Infosys

Navigate your next

SAP WARRANTY MANAGEMENT
0 Challenge

- Part warranty across regions differs in rules, processing, and account determination making system maintenance difficult and resulting

in errors.

» Changes to warranty part prices are difficult in a non-enterprise system and correlations of data used in spend analysis, quality
management, supplier data, and others are difficult, inaccurate, or not multidimensional.

- It may even require manualcut-and-paste of data into Excelfor C-level reports.

OEM enterprise applications - Vehicle / Parts / Labor / Financial accounting /
Campaign management / CRM / Dealer / Third-party underwriters

« Accounts payable is batched monthly

Supplier interfacing External
applications applications

Warranty ERP ii Warranty analytics and EWS
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in the future.

. Solution

End-customer Dealer Government

Supplier

» Reports
incident / recall

» Diagnose incident
(Structured
diagnostic analysis)

» Performs service
request

» Submits warranty
claim

» Returns parts

» Receives
warranty claim
reimbursement

» Contacted by dealer
for support

» Receives
warranty claim

» Preliminary
validation of claim

» Receives warranty claim

» Validate warranty
claim
(Optimize and
automate claim
validation)

» Determine
payout and
reimburse dealer
directly for
regular cases
(Dealer analytics)

» Requests parts to be
returned from dealer

» Inspects parts

» Approve and credit
dealer for
reimbursement

» Performs dealer audits
and reviews in the field

» Warranty claim data
analysis for quality
and sales studies
(Early warning
detection)

» Issues supplier reports
» Issues government
compliance reports

» Investigates problem
parts

» Corrects problem
parts

» Reimburses OEM
per contract(s)
(Warranty sharing
and supplier
chargeback
automation)

» Submits government
compliance reports

» Issues reporting
recall requirements
to OEM and suppliers
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» Reports >> Diagnose incident Contacted by » Receives warranty » Investigates » Issues reporting
incident / recall | (12%-15% OEM dealer for claim problem parts recall requirements
costs attributed to support P Val‘idate warranty » Corrects problem to OEM and
misdiagnosis) Receives i claim | parts suppliers
» Performs service warranty claim - (B%-10%warranty | OEM
request » Preliminar | costsarein processing |
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analysis for quality
and sales studies
(Variable % of warranty |
costs due to late
identification of
problems)

Issues supplier reports

Issues government
compliance reports
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Warranty value analysis assessment

Our offer to you Current state and Targets and Step High-level

m . market analysis priorities roadmap

. Infosys provides

o Current External Develop
end-to-end WarranFy state data targets and N
O management solution review Industry, testmarket Prioritization Roadmap development
'O' biliti Current customer, hypothesis map and case for action
capabpilities (sjt_ate ) suppliers, (Potel;\_}‘ia_l ) m 0
Iscussion 0 others capabi ities

» Review existing process, system,
organization, and metrics

» Identify potential capabilities
that may enhance or transform

» Develop high-level roadmap
of prioritized capabilities

Enterprise resource | Business process Early warning

planning outsourcing system » Review assessment results existing business operations » Perpare rough case for action
» Review external data sources » Determine rough cost / benefit
including customers, suppliers, for potential capabilities
% ERP EWS competitors, industry / » Map to market hypothesis
Imperatives Benefits A A q . o
non-industry information » Map potential capabilities to
Integration Claims management Reduced TCO business / IT drivers
. Quality and product developi Reduced DTC
Automation —

Dealer assistance Recover costs
— —

Supplier interface
—

» Potential capability profiles and
their rough cost / benefit
estimates

» Capability prioritization value map

» Gap awareness (if any) » High-level roadmap

A 3
ccurate » Rough case for action

Process.
optimization forecasts

Improve

Analytics partnership

Recall management

o Input 0 Workshops

Typically takes four to six weeks to be completed

Together let us leverage your existing SAP and implement warranty management into a central system.
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