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Overview 

SAP has been the dominant market share leader in 
Enterprise Resource Planning (ERP) for many years 
and over the last decade has inexorably amassed 
the largest installed base of Procure-to-Pay (P2P) 
customers.  While much of the attention is focused 
on the small number of clients running various 
versions of SAP’s Supplier Relationship 
Management (SRM), what is often overlooked are 
the vast majority of SAP clients using the Materials 
Management (MM) ERP Procurement module in 
lieu of moving to SRM.  For this “silent majority,” 
decisions about implementing SRM or other “best-
of-breed” e-Procurement solutions to provide 
enhanced functionality are central to their long-
term P2P strategies.  This whitepaper provides 
answers to why companies typically pursue an e-
Procurement initiative; it outlines the 
benefits/short-comings of e-Procurement 
initiatives; and what e-Procurement options are 
available to SAP based customers.   
 
If your organization is using SAP’s MM (or even 
SRM) for procurement, you have certainly heard 
your users complain due to the vast difference 
between SAP’s usability vs. what users have 
become accustomed to while interacting with 
consumer applications at home.  To overcome these 
usability issues, Simplifying-IT developed Simple 
Buying Experience (SBx) which provides a unique 
User Interface (UI) alternative product offering for 
SAP MM Procurement leveraging the ECC core 
functionality.   
 

After reviewing the SBx solution, Spend Matters’ 
Jason Busch had this to say… 
 

“Simplifying IT is just such a new vendor, 
whose value proposition to enhance ERP 

procurement technology is like nothing I've 
seen.” 
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SBx can be implemented for at least 90% less cost 
than SAP’s SRM solution and provides the following 
benefits: 

 More satisfied users 

 More compliant requests  

 Less time to complete a request 

 Less support costs (buyers, help desk, IT)  

 Less errors 

 Little to no training required 

 Simple system landscape (resides on the SAP 
server) 

The screen below is the SBx Home Screen that end-
users interact with instead of using the SAP MM UI.   

 

Why Implement an e-Procurement 
Solution? 

The business case for e-Procurement has typically 
centered on creating a single easy-to-use 
Procurement platform for end-users to requisition 
non-strategic, yet high transaction volume indirect 
material products and services, without requiring 
Procurement intervention.  The payoff for 
businesses includes driving more spend to 
corporate agreements thus ensuring maximum 
savings from buying “on contract,” and also comes 
in the form of a productivity dividend for 
Procurement professionals freed up to spend more 
time on strategic Supply Management activities 
instead of processing routine transactions. 

Typical e-Procurement requirements include the 
following:   

 Consumer-type, self serve user experience 

 Decrease in the time & cost to process a 
request 

 Ability to shop from internal and supplier-
hosted catalogs  

 Decrease maverick spend 

 Enforce compliance/company policies 

 Ability to capture spend correctly for spend 
analyst 

 Ability to leverage SAP ERP core for all 
Procurement activities 

 
Even though many organizations have taken on e-
Procurement initiatives, the benefits achieved by 
many have been more than disappointing.  An 
Aberdeen study found that even for mature e-
Procurement programs (at least 5 years), user 
adoption still hovers around 60% and more than 
one-third of the requisitions generated by those 
system users are “off-catalog” requisitions that still 
require procurement intervention.  Lack of user 
adoption can be attributed in large part to 
Procurement UIs which fail to engage and retain the 
infrequent, “casual” users that make up the 
majority of the target user base.  “The user 
interfaces of many procurement tools have not 
been sufficiently user-friendly to support non-
procurement employees,” according to the Gartner 
Group.   
 
The Aberdeen results are summarized in the table 
below.  

Performance Area Average Best-in-Class/Target* 

Spend Under Mgt. 60% 88% 

User Adoption  63% 90% 

Req-to-order cycles 3.4 days < 1 day 

% of maverick spend 23% 17% 

Off-Catalog Reqs 34% 10% 

Req-to-order costs $31 $22 

Source: Aberdeen E-Procurement Benchmark Report 
2008, Aberdeen e-Procurement Trials and Triumphs 2007 
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In addition to the Aberdeen study, the APQC 
Performance Benchmarks shows on average top 
Purchasing performers spend $35.88 per PO and 
the laggards spend $506.52 per PO.  As illustrated 
above, there are significant cost and time savings 
that can be achieved by becoming “best in class.”  
Reducing Procurement costs is a great place to 
start.  In fact, the Aberdeen Group reported that it 
takes an increase of $5 in sales to equal the same 
impact as a $1 reduction in procurement costs.   
 

The following illustrates an example of cost savings 
that can be achieved by making improvements in 
the P2P area. 

Improvements 
Anticipated 
Savings 

Annual $ 
Savings 

Increase Spend Under 
Mgt. 20% & Reduce 
Maverick Spend by 6%  

12% Avg. Savings 
on Recaptured 
Maverick Spend  
 

$3,600,000  
 

Reduce Off-Contract 
Requisitions to 15%  

Avg. Savings On-
Contract Reqs @ 
$9/Order  

$171,000 
 

TOTAL SAVINGS  $3,710,000 

*Assumption:  $500 Million in P2P Addressable Indirect 
Spend; 100K Annual PO Volume 

 
There is no question having a “best in class” e-
Procurement solution and processes can result in 
significant savings.  However, as the Aberdeen 
study concluded, having an e-Procurement system 
is not enough…the system has to be easy to use if 
you expect the casual requester to actually use the 
system and process compliant orders.  

Evaluating SAP e-Procurement Options 

SAP customers are faced with a number of 
important decisions when evaluating options to 
close the gap on usability to drive greater adoption 
of their SAP P2P initiatives.  To properly evaluate 
the options, companies will need to carefully 
compare the additional investments against the 
expected benefits and the time required to realize 
the benefits.  One option that is often considered is 
to abandon the investment in SAP and deploy a 
“best-of-breed” P2P platform with a more user-
friendly or “consumer-like” shopping experience.  
However, this approach is simply not feasible for 

many companies as it requires a write-off of their 
“sunk” investment in SAP P2P.  Just as importantly, 
the company is now starting over without the 
underlying data structures and integration to the 
SAP back-end ERP systems for budgets, accounting, 
master data, approval workflows, and transaction 
processing.  Current SAP customers are more likely 
to consider options for implementing the latest SAP 
SRM release or finding some other alternative for 
improving usability and adoption without swapping 
out the underlying SAP infrastructure altogether.  
 
Although SAP’s SRM is an option, the 
implementation costs are substantial and when fully 
assessed, might prove cost prohibitive for many SAP 
customers.  IBM’s analysis (from Spend Matters 
Perspectives:  “SAP SRM 7.0 – The Wait’s Over But 
Is It Worth It?” 2009) calculates on-premise SRM at 
nearly $6M in licensing and implementation fees in 
the first year alone and $10.2M over five years 
which makes this option an expensive proposition 
for most companies, especially given current 
economic conditions.  In addition, SRM 
implementations are lengthy, typically ranging from 
12-18 months to complete. 
 
Some customers will be tempted to consider On-
Demand options for deploying an SRM upgrade to 
bring down the costs and accelerate the 
implementation process.  The On-Demand options 
available through SAP partners offer the potential 
for lower costs and a faster implementation – a 
leading SAP On-Demand partner touts that 
customers can “get up and running quickly in SRM 
7.0 (in as little as 6 months).”  However, On-
Demand users would also have to be willing to 
forego customizations they have likely created or 
will need to create in their on-premises instance in 
order to utilize an On-Demand model.  In addition, 
according to the IBM analysis, while the 
implementation is accelerated, the costs are still 
significant - $750K in subscription fees and 
implementation services in Yr. 1 and $500K/year in 
ongoing subscriptions for a total of $2.75M over 5 
years.   
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Let’s assume a company has no budget/capital 
constraints and they decide to implement SRM to 
simplify and solve their e-Procurement issues.  Well, 
SRM will likely not provide a simple solution 
because SRM is a totally separate system that…  

 Has its own database (can reside in ECC now, 
but very rare)  

 Has separate authorization roles 

 Requires replication of master and transaction 
data from ECC 

 Requires re-coding of any ECC enhancements  

 Has completely separate Workflow from ECC 
 

In addition, there is compelling evidence from 
Gartner that there still exists a distinct usability gap 
between SAP and a “best-of-breed” when 
evaluating the user experience.  In its “Critical 
Capabilities for ERP-based e-Procurement 
Solutions”, Gartner rated solutions on a 5 point 
scale across a number of attributes.  SAP’s rating 
for Casual UI?  A “Fair” 3.0 – just barely above the 
2.7 rating that would qualify as “Insufficient.”  The 
fact is SAP has not been able to provide a user 
experience that can even come close to matching 
what users have become accustomed to when using 
consumer applications at home.  This SAP usability 
gap has resulted in: 

 Frustrated users 

 Excessive time to complete a request 

 Non-compliant requests (too many off-catalog, 
incomplete requests) 

 Too much support required (buyers, help desk, 
IT)  

 Costly training 

 Complex system landscape (multiple systems) 

A New “Facelift” for SAP MM – a 
Compelling e-Procurement Alternative 

Simplifying- IT conceived and developed Simple 
Buying Experience (SBx) in response to SAP focus 
group users seeking a more intuitive e-Procurement 
experience within SAP.  The SBx solution provides a 
new UI that was specifically designed to greatly 
simplify and enhance the full Procure-to-Pay end-
user experience to increase adoption and 
compliance.  SBx connects expectations of your 

users (internal customers) to what they have come 
to expect using “best in class” public facing UIs.  
 
SBx uniquely leverages your existing investment in 
SAP and can run directly on top of the SAP MM 
module without the need for SRM (Note:  This same 
solution can run on top of SRM as well).  SBx does 
not require any of the following: 

 New Hardware 

 Additional Database(s) 

 Additional User Authentication 

 System Modifications 

 Synching of Master Data 

 Synching of Transaction Data 
 

SBx is fully integrated with SAP, leveraging all the 
underlying data structures, user profiles, workflows, 
and ERP integration that SAP affords with a simpler, 
easier to use UI.  SBx uses a Services Oriented 
Architecture connecting real-time to the SAP 
system.  SBx is installed on the existing SAP server 
and the implementation process can be completed 
in just one week from start-to-finish.  SBx provides 
“best-of-breed” functionality, is completely 
seamless, and leverages your existing SAP 
investment, all for a fraction of the cost of an SRM 
upgrade/implementation or a “best-of-breed” 
implementation.   
 
SBx not only improves the user experience within 
the native SAP environment, it also offers users 
additional functionality not available in any version 
of SAP – either in core ECC or SRM.  The Simplifying-
IT SBx UI provides features that emulate the ease-
of-use found in the consumer shopping experiences 
that sets the expectation level for corporate P2P 
users – features such as “Drag and Drop” to fill the 
shopping cart, or “Peer Ratings and Reviews,” user 
generated content that provides real-world 
assessments of the product in support of the user’s 
buying decision.  The SBx shopping screen is below. 
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SBx also includes compliance features not available 
in any version of SAP – either in core ECC or SRM.  
The SBx platform keeps the focus on compliance - 
driving users to buy from negotiated contracts with 
approved suppliers by automatically proposing the 
appropriate agreements and also by providing built-
in safeguards to generate more compliant orders 
that do not require procurement intervention.  By 
directing users to search available catalogs before 
initiating off-catalog requests, by making category 
specific buying policies visible at the point of need, 
and by automatically proposing product category 
coding based on the user search criteria, P2P 
initiatives come much closer to fulfilling the original 
goal of automating self-service end-user 
transactions for low-value items, without requiring 
intervention or “re-work” on the part of 
procurement personnel.  

Cost & Time 

While each project is unique and the costs and time 
varies, the following table compares the typical 
time and costs of SRM vs. SBx…the differences are 
drastic.  Also note this does not compare user 
adoption/satisfaction which is another area where 
SBx far exceeds SRM. 
 
 
 
 
 
 

 SRM              
(On-Premise) 

SRM             
(On-Demand) 

SBx       
(for MM) 

Timeline 12-18 months 6-9 months 1 week 
 

1 Yr. Costs  $5,800,000 
 

$750,000 
 

$129,000 
 

5 Yr. Costs $10,200,000 
 

$2,750,000 
 

$129,000* 
 

*If desired, we do provide maintenance and support at an 
additional cost.   

Conclusion 

Many SAP P2P clients struggling with low user 
adoption and compliance will be closely evaluating 
the costs and benefits of a potential 
implementation of SRM or “best-of-breed” options.  
For many companies, budget/capital constraints will 
defer implementations and upgrades.  Fortunately 
for these companies there is an alternative… 
Simplifying-IT’s SBx solution offers a viable and 
afforable User Interface “Facelift”  with enhanced 
functionality that runs direclty on MM with no need 
for SRM.  SBx is the ideal option for companies to 
realize more value from their existing SAP P2P 
investments with a “Low Impact, High ROI” solution. 

Additional Resources 

You can view demos and additional whitepapers 
using the URLs below. 

SBx Demos 

E-Procurement Usability:  The Good, The Bad and 
The Ugly 

Usability and Compliance:  The Carrots and Sticks 
that Drive E-Procurement Success 

 

http://simplifying-it.net/demos.htm
http://simplifying-it.net/Simplifying-IT%20White%20Paper_E-Procurement%20Usability.pdf
http://simplifying-it.net/Simplifying-IT%20White%20Paper_E-Procurement%20Usability.pdf
http://simplifying-it.net/Simplifying-IT%20White%20Paper_E-Procurement%20Compliance.pdf
http://simplifying-it.net/Simplifying-IT%20White%20Paper_E-Procurement%20Compliance.pdf

