SAP Customer Success Story

“Implementing the CRM system
will provide essential support
for the continued development

of our business strategy.”

Dr. Winfried Polte,
Chairman of DEG’s Board of Management

AT A GLANCE
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EIN UNTERNEHMEN DER KFW-GRUPPE DEG - Deutsche Investitions-

und Entwicklungsgesellschaft mbH
Germany

www.deginvest.de

Industry
Financial services

Key Challenges

% Prevent duplication of customer
information

" Increase accessibility of critical
information

Solution and Services

" mySAP" Customer Relationship
Management

" SAP® Business Intelligence

Existing Environment

SAP R/3°

Key Benefits

" Ability to systematically
maintain customer contacts and
manage correspondence and
documentation

= Simplification of daily
CRM processes

DEG — Deutsche Investitions- und Entwicklungsgesellschaft mbH
is one of the largest European institutions for long-term project
and company financing in developing and reforming countries.
To help it provide more comprehensive customer service and
enable more effective project management, DEG turned to
mySAP™ Customer Relationship Management (mySAP CRM),
along with SAP® Business Intelligence (SAP BI) to help expedite
analyses. SAP Bl is a key component in the SAP NetWeaver™
platform.

Headquartered in Cologne, Germany, DEG is a member of the
KfW Group and employs approximately 300 people. Backed by a
commitment to invest in projects that promote sustainable devel-
opment in all economic sectors — from agriculture to manufac-
turing to the service industry — DEG has been helping private
companies finance projects in Africa, Asia, Latin America, and
central and eastern Europe for the last 40 years. Since its inception
in 1962, DEG has collaborated with more than 1,100 companies,
invested €5.6 billion of its own resources, and has generated total

investments of around €37 billion.
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At the DEG headquarters and in representative offices in Brazil,
China, India, Indonesia, Mexico, South Africa, and Thailand,
financial experts conduct meetings with potential project part-
ners on a daily basis. This means DEG must have a clear overview
of the latest information —information that is transparently
structured, organized, accurate, and available at any time com-
pany-wide. “We wanted to make the same data available to all
business areas; for example, to prevent duplication of customer
information and to increase accessibility of critical information,”
explains Christa Mohs, the I'T manager at DEG responsible for

implementing new systems. That's where SAP came in.
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“We chose SAP because we were already using SAP R/3® in the back
office, and wanted a high level of standardization throughout our
IT landscape,” says Mohs. “And SAP offered all the crucial func-

tions we needed.”

INMPROVED CUSTOMER SERVICE — SIMPLIFIED DAILY
PROCESSES

DEG kicked off the project in April 2002. mySAP CRM activity-
management and records-management capabilities have been
productive since June 2003. SAP BI has been operational since
August 2003 — which, for example, allows managers to perform
planned versus actual comparisons, so they can recognize and

avoid risk situations.

50 068 287 (04/05) Printed in USA.

© 2004 by SAP AG. All rights reserved. SAP, R/3, mySAP, mySAP.com, xApps, xApp, SAP NetWeaver, and other SAP products and services
mentioned herein as well as their respective logos are trademarks or registered trademarks of SAP AG in Germany and in several other
countries all over the world. All other product and service names mentioned are the trademarks of their respective companies. Data contained
in this document serves informational purposes only. National product specifications may vary. Printed on environmentally friendly paper.

These materials are subject to change without notice. These materials are provided by SAP AG and its affliated companies (*SAP Group") for
informational purposes only, without representation or warranty of any kind, and SAP Group shall not be liable for errors or omissions with
respect to the materials. The only warranties for SAP Group products and services are those that are set forth in the express warranty state-
ments accompanying such products and services, if any. Nothing herein should be construed as constituting an additional warranty.

whanw.sap.com/contactsap

The benefits of the implementation have been tangible. Today,
mySAP CRM not only enables DEG to systematically maintain
its customer contacts, it allows employees to manage correspon-
dence and documentation far more efficiently. For example,
from anywhere in the company, from any department, all data
on DEG customers, partners, and projects can be called up at any
time. This means DEG employees can be sure they always give

customers reliable and competent advice.
Mohs says, in conclusion: “On the whole, we anticipate a simplifi-

cation of our daily processes using mySAP CRM, particularly in

terms of communication with customers.”
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