SAP Hybris (V)

SAP Business Transformation Study | Industrial Machinery and Components | MTU | PUBLIC

How Do You Make Your Sales Pipeline Perform as Efficiently as a
Precision-Engineered Turbocharger?

Customers depend on the high-speed engines and propulsion systems for ships, power generation, heavy
land, rail, and defense vehicles manufactured by MTU. The product portfolio is owned by Rolls-Royce
Power Systems, which is headquartered in Friedrichshafen in southern Germany and employs around
10,000 people. Under the MTU Onsite Energy brand, the company markets diesel gensets for emergency,
base load, and peak load applications as well as cogeneration plants using gas engines for the combined
generation of heat and power. The company initiated a “sales excellence” plan to ensure that the business

had optimum clarity on upcoming projects and that the sales team has the information it needs to fully
understand customer requirements.

As part of its “sales excellence” plan, the engine manufacturer deployed the SAP® Hybris® Cloud for
Customer solution to establish a single platform for all customer engagement data. As a result, managers
have better visibility into the sales pipeline and sales teams can work more efficiently to serve customers
better with information at their fingertips. Furthermore, with a single source of data, the company is now in
a position to develop data-related projects that will deliver improved sales insights.
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MTU

Friedrichshafen, Germany

www.mtu-online.com

Industry
Industrial machinery
and components

Products and Services
High-speed engines and
propulsion systems

Employees
10,160

Revenue
€3.2 billion

SAP® Solutions
SAP® Hybris® Cloud for
Customer solution

Improving Data Transparency with

Engine manufacturer MTU wanted to enable more efficient monitoring of its global sales pipeline to
support its growth strategy. The company implemented SAP Hybris Cloud for Customer and improved
visibility of its customer data, providing better insights for managers and giving sales teams improved
access to the information they need to build strong customer relationships.

Before: Challenges and Opportunities

+ Establish a single platform for all customer data

* Increase visibility of the sales pipeline across the organization
* Improve access to customer details for sales teams

Why SAP

+ Straightforward integration with existing SAP solutions

+ Strong relationship with SAP experts

* Intuitive user experience, supporting rapid adoption

» Automatic quarterly software updates, reducing maintenance time

After: Value-Driven Results

» Improved customer service, informed by better access to details of specific project requirements

* Increased efficiency within sales teams, due to ready availability of customer information

» Better monitoring of leads and sales performance across the entire pipeline, enabling effective
sales management

» Strong foundation from which the company can pursue data-related projects in the future to improve
sales insights

“The short time frame for the activation of

that | didn’t dare promise in
the past. Now | know that it’s possible.”
Shirley Chua, IT Solutions and Global IT Support, MTU
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SAP Hybris

8 weeks

For the cloud-based deployment at
each site

470

Users worldwide within the first year

Increased

Insights into sales lead status and
team performance


http://www.mtu-online.com/
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© 2018 SAP SE or an SAP affiliate company. All rights reserved.

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 for additional trademark information and notices.


https://www.facebook.com/SAP
https://plus.google.com/+SAP
https://www.linkedin.com/company/sap
https://twitter.com/sap
https://www.youtube.com/user/SAP
https://www.sap.com/registration/contact.html
http://www.sap.com/corporate-en/legal/copyright/index.epx
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