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EvoBus: Increasing Customer Satisfaction
and Accelerating Aftersales Service with
SAP° Solutions and Services

EvoBus and SAP have a 15-year history of successful collaboration.
Working with the Business Transformation Services group of the
SAP® Consulting organization, EvoBus developed a new road map
and process design to replace existing aftersales systems with a
new combination of SAP applications. The SAP Dealer Business
Management application and surrounding systems have made
EvoBus Aftersales Services — known as OMNIplus — more efficient.
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Services for your Mercedes-Benz and Setrz
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SAP° Value Partnership helps EvoBus
SAP and EvoBus collaborate to develop a holistic IT landscape

Objectives Resolution
« Increase margins by enhancing aftersales + Leveraged the SAP Value Partnership service and
business and improving the customer experience worked with the SAP Consulting organization to Company
» Find new revenue streams and optimize redesign processes from first customer contact EvoBus GmbH — a Daimler
aftersales workshop processes to financial closure Company
 Implemented the SAP Dealer Business Manage-
Why SAP ment and the SAP Multiresource Scheduling Headquarters
« Direct contact with standard development applications as well as SAP NetWeaver® Business  Kirchheim unter Teck, Germany
experts from SAP, enabling integrated processes Client software, including wireless integration
« Successful collaboration with the SAP partner for mobile devices and a mobile app for vehicle Industry
ecosystem, including near-shore development reception Automotive
from SAP, proaxia consulting group, and the
SAP® Custom Development organization Benefits Products and Services
+ Accelerated aftersales services, allowing teams Manufacturing and sales of
to spend more time with customers, increasing buses and coaches

revenue and margins
+ Gained the ability to manage future rollouts with Employees

little external support 14,798 (in Europe)
Revenue
: _ _ _ _ €4.42 billion
Teaming up with the Business Transformation Services group from SAP
Consulting is an essential part of our ongoing success with the SAP Dealer Web Site
Business Management project. The SAP team helped us design and www.evobus.com
further enhance our new processes in the aftersales area.” Partner
Paul Bohm, Dealer Business Management Project Manager, EvoBus GmbH proaxia consulting group

www.proaxia-consulting.com

procaxia

value delivered as promised
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