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What does it mean for Software Solution Providers? 
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Agenda 

Introduction 

·Introducing SAP 

Why are standards so important to the Industry? 

What opportunities does Industry standards provide to Software solution 

providers? 

But there are pitfallsé 

In Closing 
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Introducing SAPé 

(I know this is cruel) 

53,800+  
SAP employees worldwide 

120 
countries 

25 
industries 

37 
languages 

75 
country offices 

1,200+ 
services partners worldwide 
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It All Starts With A Solid Foundationé 
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SAP SOA Offering ï Technology, Content and 

Methodology to build Own Practices 

SAP SOA Offering 

Â 2,800+ enterprise services 

(via ES Bundles) 

ÂComposite applications/ 

Simple samples (available 

on EcoHub) 

Â SAP Value Scenarios 

Â ESR: Integration scenarios, 

process components, 

bsiness objects and global 

data types 

Â SAP NetWeaver: 

Enterprise Portal 

Â SAP NetWeaver 

Composition Environment 

Â SAP Enterprise Service 

Repository 

Â SAP NetWeaver Process 

Integration 

Â ... Etc. 

Â Training curriculum  

ÂñAccelerated 

Transformation to SOAò 

methodology 

Â Professional service 

portfolio 

Â SAP Custom Development 

Â SAP Discovery System 

Â Special matter expertise by 

SAP Consulting 

Business content 
Technological 

foundation and tools 
Enablement 
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What does this mean? 
System Architecture for eLogbook (SPEC2000 Chapter 17) 

Other EFB 

 Ground  

Systemé 

OEM or aftermarket 

Ground System Process 

Integration 

Enterprise 

Applications 

AIRMAN  

 

eFlight Ground  

System 

ERP 

BI 

XML 
XML 

XML 

ZIP 

Repository of  

All messages 

 

J2EE/ABAP 

Proxies 

BEGSS 

EFB 

http://www.rockwellcollins.com/
http://www.rockwellcollins.com/


© 2011 SAP AG. All rights reserved. 8 

Solution Overview 
SPEC2000 Chapter 9-5 RFID 

Serviceable  Unserviceable  

AIRCRAFT or HIGHER ASSEMBLY  

3RD PARTY / OEM  
MRO PROVIDER 

INHOUSE COMPONENT  
REPAIR SHOP 

STOCK 

SUPPLIER WASTE  
MANAGEMENT 

Inbound processing 

according to Logistics 

and Distribution 

Installation 

Quality Inspection and 

Removal 

Inbound processing 

according to Logistics 

and Distribution 

Component repair 

Scrapping 

Subcontracting with 

Outbound processing 

according to Logistics 

and Distribution 

Asset Tracking and 

Tracing 
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Airlines Business Segments 

MRO 

Airlines - Profit Center 

Independent MRO-service 

provider 

Passenger 

Network Carriers 

ñTraditional Scheduledò 

Low-Cost Carriers 

ñNo-Frillsò  

ñBoutiqueò carriers 

ñNo-Frills long-haul 

flightsò 

Charter  

Catering 

Contractual relationship 

between the airline and 

service provider; 

The services are offered 

depending on the flight 

plan of the customer; 

Service  provider provides 

all goods needed in 

flight, also non-food 

goods  

 

 

Logistics / Air 

Cargo 

All-Cargo airlines 

 Low ownership costs 

 Most modern and 

efficient aircraft 

Passenger Airlines ï Profit 

Center or marginal 

product 

Other Activities / 

Services 

Ground handling 

Retail (on flight sale) 

Consulting & Training 

Financing  

Leasing 
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SAPôs comprehensive Airlines Solution 

Customer 

Management 

Â360o view of the customer 

ÂAirline specific loyalty management 

ÂE2E customer lifecycle 

ÂCampaign management 

1 

Financial  & HR 

ÂImproved Business Insight,  

ÂSupport decisions for change 

ÂModeling; Plan-execute-review 

ÂCompliance & Sustainability  

ÂKnowledge & talent management 

ÂE2E employee lifecycle 

2 

Information  

Technology 
ÂImprove Operational Efficiency and Costs 

ÂOne Business Process Platform 

ÂPartner integration 

ÂEnterprise reporting 

4 

Customer Service 

Finance 

Sales 

Marketing 

HR 

Passengers 

M&E / MRO 

Planning 

Operations 

Travel 

ÂImprove Operational Efficiency and  

ÂCosts 

ÂCreate new opportunities 

ÂOptimized Supply Chain 

3 

Asset Management 

        MRO 
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SAP has a strong presence and commitment in the Airline 

Industry. 
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Customers and partners find synergies across all segments of the industry  

The entire Airline value chain runs SAPé 

Airline Operators Airline MRO 

Organization 

3P MRO  

Service Provider 

OEM MRO  

Service Provider 

OEMs 
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SAP Within the Main Airline Alliances 

One 

World  

Star Alliance  Skyteam  

http://www.oneworld.com/satellite/satellite.cfm?teamcode=ay
http://www.oneworld.com/satellite/satellite.cfm?teamcode=ib
http://www.oneworld.com/satellite/satellite.cfm?teamcode=la
http://www.oneworld.com/satellite/satellite.cfm?teamcode=qf


Why are standards so 

important to the Industry? 
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From the Industry 
What do SAP customers say?  

ñIT-enabled Aircraftò/òe-Enabled Aircraftò/òDigitial Aircraftò demands industry 

standards  

·Very, very few Airlines run single OEM fleet 

·Move away from propriety technologies & data exchange 

Electronic data interchange saves money 

·Faster Business Networks 

·Less errors 

·Less effort 

·Green 

·Safe 

·Improves dispatch reliability 

·Improved Aircraft turnaround 

·Improved customer service - IFE 

Standards are vital to ensure Security & Integrity 

·Hackingé 

Simplification vs. Stability 

·IATA SIS   
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Standards Strategy across domains 

Composition Platform  

Application  Platform  

Objects, Engines,  
and Components 

Business Process Platform  

SAP NetWeaver 

Composites  

A1S  

SAP NetWeaver 
Composition Platform  

Composites  

SAP ERP  

 

PLM  

SRM  

SRM  

CRM  

Enterprise  

Service 

Repository 

All standards are considered to be either (1) industry specific standards,  

 (2) technology standards or (3) application standards applicable to either SAP 

Business Suite, Application Platform or both 

Technology 

Industries 

Applications 

1 

2 

3 



Standards: Opportunities to 

software solution providers 
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Compliance to Standards (1) 
Standards Matter 

Helps to overcome the first hurdle in Sales cycles 

Competitive Advantage  

·Especially with Early adoption 

One solution fits all ï market as big as the industry 

Demonstrates industry presence 

Key measurement for Analysts to demonstrate 

ñOpennessò 

·ñSAP IS OPENò 

ñThe standard is not the best way to do something, it is the only way to do 

something.ò 

Old Mentor , CSC 
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Compliance to Standards (2) 
Standards Matter 

Customer satisfaction 

·Efficient Business Network Transformation 

·Agility 

·Lower Integration Costs 

·Lower TCO 

·Best Run Business Based On Leading IT Architecture 

Ą Today customers demand compliance to standards 

Partnering opportunities 

New Sales opportunities 

·Example: SAP Rapid Deployable Solutions 

·Partnerships 

ñ"Compliance," taken in all of its dimensions ï including compliance with 

internal policies, government regulations, industry regulations, and 

industry standards and best practices.ò 

Aberdeen Group,  

Sustaining Compliance - How I Learned to Stop Worrying and Love the Security Audit 
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Setting standards (Leading/Contributing) 
Standards Matter 

Mostly around Technology standards   

But also Industry standards where there is a need 

·Requires close collaboration with Industry, customers 

·Contribution based on experience from complete customer base, not just 1 customer 

Shows Thought leadership 

Helps to become ñTrusted Advisorò to Customers 

Early adoption leads to competitive advantage  
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Standards in SAP 

A directive from SAPôs Executive Board 

(2007) requires that proposals to 

participate in standards and open 

source activities be subject to a 

governance process 

The Standards Decision Board (SDB) is 

the body that approves proposals 
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Strategic 

Approach 

to 

Standards 

Woven 

Into  

SAPôs 

DNA 

Meet Needs 

and 

Requirements 

of 

Market 

Standards Group:  The 3 Pillars of Success 

Mission 
To Drive the Collaborative Definition and Execution of a Standards Strategy that Enables SAP to Best Serve SAPôs 

Customer's Needs and to Achieve SAPôs Top Level Mission. 

  

Â Business Process Platform Leadership 

Â Accelerating Innovation Powered by IT 

Â Economic Development on a Grand Scale 

Standards  

Become a  

Competitive  

Weapon for  

Salesforce 
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© SAP 

2008 / 

Page 

23 

SAP Standards Governance Process reviews and 

approves standards strategy proposals 

Strategy 

Execution 

Governance process protects and leverages SAP intellectual property assets and 

ensures alignment of standards strategy proposals across domains and platforms 

How will SAP  

make compliant  

products? Who  

will develop ï SAP 

or partners? 

Which existing 

(and emerging)  

standards will  

SAP products  

comply with? 

Which standards  

outcomes does  

SAP care about  

enough to invest 

sufficiently to lead? 

Standards  

Compliance 

Standards 

Leadership 

How will SAP try 

to achieve those 

outcomes? Who  

will engage? 

Industries Technology Applications 
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© SAP 2008, 

SDB 

Proposal / 

Page 24 

Standards Decision Board 
Proposal Overview 

Name Name Name Name 

Proposal GEPG SMS Coordinator Product Sponsor Executive Sponsor 

ÇOpen Source V 
 Business Analysis 

 

ÁDeviations from 2 x 2 quadrant defaults 

Áé 

 

 

ÁIP policy risks 

Áé 

 

ÇOutward CDG ÇStandards 

            Market Condition                         Interface Type  

DIFFERENTIATING 

TECHNOLOGY 

 FAVORABLE 

INDUSTRY 

SEGMENT 

NON-

DIFFERENTIATING 

TECHNOLOGY 

UNFAVORABLE 

INDUSTRY 

SEGMENT 

Technology Business Semantics 

T
e

c
h

n
o

lo
g

y
 M

a
tu

ri
ty

 

M
a

rk
e

t C
o
n

d
itio

n
 

 Intellectual Property Analysis 

V V 

Business Benefits 

Internal A2A 3rd Party A2A

B2B

 

ÁProvide background and summarize the proposal 

 

ÁExplain the business need for the proposal 

(Include why we should participate and why just 

implementing is not sufficient) 

 

 

 

 

ÁDescribe the business objective of the proposal, i.e. how it addresses the 

business need 

 

ÁDescribe the venue ï standards organization, open source community or 

Outward CDG (Include why we are not doing this via a Product CDG, 

which is under more direct SAP control) 

 

ÁSummary of the key activities 

 

ÁSummarize the business benefits, costs and risks of the proposal 
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Example: Banking ï SAP Teams with Customers to 

Provide an Industry Standard Solution for ERP 

 Seventeen founding members have launched BIAN. 
 

     ñBeing an active member of the Industry Value 

Network of Banks, Credit Suisse sees the 

creation of this association as significant 

milestone for not only ourselves, but for the 

industry as a whole,ò said Claus Hagen, head of 

Integration Architecture, Credit Suisse. "The 

association will create an open environment of 

members that begins with an idea and takes it 

all the way through to execution.ò 

Customer Focused Ecosystems at Work 

 

           SAP hosted the creation of an Industry Value 

Network, the output of which was rolled into a newly 

created standards organization called the Banking 

Industry Architecture Network (BIAN).  BIAN focuses 

on application to application interoperability for the 

Banking Industry. 

 

           The vast majority of banksô enterprise software today 

is built in-house. SAP is actively supporting BIAN and 

working hand in hand with their customers to deliver a 

standard framework architecture for the banking 

industry and packaged applications. 

 

Benefits for Our Customers 

 

1. Lower Integration Costs 

2. Higher Reliability 

3. More Agile Business Networks 

4. Standard Packaged Software (Lower 

TCO) 

 
·   

BIAN 
SAP 

ESC 

Publicly 

Available 

Repository 
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Key Elements of SAP Approach 

Standards Enable Efficient Business Networks 

SAP takes a holistic view of standards where business value is 
the primary driver 

SAP is fully committed to and drives standards that provide for 
increased system interoperability as this is the foundation of 
Enterprise SOA 

SAP key initiatives to improve interoperability between 
information systems 

 

Á Opening up SAP solutions to enable business-to-business collaboration processes 
through Web services with Enterprise SOA 

Á Leverage UN/CEFACT core components (CCTS) as the common methodology for 
SAP, standards organizations and others  

Á Drive convergence of manufacturing business standards in OAGi addressing both 
discrete and process industries with one common library of messages 

Á Support and promote the use of Web Services standards as the preferred means of 
data exchange using Enterprise SOA (W3C, OASIS, WS-I, OMG) 
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Trends towards Convergence  

The Aim: Semantic Interoperability 

Business  

Partners  

Customer  

Partner 

100s of .orgs  

Market- 
place 

http://www.ifxforum.org/ifxforum.org/index.cfm
http://www.mddl.org/
http://www.ism.ws/index.cfm
http://www.opcfoundation.org/index.htm
http://www.opentravel.org/opentravel/index.cfm
http://www.api.org/faeb/index.html
http://www.twiststandards.org/twist.html









