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Abstract 
The purpose of this thesis is to study how an automatic ERP system is used by a purchase 

department of after-sales products between a supplier and a customer within a supply chain. It 

will cover the advantages and disadvantages of the ERP system and also investigate the 

possibility to for an ERP system to independently manage the purchase process. To be able to 

connect this to the real world we interviewed the staff at a purchasing department on a 

multinational corporation. In the study we have found that there are differences between theory 

and practice when it comes to implementing an SAP system. There are both advantages and 

disadvantages in theory as well as in reality. We found that most important advantages perceived 

by ABB Robotics is that it is an integrated system which facilitates the information flow and 

gives a quick response to the customers. The integration also leads to a simple order processing, 

something that was seen as an advantage by purchasers at ABB Robotics. On the other hand we 

found that the main disadvantages was that it is hard to integrate SAP with other systems, it is 

costly to implement SAP functions in a purchase department and for the moment impossible to 

integrate with customers outside of SAP. 
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1.0 Introduction   

This chapter covers our problems discussed, purpose, and delimitation in this thesis. Definitions 

will be declared in the end of this chapter. 
 

1.1 Purpose 
The purpose with this thesis is to study whether  an ERP system at all times facilitate the work of 

a purchase department, in purchase of after-sales products between a supplier and a customer 

within a supply chain and also to study the advantages and disadvantages with an ERP system. 
 

1.2 Problem discussion  
Many large industrial companies today are often part of a supply chain. This phenomenon is not 

caused by accident. There is in fact one important reason why companies choose to belong to a 

network of suppliers in one way or another. Depending on the length of the supply chain so it 

can be stated that there may be a variety of suppliers, buyers, producers, vendors and customers 

within the same chain. If one chooses to look at what gives the customer value and good service, 

there's a part of this chain that is of particular importance, the purchasing department. 
As the purchasing department's primary mission is to ensure that the material requested is 

available, it is essential that they can handle orders quickly and efficiently. Many companies 

have therefore introduced automated business systems, ERP; Enterprise Resource Planning 

system that electronically communicates with vendors and other corporate purchasing systems, 

ERP systems automate activities across the entire organization. This is particularly problematic 

when it comes to purchases of spare parts on sales of aftermarket products which do not control 

production on the same extent as the sale of a brand new product. We will study in more detail 

what such a purchasing system is incapable of handling and if there is areas that needs to be 

handled by human resources. 
 

1.3 Research questions  
The research questions for this thesis are following: 
 

 Are there any advantages of an ERP system when purchasing after-sales products within 

a supply chain? In that case, what are they? 

●     Are there any disadvantages to an ERP system when purchasing after-sales products 

within a supply chain? In that case, what are they? 
●     Is it possible for an ERP business system to independently manage the purchasing 

process? 
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1.4 Delimitation 
This thesis will focus mainly on the situation and relation between one supplier and one 

customer within a supply chain. We especially look closely on operations between a supplier and 

a purchase department from a customer perspective. The figure below illustrates our specific area 

of study. 

 
Figure1: Illustration of a Supply Chain with focus on our area of study 

Source: Modified from www.help.sap.com 

 

The research will be on an after-sales market which often is a lot different than the production 

market, first and foremost because of differences in volume. 
 

1.5. Definitions  
In this section, we define the characteristic features of the product and terms that we will 

address in this thesis. This is to reduce the risk of misinterpretation by the reader. 
After-Sales Products 

●  Products used for maintenance. 
●  Products used for reparations. 
●  Spare parts. 
●  Tools used for doing the maintenance and reparations. 

Customized After- Sales Products 
●     Products that need a modification from the original blueprint. 
●     Products ordered with a low frequency - less than every third year. 
●     Products that the purchaser knows only will be ordered once. 

Standardized Products 
●  Products that don't need any modifications from blueprint. 
●  Products ordered more often than every third year. 

http://www.help.sap.com/
http://www.help.sap.com/
http://www.help.sap.com/
http://www.help.sap.com/
http://www.help.sap.com/
http://www.help.sap.com/
http://www.help.sap.com/
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2.0 Background  

In this section we discuss the contributing areas that have led to the development of operations 

and objectives of the ERP business systems used in supply chain management. ERP systems are 

software that is used in firms for integrating the business operations and departments. It is used 

not only for facilitating the information spread both internal and external, it is also used for 

doing the operations automatically. We will focus the discussion around ERP systems in the 

purchasing function.  
 

2.1 The concept of Supply Chain  
According to Robert B. Handfield the world is changing and due to a rapid globalization, the 

world seems to get smaller. The number of high performing competitors has increased as a result 

of the new global market. In order to keep up with demand and competitors many companies, 

especially in the 1960-1970s started to realize that they had to improve their internal processes to 

be competitive in the long run. They also started to develop strategies and market plans with the 

end goal to capture customer loyalty. Other factors observed were the importance of engineering, 

design and manufacturing functions. In the 1980s the demand for new products escalated and led 

organizations more and more towards flexibility and the possibility to remote quick decisions 

and the responsiveness when it comes to developing new products along the customers’ needs. 
 

 
Figure 2: General Overview of a Supply Chain 

Source: Supply Chain Management with SAP APOTM - Structures, Modelling Approaches and Implementation of 

SAP 

 

According to John T Mentzer there is many definitions of the term Supply Chain Management, 

some define is as an aliment of firms that brings products or services to the market and end 

customers. In other cases it is define as the firms a network of firms that brings value to products 

or services to the ultimate customer. This value is transferred both upstream (i.e. supplier) and 

downstream (i.e. distribution). When defining Supply Chain Management for the specific firm it 

mostly is defined as the management of the flow through the company, the flow of products, 

information flow and the cash flow. The management of this flow such as scheduling, planning, 

control and increase the efficiency within the flows are general definition of SCM (ibid). 
 

 

 

 

http://search.proquest.com/docview.lateralsearchlink:lateralsearch/sng/author/Mentzer,+John+T/$N?t:ac=212663354&t:cp=maintain/resultcitationblocks
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2.2 The Purchase Function 
According to Lennart Rosell the purchase is one of the most important roles in an organization. 

The purchaser is in the front line of the supply chain and has a great responsibility for the 

company’s product range. The purchasing function also has the role as a mediating link between 

the suppliers and the vendors and the customers. The purchaser needs to have the customer’s 

needs in mind when doing the purchase, it is not the most important objective for the purchaser 

but in the end it is the company’s responsibility (ibid). The purchasing function in a company has 

the main tasks of evaluating suppliers; this is done after a range of objectives which are 

developed by the intention to fit the company’s strategy and operations. A generalization of the 

purchasing functions tasks is to buy the right materials to the right price, of the right quality and 

right quantity, at the right time from the right source (ibid). Stuart Heinritz describes the 

purchaser as an agent that is given authority by the principal of the firm, and the central 

objectives for the purchaser is to: 
1. Maintain standards of quality in materials used. 
2. To meet the requirements of quality in materials to the lowest cost. 
3. To maintain the inflow of materials to support the manufacturing. 
4. To do the object above with the minimum invest in inventory; keep the balance between 

stock inventory, obsolescence and economic advantage. 
5. To maintain the company’s competitive positions on the market, insofar as materials 

concerned. 
6. Be able to analyze and report stock inventory and weight the cost of purchased items. 
7. Continuous analyze the market for new solutions, insofar related to materials, suppliers 

etc., for the firm that will improve the company’s operations. 
This is the general fundamental objects for the purchaser and the purchase department in a 

manufacturing firm (ibid). 
According to Arjan J. van Weele there is more common to split up the strategic and the more 

operating activities within purchasing within a larger company. It is also common to have a 

support function of material requirement planning (MRP). This is done to achieve a higher 

efficiency and to focus the knowledge between the tasks in these areas (ibid). 
 

2.2.1 Material Requirements Planning (MRP) 

The planning starts with an estimations of the prospective monthly sales. This can be done by an 

analysis of the sales history in combined with the estimated future sales plan done by the sales 

department. The estimated plan is compared with the existing product stock and then the 

purchase department has an estimation of what to be procured for the following months. MRP is 

done by the purpose of keeping a balance between the risk of bind capital in product stock and 

the risk of not serve the customers with the right product on the right lead time. Now days it 

becomes more and more common to use an electronic planning system, this can be a software 

that is able to the analyze and estimation by itself or a system that is supervised by an manual 

operator that with help from the electronic planning system perform the estimation of future 

procurement plan (Arjan J. van Weele). 
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2.2.2 Strategic Purchase 

The strategic part of the purchase department is focused on developing policies, assortment and 

supplier strategies. According to these policies and strategies they evaluate new suppliers and 

negotiate the objects that are connected to the establishment for the agreement between the two 

parts. The evaluation of supplier is based on many different factors and varies between firms. In 

some cases the opportunity to choose supplier is not possible, if the product is unique the 

supplier may be unique an in that case the customer is more limited in its negations. Competition 

between suppliers put the customer in a more powerful position. When the decisions of which 

supplier to procure from is made, the establishment of the relationship between the two parts 

begin. After the agreement of a trading relationship is made, the strategic purchaser’s role is to 

transcribe the suppliers contact information and the agreed objects of the contract to an electronic 

ERP business system. The object that shall be transcribed is information regarding agreed 

products, price, lead- time, logistics and eventual discount, etc. That is all the information that is 

needed when procurement from the supplier shall happen (Effso Tools).  
 

 

2.2.3 Operational Purchasing  

The operating part of the purchasing department is the purchasers that are making the 

procurement and most of the tasks that are connected to the daily purchasing. The actual 

procurement involves a lot of paperwork such as call- off order, good receipts, customer 

clearance, freight forwarding, invoice and delivery control. In some cases the operational 

purchaser also handles small every day contract negotiation. An additional task to the everyday 

procurement tasks is to maintain the ERP business system with up to date information regarding 

suppliers contact information and all information regarding the trading arrangement   (Effso 

Tools). 
 

2.3 Information Systems and Technology in Integrated Supply Chain 

Management 
According to Robert B. Handfield much of the business conducted before the 1980s was both 

internally and between supply chain members dependent of paper based handling. 

Communication and transaction were due to this often a slow process and unreliable because of 

human error rate. Many companies realized that this was very costly but also decreasing 

efficiency. What organizations overlooked during this time was the importance of information as 

a competitive advantage, mostly because most didn't realize the value that information could 

give back to supply chain members. When starting to understand the power of information 

organizations started to request a technology that could provide them with this vital information 

(ibid). 
Information Technology today has got a quite complex infrastructure, connected to the firm’s 

operating system, communication networks and databases it is the most important construction 

pillar behind a strong organization. You could in simple manners describe the information 

technology as a safety net that links all parts of the supply chain into one coordinated system 

(ibid). According to Rober B Handfield - Michigan State University there is no doubt that in a 

competitive environment, the IT Supply Chain systems nowadays is the recipe for success. 

Handfield keeps on saying that it also might be the key to supply chain management survival 

(ibid). 
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Robert B. Handfield claims that information technology in a supply chain context creates 

unbreakable bonds within and between organizations. It is a creation of an intraorganizational 

process that swabs and virtually eliminates boundaries of information between marketing, sales, 

purchasing, finance, manufacturing and transportation internally but also externally to customers, 

suppliers, carriers and retailers. But when looking to the core of this development much 

essentially depend on the change of thinking that had to happen. Incentives for change arose 

when organizations understood that future business only could be successful by working together 

towards a common goal (ibid). 
 

2.3.1 Electronic commerce  

“Electronic commerce is the term used to describe the wide range of tools and techniques 

utilized to conduct business in a paperless environment.” (Handfield, Robert B., p.29)  
Handfield starts by including Electronic Data Interchange (EDI) into the concept of Electronic 

commerce. In the category of EDI services you can for example find e-mail, electronic funds 

transfers, electronic publishing, shared databases, magnetic/optical data capture ( bar coding), 

internet but also web sites. This relatively new phenomenon has revolutionized management of 

business when it became possible to send documents electronically without any part of the 

process being handled manually. The birth of the internet developed the ability to transfer 

information cheap and effective all over the world (ibid). 

 

2.3.2 EDI 

Robert B. Handfield says that Electronic Data Interchange means an exchange of business 

documents from computer to another computer. EDI concept describes capability and practice of 

electronic communication information between two organizations instead of traditional mail, fax 

and other manual handling. Capability in this sense refers to the ability for two supply chain 

members to communicate effectively with their computer systems while practice refer more to 

the willingness among supply chain members to utilize the information exchange. It is foremost 

used to link members within a supply chain together when it comes to order processing, 

production, inventory, accounting and transportation. It reduces manual handling and removes all 

paperwork in the same time as the computer system allows all supply chain members to share 

information on invoices, orders, payments and scheduling throughout the network. Some of the 

advantages with EDI include: 
●  Easy access to useful information. 
●  Improved customer service. 
●  Less paperwork. 
●  Better and more improved communication. 
●  Greater productivity. 
●  Easier to track, monitor and expedite. 
●  Cost efficient. 
●  Provides a competitive advantage. 
●  Improves billing. 

The introduction of an EDI system is a cost-cutting measure that not only increases productivity 

but also reduces potential abundance. Margin of error decreases and accuracy increases as the 

individuals’ involvement in information entry is much less. Cost savings can thereby be made in 

areas such as by reducing labour and in particular material costs associated with printing, mailing 
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and other paper based handling. It also reduces time spent on the phone, fax transmission costs 

and overall clerical costs (ibid). 
 

2.3.3 Enterprise Resource Planning systems  

Alexis Leon describes Enterprise Resource Planning, abbreviated ERP, as “the techniques and 

concepts from integrated management of as a whole from the viewpoint if the effective use of 

management resources to improve the efficiency of enterprise management” (Leon, Alexis, p.14). 

An ERP software is designed to improve the efficiency of enterprise management through 

automation of many of the basic processes of the company and elimination of expensive and 

complex links between different systems. The software covers the company as a whole and 

integrates information from the company's different departments. (Ibid) 
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3.0 The Theory of Systems Applications and Products (SAP)  

In this section we present SAP and the theory frame for SAP. 

 

3.1 Our choice of theory frame  
According to Gartner’s Market Share Analysis of the leading vendors within the ERP software 

industry, the top 10 vendors represent 62% of the worldwide market shares. The absolute leading 

vendor is Systems Application and Products (SAP), they have 25,5% of the market share. SAP 

have the same name on their products as their business name SAP, makes it easy to remember. 

The second largest vendor is Oracle with 12,3% of the market shares. Due to what is written 

above, we have chosen to focus our study on the ERP system SAP (ibid). 
  

3.2 SAP within an supply Chain  
Systems Applications and Products (SAP) is software for Enterprise Resource Planning (an ERP 

system). The business software system helps managers managing their whole supply chain. The 

software SAP includes managing daily operations such as logistics, purchasing, finance, finance 

report, month end, quarter end, yearly activities, managing objectives, HR etc. SAP is basic 

software that adapts for the customer firms specific operations and needs, this is how SAP 

differentiates from other software vendors. The basic idea of SAP is that it shall be operational 

for all companies in different industries or markets. The software developers integrates SAP’s 

functions with the company’s operations, although SAP operates complex activities it is easy to 

use and has a seamless structure (SAP webpage). 
According to SAP company website the core components of SAP are: 
1.FICO – Finance & Controlling                                                    

2. QM – Quality Management 
3. SD – Sales & Distribution                                                                                  

4. WM – Warehouse Management 
5. MM – Materials Management                                                      

6. SM – Service Management 
7. PP – Production Planning                                                                                  

8. HR – Human Resources 
9. TM – Transportation Management                                                

10. PS – Project Systems 
SAP also has been developed into niche products, some of them mentioned here: 
1. CRM – Customer Relationship Management         

2. PLM – Product Lifecycle Management 
3. SRM – Supplier Relationship Management             

4. SCM – Supply Chain Management 
5. APO – Advanced Planner and Optimizer                                   

6. E-Procurement 
7. FSCM – Financial Supply Chain Management       

8. SEM – Strategic Enterprise Management 
9. EHS – Environment Health and Safety                                        

10. BI – Business Intelligence 
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11. PI – Process Integration                  (ibid) 
 

3.2.1 Purchase process in SAP   

According to Gerhard F. Knolmayer the most important object in an external procurement is the 

purchase. The SAP system has the possibility to not only work as a production planning tool but 

it can also create purchase requisitions subsequently converted into purchase orders. The actual 

purchase is made technically in SAP (ibid). The figure below describes an SAP purchase 

process. 
 

 
Figure 3: Overview of SAP purchase process. 

Source: Supply Chain Management Based on SAP Systems - Architecture and Planning Processes. 

 

Knolmayer keeps on saying that there can be a shift from in house production, where the 

recommendation is to trigger all planned order through SAP APO. That system can offer less 

functionality than SAP ERP, which means that SAP APO only can handle one requisition at a 

time to one specific supplier. SAP APO on the other hand offers a more efficient system when it 

can manage a conversion of several requisitions into one order and to one specific supplier (ibid). 
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3.2.2 How to place an purchase order in SAP 

 
Figure 4: Overview of SAP Order process 

Source: Supply Chain Management Based on SAP Systems - Architecture and Planning Processes 
 

According to Knolmayer Gerhard F. the SAP business system is built upon 3 blocks. The initial 

block, SAP ERP is the foundation of the system and represents the first stage where the purchase 

department places the requisition. Second block, SAP APO is more of a planning platform where 

the purchase requisition is processed and where an ATP check is completed. Third block is the 

SAP APO-PP/DS that is as platform for Capable-to-promise check (CTP) that serves more to 

check planning against possible delivery dates. 
So with the three block foundation in mind the process of placing an order in an SAP business 

system can be described as following: 
1. Sales Order Entry - Purchase department receives a purchase order by email or fax, or 

alternatively from some internal planning system. The purchase order is then entered into 

the SAP ERP system manually by purchase department employees. 
2. The order is transferred from SAP ERP into SAP APO automatically where an ATP and 

a CTP check is completed. The Available-to-Promise (ATP) functions go through the 

system and check the availability of quantity to the requested delivery date. If ATP is 

OK, the Capable-to-promise (CTP) check is made. 
3. Now the system itself sends the order further forward to the SAP APO-PP/DS platform 

where the order is synchronized and planned into a suitable amount of orders. 
4. When the system has synchronized the orders into larger quantities but fewer amounts of 

orders it automatically sends a confirmation of the orders back to SAP APO where they 

are saved. 
5. Purchase order is now placed and can now be monitored by purchase department 

employees through the SAP ERP system. Figure below describes an SAP purchase order. 
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 Figure 5: Illustration of a purchase order entered in SAP 

Source: www.konzmann.eu 

    

It can for example also have a physical shape in the term of a fax or an e-mail. In order for the 

purchase order to be accurate and controllable, no changes in dates or quantities are allowed in 

SAP system after order placement. Any changes, except transport planning time schedule are 

inhibited by the system (ibid). 
 

3.2.3 Advantages with SAP  

Previous studies made on the usage of the ERP business system, SAP, has point out the 

advantages and the disadvantages of the software. The previous studies are made by Hongjiang 

Xu and Rex Eugene PereiraIn. In this section we present the advantages with SAP. 
The purpose of using SAP as an ERP system is that it integrates all the organizations operations 

and departments. SAP facilitates the flow of information and the program can communicate with 

interests both within the company and also external. This minimizes the costs and energy for 

administration of the firm, in the entire supply chain. 
The biggest advantage with implementing SAP is that it allows the using company to be flexible 

and rapidly follow changes on the operating market. SAP also helps the company to improve 

customer response due to its high level of integration between departments. 
This type of program that opens up the communication and increases the transparency between 

departments and for interests outside the company boundaries, this contributes to a better 

understanding for the different operations. Especially the order processing has been facilitated by 
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the usage of SPA, now an order can be tracked down in the online- system, before SAP 

everything had to be manage by telephone (ibid). 
 

3.2.4 Disadvantages with SAP 

Previous studies made on the usage of the ERP business system, SAP, has point out the 

advantages and the disadvantages of the software. The previous studies are made by Hongjiang 

Xu and Rex Eugene PereiraIn. In this section we present the disadvantages with SAP.  
SAP has huge capabilities and the companies that had implied the program did not use all the 

functions that SAP served. SAP contributed with a much more centralized and structured 

approach to the purchasing function, compared to the previous system and this approach did not 

necessarily fit the company’s needs. The overall impression was that SAP was inflexible and the 

costs for adapt SAP to their purchase operations was much more extensive than calculated. 
They also found it negative that the information put in SAP needs to be correct from the first 

time and to correct information it needs a trained technician with authority to make changes. An 

example is if the purchaser puts in an order in the program and by mistake write 3$ instead of 

300$ and send the order, the purchaser cannot by herself correct the error. This is costly due to 

the fact that the technicians need extensive training. 
SAP is highly automated, this can be negative because the information never gets checked for 

errors by a human hand. So if a purchaser writes 5 pieces instead of 50 pieces the firm can end 

up with to low stock values and not be able to supply its customers. This is just one example of 

what can go wrong when the data is automatically transferred. 
The introduction of SAP is costly and the software requires more technicians than less complex 

ERP systems. The modification of SAP so that it fit the customers operations and needs is a 

costly operation that needs to be done by software technicians. The knowledge is not always 

within the company and need to be hired or outsourced that increases the cost. This is also an 

obstacle when it is up and running, the technician’s level of knowledge need to be well 

developed considering SAP due to its complicity (ibid). 
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4.0 Method 

In this chapter we will present which methods we have chosen to use to reach the purpose of the 

study. The sample selection will be reviled as well as the way we have chosen to analyze the data 

collected. 
 

4.1 The form of the purpose of research 
When the researcher formulates and decides on a research question then he or she indirectly 

decides on the purpose of the research. There are three possible types of purposes; descriptive, 

explanatory or exploratory. A research can have more than one purpose and the purpose can also 

change over time (Saunders et.al). 
 

4.1.1 Exploratory research 

According to Bengtsson the reason is to gather much information and to place great emphasis on 

overview. An exploratory research “seeks new insight into phenomena, to ask questions, and to 

assess the phenomena in new light.” (Saunders et.al, page 598) An exploratory research is 

especially motivated when there is limited knowledge in the chosen problem area. 

4.1.2 Descriptive research 

Descriptive research is intended to describe what the research is intended to investigate 

(Bengtsson, et.al). According to Saunders, a descriptive research is a “research for which the 

purpose is to produce an accurate representation of persons, events or situations” (Saunders et.al 

p.596). These researches are especially motivated if the problem area is well researched 

(Bengtsson, et.al). 
 

4.1.3 Explanatory research 

Explanatory research aims to sort out why something behaves in one way or the other 

(Bengtsson, et.al). Saunders explains an explanatory as “research that focuses on studying a 

situation or a problem in order to explain the relationship between variables” (Saunders et.al, 

p.598). 
 

4.1.4 The form of the purpose of this study  

Our study is both exploratory and descriptive. It is exploratory due to limited knowledge in the 

selected area and the fact that the rapport aims to study how an automatic ERP system is used by 

a purchase department in purchase of after-sales products between a supplier and a customer 

within a supply chain. The study is also of descriptive art because we will also describe the 

extent required of manual purchasing management in an after-sales market. 
 

4.2 Research approach 
The researcher can choose to either conduct an inductive or deductive research as well as a 

qualitative or quantitative research (Andersen, I., Bryman et.al.). 

 

4.2.1 Inductive/ Deductive 
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These two terms indicates two different approaches from which the researcher can draw 

scientific conclusions (Andersen, I.). Deductive is when the research is based on general 

principles the reach a conclusion on individual events. Inductive is when the research is based on 

a single event to infer on a principle or a general regularity (ibid). This study is deductive. 

 

4.2.2 Qualitative/ Quantitative 

When conducting a research the researcher can use either a quantitative or a qualitative research 

strategy (Bryman, et.al). 
 

4.2.2.1 Qualitative research 

Qualitative research is according to the Swedish National Encyclopedia a collective term for 

different methods which are united by that the scientist is active in the social reality which is 

analyzed, that data collection and analysis is simultaneous and in exchange interaction and that 

the researcher is seeking to capture people’s actions as well as its meaning (ibid). When choosing 

qualitative methods the researcher wants to reach an overall description of what is investigated 

(ibid). According to Bryman “qualitative research usually emphasizes words rather than 

quantification in the collection and analysis of data” (Bryman et.al, p.371) 

 

4.2.2.2 Quantitative research 

Quantitative research is according to Nationalencyklopedien a collective term for the different 

methods where the researcher systematically gathers empirical and quantifiable data, summarizes 

these in statistical form and from these processed data analyzes the result with a base in testable 

hypotheses (ibid). Quantitative methods do not requires a presence by the researcher which can 

be viewed as an advantage for reasons of objectivity (ibid). According to Bryman a quantitative 

research usually emphasizes quantification in the collection and analysis of data. In other words, 

when using a quantitative research figures are often used (Bryman et.al). 
 

4.2.2.3 Is this study qualitative or quantitative? 

In this research we have used an interviewing method which means that we were active and took 

part in the data collection. With the interview we wanted to capture the populations believes and 

thoughts on the atomization of the company's purchase management. Thus the research 

emphasizes words rather than numbers. Taking into consider the manner the research were 

conducted and our need of data the research is a qualitative research. 

4.3 Research strategy 
The choice of research strategy should be guided by your choice of research question or 

questions (Saunders et.al). The choice of research strategy will also be guided by the “extent of 

existing knowledge, the amount of time and other resources you have available, as well as you 

own philosophical underpinnings. The researcher can decide to use multiple research strategies 

if he or she desires” (Saunders et.al, page 135). Saunders has defined sever types of research 

strategies, these are: experiment, survey, case study, action research, grounded research, 

ethnography, archival research (Saunders et.al). 
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4.3.1 This study’s research strategy 

The research strategy of this research is a case study. We have decided to use this type of 

research strategy because we think it is appropriate to study a relationship of a customer and a 

company to find out how an automatic ERP system is used by a purchase department in purchase 

of after-sales products between a supplier and a customer within a supply chain.  
 

4.4 Data collection method 
In this section we describe how we have collected the information for the implementation of this 

study.  

 

4.4.1 Secondary data/ Primary data 

To conduct a research the researcher needs data. There are two types of data; secondary- and 

primary data (Bengtsson, et.al). Secondary data is knowledge that others already have produced. 

Primary data is the data the researcher produces by himself. The collection of this type of data 

can be done though three alternative; interview, observation and experiment (ibid). 
In this research we will use primary data which will be collected through interviewees. 
 

4.4.2 Type of interview 

There are three types of interviews; structured interviews, semi-structures interviews and 

unstructured or in-depth interviews (Bengtsson, et.al). We have used a semi-structured interview, 

which is a non-standardized form of interview and can be called a qualitative research interview. 

A semi-structured interview means that the interviewer has a list of themes to be discussed at the 

interview but as the order of the questions may vary. The researcher may also come up with new 

questions during the interview. A semi-structured interview fits this research the best because the 

interview have party been prepared in advance and the questions may change during the 

interview to collect as much information as possible (ibid). 
 

4.4.2.1 This study’s type of interview 

We used semi-structured interviews because this did fit this study the most. When we used a 

semi-structured interview we had a quite clear mind of what information we needed but at the 

same time we could change the questions so unexpected also could information can be gathered. 
 

4.5 Sample selection 
The objects of the research will be manufacturing industries on a multinational market that has a 

wide range of suppliers in different areas in the world. We wanted to study a company that has 

suppliers all over the world to get a study of a company that are interacting with other cultures 

and countries with other technological development. Another reason to why we wanted to study 

a large company is because they have a greater opportunity to use more features of an ERP 

system.  
We have chosen to study the Swedish multinational industrial manufacturer ABB Robotics that 

is involved in B2B sales. ABB is active in one of Sweden's biggest industries, the engineering 

industry, and have suppliers in various countries (ABB Robotics webpage). ABB Robotics is 

using the ERP business system SAP for communication with both internal and external suppliers. 

ABB Robotics has identified disadvantages and advantages with the usage of ERP system SAP 

and due to this we consider ABB Robotics as a legitimate case to study (ibid). 
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4.6 Analysis of data 
To be able analyze the data collected through the interviews we recorded all interviews. Before 

transcribing the data we sat down and listened to the recordings for getting the collective 

understanding for the answers given. When transcribing the data we divided the information into 

sections, considered that the collected information shall answer the given research questions for 

this thesis.  

4.7 Quality standards  
In this section we present the different ways of secure the quality of the thesis and how we have 

done to achieve a high quality standard.  

 

4.7.1 Validity 

Validity is a measure for in what extent a measurement measures what’s intended to be measured 

(Nattionalencyklopedien). Absent of systematical error thus provides higher validity (ibid).Since 

we have been using a semi-structured interviews as our data collection method we made sure that 

the persons we were interviewing is the persons with the information we need. We explained our 

purpose of the study to the vice president at ABB Robotics after-sales department who helped us 

to book meetings with people that would be able to answer our questions and help us to reach the 

information needed. We did interview people working with different parts of the purchasing 

management at ABB Robotics, thus we could gather the thoughts of a matter viewed from 

different perspectives. We did also make sure that the person clearly understood the questions so 

that we got the proper answers to our questions. 
 

4.7.2 Reliability 

Reliability comes from the word reliable and is a measurement on how well the test measures 

what it measures (Nattionalencyklopedien). Absent of random error thus provides higher 

reliability (ibid). “With high reliability the test would produce the same results if it was used on 

different occasion and with the same object of study” (Robson, p 551). According to Saunders 

there are four threats toward reliability in a research. The first one is subject or participant error 

which is connected to the degree of enthusiasm the employee has for their work and their 

employer. This can be avoided if the researcher chooses time when the employee’s enthusiasm is 

more natural. The second one is subject or participants bias which means that the interviewees 

may be affected by what their boss wants them to say. The third threat is observer error which is 

connected to the researcher and his or hers way of affecting the data collections outcome. The 

last threat is observer bias which is connected to the way the interviewer interpret the 

interviewee’s answers (ibid). To keep high reliability in the research we took all the treats above 

in mind when we conducted our interview. We tried to make the interview questions as objective 

as possible to avoid the observer error. 
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5.0 Presentation of ABB Robotics  

In this chapter we present the chosen sample selected were we have done the case that we have 

study.  
ABB Robotics is a part of the ABB concern which is one of the leading engineer companies in 

the world (ABB Robotic webpage).  ABB Robotics “is a leading supplier of industrial robots, 

modular manufacturing systems and service” (ibid). ABB Robotics have over 190 000 robots 

installed around the world. (ibid) 
 

 
Figure 6: Overview of ABB Robotics product life cycle 

Source: Modified from one of ABB Robotics models. 

 

A strategic purchaser explains ABB Robotics product lifecycle as divided into 5 steps. First there 

is a “Pre”-phase which means that the product is developed. This phase is followed by the active-

phase, when the product is being produced and sold. After the production is closed down and the 

last robots are sold the classic-phase starts. This means that the after-sales office takes over the 

contact with the customers as well as the suppliers. During the classic-phase ABB Robotics 

delivers service products to their customers. The most common time-span for this phase is 8-10 

years, this may vary depending on what the sales-office have negotiated with the customer. After 

the classic-phase has run out the limited phase starts followed by the obsolete phase, this is when 

the product start to be phased out. (ibid) 
At ABB Robotics Service office they offer their customers spare parts, service, robot helpdesk 

and other after- sales products. They manage a total of about 17000 spare parts and make sure 

that the costumer receives the right amount of products, at the right time and with the right 

service. To secure that the most common after-sales product are available to the costumers. ABB 

Robotics uses a “top thousand”-list which as indicated by the name covers the thousand most 

important spare parts to keep in stock. This list is checked and updated two times a year; ABB 

Robotics also uses an “On-time-delivery” measurement which measures the amount of after-

sales products that have reached the costumers on time. (ibid) 
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6.0 Empirical results  

In this chapter we present our empirical results collected during interviews with the case 

company. 

 

6.1 ABB Robotic Supply Chain Management and Purchase  
According to our collected information from interviews with operative purchasers at ABB 

Robotics Supply Chain and purchase function is described below. 
 

 
Figure 7: Overview of ABB Robotics Supply Chain. 

Source: Illustrated by the researchers of this thesis. 

 

They have a number of suppliers in both Sweden and abroad. These are external and internal 

suppliers with production in various parts of the world, many of these stationed in Europe and 

Asia. The purchase department at ABB Robotics places orders based on ABB sales office 

requests and forecasts carried out by planning department. The order is handled by the supplier 

and then the goods ordered are sent to a central warehouse in Menden Germany if goods are not 

already in stock. The Menden stock mostly contains a huge percentage of what ABB Robotics 

call standardized articles. Their definition of standardized articles is such products that are 

regularly used in the maintenance of ABB robots. There are always a large predetermined 

number of these standardized items in stock. Amount of inventory items are based on historical 

consumption on annual basis. The product range is wide but the company uses a “top thousand” - 

list that is built upon the 1000 products that had the highest turnover the last twelve months. 

Every week purchase department follows up the status of these inventory items, making sure that 

there is always a certain stock level.  A stable stock status is important in order to provide end 

customers with their orders within the given delivery date. Delayed deliveries from the supplier 

will inevitably lead to delayed dispatch to the customer. Main focus lies on a strong delivery 

performance that indicates a competitive service level. 
The rest of the stock can be summarized as products of customized orders. The customized 

orders are products that are more outdated and in some cases designed to meet customer needs. 

The interval between these specific orders can vary from one to several years. This type of 

service is considered important because of the uncertainty of the aftermarket for robots, where 

there may still be older robots without updated spare parts. Depending on whether the item 

already is in stock or if it has to be ordered it is then delivered to the sales organization and from 

there to the end customer. 
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ABB Robotics Service purchase department consists of nine purchasers divided into different 

areas of responsibility. It is clear among purchase department’s employees who are responsible 

for what; you can by looking in the operating business systems find information about each area 

of responsibility. 
 

6.2 The Purchase process ABB Robotics  
In this section we describe the order process at ABB Robotics. 
When presenting the purchase process within ABB Robotics Service organization you should 

have Figure 8. in mind. It is a step by step description of how every day work usually looks like. 

If the supplier already has been used for purchase, if all master data is okay and if the component 

is in stock, the actual purchase should be simple. It should be just to push the order button, but 

there is not always that simple. 
 

 
Figure 8: Illustration of the order process at ABB Robotics. 

Source: Illustrated by the researchers of this thesis. 

 

First of all a purchase request is created based on the incoming customer request or from the 

planning department that plans the purchase based on the historical demand. A system wise 

check is made to ensure that the supplier still is registered in the system. Purchasing personnel 

also checks stock availability and possible delivery dates. If everything seems to be in place, the 

order can be carried out. Operational purchasers at ABB Robotics argue that in many cases 

resulting discrepancies must be corrected before the order can be approved. For such incomplete 

orders some additional work is added. You will have to go back and look historically which 

suppliers that were used last time, what type of product that is requested but also check to which 

drawing it belongs. A request for quotation is sent and then contact with the department for 

strategic purchases is established so that the operational and strategic hand can solve the problem 

together. 
When finally the order is entered into the system, the actual order is converted and sent to the 

supplier by e-mail or fax. It is the purchaser responsible which updates the system with 

information about how the suppliers receive information. In order proceed you need to wait for 

an order acknowledgment. In most cases you never receive any order acknowledgement instantly 

and one must therefore call for verification. Confirmation of delivery dates is not always 

accurate and that is something that also has to be controlled before sending the order further on. 

When the order acknowledgement is confirmed by the supplier the purchase department needs to 

keep track of all deliveries.  
The process of keeping track of all active orders is based on lists found within the operating 

systems. By checking the lists manually you can determine whether the delivery is delayed, what 
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can be done or if everything seems to be as scheduled. If everything is according to plan an 

invoice will be send out from supplier and attested by the system. The system can, if all master 

data is entered correct attest the invoice automatically but in most cases the master data is 

incorrect that leads to wrong price in the order etc. and the invoice needs to be attested manually. 
An operating purchaser states that placing the actual order is what takes least of the time. The 

SAP system or planning system automatically generates the purchase order, time consuming are 

those of the tasks that have to be manually handled, for example monitoring incoming delivery, 

stock status control, incomplete quotation inquiries and lack of supplier information. Green light 

for quotation inquiries can vary from one up to three weeks. It is not uncommon with incorrect 

deliveries to the central stock in Menden, which also affect the amount of time spent on placing 

purchase orders. Interviewed purchasers points out that such a situation can cause a lot of extra 

effort, because of the fact that ABB Robotics have about 17000 articles and there are massive 

work trying to find out which of those 17000 articles that has been delivered incorrectly. In cases 

like that, the purchase department has to enlist the help of ABB Robotics Technical Department. 
The complexity of the order and dependent on whether the order is customized or standardized, 

the time required can vary. Some orders are planned by the planning system MCA, which means 

that when the purchase request is received, the planning is already done. All that, in that case, 

has to be done is to make sure that it is the correct vendor and that all contact information is 

updated. If it on the other hand is a more specialized order the process need a lot more handling. 

Operative purchasers also states that see from their point of view the MCA system does not do 

much of their daily work, but keeps on saying that they are aware that there are those who really 

benefit from MCA, perhaps mostly planning department. They also mean that if they would to 

plan a larger part, they believe that they would be better served, at least when it comes to the 

work being made before entering the order into the system. Problems with and around the actual 

order would of course remain to be. The greatest contributor behind the ABB embodiment in 

order placement is due to the fact that they have many different suppliers to adapt to and there 

are not only standard components to order. Together with a reliable and trustworthy supplier the 

MCA system works very well. This is the reason to why operating purchasers at ABB Robotics 

wish to have a smaller number of vendors placed in the system; it is something they believe will 

aid the work. Trouble is often caused in cases where they only order one or two articles. 
Among the suppliers, the ABB Robotics Service is often perceived as small customer by the 

much larger producing industries that ABB Robotics buy their aftermarket products from. They 

buy such small quantities that they are not top priority, meaning that suppliers delay deliveries 

due to the fact that the supplier will prioritize a delivery to larger and more important customers. 

Delayed deliveries in turn lead to large losses in production for ABB Robotics customers. 

Production stoppage, even with just a few hours costs incredible amounts of money and is 

devastating to many businesses. 
 

6.3 Systems at ABB Robotics 
ABB Robotics do not only use SAP as an ERP system. In this section we do e brief presentation 

of the other business systems at ABB Robotics. 
The purchase department at ABB Robotics uses three Enterprise Resource Planning systems to 

operate the business. These are MCA, SAP and OMS. MCA is the purchase departments 

planning system which helps them plan their storage quantity, not SAP. The amount required of 

an item is based on history. This means that MCA calculates a forecast of the amount needed of 

a specific item from the sales history. MCA can also generate a warning if the supplies are not 
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delivered in time and the purchasers can see upcoming warnings. SAP is the purchase 

department at ABB Robotics main system. It communicates with the rest of their systems and 

contains all the information needed to run the business. MCA retrieves the information of which 

the forecast is based upon from SAP. SAP can, depending on the projection of the storage 

quantity and the delivery time, generate a suggestion for purchase. This suggestion is not always 

right and this only happens for the products that not planned by MCA. In SAP the purchasers can 

see what orders that ABB has not got an acknowledgement from the supplier or that has not been 

delivered yet. This is not shown in a list; the purchasers have to check this manually. OMS is the 

stock management system that is used in Menden, ABB Robotics central warehouse. This is 

where the customer order enters the system and then proceeds to SAP where the order is treated, 

after this it is sent back to OMS in Menden. So ABB Robotics Service department uses SAP as 

their main ERP system and it communicates and transcribes information from and to both MCA 

and OMS. 
 

6.4 ABB Robotics Experience of SAP  
In this section we will address how ABB has perceived SAP as a business system in the daily use; 

the information is collected from the interviews with the employees at ABB Robotics after- sales 

purchasing department. We have separated the perceived advantages and disadvantages into 

different sections. 

 

6.4.1 Advantages 

The main advantage of using SAP is that it contains all the information needed for the contact 

with a supplier. Witch supplier that we use as the first choice for a certain product, all the contact 

information, prices, lead- times and all the information that the purchaser need for the actual 

procurement. To use one program were all the information needed is has facilitated the work for 

foremost the operational purchasers whom do most of the actual daily procurement. This is both 

cost minimizing and energy saving for the department. 
According to the strategic part of the purchase department the goal for the department is that 

everything shall in the future be automated, the prioritize is the order processing. The automated 

order processing generates a quicker response towards the customers and the delivery accuracy 

would increase due to the integrated system. The automated order process requires less manual 

handling and that generates less human errors in the system. A big advantage that the systems 

helps the purchasers to have a transparent overview for the hole company and that contributes to 

a more balanced flow with products and decreases the risk of capital employed in stock. 
 

6.4.2 Disadvantages 

ABB Robotics experiences a lot of disadvantages with SAP. Most of them are due to the fact that 

they use three systems that have to communicate with each other. This is ABB’s strategic choice 

not to integrate all the functions in SPA, ABB estimates the cost for the implementation and 

adaption would be too costly. 
In the communication between SAP and OMS there can sometimes be differences in the data. 

Since MCA retrieves the data from SAP it is important to keep the data in SAP as correct and 

updated as possible. Another problem that is due to that they are using several programs is the 

loss if overview. They have also experienced problems with SAP itself, that is the poor planning 

and estimation information, for that purpose ABB are using MCA.  
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A negative side of the order processing is that it is impossible to control if the suppler has 

received the order if the supplier does not use SAP and not is integrated in online 

communication. Example is if the order is sent to a supplier on a fax, due to the suppliers’ 

unwillingness to be online. In this case the order process control needs to be done manually by 

phone or possibly e-mail. On the other hand is that if everything is automated you lose the 

personal contact, the personal relationship is important due to that fact that a relatively small 

customer needs to be able to rely on a bigger supplier. The personal relationship is important 

maintain a commercial value for the supplier. 
 

6.5 The possibility of an independent ERP system 
The employees at ABB Robotics, involved in this study, agrees on that a ERP system cannot in 

the current situation work independently on their service purchase department. The strategic and 

the operational side of the department have not entirely agreed on if the level of automation can 

be increased or not. According to the strategic side maybe 70-80% of all the products could be 

automated when considering the revenue point of view. 
They have also informed us about the reasons why a full automation cannot be realized today. 

The main reason why a system cannot be independent is the need of flexibility in some orders. 
A system is always consistent and performs the tasks as predetermined but cannot perform a 

customized order as a person can. 
Another reason not to wholly automate is the large number of suppliers; this means that ABB 

buy small quantities or buy seldom from some suppliers. This makes it uneconomical to build up 

a communication system with these suppliers. 
Another factor that ABB points out as an obstacle for a wholly automate system is that some 

suppliers don’t use online integration software and still usage the “old” system with telephone 

and fax. For some rare products ABB do not have the possibility to choose supplier and have to 

accept the supplier’s terms.   
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7.0 Analysis 

In this chapter we analyze the empirical results connected to the study purpose and theoretical 

framework. We will, based on our research, do a comparison on how ABB Robotics actually 

works with the ERP system SAP and the theoretical framework. 
 

7.1 ABB Robotics SAP functions - comparison of theory and reality  

 
Figure 9: Table for comparison of functions in SAP according to theory and reality. 

Source: Illustrated by the researchers of this thesis. 

 

Our research show that the SAP system is the main business system used by ABB Robotics 

purchase department. Planning is something that is possible to implement within the system, but 

not something that ABB Robotics has chosen to do. Instead they have chosen to implement a 

separate planning system, MCA that transfers the information into SAP providing them with the 

information needed to place required orders. 
In SAP the purchase requisition can be entered both manually and automatically. ABB robotics 

enters their requisitions manually in some cases and thus completely bypasses the SAP, while 

they in other cases get preplanned purchase requisitions directly into the system. SAP allows the 

purchaser to enter the actual order into the system and this function is the main reason for using 

SAP as a business system. The most important function behind the SAP business system is that it 

is possible to integrate all aspects of the supply chain into one business system. Everything from 

production planning, stock overview, and control all the way to final delivery to customer can be 

executed in the system. ABB Robotics does not have this type of approach, but has chosen to 

have several different systems to work in.   
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7.2 ABB Robotics SAP Order process - comparison of theory and reality 
 

 
Figure 10: Table for comparison of order process in SAP according to theory and reality. 

Source: Illustrated by the researchers of this thesis. 

 

In SAP measures, the first step is when the requisition is received by the purchase department, 

either by fax or e-mail or some planning system. The requisition is then handled and entered 

manually into SAP. ABB is working on the same principle. Theory then says that the order is 

transferred into the system where an availability check is done and where quantity and delivery 

date is confirmed. At ABB Robotics an availability check is possible, but the procedure around 

the order is far too complicated to let the system handle by its own. After entering the order, 

purchase department employees at ABB Robotics do a history check manually, seeing to it that 

all supplier information is correct, quotation inquiries are cleared and that stock status looks 

accurate. 
Theory says that SAP automatically confirm the purchase order after checking availability, while 

ABB Robotics do their historical check automatically both in SAP and in other systems. 
SAP then confirms the order in the system while ABB Robotics both gets a confirmation from 

the system but also a paper copy from the supplier. 

 

7.3 ABB Robotic perceived Advantages of SAP - comparison of theory and 

reality 
Based on our research and information from the theoretical framework we have found that there 

are advantages to the usage of an ERP system, such as SAP. This following chapter will explain 

and analyze which advantages we have discovered. 
 

 
Figure 11: Table for comparison of advantages of SAP according to theory and reality. 

Source: Illustrated by the researchers of this thesis. 
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According to the theory regarding the advantages of using SAP as an ERP system is mostly 

focused on the benefits gained from the flexibility and high level of integration possibilities. The 

benefits such as information flow both internal and external that simplifies the work for the 

purchasers and minimizes the administration costs. This is advantages that ABB Robotics also 

has perceived from using SAP. ABB has chosen to emphasize that SAP facilitates the order 

process instead of just focus on the cost benefits but the benefits are gained from the same 

advantage factor. The theory also points out that the integrated system allows the user company 

to rapidly follow the changes in the operating markets and quickly respond on the customers’ 

requests. On this point ABB only highlighted that SAP has facilitated their customer service in 

the way of decreasing the lead- time on reception to the customer order and improved their 

delivery accuracy. Both theory and ABB shows that SAP has minimized the costs and facilitated 

the purchasers daily work through the online communication, compared to before SAP when the 

order processing was all done by manual hand via telephone, the decrease of manual handling 

has not only decreased the costs it has also decreased the human errors. 
 

7.4 ABB Robotic perceived Disadvantages of SAP - comparison of theory and 

reality 
Based on our research and information from the theoretical framework we have found that there 

are disadvantages to the usage of an ERP system, such as SAP. This following chapter will 

explain and analyze which disadvantages we have discovered. 
 

 
Figure12: Table for comparison of disadvantages of SAP according to theory and reality. 

Source: Illustrated by the researchers of this thesis. 

 

According to the theory from the framework regarding the disadvantages with using SAP there 

are many disadvantages with the system. Foremost the disadvantages is connected to the cost of 

SAP, it is costly to integrate SAP to other business systems that the company may use. A 

negative side of this that does not points out in the theory frame is that is not possible to integrate 

SAP with external suppliers that don't use the same online communication system. It is also high 

costs for adapting the systems and functions after the customers’ needs. This is a big 

disadvantage for ABB when implementing the system; this is according to ABB one of the 

obstacles for implementing all the functions that SAP can offer. Another obstacle for ABB to 

implement the planning and estimation system which SAP offers is that, according to ABB, it is 
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rapoorly developed. On the other hand the theory frame points out more disadvantages that ABB 

do not feel that they have experienced. For instance that the information that is put in by hand 

will not be double- checked due to the highly automated system and this contributes with a risk 

of errors. ABB has not experienced the disadvantage of the need of highly trained technicians or 

employees. Of course every new employee needs to be learned of SAP and its templates but all 

ERP systems require a first time education. 
 

7.5 The possibilities for an ERP business system to independently manage the 

purchasing process 
The research question three is if an ERP business system can independently manage the 

purchasing process. According to theory it is possible for an ERP business system to 

independently manage the purchasing process. This is denied by the empire since the ABB is 

currently using three programs to manage the purchase department. Beside these programs they 

also have to use e-mail and fax. An employee at ABB has stated that changing to only use the 

main ERP system will cost too much both due to the cost to implement the system. They have 

also stated that the program they are now using for planning and estimation of the future 

procurement has more functions than the main SAP system. 
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8.0 Conclusion 

In this chapter we will summarize the important conclusions made in the analysis chapter. 
During this thesis we have studied how an ERP system is used by a purchase department actively 

on an after-sales market. This thesis covers the question if it is possible for an ERP system to 

independently manage the purchase process. As well as if there are any advantages or 

disadvantages when purchasing after-sales products and in that case, which are those. 
When conducting this study, we found that there are differences between theory and practice 

when it comes to implementing an SAP system. There are both advantages and disadvantages in 

theory as well as in reality. We found that most important advantages perceived by ABB 

Robotics is that it is an integrated system which facilitates the information flow and gives a quick 

response to the customers. The integration also leads to a simple order processing, something 

that was seen as an advantage by purchasers at ABB Robotics.                
On the other hand we found that the main disadvantages was that it is hard to integrate SAP with 

other systems, it is costly to implement SAP functions in a purchase department and for the 

moment impossible to integrate with customers outside of SAP. In addition to these 

disadvantages the perception was that production planning function was poor. 
We have also found that the case company are not independently using one ERP system but have 

complemented this with other systems due to the lack of functions, it’s complexity and the cost it 

would take to implement and adapt all the functions. 
The conclusion regarding if an ERP system can independently manage the purchasing process is 

that it depends on the functions available in the ERP system and also the cost for implementing 

all the functions play an important role if the company does choose to independently use one 

ERP business system to manage the purchasing process. It is possible but in this case the 

disadvantages weigh over the benefits. 
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9.0 Discussion 

In this chapter we will discuss the conclusion of this thesis and the thoughts and suggestions that 

we have come up with. We will also open up for possible future studies. 
When keeping the result of our study in mind, our final suggestion is for ABB Robotics is to 

implement SAP throughout the whole process. It would of course mean that the cost would 

increase, but it would also mean a much more effective, transparent and consistent purchase 

process. It would in the long run phase out parts of the daily work that today is done manually 

outside of the SAP system. The maintenance would then be separated from the purchase 

department working independently to manage development, adaptation, and configuration but 

also implement education for purchase department employees, keeping them up to date with 

changes in the system. We believe that the current perceived disadvantages with the SAP 

business system would be eliminated with such an implementation. 
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11.0 Attachments 

 

Interview questions 
These questions were the foundation for the interview. 
 
Which are ABB Robotics operations? 
 
What does ABB Robotics inventory management focus on? 
 
Which are the strategic goals for ABB Robotics? 
 
What are the strategic goals for the purchasing department? 
 
Which are the business systems that ABB Robotics uses today? 
 
How do these systems work? 
 
Which are the advantages of these other systems? 
 
Which are the disadvantages of these other systems? 
 
How integrated are SAP with the other business systems? 
 
What are the problems with the communication between the systems? 
 
How does the order process look like for ABB in SAP? 
 
Which are the advantages of using SAP? 
 
What are the benefits gained from these advantages? 
 
Which are the disadvantages of using SAP? 
 
In which situations are the manual handling necessary? 
 
Would a fully automatic system work for ABB Robotic after- sales department? 
 
Would the usage of only one ERP system work for ABB? 
 
Would the usage of only one ERP system facilitate the operations for ABB Robotics? 
 

 


