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Key Outcomes/Objectives
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* Learn how to build Ariba
Business Case

* Key pain points

* Where to Start from ?

* Key business benefits
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e NS at a Glance

* Key Pain Points
 Qur Approach
e Recommendations

e Solution Approach ’
e Roadmap and Implementation Plan
* Key Business Benefits




Norfolk Southern at a Glance

Norfolk Southern Corporation is one of the

worlds' premier transportation companies. \ =
Norfolk Southern Railway subsidiary DMu—h BT
operates 19500 route miles in 22 states and LSRN @l S
the District of Columbia, serves every major gs ty | i
container port in the eastern United States, el

and provides efficient connections to other L Gy

rail carriers.

« 160 + years old company D"Sh;pt e

e Total Assets (2017) : 36.03B m

*  Number of employees : 30,943
* We add ~ S 2B assets every year
e Employees: ~ 30,943




RFx process in SRM does not meet business standards/needs
SAP will stop supporting SRM system in 2025

— Improving RFx in SRM would be waste of time, effort, and money

SAP will stop supporting e-Sourcing system in 2020

SAP Ariba includes both RFx and Forward Auction processes that could
potentially suit business needs |




Our Approach to Design Methodology

Hold Project Kick
Off Meeting.

Review project
scope and
process, NS
goals/objectives,
roles &
responsibilities.
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project
management
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High Level Summary -Recommendation

. implement Arba Sourting and Contracts (Services) Implementation Start 7/18

Phase 1 e i L Go Live 1/19

© Usize Anbia for Source 1o Settie for Services Spend

~ Remove SRM from Landscape Implementation Start 3/19
. Move 1505, Matbrial & S1ock Transpor purchasing process.

Phase 2 Bekeis Go Live 7/19
- Indegrate ECC with Anba Catalogs

~ Real-tme integration from Buyer queue 10 Ariba RFP

| Utilze SAP Anba Guided Buying for Material flems and Free text 'mplementaﬁon Start 10/19

- mws::pmcnbm Hana due to custom ISOS requirement Go Live 1120- in Conjunction

~ Utilize $/4 Hana Extended Procurement for Buyer Queue .

. Ubikze Aba Sourcing and Contracts with S4 Hana for Procurement

ASUG




High Level Summary -Recommendation

o Animplementation approach that’s focused on “quick wins” with eye on building some of the foundational Source to Pay
elements for the 2020 S4 program

Focus on implementing Ariba Strategic Procurement components that are less dependent on backend ERP

Start realizing some of the Ariba business benefits upfront

Lay solid foundation for future tactical work and improve End User shopping experience by implementing Catalogs
Minimal disruption to end users and backend operations

Mitigate IT and Business resource constraints by reducing the overall workload and by utilizing Ariba expertise
Blend Ariba Best Practices and proven Ariba Activate Methodology for an Agile Cloud implementation

o Ariba On Demand solution scope includes :

Ariba Sourcing
Ariba Supplier Life Cycle Management (Supplier Self Service & Supplier Onboarding)
Ariba Supplier Risk

Ariba Catalog




Business Process and Technology Design

4 f Source & Contract > n Request & Buy > % Invoice & Pay >

‘Supplier Management

\ \
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Strategic Transactional




Find goods and services

I/ Telecom Equipment Markeling Services

Safetly Equipment Equipment Maintenance

Creale request

Open requests

PRI123

Cleaning service

aning so

by 112 in buikding 3 rec

0 carpol CRaning semnioa 0or

2 in Oiking 3 recaptn

G Approva

PRI Cromres
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Direct Material and Free Text Shopping Carts

Keeping SRM for Shopping Carts & SOCO

*+  Implement Ariba Network

* Implement SAP Ariba Catalogs and Integrate to SRM

+  Utilize SRM Sourcing Cockpit and Shopping Carts

* Implement Ariba Sourcing RFX functions (manual, no integration to ECC/ERP)

Ariba Network

SAP Ariba Buying
and Invoicing

SAP Ariba Sourcing & REX
Contracts
SAF SRM Shopping

Cart

&

Cockpit
SAP I
ERP

Sourcing




Services Procurement Workflow w/Invoice vs
Contract

Ariba Network

SAP Ariba Buying Contract [ Shopping LAdLLLL
and Invoicing Catalog Cart

SAP Ariba
Sourcing

pwar | gproval I R

SAP Ariba ws Contract

Confracts Terms

y
e m W mom
ASUG




Long term Recommendation with S/4

Long term Recommendation — AP in S4 Hana
= Utilize Ariba Network
=  Utilize SAP Ariba Guided Buying for Material items and Free text Shopping Carts and

Approvals
= Send approved shopping cart to S4 Hana due to custom ISOS requirement

=  Utilize Ariba Sourcing and Contracting

Ariba Network

SAP Ariba Buying Shopping el el
and Invoicing Cart

SAP Ariba REP
Sourcing
h 4

SAP Ariba Contract
Contract Workspace

to Date Pricin

I Pricing Yes




High Level Roadmap

a3 ] a4 J a1 | @2 | @3 | a4 |

6 wks 14 wks

Strategic : 2o ol
Ongoing Value Realization

Phase 1 1 NS
Contracts, SLP : A
Ongoing Value Realization
17 wks
Commerce Automation & Ariba Catalog Drive Supplier Adoption (Direct/MRO Spend
wISRM Only)
24 wks
Drive Supplier Adoption
Guided Buying ,Contracts Terns and Services (Services Spend)

SRM Replacement, "

Phase 2 Ariba Catalog Ongoing \{alue
wiECC Ariba RFP Realization

Phase 3

Value Drivers

Price Reduction

« Conduct More Competitive Sourcing Events ~ Equip buyers
with better tools to foster more competition — enriched spend
data, discover new suppliers, conduct reverse auctions, etc.

» Time - A more efficient toolset to free up more time for Buyers
to execute more/better sourcing events

» Upskill/Scale - Toolset that leverage best practice,
commodity-specific forms/templates

Compliance

= More catalog purchases

+ Less negotiated savings ‘leakage”

Price Reduction

* More user initiated 3 bids/buy

 Leverage Anba's e-marketplace for tail spend

Productivity

*» Free up Buyers' time; vendor look-ups, 3 bids/buy, inquiries,
supplier catalog maintenance, sevice entry sheets, etc.

« 100% PO/invoice automation, phase out SUS

« Lower supplier switching costs, better collaboration & reporting

ASUG




Draft Implementation Plan (For illustration)

Workstream / Wk # 3 ] 7 9 11 13 15 17

Program Management: Process/User/Supplier Enablement,

Program Mgmt
- € Capabilities Development and Performance Management

Cutoyper
Sourcing Architect Sourcing Templates | Build Test *

Design Supplier Cutover
Supplier Management (Onboarding/ *

OffBoarding) Process

Hyper Care

. ; Enrich
Risk [:,E:::;:ik Data Cutmre* Steady State Risk Monitoring

Setup Catalogs ,Test &

Catalog Data & Integ Planning E—

i Initial move to Production+golive support




How Do you Define Success ?

11%
“The organization can sustain the .
1% technology” 28% |
: ° o “The technology functions as
“The implementation is planned”
smooth”
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“End-User Adoption is widely
achieved”




Business Benefits

Immediate Sourcing/Procurement Benefits
» Strategic Sourcing Initiatives (Replace spreadsheets, email bids, etc.)

e Services Procurement N Bids & Buy —user friendly process
» Supported ECC/Ariba Integration

Supplier On-boarding/Management/Risk
e Shift onus of collecting information to the suppliers

Stop de-centralized RFPs

Auditable Process

Centralized Sourcing Knowledge Repository
Identify Savings faster

Frees up sourcing team for value added work

Certify Suppliers by Location, Material Group, Business Unit
Much more granular than current process

Safeguard NS from untoward disruptions due to supplier risk exposure




Take the Session Survey.

We want to hear from
you! Be sure to complete
the session evaluation on
the SAPPHIRE NOW and
ASUG Annual Conference
mobile app.




Presentation Materials

Access the slides from 2019 ASUG Annual Conference here:
http://info.asug.com/2019-ac-slides



http://info.asug.com/2019-ac-slides

Q&A

For questions after this session, contact at Krishna.Pathak@nscorp.com



mailto:Krishna.Pathak@nscorp.com

Let’s Be Social.

Stay connected. Share your SAP experiences anytime, anywhere.
Join the ASUG conversation on social media: @ASUG365 #ASUG

You




