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Speaker Bios

Arvind Bhaskar
Associate Vice President, TekLink International Inc.

• Over 15 years of experience working with SAP products (ECC, BW, CRM integration, BOBJ).
• Involved largely with projects at consumer packaged industries .
• Focus is delivery of BW-IP & BW on HANA. Very Hands-on.
• Strong function knowledge of area: such as TPM, SD, CO-PA (P&L etc)
• Lead BW architect for Accelerated TPM on HANA at Kelloggs’
• Part of Customer Business Planning testing & feedback team for SAP Germany
• MBA Finance – Booth School of Business, University of Chicago

Hariharan Margabandhu
Senior Director, Business Analytics, TekLink International Inc.

• IT and Management consulting leader with 20 years cross-functional and cross-industry
experience in IT / Analytics strategy, roadmap and execution.

• Hari leads TekLink’s Analytics Advisory and Trade Management Solutions practice.
• A trusted partner to Analytics and Business Process Leaders, Hari’s expertise includes designing

and improving information systems and business processes, and managing large programs with
a focus on SAP tools and technologies. Hari is a SAP BW certified professional.

• Bachelors in Mechanical Engineering from Delhi University
• MBA from Kellogg School of Management, Northwestern University.
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Agenda

 Why Customer Business Planning

 Solution overview and Business Value

 Demo

 Plan overview

 Customer product hierarchy

 Buyer set up

 P&L

 Promotion Planning

 CBP Building blocks

 Implementing CBP

 Add-ons required

 How to roll up promotions, baseline and rates

 Wrap Up and Q&A



Page 6Prevedére.com   |   888-123-4567   |   richwagner@Prevedéresoftware.com 5-Aug-14Teklink International Inc.  |   630-778-2115  | Arvind.Bhaskar@teklink.com   | CBP  ASUG session 2 6

Why Customer 

Business 

Planning

Solution 

Overview
DEMO

Building Blocks Implementing 

CBP
Wrap up and 

Q&A



Page 7Prevedére.com   |   888-123-4567   |   richwagner@Prevedéresoftware.com 5-Aug-14Teklink International Inc.  |   630-778-2115  | Arvind.Bhaskar@teklink.com   | CBP  ASUG session 2 7

Retailers look to their CP 
partners for advice to 

improve business

Retailers are demanding  
business plan tailored for the 
buyer in their own languages 

and KPIs

Absent analysis – inability to 
measure profitability and 

effectiveness of a customer 
business plan

Retailers are expecting 
manufacturer support to 

achieve their revenue and 
profitability targets 

Retailers expect coordinated 
sales promotions and 

marketing campaigns to be 
tailored to their shoppers

-19% average ROI on trade 

promotions (Capgemini)

Why CBP ? - an attempt to address some of Industry’s concerns:

Source: SAP partner material
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What is Customer Business Planning?

SAP ECC

SAP TPM

SAP DSiM

Optimization

Monitoring
Internal & 

Retailer Targets

Assortment

Planning 

Hierarchy

SAP CBP

Version

Predictive 

Analysis

non-promotional 

& promotional 

P&L

a real-time collaborative solution, empower your Account manager, 
increase sales profitability

Source: SAP partner material
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CBP - Adding Sales Perspective to IBP

Execute

Detailed 
Promo 

Planning

Promotion Management

Sell-in & 
Negotiation

Validation 
& 

Settlement

Actual vs 
planned 

volumes and 
values per 

customer P&L

Market & 
category 
analysis

Guidelines and 
budget 

allocation rules

Latest 
Estimate 
Customer 
Planning

Customer Planning

Draft 
Promo
Plan

Cascade budget 
and 

marketing/category 
targets down to 
planning level

Assortment 
and Price
Planning

Actual vs 
planned 

promotion 
performance

Corrective 
actions?Corrective 

actions?

Actual dataPost EvaluationInsights

Financial 
Planning

Customer 
Business 
Planning

S&OP

Demand 
Planning

Supply

Set company 
targets and budget

Source: SAP partner material
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Customer Business Planning

1. Manage Overall Process to drive decisions 
that balance non promotional and 
promotional activities

2. Allow KAM to understand how to impact 
volume and margin from internal and retailer 
perspective while planning

3. Actively manage execution and towards 
overall plan and foster shift towards 
profitable promotions
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Customer Business Planning

 Retailer Targets and Buyers

 Define buyers for a category at 
the retailer

 Maintain targets for each buyer 
which will be used for plan 
monitoring

 Price and Volume Planning

 Adjust baseline based on account 
managers knowledge (e.g. New 
stores opening,…)

 Simulate price changes and 
evaluate overall plan impact

 Plan based on trading units and 
consumer units

 Real time visibility and insight on 
sales and promotion performance

 Monitor the effectiveness and 
profitability of the plan from 
manufacturer’s and customer’s 
perspective

 Planning Hierarchy & 

Assortment

 Define a planning hierarchy to 
align with retailer product 
hierarchy and get new levels of 
agility 

 Assign buyers to planning nodes 
and ease the analysis of the plan 

 List and delist products for 
simulation and consideration of 
new product introduction
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Calendar

Buyer setup & 
Targets

CPH (customer 
product 

hierarchy)

Assortment

P&L 

Promotion 
planning

Demo Map
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 Responsibility Area

 Internal targets

 Buyer set up & external targets

 CPH (Custom Product Hierarchy)

 Assortment

 Promotion planning configuration

Building Blocks
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 Responsibility area is the central object for a CBP plan

 The Responsibility areas define the customer/category combinations a KAM has to work with.

 ONLY 1 customer/hierarchy node can be assigned to a responsibility area.

 BAdI available to allow for implementation without CRM territory management

Responsibility area

Responsibility 
Area

CRM territory

Position

1) Account/Hier Node
2) Product category/Hier Node
3) Shop format (SUP, HYP..)
4) Sales Area

Plan Prof. Grp.

Employee

Buyers
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 Define buyers for responsibility area

 Set external-targets at the buyer level

Buyer Setup & external targets
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 Internal targets are ‘Manufacturer’s targets’

 Defined for a Responsibility area + year

 Internal targets can be uploaded using a file

 Actuals are sourced from LE (Latest Estimate) in the monitor

 Enhancements to determining internal-targets maintenance are part of CBP 2.0

Internal targets

Target uploaded from file into CRM
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 Product picker view displays ECC product hierarchy

 User can drag & drop these to complete the customer product hierarchy

 Data is saved online to BW

 Assign buyers to nodes in CPH

Customer Product hierarchy

BW
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 List and de-list items

Assortment
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 Define promotion types for CBP

 This will define the behavior of CBP when creating a 
promotion from the plan

 Integrated Planning profile groups

 This will enable the integration with integrated planning 
in BW

 In BW, planning functions are grouped in transaction 
RSCRM_EVENTCUST

 Planning functions for detailed promotions/ draft 
promotions

 Copy data (baseline)

 Calculate uplift

 Copy promotions to shadow DSO

 Enrich with additional data to match CBP planning 
structure

Promotion planning configuration
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Software components

BW
CBP add-on
BW 7.4+
Latest BI content

CRM
CBP add-on
CRM EHP3
ATPM add-on
SAP_UI
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 Customers with existing A-TPM landscape consider:

 Evaluate if the CBP P&L meets the business requirement

 Build:

 New-DSOs, Aggregation levels.. etc

 Queries 

 Planning functions

by copying the delivered CBP objects

 Custom solution to Roll-up existing promotions to CBP plan 

 Implement planning functions make LE calculations: bring in actuals, use of list price ..etc

 Decide if Territory management can be implemented or BAdI should be used

 Evaluate TU/CU product (GTIN) applicability and implementation approach

 New Customer (no ATPM)

 Evaluate if CBP P&L structure meets requirement

 Adopt the delivered structure if only minor deviations are observed

 Decide if the architecture to capture Actuals, Baseline etc work with your set-up

 Use CBP-Plan and Scenario infoobject in your ATPM DSO / Use the CBP delivered DSO for ATPM

Introducing CBP in your landscape

These are Author/speaker’s (Arvind Bhaskar’s) opinion and in no way represent SAP’s position or TekLink’s position



Page 26Prevedére.com   |   888-123-4567   |   richwagner@Prevedéresoftware.com 5-Aug-14Teklink International Inc.  |   630-778-2115  | Arvind.Bhaskar@teklink.com   | CBP  ASUG session 2 26

Customer Business Planning

Why Customer 

Business 

Planning

Solution 

Overview
DEMO

Building Blocks Implementing 

CBP
Wrap up and 

Q&A



Page 27Prevedére.com   |   888-123-4567   |   richwagner@Prevedéresoftware.com 5-Aug-14Teklink International Inc.  |   630-778-2115  | Arvind.Bhaskar@teklink.com   | CBP  ASUG session 2 27

Wrap-up

CBP allows KAMs  to  get a manufacturer and retailer 
(buyers, Customer product hierarchy) perspectives  on P&L 

CBP is integrated with Accelerated Trade promotion 
planning

Add-ons on BW & CRM are required for using CBP in your 
landscape
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Your Trusted Analytics and Planning Partner

BWoH & HANA Enterprise
Trade Promotions on HANA
Big Data Technologies
BusinessObjects

Innovation Labs & PoC
BPC Accelerators
Cloud & Technical Services

BI Strategy & Roadmap
Big Data Adoption Strategy
BI Center of Excellence
Global Delivery & Support

BPC Consolidation
BPC & IP Planning
Simple Finance Planning
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