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SCA increases profitability in Europe

included customer profitability analyses in
the Nordic countries and Eastern Europe
as well as assortment analyses in the UK.
For this new and bigger challenge,
Schipper's team needed new facts and

SCA uses Prodacapo's software for Activity Based Costing/Management
(ABC/M) in twenty-one European countries. The sales and marketing organiza-
tion of the company's business area Away From Home Tissue Europe strives to
continuously improve profitability per customer. SCA has integrated the Proda-
capo solution with its SAP system and updates revenue and profitability data

quarterly.

SCA, one of the world's leading paper
companies, produces absorbent hygiene
products, packaging solutions, and publi-
cation paper. The company has 46,000
employees in forty countries.

The business area Away From Home
Tissue Europe is a European market
leader in tissue products for corporate
customers and public institutions. The
four main product areas are toilet tissue,
handwiping products, napkins, and wipers
for cleaning in industry and offices. Other
products include various types of hygienic
dispensing systems. The business area,
headquartered in Munich, Germany, has
twenty-one European sales offices organ-
ized into five regions in Europe.

New market strategy

Rijk Schipper took over the helm of Away
From Home Tissue Europe in 2001. One
of his first measures was to establish a
new coordinated market strategy focused
on how to best serve customers and seg-
ments to improve profitability. The result:
impressive growth in profitability. The
company used Prodacapo ABC/M analy-
ses to achieve this accomplishment.

Measuring profitability per
customer
What do companies need in order to grow
profitability per customer? Conventional
financial reporting only enabled Schipper's
team to calculate gross profitability. In
order to make decisions about the new
market strategy they needed more accu-
rate information on net contribution per
customer.

Away From Home Tissue Europe

chose the Prodacapo solution for Activity
Based Costing/Management. SCA had

analyses. The first step was to analyze

the three largest geographical markets in
Europe: Germany, France, and the UK. In
a second step, Away From Home Tissue

— -

“Prodacapo ABC/M comes with much functionality that really facilitates continuous ABC/M work,” says
sa Kalentun, European Controller, Away From Home Tissue Europe, SCA.

been using Prodacapo ABC/M for sepa-
rate ABC-analyses since 1996 and was
very pleased with the tool and the out-
come. Successful analyses in the past

Business area Away From Home
Tissue Europe, SCA

The SCA business area Away From Home
Tissue Europe’s operations are based prima-
rily on sales of tissue products to corporate
customers and public institutions. SCA is the
market leader in Europe and the third-largest
player in the global Away From Home mar-
ket. SCA, one of the world's leading paper
companies, produces absorbent hygiene
products, packaging solutions, and publica-
tion paper.

Organization: Sales offices in twenty-one
European countries, organized into five
regions. Headquartered in Munich, Germany

Prodacapo product: Prodacapo ABC/M

Europe introduced the Prodacapo solution
for continuous ABC/M in all twenty-one
countries.

European advantage

Prodacapo ABC/M enabled the business
area management to make informed, fact-
based decisions. The analysis showed the
real cost of the various ways to sell and
deliver to different customer segments.
Management could also identify criteria
for how to best serve customers and seg-
ments for profitability growth. As a result
of the analysis, Away From Home Tissue
Europe decided to terminate direct sales
to a large number of clients and instead
serve them via distributors. The result
was a real win-win situation. Distributors
appreciated getting new customers and



Away From Home Tissue Europe did not
lose any volume. They made their sales

organization more efficient and improved
profitability.

Continuous improvement

Today, Away From Home Tissue Europe
uses Prodacapo ABC/M to continuously
improve customer profitability and effi-
ciency.

“The Prodacapo solution means we
have improved the way we measure our
costs to serve each and every cus-
tomer—uwhich also allows us to do some-
thing about our profitability per customer,”
says Asa Kalentun, European Controller,
Away From Home Tissue Europe, SCA.

“One important purpose of ABC/M is
to establish the right attitude to cost-to-
serve throughout the organization,” says
Asa Kalentun. “People have realized that
time and resources drive costs. To grow
profitability it's important to spend time
and resources on the right activities and
customers.”

Centralized and regional analyses
Customer profitability data is available
both centrally and regionally. At the busi-
ness area level, Away From Home Tissue
Europe analyzes customer profitability for
its top fifty clients across Europe every
quarter, as well as top thirty customers
by region.

At the regional level—such as the
Nordic countries—the sales organization
uses reports that track three to five
selected cost drivers per customer. Sales
teams compare these actual costs with
average costs and implement changes to
improve profitability.

Away From Home Tissue Europe has
an ABC model for each of its five regions.
Every region typically includes three to six
countries. The five ABC models are then
consolidated at a European level. Based
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IMPROVING ENTERPRISE PERFORMANCE

on their own data, each region can make
the necessary decisions at the same time
that company management can view the
profitability for all customers. It therefore
no longer matters if customers operate in
more than one country. This is a signifi-
cant benefit since it is becoming more
common for agreements to be made on a
European level, whereas sales and cus-
tomer services are provided locally.

Best practice

The information provided by the Proda-
capo ABC/M solution is also part of a new
project within Away From Home Tissue
Europe called “Best practice.” The pur-
pose of the project is for all regions and
sales offices to learn from one another
and improve their procedures.

“By using Prodacapo we can measure
how we use time and costs in our differ-
ent business processes. We can now ana-
lyze where we use the time available to us
- before, during, and after a sale. We can
start to set targets and work with our
sales-generating processes,” says Asa
Kalentun.

Minimized workload

The first steps for implementing Proda-
capo ABC/M did not involve any integra-
tion with existing systems.

“Today we've integrated Prodacapo
ABC/M to a greater degree with existing
systems in order to automate the ABC/M
information update as much as possible.
The result is a reduction in lead-time for
quarterly updates from five to two days,
which frees up a considerable amount of
time that we can spend on analyses,”
says Asa Kalentun.

“Prodacapo ABC/M comes with much
functionality that really facilitates continu-
ous ABC/M work. And it becomes even
simpler. Prodacapo develops the right
type of new functionality. While we were in
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ASA KALENTUN,
EUROPEAN CONTROLLER,
AWAY FROM HOME TISSUE EUROPE, SCA

the middle of making large organizational
changes Prodacapo released a new ver-
sion that included more functionality,
which made it easier to modify ABC/M
models. This saved us a lot of time and
effort,” says Asa Kalentun.

What's the next step?

“We work continuously to improve the way
we use ABC/M. At this stage we aren’'t
fully satisfied with the quality of the activi-
ty-based information from various parts of
our organization. Our focus today is to
improve quality where required,“ says Asa
Kalentun.

System Solution

Away From Home Tissue Europe uses Proda-
capo ABC/M for continuous ABC/M. Informa-
tion is updated quarterly. The Prodacapo
solution is integrated with the company's
SAP Business Warehouse. The ABC/M data
is analyzed and reported both in Prodacapo
and within the SAP BW.
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With more than 10 years of experience and over 500 customers in more than 50 countries, Prodacapo is a leading international provider of software solutions for Enterprise
Performance Management. Our product family includes software solutions for Activity-Based Costing/Management, Balanced Scorecard, business planning and process management.

Prodacapo is headquartered in Stockholm, Sweden and collaborates with partners and leading consultancy firms globally.



