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Salling Group‘s expectations using SAP Allocation Management (AMR)

Promotion planner
PMR

Goods flow planner
AMR

Allocation Workload for Promotional Push

Replaces today‘s spreadsheets, e-mails and 
external tools communications

For Salling Group, AMR is: 
“Promotion driven allocation to support efficient workflow, 
handle store capacity and use the general forecast engine to 
optimize allocations.”

Kim Rovsing Kraglund, Group Director – Business Process Management
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Does my company allocate (push) goods to stores?

Does my company allocate seasonal goods to stores? (fashion, sports, etc.) 

Does my company allocate promotional products (one timers, multi timers)  into spot zones?
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Allocation process in SAP ECC or SAP S/4 HANA

Allocation Table Follow-on 
documents per 

store

Store Sales

SAP ERP

SAP BW

Allocation 
Strategy

Purchase
Order 

10.000pcs
Stock 

10.000pcs
ATP
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Allocation in ERP

For Fashion, no size curve 
logic to break down on sizes.

No understanding of store capacity 
to avoid over/under allocation

Weak rules framework to set 
allocation parameters

No automation of 
allocation

Limited allocation logic and 
optimization

Need to 
access BW

Not intuitive user experience. The more 
advanced, the harder for the end user to 

understand and act upon the rules.
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Allocation process in on SAP CAR

Allocation 
Table

Follow-on 
documents 
per store

SAP ERPAllocation Management SAP CAR

HANA

Promotion Management

Unified Demand Forecast

Promotion planner
PMR

Goods flow planner
AMR

Allocation Workload for Promotional Push

Replaces today‘s spreadsheets, e-mails and 
external tools communications
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Push and Pull in the context of promotions with SAP in Retail

Forecasting & 
Replenishment

Allocation 
Management

PUSH sellout products
One or multi time promo products or large volumes

PULL regular products
on promotion from time to time

Push
Defined allocation quantity (DC 
availability or less) is distributed 

demand-driven 

Pull
Store demand is predicted and 
regularly replenished from DC, 

even if there is no DC availability yet

Upcoming innovation - Subject to change
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Allocation Management: User experience, intelligence & automation are key

Allocation Workload

Workload by market unit within the user’s responsibility; structures the work by time and 
hierarchies, allows triggering allocation calculation; information mainly at product and DC level, 

overview about allocation results across stores

Allocation Plan

Detailed results of the allocation calculation for selected products down to stores and variants; 
provides a view by store and across products

Allocation plan calculation
Recipients

For example: supply network, 
with or wo listing, dep. on 

previous allocaitons… 

Order/delivery 
schedules

Order / Delivery Schedule
or planned delivery time

Store demands

For ex.: bottom-up (forecast, 
target stock, assortment plan) or 

top-down (KPI)

Availability

ATP, DC stock, Purchase Order, 
or Inbound delivery

Optimized 
quantities

For example rounding and 
rationing with store ranking by 

sales performance KPI

Allocators

Allocation Basket

* = FPS02, RPC planned for Q4/2019



User experience
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Exceptions @product level

Rules and parameters are decided by business user at desired level in 
the article hierarchy per store. Some parameters are time dependent.
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Parameters on store to define 
capacity for spot zones
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More capacity space data per 
spot zone
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In store summary: Expected fill leves 
per store area based on space capacity 
calculation.

Capacity used in a process and 
visualization of % of space used
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Optimization goal for the store delivery dates and per 
store area across products:

§ Rule#1: The demands of all stores for all products shall be 
met – in unit of issue

§ Rule#2 - All stores shall have the same fill-rate (% of normal 
capacity) for a store area

§ Rule#3 - The range of coverage for each allocated product 
shall be about the same for all stores

§ Rule#4 - The total allocation quantity (= DC availability or 
desired quantity) is completely allocated

The importance of each goal can be weighted

Capacity Optimization with Linear Programming in HANA OFL
Use of Linear programmiing with HANA 

Optimization Function Libraries to
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