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Communication

Governance

Technology
� Fully integrated 

BI environment

� Strategic weapon 

used by business for 

strategy and decision 

making

� Level up to new BI 

maturity with 

existing 

infrastructure

� Address customer 

pain points using 

integrated, 

consistent user 

friendly solutions

� Implement Data 

quality and 

governance 

measures across all 

functions.

� Synchronize world 

class analytics with 

business logic

Short-Term (ongoing)Short-Term (ongoing)

Mid-Term (Q4-2013)Mid-Term (Q4-2013)

Long-Term (2015)Long-Term (2015)

� Identify gaps & 

transform existing 

environment

� Define focus and 

customer target 

group

� Establish good 

data quality and 

data governance 

processes

Roche Business Intelligence

Our Vision & Strategy



Roche DIA situation in 2011

• All Global Planning Solutions based in SAP:

– SAP Integrated Planning

– SAP Business Planning and Simulation

• Main  pain-points:

– Performance problems

– Rigid technology

– Highly complex solutions

– Low end user satisfaction



1st Project Background
Sales Planning

Local Sales Planning at Diagnostics S&D Affiliates back in 2011:

� No global Sales Planning tool available

� Only a few big countries have dedicated planning resources and tools

� Current used tools often not user-friendly and cumbersome

� Sales Planning process not focused from a materiality perspective

� No guidance for inexperienced planners

� No support for Affiliates being short in resources

Therefore a new IT solution became necessary .

Project name:  Best Practice Sales Planning



Summary of IT Features
� based on the business requirements

The selected tool / vendor must:

Handle typical standard planning requirements.

Handle complex planning requirements, heavy formulas, high data volume.

Provide «out-of the-box» solutions for easily and fast coverage of requirements.

Be flexible to implement and enhance.

Be fully integrable into our existing SAP BI environment (CPM Integration).

Ensure excellent performance.

Ensure Roche DIA IT Architecture fit.

Ensure an adequate support for a company like Roche DIA.
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Weighted Criteria Matrix



Summary Benefits Analysis
Weighted Criteria Matrix : Graphical Results 

- IBM TM1 scored higher in most 

criteria

- TM1 has better tools to enhance the 

End-User Interface

- TM1 has more out-of-the-box 

features to cover business 

requirements

- Both solutions will present 

challenges for CPM Integration

- Performance is expected to be 

remarkably better in TM1. 

- SAP will most likely run into 

performance issues.

- SAP BPC installations tend to take 

double the time to implement

- SAP will not be ready with a 

mature product in the next 2 to 3 

years.



Conclusions
IT BI Recommendation

Select IBM TM1 as the planning tool for BPSP 

-Do not take the risk of performance issues with SAP BPC

-Provide the End-user with a reliable, performant and low-training solution

-Focus our efforts on the BW / CPM integration instead of building features in SAP 

BPC. 

- Commitment from IBM to bring the best experts to integrate TM1 into our 

current landscape.

-Possibly leverage other Roche DIA existing planning solutions in the near future; 

decrease the Total Cost of Ownership  and increase the Return on Investment.
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The Target Distribution 

initiates the Annual Sales 

Planning Process by breaking 

down the Target Growth 

Target to PL3 (and PL4 

optional).

Target Distribution

Based on historical 

information, various planning 

types serve as a solid 

foundation for a bottom-up 

Sales Planning.

Annual Sales Plan

Based on the committed 

Annual Sales Plan a more 

detailed break-down in 

monthly figures is derived. 

Validation against historical, 

as well as benchmark data 

makes for a robust plan.

Monthly Sales Plan

BPSP Sales - Major process steps

The overall process contains three major phases:



Target Distribution Sales Planning

BPSP Sales - Process Overview TP 

Sales Planning breaks down the annual sales target to profit centers on a monthly basis. The plan 

is reviewed and validated against aspired growth targets and benchmark data.

Simulate Plan

Proposed 

Annual Sales 

Plan

Review Annual 

Sales Plan

Final Annual 

Sales Plan

Final Monthly 

Sales Plan

Target

Growth

Distribute 

Target
Plan Full Year

Plan Monthly 

Split

Adjust Annual 

Sales Plan

Validate Annual 

Sales Plan

Adjust Monthly 

Sales Plan

Validate 

Monthly Sales 

Plan

Instrument 

Planning

Grouping

Propose 

Planning Types



BPSP Tool Preview

Historical Reference dataHistorical Reference data

Flexible selection of Planning Types on 

PL3, PL4, PL6 or individual PL6-Groups

Flexible selection of Planning Types on 

PL3, PL4, PL6 or individual PL6-Groups

Save Sales Plan Versions and 

compare e.g. Best-,& worst 

cases

Save Sales Plan Versions and 

compare e.g. Best-,& worst 

cases

Top-down and Bottom-up Planning    

types for every kind of business

Top-down and Bottom-up Planning    

types for every kind of business



BPSP Highlights at a Glance

Flexibility through modular approach

Various Types of Sales Planning
Over11 Planning types meets country-specific 

Planning approaches.

Historical Analysis
Analyze historical Sales Data for identifying 

trends and validating Sales Plans.

Version Handling
Integrated Document Management system to 

retain the clarity over all Sales Plans.

Transparent Documentation
Assumptions, exceptions or just comments 

helps to understand Sales growth factors.

Planning by Territory
Break down Planning responsibilities to BA, 

Region or Sales Team levels.

Individual Grouping of PL6
Create own planning-friendly Product 

hierarchies

according specific local needs.

Validation & Review Reports
Create individual reports for Sales Plan 

comparisons and Review sessions.

Performance
Newest In-memory technology proved faster 

and more flexible Sales Planning.



Some figures:

• 1st Phase:

– External consultancy: 300 man-days effort

– Project duration:  13 months

– End Users: 150

– Countries: 7

• 2nd Phase:

– External consultancy: 450 man-days effort

– Project duration:  10 months

– End Users: +200

– Countries: +16
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Lessons learnt

• Intial effort estimations always tend to fall too short

• Integration effort into Roche IT Landscape was understimated

• Reserve time for fine tunning the solution

TM1 is an open box, very powerful and flexible,                 

when correctly modelled,

one can achieve great results in short time-frames.



Current Planning Projects

BPSP
Best Practice Sales Planning

Phase III

BPSP for Finance
CoGS / CapEx / CC / Period Costs / P&L

Business Plan

Note: Iconography not official yet.

LifeCycle Simulator
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