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SAP Inside
Pentagon Chemicals –  
Gaining Control

The U.K.-based chemicals manu-
facturer Pentagon Chemicals wants 
to double the profitability of its 
business within the next two years. 
But disparate and stand-alone 
reporting systems were preventing 
the midsize company from getting 
visibility on expenses and costs. 
So it turned to SAP Business 
ByDesign to help get it on track 
and to bring the IT infrastructure 
up-to-date.

Until recently it was difficult for Pentagon 
Chemicals to attain visibility on costs, 
which were generated by disparate stand-
alone systems and spreadsheets. And 
in order for a company to compete, it 
has to know where it is at any given time.

Although the company’s profitability 
had considerably improved since June 
2006, its executive board realized it 
could not go to the next level without 
updating its technology platform. In 
October 2007, it first came into contact 
with SAP Business ByDesign, the on-
demand SAP solution for midsize com-
panies. “We quickly decided that the 
hosted application would suit our busi-
ness strategy perfectly,” says Nicholas 

Lindop, Director of Pentagon Chemicals. 
“The most attractive aspect of this 
product to us is that it is offered as a 
software-as-a-service package, so that 
we can have the full 24/7 support with-
out having to have an extensive IT infra-
structure. Most importantly, with soft-
ware delivered as a service, we would 
be free to focus on our core activities, 
which are fine chemical and specialty 
chemical manufacturing.”

At the end of March 2008, the decision 
was made for the project "Novus" – new 
beginnings for Pentagon. The imple
mentation team got the mission to inte-
grate the business systems so that the 
company can have much greater con-
trol and visibility of the costs within the 
business.  Only a few months later, the 
first of the two businesses, fine chemi-
cals, went live; it was joined by the 
second location, the specialties busi-
ness, in October. Now there are uni-
form systems and procedures across 
the two businesses. SAP Business 
ByDesign will enable Pentagon to acquire 
increased and real-time visibility on costs 
and financial data, to improve purchas-
ing by reducing the need for reactive  
or short-term buying of raw materials, 
to identify opportunities for operational 
improvements, and to integrate the 
business processes.

By knowing where it is, Pentagon 
Chemicals can reach its goals of growth 
through acquisition more quickly. Should 
a third business be bolted on to its two 
businesses, Pentagon can impose the 
same systems and procedures rapidly. 
“Because the software is configurable 
to our legal entity structure, it enables 
us to move forward with an acquisition 
faster than some of our competitors 
can,” says Lindop. 

Such new and anticipated changes in 
a company have a direct impact on a 
company. In the case of Pentagon 
Chemicals, a new business model was 
created. “We have reshaped all our 
processes and disparate systems and 
brought them onto the SAP Business 
ByDesign platform,” Lindop summa
rizes. As a result, costs are better under 
control and can be brought down. 

Pentagon Chemicals
Pentagon is a U.K.-based chemical man-
ufacturer of organic intermediates for 
use in the life science, petrochemical, 
and specialty chemicals markets. Offe
ring exclusive synthesis and a wide range 
of products, the privately owned com-
pany has sales of over GBP 40M per 
annum and employs around 200 people 
at its sites in Halebank and Workington. 
In recognition of the successful imple-
mentation of a sustainable development, 
Pentagon won the Chemical Industry 
Association’s 2008 Manufacturing Award.
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Careers at SAP  
Behind the Scenes with Employees at SAP

Chiew-Hooi Loo, Sales
Chiew-Hooi Loo’s job is to help SAP 
become a leading provider of software 
solutions for the financial services 
industry in Singapore. Before moving 
to his current position, he was a senior 
account manager and later a senior 
manager at Business Objects. In his 
current role in sales, he advises SAP 
customers in their companies and helps 
them get the most out of their existing 
SAP software:

“I like the IT industry. I like the fast 
pace – the dynamics,” Loo explains. 
“You tend to meet a lot of very bright 
people in IT. My job gives me the oppor
tunity to play with a lot of fun stuff. But 
beyond that, I would have to say that 
it’s the smiles on my customers’ faces 
that motivate me. SAP uses a lot of key 
performance indicators to measure the 
success of our company and our soft-
ware products – thousands of them,  
in fact. But for me, the most important 
indicator isn’t measured in numbers, 
but in the size of a customer’s smile.  
I see smiles on my customers’ faces 
every day. That’s how I know I’m hitting 
the mark; that I’m doing what I do well.”

In the last issue of SAP INVESTOR, 
we have begun our new series of 
special reports on employees from 
various areas of the SAP value 
chain. In this issue, we talk to two 
employees – Armand Sezikeye 
from the development organization 
and Chiew-Hooi Loo from sales. 

SAP is a global company. The employ-
ees based at our headquarters in 
Walldorf, Germany, alone represent 91 
different nationalities. Recruiting highly 
qualified personnel from around the 
world, allows us to cultivate a broad 
base of culturally diverse talent from 
which we can develop our future lead-
ership teams.

Armand Sezikeye, Development 
Manager
Armand Sezikeye has been involved in 
the ongoing development of the SAP 
Business Suite software since 2008. 
He believes the key to success is life-
long learning – both professionally and 
personally:

“My greatest source of motivation at 
SAP is the idea that everything I’m 
doing can and does make a difference. 
I was so keen to work for SAP from the 
very beginning because I had always 
dreamed of working for a company with 
very strong internal processes; with 

discipline; a company with a leading 
product on the market. There is a free 
flow of ideas in this company. The very 
fact that SAP has labs all over the world 
is a developer’s dream come true. You 
can actually sit in the same room with 
developers from India, Germany, Canada, 
and the United States – people from all 
over the world – and talk about creating 
innovative new products. At SAP, when
ever someone has an idea, they can just 
start discussing it with either a manager, 
developer, or a product manager. And if 

it’s a good idea, more often than not, it 
will wind up in a specification document. 
SAP is an open-minded company.
 
When I look back at what we achieved 
with the user interface for the SAP 
Customer Relationship Management 
application (SAP CRM), I think it was 
a great success from almost every 
perspective – in terms of usability, 
accessibility, and handling. My team 
was actually at the heart of the move to 
revamp the SAP CRM user interface 
framework together with other teams in 
Germany. Many of the ideas we came 
up with at the time are now very popu-
lar features that our customers truly 
appreciate.”
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“I tell new SAP 
employees – and 
my whole team – 
that what makes 
SAP great is that 
you can make 
your career what 
you want it to be. 
It’s all about your performance.”
Armand Sezikeye, development consultant

“I believe in what 
SAP is doing and I 
believe in the value 
that SAP has been 
bringing to our 
customers around  
the world. It’s real-
ly a good feeling to 

know that you’re helping people who 
trust SAP.”
Chiew-Hooi Loo, senior account manager
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PARTNERSHIPS 
SAP continues to build its partner 
ecosystem to support the success 
of its service–oriented–architec-
ture (SOA). Enabling innovation 
and standardization in a single 
environment, SOA allows IT mana
gement to deliver at the speed and 
efficiency that business requires.

New Co-Innovation Lab in Bangalore
SAP opened its third SAP Co-Innovation 
Lab, at SAP Labs India in Bangalore, 
which joins existing labs in Palo Alto, 
California, and Tokyo, Japan. In opera-
tion since October 2008, the SAP Co-
Innovation Lab Bangalore offers a hands-
on environment for SAP, independent 
software vendors (ISVs), system inte-
grators (SIs) and technology partners 
to work together with customers on cur
rent and future technologies to showcase 
how companies can increase competi-
tive advantage and improve efficiencies. 

IBM adopts Run SAP Methodology
IBM is one of the first worldwide sys-
tems integration and application mana
gement services providers to fully adopt 
the Run SAP methodology. IBM has 
become a launch partner for SAP Busi
ness Suite 7 software in support of the 
newly launched flexible and modular 
software suite. SAP and IBM will help 
joint customers reduce the total cost of 
ownership with leading consulting and 
technology capabilities, such as global 
SAP implementation and applications 
management services. IBM plans to 
roll out the Run SAP methodology in 
the first quarter of 2009.

Teradata Corporation 
The data warehousing and enterprise 
analytics company will provide SAP 
NetWeaver Business Warehouse (SAP 
NetWeaver BW) on the Teradata data-
base. Customers have asked for accel-
erated, unified access to detailed 
enterprise data for improved business 
visibility. To address this need, the part-
nership will deliver a seamlessly inte-
grated and scalable solution that lowers 
total cost of ownership and consoli-
dates data on one database platform. 
Customers will benefit from an integrat-
ed end-to-end offering, including every-
thing from data warehouse infrastruc
ture and management to BI tools. 

CUSTOMERS
With more than 86,000 customers, 
SAP has the largest business 
application customer base in the 
world, including many of the world’s 
largest companies as well as small 
and midsize businesses. New SAP 
customer announcements include:

ICW Group Insurance Companies
The insurance company is now opera
ting the SAP ERP Financials solution to 
drive enterprise-wide efficiencies on a 
single, integrated system laying the foun
dation for financial excellence. Capita
lizing on the early success of its recent 
SAP deployment, as well as its existing 
deployment of SAP BusinessObjects 
business intelligence (BI) solutions and 
information management (IM) solutions, 
ICW Group was able to glean real-time 
visibility of its cash flow and reduced 
its general ledger accounts from 6,800 
to 800. 

Maple Leaf Foods
The leading food processing company, 
headquartered in Toronto, Canada will 
leverage SAP ERP to improve core pro-
cesses, including financials, human 
resources, manufacturing, sales, procu
rement and logistics. Maple Leaf Foods 
will also deploy the SAP for Consumer 
Products solution portfolio to speed 
time to market for new products, reduce 
operating costs, meet regulatory requi
rements and increase visibility and res
ponsiveness throughout its supply chain. 
In addition, Maple Leaf Foods will leve
rage solutions within the SAP Business
Objects portfolio to monitor business 
performance, increase process trans-
parency, spot inefficiencies and identify 
and leverage growth opportunities.

Marshfield Clinic
The Wisconsin-based healthcare pro-
vider has selected the comprehensive 
SAP BusinessObjects XI intelligence 
platform to replace its existing business 
intelligence (BI) system. Marshfield 
Clinic plans to more fully use its vast 
warehouses of historical patient data to 
better serve patients. By providing sim-
plified access to treatment information 
ranging back more than 30 years and 
self-serve tools to analyze that data, 
doctors will be able to create a more 
well-informed plan of action based on 
each patient's medical history. SAP Busi
nessObjects software will also provide 
Marshfield Clinic with detailed insight 
into its own operations so the organiza-
tion can optimize clinical performance 
and make better-informed business 
decisions based on trusted data.

NEWS
Partnerships, Customers 
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Any statements contained in this document that are not historical facts 
are forward-looking statements as defined in the U.S. Private Securities 
Litigation Reform Act of 1995. Words such as “anticipate,” “believe,” 
“estimate,” “expect,” “forecast,” “intend,” “may,” “plan,” “project,” 
“predict,” “should” and “will” and similar expressions as they relate 
to SAP are intended to identify such forward-looking statements. SAP 
undertakes no obligation to publicly update or revise any forward-look-
ing statements. All forward-looking statements are subject to various 
risks and uncertainties that could cause actual results to differ materially 
from expectations. The factors that could affect SAP’s future financial 
results are discussed more fully in SAP’s filings with the U.S. Securities 
and Exchange Commission (SEC), including SAP’s most recent Annual 
Report on Form 20-F filed with the SEC. Readers are cautioned not to 
place undue reliance on these forward-looking statements, which speak 
only as of their dates.
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Financial Calendar 2009

Please visit www.sap.com/investor for regular updates, featuring management pre-
sentations and webcasts and to order the SAP annual report. SAP also participates 
in several Money Shows and Better InvestingInvestor Fairs to provide further infor-
mation to individual investors.

June 25 -28	 BetterInvesting National Conference, Atlanta, GA
July 29 	 Q2 and 6 months 2009 preliminary results release
August 7-9	I nvestEd Conference, Salt Lake City, UT

SAP Annual Report
SAP’s Annual Report to Shareholders 
(including the IFRS audited financial 
statements) for the year ended Decem
ber 31, 2008 is now available, and that 
SAP’s Annual Report on Form 20-F 
(including the U.S. GAAP audited finan-
cial statements) has been filed with the 
U.S. Securities and Exchange Commis
sion (SEC). Both reports can be accessed 
via SAP’s Web site at www.sap.com/
investor. Hardcopies of both reports can 
be ordered free of charge (i) online at 
www.sap.com/investor, (ii) via phone 
+1-877-727-7862 or (iii) by sending an 
e-mail to investor@sap.com. 

Dividend for FY 2008
The Executive Board and the Super
visory Board of SAP recommend that 
shareholders approve a dividend of 
€0.50 (unchanged from previous year) 
per ordinary share at the Annual Gene
ral Meeting of shareholders. If the share
holders approve this recommendation 
the total amount distributed in dividends 
would be approximately €594 million 
(based on the outstanding shares as of 
December 31, 2008), representing a 
pay-out ratio of 32%. The Annual Gene
ral Meeting is scheduled for May 19, 
2009 in Mannheim, Germany. The pay-
ment of the dividend is scheduled for or 
after May 20, 2009.

CORPORATE NEWS

SAP Reduces Carbon Footprint 
SAP has installed solar panels at its 
Palo Alto campus as an alternative clean-
energy source. This is part of efforts  
by SAP to reduce its greenhouse gas 
emissions to its year-2000 levels by 2020. 
SAP expects the system to reduce its 
carbon emissions by 154 metric tons 
annually. It will also eliminate the peak-
load energy consumption of the com
pany's regional computing center on the 
electrical supply grid during daylight 
hours, providing both environmental and 
financial benefits.

Rob Enslin Named President of SAP 
North America 
In his new role, Enslin is now responsible 
for all of SAP's business operations in 
North America, which span all industries 
in companies ranging from small and 
medium businesses to America's largest 
Fortune 500 companies. Enslin previ-
ously was chief operating officer and 
executive vice president of Fast Growth 
markets, Global Field Operations at SAP, 
responsible for the company's business 
operations, shared services and emer
ging markets significant to the company.


