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Executives

Manager

Staff

Assist you in answering key ‘why’ questions
Help defining relevance of SAP S/4HANA to your business & IT strategy

WHY Change? WHY Now? WHY SAP & Partner?

Decision
Awareness

Investigation
Interest

Education

Initiative

Project Recommendation

Strategy

What is our strategic objective?                                              What strategic needs prevent 
realization of that objective?

How to accelerate time-to-
value and reduce your risk?

Evaluation

Part of Journey In-Scope for

S/4HANA Value Starter
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What is unique about it?

It’s all about an outside-in perspective
to get a customer-specific point-of-view

SAP S/4HANA 

Value 
Starter

What makes the difference? This program …WHY?
… reduces the time you invest to get answers

… cuts down the workload on your side

… is provided at no additional cost

… starts with the WHY

… generates a measurable value, giving you a 

tangible and actionable reason for migration 

– or even not

SAP S/4HANA Value Starter Engagement

Why SAP S/4HANA Value Starter?
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Align on vision & strategy Build the case Deliver business valuePlan the path forward

SAP S/4HANA Value Starter Engagement

My individual journey to my benefit case for SAP S/4HANA
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SAP S/4HANA Value Starter Engagement

My individual journey to my benefit case for SAP S/4HANA

Align on vision & strategy Build the case Deliver business valuePlan the path forward

This results in different 
journeys, adapted to 
the individual needs 
of the customer

Each decision point of the 
journey is characterized by 
a question, which we can 
answer with the right tools
& assets
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The SAP S/4HANA Value Starter 

considers the first part, up to the creation of a 
customer-specific benefit case 

for SAP S/4HANA

WHY?
? ? ??

? ? ??

? ? ??

? ? ??

? ? ??
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SAP S/4HANA Value Starter Engagement

Start my individual journey to SAP S/4HANA

Align on vision & strategy Build the case Deliver business valuePlan the path forward

?



What is S/4HANA Value Starter?
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Result
Document

4

Customer specific 
Point of View Document

Process Discovery 
for SAP S/4HANA 
Transformation

Pre-populated customer 
specific Product Map

Pre-populated Outside-in 
Value Assessment

Plan the 
Change

SAP S/4HANA 
Simulation 

Value Starter Engagement (3x ½ days)

Customer-specific 
point-of-view document

Process Discovery 
for SAP S/4HANA 
Transformation

Pre-populated customer-
specific product map

Pre-populated outside-in 
value assessment

Elements are part of the 
welcome package

3

Market Research 
& Bot Mining 

Solution 
Value Data 

Consulting Know-How 
on Customer

Personalized welcome letter 
with customer-specific 
point-of-view teaser

1

Customer engages
with SAP to discuss the point-

of-view teaser, to investigate 

more details about the 

SAP S/4HANA Value Starter 

Engagement and to set the 

focus for the upcoming 

Value Starter 

Engagement 

2

Plan the 
change

SAP S/4HANA 
Simulation 

SAP S/4HANA Value Starter Engagement

What is the SAP S/4HANA Value Starter journey?
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4

Value Starter Engagement (3x ½ days)

Customer-specific 
point-of-view document

Process Discovery 
for SAP S/4HANA 
Transformation

Pre-populated customer-
specific product map

Pre-populated outside-in 
value assessment

Plan the 
change

SAP S/4HANA 
Simulation 

Elements are part of the 
welcome package

3

Personalized welcome letter 
with customer-specific 
point-of-view teaser

1

SAP S/4HANA Value Starter Engagement

What is the SAP S/4HANA Value Starter journey?

Customer engages
with SAP to discuss the point-

of-view teaser, to investigate 

more details about the 

SAP S/4HANA Value Starter 

Engagement and to set the 

focus for the upcoming 

Value Starter 

Engagement 

2

Market Research 
& Bot Mining 

Solution 
Value Data 

Consulting Know-How 
on Customer

Handover Session:
Case for Change
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Customer-specific 
point-of-view document

Process Discovery 
for SAP S/4HANA 
Transformation

Pre-populated customer-
specific product map

Pre-populated outside-in 
value assessment

Plan the 
change

SAP S/4HANA 
Simulation

Session 4: WHAT?

Sketch the future based on 
a prepopulated customer-
specific product map

Session 5: WHY?

Identify the incremental 
financial benefit with a pre-
populated outside-in value assessment

Session 6: HOW?

Plan the change

Overview of topics 
for the individual days

▪ Engagements starting every 

week / second week with an 

SAP S/4HANA Simulation 

(half day)

▪ 2 half-days 1-2-1 customer-

specific, remote-delivered 

series of workshops over 

one / two weeks 

▪ Based on the welcome 

package, the "outside-in" 

view is continued in order to 

present the relevant (or 

specific) best practices for 

the customer

▪ Free-of-charge with active 

maintenance

1st half day 2nd half day 3rd half day

Session 1: WHY?

Experience the value 
of SAP S/4HANA with
SAP S/4HANA Simulations 

Session 2: WHY?

Discuss customer-
specific point-of-view 
document created by SAP  

Session 3: WHY?

Identify SAP S/4HANA 
innovation & improvement
potential based on 
your system data.

powered by:

SAP S/4HANA Simulation 

by Baton Simulations
powered by:

Process Discovery

powered by:

SAP Transformation Navigator

powered by:

SAP Value Lifecycle Manager

SAP S/4HANA Value Starter Engagement

What is covered?
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1st half day

Session 4: WHAT?

Session 5: WHY?

Session 6: HOW?

2nd half day 3rd half day

Session 1: WHY? Session 2: WHY?

Session 3: WHY?

Result of the 
Engagement

▪ Interactive and 
collaborative 
business simulation 
leveraging state-of-the-art 
SAP innovations

▪ The power of SAP S/4HANA with 
real-time embedded analytics and 
streamlined E2E processes was 
experienced

▪ Aspects of the ERP sim beneficial 
for the customer selected and 
prioritized

Customer has sketched an
individual product map to 
design the future

The incremental possible 
financial benefits of 
SAP S/4HANA are highlighted

Based on an outside-in 
point of view document SAP 
has created, potential benefit 
and valued drivers are 
discussed

Customer has the 
improvement potential and 
incremental capabilities of 
SAP S/4HANA identified

SAP S/4HANA Value Starter Engagement

What is the result?

▪ Engagements starting every 

week / second week with an 

SAP S/4HANA Simulation 

(half day)

▪ 2 half-days 1-2-1 customer-

specific, remote-delivered 

series of workshops over 

one / two weeks 

▪ Based on the welcome 

package, the "outside-in" 

view is continued in order to 

present the relevant (or 

specific) best practices for 

the customer

▪ Free-of-charge with active 

maintenance

▪ A transformation approach 
& start point is 
recommended

▪ Clear guidance on next steps to 
answer specific customer questions 
is given



SAP S/4HANA Value in Action:  
Customer X
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Value Starter Engagement (3 x ½ days)

Customer-specific 
point-of-view document

Process Discovery 
for SAP S/4HANA 
Transformation

Pre-populated customer-
specific product map

Pre-Populated outside-in 
value assessment

Plan the 
change

SAP S/4HANA 
Simulation 

Discussed with CustomerX, various 

elements of Vision through the PoV Link

2

Customer specific point-of-
view teaser  (Link)

INDUSTRY TRENDS 

& STRATEGIC 

PRIORITIES

BENCHMARKING KEY SOLUTION 

CAPABILITIES
KEY VALUE DRIVERS
• Reduce Complaints & Return Cost
• Reduce Days in Inventory
• Increase revenue from new 

products/Services

PROOF 

POINTS

Process Discovery Document highlights 
granular and concrete areas of Improvement

VLM Benefits case provided an initial estimate 
of benefits Link

1

3

Had a preparatory call with 
CustomerX to validate initial 
assessment and collect 
financial KPIs

4

6
7 Final Results Document Link

SAP S/4HANA Value Starter in Action: CustomerX

https://sap-my.sharepoint.com/:b:/p/gaurav_kathotia/EZSYxJtjBXRCi8UNNYMSbpsB0xl2CMhcSnO5lfxDJ5NSeQ?e=4%3awRZjoW&at=9
https://sap-my.sharepoint.com/:b:/p/gaurav_kathotia/ESX-WxVYNT1CpuSRwL56HbsBjdxf5XGeYhlPjTfHyVckkw?e=4%3aDE9J2V&at=9
https://sap-my.sharepoint.com/:b:/r/personal/marcus_funke_sap_com/Documents/____Move/___Status/20210415%20Content%20D%20with%20Sam/Great%20VSE%20examples/Grupo%20Charly/5%20Deportivos%20con%20Estilo_VLM_BenefitCase_final.pdf?csf=1&web=1&e=qYVF8n
https://sap-my.sharepoint.com/:b:/p/gaurav_kathotia/Eb46JHwRBEBDoIpn9v9nZJcBLooS5NkLgOWKzJ297n0K3A?e=4%3am5HrX8&at=9
https://sap-my.sharepoint.com/:b:/p/gaurav_kathotia/EVow6l4rQBNPui9YJuGhd1wBe3ymEVm9M8HKyJTE_BVmUg?e=4%3aE0VuE2&at=9


Summary and Q&A
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Talk to an expert sessions 

Customer-specific
analysis & content

• 360 Analysis (internal/external)

• Point of View Document

• Product Roadmaps 
(in SAP Transformation Navigator)

• Value Assessments 
(in SAP Value Lifecycle Manager)

SAP S/4HANA Value Starter Engagement

Key takeaways

… and all we ask is for our customers 
valuable time to understand how best 
to leverage the foundation ...

SAP S/4HANA Value 
Starter email to answer 
all questions 

Substantial 
SAP Investments

Guided 1-to-1 
engagement 

& support 

Digital Customer Journey Experience –
Q&A Knowledge-Base 
(SAP Customer Engagement Platform)

Relevant SAP S/4HANA 
customer references & 
proof-points

SAP S/4HANA Simulation Game experience
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William ‘Bill’ Bowers,  SAP SE

S/4HANA GTM & Solution Mgmt.

Global Head – Customer Value & Success

William.bowers@sap.com

+49 160 904 32611

mailto:William.bowers@sap.com


APPENDIX
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Define your priorities for the Intelligence Enterprise

What are your focus Lines of Business?

Need for 

differentiation

Happiness with 

the existing 

solution

Radicality of 

future change 

Cloud 

preference

Customization Drive for 

Innovation

RETURN
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Define your priorities for the Intelligence Enterprise

What are your focus Lines of Business?

RETURN



24PUBLIC© 2021 SAP SE or an SAP affiliate company. All rights reserved.  ǀ

CustomerX

RETURN
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Digital Supply Chain Procurement Excellence Customer-Centric MerchandisingOmnichannel Customer Exp.Omnichannel Marketing

• Commerce Management 

and Personalization

• Retail Store Management

• Omnichannel Sales Order 

Management

• Customer Service

• Customer Experience 

Management

• Single Customer View

• Consent-Based Marketing

• Marketing Execution

• Forecasting, Allocation, 

and Replenishment

• Omnichannel Inventory 

and Order Response

• Warehouse Management

• Yard Logistics

• Transportation 

Management

• Source and Contract

• Supplier and Risk 

Management

• Merchandise Buying

• Indirect Buying

• Invoice and Pay

• Merchandising 

Intelligence

• Product Design and 

Development

• Master Data Management 

for Merchandising

• Merchandise and 

Assortment Planning

• Pricing and Promotions

SAP business capabilities can enable 

CUSTOMER X Strategic priorities & Supporting Processes

01 / 02  – Remain focused on core competency by offering athletic apparels , Focus on achieving operational excellence and sustaining the ubiquitous brand equity

Click here for the Retail Products Shareholder Value Map 

… are enabled by 

SAP Business 

Capabilities …

… by driving 

maturity across 

best practices 

across Core LoBs 

& E2E processes

Strategic

Priorities …

CORE FINANCE

HR

03 – Emphasis on continuous improvement and achieve market growth by creating strategic 

agreements.

RETURN
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Benchmarking for Customer X Indicate Significant Value Potential as well

(Powered by SAP VLM)

Directional overview based on Peer set: Carter's, Inc., Lululemon Athletica Inc., PVH Corp., Ralph Lauren Corporation, V.F. Corporation, Hanesbrands Inc.

Source: S&P Global Market Intelligence. Data is normalized by S&P for comparative purposes and might not exactly match the financial filings of the companies.

Revenue growth (in %) Hanesbrands Inc. Lululemon Athletica Inc.-4.3 21

Operating margin (in %)
PVH Corp. Lululemon Athletica Inc.7.6 22.4

Cost of goods/services 

sold (% revenue) Hanesbrands Inc. Ralph Lauren Corporation61.6 38.1

SG&A expense (% of 

revenue)
Ralph Lauren Corporation Hanesbrands Inc.50.02 25.32

Days in inventory Hanesbrands Inc. V.F. Corporation132.5 101.1

KEY PERFORMANCE 

INDICATORS

Manage credit & receivables

Impact Areas for Customer X

Accelerate revenue growth

Cost control & margin improvement

BOTTOM QUARTILE TOP QUARTILE
IS Customer X LEADING OR 

LAGGING THE PEER SET

RETURN
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SAP S/4HANA Can Play An Important Role In Helping Customer X Drive Values across LoBs

RETURN
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Consumer Products Industry Shareholder Value Map Value Drivers: Impacted! Click here to view a comprehensive list of SAP 

S/4HANA driven Value Proof Points for 

LoB/Industries

Primary/Key 

Value Drivers 

&

Companies who

have realized value

JAPAN TOBACCO INTL.

Reduce Time to Market for new 

products

• 22%–30% Faster time to market for 

new high-quality, innovative products

EXIDE

Reduce customer churn

• 25% improvement in customer 

retention

ROYALSTAR

Reduce manufacturing cycle time

• Improve production and management 

efficiency and increase the rate of on-

time completion to more than 95%

WUHAN QIAN (Kengee Foods)

Increased Revenue Growth

• 25% Revenue growth due to 

improved process efficiency

New Revenue Streams

• 300% Increase in Online Revenue

EXIDE

Reduce service and support cost

• Upto 40% fewer warranty returns 

anticipated

TAT DUZEY

Reduce total logistics cost

• 2.5% decrease in macro logistics 

costs

CHERKIZOVO

Reduce scrap cost

• Reduce defect Rate to <1% due to 

consistent quality at every production 

stage in the consolidated production 

plan 

ILOLAY

Reduce scrap cost

• 1% Savings in scraps for raw 

materials, supplies, and packaging

NATURA

Increase order management FTE 

productivity

• 15.2% Increase in sales consultant 

productivity in one year. Can 

process 200 sales order requests 

per minute

ROYALSTAR

Improve on-time delivery 

performance

• Increase the rate of on-time delivery 

by 20%and improve the rate of on-

time arrival to between 90% and 98%

NATURA

Reduction of carbon footprint

• 3% Fewer carbon emissions through 

improvements across supply-chain, 

logistics, and production processes

Sustainability

• Using blockchain technology for  

transparent procurement & 

sustainable sourcing have helped 

Natura become one of the largest 

Certified B Corporations in the world

Improve Customer Satisfaction

• A better customer experience with 

secure purchasing and rapid delivery 

aided by “last-mile tracking”

Improved Decision Making

• Real-time data analysis supporting 

sales activities and helping satisfy 

customer demand more quickly

AGRIPAC

Improve Demand Forecast accuracy

• Mean absolute % error in demand 

planning reduced by 40%

THAI WAH

Reduce Days In Inventory

• 15% Reduction in inventory levels

GUANGZHOU SHUANGQIAO CO. LTD.

Reduce Days in Inventory

• Increased inventory turnover rate by 

30%, and reduced inventory cost by 

10%

ANTA

Reduce Days in Inventory

• 90% more efficient inventory

consumption thanks to automatic 

updates for a large number of orders

R&B FOOD SUPPLY

Reduction of un-planned downtime or 

outages 

• 80% of all maintenance actions now 

preventive rather than corrective

Impact Areas

Key Outcomes Realized

Revenue Growth Profitability Asset Efficiency Strategic-Other

Increased upsell and cross-sell opportunities,

Increased portfolio of Products/Services, New 
Revenue Streams, Reduced Time To Market

Enabled Intelligent and autonomous processes, 

Reduced Costs, Increased Sourcing Savings, 
Improved Sales Productivity

High cash conversion cycle 

efficiency, Improved uptime 

and asset utilization

Improved customer satisfaction, Reduced 

TCO, Improved Agility, Reduced Business & 

Technology Risk, Improved Decision Making

https://impact.s4value.com/
https://www.sap.com/documents/2020/07/004884fa-a17d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/09/36bce0bc-657d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/china/documents/2020/09/1466fde2-ae7d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2021/01/0276a7ef-c77d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/09/36bce0bc-657d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2018/07/1ac69064-117d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2020/08/24b8c1a9-a87d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2020/11/420161da-bc7d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2020/09/9a3afde2-ae7d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2020/11/420161da-bc7d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/11/26d3c106-757d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2018/10/4e753192-237d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2020/04/54bc7199-937d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2020/07/ba9c52f0-a17d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/08/82e4bde4-5f7d-0010-87a3-c30de2ffd8ff.html


29PUBLIC© 2021 SAP SE or an SAP affiliate company. All rights reserved.  ǀ

Primary/Key 

Value Drivers 

&

Companies who

have realized value

JAQUES

Reduce customer churn

• Scalability to provide customers with 

increased assortments, on-time 

delivery, and flexible payment methods

• 360-degree view of the customer 

across multiple touch points anticipated

• Introduced click-and-collect services 

and allowed customers to return online 

orders at the store of their choice

ONESTOP

Reduce revenue loss due to stock-outs

• Greater insights into operational retail 

data, such as precise stock 

assessments, to empower sales staff

FUTURE CONSUMER

Reduce time to market for new products

• Improved time to market

ZALORA

Reduce customer churn

• Better shopping experience led to 9% 

increase in Net Promoter Score over 

8 months

FJELLSPORT

Reduce inventory carrying cost

• 20% reduction in inventory  carrying 

costs

MONDOU

Reduce Total Logistics Cost

• Enhanced efficiency in sales and 

distribution –with warehouse 

workers able to get more done 

during peak demand periods, as they 

no longer need to wait on overnight 

batch reports

ZALORA

• Reduction of 500 basis points from 

general and administrative expenses 

as a percentage of annual revenue 

SPORTS BASEMENT

Reduce unplanned markdowns

• Targeted markdowns and 

promotions

SHARJAH CO-OP SOCIETY

Reduce inventory carrying cost

• 5 days Annual stock take time -

reduced from 3 weeks

ZALORA

• Process automation supports annual 

double digit growth

SPORT BASEMENT

• Near Zero Downtime

NESTOP

• 5-month implementation period

FUTURE CONSUMER

• Increased ability to contribute to 

India’s food sustainability

• 11 discrete business units acting as 

one

Improve Demand Forecast Accuracy

• 60% forecast accuracy 

improvement

Retail Industry Shareholder Value Map Value Drivers: Impacted!

I-D FOODS

Reduce days in inventory

• Stock optimization that aligns with 

forecasted demand, which will help 

reduce inventory levels, lower 

storage costs, and save space in 

Warehouses

Impact Areas

Key Outcomes Realized

Revenue Growth Profitability Asset Efficiency Strategic-Other

Increased up-sell and cross-sell 
opportunities, increased portfolio of 

products and services, new revenue streams

Enabled intelligent and autonomous 

merchandising process, Reduced 

process costs, increased sourcing 

savings, Reduced Markdowns

Reduced inventory levels, improved uptime 
and asset utilization, Employee Efficiency

Improved customer satisfaction, Reduced total 
cost of ownership, iimproved agility, Increased 
scalability, Reduced business and technology 

risk, Improved decision-making

Click here to view a comprehensive list of SAP S/4HANA 

driven Value Proof Points for LoB/Industries

RETURN

https://www.sap.com/documents/2019/07/8c67460a-577d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/07/8c67460a-577d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/07/8c67460a-577d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2018/03/06015f7d-f97c-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/07/8c67460a-577d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2018/01/e4d37756-f77c-0010-82c7-eda71af511fa.html
https://www.sap.com/documents/2020/03/18382d2c-8d7d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/07/8c67460a-577d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/02/6432377e-3b7d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2018/01/44471cc8-ea7c-0010-82c7-eda71af511fa.html
https://www.sap.com/documents/2019/07/8c67460a-577d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2019/02/6432377e-3b7d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2018/03/06015f7d-f97c-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/documents/2018/01/7a9b2c67-ed7c-0010-82c7-eda71af511fa.html
https://www.sap.com/documents/2018/01/7a9b2c67-ed7c-0010-82c7-eda71af511fa.html
https://www.sap.com/documents/2019/02/4e716382-3c7d-0010-87a3-c30de2ffd8ff.html
https://impact.s4value.com/
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When your ambition is to build the best 

outdoor retail outlet on the Internet, 

you’re aiming high. To reach that goal, 

you need the best possible solutions 

and business partners. With SAP 

S/4HANA and the Pearl Consulting 

team, we’re on the right track

-Eric Sandtrø, Founder and CEO, Fjellsport AS

Retail | EMEA

How Is a Cutting-Edge Digital Platform Helping Nordic Sports Lovers Get 
More Out of Their Favorite Gear Provider?
Fjellsport chose SAP S/4HANA®as its next-generation digital solution and worked with Pearl 

Consulting on the implementation. SAP S/4HANA adapts to the company’s growth goals and 

helps streamline its operations  processes, allowing Fjellsport employees to concentrate on 

superior customer service. As the first company in the Nordic region to go live with SAP S/4HANA 

in the cloud, Fjellsport is realizing higher profit  margins and better customer service. Working with 

Pearl Consulting,  the deployment was within budget and complete in just four months –putting 

Fjellsport on track for digital transformation

Fjellsport

Higher
Profitability margin

20%
Reduction in inventory  carrying 
costs

Real Time
Inventory information

Before: Challenges & Opportunities

• Migrate its current system to a scalable, in-memory solution that will  quickly support 

business processes

• Improve inventory visibility in order to manage seasonal products and to offer the right 

mix of sports equipment and clothing 

• Empower employees by providing them with the best digital tools

• Maintain high standards of customer service

• Desire to move from the existing SAP ERP application to SAP S/4HANA – with full logistics 

capabilities

• User-friendly  interface based on the SAP Fiori user experience 

• In-memory data fabric architecture in SAP S/4HANA, which uses smart data access technology to 

deliver accelerated business intelligence

• Building a Digital Transformation Strategy with SAP  S/4HANA

• Leveraging Granular analytics on marketing and product segments, down to the smallest details

• Better customer service experience, with quick employee access to clients’ profiles and account 

information

Why SAP?

Access the Reference Asset

SAP S/4HANA, SAP BW/4HANA, SAP Business Technology Platform,  SAP Cloud Platform, & Premium  Engagements services

Featured Story: Customers are Realizing Value
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Thanks to the joint efforts of SAP's 
specialized solution team and IBM Services' 
implementation team, ANTA has 
successfully upgraded its business 
landscape to SAP S/4HANA, significantly 
enhancing the performance and reliability of 
our operations.

-Donghai Chen, IT Head of ANTA Group, ANTA 
Sports Products Limited

Retail | GCH

Building a solid business engine for growth on a high-performing ERP
On a mission to infuse the sporting spirit of going beyond oneself into daily life, ANTA Sports 

Products Limited is a leading Chinese sportswear brand focused on customer-centric value 

retailing. The company designs, markets, and distributes high-profile global brands, including 

ANTA, FILA, DESCENTE, and SPRANDI, from its own stores and through retail partners. With 

the rapid growth of its business as the company pursued a multi-brand, omnichannel strategy, 

ANTA began to outgrow its legacy business systems. To support this strategy, the company 

needed to rebuild its operations on an enterprise-wide business management platform. To 

integrate multiple brands and connect its production, supply, sales, and finance value chain while 

supporting continuous retail transformation, ANTA needed to move to a next-generation ERP

SAP S/4HANA and SAP Integrated Delivery Framework

ANTA Sports Products Group CO., Limited

5x
Faster order scheduling

10x
More proficient physical inventory 

management

10x
More effective credit control

Before: Challenges & Opportunities

• Support rapid growth and solve system performance issues from the business volume generated 

from 100,000 stores by moving to a high-performing, enterprise-wide business management platform

• Integrate multiple brands and connect production, supply, sales, and finance value chain, while 

supporting continuous retail transformation 

• Optimize inventory management to enable systematic distribution, replenishment, and allocation

• Ability to support a multi-brand, multiformat, and multi-business model strategy with a next-generation 

business platform built on SAP S/4HANA, integrating business processes and financial management

• Access to SAP Integrated Delivery Framework, leveraging global and domestic expert resources to 

support a successful go-live

• IBM Services’ strong relationship with SAP and proven knowledge of SAP industry solutions, helping 

accelerate the move to a next-generation ERP

Why SAP?

Access the Reference Asset

Featured Story: Customers are Realizing Value
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No part of this publication may be reproduced or transmitted in any form or for any purpose without the express permission of

SAP SE or an SAP affiliate company.

The information contained herein may be changed without prior notice. Some software products marketed by SAP SE and its 

distributors contain proprietary software components of other software vendors. National product specifications may vary.

These materials are provided by SAP SE or an SAP affiliate company for informational purposes only, without representation or

warranty of any kind, and SAP or its affiliated companies shall not be liable for errors or omissions with respect to the materials. 

The only warranties for SAP or SAP affiliate company products and services are those that are set forth in the express warranty 

statements accompanying such products and services, if any. Nothing herein should be construed as constituting an additional 

warranty. 

In particular, SAP SE or its affiliated companies have no obligation to pursue any course of business outlined in this document or 

any related presentation, or to develop or release any functionality mentioned therein. This document, or any related presentation, 

and SAP SE’s or its affiliated companies’ strategy and possible future developments, products, and/or platforms, directions, and 

functionality are all subject to change and may be changed by SAP SE or its affiliated companies at any time for any reason 

without notice. The information in this document is not a commitment, promise, or legal obligation to deliver any material, code, or 

functionality. All forward-looking statements are subject to various risks and uncertainties that could cause actual results to differ 

materially from expectations. Readers are cautioned not to place undue reliance on these forward-looking statements, and they 

should not be relied upon in making purchasing decisions.

SAP and other SAP products and services mentioned herein as well as their respective logos are trademarks or registered 

trademarks of SAP SE (or an SAP affiliate company) in Germany and other countries. All other product and service names 

mentioned are the trademarks of their respective companies. 

See www.sap.com/trademark for additional trademark information and notices.
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Weitergabe und Vervielfältigung dieser Publikation oder von Teilen daraus sind, zu welchem Zweck und in welcher Form auch immer,

ohne die ausdrückliche schriftliche Genehmigung durch SAP SE oder ein SAP-Konzernunternehmen nicht gestattet.

In dieser Publikation enthaltene Informationen können ohne vorherige Ankündigung geändert werden. Die von SAP SE oder deren 

Vertriebsfirmen angebotenen Softwareprodukte können Softwarekomponenten auch anderer Softwarehersteller enthalten. Produkte 

können länderspezifische Unterschiede aufweisen.

Die vorliegenden Unterlagen werden von der SAP SE oder einem SAP-Konzernunternehmen bereitgestellt und dienen ausschließlich 

zu Informationszwecken. Die SAP SE oder ihre Konzernunternehmen übernehmen keinerlei Haftung oder Gewährleistung für Fehler 

oder Unvollständigkeiten in dieser Publikation. Die SAP SE oder ein SAP-Konzernunternehmen steht lediglich für Produkte und 

Dienstleistungen nach der Maßgabe ein, die in der Vereinbarung über die jeweiligen Produkte und Dienstleistungen ausdrücklich

geregelt ist. Keine der hierin enthaltenen Informationen ist als zusätzliche Garantie zu interpretieren. 

Insbesondere sind die SAP SE oder ihre Konzernunternehmen in keiner Weise verpflichtet, in dieser Publikation oder einer 

zugehörigen Präsentation dargestellte Geschäftsabläufe zu verfolgen oder hierin wiedergegebene Funktionen zu entwickeln oder zu 

veröffentlichen. Diese Publikation oder eine zugehörige Präsentation, die Strategie und etwaige künftige Entwicklungen, Produkte

und/oder Plattformen der SAP SE oder ihrer Konzernunternehmen können von der SAP SE oder ihren Konzernunternehmen jederzeit 

und ohne Angabe von Gründen unangekündigt geändert werden. Die in dieser Publikation enthaltenen Informationen stellen keine 

Zusage, kein Versprechen und keine rechtliche Verpflichtung zur Lieferung von Material, Code oder Funktionen dar. Sämtliche 

vorausschauenden Aussagen unterliegen unterschiedlichen Risiken und Unsicherheiten, durch die die tatsächlichen Ergebnisse von 

den Erwartungen abweichen können. Dem Leser wird empfohlen, diesen vorausschauenden Aussagen kein übertriebenes Vertrauen 

zu schenken und sich bei Kaufentscheidungen nicht auf sie zu stützen.

SAP und andere in diesem Dokument erwähnte Produkte und Dienstleistungen von SAP sowie die dazugehörigen Logos sind Marken 

oder eingetragene Marken der SAP SE (oder von einem SAP-Konzernunternehmen) in Deutschland und verschiedenen anderen 

Ländern weltweit. Alle anderen Namen von Produkten und Dienstleistungen sind Marken der jeweiligen Firmen. 

Zusätzliche Informationen zur Marke und Vermerke finden Sie auf der Seite www.sap.de/trademark.
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