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Siemens does this through a broad portfolio of businesses and services that address these 
specific areas. Siemens Global Business is an integral part of that portfolio.
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Industrial Business

Digital

Industries

Smart

Infrastructure Mobility

Siemens 

Healthineers1

1 Publicly listed subsidiary of Siemens; Siemens’ share in Siemens Healthineers is 75% 

Portfolio 

Companies

Siemens

Advanta

Services

Siemens Financial Services Siemens Real Estate Global Business Services
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▪ >1,000,000 customer 

requests processed p.a.

▪ €22 bn cash 

collected/managed p.a.

▪ ~5.3 million customer 

payments allocated p.a.

GBS End-to-End services to Siemens’ business entities
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LEAD GENERATION TO 

INCOMING PAYMENTS

Opportunity-to-

Cash Services

SOURCING TO PAYMENT 

EXECUTION

Purchase-to-Pay

Services

FINANCE RECORDS 

TO CLOSING REPORTS

Record-to-Report 

Services

ENHANCING EMPLOYEE 

EXPERIENCE

Hire-to-Retire     

Services

EXPERTISE DRIVEN AND 

PROJECT-BASED SERVICES

Business Solutions 

and Services

TECHNICAL REQUIREMENT 

TO SOLUTIONS

Engineering

Services

HIGHLY PROFESSIONAL 

PERSONNEL SERVICES

Temporary 

Personnel

▪ >32,500 of tactical 

sourcing negotiations 

performed p.a.

▪ >1,200 e-sourcing events 

managed p.a.

▪ 13,000 suppliers

qualified p.a.

▪ 1.5 Mio Purchase Orders 

processed p.a., (direct 

and indirect materials)

▪ 27 Mio invoices 

processed p.a.

▪ 65% end-to-end 

automation

▪ >60% automation in 

period-end closing 

activities

▪ 1.1 million master data 

entries handled with 

PEGA business process 

management

▪ Administrating 9 million 

m2 and €3.6 billion in 

assets

▪ 80% reduction of working 

time with our Contract 

Management Application

▪ Handling tax compliance 

for 35 countries, 

processing >41.000 

indirect tax returns 

annually

▪ >360,000 employees 

served in ~80 countries 

along employee lifecycle

▪ 15 equity programs, 

>12.5 Mio shares

▪ 2.6 Mio of travel expense 

claims per year

▪ 80+ IT services and 

solutions

▪ +16 Mio employee 

interactions with CARL in 

FY 23

▪ ~25,000 customers 

provided feedback for 

Siemens Net Promoter 

Score p.a.

▪ ~350 virtual, real and 

hybrid Live 

Communication 

Experiences realized p.a.

▪ >280 Mio words in over 

60 languages ordered in 

Global Translation 

Services 

▪ ~ 4.7 bn € of customer 

freight value managed           

▪ Track & Trace for                                              

~ 9.8 million transport 

orders

▪ 8500 completed  

engineering  projects

▪ >1’0 million engineering 

hours capacity to cover 

the complete END2END 

process from technical 

sales support till remote 

commissioning

▪ Supporting customers in 

30 countries

▪ ~1.3 million hits on our 

job exchanges p.a.

▪ 12,000 incoming 

applications

▪ 2,000 direct approaches 

to candidates
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Opportunity to Cash Services along the Customer Journey
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Sales Support
e.g., Lead Management Support, Inside Sales, Offer & Quotation 

Management, Sales Desk Services (FLCS) 

Order Management Services
e.g., Sales Order Processing, Logistic & Deliver Processing, Customer 

Invoicing, Return Processing Services, CPM

After Sales Services 
e.g., Service Mgmt., Warranty Mgmt., Spare Part Mgmt., Service Contract 

Mgmt., Installed Base Mgmt., Managed service L1/L2 Tech support  

Cash Collection Services 
e.g., Monitor/Release Blocked Sales Orders, Cash Collection, Dunning 

Process, Legal Collection Support

Cash Allocation Services 
e.g., Cash Allocation, Payment Clarification, Receivables Administration

Interest

Invoice 

Customer Journey

Customer interest to 

Order

Customer Order to 

Invoice

Customer Invoice to 

Payment

Payment to Customer 

Experience

Order 

Payment

Experience 
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Insights into Siemens Collections („CCMT“)

Problem statement
• Full transparency of customer activities 

• Boost productivity and simplify work for staff

• Improve cash flow

• Drive efficiency

• Correspondences and reporting automated

Targets
• Scattered landscape of tools

• Manual extraction and distribution of 

correspondences

• Manual reporting

• Undiversified collections approach

Customer

Segmentation

According to criteria 

such as size and 

payment behavior.

Definition of 

Collection Strategy

Per customer 

segment (timeline for 

dunning letter, 

overdue calls, legal 

notes, etc.)

Task creation based 

on Receivables

Based on a leading 

invoice. Distribution 

based on customer 

assignment to 

collector.

Diary Front End

To see customer 

history and contact 

moments including 

action panel to 

register feedback.

Dispute 

Management

Query sheet to 

request resolution for 

internal payment 

obstacles.

Reporting

Operative and 

management 

reporting.

Preparation Execution
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Ability to integrate across multiple processes

Why Pega?

Re-Use of available components / Situational Layer Cake

Cybersecurity

Tracking and Tracing

Proven to Scale
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“Good decisions come from experience.

Experience comes from bad decisions.”

Mark Twain
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6 Lessons Learnt



Page 11Page 11

Lessons Learnt
1/6 „Drive Adoption with Killer Features“
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Lessons Learnt
1/6 „Drive Adoption with Killer Features“
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https://web.microsoftstream.com/video/f4d64c8a-a2bd-41d4-9f84-905b341c3842?list=studio
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Lessons Learnt
2/6 „Global Solution with Local Flavor“
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Risk of burning down the application

Templates

Correspondences

Reports*

* Secure impact on app performance

Sweet Spot

DANGER ZONE

Developers only

Change by controlled 

configuration

Collection strategy

+

Situational Layer Cake
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Lessons Learnt
3/6 Rollout (fast and lean)
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+40
Countries

140
Legal Entities

30bn
Cash p.a.

300k
Active Customers

7mn
Invoices p.a.
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Lessons Learnt
4/6 Mind your Stepcale
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Centralized data sourcing (Snowflake)

Decoupling of interfaces

Monitoring and Data Transparency

Control over Database Size & Indexing

The “Zibby Test”

Synthetic Performance KPI

+
Not pretty but a screenshot of the real-life example!
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Lessons Learnt
5/6 Pick your right Partners!
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Strong Platform + Cool Inhouse IT /CoE + Great Solution partner
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Lessons Learnt
6/6 Did anybody mentioned Adoption already?
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Key adoption criteria

Make User’s and Customer’s life easier

Adaptability and flexibility but also change management and 

consensus of harmonization

Good advocates of existing user base and evangelists in 

the region

Trust in Data and Consistency

Application performance and UI
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Whats Next? 
Technological Progress and Business Trends

Adding more Brain to the Muscle 

Benefitting from immense progress on GenAI

Leveraging B2C daily practice in B2B

Respond to demographic change

Scaling beyond Siemens…
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Any questions?



Siemens Global Business Services 

Siemens Global Business Services (GBS) enables 

Siemens AG units worldwide and external customers to 

accelerate their business transformation into a sustainable 

and digital future. Its portfolio comprises services driven 

by expertise and the latest technology – with a strong focus 

on innovation and digitalization in areas like business 

administration, human resources, supply chain management, 

sales, marketing, and engineering.

Siemens GBS provides business services for Siemens AG, 

Siemens Energy AG, and Siemens Healthineers AG and 

serves its clients globally out of four major Hubs and one 

service unit. Siemens GBS headquarters are based 

in Munich, Germany.

For more information, visit www.siemens.com/gbs



© Siemens 2024

Subject to changes and errors. The information given in this document 

only contains general descriptions and/or performance features which 

may not always specifically reflect those described, or which may 

undergo modification in the course of further development of the 

products. The requested performance features are binding only when 

they are expressly agreed upon in the concluded contract.

All product designations may be trademarks or other rights of 

Siemens AG, its affiliated companies or other companies whose 

use by third parties for their own purposes could violate the rights 

of the respective owner.

Disclaimer
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