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"Maintaining accurate master data is a
.. fail"major Issue or ret ers

to upgrade its SAP R/3 environment.

which was approaching the end of its life:

to grapple With the challenges around
maintaining accurate master data In a

company with a huge amount of product
and a vast range of SKUs stocked at

stores: and to enable bUSiness efficiencies

through e-commerce and greater

reporting capabilities through the BUSiness

Warehouse.

With a shared service team of around 30

people based In Lawnton, Queensland,

supporting three brands - Supercheap

Auto, Boating Camping Fishing and a new

bicycle brand, Goldcross - on a common
SAP platform, McMahon has achieved all

this and more.

One of the major tasks during his time

with the company, the upgrade of
SAP from R/3 to ECC 6.0. was a very

successful project, taking place in under

eIght months.

"In the end, we brought It in two weeks

earlier than we had anticipated and well

under budget. We were jumping from

version R/3 over ECC 5 straight to ECC

6.0, and that can be very problematic.
Often It can be difficult. particularly in a

large company that is in a huge growth

mode, to get business buy-in around

things such as testing and requirements for

configuration," McMahon says.

However, the team put together a

"harvest plan" to artICulate the benefits

and partICularly the qUick wins that would

occur as a result of and directly after the

upgrade.

"We got very strong buy-in from the

bUSiness and we ran through a vendor
panel made up of a number of good SAP

support partners. We ran a good process,

we ran a really good project and we've

been able to harvest the benefits. We

went straight out of the ECC 6.0 upgrade

into implementing functionality such as

regional ranging and regional pricing."

Another important part of McMahon's

role has been actively developing Super

Cheap Auto Group's Business Warehouse

solution, WIth an upgrade to B17.0 now on

the drawing board.

"Practical reporting is very important.

partICularly when the business IS making

deciSions based on return on investment.
We need to be able to ensure that we
can report that return on Investment, and

get the nght guides to the people who
are making the deCISions. Ultimately we

will conSider implementation of BUSiness

Objects so we can give people their own

data cubes where they will be able to slice

and dice their data and get exactly what

they need in the most timely fashion."

The business intelligence capability is not

just about reporting, but is also enabling

process re-englneenng.

"The business is rapidly growing and
reinventing itself along the way. There's a

constant need to review and to optimise

processes. Coming out of those processes

are enhanced or additional reporting

needs: they go hand in hand for us,"

McMahon says.

The company has also developed

extensive e-commerce capabilities,

including supplier collaboration, to gain

further effiCiencies. There has also been

Significant development around ItS pOint of
sale functionality.

And lUst one of the developments that has

gamered Interest from other SAP users

is the implementation of the SAP Master

Data Management (MDM) solution,

Including an Interface directly to GS I Net.

This enables the company to take master

data directly from its suppliers.

"Maintaining accurate master data is a

major issue for retailers, particularly as

our stores stock literally hundreds of

thousands of products, and accuracy can
be a challenge," McMahon says.

"For instance, if your master data states

that a product !S a certain size or volume

but in fact you've understated it by 50 per

cent, that would cause huge problems in

shipping, warehousing and stocking that

product. When you go to store these

products within your distribution centre,

you will have dramatically underestimated

the space required. And that goes all the

way to the store set-ups where fixtures

will have been built expecting products

to be a certain size. Even decisions
about freighting and shipping costs are
Impacted."

He says even from a marketing
perspective, the suppliers know best

what their products' features and benefits
are, and the retailer needs to be able to
capture those details for marketing and
correctly labelling a product.

While the project is only at the pilot stage,
McMahon hopes that over the next three
years, a large percentage of their master
data will be shared directly with the
suppliers.

However the project hasn't been
without its challenges to date - the GS I

Net connectivity aspect of the MOM
implementation presented difficulties for
the Super Cheap Auto team.

"We really were out there very much
on the leading edge, almost the bleeding
edge In fact - there's parts of the interface

we developed internally so in some ways

we were ahead of SAP on that one:'

McMahon says.

Importantly, the IT team has supported
the growth of the company over the last

three years while It doubled its revenue. In

the Immediate future, the new Goldcross

acquisition will be migrated from Its legacy

ERP solution over to SAP.

In such a fast-groWing business. It IS

essential to keep ahead of technologlCal

developments. Members of McMahon's

team are Involved In the SAUG, while

McMahon himself IS hooked Into a
community of ClOs In Brisbane, across

Australia and globally. This provides

an opportunity for the ClOs to share
informatIon on challenges, technology and

suppliers. He also maintams a connection

with SAP to stay abreast of where It is
gOing with its application development and

the road map.

"We have a lot of Interest in functionality

that's coming down the line. For instance,

we're keeping our eye on SAP Point
of Sale as our current pOint of sale is

intemally developed. We're also keeping

our eye on the new Forecasting and
Replenishment functionality that will be »
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delivered over the next two years. We are
looking to do a lot more around mtegrated
onhne sales and so there's elements of
the CRM modules which will be of future
interest to us, particularly around the fully
integrated shopping cart functionality.
Because we work so closely with trading
partners, we are Interested in supplier

relationship management and on the
reporting side, further development of BW
and the Integration of Business Objects."

He will also be keepIng an eye on how
products are being Integrated mto

Netweaver and developed along servlCe­

onented architecture pnnclples.

While the technical aspects of making these
systems fit the business' requirements
are reasonably straightforward. given the
right architecture and solutions. the real
challenge for C10s is in making the benefits
quantIfiable and proving the Investment will
payoff.

"When It comes to bUilding a strong
business case and identifying KPls that are
truly measurable rather than just warm and
fuzzy. that can be a challenge .n Itself - not
only to Identify those KPls and decide
how they are measured, but also making
yourself accountable to them. So If I say

there will be that benefit, we can measure
that benefit, and I'm personally accountable
and my group is accountable."

To develop its bUSiness cases, McMahon
draws on the expertise of his "great
internal resources", hiS SAP reseller
partners Extend Technologies and C1BER
Novasoft. as well as SAP.

"Particularly in this current economic
climate, the cost of capital in recent years
has gone up considerably, and boards are

very wary and need solid Justification for
spending large sums of money:' McMahon

says. "So there IS Increasing pressure to put
those bUSiness cases together and ensure
they are monitored. I'm part of the group's
executive leadership team, so purely from
a bUSiness perspective, I fully believe In

the process and that there should be solid
retums on everything we do."

In terms of trends In the ERP space over
the next two to three years, McMahon

believes that this financial pressure will
compel C10s to dnve more value out of
their ERP.

"As the cost of supporting and malntalntng
the product goes up, then we need to

work with the business and gain even
more value out of It, and as we're paying
more for our Integrated suite, we need to

drive more value out of the Integration,"
McMahon says.

There IS more growth ahead for the Super
Cheap Auto Group - McMahon says it will

be a billion dollar company by 20 I0, making
It a very significant retail player In Australia.
And if McMahon's track record is anything

to go by, he will be enjoying the nde.
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