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Challenges and Opportunities 
• Simplify and automate procurement, 

production, and supply processes
• Find vendors that meet ISO/TS 

16949:2002 

Implementation Highlights 
• Cost of fixed-price implementation 

lower than planned project budget 
• Quick, 4-month implementation using 

lean prototyping method developed 
by PlanOrg

• Minimal time and energy required 
from RSG Elotech employees 

QUICK FACTS

Benefi ts
• Greater time savings when 

 processing orders
• Higher degree of delivery reliability
• Improved coordination of flow of 

goods
• Increased sales due to continuous 

inventory updating
• Achieved ROI after 1 year 

Industry 
Automotive – suppliers

Implementation Partner  
PlanOrg Informatik GmbH

Solution and Services 
Qualified SAP® Business All-in-One 
partner solution for the automotive 
 industry – based on the SAP Business 
Suite family of business applications 
and SAP Best Practices packages

Existing Environment 
SAP software for enterprise resource 
planning, now available in the SAP ERP 
application

Hardware 
HP

Operating System 
Microsoft Windows 2000
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Schenker AG, one of the leading 
 international providers of integrated 
logistics services, has constructed 
a sophisticated production supply 
center for Volkswagen’s commercial 
vehicle arm, Volkswagen Nutzfahr-
zeuge. The supply center ensures 
that automotive parts are delivered 

SCHENKER

“Thanks to our SAP software, we 

deliver goods faster and execute 

orders more rapidly. That reduces 

costs and significantly increases 

customer satisfaction.”

Marc Hennecke, Warehouse Manager, 

Schenker AG

Schenker
Germany 

www.schenker.com

to assembly lines just in time and in 
sequence. Schenker implemented 
the SAP® Supply Chain Manage-
ment application and the SAP for 
Automotive solution portfolio to 
 optimize business processes – 
making them faster, easier, and 
more secure than ever.
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Challenge and Opportunity 
Ensure just-in-sequence delivery of 
parts to Volkswagen Nutzfahrzeuge 
production lines 

Implementation Highlight 
Implemented solution in 6 months

Benefi ts 
• Efficient management of warehouse 

processes
• Faster turnaround of goods, leading 

to increased customer satisfaction
• Reduced costs
• Improved ability to meet future 

demands 

Industry 
Automotive – suppliers

QUICK FACTS

Implementation Partner  
IGZ

Solutions and Services 
• SAP® Supply Chain Management 

application
• SAP for Automotive solution portfolio

Existing Environment 
SAP software for enterprise resource 
planning, now found in the SAP ERP 
application

Hardware 
HP

Operating System 
Microsoft Windows NT
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When SI Corporation – a leading 
manufacturer of polypropylene 
 products – wanted to speed finan-
cial closings and replace its out-
dated legacy systems, it turned to 
SAP. Already satisfied with its im-
plementation of the SAP® Supply 
Chain Management application, 

SI CORPORATION

“We feel we have a very strong part-

nership with SAP and have a lot of 

confidence that SAP will provide 

us with the right resources when 

we need them.”

Charla Hodges, Senior Director, 

Management Information Services, 

SI Corporation

SI Corporation
United States

www.sind.com

SI Corporation decided to imple-
ment SAP software for financials 
and material management. Finding 
the right implementation partner 
was also part of the equation – as 
a result, the company chose the 
SAP Consulting organization.
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Challenges and Opportunities 
• Replace outdated, nonintegrated 

 legacy systems
• Speed up financial closings
• Find the right implementation partner 

Implementation Highlights 
• Implemented on time, within budget 

(both phases)
• Involved 1 project manager for both 

phases, enabling continuity 

QUICK FACTS

Benefi ts 
• Reduced finished goods inventory 

by 60%
• Improved inventory turns from 2.8% 

to 6.5% per year
• Improved the “perfect” order rate 

from 78% to 91%
• Improved forecast accuracy to more 

than double previous levels in some 
divisions

• Reduced SKUs from 34,000 to 
5,300 – contributing to a 10% savings 
in strategic sourcing costs

• Reduced financial closing cycle time 
from 10 days to 1 day

• Reduced total company back orders 
by 83%

• Lowered raw material inventory by 
more than US$2 million of calls 

Industry 
Automotive – suppliers

Implementation Partner  
SAP® Consulting organization 

Solutions and Services 
• ASAP methodology
• SAP software for financials and 

 materials management, functionality 
now found in the SAP ERP application

• SAP Advanced Planning & Optimi-
zation component of the SAP Supply 
Chain Management (SAP SCM) 
application

• SAP NetWeaver® Business Intelli-
gence component

Existing Environment 
SAP SCM

Hardware 
IBM

Operating System 
UNIX
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To help automobile manufacturers 
meet consumer demands, auto-
motive systems suppliers such as 
Siemens VDO Automotive must 
provide high-quality, reliable prod-
ucts at the precise production 
 stages required. Siemens VDO 
 Automotive, part of Siemens AG, 
chose the SAP for Automotive set 
of solutions to get the flexibility 
 necessary to meet these exacting 
needs.

SIEMENS VDO AUTOMOTIVE

“Our implementation of the integrated IT industry solution from SAP 

has enabled us to manufacture in the same sequence as our customers.”

Dr. Sebastian Appelhans, IT Manager, Cockpit Modules and Systems, 

Siemens VDO Automotive

Siemens VDO Automotive
Germany 

www.siemensvdo.com
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Challenge and Opportunity 
Moving away from push production and 
logistics to production of individual 
orders

Implementation Highlights 
• SAP® software integrated easily with 

existing systems.
• Company gained close collaboration 

with its customers. 

Benefi ts
• Just-in-sequence production allowing 

customers to get products precisely 
when needed

• New abilities to produce individual 
orders together with OEMs to main-
tain consistent specifications for trim, 
interiors, and other customizable 
elements

• Greater software reliability enabling 
predictable production timeline and 
the manufacture of high-quality 
products 

QUICK FACTS

Industry 
Automotive – suppliers

Implementation Partner  
SAP Customer Competence Center 
location at Siemens

Solutions and Services 
• SAP software for financials and mate-

rials management, functionality now  
found in the SAP ERP application

• SAP Best Practices package
• SAP Consulting organization 

Existing Environment 
SAP software for enterprise resource 
planning, now available in the SAP ERP 
application – including the add-on soft-
ware designed for the automotive 
industry

Hardware 
• HP
• Siemens Fujitsu
• NetApp
• EMC

Operating System 
• HP-UX
• Linux
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When Siemens VDO Automotive 
Corporation acquired the Daimler-
Chrysler manufacturing facility in 
Huntsville, Alabama, it had to trans-
form the plant from a company- 
internal operation to its new role 
as a supplier of automotive compo-
nents to customers in the industry. 
The company implemented the SAP 
for Automotive solution portfolio 
to preserve existing best practices, 
support new processes, and pro-
vide an integrated view of the 
business.

SIEMENS VDO AUTOMOTIVE

“Our manufacturing facility in Huntsville is now a full-service operation 

with an integrated system to support it. The SAP software . . . gives us the 

flexibility to pursue some very strategic improvements going  forward.”

Paul Borror, Manager, SAP Competence Center NAFTA, 

Siemens VDO Automotive Corporation

Siemens VDO Automotive
United States 

www.usa.siemensvdo.com
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Challenges and Opportunities 
• Support the transition from internal 

plant to external supplier
• Replace former parent company 

systems
• Implement new systems while plant 

undergoes significant business 
change 

Implementation Highlights 
• Replaced more than 80 applications 

with 1 integrated solution
• System implementation supported 

transition to external supplier
• Rolled out financial solution early 

to support business launch 

QUICK FACTS

Benefi ts 
• Completed smooth transition to 

 external supplier operation
• Centralized and improved reporting
• Improved delivery performance 

significantly
• Improved product quality by 50%
• Projected reduction in inventory 

of 50%
• Provided decision makers with more 

comprehensive business information 

Industry 
Automotive – suppliers

Solutions and Services 
SAP for Automotive solution portfolio

Existing Environment 
SAP NetWeaver® Portal component and 
other SAP® software

Hardware 
• Hewlett-Packard
• Siemens Fujitsu
• NetApp
• EMC

Operating System 
• HP-UX
• Linux
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Silmet S.p.A. is a leading supplier  
of technical, styling, and structural 
metallic components for the European 
automotive industry. The relation-
ship between Silmet and its custom-
ers is based on constant, construc-

SILMET

“SAP ERP helped us to improve 

process efficiency and data  

quality.”

Marco Poppi, IT Manager, Silmet S.p.A.

Silmet S.p.A.
Italy

www.silmet.com

tive cooperation. The company’s 
main aim is to fully satisfy its cus-
tomers’ needs. Silmet implemented 
the SAP® ERP application to help 
achieve this goal.
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Challenges and Opportunities 
• Dealing with high-cost pressure 

 because of competition in the 
automotive industry

• Keeping ahead of evolving costs 
and technology in the marketplace

Implementation Highlights 
• Successful implementation of the 

sales and distribution, materials man-
agement, and production functionality 
of the SAP® ERP application within 
5 months

• Implementation of elements of the 
SAP ERP Financials and SAP ERP 
Operations solutions for 40 users

QUICK FACTS

Benefi ts 
• Increased productivity due to 

organization-wide standardization of 
IT systems

• Improved business insight and better 
business decisions because of faster 
availability of standardized and more 
accurate data

Industry 
Automotive – suppliers

Implementation Partner  
IT Works (Infracom)

Solution and Services 
SAP ERP

Hardware 
IBM

Operating System 
Microsoft Windows 2000
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By utilizing the Collaboration Projects 
and the Collaboration Folders appli-
cations – as well as enlisting the 
SAP® Ramp-Up program to expedite 
implementation – SupplyOn AG 
brought its project management to 
a whole new level. The company 
– based in Hallbergmoos, Germany, 
and providing a global Internet plat-
form for the automotive industry – 
can now help its customers stay 
a step ahead of the competition.

SUPPLYON

“By participating in the SAP Ramp-Up program, we enabled our 

 customers to take advantage of the functional enhancements found 

in the latest version of the Collaboration Projects application. This 

created competitive advantages – for both us and our customers.”

Markus Haug, Product Development Manager, SupplyOn AG

SupplyOn AG
Germany

www.supplyon.com
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Challenge and Opportunity 
Enable effective communication 
and collaboration among a complex 
network of partners involved in 
 development projects 

Implementation Highlights 
• Adhered to a tight schedule without 

incident
• Experienced effective knowledge 

transfer and service from the SAP® 
Ramp-Up organization

• Influenced further enhancements 
to the SAP software 

QUICK FACTS

Benefi ts 
• Enabled participants to manage 

 complex development projects more 
effectively and flexibly and at a 
 reduced overall cost

• Gave SupplyOn and its customers a 
greater competitive advantage

• Enhanced SupplyOn’s relationships 
with customers 

Industry 
Automotive – suppliers

Implementation Partner  
SAP Ramp-Up

Solutions and Services 
Collaboration Projects and 
Colla boration Folders applications

Existing Environment 
• Various deployments of SAP 

 business software
• In-house-developed software 

 solutions, hosted by TDS Infor-
mationstechnologie AG

Hardware 
Sun 

Operating System 
Sun Solaris
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Since its founding in 2000, 
SupplyOn AG – a procurement 
 marketplace for the automotive 
 industry – has grown to provide 
a collaborative portal offering for 
around 5,600 companies in more 
than 30 countries. To support 
its growth, SupplyOn opted to 
 implement the SAP NetWeaver® 
 technology platform.

SUPPLYON

“SAP NetWeaver has enabled us to create integrated business processes, 

increase the user-friendliness of our marketplace infrastructure, 

and sustainably reduce the total cost of ownership of our IT systems.”

Dr. Christian Stoecklmayer, IT Director, SupplyOn AG

SupplyOn
Germany

www.supplyon.com
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Challenges and Opportunities 
• Create flexible, future-proof infra-

structure for easy integration of 
new applications and services

• Deploy infrastructure offering a 
 user-friendly logon and registration 
procedure

• Consolidate multiple data sets 

Implementation Highlights 
• Unified logon and registration 

 procedures to offer single sign-on
• Harmonized and consolidated 

 customer master data
• Installed the SAP NetWeaver® 

 Application Server component as 
a development platform 

QUICK FACTS

Benefi ts 
• User-friendly marketplace infrastruc-

ture with central user management 
and single sign-on

• Simplified system administration with 
fewer interfaces

• ROI of 89% expected within 5 years
• Expected permanent reduction of at 

least 20% in total cost of ownership 
in next 10 years

Industry 
Automotive – suppliers

Implementation Partner  
SAP® Consulting organization 

Solution and Services 
SAP NetWeaver technology platform, 
which includes the SAP NetWeaver 
Exchange Infrastructure and SAP 
NetWeaver Application Server 
components

Existing Environment 
• SAP Product Lifecycle Management 

application
• SAP software for enterprise resource 

planning, now found in the SAP ERP 
application

Hardware 
Sun and HP

Operating System 
• Sun Solaris
• Microsoft Windows 2000
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SY Systems Technologies America 
LLC – based in Dearborn, Michigan – 
is an automotive supplier with annu-
al revenues of US$400 million. The 
company used SAP® software to 
gain tighter control over the busi-
ness, improve processes, and 
 manage a complex supply chain to 
stay in step with key customers.

SY SYSTEMS TECHNOLOGIES

“Just because you’re a midmarket enterprise doesn’t mean that you can’t 

have creative and advanced approaches to solving business problems. 

These sophisticated concepts are doable and the software is affordable.”

Robert Crumley, Chief Executive Officer, SY Systems Technologies America LLC

SY Systems Technologies
United States 

www.systech-na.com
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Challenges and Opportunities 
• Bring outsourced business processes 

in-house
• Improve support for expansion 

Implementation Highlights 
• Put core finance applications in place 

in 90 days
• Rolled out new sophisticated logistics 

and supply chain processes in just 
months

• Managed entire implementation with 
the help of just 2 consultants 

Benefi ts 
• Tighter management of programs 

and costs
• Constant process improvement
• Near 100% delivery accuracy  rates
• Ability to work closely with custom-

ers’ production processes 

QUICK FACTS

Industry 
Automotive – suppliers

Implementation Partner  
SAP® Consulting organization 

Solutions and Services 
• SAP software for financials and 

 materials management
• Industry-specific software from the 

SAP for Automotive solution portfolio

Existing Environment 
SAP R/3® software, functionality now 
found in the SAP ERP application

Hardware 
IBM

Operating System 
Microsoft Windows NT
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Based in Esslingen, Germany, S1nn 
GmbH & Co. KG (S1nn) develops 
and markets leading-edge audio 
components and sound systems – 
such as an electronic control unit 
(ECU) that allows drivers to control 
their iPods and MP3 players through 
their car radios. As a start-up, S1nn 

S1NN

“SAP ERP, best practices from the 

automotive industry, and the pro-

cess expertise of SAP Consulting 

enabled us to supply OEMs with 

audio components of the highest 

quality.”

Philipp Popov, Managing Director, 

S1nn GmbH & Co. KG

S1nn GmbH & Co. KG
Germany 

www.s1nn.de

could not afford large investments. 
At the same time, the company 
needed robust software to help 
monitor processes and coordinate 
activities with manufacturers and 
customers. As a result, the company 
chose the SAP® ERP packaged 
solution for automotive suppliers.
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Challenges and Opportunities 
• Management and monitoring of com-

plex 3rd-party business processes
• Implementation of the entire SAP® 

ERP application despite limited 
resources

• Easy-to-use IT solution 

Implementation Highlights 
• Project completed in only 10 weeks
• Processes between suppliers and 

customers run automatically and 
smoothly 

QUICK FACTS

Benefi ts 
• Minimal personnel effort – interven-

tions in automated process manage-
ment only in exceptional cases

• SAP software and the built-in auto-
motive knowledge a solid basis for 
S1nn’s growth strategy 

• Integration of all business processes 
via complete enterprise resource 
planning package 

Industry 
Automotive – suppliers

Implementation Partners  
SAP Consulting organization and 
 crossgate AG

Solution and Services 
SAP ERP packaged solution for 
 auto motive suppliers

Existing Environment 
• SAP Managed Services and SAP 

Hosting organizations
• crossgate AG for electronic data 

interchange
• SAP Consulting for coordination 

of partners and one-stop support

Hardware 
HP

Operating System 
Linux
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The Holland Group Inc. – based 
in Holland, Michigan – specializes 
in coupling, lift, and suspension 
 systems for trucks, buses, motor 
homes, tractors, and trailers. To 
support expansion into international 
markets, the company needed to 
consolidate fragmented business 

THE HOLLAND GROUP

“I would say that our return on 

 investment from SAP software has 

been more than 200%.”

Steve Albert, Vice President of Business 

Processes and Information Technology, 

The Holland Group Inc.

The Holland Group Inc.
United States 

www.thehollandgroupinc.com

processes across nine discrete 
 operating companies, establish a 
more scalable operating model, 
and develop international business 
capabilities. To accomplish this, 
the Holland Group implemented 
the SAP® ERP application.
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Challenges and Opportunities 
• Fragmented operations with 

9 separate operating companies 
• Lack of critical functionality to support 

business operations
• User dissatisfaction with difficult- 

to-use applications

Implementation Highlights 
• Executive committee guidance 

and support
• Dedicated Holland team for 

implementation

QUICK FACTS

Benefi ts 
• Increased revenue by nearly 80% 

due to acquisitions and international 
expansion

• Increased inventory turnover with 
order-driven planning 

• Reduced material costs with central-
ized sourcing

• Improved on-time delivery with 
 enhanced order visibility

• Increased productivity through shared 
services 

• Improved logistics with real-time 
transaction processing

Industry 
Automotive – suppliers

Implementation Partners  
• Deloitte Consulting LLP
• itelligence Inc.

Solution and Services 
SAP® ERP application 

Existing Environment 
SAP R/3® software, functionality now 
found in the SAP ERP application
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Yangzhou Auto Plastic Parts Com-
pany Ltd. (YAPP) – China’s largest 
supplier of automotive fuel systems – 
wanted to establish a core IT 
 infrastructure to support industry-
specific best practices and links to 
customers and business partners. 
YAPP chose the SAP® ERP applica-

YANGZHOU AUTO PLASTIC PARTS

“It was also important to us that 

the solution provide a common 

information reference point 

and management platform for 

decision making.”

Jiang Lin, Vice President and CFO, 

Yangzhou Auto Plastic Parts Company Ltd.

Yangzhou Auto Plastic Parts Company Ltd.
China

www.yapp.com

tion and SAP for Automotive 
 solution portfolio. The SAP soft-
ware has helped increase data 
 accuracy to nearly 100% and the 
company expects annual cost sav-
ings of more than 1.26 million yuan 
(approximately €118,000) and a 
 total payback in under three years.
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Challenges and Opportunities 
• Increasing operational control and 

efficiency to respond to fast-paced 
market change

• Responding to competition and price 
pressure from foreign suppliers 
 following China’s entry into the World 
Trade Organization

• Standardizing business processes, 
increasing operational efficiency, 
 enhancing information sharing, and 
improving decision making

• Establishing core IT infrastructure to 
support organizational restructuring

• Instituting industry best practices in 
manufacturing and business workflow

QUICK FACTS

Implementation Highlights 
• Aggressive training and change man -

agement to foster employee acceptance
• Project completion on time and 

within budget 
• Cost savings by assembling server 

in-house and basing hardware and 
software licenses on current usage – 
allowing YAPP to afford higher quality 
hardware

Benefi ts 
• Reduced costs by 1.26 million yuan 

(approximately €118,000) annually
• Calculated ROI of 38% over 7 years 

and a payback in under 3 years
• Reduced time needed to conduct 

month-end closing from 3 days to 1 day
• Reduced days in inventory of raw 

materials for significant parts from 
60 days to 30 days

• Increased process effectiveness
• Made information readily available and 

reliable

Industry 
Automotive – suppliers

Implementation Partners  
PMC Informatik AG and PreVision 
Technology

Solutions and Solutions 
• SAP® ERP application 
• SAP for Automotive solution portfolio

Existing Environment 
SAP software for enterprise resource 
planning, functionality now found in 
SAP ERP

Hardware 
IBM

Operating System 
Microsoft Windows NT

O
E
M

s
S

up
p
lie

rs
S

al
e
s 

an
d
 S

e
rv

ic
e

133



ZF Friedrichshafen AG is a leading 
worldwide automotive supplier for 
driveline and chassis technology. 
Using the intercompany reconcilia-
tion functionalities of the SAP® ERP 
Financials solution, ZF Friedrichs-
hafen was able to significantly 
 reduce both the time to close books 
and the amount of intercompany 
differences.

ZF FRIEDRICHSHAFEN

“With cross-company and cross-system intercompany reconciliation 

functionality from SAP, we reduced both the time to close books and 

the amount of intercompany differences between the more than 

150 legal entities that are part of the ZF Friedrichshafen Group.”

Alexander König, Manager of Corporate Accounting and Taxes, ZF Friedrichshafen AG

ZF Friedrichshafen AG
Germany

www.zf.com
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Challenges and Opportunities 
• Ambitious goals of internal “Pace” 

project
• Faster year-end closing
• Differences in the group consolidation 

process 

Implementation Highlights 
• Go-live with approximately 150 

 companies and 398 users
• Solution now used groupwide in over 

30 countries
• Successful implementation process in 

the face of a complex IT infrastructure

QUICK FACTS

Benefi ts 
• 50% reduction in time required for 

monthly closings and 25% shorter 
year-end closing

• Significant reduction in intercompany 
differences in year-end closing

• Decreased handling times in the 
 different companies

Industry 
Automotive – suppliers

Solution and Services 
SAP® ERP Financials solution for its 
intercompany reconciliation functionality

Existing Environment 
SAP software for enterprise resource 
planning, now available in the SAP ERP 
application
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With 16,900 employees and 
 revenues of more than €2 billion, 
ZF Sachs AG is one of the largest 
producers of driveline and chassis 
systems in the automotive market. 
To manage global product develop-
ment more effectively and improve 
its competitive position around 
the world, ZF Sachs engaged the 
SAP® Consulting organization to 
implement the SAP Product Life-
cycle Management application.

ZF SACHS

“The outstanding expertise and flexibility of SAP Consulting was 

a significant factor in the successful implementation of SAP Product 

Lifecycle Management.”

Günter Wagner, Head of Information Systems Engineering, ZF Sachs AG

ZF Sachs 
Germany

www.zfsachs.com
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Challenges and Opportunities 
• Integrating engineering data directly 

in company’s existing SAP® Product 
Lifecycle Management (SAP PLM) 
application

• Storing metadata in SAP PLM
• Distributing product data in SAP PLM 

to enterprise resource planning 
solution 

Implementation Highlights 
• Close cooperation between 

SAP Consulting organization and 
SAP development teams

• Project completion on time and 
within budget 

QUICK FACTS

Benefi ts 
• Provided globally consistent data for 

product development and production
• Enabled access to computer-aided 

design data from SAP PLM
• Saved time and costs
• Improved cooperation between 

 individual departments
• Optimized the overall process view 

Industry 
Automotive – suppliers

Implementation Partners  
SAP Consulting

Solution and Services 
SAP PLM

Existing Environment 
SAP software 

Hardware 
HP

Operating System 
Microsoft Windows 2000 and 2003
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Creating a cohesive extended sales 
and service operation is no small 
challenge. Today’s customers have 
growing expectations about selec-
tion, delivery, and service. Dealer 
relationships are getting more com-
plex, as dealers consolidate into 
groups that often span several terri-
tories and brands. New entrants are 
bringing more competition to the 
new vehicle and aftermarket service 
business. Service parts manage-
ment has also become a daunting 
logistical challenge and involves 
working with huge numbers of items 
and stocking locations, varying 
 demand, and frequent product 

SALES AND SERVICE

and General Motors. These industry 
leaders have deployed a set of 
solutions that address the full range 
of industry processes and focus 
on sales and service operations to 
strengthen their ability to provide a 
differentiating, high-quality customer 
experience. The solutions enable 
sales and service companies to 
manage not only enterprise pro-
cesses in finance, human capital 
management, and corporate ser-
vices, but also the management 
of sales leads and contacts; the 
configuration, ordering, and delivery 
of vehicles; and service parts, 
 warranties, and customer service.

changes. Within this complicated 
and dynamic environment, sales and 
service organizations frequently find 
themselves working with fragment-
ed and disparate systems – or even 
legacy paper-based processes. 
All too often, the result is poor visi-
bility into customer demand, higher 
costs, decreased responsiveness, 
and, ultimately, unhappy customers 
and dealers and eroding brand 
 equity. The SAP for Automotive 
solution portfolio is used by sales 
and service organizations including 
DaimlerChrysler, Porsche, Fiat, 
 Toyota, Iveco, Caterpillar, Volvo CE, 
Volkswagen Group, BMW, MAN, 
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Joerg Stebler, Manager of Partner Services,

AMAG Automobil- und Motoren AG

“The SAP solution met all of our demands, 

including system centralization and master 

data consolidation. These are things our 

competitors don’t have, and it was a deciding 

factor.”
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For Switzerland-based auto dealer 
AMAG Automobil- und Motoren AG, 
optimizing the business processes 
related to customer service meant 
breaking down the IT barriers that 
existed between its numerous deal-
erships across the country. To do 

AMAG AUTOMOBIL- UND MOTOREN AG

“The SAP solution met all of  

our demands, including system 

centralization and master data 

consolidation. These are things 

our competitors don’t have, 

and it was a deciding factor.”

Joerg Stebler, Manager of Partner Services, 

AMAG Automobil- und Motoren AG 

AMAG Automobil- und Motoren AG 
Switzerland 

www.amag.ch

that, AMAG chose the SAP® Dealer 
Business Management application – 
highly integrated, centralized soft-
ware that enables simplified collabo-
ration and a more holistic approach 
to high-end customer service.
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Challenges and Opportunities 
• Decentralized, nonintegrated IT 

 environment with no system 
 interfaces between dealerships 

• Outdated dealer management system 
(DMS) lacking flexibility and scalability 
to support growing needs

• Insufficient, stove-piped master data 
management 

• Limited visibility into customer sales 
and service data

• End of life cycle for hardware

Implementation Highlights 
• 45 initial users, then rolled out to 

1,400
• Implementation on time and within 

budget
• First multibrand SAP® Dealer Busi-

ness Management implementation 
worldwide

QUICK FACTS

Benefi ts 
• Integrated, automated, and standard-

ized business processes enabling 
better decision making and improved 
customer service

• Improved master data management 
resulting in current, accurate, and 
actionable data visible across all 
dealerships

• Easy-to-use interface for improved 
usability and reduced training time  

Industry 
Automotive – sales and service

Solution and Services 
• SAP Dealer Business Management 

application
• SAP Custom Development 

organization

Existing Environment 
Nonintegrated point solutions for 
dealer management system

Database 
Oracle

Hardware 
IBM

Operating system 
IBM AIX
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Arctic Cat Inc. – based in Thief 
 River Falls, Minnesota – boosted 
the quality of its sales and service 
operations by implementing the 
SAP® Customer Relationship Man-
agement (SAP CRM) application. 
Today, SAP CRM forms the founda-
tion for the company’s  state-of-the-art 
call center and has dramatically 
boosted the  company’s support 
for its inde pendent dealers and 
distributors.

ARCTIC CAT

“Everyone promised a close fit, but SAP was the only vendor that could 

guarantee an exact fit.  Because this was such a significant project for 

us, we wanted to be sure CRM would be supported for the foreseeable 

future.”

Ron Moses, Global SAP Manager, Customer Relationship Management, Arctic Cat Inc.

Arctic Cat Inc.
United States 

www.arcticcat.com
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Challenges and Opportunities 
• Nonintegrated and outdated 

 departmental call centers
• Inefficient and untimely customer 

response efforts
• Long wait times for customer service 

due to ineffective call-routing 
operations

Implementation Highlight 
Fast 6-month implementation

QUICK FACTS

Benefi ts 
• Enabled more personalized and 

 efficient customer service
• Enhanced internal productivity and 

efficiency substantially
• Increased first-call resolution rates 

from 36% to 95%
• Lowered abandonment rates from 

32% to less than 1%
• Reduced operational costs
• Provided customers with self-service 

options
• Reduced multiple call transfers

Industry 
Automotive – sales and service 

Implementation Partners  
• SAP® Consulting organization 
• Genesys Telecommunications 

Laboratories

Solution and Services 
SAP Customer Relationship 
 Management application

Existing Environment 
• SAP software for financials and 

 materials management (functionality 
now found in the SAP ERP 
application)

• SAP NetWeaver® Portal component

Hardware 
IBM

Operating System 
Microsoft Windows
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AstraWorld is an operational unit 
of Astra International – Indonesia’s 
largest automotive distributor. The 
organization runs a membership 
program with the mission of gener-
ating a high level of customer loyalty 
through value-added aftersales 
 service. To better execute on this 

ASTRAWORLD

“With a fully integrated CRM sys-

tem, we have realized immediate 

savings. We reduced our staffing, 

saved time by cutting manual 

data entry, and greatly reduced 

the chances of mismatched 

infor mation.”

Hendry Yoga, CEO, AstraWorld

AstraWorld
Indonesia

www.astraworld.com

mission, AstraWorld replaced its 
nonintegrated Siebel software with 
the SAP® Customer Relationship 
Management application. The result 
was end-to-end business integration 
that enhanced the efficiency of 
 customer service and improved 
 responsiveness to customer needs.
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Challenges and Opportunities 
• Existing CRM system not integrated 

with the SAP® ERP application, 
 requiring significant manual data entry

• Multiple sources of data hampering 
data capture and reconciliation between 
marketing and operational depart-
ments and delaying availability of 
 accurate, timely information

• Operations not integrated across 
business functions and leading to 
duplication of effort

Implementation Highlights 
• 6-month implementation time
• Strong working relationship with 

 implementation partners

QUICK FACTS

Benefi ts 
• Standardized business processes 

tightly integrated across business 
units with improved workflow and 
automation

• Improved customer service through 
quicker response rates

• Single view of customer data
• Greater efficiency through elimination 

of manual activities previously required 
by interface between Siebel and 
SAP ERP software

• More accurate data 

Industry 
Automotive – sales and service

Implementation Partners  
• SAP Consulting organization
• Astra International’s IT consultants

Solution and Services 
SAP Customer Relationship Manage-
ment application

Existing Environment 
Legacy Siebel software for customer 
relationship management 
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The Autohaus Bünde GmbH & Co. 
KG group is a powerful partner for 
automobile drivers in eastern West-
phalia, Germany. Operating in three 
locations, this family business offers 
a wide range of vehicles from Audi 
and Volkswagen. The company 
 employs 120 people and posted 

AUTOHAUS BÜNDE

“The financial accounting and 

 controlling implementation, 

along with the consolidation, has 

saved us €40,000 in tax advice.”

Torsten Meyer, Managing Director, 

Autohaus Bünde GmbH & Co. KG

Autohaus Bünde GmbH & Co. KG
Germany

www.autohausbuende.de

revenues of €32 million in 2005. It 
chose the qualified SAP® Business 
All-in-One partner solution provided 
by DCS Quantum because the soft-
ware offers consolidated accounting 
and industry-specific functions – 
and it could be scaled to support 
the company’s growth strategy.
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Challenges and Opportunities 
• Implement a dealer management 

system based on an enterprise 
resource planning solution

• Integrate all 3 company locations with 
a single solution

• Reduce personnel costs
• Capture management information in 

real time

Implementation Highlights 
• High level of user buy-in due to 

excellent support
• On-schedule implementation 

QUICK FACTS

Benefi ts 
• Provides end-to-end processes in one 

solution
• Enables new business opportunities 

with solution for multiple brands
• Calculates contribution margin per 

customer and order
• Reduces dunning frequency by 50% 

Industry 
Automotive – sales and service 

Implementation Partner  
CARDIS Car Dealer Information 
Systems GmbH & Co. KG

Solution and Services 
Qualified SAP® Business All-in-One 
partner solution provided by DCS 
Quantum

Existing Environment 
VAUDIS

Hardware 
Fujitsu Siemens PRIMERGY H400 
server 

Operating System 
Microsoft Windows 2000
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As part of a major initiative to 
 restructure and streamline opera-
tions, Bajaj Auto Ltd. wanted to 
give a range of internal and external 
users access to information in its 
SAP® software – access at any time 
and regardless of the user’s loca-
tion. That’s when Bajaj looked 
to the SAP NetWeaver® Portal 
 component for the right solution.

BAJAJ AUTO

“SAP NetWeaver Portal has reduced the amount of money tied up in 

inventory, lowered our interest costs, and enhanced customer service. 

The SAP solution has significantly improved communications across 

our extended network.”

Anil Khopkar, General Manager (MIS) and CIO, Bajaj Auto Ltd.

Bajaj Auto Ltd.
India 

www.bajajauto.com
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Challenge and Opportunity 
Provide dealers, suppliers, and em-
ployees with user-friendly, streamlined 
access to information anytime 
and anywhere

Implementation Highlight 
Implemented portal in 4 months 

Benefi ts 
• Fast, efficient access to up-to-date 

information throughout extensive 
sales and dealership network

• Significant cost and time savings 
for dealers and suppliers

• Faster processing of incoming goods
• Less money tied up in inventory
• Lower interest costs
• Improved customer service 

QUICK FACTS

Industry 
Automotive – sales and service 

Implementation Partner  
IBM

Solution and Services 
SAP NetWeaver® Portal component

Existing Environment 
• SAP NetWeaver Business Intelligence 

component
• SAP® software for enterprise resource 

planning, now available in the 
SAP ERP application

Hardware 
IBM

Operating System 
Microsoft Windows 2000 Advanced 
Server
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Bosch Communication Center, 
a  European provider for contact 
center services, turned to the 
SAP® Customer Relationship Man-
agement application to sharpen  
its focus on customers. The orga-
nization is now able to deploy its 
field service personnel more effec-
tively, enjoy a 50% increase in 
 planning productivity, and point 
to an ROI of just two and a half 
years.

BOSCH

“Our communication center works more efficiently, the service 

 technicians at Bosch Thermotechnik are optimally deployed, and 

our customers are even more satisfied.”

René Morgenstern, Project Manager, Bosch Communication Center

Bosch
Germany

www.boschcommunicationcenter.com
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Challenge and Opportunity 
Sharpen focus on customers by improv-
ing service processes

Implementation Highlight 
Implementation live in 10 months

Benefi ts 
• 50% increase in planning productivity
• Ability to schedule appointments 

during initial call from customer
• Optimal deployment of field service 

personnel
• Return on investment in 2.5 years

Industry 
Automotive – sales and service 

QUICK FACTS

Implementation Partner  
PASS Consulting

Solution and Services 
SAP® Customer Relationship Manage-
ment application, including call center 
functionality

Existing Environment 
Legacy systems

Hardware 
HP

Operating System 
Microsoft Windows 2000 Server
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When the Illinois-based Caterpillar 
Logistics Services Inc. wanted to 
move its aftermarket parts opera-
tion to a next-generation IT platform, 
it joined forces with Ford Motor 
Company and SAP to develop a 

CATERPILLAR LOGISTICS SERVICES

“SAP brought a genuine desire to 

make sure the software not only 

met the needs of Caterpillar 

 Logistics Services, but that it is 

also a best-in-class solution for 

the industry as a whole.”

Kevin Nelson, Development Manager, 

Caterpillar Logistics Services Inc.

Caterpillar Logistics Services Inc.
United States

www.catlogistics.com

powerful service parts management 
application. Now part of the SAP® 
Service and Asset Management 
 solution, the software is helping the 
company stay on the cutting edge.
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Challenges and Opportunities 
• Provide continual support for increas-

ingly sophisticated global operations
• Eliminate costly legacy systems
• Meet customer expectations for 

 next-generation technology 

Implementation Highlights 
• Joined forces with Ford Motor 

 Company to develop a new 
application with SAP

• Successfully began rollout of solution 
to eventually accommodate 20,000 
customer users within 3 years 

QUICK FACTS

Benefi ts 
• 25% to 50% improvement in 

 warehouse productivity
• 5% to 10% improvement in fill rates
• 15% to 25% reduction in inventory
• 20% to 30% reduction in support 

costs
• More time for IT staff to spend on 

customer service and integration

Industry 
Automotive – sales and service 

Solution and Services 
SAP® Service and Asset Management 
solution

Existing Environment 
• Legacy systems
• SAP software for supply chain man-

agement and SAP industry-specific 
automotive solutions (functionality 
now found in the SAP ERP 
application)

Hardware 
IBM

Operating System 
IBM AIX
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Caterpillar Inc. is the world’s leading 
manufacturer of construction and 
mining equipment. Its subsidiary 
Caterpillar Logistics Services runs 
the parent company’s aftermarket 
service supply chain and provides 
additional logistics services to other 
companies. When Caterpillar Logis-

CATERPILLAR LOGISTICS SERVICES

“By using SAP software to 

manage our aftermarket service 

supply chain, we can reduce costs, 

increase efficiency, and compete 

more effectively on a global scale. 

It also takes development respon-

sibility out of our hands so 

that we can focus on our core 

competencies.” 

Krish Srinivasan, Manager of Technology 

Strategy, Caterpillar Logistics Services

Caterpillar Logistics Services
United States

http://logistics.cat.com

tics Services decided to replace its 
existing homegrown solution, it part-
nered with SAP and Ford Motor 
Company to develop a state-of-the-
art solution based on SAP® soft-
ware. As a result, the company is 
driving down costs and significantly 
increasing supply chain efficiency. 
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Challenges and Opportunities 
• Rising costs and effort associated 

with in-house solution development
• Potential cost savings using 

 commercially available software 

Implementation Highlights 
• Close working relationship with SAP 

and Ford Motor Company to develop 
state-of-the-art solution for managing 
the aftermarket service supply chain

• Leverage of standard SAP® software 
including the SAP Customer Relation-
ship Management application as well 
as software for service parts manage-
ment and extended warehouse 
management 

QUICK FACTS

Expected Benefi ts 
• 40% reduction in IT development 

costs
• 30% reduction in implementation 

costs 
• 20% reduction in ongoing mainte-

nance costs
• Greater global trade efficiency 

through use of multilanguage and 
multicurrency functionality 

• 5% to 25% service level improvement 
for customers of Caterpillar Logistics 
Services

• 15% to 30% reduction in customers’ 
inventory 

• 25% to 30% improvement in 
customers’ warehouse management 
productivity

Industry 
Automotive – sales and service 

Implementation Partners  
• Deloittte
• SAP Consulting organization 

Solution and Services 
Custom-developed solution based on 
SAP software for managing the after-
market service supply chain

Existing Environment 
Legacy, homegrown solution

Hardware 
IBM

Operating System 
IBM AIX

O
E
M

s
S

up
p
lie

rs
S

al
e
s 

an
d
 S

e
rv

ic
e

155



Hero Honda Motors Ltd., India’s 
leading motorcycle manufacturer 
and the world’s largest producer 
of two-wheelers, has annual reve-
nues of 60 billion Indian rupees 
(approximately €1.1 billion) and 
5,000 employees. To enable greater 
responsiveness to the demands of 
the market, Hero Honda implemented 
the SAP® Customer Relationship 
Management application.

HERO HONDA MOTORS

“We wanted to enable our dealers and suppliers to perform online 

transactions, but our legacy solution could not support this goal.”

Ravi Sud, Senior Vice President and CFO, Hero Honda Motors Ltd.

Hero Honda Motors Ltd.
India

www.herohonda.com
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Challenge and Opportunity 
Manage nationwide customer and 
subcontractor database with a single 
solution 

Implementation Highlights 
• 3-month initial rollout covered 50 of 

550 dealers – now covers 180
• Initial rollout covered 15 of top 

125 strategic suppliers – nearly 100 
suppliers included since

• Training included for Hero Honda 
suppliers and dealers

QUICK FACTS

Benefi ts 
• Improved responsiveness to market 

demands
• Faster, more efficient order pro-

cessing, cutting 3 days off previous 
manual order processing times

• Improved inventory planning and 
10% reduction in the cost of carrying 
inventory

• Fewer lost sales from improved level 
of service to dealers

• Improved accuracy of deliveries from 
98% to 100%

• Increased spare parts sales through 
improved order processing

• Greatly reduced outstanding 
payments through self-service 
efficiencies 

Industry 
Automotive – sales and service 

Implementation Partner  
SAP® Consulting organization 

Solutions heading and Services 
• SAP Customer Relationship Manage-

ment application
• SAP Supplier Relationship Manage-

ment application
• Project management, knowledge 

transfer, and remote consulting pro-
vided by SAP Consulting

Existing Environment 
SAP ERP application

Hardware 
IBM

Operating System 
IBM AIX
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With operations in Australia, 
 Belgium, Greece, Hong Kong, 
 Singapore, and the United Kingdom, 
Inchcape plc is the world’s leading 
independent, international automo-
tive retailer. To support its strategy 
to expand, Inchcape wanted a global 
software foundation capable of sup-

INCHCAPE

“This global software solution is 

a key support for our growth 

through improved customer ser-

vice. By freeing up our employees’ 

time to spend with customers, SAP 

software will enable us to deliver 

the ultimate customer experience 

for our brand partners.”

André Lacroix, CEO, Inchcape plc

Inchcape plc
United Kingdom 

www.inchcape.com

porting its mission to become the 
world’s most customer-centric auto-
motive retail group. Inchcape chose 
to implement the SAP® ERP, SAP 
Customer Relationship Manage-
ment, and SAP Dealer Business 
Management applications.
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Challenges and Opportunities 
• Reducing complexity and improving 

customer service across all global 
operations

• Managing rapid growth in both 
developed and emerging markets

Implementation Highlights 
• Use of global IT and process best 

practices across locations in 26 
countries

• Expected significant reduction 
over next 5 years in group’s overall 
IT costs

• Phased implementation after pilot 
programs have been tested in each 
market segment

QUICK FACTS

Benefi ts 
• Ability to review opportunities and 

take advantage of synergies
• Lower total cost of ownership through 

replacement of disconnected legacy 
systems with a single solution

• Better-informed decision making 
across globally dispersed business 
units through improved management 
and visibility of data

• Improved customer service and 
stronger customer relationships

Industry 
Automotive – sales and service

Implementation Partner  
SAP® Consulting

Solutions and Services 
SAP Dealer Business Management and 
SAP Customer Relationship Manage-
ment applications as well as extended 
functionality within the SAP ERP 
application

Existing Environment 
SAP ERP

Hardware 
IBM

Operating System 
Linux
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Iveco S.p.A. runs an innovative 
 vehicle configuration portal that 
 enables importers and distributors 
worldwide to custom-order vehicles 
online. This portal is based on the 
SAP® Vehicle Manager application 
from the SAP for Automotive 
 solution portfolio. The company 
has now augmented the portal by 
deploying applications from the 
SAP Customer Relationship Man-
agement application including the 
SAP Interaction Center and SAP 
Warranty Management applications.

IVECO

“With SAP for Automotive solutions, we improved the way we serve 

our global dealer network – while speeding up financial  reporting and 

minimizing errors in our purchase orders. This improvement helps 

Iveco reduce complexity and manage change for profitable growth.”

Mario Leone, CIO and Senior Vice President, Iveco S.p.A.

Iveco S.p.A.
Italy

www.iveco.com
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Challenges and Opportunities 
• Drive innovation across processes for 

ordering vehicles
• Increase accuracy of purchase orders
• Accelerate cycle for global financial 

closings 

Implementation Highlight 
First vehicle configuration portal of 
its kind in the automotive industry 

Benefi ts 
• Shortened worldwide financial closing 

cycle to 1 week
• Reduced errors in purchase orders by 

more than 50%
• Helped unify a global business net-

work spanning 23 production sites, 
250 dealers, and more than 5,000 
suppliers

QUICK FACTS

Industry 
Automotive – sales and service

Implementation Partner  
SAP® Active Global Support organization

Solutions and Services 
• SAP Vehicle Manager application, 

part of the SAP for Automotive 
solution portfolio 

• SAP Customer Relationship Manage-
ment application, including the SAP 
Interaction Center and SAP Warranty 
Management applications

Existing Environment 
SAP software for enterprise resource 
planning, now available in the SAP ERP 
application

Hardware 
IBM 

Operating System 
IBM AIX
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Motovan Corporation – a Canadian 
supplier of parts for snowmobiles, 
motorcycles, and ATVs – set out 
to enhance customer service for its 
dealer network while at the same 
time controlling costs. To help 

MOTOVAN

“The functionality in this solution 

is very straightforward. We knew 

what we wanted, and that’s exactly 

what we got from the SAP Cus-

tomer Relationship Management 

solution.”

Roberto Franchini, IT Director, 

Motovan Corporation

Motovan
Canada

www.motovan.com

achieve this objective the company 
selected the SAP® Customer Rela-
tionship Management application. 
Motovan used the solution to create 
a successful, revenue-enhancing 
online presence.
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Challenges and Opportunities 
• Increase sales without increasing 

call-center staffing
• Enhance customer service for dealer 

network 

Implementation Highlights 
• Fast, 4-month implementation
• More than 1,300 active users
• Smooth implementation due to 

 thorough testing
• Dealer usage of new online presence 

enhanced by online tutorial developed 
by project team 

Benefi ts 
• Enhanced customer service through 

online presence
• Improved quality and accessibility 

of information
• New growth opportunities with lower 

support costs 

QUICK FACTS

Industry 
Automotive – sales and service 

Implementation Partner  
Primonics

Solution and Services 
SAP® Customer Relationship 
 Manage ment application

Existing Environment 
SAP software for sales and distribution, 
financials, and materials management – 
functionality now found in the SAP ERP 
application

Hardware 
Sun

Operating System 
UNIX
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PadovaStar S.p.A. is a midsize 
 automotive dealer based in Padua, 
Italy. The company wanted to take 
advantage of the European Com-
mission’s Block Exemption Regula-
tions to expand its business from 
a single-brand automotive dealer-
ship by taking on multiple brands 
and addressing a wider geographi-

PADOVASTAR

“Had we not implemented SAP 

for Automotive, we could not 

have diversified, restructured, 

and expanded our business to 

take advantage of the more open 

market.”

Sergio Drago, Co-Founder and Joint Owner, 

PadovaStar S.p.A.

PadovaStar S.p.A.
Italy

www.padovastar.it

cal market. To achieve this goal,  
PadovaStar deployed the SAP 
for Automotive solution portfolio. 
The implementation enabled the 
com pany to standardize systems, 
 processes, and operations as well 
as add new automotive brands 
in a unified IT landscape.
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Challenges and Opportunities 
• Simplify business processes and 

consolidate IT systems
• Take advantage of new regulation 

allowing dealers to promote multiple 
brands 

Implementation Highlight 
Designed and developed entirely new 
suite of business applications with 
 minimal internal IT resources 

Benefi ts 
• Implemented common processes and 

workflow across multiple brands and 
all functions

• Restructured processes, added new 
brands without increasing headcount

• Reduced IT running costs by 30% 

QUICK FACTS

Industry 
Automotive – sales and service 

Implementation Partners  
• Multiconsult
• CSC
• Elsag Domino

Solutions and Services 
• SAP for Automotive solution portfolio, 

which includes the SAP® Business 
Suite family of business applications

• SAP NetWeaver® Exchange Infra-
structure and SAP NetWeaver 
 Business Intelligence components

Existing Environment 
• Legacy applications recommended 

by automotive manufacturers and 
OEMs

• Diverse array of sales, financial, 
and other operational systems

Hardware 
Fujitsu Siemens 

Operating System 
Microsoft Windows Server 2000
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Mieschke Hofmann und Partner 
GmbH of Freiberg, Germany – a 
leading German process and IT 
 consulting company in the auto-
motive industry – reduced the 10 
isolated customer databases in use 
at Porsche Cars North America Inc. 
to a single central database for 
 information about customers, vehi-
cles, and prospects. The software 
of choice: the SAP® Customer Rela-
tionship Management application.

PORSCHE CARS NORTH AMERICA

“The biggest benefit SAP Customer Relationship Management brings 

to Porsche is providing a central database for customer, prospect, and 

vehicle data, placing customer relations information at our  managers’ 

fingertips.”

Dr. Robert Marek, Head of CRM Business Line, Mieschke Hofmann und Partner GmbH

Porsche Cars North America
United States 
www.mhp.de
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Challenges and Opportunities 
• Limited customer service capabilities 

at Porsche Cars North America Inc.
• 10 customer databases with little 

or no integration
• No single view of customer data at 

any point in the life cycle
• Fragmented call-center response 

to customer complaints 

Implementation Highlights
• Smooth and fast implementation to 

320 users
• Tight integration with external and 

existing SAP® software
• Significant benefits achieved directly 

after go-live 

QUICK FACTS

Benefi ts 
• Significantly improved customer 

relations
• Centralized customer, prospect, and 

vehicle database
• More automated data cleansing
• Enhanced synergy with other Porsche 

business units
• Improved service quality in complaint 

management 

Industry 
Automotive – sales and service 

Implementation Partner  
Mieschke Hofmann und Partner GmbH

Solution and Services 
SAP Customer Relationship Manage-
ment application

Existing Environment 
Logistics and supply chain functionality 
within SAP software

Hardware 
HP

Operating System 
Linux
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In Germany, Austria, and Switzer-
land, Porsche AG dealers receive 
deliveries once or twice a day from 
the central spare parts warehouse 
in Ludwigsburg, Germany. In all oth-
er countries, supply is handled by 
import dealers. Any breakdown in 
this system can be felt all the way  
to the company’s bottom line. To 

PORSCHE

“Porsche’s parts logistics processes 

are now highly integrated and 

they benefit from the ongoing 

 development of SAP Supply Chain 

Management.”

Stefan Arnold, Project Leader, Porsche AG

Porsche AG
Germany

www.porsche.com

ensure the logistics of delivering 
spare parts functions seamlessly, 
Porsche chose the SAP® Supply 
Chain Management application, a 
solution with SAP software attri-
butes the company already knows 
intimately: speed, flexibility, and 
reliability.
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Challenges and Opportunities 
• Streamline parts logistics
• Ensure superior service 

Implementation Highlight 
Represents one of the company’s 
most ambitious implementations  
(replacement of Porsche’s own parts 
transaction system)

Benefi t 
Enabled company to dynamically map 
and monitor global logistics processes 
in real time 

Industry 
Automotive – sales and service 

QUICK FACTS

Implementation Partners  
• MHP Mieschke Hofmann und Partner 

(Porsche IT Consulting)
• SAP® Consulting organization 

and the SAP Custom Development 
organization

Solution and Services 
SAP Supply Chain Management 
application

Existing Environment 
Stand-alone legacy systems

Hardware 
HP

Operating System 
HP-UX
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Based in Irvine, California, Toyota 
Material Handling USA (TMHU) 
sells and markets Toyota industrial 
equipment vehicles – the top-selling 
lift truck brand in the United States. 
It sells its vehicles through a net-
work of some 80 dealers, as well 

TOYOTA MATERIAL HANDLING USA

“The beauty of this is that we’re 

 giving the information to the 

 dealers and customers – the 

 people that are in the best position 

to make the decisions. That will 

help us strengthen our relation-

ships with them over time.”

Alan Cseresznyak, Vice President, 

Toyota Material Handling USA

Toyota Material Handling USA
United States 

www.toyotaforklift.com

as selling directly to major corporate 
customers. After being spun off 
from Toyota Motor Sales, TMHU 
soon realized it needed to revamp 
its IT systems and turned to soft-
ware from the SAP for Automotive 
solution portfolio.
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Challenges and Opportunities 
• Stop relying on former parent 

 company’s IT systems
• Streamline interactions with dealers
• Provide e-commerce capabilities 

to large corporate customers
• Eliminate expensive frame-relay 

network
• Integrate vehicle, warranty, and 

 service parts 

Implementation Highlights 
• Created portal-based links with 

150 dealer sites
• Integrated with sister companies’ 

 financial and manufacturing systems 

QUICK FACTS

Benefi ts 
• Reduced turnaround times from 

2 days to 2 hours
• Reduced costs, including US$1 

 million in network costs per year
• Improved relationships with dealers 

and customers 

Industry 
Automotive – sales and service 

Implementation Partner  
Fujitsu Consulting

Solutions and Services 
• SAP® software for financials and 

 materials management (functionality 
now found in the SAP ERP application)

• SAP NetWeaver® technology platform
• SAP for Automotive solution portfolio

Existing Environment 
Legacy systems

Hardware 
Compaq

Operating System 
Microsoft Windows NT
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