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Todayõs Agenda 

ÁPredictive Analytics ð Strategic Investment Area for SAP 

Á Introduction to SAP Predictive Analysis 

ÁDemonstration 

ÁThe Integration of Predictive Analysis with Industry / Line of 

Business applications and SAP BI clients 

ÁPredictive Analysis roadmap at SAP 

ÁRamp Up Program/Resources 
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Predictive Analytics ï Strategic Investment 2012 and beyond 

Solution Overview 

ÁPredictive Analytics is an important requirement for our Industry and LOB applications, and BI solutions. It is a 

significant market - $2.0B  2014 (IDC). 

ÁTo establish a leadership position in this space, our product strategy is to provide - 

ÁA modern UX/UI to support the definition of predictive analysis processes and their visualization 

ÁIn-Database Predictive Analysis within SAP HANA for real time and large data volume data analysis 

ÁOpen Source ñRò integration to provide a very comprehensive range of predictive algorithms 

ÁEmbed Predictive Analysis in our Industry / LOBs / BI client tools. 

 

 

 

Customer Perspective 

ÁValue prop:  

Á Forrester  - ñPredictive power makes all the difference in business successò 

Á TDWI - ñAmong BI disciplines, prediction provides the most business valueò 

ÁTarget Industries/LOB:  

ÁRetail, Health Care, Banking, Utilities, Manufacturing, HCM, CRM   
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What do we mean by ôPredictiveõ? 

 

ñPredictive analysis helps connect data to effective action 

by drawing reliable conclusions about current conditions 

and future events.ò ~ Gareth Herschel, Research Director, Gartner Group 

Note: Data Mining and Statistics are part of the Industryôs view of 

Predictive Analytics. 



Predictive = ROI  

Realize significant returns.  
Firms that personalize offers based on historical behavior  

benefit in terms of redemptions as well as new customer acquisition.  

 

Example:  

 ñA óbig-boxô retailer used predictive analyticsétargeting offers extended to 

individual customers based on their past purchase patterns, the retailer was able 

to increase redemption rates and increase membership in the first six months  

of rollout.ò 

 

-February 2012,  © Forrester Research, Inc. 
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Â Intuitively design complex predictive models 

Â Read and write from data stored in HANA, Universes, IQ, and other sources 

Â Drag-and-drop visual interface for data selection,  preparation, and processing 

Â Predictive library with R integration 

 

What is SAP BusinessObjects Predictive Analysis? 

Â Visualize, discover, and share hidden insights 

Â Unleash Big Data with SAP HANAôs power 

A statistical analysis and data mining solution that enables you toé  



Common Myths about Predictive Analysis  

Myth #1:  

òYou canõt start until a data warehouse is in place.ó 

Myth #2:  

òPredictive analytics requires a Ph.D. or math degree.ó 

Myth #3: 

òThere is a long time-to-value with predictive analytics.ó 

Myth #4: 

òIt can do more harm than good unless I have it down to an exact science.ó  

Myth #5: 

òThe results are often incomprehensible!ó 



Target Audience for Predictive Analysis  

Who is it for? 

 

ÂBusiness Analysts (ñNew Userò) 

Â May have little data mining experience 

Â Want good answers easily (no potholes!)  

ÂñEase-of-Useò - Automation capabilities 

 

 

Â Data mining experts 

Â Long time DM users / Expert Analysts 

Â Want more time to focus on in depth analysis 

ÂñHigh performance,ò Rich set of tools; Stats integration 
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Â Intuitively, easily, design predictive models  

 (from simple to complex) 

ÂRead and write from data stored in SAP HANA, BO Universes,  

Oracle, SQLServer, MySQL, CSV file, Excel, and other sources 

ÂDrag-and-drop visual interface for data selection,  preparation,  

and processing 

ÂUnleash HANAôs in-database predictive algorithms (PAL) 

ÂK-Means 

ÂMulti-linear regression 

Â Leverage open-source predictive algorithms via R integration 

Â Natively implemented algorithms 

SAP Predictive Analysis Features  



 

Â Visualize, discover, and share hidden insights 

ÂAdvanced visualization designed where youôd expect it ï natively from within the 

modelling tool 

ÂShare insights via PMML and with other analytic tools 

SAP Predictive Analysis  

Visualization  



Predictive Analysis Process  
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Step1 

Data Loading 

Step 2 

Data Preparation 

Step 3 

Data Processing 

(Define model) 

Step 4 

Data Visualization 
and Sharing  

Data Loading 

1. Understand the business and 

identify issues 

2. Load the SAP and non-SAP 

data into HANA or other 

RDBMS 

Data Preperation 

1. Visualize and examine 

the data 

2. Sample, filter, merge, 

append, apply 

formulas 

Data Processing 

1. Define the model via 

clustering , classification, 

association, time series, etc. 

2. Run the model 

Data Visualization and 

Sharing 

1. Visualize the model 

for better 

understanding 

2. Store the model and 

result back to HANA 

or other source 

3. Share results via 

PMML and with other 

BI client tools 



SAP Enterprise BI Platform ï BI Clients 

Data Data 
Data 

Win7 Desktop OS 

Data 

BO Predictive Analysis 

Native 

Algorithms 

R 

PA ñSTAND-ALONEò 

Win7 Desktop OS 

 

 

 

BO Predictive Analysis 

Native 

Algorithms 

R 

PA + HANA 

Options to use Predictive Analysis:  

Leverage HANAôs Predictive Capabilities 

SAP Enterprise BI Platform ï BI Clients 

HANA 

(PAL) 

SAP Applications, CRM, LoB solutions 
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Algorithms Map to Specific Business Usage with data 

KNN 

Manage 

Products 

Be 

Prepared 

Make Correct 

Decision 

Uncover 

Patterns 

Understand 

Customers 

Forecast Classification 
Alternative 

Analysis 
Clustering 

C4.5 Decision Tree K-Means Apriori 

ABC Classification 

Weighted Score 

Tables 

Linear Regression 

Association 

Rules 



PRODUCT DEMONSTRATION 

High-level solution overview 
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SAP Predictive Analysis 

Integration Scenarios  
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Embedding Predictive Capabilities - BI clients 

ÁBringing BI to more and more users 

ÁEmbedding predictive analysis for trend analysis, forecasting, outlier detection etc. 

 

Web Intelligence 

Explorer 

SAP Dashboards 
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SAP HANA Predictive Applications 

ÂSmart Meter Analysis - high performance analytics for the utility industry 

ÂManufacturing - Demand driven collaborative scheduling for just-in-time manufacturing 

ÂSales forecasting - determine the probability of success  

ÂRetail - performance management and out-of-stock predictive analysis, Affinity insights 

ÂCRM ï predictive customer segmentation and retention analysis 

ÂOffer to Cash - cross-sell  & up-sell opportunities, dynamic pricing strategies 

ÂFraud management 

ÂPrice optimization 

ÂUtilities/Oil & Gas - Load demand forecasting for utilities 

ÂBanking - Campaign management 
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Customer Analytics 

Overview 

Customer Revenue 

Performance Management  

 

 

Account Intelligence  

 

Predictive Customer 

Segmentation  

Â Target Users: Sales Manager, Product 

Manager, Marketing Manager 

Â Empowers Sales and Marketing to 

invest the right resources into the right 

customers, products and channels. 

Â Combination of front office interactions 

and back office financials for a 

comprehensive performance view 

Â Beyond just analysis to what-if 

simulation & advice 

 

 

Â Target User: Account Executive 

Â Empowers Account Executives with 

real-time and complete view of all 

Customer activities 

Â Across channels  

Â Along with exception identification and 

management tools to improve sales 

success. 

Â Comprises Sales, Financials, CRM, 

other sources like customer 

satisfaction 

Â Target User: Marketing Manager 

Â Empowers Sales & Marketing 

professional to rapidly and easily 

segment large customer populations 

Â Manage Target Groups for insight to 

action 

Â Trigger initiatives like customized 

offers for each segment and channel   
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Challenge Results Solution 

ÅIdentify energy consumption pattern 

that can be used for Customer 

Segmentation 

ÅSmart meter data volume is huge 

Using SAP HANA, K Means 

algorithm, Multiple Linear 

Regression, Variable 

Selection, Significance tests, 

Normality Test using L and 

IMSL and SQL Script. 

ÅClustering of smart meter data Ą 

applying the k-means clustering to 

>20 million x 96-dimensional vectors   

ÅHigh performance clustering 

computation 

High Performance Analysis for Smart Meter Data 
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Challenge Results Solution 

Up-to-date reports on sales pipeline 

towards end of fiscal period 

Data Latency 

Aggregation of line items 

Drill-down to single opportunities 

Single SAP HANA 1.0 server 

connected to SAP CRM 

Live replication of opportunity 

items into SAP HANA 

Leverage Forecasting Algorithms 

4 TB in transactional system = 600GB 

SAP HANA 

1,000,000 opportunity items 

Data latency reduced from 2 hours to 

seconds 

Enables real-time decisions based on 

real-time data 

DNA - Sales Forecasting on SAP HANA 


