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No Customer Left Behind - Supporting each
Customer’s choice on their Innovation Path
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The information in this presentation is confidential and proprietary to SAP and may not be disclosed without the permission of SAP.
Except for your obligation to protect confidential information, this presentation is not subject to your license agreement or any other service
or subscription agreement with SAP. SAP has no obligation to pursue any course of business outlined in this presentation or any related
document, or to develop or release any functionality mentioned therein.
This presentation, or any related document and SAP's strategy and possible future developments, products and or platforms directions and
functionality are all subject to change and may be changed by SAP at any time for any reason without notice. The information in this
presentation is not a commitment, promise or legal obligation to deliver any material, code or functionality. This presentation is provided
without a warranty of any kind, either express or implied, including but not limited to, the implied warranties of merchantability, fitness for a
particular purpose, or non-infringement. This presentation is for informational purposes and may not be incorporated into a contract. SAP
assumes no responsibility for errors or omissions in this presentation, except if such damages were caused by SAP’s intentional or gross
negligence.
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, which speak only as of their dates,
and they should not be relied upon in making purchasing decisions.

Disclaimer
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Agenda

Background on the SAP Customer
Evolution Team
Why and What is the SAP Customer
Evolution Kit?

Preparation activities & next steps



Background on the SAP
Customer Evolution Team
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Jointly with our ecosystem, we
deliver a tailored and

accelerated journey to the
Intelligent, Sustainable

Enterprise.

Our Vision and Mandate

Who is the SAP Customer Evolution Team?

We help existing SAP
customers define and

realize the next steps in
their business and IT

evolution.

We commit to leaving no
installed base customer
behind on their innovation

journey.
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What
Do We

Do?

Educate customers on
how to best leverage
their SAP investment

Listen and focus on our
customer needs and

provide prescriptive advice

Provide guidance on tools
and resources that are
included in investment

Work jointly with customers
to understand their priorities

and future state

SAP Customer Evolution – Our Focus is on YOU!



Why and What is the SAP
Customer Evolution Kit?
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What was the trigger for the SAP Customer Evolution Kit?

23 24 25 26 27 28 29 30 31 32 …

SAP ERP 6.0 EhP 6-8 Mainstream
Maintenance

SAP ERP 6.0 EhP 0-5
Mainstream Maintenance

Extended Maintenance Customer-specific Maintenance

Customer-specific Maintenance

https://blogs.sap.com/2022/09/20/maintenance-timelines-for-sap-erp-6.0/
https://news.sap.com/2022/09/new-sap-s4hana-release-maintenance-strategy/

https://blogs.sap.com/2022/09/20/maintenance-timelines-for-sap-erp-6.0/
https://news.sap.com/2022/09/new-sap-s4hana-release-maintenance-strategy/
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Extended maintenance (optional)

 Scope of support similar as in mainstream
maintenance.
 However, technical limitations and/or other

restrictions may limit delivery of
maintenance and support.
 Offered for SAP Business Suite 7 core

applications and related add-on products,
from 2028 to 2030, at an additional fee of
2% on the maintenance base for all
support offerings.
 Also offered for selected SAP S/4HANA

releases.

Customer-specific maintenance

Restrictions in maintenance and support
service scope apply, including:

 No delivery of legal changes and new
support packages

 No guarantee for technological updates,
e.g. no new kernel versions for new
database or operating system versions

 No support of new interfaces
 Customer-specific problem resolution for

known problems only; may include a fee
for solving new problems

 No service level agreements*

Mainstream maintenance

Full scope of maintenance and support,
including:

 Legal changes

 Support packages

 Problem resolution

 Global support backbone

 Mission critical support

 Service level agreements*

* As part of SAP Enterprise Support

21 3

What was the trigger for the SAP Customer Evolution Kit?
Three maintenance phases

23 24 25 26 27 28 29 30 31 32 …

SAP ERP 6.0 EhP 6-8 Mainstream
Maintenance

SAP ERP 6.0 EhP 0-5
Mainstream Maintenance

Extended Maintenance Customer-specific Maintenance

Customer-specific Maintenance
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Define your strategy

SAP S/4HANA Move: Accelerators and Tools

Deliver the futureMake the case Consider the options

Define your strategy

Make the case

Consider the options

Deliver the future

Target Group

Executive

IT

Business
Provides a quick and
simple way to measure the
potential value of SAP
S/4HANA for any business

SAP Business Value
Advisor

SAP S/4HANA
Manifesto
Handbook that summarizes
the combined experience
from over 5,000 SAP
S/4HANA migration projects

SAP Transformation
Navigator

SAP Readiness Check
for SAP S/4HANA
Fiori tool delivering overview
of potential SAP S/4HANA
landscape based on
customer-specific installation
data

Tailored recommendations
based on your current
productive system usage;
identify high-value business
scenarios

Business Scenario
Recommendation

SAP Innovation
Discovery Tool
Easily evaluate and discuss
innovations and features with
having both business and
technical information at a
glance

Offers SAP S/4HANA
specific code checks and
enables automated
adaption of custom code
with only a few clicks

ABAP Test Cockpit SAP S/4HANA
Migration Cockpit
Migrate data from both SAP
and third-party systems and
get step-by-step guidance
throughout the data migration
process

Generates proposals for
new interfaces and mappings
tailored for a specific
industry, country, and
business context

Integration Content
Advisor

Software Update
Manager
Combines the migration of
the system to the SAP HANA
database, conversion of data,
and software upgrade into
one single step

SAP Value Assurance

Deploy systematic approach
to accelerate your impl. on
premise or through a hybrid
approach with less risk and
reduces cost

Roadmap information from
different perspectives:
Product, solution, industry,
LoB, technology

SAP S/4HANA
Product Road Maps

SAP Best Practices
Explorer
Browse and consume SAP
Best Practices, which support
your implementation projects
with ready to run business
processes

Provides preconfigured,
ready-to-use and end-to-end
reference solutions for
different industries or LoBs
for new implementation

SAP Model Company SAP Fiori Apps Library

Overview of Fiori appl. by
role, industry, and more.
Upload list of transactions –
get Fiori analysis based on
your transactions

SAP S/4HANA
Community
Access structured in-depth
content on SAP S/4HANA
such as blogs, roadmaps,
best practices, and more.

Find your path to SAP
S/4HANA – Good overview
of conv. process and tools

openSAP CourseSAP S/4HANA Trials

Experience the benefits
of SAP S/4HANA first-hand
by taking  advantage of a
30-day trial

Legally relevant scope
documentation about what´s
in the core license and what
has an extra license

Feature Scope
Description

Simplification List

Technical view on important
changes in SAP S/4HANA
like depreciated functions,
replacements and mitigation

SAP S/4HANA
Comparison Videos
Witness how SAP S/4HANA
simplifies and accelerates
processes across LoBs
compared to SAP ERP

Clear guidance into the
SAP S/4HANA world,
based on customer
licensing landscape,
business value and IT
strategy
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Why SAP Customer Evolution kit?

WHY? WHAT? HOW? What makes the difference? This engagement…

…cuts down the workload for companies.

…is provided at no additional costs.

…is delivered remotely via 1:1 sessions by a
dedicated team.

…answers the questions why, what, and how.

…generates a customer-specific, actionable
transformation plan.

…significantly accelerates the adoption of
SAP S/4HANA.

What is unique about it?

High-touch efficient engagement helping SAP customers
get a comprehensive perspective on the key questions:
Why? What? How?

SAP
Customer

Evolution Kit

https://go.support.sap.com/innovationdiscovery/
https://msmproda7afccce3.hana.ondemand.com/Request/BSN/
https://help.sap.com/viewer/product/SAP_READINESS_CHECK/200/en-US
https://impact.s4value.com/
https://www.sap.com/documents/2019/05/44b3ebd5-4b7d-0010-87a3-c30de2ffd8ff.html
https://www.sap.com/products/roadmaps.html
https://rapid.sap.com/bp/
https://www.sap.com/services/implementation/preconfigured-industry-solutions.html
https://fioriappslibrary.hana.ondemand.com/sap/fix/externalViewer/
https://community.sap.com/topics/s4hana
https://open.sap.com/courses/s4h5
https://help.sap.com/doc/e2048712f0ab45e791e6d15ba5e20c68/latest/
https://launchpad.support.sap.com/
https://www.sap.com/services/implementation/implementation-pkg.html
https://support.sap.com/en/tools/software-logistics-tools/software-update-manager.html
https://community.sap.com/topics/abap-testing-analysis
https://blogs.sap.com/2017/07/05/starter-blog-for-sap-s4hana-migration-cockpit/
https://www.sap.com/products/cloud-platform/capabilities/integration.integration-advisor.html
https://www.sap.com/cmp/oth/crm-s4hana/s4hana-on-premise-trial.html
https://www.youtube.com/watch?v=zhAdO__hfXI&feature=youtu.be
https://go.support.sap.com/transformationnavigator/
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SAP Customer Evolution Kit - Target Audience

 ERP installed base customers
 Not live on SAP S/4HANA yet
 All customers with a valid Support Agreement
 Direct and indirect customers
 Indirect customers are requested to join with their

reselling or implementation partners
 Intended scope is business and technical focused

Customer Target Group Timing and Set-up

 Ideal timing is evaluation or early planning phase
(pre-license)

 Time bound, structured engagement
 1:1 SAP & customer sessions
 Multiple participants from a customer are welcome
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Customer-Specific
Point-of-View Document

Part of the welcome package:

3

Market Research
& Bot Mining

Solution
Value Data

Consulting Know-How
on Customer

Preparation &
Information Call
Customer engages with SAP
to investigate details about the
SAP Customer Evolution
kit and to set the focus
for the engagement.

SAP Customer Evolution Kit – What does the customer journey look like?

1

2

Process Discovery
for SAP S/4HANA

Customer-Specific
Product Map

Tailored
Business Case

Transition
Strategy

SAP S/4HANA Simulation

Framework SAP Readiness
Check Review

4

Handover
Session:

Case for Change

+ +

Get in touch with
your Account Team
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Session 4: WHAT?
Sketch the future based on
a prepopulated customer-
specific product map

Session 5: WHY?
Identify and quantify
financial benefit to establish a
Value Case for the SAP
S/4HANA Transformation

Session 6: WHAT?
Analyze software, infrastructure
requirements, functional
implications, custom code
adaptations and data
migration requirements in
advance

Overview of topics for the individual days

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

Session 1: WHY?
Experience the value
of SAP S/4HANA with
SAP S/4HANA Simulations
 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

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

SAP Customer Evolution Kit for SAP S/4HANA
What is covered?

powered by:
SAP Value Lifecycle Manager

4th half day

powered by:
SAP Readiness Check

Session 7: HOW?
Discuss transition strategies
and deployment options for
moving to SAP S/4HANA

One hour
session

Business

Stakeholders

IT

Closing Session
Wrap up and presentation of
final result document
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SAP Customer Evolution Kit - Outcomes

SAP S/4HANA Simulation
(3.5hrs)

Customer specific
Point of View Document

(1hr)

Process Discovery for
SAP S/4HANA

(2hrs)

Customer-specific
Product Map

(1hr)

Tailored
Value Case

(1hrs)

Readiness
Check review

(1.5hrs)

Transition Strategy
(1hr)
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Hands on experience of an S/4HANA productive system. Get to see the new
interface FIORI and real-time analytics

SAP strategy for your industry, trends, Move the Needle analysis with other
industry peers and customer success stories

Identify the potential of improvement in your company based on your
Process Performance Indicators

First draft of your future SAP landscape based on your current usage of the
system and suggested additional SAP products.

Customer specific Value Case based on the company financial information,
as the starting point to create a full business case afterwards. **

Review the readiness of your system to make the move. Simplification
items, compatibility assessment, customer vendor integration, custom
code and more.

Understand the different transition approaches that exist to move to SAP
S/4HANA and get a high level analysis for your company situation.

** Subject to customer sharing financial information to create the value case, otherwise, industry benchmark will be used for the session.

Closing session (1hr) : Executive summary and next steps
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Who Should Be Involved in the SAP Customer Evolution Kit?

From Customer From Partner (optional)
Logistics Lead (Business VP or
Director)

Account Team Representative

IT Lead (Enterprise Architect,
Infrastructure Lead, or Solution
Architect)

Engagement Manager

Finance Lead (Business VP or
Director)

Solutions Architect/ Solution Advisor

Key SAP users Business Process Consultants



Preparation activities & next steps
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Request your Process Discovery Summary Report
(http://www.s4hana.com/)
Link to: Process Discovery How-To Guide

Preparation activities
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SAP Note 2913617 is the leading SAP Note for SAP Readiness
Check.

Start by reading it completely before implementing.

 It is frequently updated with tips and changes, so stay up to date.

 The SAP Note explains in detail what data is extracted from your
system and how you can “review” it if you are interested in this
security-related information.

Bookmark this link to the SAP Readiness Check
application entry page:
https://rc.cfapps.eu10.hana.ondemand.com/

SAP Readiness Check

Preparation activities
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Next steps

Register for your own personalized SAP Customer Evolution Kit
delivery here:
https://webinars.sap.com/customer-evolution-kit/en/home -

Contact me!

Ashwin Mundkur
Senior Director
SAP Customer Evolution

SAP America, Inc.

Mobile +1 610-908-2309
E-Mail ashwin.mundkur@sap.com



Thank you.
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SAP SE or an SAP affiliate company.
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www.sap.com/contactsap

Follow us

https://s4hana.com/

