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Executive Summary

The SAP® Business All-in-One fast-start program supports the business process-
es of midsize trade companies with proven, preconfigured software that enables 
you to run your entire business efficiently. Based on best business practices in 
your industry, this innovative program helps you implement a solution quickly and 
easily. A clearly defined business process scope with predictable cost minimizes 
your risk and accelerates time to value.



As a wholesale distributor, your suc-
cess depends on several factors. You 
must respond quickly to customers’ ex-
pectations of high-quality, differentiated 
services. Good supplier relationships 
are crucial, too. The ability to adapt to 
supplier-specific and often changing 
business methods can enable appropri-
ate cost recovery even as policies and 
contracts become more restrictive. A 
combination of operational excellence 
and information transparency is the key 
to keeping these important relation-
ships running smoothly. However, get-
ting there is not easy, given the challen-
ges of increasing competition and 
customer and supplier demands – and 
the need to grow your business and 
your profits.

Wholesale Distribution –            
External Challenges

Within wholesale distribution, you face 
a variety of issues, ranging from com-
petitive threats to how to use technolo-
gy to improve your business.

Competition – Acquire or Be Acquired
Mergers and acquisitions create con-
stant flux in the marketplace, with many 
distributors operating in an “acquire or 
be acquired” mode. Under these con-
ditions, you face stiff price competition. 
You need to develop financial visibility 
and better control over key operational 
processes such as procure to pay, or-
der to cash, inventory management, 
and labor management. Like other dis-
tributors, you may want to invest in 
marketing and alternative distribution 
channels – such as mega retailers or 
third-party logistics operators – to      
increase flexibility and, ultimately, 
profitability.

Customer Relationships – Additional 
Demands for Services
With more global sourcing options 
available to them, customers are be-
coming more demanding. To maintain  
a customer’s loyalty and increase your 
profitability, you must continuously de-
liver innovative, value-added services 
and additional customer options, such 
as product kitting, assembly, or config-
uration. To quickly and effectively re-
spond to changing customer require-
ments, you need effective support for 
nonstock, restock, and new-product or-
der management. You must harness 
technological advances to offer ser- 
vices to customers, such as online in-
ventory inquiries as well as availability 
and order status checks. And you must 
make your own internal processes 
more efficient and transparent.

Supplier Relationships –           
Contract Pricing Proliferation
You depend on strong relationships 
with suppliers – through effective 
contract and agreement management – 
for competitive advantages, such as 
improving your access to high-demand 
products. With improved contract and 
agreement management, you can take 
full advantage of chargeback and re- 
bate opportunities.

Wholesale Distribution –     
Internal Inefficiencies

Beyond these external concerns, many 
midsize distributors also struggle with 
internal operating inefficiencies that 
compound external issues. Multiple, 
disparate information systems may 
make it difficult to access enterprise-
wide data and limit the information visi-
bility required to generate alerts or veri-
fy that follow-up actions are working as 
planned. Inflexible systems may hinder 
your ability to respond to customer or 
supplier requests in a timely fashion.

Consider the impact of rigid warehouse 
management processes that make it 
challenging to respond to shifts in de-
mand patterns, slow your reaction time, 
and leave the door open for the compe-
tition. To succeed, you must have the 
flexibility to support all phases of   
warehouse operations – from auto- 
mated goods movement to managing 
of stock in distribution centers or      
on-site customer locations.

GET A FAST START WITH 
SAP® Business All-in-One
HELPING DISTRIBUTORS ACHIEVE OPERATIONAL 
EXCELLENCE AND MEET CUSTOMER EXPECTATIONS
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To address these challenges and im-
prove your operational efficiency, you 
need a comprehensive solution that:
• Produces timely and accurate data 

and improves visibility from your 
warehouse operations to your top-
floor executive suite

• Automates routine processes and 
streamlines decision making

• Enhances collaboration among de-
mand forecasting, inventory manage-
ment, and supplier management, 
speeding your time to market

• Scales to grow as your business 
expands

• Delivers predictable costs, business 
process scope, and implementation 
time

• Easily adapts your distribution pro-
cesses to meet changing customer 
and supplier requirements

• Supports best business practices in 
your industry

How Do You Compare to Leading 
Wholesale Distributors?

Studies show that leading wholesale 
distributors (those working with up to 
250 suppliers and handling 15,000 
SKUs) perform significantly better ac-
ross a range of key performance indi-
cators (KPIs) than their competition. 
Leading distributors consistently fill 
more orders and pick more items – 
more accurately and at a lower cost – 
than their competitors. For example, as 
shown in the table, leading distributors 
filled 20 orders per hour, compared to 
just 3 orders per hour for lagging com-
panies. For leading companies the cost 
per order was just US$5.60, compared 
to $100 per order for laggards. And the 
perfect order rate (perfect deliveries di-
vided by total deliveries) averaged 99% 
for leaders, versus 91% for laggards. In 
addition, leading distributors are better 
able to retain key employees; their an-
nual labor turnover rates average 3.2%, 
compared to 20% for laggards.

The SAP® Business 
All-in-One fast-start 
program provides pre-
configured software to 
support the processes 
of distribution compa-
nies and is based on the 
best practices that help 
you achieve world-class 
operational excellence.
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Distribution Key Performance Indicators (KPIs) Laggards Median Leaders

Productivity
Annual storage utilization (occupied capacity ÷ total storage capacity) 75.0% 85.0% 92.0%
Orders per hour (orders picked or packed ÷ total warehouse hours) 3.0 6.3 20.0
Lines picked per hour (lines picked or packed ÷ total warehouse hours) 8.0 20.0 90.0
Items picked per hour (items picked or packed ÷ total warehouse hours) 25.4 100.0 245.0
Cost per order (annual labor and overhead costs ÷ total orders) US$100.00 $21.00 $5.60
Total inventory turn rate (annual dollar-volume shipments ÷ average 
on-hand inventory)

3.5 6.0 11.1

Fulfillment
On-time delivery rate (orders delivered on time ÷ total orders) 94.0% 97.0% 99.0%
Order fill rate (orders filled complete ÷ total orders) 90.0% 97.0% 99.0%
Perfect order rate (perfect deliveries ÷ total deliveries) 91.0% 97.4% 99.0%
Order accuracy (error-free orders ÷ total orders) 97.0% 99.0% 99.7%
Line accuracy (error-free lines ÷ total lines shipped) 96.0% 99.0% 99.8%
Customer delivery lead time (receipt of order to delivery) 7.0 3.0 2.0
Order cycle time (order release to ship time) 24.0 8.0 3.0
Dock-to-stock time (receipt to storage time in hours) 12.0 4.0 2.0

Workforce
Annual labor turnover rate   20.0%   10.0% 3.2%
Average annual hours of formal training for each full-time employee   10.0   24.0 40.0
Total labor cost per direct-labor employee (wages, taxes, benefits, and so on) $31,980 $39,208 $50,500
Annual job-related injuries and illnesses 7.0 2.0 1.0
Annual job-related injuries and illnesses resulting in lost work days 3.0 1.0 0.0

Performance Drivers
Total annual orders shipped 7,400 46,000 140,825
IT spending (percentage of annual shipment dollar volume) 1.0% 3.0% 10.0%
Capital equipment spending (percentage of annual shipment dollar volume) 1.0% 3.0% 10.0%
Total SKUs handled or stored over the past 12 months 1,750 5,400 15,000
Total number of current suppliers 15 50 250
Percentage of shipment volume cross-docked 0.0% 5.0% 10.0%
Percentage of incoming goods and materials from outside the United States 
(by dollar volume)

8.0% 25.0% 60.0%

Source: U.S. data from the 2007 Census of Distribution survey, conducted by The MPI Group, Industry Insights, and Material Handling Management. 
        Laggards defined as bottom 25%, leaders as top 25% of companies.
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How do you compare to these leaders? 
Are you making the progress you want 
toward accomplishing your productivity, 
quality, and service goals? The SAP® 
Business All-in-One fast-start program 
may be able to help you. It provides 
proven, preconfigured software to sup-
port the business processes of midsize 
distribution companies and is based on 
the industry best practices that you 
need to achieve world-class operational 
excellence and profitability.
 
A Proven Solution from SAP

Leveraging more than 35 years of in-
dustry experience, SAP Business All-
in-One solutions are designed to help 
you improve operating efficiencies ac-
ross your organization. They are based 
on best business practices in materials 
management, sales and distribution, lo-
gistics, product life-cycle management, 
quality management, accounting, con-
trolling, and reporting.

With SAP Business All-In-One, you get:
• Comprehensive, fully integrated busi-

ness software to streamline your 
core business processes and gain  
visibility across your business (from 
materials management, sales and dis-
tribution to service delivery, financial 
management, and reporting)

• Flexibility and scalability to configure 
and extend the solution to meet your 
changing needs, based on proven 
enterprise resource planning soft-
ware and the SAP NetWeaver® tech-
nology platform

• Improved employee productivity and 
adoption with a simplified user inter-
face and role-based navigation

• Reduced costs and risks by leverag-
ing SAP tools, best practices, and 
proven methods that increase the 
speed and efficiency of 
implementations

• A worldwide partner ecosystem

The SAP Business All-in-One 
Fast-Start Program

The SAP Business All-in-One fast-start 
program enables distributors to config-
ure and install the solution quickly. It 
addresses their specific need to em-
ploy a business solution with predict-

able cost and scope. Furthermore, the 
preconfigured software supports all the 
basic logistics and distribution process-
es that meet their daily operational 
needs – from materials management to 
sales and distribution to accounting.

The fast-start program is predictable, 
proven, and safe. You can implement it 
confidently and rapidly to speed your 
time to value. Complete with preconfig-
ured settings based on best practices 
in your industry, the software is easy to 
adapt to your changing requirements. It 
is designed to scale and grow as your 
business does – and provides a pre-
dictable, low total cost of ownership 
(TCO).

With the SAP Business All-in-One fast-
start program, you benefit from:
• Rapid implementation that lets you 

accelerate your time to value
• Predefined business process scope 

and predictable implementation  
schedule and cost

• Proven track record of thousands of 
customers using SAP solutions and 
best practices for wholesale 
distribution

• Easily adaptable business software 
that meets your changing needs and 
scales to support your growth

• Low TCO thanks to hardware options 
from SAP partners and software that 
includes the Linux operating system 
and the SAP MaxDB™ database

Join Other Satisfied                 
SAP Customers

Many midsize distributors are using 
SAP solutions to boost operational ef-
ficiencies, increase service levels, and 
control costs. Another benefit these 
same companies enjoy by using SAP 
software: rapid implementations within 
their budgets.

Experience rapid time 
to value and the flexi-
bility to tailor the solu-
tion to meet your 
changing needs, thus 
protecting your long-
term investment. And 
you benefit from a glo-
bal partner ecosystem 
that can support and 
extend the solution.
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Tallard Technologies Inc.

Tallard Technologies Inc. is a value-   
added distributor of computer and tele-
communications products and services 
to Latin America and the Caribbean. To 
manage its operations more effectively, 
improve access to information, and pro-
vide an infrastructure for e-business, 
the company needed an enterprise 
solution.

“We are constantly intro-
ducing new products and 
services. . . . SAP [soft-
ware] gives us an ideal 
tool to handle the range 
of tasks necessary to bring 
products and services to 
market.”

Humberto Gonzalez
President and CEO
Tallard Technologies Inc
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DITAN Distribution LLC

DITAN Distribution LLC offers direct-
to-store distribution of time-sensitive 
products, typically those with a short 
life cycle and highly volatile demand, 
such as video games, movies, music, 
toys, and books. DITAN implemented 
an SAP solution in only three months 
with the help of a certified implementa-
tion partner and the SAP Best Practi-
ces for Logistics Service Providers 
package.

“The ROI on warehouse 
automation assets has 
dramatically accelerated 
through ease of imple-
mentation and deploy-
ment of SAP solutions. 
SAP’s ability to streamline 
processes and promote 
operational efficiencies 
has generated an ROI in 
excess of 300% since initial 
implementation, with an 
initial 100% payback of 
our SAP investment in 
under 18 months.”  

Doug Greenstein
Chief Financial Officer
DITAN Distribution LLC
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Learn More

Find out how you can join the 
thousands of wholesale distributors 
that rely on SAP Business All-in-One 
solutions to improve operational effi-  
ciencies and outperform their compe- 
tition. Call your SAP representative or 
try the solution configurator today at 
http://www.configurator.ch/dojo/apps 
/au/index.jsp?lang=en.

Why SAP?

SAP Business All-in-One solutions are 
proven to deliver rich functionality in a 
solution that’s fast and easy for small 
businesses and midsize companies to 
implement. Built on a proven founda- 
tion of SAP software and technology, 
the solutions reflect SAP’s years of ex-
perience in enabling the best business 
practices of companies in all industries 
– and they are intuitive to use and pre-
dictable in cost and scope.

The fast-start program enables you to 
take advantage of proven best prac-   
tices for wholesale distribution and   
adapt to changing business require-
ments. You gain the agility and support 
you need to grow – while staying well 
within your budget. In addition, whether 
you purchase an industry-specific solu-
tion or a qualified SAP Business All-in-
One partner solution, you benefit from 
a global partner ecosystem that can 
support and extend your applications.

As a wholesale 
distributor, you need a 
software solution that 
helps you respond 
quickly to customers’ 
expectations of high-
quality, differentiated 
services and enables 
you to maintain crucial 
supplier relationships.
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