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Volkswagen Group
12 brands
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Volkswagen Group
My company car
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Agenda

1 Who is MAN Diesel & Turbo

2 My organization / responsibility

3 The journey including transformation, strategy, culture and S&OP

4 Why is S&OP critical for our business

5 The S&OP journey through the value chain

6 The S&OP & my advices
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Revenue ‘16: 

€ 0.5 bn

Power Engineering
Business 

areas

Divisions

Commercial Vehicles

MAN 

Truck & Bus

Revenue ‘16: € 9.2 bn

MAN 

Latin America

Revenue ‘16: € 0.7 bn

The MAN Group in 2016: €13.6 billion revenue, 53,824 employees

Investments Sinotruk (25.0 % +1 share), Scania (17.4 %*)

* Voting rights

MAN

Diesel & Turbo

Revenue ‘16: € 3.1 bn

Renk
(76 %) 

MAN Group
Key Figures 2016

MAN SE
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Employees :  14,521

MAN Diesel & Turbo
Headquarters Augsburg, Germany
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Engines & Marine Systems
Comprehensive product portfolio for marine applications
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Power Plants
Broad portfolio for engine-based diesel and gas power plants
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Turbomachinery
Wide-ranging product range for various industrial applications 
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Worldwide location
Global Network of Service Hubs
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After Sales Service Marine & Power Plants
My organization & responsibility

Per Rud

Strategy Manager

PA & Communication

CFO & Support

Region Americas

Region Asia Pacific

Region Europe

Region Middle East & Africa

2 stroke Copenhagen

4 stroke Augsburg

Turbocharger Augsburg

Pielstick France

UK

4 stroke Denmark

Turnover: ~9 milliarder kr.

Employees: ~3.200
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MAN Diesel & Turbo
Location Copenhagen
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The goal:  to strengthen our customer satisfaction             

and to grow our business (top/bottom)            

by strengthening our competitiveness 

Strategy 2011-2017

The business case involved approximately 

600 people in Copenhagen

Sales, Supply Chain, Production, Sourcing and 

the International Group Companies (IGC)

The Strong Value Chain – S&OP
Business Case

Base Camp 3000+
Reaching New Heights in MAN PrimeServ Diesel
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The Strong Value Chain – S&OP
Strategy
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Transformation

A new customer segmentation will enable us to increase our commercial mindset 

and efficiency. We will continue to utilize market opportunities by focusing on selling 

solutions as well as the introduction of a webshop and key account management.

We will break down silos to create a new team platform with a strong and adaptable 

organization that will be competitive and ready to meet the given market demands. 

The foundation is our mapped processes (from A to Z)

We will ensure transparency throughout the organization by introducing service level 

agreements between the 4 musketeers. This will increase our competitiveness and 

the possibility to exceed the customers’ expectations.

We will decentralize our organization to match the changes in our global market with 

increased focus on our worldwide customers. This will bring us closer to our 

customers generating more business as well as savings.

We will develop and strengthen our current market and develop new value creating 

products and services (solutions) with fast reactions on opportunities emerging in 

the  market.

We will continue to optimize our working capital and the reduction of costs by 

focusing on the stocks, supplier development (SLAs), central planning and resource 

allocation, IT, finance, etc.

A new mindset will support our journey of change towards 2015. HR will assist in 

ensuring that we have the right people with the right competences, which will be 

maintained by continuous focus on training and education.

2011 2017
Results:

• ROS: 15%

• Turnover: €149 M

• EBIT: € 23 M

• Headcount efficiency: 

0.8 M€/FTE

Focus:

• Top line growth

• Be global

• Product-oriented

• Value: nice-to activities

• Four silos

• All customers are equal

Supply Chain

• Non-transparent

• Silo planning

• Informal commitment

• Strong forecast initiated 

•TO: CPH/SIN: 81% / 19%

Old Mindset:

• Technically-oriented

• Four silos

• Sales

• My (G.O./HQ) customers

• Expert (towards G.O.)

People & Organization:

• Headcount 177 CPH + 9 GO

• Individual/department mindset

• The right person / the right job

• Standard education

Results:

• ROS: 30%

•Turnover: € 300 M

• EBIT: € 90 M

• Headcount efficiency: 

1.36 M€/FTE

Focus:

• Profitable growth

• Be global but act local

• Market driven solutions

• Value: need-to activities

• Sales & Operation Planning  

• Customer segmentation

Supply Chain

• Transparent

• Centralized planning (SCM)

• Formalized commitment(SLA)

• Strong forecast implemented

• TO: CPH/SIN: 60/40%

New Mindset:

• Commercially-oriented

• 1 Platform

• Pro-active sales

• Our customers MDT

• Coach (towards G.O.)

People & Organization:

• Headcount 200 CPH + 30 GO

• PrimeServ CPH mindset

• The right person/the right job

• Targeted education

The Strong Value Chain – S&OP
Transformation 2011 - 2017

Results:

• Turnover: >240 MEUR

• EBIT: > +100%MEUR
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The Strong Value Chain – S&OP
The culture journey & S&OP challenge= SUES!

From a technical to a commercial/strategic oriented organization with the customer in focus

FROM (2011) TO (2017)

A fire fighting 

culture!

Technical

Customer 

focus

S&OP

Business driven 

by structure

& processes

KAM

Market 

Intelligence

Leadership culture / 

Recruiting the right 

profiles

Push/pull

communication

Lifting 

Competences

Sales organization

PS Care

Shifting 

competences to 

IGCs // 

Empowering 

Regions by 

giving ownership

Emphasize

cooperation

Strategic/

Commercial

Stay hungry

in paradise

Clean the stairs

from the top

S&OP
Break down 

silos

Process & 

structure  

driven

Driven by the S&OP process

DNA

Think customer 

Trough the whole 

value chain

Easy to do 

business with

Not hungry

enough

Strategic

Marketing

CRM

https://www.google.dk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjJl6n2_7nRAhWRN1AKHbUBBV0QjRwIBw&url=https://www.youtube.com/watch?v%3DROnjCmlHFK4&psig=AFQjCNGHeIsqAYVspRE_pKRAHMOZtoTylg&ust=1484220829758032
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After Sales 
Service 

Copenhagen

Spare Parts
Service, EMC & 

Academy
Retrofit

Global Key
Account

Supply Chain 
Management

On-site 
Recovery

Finance & 
Strategy

Marketing & 
Communication

The Strong Value Chain – S&OP
Organization, culture and mindset

Break down the silos by using S&OP but remember: 

Culture eats strategy for breakfast! 

Make the team strong

(Everyone around the table are equally important)

Sourcing Production HR
Engine 

Business
IT
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The Strong Value Chain – S&OP
S&OP and the business

Why is S&OP critical
for our business?

S&OP…
… bridges strategy & operation (long-term view)

… gives a common understanding of the value
chain

… helps to balance demand and supply

… breaks down silos  One company/ one team

… creates transparency

… makes decisions easier!
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The Strong Value Chain – S&OP 
7 important focus areas for the journey

1. Understand the customer

2. Pro-active sales

3. Selling solutions &                               

E-commerce

4. Strategic marketing

5. Forecast

6. Easy to do business with

7. Segmentation & KAM

1. Delivery time

2. On time delivery (OTD)

3. Price

4. Quality

5. Forecast

6. Easy to do business with

7. Segmentation
Think customer

through the 

whole value chain

TOP 7

Sales

Supply Chain 

Management

Production Purchasing

The Head of Supply Chain must understand 

the whole value chain and own the S&OP –

a challenging task! 
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The Strong Value Chain – S&OP
Sales

Organization

Competence
s (education)

People profile  the right person for the right job

Forecast

Future + Past = best estimate

Systems 

(SAP, CRM, etc.)

Processes

Mindset

S&OPS&OP



20< >MAN Diesel & Turbo PERR Why S&OP is critical for our business 30.11.2017

Master 

Planning

Make/

Buy

Forecasting

S&OP

Material

Management

The Strong Value Chain – S&OP
Supply Chain

Balancing demand and supply

S&OP

http://www.google.dk/url?url=http://mechanical-engineers.regionaldirectory.us/&rct=j&frm=1&q=&esrc=s&sa=U&ei=c9QbVLi1OsnlywPs1oD4DQ&ved=0CDoQ9QEwEw&usg=AFQjCNE3LAen7paxwCRu98U9cEAq0bz23A
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The Strong Value Chain – S&OP 
Supply Chain

Sales & Operations Planning (S&OP)

Forecasting (Demand planning)

Scc No 2 Stroke Description Demand 

Planner

Average 

unit price

Scc# 

Forecast

Scc# 

Forecast

Sugg. 

Forecast

Sugg. 

Forecast

Scc# 

Forecast

Scc# 

Forecast

Sold 

Quant

Order 

intake

Forecast 

Error

Unit 

Error

Delivered 

Quant

Delivered 

amount

Forecast 

Error

Unit 

Error
# EUR/Pcs Pcs/Year EUR/Year Pcs/Year EUR/Year Pcs/Period EUR/Period Pcs/Period EUR % Pcs/Period Pcs/Period EUR % Pcs/Period

Total 263.850 101.357.828 267.770 105.375.841 87.956 33.789.846 87.045 35.168.987 77.737 30.085.965

10 Main Bearing JXT 2535 700 1.774.789 700 1.774.789 232 588.216 235 636.917 -1% -3 223 592.224 4% 9

13 Crankpin / Connecting rod Bearing JXT 1924 600 1.154.223 650 1.250.409 200 384.741 192 341.228 4% 8 165 375.300 18% 35

16 Piston head (finish machining) IRK 4704 1.500 7.055.660 1.500 7.055.660 500 2.351.887 524 2.150.793 -5% -24 511 2.128.537 -2% -11

18 Piston Rings for Piston Crown IRK 288 55.000 15.818.195 55.000 15.818.195 18.332 5.272.348 17.158 4.769.136 6% 1174 15.529 4.055.899 15% 2803

19 Cylinder Liner IRK 9413 1.000 9.413.245 1.200 11.295.894 332 3.125.197 429 3.772.852 -29% -97 377 3.323.687 -14% -45

23 Cylinder Cover STO 13949 110 1.534.378 170 2.371.311 36 502.160 51 542.087 -42% -15 36 480.630 0% 0

25 Exhaust Valve Bottom Piece JXT 678 1.750 1.185.960 1.750 1.185.960 584 395.772 602 403.929 -3% -18 641 434.054 -10% -57

30 Exhaust Valve Housing IRK 3340 70 233.770 40 133.583 24 80.150 7 18.306 71% 17 18 71.444 25% 6

31 Exhaust Valve Spindle IRK 3232 1.800 5.816.884 1.800 5.816.884 600 1.938.961 584 1.889.167 3% 16 606 1.989.711 -1% -6

32 Exhaust Valve Spindle Guide IRK 272 700 190.337 700 190.337 232 63.083 258 70.336 -11% -26 265 67.912 -14% -33

33 Fuel Valve, Complete IRK 1097 850 932.607 850 932.607 284 311.600 507 541.887 -79% -223 242 241.066 15% 42

34 Fuel Valve Nozzle SZFU 197 20.000 3.931.877 20.000 3.931.877 6.668 1.310.888 7.499 1.459.954 -12% -831 6.245 1.178.258 6% 423

46 Fuel Pump, Complete STO 8216 70 575.090 70 575.090 24 197.174 42 269.336 -75% -18 11 116.832 54% 13

48 Fuel Pump Plunger/Barrel IRK 2303 2.100 4.835.961 2.500 5.757.096 700 1.611.987 816 1.779.018 -17% -116 677 1.545.492 3% 23

54 Roller Guide (FO & Exh) IRK 1560 600 936.070 600 936.070 200 312.023 144 191.221 28% 56 131 188.932 35% 69

71 Hydraulic Pipe for Exhaust Valve IRK 2212 140 309.692 175 387.115 48 106.180 76 172.665 -58% -28 43 82.035 10% 5

72 HP Pipe for Fuel Valve IRK 1083 2.000 2.165.413 2.000 2.165.413 668 723.248 627 661.257 6% 41 495 548.052 26% 173

73 Lamella for Piston Rod Stuffing Box SZFU 9 65.000 617.442 65.000 617.442 21.668 205.827 19.492 179.359 10% 2176 18.372 164.068 15% 3296

74 Piston Skirt for Piston Crown IRK 911 800 728.972 1.000 911.215 268 244.206 324 247.029 -21% -56 260 215.525 3% 8

75 Scraper Rings for Piston Rod Stuffing Box SZFU 200 12.500 2.504.413 12.500 2.504.413 4.168 835.072 4.329 791.126 -4% -161 3.584 659.098 14% 584

76 Sealing Rings for Piston Rod Stuffing Box SZFU 170 15.000 2.553.624 15.000 2.553.624 5.000 851.208 4.833 779.442 3% 167 3.783 607.341 24% 1217

126 Multi- Way Valve e.g. FIVA) USSA 7400 350 2.590.080 350 2.590.080 116 858.427 117 767.658 -1% -1 58 422.437 50% 58

127 Alpha Lubricator (one unit) STO 1752 300 525.521 300 525.521 100 175.174 38 71.938 62% 62 29 45.422 71% 71

128 Fuel Valve Spindle Guide (with nozzle) SZFU 507 20.000 10.141.571 20.000 10.141.571 6.668 3.381.200 6.716 3.345.510 -1% -48 5.529 2.719.496 17% 1139

Product Group Forecast Monitor with Delivered Figures
Period: Year 2014 Month 01 (Incl.) to Year 2014 Month 04 (Incl.)

Sugg. Forecast Remarks

EUR/Year

Diff. = 4.018.012 or 3,96%

Sales believe that scc's marked with green are a  trend and 

possible to increase in blanks with supplier?

improved design and selling less and less

could have sold if availability was there / identify which items 

postponed

postponed overahaul

Process model:

▪ Data collection

▪ Demand planning

▪ Supply planning

▪ Alignment with Financial forecast

▪ Pre-S&OP meeting

▪ Executive S&OP meeting

▪ Common overview of the S&OP 

processes – cross functions

Office Head of PrimeServ Copenhagen

Production ∙ Supply Chain ∙ Sourcing ∙ Sales
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The Strong Value Chain – S&OP 
Supply Chain

Master planning (Capacity planning)

Make/Buy
Die helblauen Felder können manuell angepasst werden

Budget 2327

Angebot 1 Angebot 2 Angebot 3

Lieferant Supplier A [LAND] Supplier B [LAND] Supplier C [LAND]

Erstes Angebot 1935 2113 2283

Verhandeltes Angebot 1557 1671 1847  

Einsparung vs. Budget 770 49,5%

Einsparung vs. Best Bid 378 24,3%

Budget 2327,0 2327,0

Saving vs. Budget 1557,0 770,0 770,0

Vergabe 1557,0 1557,0

Saving vs. best Bid 1557,0 378,0 378,0

Supplier A [LAND] 1557,0 378,0 1935,0

Supplier B [LAND] 1671,0 442,0 2113,0

Supplier C [LAND] 1847,0 436,0 2283,0

1557,0 1671,0 1847,0

2327 770

1557

378 1935

2113

2283

Budget Saving vs. Budget Vergabe Saving vs. best Bid Supplier A [LAND] Supplier B [LAND] Supplier C [LAND]

▪ Balance of demand and supply

▪ Tactical planning (26 week view)

▪ Operational planning (8 week view)

▪ Full-cost comparison

▪ Bottom up decision process

▪ Benchmark of own produced products
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The Strong Value Chain – S&OP 
The new supply chain organization

Central 

planning
Day-to-day

purchasing
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The Strong Value Chain – S&OP 
Sourcing

Before

▪We tell you what to do!

▪Week by week – no long term

▪ And if you don’t do as we say, 

we have penalties

▪We call it frame agreements

▪ But we can walk out from day 

to day

After

▪ We tell you what we know and 

when things change – and it 

goes both ways

▪ How can we help optimize your 

production to help ourselves

▪ How can we share data and 

communicate better to avoid 

problems

▪ We commit to a certain 

purchase on certain items within 

an agreed timeframe

▪ How does it influence                       

our lead time, OTD                          

and prices?

Supplier Development
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The Strong Value Chain – S&OP 
Sourcing

Supplier Development

▪ Stronger cooperation with suppliers

▪ Focus on OTD, lead time, price and 

quality

▪ Categorization of goods

▪ Commitments on solid goods to 

achieve price reductions

Workshops with the suppliers

http://www.google.dk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwi0g4v3tMfLAhUwb5oKHVRsDaIQjRwIBw&url=http://www.avgconsulting.com/services/supplierdev.html&bvm=bv.117218890,d.bGs&psig=AFQjCNH1qweXuPWEqVPOwH0tdA0Fkf0usg&ust=1458293449458060
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The Strong Value Chain – S&OP 
Lead time is crucial for revenue and stock value

8%

8% increase in hit rate  €30 mio in revenue and €XX mio in profit

50% lead time reduction  25% stock  reduction  €10 mio stock 

reduction
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The Strong Value Chain – S&OP 
Production

Production began to consider itself as 

a supplier to the supply chain. 

This was possible due to:

1. New ways of planning and 

integration of S&OP processes

2. Change in KPIs

3. Introduction of internal Service 

Level Agreements (SLAs)

4. More focused Lean approach

5. Focus on creating standardized

processes (both in physical as well

as administrative flow)

6. Stronger cooperation and 

processes resulted in less silos 

and more support for the value

chain
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The Strong Value Chain – S&OP 
Processes and KPIs through the Value Chain

▪ Process mapping

▪ Preparation of S&OPs

▪ Roles and Responsibilities, RASI

▪ Definition of SLAs and KPIs

▪ Hearings and audits

MTH JESPER MRK MTH MTH DNB DNB DNB PERR PERR MCF DNB DNB DNB

Process SA8 SA9 SA10 SA11 SA12 SA24a SA28 SA28a SA5 SA6 SA30 SA32 SA21.2 SA1

Segmentation 

model

Key account 

management

Non key 

account 

management

Segmentation, 

revision and 

approval

SLA
Order follow 

up
Discount level

Process to 

establish and 

maintain 

engine data

Value 

proposition

Value 

proposition 

coordination

Sales KPI 

repoprting

Define and 

select KPI's for 

whiteboard 

meeting

Large repair Sales strategy

SOP# SOP#1 SOP#2 SOP#3 SOP#4 SOP#5 SOP#6 SOP#7 SOP#8 SOP#9 SOP#10 SOP#11 SOP#12 SOP#13 SOP#14

Role VCP 1.24 VCP 1.24 VCP 1.24 VCP 1.24 VCP 1.24 VCP 1.24 VCP 1.24 VCP 1.24 VCP 1.25 VCP 1.25 VCP 1.26 VCP 1.26 VCP 1.28 VCP 1.29

Coordinator I I R I I R I I I I I I

Technician I I R I I I I R I I R I

Sales person S S S S S I S I S S S S

Group leader S/I R A S/I R A R A R R A R

Project manager R R

Product Manager

Senior manager A A A A A A A I A

Sourcing

SCM S

Q

VP S

HR

Other HQ

Status 1 2 1 1 2 1 2 1 2 2 2 2 1 1

Additional 

documents

Planned Planned Planned Planned Planned

SOP owner
Massih 

Mayely

Jesperb.Welle

r@man.eu MRK

Massih 

Mayely

Jesper.Dyreho

lt@man.eu 

DanR.Broegge

r@man.eu

DanR.Broegge

r@man.eu

DanR.Broegge

r@man.eu - -

MichaelA.Fritc

he@man.eu

Morten.Heltb

erg@man.eu;

MichaelA.Fritc

he@man.eu

FinnK.Nielsen

@man.eu

Morten 

Heltberg

Deadline

RASI

R Responsible 3

A Accountable 2

S Support 1

I Information Der er indlagt conditional formatting, så skriv blot tallet.Skal informeres

Status Line

Information is correct

Information needs to be identified

Information needs to be confirmed

I praksis

udfører opgaven

Står til ansvar

Bidrager med arbejde eller viden

RASI

Process mapping

and work instruction

SLA’s

Job description

KPIs
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The Strong Value Chain – S&OP
S&OP is easy to understand, but hard to implement - My advice

1. S&OP (process) – break down the silos  One team!

2. Stay hungry in paradise – hunger!

3. Clean the stairs from the top and set the right team

4. All changes require courage and a lot of energy

5. Understand your business and focus (strategy plan)

6. Focus on facts and not emotions (consultancy?)

7. Harvest the low hanging fruits (quick wins)

8. Seek help if the transformation is big - consultancy

https://www.google.dk/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjJl6n2_7nRAhWRN1AKHbUBBV0QjRwIBw&url=https://www.youtube.com/watch?v%3DROnjCmlHFK4&psig=AFQjCNGHeIsqAYVspRE_pKRAHMOZtoTylg&ust=1484220829758032

