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Source : 2015 TNS Survey of Marketers (See Table 10, Page 29)

60% 

Digital Media. Simplified.

60% of the media budget 
spent is lost to middle men in 

the value chain from 
advertiser to publisher.



Ferrero

L’Oréal

Media-Saturn

Axel Springer

Dt.Telekom

Unilever

Lidl

Volkswagen

Beiersdorf

Axel Springer

Burda

Gruner + Jahr

Heinrich Bauer

Pro7Sat1

Verlagsruppe 

Milchstrasse

Telekom

Vogel Verlag

RTL

United Internet

... ...

Private Premium Exchange 
for SAP Customers

Procter & Gamble

• Transparency
• Accuracy
• Control

• Efficiency

• Customized + Invitation Only
• Certification Process
• Fortune 500 Brands

• Trusted High Quality Inventory
• Committed Audience
• Quality 1st Party Data

Corporate
Advertiser

Premium
Publisher

Connecting Advertisers and publishers Directly
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Interactive, personalized digital displays
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Which 

Customer?

Which 

Product?

What price?

Which partner?

Which people?

Which pitch/ 

promotion?
Sales GPS

Process next 

steps?

GPS like turn by turn guidance system to help sales reps meet their 

quotas, by offering personalized recommendation by rep, by deal 

and by account.

Sales GPS harnesses the power of AI, machine Learning and 

prescriptive analytics technologies on structured and unstructured

data.

Emplay has won 3 industry awards with SAP. Its core Sales 

DNA and sales recommendation technology” is central to 

Amazon best seller “Data Driven” by Jenny Dearborn (SVP 

and CLO of SAP) and major contributor Sanchita Sur

(CEO of Emplay).

SAP is our largest customer with over 1000 users. Our

customer list also includes Netapp, Thomson Reuters,

NXP-Freescale, Metlife, CNA and Brookshire.



HR/ Linkedin data CRM/ ERP data Partner DB Marketing data Firmographics Competition DB

LMS/Partner 

Training
Install base data Product usage Survey/ field  data

Social and digital 

DB
Sales content DB

Optimum Quota 

attainment Plan

Which Prospects

to Pursue?

Which Products 

to sell?

Which Partners 

to sell with?
At what 

Price?

Which deals are

Risky and why?

Similar deals 

and accounts?

Next steps on 

deals and 

accounts?

Which sales-

plays to use?

What are the 

sales best 

practices?

Which 

promotions to 

run?

Which People to 

connect with?
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S Rep DNA

Training 

Recommender

Winning Deal DNA

Product 

Recommender

Large deal DNA

Price 

Recommender

Account DNA

Prospect 

Recommender

Partner DNA

Partner 

Recommender

Competitor DNA

People 

Recommender

Deal Probability and 

Risk indicator

Promotion 

recommender by seg
Plan simulation

Best practice 

recommender

Like deal 

recommender
Pitch Recommender

How does it work?



Will I meet quota? If not why?

What to do?

Which accounts

to focus on?

Which deals to

focus on?

Account and 

deal next steps

Similar deals and 

accounts

Which KPIs have 

improved?

Sales GPS App



“Everything will be done through 
models and algorithms. 
That’s the message.”

Hasso Platner SAPPHIRE 2014

i ERP (intelligent ERP)





CoPilot



SAP CoPilot Everywhere

Simon

Sales Executive



SAP CoPilot Everywhere – One Digital Assistant with One Personality Across All 
Products & Solutions, Industries and LoBs

CoPilot

for S/4HANA



Yes please ☺️

Mike, Jenny can u join?

Hey team, I just confirmed a meeting with Insite in NYC next 
Wednesday to talk about our new line of laptops 😁🎉

Should I book your usual flights and hotels?

👍 1👍 2

Simon
Flight: 

United Airlines 225 
(UA225)

Departure: 
Tuesday, April 4, 2017

08:00 AM

more…

Mike
Flight: 

United Airlines 225 
(UA225)

Departure: 
Tuesday, April 4, 2017

08:00 AM

more…

Jenny
Flight: 

United Airlines 755 
(UA755)

Departure: 
Tuesday, April 4, 2017

11:00 AM

more…

I’ve found the following flights and hotels based on your 
calendars and previous travel. Please confirm:

Your travel is booked and I’ve updated your calendars!👍 1👍 2👍 3

It is Friday evening and Simon just finished a call with his customer, Insite. He lets his colleagues know about an upcoming customer meeting 

he has just confirmed. He uses Slack to communicate with his teammates and CoPilot is part of the conversation and proactively helps 

arrange travel and accommodations for them.

In the Office

The Opportunity

Main character: Simon| Page 1



The Airport Lounge Main character: Simon| Page 2

The Opportunity

While Simon and Mike are waiting to board their flight in the airport lounge, they want to prepare 

for the upcoming meeting. Simon asks CoPilot to provide some information about the customer.  

Here is some information about Insite:

Hey CoPilot, what do I need to 
know about this customer? 2016 Revenue:

Q1: $2,454
Q2: $2,160
Q3: $2,233
Q4: $2,343

Previous purchase orders:
Laptops 20,500

Smartphones 12,000



The Airport Lounge Main character: Simon| Page 3

The Opportunity

Right before boarding, Simon realizes he forgot to bring his laptop charger. He quickly asks CoPilot to purchase one for him in 

his company’s B2B system.  

I ordered this for you and it will be 
delivered to your hotel by 5pm 

tomorrow.

Hey CoPilot, I forgot my 
laptop charger. Can you 
send one to my hotel?

Laptop Charger 
$100.00

Wow, isn’t 
procurement awesome 

with Ariba?! 



Hi CoPilot. I just finished up a meeting with 
Insite. Can you create an opportunity?

Sure! Could you specify the product, 
quantity, close date, and amount?

M645 Notebook, by the end of the month, 400 units

Could you also tell me the amount?

$400K

The Opportunity

Main character: Simon| Page 4After the Customer Meeting
After the customer meeting, Simon and his team take an Uber to the airport to catch their flight. Simon wants to create the sales opportunity 

before he starts travelling so he can spend time with his family once he is home. He asks CoPilot to create the opportunity for him. CoPilot 

creates the opportunity by identifying some info in the context of Simon’s request, then walks Simon through the remaining required fields.



Hi CoPilot. I just finished up a meeting with 
Colgate. Can you create an opportunity?

The Opportunity

Main character: Simon| Page 5After the Customer Meeting
After the customer meeting, Simon and his team take an Uber to the airport to catch their flight. Simon wants to create the sales opportunity 

before he starts travelling so he can spend time with his family once he is home. He asks CoPilot to create the opportunity for him. CoPilot 

creates the opportunity by identifying some info in the context of Simon’s request, then walks Simon through the remaining required fields.



At work the next week, Simon receives an email from the customer about purchasing one of the products they discussed in the meeting. 

A Week Later at Work

The Opportunity

Main character: Simon| Page 6



A Week Later at Work

The Opportunity

Main character: Simon| Page 7

Sales order

Customer

Total Amount

3000077773

Insite Inc.

50,000 USD

M645 Notebook 50

CoPilot recognizes the request in the context of the email and creates the sales order for Simon. 



Later That Night

The Opportunity

Main character: Simon| Page 8

When Simon gets home that day, he is so excited about the success of the customer meeting that he 

decides to surprise his wife with a weekend getaway. He uses his Google Home to ask CoPilot to create his 

leave request for him. 

Hey CoPilot, I want to 
take a vacation on Friday 

and next Monday. 

Okay Google, let me talk to CoPilot. 
Hi Simon, this is CoPilot. 

How can I help?

Okay, I’ve created a leave 
request for you. Enjoy your 

vacation!

Should I create a leave 
request for Friday, April 14th,                

and Monday, April 17th?

Yes please!
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• E-Quill Future Intelligence 
Architectural Concept
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SAP Clea for Service Ticketing

Seamlessly integrated with SAP Hybris Cloud for Service
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SAP Leonardo Innovation Portfolio
… SAP Leonardo connects things with people and processes

Outcomes

Things

V
a
lu

e
c
h

a
in





End to End Operations

e-Commerce
Business Network

Efficient Operations M2M

Quality

Pred.Maint

Energy
Connected Manufacturing

New

Business

ModelsValue
Services

Connected Logistics

Logistics Hub
Track and Trace

Counterfeit2

1

Shop floor to top floor

MII

ME

ERP
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Leverage SAP Cloud application, 
for agile cloud apps and services 

delivery 

SA P C l o u d  t ra n s f o r m i n g  B u s i n ess  t h e  M i c ro s e r v i c e s Wa y







“A digital organization is an 
organization able to create 
Empathy with the customer .”

Carl Zaid



Simplify Everything do Anything
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