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S/4AHANA Adoption Starter - Motivation

Digital Transformation is on everyone’s agenda. SAP is committed to providing clear guidance and
support for the customer design of the journey. This goes beyond a traditional IT-project and needs an
equal attention to business aspects.

BUT

Today, customers feel that already the high level evaluation for a S/4HANA-centric landscape, requires a
significant investment. In addition, offered tools and services are hard to sequence and align — self
services are often not self explanatory.

Objective:

Pilot and scale a 90-day*, easy to consume format that helps customers to structure and assess their
transformation. Cover Business, Technical as well as Transformation view and summarize in an
executive-ready Transformation Plan 1.0

* elapsed time of customer engagement
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S/4HANA Adoption Starter — Target Audience

Target group of customers:
ERP installed base customers
Not live on S/4AHANA yet

All customers with a valid SAP Support
Agreement with no additional fees

Direct and Indirect customers

Indirect customers are requested to
join with their reselling partners

Customers may bring their Sl partners
as members of their project team
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Timing and set-up:

Available at no extra cost for active support
customers*

Ideal timing is evaluation or early planning phase
(pre-license or at least pre-project)

Time bound, structured process
(details see 90 day schedule and modules)

Combination of customer activity, 1:N SAP
interaction and 1:1 sessions
(details see 90 day schedule and modules)

Intended scope will require several customer
roles to be involved
(details see Preparation & Registration)
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Scope and 90 day schedule

© 2018 SAP SE or an SAP affiliate company. All rights reserved. | CUSTOMER

(]



.
S/4HANA Adoption Starter — Scope & Packages

Key answers to

Packages (Tools/Services applied)

Why?

What?

How?

Business view

Technical view

Transformation view
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Innovation Case

Efficiency Case

Target Products

Target Instances

Sequence &
Approach

Innovations
New Capabilities

Value Driver & Aspiration
Benefit Case

Baseline + Potential
Effort Estimate

Target Architecture
Product Recommendation

Consolidation Opportunities

Transitions and Approach
Start Point / Migration Path
Conversion vs. Greenfield
Readiness to start

Relevant Accelerators

Next Level Services to plan for

Foundation
(mandatory)

1.

2.

Business

4. Business
Process Reality
Check

5. Quick Value
Assessment

6. Effort Estimate

Scoping Digital
Core

Transformation
Navigator

Innovation
Scenario

Check Transformation
7. Readiness Check

8. Conversion vs.
Greenfield

9. Start Point /
Migration Path
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S/4HANA Adoption Starter — Scope & Packages

Foundation (mandatory)

Scope How it works

1. Scoping Digital Core
Current landscape and basic target
architecture + instance consolidation
candidate check

2. Transformation Navigator
All current products mapped to up-to-
date SAP portfolio viewed from BOM,
value driver and transition type
persepctive

3. Innovation Scenario Check

6 Innovative technologies (ML, loT,
BC, Analytics, Big Data, Data
Intelligence) reg. optimize process
steps, extend current proecesses and
transform the business model
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Packages (Tools/Services applied)

Foundation

Business

(mandatory) 4. <NewTool>

1.

2.

5. Quick Value
Assessment

6. Effort Estimate

Scoping Digital
Core

Transformation
Navigator

Innovation
Scenario

Check Transformation

7. Readiness Check

8. Conversion vs.
Greenfield

9. Start Point/
Migration Path

Business

Scope How it works

4. Business Process Reality Check A
30 pre-selected operational (system- @
based) KPIs

5. Quick Value Assessment @

Value benchmark overall
6. Effort Estimate

13 element TCO model (one time and @
recurring)

Transformation

Scope How it works

7. Readiness Check
10 technical areas checked e.g. @
maodifications, simplifications, HW-
sizing,...

8. Conversion vs. Greenfield

S/4 transition approach trade off
evaluation

9. Start Point / Migration Path
Major product and instance transition
sequencing

K

K
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S/4HANA Adoption Starter — 90-day schedule

Preparation Scoping Analysis / Discovery Alignment/

Consolidation

Prework (Solman, Plugin, S- 1 week 2 months 3 weeks

User, Role identification, Data I
Collection)

. . A Process Explained
Kickoff Meeting, Process

Explanation I A Scope Defined
Scoping
1. Scoping Digital Core I
2. Transformation Navigator IQ&A I Q8A I

3. Innovation Scenario Check I

4. Business Process Reality Check

. Quick Value Assessment I I I
Q&A Q&A

6. Effort Estimate I e I

Foundation (mandatory)
Business
[$)]

7. Readiness Check
A+B

. Conversion vs. Greenfield I

Transformation
[o¢]

9. Start Point / Migration Path I

End of Analysis Half Time check point Draft Transformation Design
Synthesis Workshop I

Plan 1.0 available Transformation Design v 1.0 agreed

© 2018 SAP SE or an SAP affiliate company. Al rights reserved. | CUSTOMER 1:1 interaction between 1:n interaction between Customer 0n|y, 9
SAP and customer SAP and customer SAP support on demand
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S/4HANA Adoption Starter — 90-day schedule

Foundation (mandatory)
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Business

Transformation

Preparation Scoping
Prework (Solman, Plugin, S- 1 week
User, Role identification, Data I
Collection)

A Process Explained

Kickoff Meeting, Process
Explanation I

Scoping

. Scoping Digital Core

. Transformation Navigator

. Innovation Scenario Check

. Business Process Reality Check
. Quick Value Assessment

. Effort Estimate

. Readiness Check
. Conversion vs. Greenfield

. Start Point / Migration Path

End of Analysis
Synthesis Workshop

Plan 1.0 available

1:1 interaction between
SAP and customer

A Scope Defined

Analysis / Discovery

Alignment/
Consolidation

2 months 3 weeks

B+ 0sfa ==
| [pe—

Q&A Q&A
I Q&A I LN ||
A+B
Half Time check point Draft Transformation Design

1:n interaction between
SAP and customer

Transformation Design v 1.0 agreed

Customer only, 10
SAP support on demand



S/4AHANA Adoption Starter —- Summary of Results

Why?

What?

How?

if s
= | =
I=l=r—I P

Business view

|
== E8
et I -
v o
Technical view — —
Transformation =
view e | — e
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S/4 Adoption Starter — Summary of Results

Business evaluation - Why?

Why = Innovation case + Efficiency case

soocon

Technical evaluation - What?

What: Target Products -> Target Instances

—

e — —
— jresmen—]
’_.. -
~ -

Tramtormanon Plas 18 <customers - Mbnagenent Summary

Transformation evaluation - How?

How: Approach + Sequencing => Project plan
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Teamtorrraton Plas 18 <tustiomers - Wiragenent Sommary

Tearmtormanon Plas 18 <customers - Management Summary
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Agenda — S/4HANA Adoption Starter

Preparation and Registration
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S/4AHANA Adoption Starter — Preparation Checklist (1/2)

Prerequisite Effort Details

Customer role clarification and availability

90-day coordinator high (> 15 days) Main counterpart for SAP, needs to coordinate all activities and pull in other roles where
required

Executive sponsor low (< 5 days) Signoff-Instance of Transformation Design v1.0

Business Owner(s) low (< 5 days) Business Owners of LoB/Units in scope

Process Manager(s) medium (<15 days) Process Managers of Processes in scope

Controller medium (<15 days) For details required to do QVA and Project & Ongoing Effort Workshop

Enterprise Architect medium (<15 days) For overall view of current and recommended landscape

Landscape Operations (Run) medium (<15 days) Current usage of systems, instances etc.

Project/Program Manager (Build) low (< 5 days) Planning of Transformation, sequence etc.

Corporate Strategy low (< 5 days) for Innovation Topics in company scope/group scope

Innovation Manager low (< 5 days) for Innovation Topics in company scope/group scope
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S/4AHANA Adoption Starter — Preparation Checklist (2/2)

Prerequisite Details

System setup

System-Plugins installed for Readiness check SAP Readiness Check for SAP S/4HANA.
* Minimum release: SAP ERP 6.x EhP 0-8 on any database, SAP S/4HANA Finance (aka 1503/1605)
* Notes to be implemented

https://launchpad.support.sap.com/#/notes/0002310438

System-Plugins installed for Business Process ECC-System with ST-A/P1 01T
Reality Check

S-User available S-User has access to all information relevant for planning scope

Information retrieval

Depiction of current landscape available PowerPoint, EA-Tool

4 MUST be fulfilled before you start! R

If the Readiness Check and Business Process Reality Check are not
working at the Kick-off, you cannot join the class and will be moved to
\_ the next class. )

© 2018 SAP SE or an SAP affiliate company. All rights reserved. | CUSTOMER 15



https://launchpad.support.sap.com/

Next Classes

16.01.2019 Klasse 1 -EN
22.01.2019 Klasse 2 — DE

12.02.2019 Klasse 3 — EN
19.02.2019 Klasse 4 — DE

04.03.2019 Klasse 5 — US
12.03.2019 Klasse 6 — DE
18.03.2019 Klasse 7 — EN

© 2018 SAP SE or an SAP affiliate company. All rights reserved. | CUSTOMER 16



Action required — please fill out and send back to
S4HANA.Adoption.Starter@SAP.com

Scoping form for <your company name>

Foundation Value and Business Case Package Transition Package
Your Industry Preferred Start Date

Readiness Check is working [ |  BPReality Check is working [ ] If possible, place me into a class with my industry peers: |Yes|| No || * |

90-day coordinator Peter Mustermann Peter.mustermann@company.com
Executive sponsor

Business Owner(s)

Process Manager(s)

Controller

Enterprise Architect
Landscape Operations (Run)
Project/Program Manager (Build)
Corporate Strategy

Innovation Manager

Bold = recommended minimal set of involved roles or something similar * does not matter to me.

© 2018 SAP SE or an SAP affiliate company. All rights reserved. | CUSTOMER 17
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S/4HANA Adoption Starter
Next Steps

Classes start 1-2 times every month depending on demand
Confirm your participation
Prepare the Preparation Checklist

Provide your contact details

For further questions and registration send a mail to:
S4HANA.Adoption.Starter@SAP.com
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Agenda — S/4HANA Adoption Starter

Overview of Deliverables
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Packages (Tools/Services applied)

Foundation Business
(mandatory) 4. Business
Process Reality
Check
5. Quick Value
. Assessment
Scoping ;
Digital Core 6. Effort Estimate

Transformation
Navigator

Innovation
Scenario
Check
Transformation
7. Readiness Check
8. Conversion vs.
Greenfield
9. Start Point /
Migration Path
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Plan 1.0 <¢

[ S

g e

Business evaluation — Why?

Technical evaluation — What?

What: Target Products -> Target Instances

Transformation evaluation — How?

How: Approach + Sequencing => Project plan

20
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Assess Current State ) Determine Future State

= By Division & Region < multiple BUDivision

. — e
o lr" L = =
! L omoiaton acrosshopin) — 2 = Aa——

Differest Regions x BUs | plox/difls by BU & l By Division (homogeneous)

¢ BEEEE g eeplncg: ;noveto Connzgtreedorln Oumtieo %dlgltal Consumoas Saas
Simple (g andscope X X
X
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X
X
X
) o X X
Finances X
HR X
loT X X
Mobile X
Pnicing X
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Customer input

Current

Products
(pre-filled)

New
Capabilities

Preferences
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e Customer deliverables

SAP Transformation Navigator

%, = ﬁ Recommended
S Products
Tailored Guides
Products Business, Technology,
(2,044) Transformation
Proof e
Points Caaejgélét)les
License
Policies Value Drivers
(940)
S(iz\;i;:)es Tracking KPlIs

(246)
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ogies optimize, extend, and

sting h Extend current business

Optimize Tranaform the

proceases for more b procenses beyond effciency company’s value cham SA ynard pplications optir I roces .

Sains 1o caplure new or Business model

Extend sources of vakm
Sorvice bkt mtnlgence Prodctiive "
0N mon g of ase Cotaborn ot - haved on mve
M 1 New " athon ncematcn
, Service schet Remoe candtion Machine learreng. Industry 4.0 mans

» v T ance etigence montoring of ssaets powered vobition Fatarirg performarce
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Why
You consider moving from SAP ECC to SAP S/4 HANA. You want transparency on:

- How to improve working capital
- In which areas to increase automation rates, reduce transactional backlog, and get rid of non-standard order types

What
A short report highlighting the potential in each of abovementioned 4 areas based on the measurements in the system — plus an overview of what to do with the
results moving forward

How
~30 out-of-the-box key figures are executed remotely in your productive SAP ECC system. The output of this report should provide a scoping for potential future

Business Process Improvement activities.

Who
The measurement serves both business and IT - bring along the process owners in the line of business as well as module owners in the application departments

Summary of improvement potential - Thumbs Up Company

o - & -

|
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Build an Outside-In Benefits Case I] 4

Concept: A Quick Value Assessment (QVA) enables you to rapidly create an estimate of business improvement aligned to scope \/ Business value

Result: The assessment calculates potential benefit estimates for process / sub-processes or even specific SAP solutions. framework defined

Approach: Company provides minimal financial information and system automatically calculates outside-in benefits based on Value drivers

benchmarks, assumptions. Company can fine tune benefits if needed automatically included

(\

Customer Roles: Business Owners, Controller to help with any P&L data required \/ Monetary benefits
estimated instantly

In Scope Out of Scope All

All Processes
Assel Management b
. Human Resources Total: 949 1,143 n
Fnance
C} Human Resources Drive Business Effectiveness Sub Sses Impact Area

/| Core Human Resources and Payrol
_J Talent Management

Time and Atlendance Management
¥ Worklorce Planning and Analytics

X

Please note that the QVA deliverable is high level in nature and to have an early discussion on value. It does not include an ROI analysis or cost information as this would require much deeper
involvement from the customer.
© 2018 SAP SE or an SAP affiliate company. All rights reserved. | CUSTOMER 25
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Total Cost of Ownership(TCO)- Key questions to answer:
Modell
Toces = What are the implication for ongoing operations?

13 Cost categories covering
Full life cycle of deployed software -

Hardware/Software

|
3 T o ;
§ ? o oé § . 5_;: g o5 2 % ’g %g investment
gg g gs g &8 § § ¢ gs, 1 1 %E Implementation .
38 g 3¢ g a & g E °§ & § 2z E'.g‘. Ongoing effort
° g © S B i 8 d °2 Internal and external cost
¢ = Proven methodology to Analyze TCO -

e TTY

TOO Explarer for SAP 5/ 4MANA Trandoemations

anascclanmiaznsnzaasd - l_ __
ey - _ _
- e - w - -—
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What ere the accelerator helping me to reduce
implementation effort in comparison to former
“traditional” implementations?

What ere the implications from an
Hardware/Software cost perspective?

Top-down effort estimate vs. bottom-up calculation

-
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Analysis Overview Sor SAP Readiness Check for SAP SIHANA

SAP Readiness Check for SAP SI4HANA

Readiness TEMPLATE result dashboard

Check to assess
the technical o o,
preparation : «

needs 9 a | !
Self-service 1

provides a : " o > uly 20,
dashboard with 1 S
full drill down

capability 85
468

A
Ol 201

5
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Conversion vs Greenfield trade off decision

As answer to questions, position green marker in the fitting column (1-5) and bring all 6 scores to next page

1 2 3 4 5

1) Can you move to SAP S/4HANAin a one-step procedure?
- <ECC6X  OLD_GL i Non-Unicode >=ECC 6.0X
° »
-g 2) Do your current business processes supportlong-term strategy of the company? ?’
E Redesign of core business processes 1 § Current Processes are a good long term fit s
[7) ; . :
£ 3) Can you adopt the Best Practices to modernize Core Business Process? Orare you planning to take over existing custom 0O
Q applications? (o]
o Model Company / Back to Standard Redevelop Custom Applications 2 Take over custom 3
£ o
= )
b4 4) |s Landscape consolidation a key value driver for S/4 adoption? 3
[
2 4+ systems tdjonsolidate 3 2 No Consolidation 1:1 =

5) Do you require previous transactional data available in S/47?

No Ll Yes
6) Technical / IT funded project or Business funded project
Business T
© 2018 SAP SE or an SAP aliane compary. Al rights reserved. | INTERNAL 29
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Accelerate time to value!

Where to start? Should you roll out Europe or US first? Which system to convert first?
This is especially relevant when planning multi-year company wide transformations where accelerating ROI realization is key.

Why : Where to start is the most common question in an S/4 transformation project. Value first? EU, APJ or US first? Cloud first? MDG? System consolidation?

CFIN?

What : Based on a discovery workshop we will determine which direction fits your specific company needs and requirements. A roadmap will be drafted how Level

2 and 3 services (continues data collection and improvement workshops) could support you to confirm high level recommendations.

How : Company key goals are critical in determining which direction is best. We will sit with you to help determine which direction is best for your specific situation
by analyzing your specific goals for S/4 adoption. Additionally we will discuss how other companies in similar situations have attacked the problem.

Who : IT leaders with deep understanding of the source environments. Enterprise Architects and Business leaders with the vision of with your 2020 company

goals.
Custom code refactoring
Custom code refactoring 6 C ;
ustom code
ERP
Custom code refactoring Data and config.
=
ERP
Hierasctiy 1 Hies archy 2
Group | - Group by segments |
Z T\ SAP SuccessFactors ‘
Segment [Monfoed ) rooa ) ...
Compay Frace | USA [--= o o
—— ;,,,,Z,_, st / \ SAP Fieldglass @
/7 N\ :
E— L () _ SAP Hybris
g [ ) usATorikn | USA Soup [ UK Drnks | SAP Ariba
- _ (@] CONCUR
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S/4 Adoption Starter — Summary of Results

Business evaluation - Why?

Why = Innovation case + Efficiency case

soocon

Technical evaluation - What?

What: Target Products -> Target Instances

—

e — —
— jresmen—]
’_.. -
~ -

Tramtormanon Plas 18 <customers - Mbnagenent Summary

Transformation evaluation - How?

How: Approach + Sequencing => Project plan
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Teamtorrraton Plas 18 <tustiomers - Wiragenent Sommary

Tearmtormanon Plas 18 <customers - Management Summary
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Beyond S/4HANA Adoption Starter — Overview of engagement levels

1a

1b
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Trafo Case — Value

Trafo Case — Effort

Baseline & Tracking

Alignment IT-Business —
Functional coverage

Digital Innovations

Scoping Digital Core

Conversion vs.
Greenfield approach

Starting point Determination/
Migration Path Selection

Readiness to start / necessary prep

Transformation Quick Value
Navigator Assessment
Transformation Explore S/4
Navigator HANA TCO

Transformation Navigator

Transformation Navigator

Transformation Navigator based on
Product Roadmap

Design principles whitepaper

6-Question evaluation framework

5 principles startpoint framework

Readiness Check

Scope of S/4AHANA Adoption Starter

Outside in Business Case
based on QVA

Develop S/4 HANA Project
& Operation Effort

Business Process Reality Check incl.
Improvement heat map

Discovery Workshop +
Industry Golden Document

Discovery Workshop based on
Industry Golden Document &
proposed Digital Priorities

Discovery Workshop

6-Question Framework,
consumed via DW

5 principle startpoint framework
consumed via DW

Discussion of Readiness Check results,
+ recommendation by SAP consum
via EGI

Joint Planning

Level 2

Full Business Case & Benchmarking

w/ customer validation 12

Joint Business Case with ROM Build &

Run Costs 28
BPA Process Improvement —
Plan & Build 14
Value & Implementation Strategy
incl. Fit Gap Analysis 15
Value &
Implementation Innovation DT
Strategy incl. Fit Workshop
Gap Analysis
15 16
Innovation Technical
Strategy & Architecture &
Roadmap 17 Infrastructure 18

Value & Implementation Strategy
15

Innovation Strategy & Roadmap; 17

Migration Planning 13

Migration Planning
13

Joint Execution
Level 3

Value realization service (BPA &
Process Improvement and
Benchmarking) 19

Joint Business Case tracking
Validate cost changes 20

BPA + Process Improvement —
Run 21

Model Company based process
model with mapped deviations 22

Model Company based
implementation 22

Leonardo innovation services 23

Innovation Program
execution if SAP portfolio fit 24

Data Migration Execution

25
Migration Factory 26
Model Company based
implementation 22
VAP — Data Migration Design
27
Migration Factory and VAP

27

Note: Numbers 1-28 inside Table indicate the Service or Tool applied in the engagement process. 31



