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Nizi International: Enabling
Transparency and Revenue
Growth with SAP® Commodity
Management
Whether you realize it or not, every time you drive your car, cross over a bridge, or open
your refrigerator, you are taking advantage of the base metals, ferroalloys, and foundry

©

Dealing in such a wide range of commodities can be a challenge and legacy IT systems
could not keep up with growth.
Nizi chose the SAP® Commodity Management solution to help it better manage
commodity and foreign exchange risks and give it the flexibility and speed to drive new
business. Furthermore, by directly linking hedging and trade analysis, Nizi can make
better, faster decisions that help the bottom line. The investment really paid off when
Nizi started to trade aluminum. In just three weeks, the system was configured and
people were trained to start managing the new commodity.
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products that Nizi International S.A. has been trading and distributing since 1898.
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Executive overview
Company
Nizi International S.A.
Headquarters
Capellen, Luxembourg
Industry
Mill products – metals
Products and Services
Distribution of base metals,
ferroalloys, and foundry
products
Employees
150
Revenue
€1 billion
Web Site
www.nizi.com

BUSINESS TRANSFORMATION

TOP BENEFITS ACHIEVED

The company's top objectives
• Grow revenue by expanding into new commodity markets
• Reduce commodity and foreign exchange risks
• Improve visibility and analysis on hedge and trading strategies
• Automate and accelerate mark-to-market reporting to save time and costs

25%

The resolution
• Adopted the SAP® Commodity Management solution, which includes
applications for procurement, sales, and risk management, to replace a
legacy solution that was unable to adapt easily
• Integrated commodity logistics and financial processes with price and
currency risk management modules
The key benefits
• Transparency at all levels, improving relationships with banks and
principals and easing the credit process
• Direct link between hedges and trades, enabling analysis to improve future
decisions and increase profits
• Flexibility and speed to drive new business with minimal end-user training
• Simpler pricing with automated currency and metal content calculation

“With our ambitions to become a leading global distributor of metals,
we went for SAP as the global leader in integrated systems to get a
core infrastructure in place which would support our growth.”
Ulf Berg, CEO, Nizi International S.A.
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Increase in base metal
trading revenue resulting
from the new aluminum
business

80%

Less time to prepare ad
hoc mark-to-market
reports

3 weeks

To bring a new
commodity on board
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No part of this publication may be reproduced or transmitted in any form or for any purpose without the express permission
of SAP AG or an SAP affiliate company.
SAP and other SAP products and services mentioned herein as well as their respective logos are trademarks or
registered trademarks of SAP AG (or an SAP affiliate company) in Germany and other countries. Please see
http://www.sap.com/corporate-en/legal/copyright/index.epx#trademark for additional trademark information and
notices. Some software products marketed by SAP AG and its distributors contain proprietary software components of
other software vendors.
National product specifications may vary.
These materials are provided by SAP AG or an SAP affiliate company for informational purposes only, without representation or
warranty of any kind, and SAP AG or its affiliated companies shall not be liable for errors or omissions with respect to the materials.
The only warranties for SAP AG or SAP affiliate company products and services are those that are set forth in the express warranty
statements accompanying such products and services, if any. Nothing herein should be construed as constituting an additional
warranty.
In particular, SAP AG or its affiliated companies have no obligation to pursue any course of business outlined in this document or
any related presentation, or to develop or release any functionality mentioned therein. This document, or any related presentation,
and SAP AG’s or its affiliated companies’ strategy and possible future developments, products, and/or platform directions and
functionality are all subject to change and may be changed by SAP AG or its affiliated companies at any time for any reason
without notice. The information in this document is not a commitment, promise, or legal obligation to deliver any material, code, or
functionality. All forward-looking statements are subject to various risks and uncertainties that could cause actual results to differ
materially from expectations. Readers are cautioned not to place undue reliance on these forward-looking statements, which
speak only as of their dates, and they should not be relied upon in making purchasing decisions.

