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Introduction to Inspirage 

2 NCR Confidential 

http://www.youtube.com/watch?feature=player_embedded&v=vkiB7q3IAKw


Global Reach 

In 2013, our 

 240+ consultants  

worked in 39 countries 

around the world.  
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Oracle Certifications 
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NEW 2013 

Oracle Asia Pacific 

Applications Partner 

of the Year 

Edge  



Introductions – Michael Groesch NCR 

Michael Groesch is Vice President of NCR’s Integrated Supply Chain Planning, across multiple lines 

of business. He has recently taken on new responsibilities to apply the same management 

processes to NCR Services’ hardware maintenance business. 

 

Mike led the business process and systems redesign that has helped NCR move up the Gartner 

Maturity Model from Reacting to Collaborating to now approaching the highest level, Orchestrating. 

 

Mike joined NCR in December 2008 after working at Microsoft Corporation for 13 years.  At 

Microsoft, Mike was involved in the Xbox manufacturing start-up and Xbox 360 strategy 

development. He installed the Entertainment and Devices Division S&OP process and custom tools 

at Microsoft and was also a product unit manager for the Zune Accessories business.   

Mike is a graduate from Purdue University with a Master of Science in Industrial Engineering and a 

Bachelor of  Science in Mechanical Engineering.  Mike holds three patents. 
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$5.73B  
revenue  

(up 8% on 2011 

revenue) 

13,000  
Services 
Professionals in   
90 countries 

300M 
transactions 
every day 
around the world 

TOP 100 
SOFTWARE 
COMPANY 

TOP 100 
GLOBAL 
INNOVATORS 
2011 Thomson 
Reuters Award 

 
 

Strong, stable and growing 
 

“NCR is . . . . radically transforming the way business is transacted.” SEEKING ALPHA 
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2011 Tech research 
international 
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Making the everyday easier 
 

  

SHORTER  

LINES 

 

#1  
provider  

of ATMs   

worldwide 

 

  

EASIER 

CHECKOUT  

   

FASTER 

PAYMENT 

38% 
of the top US-

based chain 

restaurants 

use NCR 

   

BETTER 

CONNECTED 

8 of 10  
top telecoms and 

OEMs use NCR 

   

   

SMOOTHER 

JOURNEYS 

of top US 

airlines use 

NCR 

passenger 

enablement 

80% 

…across more 
industries and 
countries than 
anyone else in 

our market 
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Globally in  

self checkout 

technology  

 

#1  



NCR Manufacturing Locations  

Puducherry 

Manaus Beijing Midland  

Columbus 
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                 S&OP Maturity Model 
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S&OP	Maturity	Model	
Strategy Stage	1: 

Reacting 
Stage	2: 

Anticipating 
Stage	3: 

Collaborating 
Stage	4: 

Orchestrating 
Balance: 
S&OP 

	 	 	 	

Section	1: 
Goals 

Development	of	an	
operational	plan	
	

Demand	and	supply	
matching	
	

Profitability	
	

Demand	sensing	and	
conscious	trade-offs	
for	demand	shaping	to	
drive	an	optimized	
demand	response	
	

Section	2: 
Cross-Functional	

Alignment 

Supply	chain	driven	
process,	with	a	strong	
sales	and	operational	
bias	leading	to	
imbalance.	Lack	of	
clarity	as	to	the	goal	of	
S&OP.	
	

Supply	chain	driven	
process	for	purposes	
of	achieving	optimum	
forecast	and	supply	
response	to	demand.	
	

Supply	chain	becomes	
the	S&OP	
orchestrator,	and	
business	functions	
take	ownership	of	
input,	output	and	
results,	looking	at	
financial	impact.	
	

Business	ownership	at	
multiple	levels,	with	
strong	participation	
from	executives	and	
finance.	Collaboration	
extends	beyond	the	
enterprise	to	achieve	
end-to-end	value.	
	

Section	3: 
Process	and	
Technology	
	

	
	
	
	
	

	
	

Source:	Gartner	(October	2010)	

Emerging	process,	
inconsistent	and	
marginally	effective.	
Often	more	of	a	sales	
review	meeting.	Tools	
are	mainly	Excel	and	
ERP.		
	

Formal,	structured	
process.	One-size-fits-
all	approach.	Tools	
extend	to	include	
forecasting,	SC	
planning	and	
inventory	
optimization.	
	

Process	tailored	to	
business	model	and	
needs.	Dialogue,	and	
start	of	use	of	tools,	
around	what-if	
analysis	for	demand	
shaping,	financial	
reconciliation	and	
cost	to	serve.	
	

Process	becomes	
balanced,	dynamic	
and	event	driven.	
Strong	connection	to	
strategic	planning	and	
execution.	Tools	also	
support	risk-value	
trade	offs,	price	
optimization	and	
complex	simulation.	
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NCR S&OP Transformation 

 One NCR, one plan 

 Developed through Role based collaboration  

 Sales, Marketing/Product Management, Demand 
Planning, Supply Planning, Finance 

 Captured in a single sources of truth  

 Units & Dollars 

 With defined Metrics 

 Grounded in Reality 

 Choices and Consequences 

 Supported by 

 Integrated process & tools 

 

 

Vision  

“Sell what we make, make what we 

sell profitably” 
Based on the following Principles 

Driving to NCR business goals 
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Extending View to Mid and Long term 

S&OP 

Current Month/Quarter 

Tactical 

Rolling 12-18 month Plan of Record - Strategic/Tactical 

Line of Business 

Revenue Assurance Shadow 

Rev Assurance 

Challenges: 

1. Balance corporate rhythms 

2. Integrate Financial and Operation as one discussion 

3. Drive Accountability 

Product 

Life 

Cycle 

Mgmt 
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Solution Complexity Reduction – Next step on the Journey  
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2008 2009 2010 2011 2012 2013 2014 2015 

REACT 

ORCHESTRATE 

COLLABORATE 

ANTICIPATE 

TOOL KIT DEMANTRA 
SUPPLY 

PLANNING TOOL 
CONFIGURATION 

OPTIMIZATION TOOL 

GUIDED SELLING 

TOOL 

GO TO MARKET 

TOOL 
MASTER DATA 

Simplification 

Execute Transition 

Productivity & 

Innovation Other Linkages: 
• Product Lifecycle Management 

Time to Market  

• “New Talent Time to Productivity”   

Opportunity to Influence:   

Next Generation Products 

CRDD 

Improvement 

Freight 

Spend 
Inventory  

Product Platforms 

- KPMG 

Core Non Core  

Postponability 

Continuous 

Improvement 
(6-sigma/Lean 



Global Country Demand Profile - Example 
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C = 6 

COUNTRIES 

6% VOLUME  

D = 57 

COUNTRIES 

4% VOLUME  

A = 8 

COUNTRIES 

75% VOLUME  

B = 7 

COUNTRIES 

15% VOLUME  

Country Unit 

Volume Profile 



ATM Component Decision tree 
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COMPONENT 

REAR STANDARD 

SHORT 

LONG 

CASH HANDLING OPT  2 

 

CASH HANDLING OPT 1 

CASH HANDLING OPT 3 

 

CASH HANDLING OPT 4 

 

CASH HANDLING OPT 2 

CASH HANDLING OPT 1 

 

CASH HANDLING OPT 3 

CASH HANDLING OPT 1 

CASH HANDLING OPT 2 

CASH HANDLING OPT 1 

CASH HANDLING OPT 3 

 

RECYCLER ENH CAP 
CASH HANDLING OPT 1 

 

CASH HANDLING OPT 2 

CASH HANDLING OPT 1 

 

CASH HANDLING OPT 3 

CASH HANDLING OPT 1 

 

CASH MGMT  OPT  2 

 

 

CASH MGMT  OPT  1 

 

 

CASH MGMT  OPT 2 

 

 

CASH MGMT  OPT  1 

 

 

CASH MGMT  OPT  2 

 

CASH MGMT  OPT  1 

 

CASH MGMT  OPT  2 

 

 

CASH MGMT  OPT  1 

 

WIDE 

NARROW 

WIDE 

NARROW 

WIDE 

NARROW 

WIDE 

NARROW 

89% 

11% 

33% 

2% 

64% 

1% 

25% 

75% 

FRONT 



ATM Component Recommended Decision Tree 
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ATM COMPONENT 

REAR STANDARD 

SHORT 

LONG 

 

CASH HANDLING OPT 4 

 

CASH HANDLING OPT 1 

 

CASH HANDLING OPT 3 

 
 

CASH HANDLING OPT 4 

 

 

CASH HANDLING OPT 2 

 

CASH HANDLING OPT 1 

CASH HANDLING OPT 3 

CASH HANDLING OPT 1 

CASH MGMT  OPT 2 

 

CASH MGMT  OPT 2 

 

 

CASH MGMT  OPT 2 

 

 

CASH MGMT  OPT 2 

 

WIDE 

NARROW 

WIDE 

NARROW 

WIDE 

NARROW 

WIDE 

NARROW 

89% 

11% 

35% 

100% 

FRONT 

65% 



Operational Performance 
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Customer Requested Delivery Date 83%     

Product Forecast Accuracy 66%     

Production Volumes 66%      

Inventory Turns 8.0%    

Freight Expedite Spend 37.1%  


