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About the Speakers

Kalyan Pabbisetti

• SVP, Digital Services, Ameri100

• 15+ years in SAP & Digital space. 
Worked for Merck, Energizer as 
an IT Director prior to 
consulting

• Travelled to 14 countries so far. 
Would like to cover 15 more by 
2025

Alan Schneider

• Sr. Director Business Solutions, 
Callaway Golf

• 16 years at Callaway

• 20+ Years in SAP Solutions

• Always get asked if I’m a golfer –
I say no but I enjoy golfing.



Key Outcomes/Objectives

1. Plan for an S4 HANA Fashion & Commerce program

2. Implementation approach to reduce risk

3. Lessons learned



Agenda

• About Travis Mathew & Callaway Golf

• Business Outcomes

• Sales Channels

• System Architecture

• Project scope & Approach

• Lessons learned



✓ Founded in 1982
✓ Global Leader in advanced golf technology 
✓ Callaway Golf consists of 5 powerful brands

✓ Callaway
✓ Odyssey
✓ OGIO 
✓ TravisMathew
✓ Jack Wolfskin

✓ Callaway brands offer golfers all over the world 
everything they need – clubs, balls, bags, apparel, 
footwear, bags, accessories – to play better and enjoy 
the game more

Callaway at a Glance



✓ Founded in 2007

✓ TravisMathew draws its inspiration from all 
aspects of Southern California culture and 
lifestyle. 

✓ Focus on making premier men’s apparel for 
work and play has cemented our foothold in 
the sportswear world. 

Travis Mathew at a Glance



✓ Enable Travis Mathew to grow by 
✓ Offering Omni-channel features to Consumers 

✓ Powerful ERP to scale and expand

✓ Business integration

✓ Build platform for apparel business to fuel Callaway's 
growth

Business Outcomes



Wholesale Channel – Will run on S4 HANA Fashion 1809



E-Commerce Channel – Great UX & Omni Channel features on SAP Commerce (Hybris)
- Screenshot is from our current/legacy site



✓S4 HANA Fashion 1809
✓GK Point of Sale*
✓Integrated with SAP CAR*
(Customer Activity Repository)

✓Company owned & Operated
✓10 Stores & Growing
✓Support Omni-Channel

Retail Channel

Systems

* Implemented by another partner



System Architecture

OTC PTP RTR

Consumer E-Commerce Hybris

Crowd Twist*
(Loyalty)

Paymetric*
(Credit Card)

Interface

WM

Listrak*
(Marketing)

Vertex*
(Tax)

CAR*

Retail POS*

Third party tools

Webdam
(Content)

SVS*
(Giftcard)

*Projects by other Partners

UPS*
(Shipping)

Fit Analytics*
(Size)

Loquate*
(Address Ver.)



Phased Approach to minimize risk

- Minimize risk by 
piloting with 
corporate store 

- Launch S4 for retail, 
with few users

- Users have 4 months 
to get used to SAP, 
and to go through 
Change 
Management, 
before wholesale & 
ecommerce launch



Program Management



S4 Work Streams

PMO

Order to Cash
• Wholesale
• Retail
• E-Commerce

Finance Procure to Pay

Conversion*

User Experience (Fiori)

Training*

Warehouse 
Management



- Standard functionality
- Standard (90%)
- Custom Enhancements (10%)

Key Points

- Callaway IT is a mature SAP Shop. Had heavy 
involvement in the project, and supported Travis 
Mathew Project users.

- Project Team Composition
- Small project team
- 70% of team based in India

Standard vs Custom



- Business Partners
- Pricing
- Sales Seasons
- Segmentation
- Sales Order Processes Standard Order Process
- Outside Event Order Process
- Embellishment Order Process
- No Charge Order Process
- Returns
- Credits
- Debits

Order to Cash
11 Main Scenarios
65 Sub-Scenarios

Order to Cash



- Master Data -Vendor Master
- Master Data -Article Master data
- Master Data -Release strategy
- Direct Material Invoice Process
- Determine VAS for Purchasing
- Distribution Order Process
- Store replenishment STO
- Subcontracting Order Process
- Demand Planning
- Allocation
- Process Retail Pricing
- Direct Material Invoice Process

Procure to Pay
12 Scenarios

Procure to Pay



- GL accounts
- Cost centers
- Profit Centers
- PTP Integ
- OTC Integ
- Assets
- Planning
- Article Cost Planning 
- Month End

Finance
9 Scenarios

Finance



- Stores replenishment
- Customer Returns
- Return to DC
- Store to Store
- Without ABC classification
- Wall to wall count

Retail in S4
6 Scenarios

Retail



5- Reports
15 - Interfaces
10 - Conversions
22 - Enhancements (Embroidery Subcontracting)
15 - Forms

RICEF
67 

RICEF



Keys to Success

Partnership with SAP 
Fashion team

Met SAP Fashion support team in Bangalore along with 
Callaway IT leadership team in Nov 2018



- We could have put a little more effort into planning across teams and technologies
- An omni channel project is really a combination of many projects with multiple 

vendors
- S4 HANA – Ameri100
- Hybris – Ameri100
- GK POS & CAR 
- Tax (Vertex)
- Elastic (B2B Sales Tool)
- Payment Card (Paymetric)
- Transportation Management (Ship ERP)

- We could have integrated more corporate users into the project earlier.
- Balancing local needs with corporate goals.

Lessons Learned



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.



Access the slides from 2019 ASUG Annual Conference here: 

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

Presentation Materials

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


Q&A
For questions after this session, contact us at [email] and [email].



Let’s Be Social.
Stay connected. Share your SAP experiences anytime, anywhere. 

Join the ASUG conversation on social media: @ASUG365 #ASUG


