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3 we commit. we deliver.

Customers

Industrial bakeries, 
multinational food brands

Industry

Food Processing / Industrial 
Bakery Equipment

Employees

~500–700

introduction 
Rademaker

1977

Global footprint

Europe, Americas, Asia

Headquarters

Culemborg, Netherlands



4 we commit. we deliver.

the challenge before 
SAP Sales Cloud

No single source of truth

Sales teams across regions each worked 

in their own way

Knowledge lived in people’s heads

Quote turnaround was slow and hard to 

track 

The goal: one system, one way of 

working 

SAP Sales Cloud was chosen to solve 

this: one platform for all regions



5 we commit. we deliver.

what did we implement?

• Managing accounts & contacts

• Register visits, calls, tasks and manage 
them for yourself and between each 
other

• Register leads, manage them and 
convert them to RFQ

• Process of RFQ to quote to order (sales 
flow)

• Basic reporting

• Case management service

• Being able to mention if SLA’s are applicable

Oct 2025 Mar 2026

Wave 1 Sales Wave 2 Service



6 we commit. we deliver.

from go-live to daily routine: the numbers tell the story

Kübler Ross Change Curve Model
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7 we commit. we deliver.

The business impact: usage in numbers (Oct 2025 – May 2026)

Quality & risk
mgt

leads 
registered

111

Quality & risk
mgt

account 

hierarchies 

created

11

Quality & risk
mgt

tasks 
generated 
(485/week)

15,527

Quality & risk
mgt

visits and 
appointments 

logged

103

Quality & risk
mgt

4,579
active 

accounts

2,916
active 

contacts

&

October 2025 – end of May 2026:
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what went 
well during 
the rollout

The adoption was 
immediate and 

organic: users started 

requesting new Quote 
versions via CRM within 

the first weeks —

ahead of schedule

Everyone uses the 
system because they 

need to. That is the 

strongest driver of 
sustainable change

Having the 
implementation team 

on the floor during the 

first weeks allowed fast 
issue resolution and 

boosted confidence

The system proved 
highly agile: when users 

requested changes, 

they were 
implemented quickly —

keeping momentum 

high



9 we commit. we deliver.

lessons learned: what we would do differently

Start with clean 
data

Avoid stacking 
changes

Your Key User 
organisation needs 

to be fully ready 

and capable 
before go-live

Implement your 
known process first

Not everyone is 
equally tech-savvy



10 we commit. we deliver.

the business result: 
what SAP Sales Cloud now delivers

No silos anymore

Real-time visibility into the pipeline:

Knowledge is captured in the system, not in people’s heads

485 tasks per week are now tracked and assigned

Sales and Service are connected

Still ahead…..



11 we commit. we deliver.

the journey continues: what’s on the roadmap

• Mobile application

• Quote & order approval automations

• Additional reporting

• Copying Sales Flow (for version increase)

• Sales flow RFQ intake improvement

• Pipeline management / forecasting module

• Marketing process

• PowerBI integration

Q4 – 2026 / 2027Q2/Q3 - 2026



we commit. we deliver.

thank you
for your time



Program after Lunch Break: 

Plenary Room The Green Room The Expert Room 

12:45 Versuni Rademaker SAP Expert Session
Sponsored by: Acorel Sponsored by: Delaware

Scaling Global Commerce Discover How Smart CX Strategies and SAP Sales 
Cloud V2 Transform Your Sales Process

Agentic Marketing and Engagement: Personalized , 
Omnichannel Engagement That Drives Growth and 
Customer Loyalty

13:25 Electrolux Yanmar SAP Expert Session
Sponsored by: Channelengine Sponsored by: Aiden

Live in 3 Months: How Yanmar Europe Unified Sales 
across its Business Teams

Autonomous  Field Sales Execution 

Faster, Leaner, Bigger: How Electrolux Grows Marketplace 
Revenue with SAP and Channelengine

14:05 Hanos Marionnaud SAP Expert Session
Sponsored by KPS

How HANOS Built a Future-Ready Content and Commerce 
Platform 

Modernizing Customer Service at Marionnaud Autonomous  Sales & Services – AI Agents 
Unleashed 

14:35 Break 
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