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See what’s in front of you with Rolta OneView™
One opportunity for improving operational efficiency in the Special Chemicals Industry that has come to light in recent
years is the need to address revenue and profitability gaps based on product mix. One question CIOs ask Rolta experts
repeatedly is the following: 

“Can you provide us with visibility into profitability? We've got profitability from cost optimization and 
profitability analysis modules. We can see behind us, but we can't see in front of us.”

They are asking about a solution to address revenue and profitability gaps based on product mix. Sales people all do
forecasts. The majority of them do so in a CRM system of some type. But those are forecasts, not booked sales. Forecasts
and the S & OP process are not as meaningful as booked sales, because if you don't get the sale, if you don't close the deal,
you don't get the order. If we revisit what these CIOs were asking for, we soon realize they want visibility into where they
will be at the end of the quarter. 

“Because whenever you listen to the quarter-end and year-end results of any manufacturing company,
the CFO invariably says, ‘We missed our numbers, and we missed them due to product.’ That's because
nobody has visibility into where their revenue and profitability will be at the end of the quarter. “1

Consequently what Rolta set out to do, after talking to
CIOs, was to build something straightforward that could
show you where you are year-to-date, what is in-process,
what's planned through the S & OP process, and then
identify the gap. As a result, CIOs can identify whether
there is product on the books that can be built and
shipped before the end of the quarter to increase
revenue and profitability to meet corporate goals. There
is little available about systems and solutions that will
address product mix and make recommendations on
where it needs to be. Rolta has the capability through
Rolta OneView to pull in composite risk. 

For example, if an operations planner selects sales orders to be pulled forward and be produced, there are inherent issues
and challenges in doing that due to composite risk, assets, raw materials or quality. Perhaps it's a product that does not
pass quality tests 15% or 25% of the time. Perhaps this product has to be filtered, or adjusted, or must be put on hold for
some reason. Such things happen all the time in the chemical industry. 

1.David Dunn, Vice President, Business Development, Rolta Americas
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Aggregating data into a coherent form that 
can provide useful decision-making 
information
Therefore this product might be
one to avoid, but most people
wouldn’t know that unless they
had visibility. These considerations
must go into the composite risk
component of this vision of what
would you would want to pull
forward, and red flag it or green
flag it. While this scenario seems
simple enough—as if everyone
ought to be able to make these
decisions—it’s actually not as
straightforward as it seems. A
specialty chemicals company can
have thousands of raw materials,
intermediates and finished
products. So managing which
orders to produce is a huge task.
Moreover, if outstanding orders
could be prioritized by the revenue
that each could generate, the
benefits would be substantial. 

The challenge has been how to get all the necessary data aggregated into a coherent form that can provide useful
decision-making information. A comprehensive view of what has been produced and sold, what is in-process to be
shipped, what process orders are planned and then identification of open orders that could be produced to close the gap
to revenue and profitability goals.

It is also complicated by the multivariate data analysis needed to identify the risks associated with changing the product
mix. Things like raw material and intermediate quality and availability, planned and unplanned equipment downtime,
first time quality by product, etc. Some of the information is readily available; other factors such as unplanned downtime
must be put through algorithms to predict potential failures.

The Rolta OneView solution utilizes a series of regression-based predictive models that enable risk analysis and rapid
improvements to areas like product quality, asset reliability and operational equipment effectiveness. This information
can then be utilized to help analyze the risks associated with products to be made to fill the gap.
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Rolta OneView is a web-based Business Intelligence solution that enables personnel at all levels of the organization, from
executives to floor personnel, to make accurate and on-time decisions by visualizing their vast data in real time. Rolta
OneView provides a platform to improve performance and overall operational effectiveness of the organization by
aligning the work process of personnel with the goals of the business and what is actually happening within the
operation.

The innovative solution breaks down barriers to operational and business excellence, such as data silos across the
enterprise, thereby providing a 360° view of operations.  Rolta OneView’s logical architecture has been built using best-
of-breed BI platforms as well as significant intellectual property from Rolta. Rolta OneView has more than 1,300 unique
performance measures. 

A Sampling of Rolta OneView Performance Measures

Introducing Rolta OneView



Executives need the overall real-time picture  
that Rolta OneView provides
 Drilling down from the enterprise to the plant to view product mix
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About Rolta

Rolta, a global SAP partner, is a strategic original equipment manufacturer (OEM) vendor, integrating its numerous
industry solutions with platform technology from SAP. Rolta is the 2014 SAP® Pinnacle Award recipient for OEM Partner of
the Year, recognized out of 21,000 partners for the most strategic level of innovation and the fastest new product
introductions.

Rolta provides customers with cutting-edge solutions that exploit the power of SAP technology by combining Rolta's
products with the technology portfolio offered by SAP. Enterprise-level solutions are built around Rolta's intellectual
property and domain expertise to offer deep insights and understanding of industry drivers and supporting business
processes that help organizations achieve their business goals. 

Rolta is very excited to offer our Rolta OneView capabilities.  If you have any questions or would like further information,
please call us or email us at any time.

ROLTA CENTER,
5865 North Point Parkway, Alpharetta, GA 30022, USA.
Tel: 678-942-5000 or Info.na@rolta.com
www.Rolta.com/oneview-sap
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Fast Facts about Rolta

• SAP Global Solutions Partner
• SAP Strategic OEM
• Established public company founded 26 years ago
• Global company with projects in more than 40 countries
• More than 3,500 employees and growing
• Annual revenue of $600 MM
• Forbes Global 200 Best Companies—4 times in 6 years

Rolta OneView—helping you identify risks to 
revenue and profitability
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