive profitable growth
through real-time POS insight and workflows, contact your SAP representative or
visit us at www.sap.com/appliedanalytics.

