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Composability

Quick Wins In A World Of Constant Change Page 42

Juergen Lindner is Senior Vice President of Marke-
ting for SaaS at Oracle with a primary focus on 
Enterprise Resource Planning (ERP), Supply Chain 
Management (SCM) and Human Capital Manage-
ment (HCM). In conversation with E-3 Magazine, 
the term “composability”, coined by Gartner, plays 
an integral part in Oracle’s unique offering for SAP 
customers according to Lindner. From Page 36
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Composability for thinking, 
business architecture, and 

technologies is the alternative 
best-of-breed approach.

This opens up completely new 
possibilities for SAP customers 

to escape the black box!
This development started about 
five years ago, but Gartner only 

recently coined a term for it: 
composability. In the SAP 
community, Oracle is the

one who supports this concept 
the most.  

By Peter M. Färbinger

Composability

C
omposable business starts with three 
building blocks: composable thinking, 
which ensures creative thinking is  ne-

ver lost; composable business architec-
ture, which ensure flexibility and resiliency 
and composable technologies, which are 
the tools for today and tomorrow. “Busi-
ness composability isn’t uniformly high 
across the economy because it requires 
business thinking to be reinvented,” said 
Monika Sinha, a Gartner analyst. “Traditi-
onal business thinking views change as a 
risk, while composable thinking is the 
means to master the risk of accelerating 
change and to create new business 
value.” CIOs leading high-composability 
enterprises recognize that business con-
ditions often change, from customer de-
mands to financial models, and empower 
the teams that are closest to the action to 
respond and reform to those new condi-
tions.

“We built a completely brand-new set 
of business capabilities for the cloud from 
the ground up, using a single data model 
for all line of business challenges,” explains 
Juergen Lindner, Senior Vice President at 
Oracle, in conversation with E-3 Magazine. 
Oracle’s offer is modular and composable 
by design but engineered to work together 
for seamless extension. Lindner adds, “Fu-
sion launched in 2010 and is designed as a 
completely new suite of applications, with 
a new data model. That way, we can ensu-
re that data is consistent and easy to inter-
pret for end-users. Since we operate at 
every level of the entire stack, Oracle can 
be more innovative: every quarter, we can 
improve our software and provide new in-
novations, functions, and embedded tech-
nologies - for example, AI, machine lear-
ning, chatbots, digital assistants, IoT, 
blockchain, and other emerging technolo-
gies. Every company is developing into a 
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Juergen Lindner, Oracle Senior Vice President 
of Marketing for SaaS

Juergen Lindner is Oracle’s senior vice president of 
marketing for SaaS, focusing on enterprise resource 
planning (ERP), enterprise performance manage-
ment (EPM), human capital management (HCM), 
and supply chain management (SCM). He is respon-
sible globally for SaaS thought leadership, go-to-
market strategy, and sales enablement. Prior to 
joining Oracle in late 2016, Lindner held several lea-
dership roles at SAP including global vice president of 
go to market and sales enablement for all SAP pro-
duct lines. Prior to that, he held product leadership 
roles in financials, procurement, mobile, analytics, 
database, and technology. Before joining SAP, he 
worked for Deutsche Bank and SAP systems integra-
tors. Lindner holds a master’s degree in international 
business administration and management from the 
University of Applied Sciences in Konstanz, Germany.
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technology company and cloud is a great 
accelerator to get our customers there fas-
ter. For over 40 years, Oracle has been sy-
nonymous with helping our global custo-
mers manage, secure and act on the wor-
ld‘s most important data.”

Oracle’s offer leans into Gartner’s defi-
nition of composable business architectu-
res. Juergen Lindner describes the new ERP 
architecture. “We also offer Fusion Ana-
lytics Warehouse for all line of business 
scenarios, another powerful way to get ac-
cess to predefined, cross-LOB KPIs, power-
ful dashboards, day-one analytics, machine 
learning-based recommendations, and 
voice interaction. It allows you to combine 
third-party data sets easily.”

Industrial-era businesses were designed 
for stability and slow, predictable change. 
In the digital era, business architectures 
need to be designed for uncertainty and 
continuous change. Instead of optimizing 
for efficiency, the composable enterprise 
optimizes for adaptability. Systems, pro-
cesses and workers no longer serve one 
predetermined use case or purpose. “Digi-
tal business initiatives fail when business 
leaders commission projects from the IT 
organization and then shirk accountabili-
ty for the implementation results, trea-
ting it as just another IT project,” said 
Sinha. “Instead, high-composability enter-
prises embrace distributed accountability 
for digital outcomes, reflecting a shift that 
most CIOs have been trying to make for se-
veral years, as well as creates multidiscipli-
nary teams that blend business and IT units 
to drive business results.”

Unified data model
 

Oracle’s Juergen Lindner is aligned with 
the Gartner analyst, saying, “Because we 
built it all from scratch, we have one con-
sistent user experience called Redwood, 
which allows us to create solutions that 
span the depth and breadth of the challen-
ges our customers face.” Let’s use an ex-
ample: the Subscription Management ap-
plication requires financial modeling, to-
gether with a customer-facing user inter-
face, and it has supply chain dependencies 
to ensure that you can deliver the goods. 
“Try this with other vendors,“ Lindner 
prompts, “and you’ll get different modules 
with different data models, different user 
experiences, different release timelines. 
Our fast and consistent innovation cycles 
across the line of business applications 
with hundreds of new features every quar-
ter keep our customers ahead of change, 
and able to take full advantage of the un-
derlying Oracle Cloud infrastructure.” Ho-
mogeneous and consistent SaaS offe-

rings from Oracle offer better support for 
the business and make end-users more 
productive. Oracle has a unified data mo-
del, meaning all data is in one place and 
defined in one, and only one, way. “With 
Oracle Fusion Applications, we only defi-
ne master data like customer, employee, 
product, and supplier once. No matter 
which pillar or module uses this master 
data, it always has the same definiti-
on. It’s only defined once. 
That helps end-users. 
When an end-user 
wants to create 
a report or 

analysis, 
this user will 
know that custo-
mer, employee, pro-
duct, and supplier are de-
fined once, so when they pick one 
of these for a report or analysis, they will 
always have the right one. That seems lo-
gical, but you can only achieve this level 
of consistency if you have designed and 
built SaaS from scratch,” Oracle executi-
ve Lindner adds. 

What do ERP users need: SaaS in the 
context of best-of-breed or holistic cloud 
computing in the hyperscaler model?    
“Let’s start by setting context in how ERP 
has evolved,” advises Lindner. “Gone are 
the days of big, monolithic ERP imple-
mentations; those days have given way 
to more bite-sized, composable, business 
process-driven implementations. That’s 

where SaaS-based cloud ERP is simply not 
comparable to provisioning a legacy ERP 
using hyperscaler infrastructure. To be 
clear, if customers prefer this approach, 
that is perfectly fine. We also support our 
customers with that approach, but the 
experience for end-users and the busi-
ness will not change. They still can’t par-
ticipate in the same innovation cycles 

and business process changes. They still 
can’t benefit faster from technology ca-
talysts such as AI, ML, IoT, blockchain, and 
new user experiences - not in the way 
that a real SaaS offering lets them do.”

Oracle Fusion 
 

When a company uses Oracle cloud ERP, 
they get a fully-managed environment - 
but they don’t have to run a complete sui-
te. Oracle Fusion Cloud applications are 
modular. It’s up to the user which modules 
they want to use. On-premises solutions 
were designed in the 1990s and are 
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ERP-centric, and so are the best practices 
delivered with those legacy, hosted appli-
cations. On-premises ERP had to be imple-
mented first, before you can use any other 
module. This creates dependencies and 
often leads to sub-optimal environments. 
You often see companies running multiple 
on-premises ERP instances of the same 
on-premises software, for example - one 

per business division or one per region. If 
the legacy software were flexible enough 
and modular, you wouldn’t need multiple 
instances of the same software. It’s expen-
sive to run multiple instances, and it also 
leads to security vulnerabilities. Quite a 
few companies want to reduce costs and 
move back to a single instance, only to find 
out that this is extremely complicated. 
This type of software doesn’t lend itself for 
these types of reorganizations and the al-
leged “best practices” might very well be 
the reason for your demise - they’re not 
evolving fast enough in the on-premises 
environment.

“You don’t have these issues with mo-
dern, modular software that is conceptu-
alized and designed for cloud,” assures 
Lindner in conversation with E-3 Magazi-
ne. “You won’t need multiple instances. 
With our experience and expertise in dri-
ving automation through machine lear-
ning, we believe that business processes 
as we know them will eventually be elimi-
nated and replaced with modern, agile 
processes every 90 days. This notion of 
business process flexibility is critical. Most 
perceived best practices of today origina-

ted a long time ago. With increased au-
tomation based on pattern recog-

nition using ML, those business 
processes evolve constantly - and at a 

much faster rate than any on-premises or 
hosted environment. If you stick with the 
old approach, you’re at a disadvantage 
compared to peers who made more deci-
sive moves towards SaaS.”

“Business runs on technology, but 
technology itself must be composable to 
run composable businesses,” said Gart-
ner analyst Monika Sinha. “Composabili-
ty needs to extend throughout the tech-
nology stack, from infrastructure that 
supports rapid integration of new sys-
tems and new partners to workplace 
technology that supports the exchange 
of ideas.” 

Juergen Lindner also recognizes the 
importance of suitable technology, exp-
laining, “As mentioned earlier, Oracle is 
focused on helping customers with data, 

and managing, securing, and acting on 
the world’s most important data sets. 
Oracle has deep rooted technology invest- 
ments to help customers succeed and we 
have made nothing short of a remarkable 
pivot to the cloud as foundational tech-
nology.”

The cloud has changed Oracle. Lindner 
describes how Oracle uses its own cloud 
offerings to run its business, “The words 
‘service’ and ‘customer obsession’ are not 
lip service in this context. We have funda-
mentally changed our business model. 
You can see, for example, our Oracle Cloud 
Customer Connect community which 

connects over 200,000 members.” This 
network allows Oracle to communicate 
more intensely and more intimately with 
its customers. It was designed to promote 
peer-to-peer collaboration, collaboration 
between customers and partners, sharing 
of best practices, and to help members 
communicate with Oracle product de-
velopment teams directly. Within this 
community, members benefit by levera-
ging the collective knowledge of Oracle 
Cloud customers and product experts. 
“The majority of our new features have 
been suggested by our customers,” Lind-
ner states proudly. “Bear in mind that 
Oracle uses its own software internally. 
We run our finances on Fusion Cloud ERP 
the same way that any other customer 
would. Over the course of the pandemic 
this helped tremendously. We did not skip 
a beat in closing the books remotely. In 
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fact, we closed the books faster. We can 
report back to the street within 10 days af-
ter the quarter close. This is quite compel-
ling. With AI and ML, we manage to close 
our books twice as fast as SAP or Workday. 
That experience of how you can speed up 
a company is not our internal secret but 
something we share with our customers. 
The program is called ‘Oracle@Oracle’ - 
one of our best and most sought-after en-
gagements with clients around the world. 
Our own practitioners share their experi-
ences and our approach. These are all well 
documented, so that others can learn 
from our own experiences.”

Antidote to volatility
 

“Business composability is an antidote to 
volatility,” said Monika Sinha, research 
vice president at Gartner. “Sixty-three 
percent of CIOs at organizations with 
high composability reported superior bu-
siness performance compared with peers 
or competitors in the past year. They are 
better able to pursue new value streams 
through technology, too.” 

Business processes don’t stop at appli-
cation boundaries. Companies that can 
take advantage of tremendous amounts of 
data are proving to be more agile and resi-
lient, especially as the world recovers from 
the pandemic and other disruptive market 
challenges; the benefits enabled by digital 
technology have become powerful diffe-
rentiators. The concept of a “digital busi-
ness platform” describes a collection of in-
tegrated, next-generation capabilities that 
help make it easier to orchestrate end-to-
end, so you can drive value. “It’s close to im-
possible to do this across best-of-breed ap-
plications,” warns Juergen Lindner. “The 
data is too disparate because the applica-
tions are too disparate.” 

Oracle‘s next-generation platform for 
digital business combines powerful busi-
ness applications, comprehensive core 
services, and sophisticated cloud infra-
structure to support value creation. 
“Value, of course, varies by company and 
will be a balance of aspirational and ope-
rational drivers like process transformati-
on or the ability to pivot to new, digital 
business models, with tactical goals like 
launching a new product, creating supe-
rior customer and employee experiences, 
designing resilient supply and value 
chains, or completing a financial close in 
a few days instead of a few weeks,” Lind-
ner explains. “But,” he cautions, “to make 
this work - to be able to optimize conti-
nuously across all business processes - 
you need a SaaS suite.”

Suite or best-of-breed?
 

Companies need to move toward a port-
folio that is more adaptable to business 
change, with composable applications 
that can be assembled, reassembled, and 
extended. “That is more important than 
the notion of suite versus best-of-breed,” 
affirms Oracle executive Lindner. “Oracle 
can provide these composable applica-
tions because we have the entire suite of 
applications: ERP, EPM, CRM, HCM, and 
SCM. Many vendors started with one of 
those, like Workday with HCM or Sales-
force with CRM, and SAP with HCM (with 
the acquisition of SuccessFactors), but 
with just one of those cloud solutions, you 
cannot offer the composition capabilities 
that Oracle can.” 

According to Juergen Lindner, it is im-
portant to clarify that best-of-breed does 
not necessarily translate into being the 
richest functionality; rather, it’s just ha-
ving the best-fit solution to solve a speci-
fic business problem or need. The prob-
lem with this is that best-of-breed appli-
cations are silos, and business processes 

don’t stop at application boundaries. 
“Oracle can offer a SaaS-based, busi-
ness-centric application to complement 
any customer’s on-premises footprint. It 
adds immediate value, and we can seam-
lessly extend this partnership over time,” 
Lindner adds. “With Oracle you have the 
possibility to compose this all into one co-
hesive suite, engineered to work together. 
No other vendor can do this right now.” 

Many companies are moving from 
on-premises systems to the cloud, but 
you cannot expect them to do this over-
night. Whether they are an SAP or Oracle 
customer, or any other, regardless of their 
starting point, they can reap instant busi-
ness value with Oracle Cloud. This is not a 
rip-and-replace scenario. While their 
on-premises backbone ERP solutions are 
still up and running, these companies 
start to deploy Oracle SaaS in parallel; for 
example, Oracle Cloud EPM for planning, 
budgeting, tax, and profitability manage-
ment or Oracle Cloud Transportation Ma-
nagement connected to their on-premi-
ses ERP. Pick any business process and ex-
tend as you see fit. That is what a lot of 
Oracle customers do. 

The ongoing pandemic and the surge 
in digital services are making cloud the 
centerpiece of new digital experiences. 
Global cloud revenue will rise to a total of 
$474 billion in 2022, up from $408 billion 
in 2021, according to research company 
Gartner. “There is no business strategy 
without a cloud strategy,” said Milind Go-
vekar, distinguished vice president at 
Gartner. “The adoption and interest in pu-
blic cloud continues unabated as organiz-
ations pursue a ‘cloud first’ policy for 
on-boarding new workloads. Cloud has 
enabled new digital experiences such as 
mobile payment systems where banks 
have invested in startups, energy compa-
nies using cloud to improve their custo-
mers’ retail experiences or car companies 
launching new personalization services 
for customer’s safety and infotainment.” 

Cloud First
 

SAP has been trying a cloud-first strategy 
for many years - sometimes alone, so-
metimes in partnership with the hy-
perscalers. How does Juergen Lindner 
perceive the SAP offering? How is SAP’s 
“Cloud First” strategy being perceived in 
the market? “We have taken different 
approaches,” replies Lindner. “SAP has ta-
ken a strategy where, initially, cloud 
growth was acquired with Concur, Ariba, 
SuccessFactors, and so on - yet the most 
business-critical core did not see any 
re-write for cloud or SaaS for a long time, 

CIOs at organizations with 
high composability reported 
superior business performance 
compared with peers or 
competitors in the past year.

Monika Sinha, 
research vice president, Gartner 
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other than partial offerings. So, the resul-
ting architectural complexity, integrati-
on challenges, and associated costs of a 
cloud journey - if you want to run your 
entire business in the cloud - are high.” 
Another complication comes from SAP 
customers that have customized their 
SAP solutions. Research shows that 
around 90 percent of all on-premises SAP 
customers have customized their SAP 
on-premises solutions. All of those custo-
mizations are not tested or guaranteed to 
run on S/4 Hana, the Hana database, or 
the hyperscaler of choice. In addition, 
those customizations were not created 
with AI and ML, blockchain, or IoT in mind. 
“This means a lot of code lines and invest-
ments of customers have no viable stra-
tegy to be brought over to the Hana world 
– the costs and effort of reimplementing 
them are incalculable,” Juergen Lindner 
recounts from conversations with custo-
mers.

On-premises or hyperscalers?
 

“You have to maneuver various levels of 
public cloud elements, on-prem, hosted, 
private, and hyperscaler dependencies to 
be successful, and I think that this is what 
is reflected in customer sentiment,” exp-
lains Lindner. “Terminology around Hana, 
S/4 Hana, S/4 public cloud, and various 
ongoing branding efforts make it chal-
lenging for their customer base to land 
on the right engagement model. The SAP 
industry solutions have not seen at lot of 
cloud investment, either. They’re still 
mostly old code, and sometimes require 
on-premises deployment. The foundatio-
nal decision to invest in Hana as a databa-
se has taken focus away from line-of-bu-
siness innovation, which is what SAP 
used to be known for. They have signifi-
cant catch-up work to do. That is what we 
are hearing from their customer base, 
and the user group and analyst senti-
ments seem to reflect this as well.” 

Oracle has taken a more decisive 
approach to the cloud and with that cre-
ated a noticeable distance between it 
and the rest of the market. “We did not 
take an ‘easy way out’ and created a new 
offering from the ground up, allowing us 
to partner immediately with any custo-
mer, regardless of their starting point,” 
Lindner describes Oracle’s approach. “In 
the past, Oracle and SAP had similar ap-
plications, based on similar technologies: 
Oracle E-Business Suite, PeopleSoft, JD 
Edwards, and Siebel. SAP had R/3, follo-
wed by ECC and Business Suite. Then 
Oracle decided to create a brand-new sui-
te for the age of cloud, Fusion. We started 

this investment 10 years ago, so we’re 10 
years ahead of nearly everybody else in 
SaaS ERP. You can see this reflected in 
analyst reports from Gartner, IDC, and 
others.” 

At least in Germany, the SAP “Cloud 
First” strategy is not accepted, according 
to E-3 Magazine. Research shows that the 
majority of the members of the Ger-
man-speaking SAP user group, DSAG, are 
in favor of an on-prem infrastructure. Are 
the cloud and ERP an incompatible con-
tradiction? 

“You bring up an interesting point,” 
replies Juergen Lindner in conversation 
with E-3 Magazine. “We know from DSAG 
and ASUG that SAP D/A/CH customers 
are more reserved in their move to the 
cloud, but SAP customers elsewhere are 
more inclined to consider cloud.” This cre-
ates an interesting dynamic, with diffe-
rent cloud adoption clock speeds to cater 
to. Or as Lindner describes it, “If you move 
too fast and too aggressively, you risk 
alienating customers. If you move too 
slowly, you risk losing customers. Doing 
both - designing and building a comple-
tely new suite for public cloud while pro-
viding new capabilities for on-premises 
customers, too - is very expensive and ta-
kes a long time. That’s why we started 10 
years ago.” 

What value do customers get? Lindner 
says, “We can provide a very attractive 
alternative, and we are having a lot of di-
alogue with that customer base. More 
and more companies are coming to Orac-
le for distinct line-of-business challenges. 
Quite a few SAP customers are accelera-
ting business value creation with us, sin-
ce there is no lead time required and you 
can start right away. Examples include 
Oracle Cloud Enterprise Performance Ma-
nagement (EPM), a very strategic offe-
ring, especially since cash position and 
scenario planning have become top prio-
rities during and post-pandemic.”

Oracle Transportation 
Management

Another example is Oracle Cloud Trans-
portation Management (OTM), a key so-
lution since the pandemic has hit logi-
stics very hard. These offerings don’t re-
quire a complete parting with your prior 
SAP investment, however. “Some custo-
mers do go that route,” knows Lindner, 
“but co-existence and cloud-based mo-
dernization over time is the preferred 
route. Our architecture makes it very sim-
ple to partner with us for immediate re-
turns, and the customer is in control on 
where to start.” Oracle just announced 

Connected Enterprise Planning, addres-
sing the need for holistic financial plan-
ning and analysis across HR, projects, and 
supply chain. It connects workforce plan-
ning, integrated business planning and 
execution (IBPX), and financial planning. 
“Oracle can do this because we have a 
unified data model, so you can plan holi-
stically across ERP, HCM, CRM and SCM,” 
Oracle executive Lindner explains. In to-
day’s business environment, it doesn’t 
make sense to just plan your workforce; 
you need to include your financial resour-
ces, sales capacity, and production re-
sources too. “We can do that with 
Connected Enterprise Planning, and this 
is what makes Oracle an attractive option 
to SAP customers,” highlights Juergen 
Lindner. 

It is similar with OTM. “You know 
about the current bottlenecks in the glo-
bal economy, where hundreds of ships 
are currently waiting at sea to be unloa-
ded. Thousands of empty containers are 
waiting to be transported back to Asia,” 
Lindner describes the current situation. 
“SAP customers are starting to use Oracle 
OTM to help them manage all these dis-
ruptions and find alternative transporta-
tion routes.”

Conclusion
 

Oracle has been synonymous with mana-
ging, securing and acting on the world’s 
most important data sets since the com-
pany was founded. “We know this busi-
ness deeply and take it tremendously se-
riously, as shown with recent innovations 
such as the autonomous database,” Lind-
ner explains, and adds, “But we also have 
a strong heritage in business applications 
managing and acting on those data sets, 
so data is our DNA. Compared to SAP, we 
always looked very holistically at all lay-
ers of the technology stack. Consequent-
ly, we can offer a unique ability to partner 
with our customers. When SAP ventured 
into database technology, it took a toll on 
their engineering efforts in other parts of 
the business that, to this day and for ye-
ars to come, will slow their customer base 
ability to innovate. SAP’s innovations on 
the applications and industry side were 
inconsistent for years, and they remain 
so. Customer disgruntlement - which is 
apparent through user group feedback - 
is profound, and makes customers 
evaluate other options. SAP customers 
can postpone their choice: They can run 
their SAP ECC and Business Suite solution 
on Oracle Cloud Infrastructure, continu-
ing to use the Oracle database.” Thank 
you for the interview.
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Quick Wins In A World 
Of Constant Change
It feels like nothing is the same anymore, doesn’t it? COVID-19, economic upheavals, 
and an unprecedented labor shortage have turned the world upside down, and 
many companies are struggling to stay right-side up. 

By Charles Homs, Vice President Global Competitive Strategies, Oracle

E
mployees are resigning en masse, op-
ting for early retirement, or driven out 
of the workforce by burnout. Consu-

mers are abandoning their favorite 
brands because of supply chain issues; a 
recent Oracle survey found that 80 
percent of respondents would stop 
buying a brand completely because of de-
layed orders. Meanwhile, treasury and 
the cash position is top-of-mind for every 
CxO. They need to reduce costs, but they 
also need to understand their cash positi-
on so they can make the right invest-
ments in their next business model.

These are big challenges, and they can 
feel overwhelming. But the good news is, 
you don’t need to tackle every problem at 
once. You can start by focusing on a sing-
le business challenge - reducing procure-
ment costs, improving planning cycles, or 
finding and keeping the best employees. 

Many companies are moving from 
on-premises systems to the cloud, but 
you can’t expect to do this overnight. 
Whether you’re an Oracle or SAP custo-
mer, regardless of your starting point, 
you can reap instant business value with 
Oracle Cloud. This is not a rip-and-replace 
scenario. While your on-premises back-
bone ERP solutions are still up and run-
ning, you can start to deploy Oracle SaaS 
too - for example, Oracle Cloud EPM for 
planning, budgeting, tax and profitabili-
ty management, or Oracle Transportati-
on Management.

Profitability through planning 
 

Over the past couple of years, how many 
times did you need to revise your plans 
and forecasts? How long did it take you? 
As we cope with the fallout of a global 
pandemic, planning cycles have shorte-
ned from months to weeks, or even days 

and hours, to real-time planning. The bu-
siness environment continues to change 
at a moment’s notice, so you need to be 
agile enough to re-plan and re-forecast 
quickly. 

The big picture 
 

Finance has typically taken the lead on 
budgeting and forecasting, but finance 
can’t plan accurately without looking 
across the entire business. When your 
workforce, supply chain, and operations 
are among your biggest challenges, you 
need to bring in data from all these de-
partments for a holistic plan. That’s where 
connected enterprise planning comes in. 
Connected enterprise planning breaks 
down the silos between departments, 
combining all plans - HR, supply chain, sa-
les, marketing, projects, and more - on a 
single platform. 

When the business environment was 
stable in times past, your company could 
get by with siloed plans. Departments 
could send their budgets to finance to 
consolidate periodically, but each team 
executed its individual plan without ex-
pecting much change. That’s no longer 
the case. In today’s era of constant dis-
ruption, plans need to be changed and ad-
justed continuously. It’s less about crea-
ting the perfect plan, and more about re-
finement and reforecasting. 

We see organizations constantly run-
ning scenarios and planning for contingen-
cies, as well as creating new models and 
rethinking strategies. The role of finance 
has evolved from consolidating plans to 
helping guide the company’s strategy and 
roadmap. They’re collaborating with line of 
business teams on tactical steps to achieve 
their long-term vision. You can see this in 
the way that Kraft Heinz, an SAP customer, 

gained 
more granu-
lar insights into 
each of its brands 
with Oracle Cloud EPM. 
Kraft Heinz now has fast, de-
tailed insights across its many lines of 
business, with unprecedented access to 
product-level profitability and cost ma-
nagement. 

“We now have visibility of our entire 
P&L down to the SKU level,” said Eric Men-
dez, Kraft Heinz’s associate director of fi-
nance and IT, in a recent interview. “We can 
allocate our costs globally down to the SKU 
level for the first time. That’s exciting.”

Connected thinking 
and integration 

Connected enterprise planning gives lea-
ders the decision support to act quickly 
on real-time information and stay ahead 

Whitepaper about the development and metamorphosis of ERP systems
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of disruptions. Traditionally, however, 
pulling together data across lines of busi-
ness has been painfully slow. True integ-
ration requires an end-to-end, plan-
ning-to-execution, closed-loop system. 
With integrated business planning and 
execution (IBPX) from Oracle, you can 
help speed up planning cycles, react to 
the unexpected, and readjust your plans 

to fit your new reality. While long-range 
planning features are important to inte-
grated business planning, advances in 
technology and compute power help 
planners adjust to near-term shifts in de-
mand or supply with more success. Ora- 
cle’s ability to integrate the execution de-
tails from supply, manufacturing, logi-
stics, and order management systems 
give planners the ability to adjust to 
change and continuously improve 
long-range planning. True integration re-
quires this end-to-end, planning-to-exe-
cution, closed-loop system. The ultimate 
goal is to know sooner, act faster, and 
adapt to change. With a single hub, lea-

ders have visibility into what they need 
to make effective, rapid decisions and 
avoid the information gaps of the past. 

For example, Juniper Networks makes 
high-performance networking products 
and services. Their supply chain team felt 
they were underperforming on customer 
service and cost. The team wanted to 
extend the principles of sales and opera-

tions planning (S&OP) 
throughout the 

supply 
chain, deliver-

ing one seamless ma-
nagement system with supporting busi-
ness processes. With Oracle Cloud, Juni-
per incorporated important supplier data 
into its business plans, reducing invento-
ry costs by 15 percent.

Added value of SaaS 
 

“The key benefits of being on SaaS is not 
only the reduction in the total cost of ow-
nership,” said Kiran Garlapati, Juniper’s 
senior director of IT solutions, “but there 
is also 99-percent availability of the sys-
tem, new features coming every quarter, 
availability of Industry 4.0 technology 
like AI, blockchain, IoT etc., and easy ac-

cess for all our Juniper employees.” It 
turns out that innovation, perhaps more 
than anything else, is the real engine of 
business success. And it pays big divi-
dends. Research from Boston Consulting 
Group found that, over the last 14 years, 
the most innovative companies outper-
formed the broader market on sharehol-
der return by 5.6 percent. 

Yet maintaining leadership in innova-
tion is tough: only eight of the original 
“Top 50 Most Innovative Companies” 
have managed to stay on the list over 14 
years of research. Oracle is number 15 on 
the 2021 list, up 10 places from 2020. SAP 

is number 40 - down 13 places. The reason 
for the churn? Part of the problem is that 
companies are stuck with aging business 
systems that make it hard to access criti-
cal data. Hampered by fragmented data 
and a lack of process integration, compa-
nies suffer from slower time to market, 
product quality issues, and slim margins. 
The result is an “innovation gap” that can 
leave your company lagging. 

To jump start innovation - and keep 
driving it over time - the most successful 
companies unify their data and proces-
ses on a single “platform for innovation”. 
This integrates the entire value chain, 
from idea capture and product develop-
ment, to supply chain planning, manu-
facturing and maintenance, to post-deli-
very customer service.

In short, you translate the right ideas 
into value and sales sooner. Let’s look 
how continuous innovation drives suc-
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cess across five areas of your product and 
service lifecycle: develop, plan, source, 
make, and serve.

1. Develop 
 

Ideas for great products or services can 
come from anywhere. But for innovation 
to be continuous and profitable, you need 
a framework to identify and select great 
ideas that align with business strategy. 
And you need to develop them quickly 
and cost-effectively, while ensuring they 
meet customer requirements, regulatory 
compliance, and market demand. This can 
be a challenge when your product lifecyc-
le management (PLM), supply chain and 
manufacturing systems are outdated and 
managed in separate silos or third-party 
applications that are badly integrated. 
These disconnected legacy systems we-
ren’t designed to meet the digital require-
ments of today’s development processes. 
Often, they’re engineering-centric, do a 
poor job of managing the complexities of 
global product launches, and aren’t built 
to support complete service offerings.

To adopt a continuous innovation 
approach, you should consider a collabo-
rative, end-to-end system that shares 
real time data and standardizes develop-
ment processes for faster decision-ma-
king. When that data is tied together with 
built-in analytics, IoT, AI, and digital twin 
capabilities, you can make better product 
development decisions and go to market 
faster while ensuring the highest quality 
of offerings. A great example of this is Vo-
dafone, which has moved beyond tele-
com-munications into other lines of busi-
ness, including IoT services. From connec-

ted factories to cars making automatic 
emergency calls after an accident to elec-
tricity meters reporting on usage, Vodafo-
ne Business links IoT devices in more than 
180 countries and over 570 networks. “I 
think what really wows people is that IoT 
applies to everything these days,” said 
Erik Brenneis, director of IoT at Vodafone 
Business. “When cars make emergency 
calls after an accident, lives are saved. 
When commercial trucks automatically 
take the most efficient routes, that saves 
a lot of CO2. IoT connects many things 
people aren’t even aware of.”

Vodafone Business worked with Oracle 
to develop technologies supporting its IoT 
global platform, including billing and 
revenue management. The company 
currently supports 2 million customer 
transactions per month, 1 billion usage 
events per day, and more than 123 million 
total devices. Along with scalability, secu-
rity is a must when it comes to IoT. “The 
systems must be designed securely 
throughout the chain - from the applicati-
on in the cloud, through the communica-
tions lines, all the way to a device with 
built-in security authentication,” Bren-
neis said. “That’s why security has always 
been top of mind for us and why it’s im-
portant to have partners like Oracle that 
share our security-first approach.”

2. Plan 
 

Top innovators have found that better 
planning can help them anticipate market 
demand and meet it with the right pro-
ducts and services. This requires you to 
closely align supply chain planning with 
product development and design. A single 

platform with built-in analytics can help 
you do that, allowing you to deliver 
realtime insights and share accurate mas-
ter data. These teams get a head start on 
identifying the right parts and suppliers, 
at the right price, and they can match in-
ventories to meet demand forecasts. IDC 
recently estimated that companies that 
institute a single, collaborative supply 
chain platform can improve innovation 
productivity by 10 percent and reduce pro-
duct lead times by 42 percent. 

3. Source 
 

Most organizations only involve their sup-
pliers when it comes time to buy goods and 
materials; they don’t include them early in 
new product development. This can lead to 
higher product costs, lost savings, reduced 
quality, and latency, and you can end up 
with suppliers that don’t align with your so-
cial or ethical standards. Unifying procure-
ment and product development on a sing-
le, integrated platform can help you accele-
rate the pace of product development, im-
prove the supplier qualification process, 
and select the best suppliers. A unified 
cloud, running on a single data model, lets 
you extend the product record across inter-
nal teams and external suppliers. You can 
share transparent information throughout 
the product lifecycle to increase collabora-
tion with your suppliers and mitigate po-
tential disruptions.

4. Make 
 

To keep customers coming back, you 
need to keep quality high and produce 
volumes that can scale quickly to meet 

Drive growth with better planning, budgeting, and reporting

In services industries, human capital is 
the primary product - but the ability to 
effectively plan around resourcing, de-
mand, staffing mixtures, skill sets, and 
utilization extends beyond the work-
force. Financial statements, cash, de-
preciation and amortization, marke-
ting, and project financials are just 
some of the other areas where effecti-
ve forecasting and reporting can help 
drive growth. Professional services 
company Inoapps is intimately famili-
ar with the challenges of running a ra-
pidly expanding professional services 
business. Like many of their custo-
mers, Inoapps’ challenge was to create 
a structured process to model their 
budget across all lines of business, 

operating units, divisions, and sub-divisi-
ons, by individual project - while keeping 
the flexibility for individual plan owners 
to perform monthly forecasting and 
what-if modelling. To achieve a complete 
yearly picture, Oracle Cloud EPM collates 
the following sources: actual data, mea-
ning work already complete and billed in 
a historical period, sourced from Oracle 
Cloud ERP; orderbook data, meaning work 
already contracted and assigned to a bil-
lable resource for a future period, sourced 
from a custom resource allocation tool; 
and pipeline data, meaning work current-
ly being bid on at some stage of the sales 
process, sourced from a sales/CRM sys-
tem. Inoapps can now measure perfor-
mance over time and use the system to 

drive informed business decisions as 
the year progresses. The company can 
see how to maximize not just immedi-
ate margin but growth aspirations (for 
example, growing a line of business in 
a specific location, or expanding an 
offshore team in another). Oracle 
Cloud EPM gives Inoapps a tightly 
connected system that, at the touch of 
a button, can report across multiple 
versions of budgets and forecasts, ta-
king into account resource costs, utili-
zation, skillset and availability. Now 
that their commercial and finance 
teams have these capabilities, Inoapps 
can continue to grow with confidence 
and help many more customers over 
the years to come.
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demand. Even better is when you can ra-
pidly create personalized, customer-con-
figured products that further differenti-
ate your offerings and propel revenue. 
Top manufacturers are using IoT and AI 
technologies to bring together and ana-
lyze feedback from customers, factories, 
and even the products themselves (via 
IoT sensors), helping them to continually 
improve their offerings. They’re also 
using these technologies to help auto-
mate production processes and analytics 
to gain predictive insights that can avert 
unexpected downtime and costly equip-
ment failures.

5. Serve 
 

Increasingly, companies are not just sel-
ling products, they’re selling “products 
as a service”. The traditional sell-and-for-
get sales model is being outpaced by the 
growing adoption of subscription ser-
vices, pay-as-you-go, and consumpti-
on-based revenue models. According to 
a recent MIT survey, four out of five com-
panies are currently evaluating these 
approaches. Leading innovators are buil-
ding new “anything as a service” busi-
ness models around centralized, 
cloud-based “insight engines” that cont-
inually collect and analyze feedback 
from customers and combine it with 
data from factories and products. This 
helps to prioritize innovations across the 
value chain and ensure a better custo-
mer experience. 

Risk and compliance 
 

Organizations process and maintain lar-
ge amounts of data from their custo-
mers. With increasingly better data in-
telligence tools, this information can be 
used to provide rich new value for com-
panies and customers alike. However, 
this value is matched with new security 
threats and privacy concerns.

A big part of maintaining data securi-
ty and confidentiality is controlling who 
has access to it. Access to confidential 
data is often determined by the roles and 
responsibilities of individuals within the 
organization. But their roles or responsi-
bilities (and with it, the need for access 
to specific information) may change over 
time. For example, when employees 
change departments, they may acciden-
tally maintain access to confidential in-
formation they’re no longer authorized 
to have. With Oracle Cloud ERP, you can 
enforce access controls and separation 
of duties using Oracle Cloud Risk Ma-
nagement. It can continuously analyze 

every user’s security configuration to 
identify policy violations and it can mo-
nitor any changes to critical access confi-
gurations. Oracle Cloud Risk Manage-
ment uses built-in machine learning to 
strengthen controls, stop cash leaks, and 
detect emerging risks. Unlike traditional 
audits or spot-checks, it can monitor 
every single transaction, giving you do-
cumentation that you can share with au-
ditors and use to streamline audit work-
flows. This high level of automation 
helps reduce the time you spend on labor- 
intensive security and compliance tasks. 

In addition to our cloud applications, 
Oracle builds security into every layer of 
our technology stack - databases, 
middleware, developer tools, all the way 
down to our global data centers. Our en-
tire public cloud offers high customer 
isolation and automated protections. 
Data residency, sovereignty, and cloud 
security are at the core of our operations. 
We have more than 40 years of experien-
ce securing the world’s most valuable da-
tasets, and we roll out new capabilities 
every quarter - which makes it much ea-
sier to meet the latest industry, national, 
and global compliance standards. 

Improve the customer experience 
to drive more revenue 

Data is the currency of the experience 
economy. The ability to organize it, gain 
insights from it, and then use it as fuel to 
power contextual experiences across the 
customer journey - whatever path that 
takes - is critical. It’s an extremely diffi-
cult engineering task to corral demogra-

phic data, transactional data, and beha-
vioral data and integrate it across de-
vices and channels to create a complete, 
connected, insightful, and actionable 
customer profile. That’s why thriving in 
the experience economy requires a part-
ner that has data at the core of its busi-
ness. At Oracle, we think delivering an 
enterprise-grade customer intelligence 
platform isn’t about point solutions, 
content, or CRM - it’s about expertise in 
managing data at scale.

CX Unity and AI 
 

Oracle CX Unity can help your company 
thrive in the experience economy by we-
aving disparate customer data from mar-
keting, sales, commerce, and service into 
strategic intelligence. It can merge on-
line, offline, and third-party data to cre-
ate a single source of real-time customer 
truth, helping eliminate the “blind spots” 
that prevent so many companies from 
better understanding their customers 
and delivering richer interactions. 
What’s more, Oracle CX Unity applies 
built-in AI and machine learning to set 
out the optimal experience within exis-
ting business processes. Data is every-
where for you to identify and harness. 
You can even use it to target audiences 
based on the weather! At Oracle, we use 
demographic, transactional, behavioral, 
first-party, and third-party data to drive 
our CX applications and help you give 
every customer, prospect, and website 
visitor a personalized experience, driving 
them into the funnel and creating more 
revenue opportunities.

Companies need to move toward a 
portfolio that is more adaptable to bu-
siness change, with composable appli-
cations that can be assembled, reas-
sembled, and extended. Oracle can 
provide these composable applica- 
tions because we have the entire suite 
of cloud applications: ERP, EPM, ad-
vertising, customer experience, HR, 
and supply chain. Many vendors star-
ted with one of those - like Workday 
with HR, Salesforce with CRM, or SAP 
with HR in the cloud (with the acquisi-
tion of SuccessFactors) - but with just 
one of those cloud solutions, they 
can’t offer the composition capabili-
ties that Oracle can. Oracle can offer a 
SaaS-based, business-centric applica-
tion to complement any customer’s 

on-premises footprint. It adds imme-
diate value, and we can seamlessly ex-
tend this partnership over time. With 
Oracle, you have the possibility to 
compose this all into one cohesive sui-
te, engineered to work together. No 
other vendor can do this right now. 
Oracle is partnering with thousands 
of customers worldwide to help them 
achieve quick wins and be more inno-
vative. Every quarter, we improve our 
software with new capabilities, func-
tions, and built-in technologies like AI 
and machine learning. With our soft-
ware-as-a-service approach, you’re 
always up to date with the latest in-
novations, so you can focus on solving 
your most immediate business chal-
lenges.

Conclusion: Quick wins in a world of change


