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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. 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 document or any related 

presentation, or to develop or release any functionality mentioned therein. This document, or any related presentation 

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 

document is not a commitment, promise or legal obligation to deliver any material, code or functionality.  This 

document 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 document is for informational 

purposes and may not be incorporated into a contract. SAP assumes no responsibility for errors or omissions in this 

document, except if such damages were caused by SAP´s willful misconduct 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. 

 

Legal disclaimer 
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Agenda 

• What is the Business Scenario Recommendations (BSR) report for SAP S/4HANA? 

• How to request a BSR for SAP S/4HANA? 

• How to read the report? (Including demo) 

• Q&A 
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SAP S/4HANA – Designed to Reimagine Business 

Reimagined  

business models  

Simplicity to connect to people, 

devices, and business networks 

Reimagined  

business decisions 

Simplicity to get any insight from  

any data from anywhere 

Reimagined 

business processes 

Simplicity to focus on the essential tasks 

and change business processes 

SAP 

S/4HANA 

But how can you find out how  

SAP S/4HANA can add value for you? 

Business scenario 

recommendations  



© 2016 SAP SE or an SAP affiliate company. All rights reserved. 5 Customer 

Discover Business Improvements Enabled by SAP’s Innovations 

 Business Scenario Recommendations for SAP S/4HANA 

Description 

 The business scenario recommendations report identifies the 

most valuable digitized business scenarios – running on SAP 

S/4HANA – based on your current ERP usage information. 

 Delivered by SAP Support 

Benefits 

 You can browse the report by line of business and review their 

individual business scenario details and benefits. 

 It explains the business context, challenges addressed, values, 

business drivers, innovation provided by SAP HANA and SAP 

Fiori, and so on for every recommended business scenario. 

 It includes high-level technical prerequisites, information on 

how to implement SAP S/4HANA, and much more. 

www.s4hana.com » 

http://www.s4hana.com/
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Agenda 

• What is the Business Scenario Recommendations (BSR) report for SAP S/4HANA? 

• How to request a BSR for SAP S/4HANA? 

• How to read the report? (Including demo) 

• Q&A 
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Business Scenario Recommendations for SAP S/4HANA 

Request Process 

Step 1 

Visit the  

BSR Web site 

www.s4hana.com 

http://www.s4hana.com/
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Business Scenario Recommendations for SAP S/4HANA 

Request Process 

Step 1 

Visit the  

BSR Web site 

www.s4hana.com 

Step 2 

Register for the report and 

upload your ERP system 

data. 

http://www.s4hana.com/
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Business Scenario Recommendations for SAP S/4HANA 

Request Process 

Step 1 

Visit the  

BSR Web site 

www.s4hana.com 

Step 2 

Register for the report and 

upload your ERP system 

data. 

Extract SAP transaction usage: 

• Extract the list of used SAP transactions from your 

production system collected by workload monitor (ST03N) 

• Detailed described in How-To Guide: 

http://www.s4hana.com/how-to-guide  

 

http://www.s4hana.com/
http://www.s4hana.com/how-to-guide
http://www.s4hana.com/how-to-guide
http://www.s4hana.com/how-to-guide
http://www.s4hana.com/how-to-guide
http://www.s4hana.com/how-to-guide
http://www.s4hana.com/how-to-guide
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Business Scenario Recommendations for SAP S/4HANA 

Request Process 

Step 1 

Visit the  

BSR Web site 

www.s4hana.com 

Step 2 

Register for the report and 

upload your ERP system 

data. 

Step 3  

Receive a  

confirmation e-mail. 

http://www.s4hana.com/
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Step 4 

Have the report generated and 

delivered to the requestor and 

the customer’s account executive 

within approx. five business days. 

 

Business Scenario Recommendations for SAP S/4HANA 

Request Process 

Step 1 

Visit the  

BSR Web site 

www.s4hana.com. 

Step 2 

Register for the report and 

upload your ERP system 

data. 

Step 3  

Receive a  

confirmation e-mail. 

http://www.s4hana.com/
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Agenda 

• What is the Business Scenario Recommendations (BSR) report for SAP S/4HANA? 

• How to request a BSR for SAP S/4HANA? 

• How to read the report? (Including demo) 

• Q&A 
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Business scenarios 

including simplified 

and optimized 

scenarios 

Number of transaction 

matches 

Simplified business scenarios 

Business Scenario Recommendations for SAP S/4HANA 

- Executive Summary - 
Business scenario recommendations for SAP S/4HANA 

Relevance calculation 

based on number of 

relevant transactions 

and their performance 

statistics 
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Link to Solution 

Explorer  

Business Scenario Recommendations for SAP S/4HANA 

- Business Scenario Details - 

New  section: SAP Offering 

Icons for more easy 

understanding 

Link to full 

transaction list in 

appendix1).  

1) Note: The number of transactions displayed for a business scenario indicates the number of transactions, used by a customer, that match the respective business scenario. This is NOT a list 

of improved transactions as in the former BSR for Suite on HANA. 

The BSR for S/4HANA is about new and improved business scenarios in SAP S/4HANA, not just about improved transactions! 



© 2016 SAP SE or an SAP affiliate company. All rights reserved. 15 Customer 

Business Scenario Recommendations for SAP S/4HANA 

- Information Pages/ Links - 
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Business Scenario Recommendations for SAP S/4HANA
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Migration & Upgrade Paths

3 Simple Steps

1st step: Technical upgrade / database migration / system conversion for existing customers (see graphic below)

2nd step: Training of users on new user experience  thanks to SAP Fiori: role based, intuitive, minimal training required

3rd step: Enablement of digital transformation and delivery on the promise of Run Simple

The Road to SAP S/4HANA (On-Premise Edition)

GO TO NEXT STEPS

Sample Inc.

High Tech

SAP  Business Suite 
on HANA

On-Premise

System Conversion

SAP Business Suite 7  SAP 

S/4HANA on-premise edition

On-Premise 
Edition

1-step upgrade / 

database migration

System Conversion

SAP Business Suite 7  SAP 

S/4HANA, on-premise edition

1-step upgrade / 

database migration

SAP  Business Suite 
on AnyDB 

On-Premise
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Next Steps

GO TO FURTHER INFORMATION

Send this report 

to colleagues to 
discuss the results.

Contact your sales 

representative for 
tailored advice, 

workshop availability  
or more information.

Schedule workshops 

within your organization 
to discuss the results, 

identify business 
scenarios and start 

planning your project.

Get expert guidance 

for our services for 
SAP HANA by using 

the SAP Enterprise 
Support value map for 

SAP HANA

Sample Inc.

High Tech

Value Identification 

Workshop
(1 day)

Planning Workshop

(2-4 weeks)

SAP currently offers the following workshops:

SAP Services will support you wherever you are on your SAP S/4HANA journey!

Technical

1

SAP Fiori 

UX

2

Finance/ 

Logistics

3

Analytics

4
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SAP S/4HANA Line of Business Solutions

SAP S/4HANA

Sample Inc.

High Tech

SAP S/4HANA, SAP S/4HANA Enterprise Management, SAP S/4HANA LoB Solutions, and User Experience

User Experience
SAP S/4HANA 

Enterprise Management
Get Started

SAP S/4HANA Line of 

Business Solutions

The SAP S/4HANA Line of Business solutions are solutions that 

combine the core capabilities included in the SAP S/4HANA 

Enterprise Management solution with each LoB solution in our 

portfolio (on-premise and cloud). 

Examples include SAP Cash Management for finance; SAP 

SuccessFactors solutions in human resources; the Ariba Network in 

procurement, and SAP hybris solutions in marketing and commerce

SAP S/4HANA on SAP.com

Get The Latest Information

GO TO NEXT SLIDE
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Get Started Now: Identify the Value of SAP S/4HANA with Business 

Scenario Recommendations 

• Watch the 4 minute info video or the short introduction video 

on YouTube 

• Read the sample report at www.s4hana.com/sample-report 

• Request your free report at www.s4hana.com 

The business scenario recommendations for SAP S/4HANA show how SAP S/4HANA adds value to 

SAP Business Suite solutions based upon real system usage! 

https://www.youtube.com/watch?v=as6gtQ4UT9U
https://www.youtube.com/watch?v=as6gtQ4UT9U
https://www.youtube.com/watch?v=p4VIWvGaSUA
http://www.s4hana.com/sample-report
http://www.s4hana.com/sample-report
http://www.s4hana.com/sample-report
http://www.s4hana.com/
https://www.youtube.com/watch?v=p4VIWvGaSUA
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Agenda 

• What is the Business Scenario Recommendations (BSR) report for SAP S/4HANA? 

• How to request a BSR for SAP S/4HANA? 

• How to read the report? (Including demo) 

• Q&A 

 

 

 



Thank you 
Contact information: 

 

Steffen Thiem 

MGTM - Customer Value Experience 

steffen.thiem@sap.com 

T   +49 6227 7-67364  

M   +49 170 8555012  
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© 2016 SAP SE or an SAP affiliate company. All rights reserved. 

No part of this publication may be reproduced or transmitted in any form or for any purpose without the express permission of SAP SE or an SAP affiliate company. 

SAP and other SAP products and services mentioned herein as well as their respective logos are trademarks or registered trademarks of SAP SE (or an SAP affiliate 

company) in Germany and other countries. Please see http://global12.sap.com/corporate-en/legal/copyright/index.epx for additional trademark information and notices. 

Some software products marketed by SAP SE and its distributors contain proprietary software components of other software vendors. 

National product specifications may vary. 

These materials are provided by SAP SE or an SAP affiliate company for informational purposes only, without representation or warranty of any kind, and SAP SE or its 

affiliated companies shall not be liable for errors or omissions with respect to the materials. The only warranties for SAP SE or SAP affiliate company products and  
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constituting an additional warranty.  
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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 
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