Laurent LECLERCQ

 SAP Certified Management Consultant


Summary

18 years' experience in the ERP world, and more particularly in SAP R/2 and R/3.  Provided with a wide experience in Logistics, with a specialization in Sales and Distribution (SD/LE).  Used to work in many different business situations and environments through many assignments for a large variety of customers.  Seniority in consulting, skills as project manager and mastership of ERP implementation methodology due to full involvement in all phases of an ERP project. 
Range of Experience


· Management Consultancy

· 18 years in implementation of SAP R/2 and R/3 Logistics modules + integration
· Project Management/Team leading
Employment History

- 1997 to Date: Planet Consulting sprl, SAP Certified Management Consultant

- 1997: Price Waterhouse MCS, Project Manager

- 1995-1997: Price Waterhouse MCS, Senior Consultant

- 1990-1995: SAP Belgium, SAP Consultant

- 1989-1990: SAP Ag, International SAP Trainee

Detail of Professional Experience

Planet Consulting sprl

· Jan 07 to Jul 07: Sales Domain leader, Novartis Pharma, Russia (Moscow). Roll out project. Full implementation: preparation, blueprint, realization, testing, training and go live support in 6 months following ‘Computer System Validation’ requirements in the pharmaceutical industry. I was leading the Sales team including local business people as well as local SAP consultant. Organisation of workshops with local business in order to adapt template according to local requirements. Customizing of the system. Full documentation: processes, customizing, training. Project achieved on time and on budget   

· Dec 06: Business consultant, Abbott, Belgium (Brussels).  punctual help in a migration process
· Apr 06 to Nov 06: Sales Team leader, Novartis Pharma, Morocco (Casablanca). Roll out project. Full implementation: blueprint, realization, testing, training and go live support in 6 months following ‘Computer System Validation’ requirements in the pharmaceutical industry. I was in charge of the sales cycle from order entry to invoice. Organisation of workshops with local business in order to adapt template according to local requirements. Customizing of the system. Full documentation: processes, customizing, training. Fastest implementation ever made at Novartis so far. Deputy project manager. Project achieved on time and on budget.
· Jan 06 to Apr 06: Sales Team leader, Sioen Industries, Belgium (Ardooie). Mission for IBM. Brand new SAP project. Use of predefined “to be” processes to develop a template in SAP. The template will be rolled out in waves in different countries. Preparation, organisation and facilitations of all sales and logistics workshops. Use of IBM toolset and Asap methodology. Exposed to Industry Solutions: mills and AFS. 
· Nov 04 to Dec 05: Enquiry to Payment consultant, Antalis Belgium (Brussels)
Belgian roll out project. Full cycle implementation gap analysis via workshop with keys users, build phase, test, training, go live in October 2005 and after go live support. 

· Sept 03 to Nov 04: Enquiry to Payment consultant, Antalis France (Paris)
Full cycle implementation for FI/CO/MM/PP/SD, release 4.6C, French roll out. Starting from the Build phase to after go live support, I was in charge of several sales flows (Stock order, Sample process, Pricing,…). Go live in June 2004. 
· Feb 03 to Sept 03: Business Process Integrator, Enquiry to Payment, Antalis France (Paris)
For the sales team, I was in charge of preparing, presenting, and facilitating workshops to the business keys users (up to 15 people) on existing core processes in order to determine fits and gaps for the French business. About 40 workshops were organized on a 3 months period. The result of that phase was to have a gap list up to date and a scope for the following build phase starting in Sept.

· Nov 02 to Mar 03: SD Consultant, EADS, France (Les Mureaux)
Mission for EADS launchers via IBM (Ex PWC) R/3 project on 4.6C Highly integrated project where first PS was implemented with FI/CO/MM/PP. The introduction with SD came afterwards. I was in charge of integrating SD with the other modules and to catch up with the other teams in order to make SD on the same level than the other modules. Emphasis on FI and PS integration. Use of billing plan (down payment). "Conception" phase + "Realisation" phase
· May 02 to Oct 02: Deputy Sales Team Leader Antalis Switzerland (Zürich)
Build and Testing phase for the Swiss Roll in of a European project. Release 4.6C. Go live foreseen in January 2003.
· Apr 02 to June 02: SD Consultant, Meister CC Belgium (Sprimont)
For an existing live system, creation of new Legal Unit: with the help of three other consultants (FI-MM-PP), concept, design, test, conversion and implementation of a totally new organisational structure within a few days.
· Apr 01 to Apr 02: Team leader and assistant to the project manager, SigmaKalon France (Paris and Belfort).
Upgrade project from R/2 to R/3 release 4.6B in the “Trade” business including SD/MM/PP/WM/FI/CO/BW.  Full life cycle project. Go live in Jan 2002. Consultant in the logistics area: gap analysis, business process redesign, configuration in Sales and Distribution (SD) and in Logistics Execution (LE) modules. Specifications for ABAP programmers, conception of + work in user exit, reports, sapscript. Exposed to EDI (functional aspect). Training of super users and aftercare management. 

· Oct 00 to Mar 01: Team leader, SigmaKalon France (Amiens).
SAP R/3 project on a 4.6 release (SD/MM/PP/FI/CO/BW). Full life cycle project. Go live in jan 2001 for the “Do it yourself” business. Responsible for the customizing aspect in SD/LE and integration with other modules. Analysis + Conception  of specifics reports/userexit in SD area. Aftercare management. 

· Apr 00 to Oct 00: SD Consultant for KPMG for a SAP R/3 Roll out project at Ferro France (St Dizier).

Interface between the international implementation team and the local team. Gap analysis, issues solving, covering local requirements, full training of end users. Go live in Oct 2000.

· Mar 99 to April 00: Sales team leader and responsible for the Deal Management of Ernst & Young France, in a SAP R/3 project at ATR France (Toulouse).

The deal management (world first implementation in the aerospace industry) covers the full process of selling or leasing an aircraft from the first negotiations to the final delivery. Release 4.0. Full implementation from BPR to after care management. Go live in Jan 2000. Highly integrated project involving FI, CO, PS, MM, SD, and SM. In charge of more than 10 people (Consultant, Business and IT)
· Mar 99 to Oct 99: Coach of a SAP consultant for PricewaterhouseCoopers, on a roll out project for Roche Belgium (Gent). 

· Nov 97 to Mar 99: Sales team leader and consultant for Andersen Consulting Denmark,  for a SAP R/3 project at Danfoss Denmark (release 3.1) (Nordborg). 
Full cycle project. The project included development and implementation of a common enterprise solution for the European sales companies of the Danfoss group. In charge of a team of more than 10 people: project management, people management, coaching. Template phase: preparation and facilitation of workshop, definition of standard business processes, configuration, user procedures, training and testing. Roll out phase: gap analysis, site configuration, design developments, conversion and production support.  For the first roll out, 10 countries (Danube regions) went live on Oct 98.
· 1998: SD consultant for Lhoist Coordination Center, Belgium (Louvain-La-Neuve).

· Since 1997: Creation and management of my own company "Planet Consulting sprl", a member of SAPRING. www.sapring.com
Price Waterhouse 

· May 97 to Oct 97: SD consultant for Exxon Oil and Gas business.

Worldwide project based in US first, then in Brussels, involving 200 people among which +/- 50 consultants. Consultant in Order fulfilment team; integration with other modules. Trained on IS Oil module. Study on gap analysis between SAP capabilities (involving IS Oil) and Exxon requirement's re. Sales and Marketing system as well as TAS (terminal automated system) interface.

· Jan 97 to April 97: SD/SM consultant and project management assistant for KONE Elevators Denmark.
Definition of a European model with the use of SMM/SAP + R/3 toolkit. Assistant of the project manager for the "New Elevator Business" projects (more than 10 people involved in the core team). Analysis stage: organisation (preparation, facilitation and consolidation) of a workshop with a view to standardise Sales and marketing processes on a European level. Leader of the “Modernisation” team in the “Service Equipment Business” (4 people involved in the core team). Preparation and facilitation of the workshop.

· Sept 95 to Dec 96:  SD consultant for KONE Elevators Denmark.
Participation in the project SAP R/3, SD and integration with other modules. Full life cycle project. Analysis stage: identifying target business process with a view to mapping them to SAP. Facilitating work sessions. Design and construction stage: prototyping according to defined flows. Co-ordination of the “service contracts” team involving SD and SM and the “New elevator business” team involving SD and PS. Training for team members. Project went live in Jan 97 with FI, CO, PS, SD, MM, SM in 3.0E.

· Significant role in sales proposals for other CI/IT projects involving SAP.

SAP Belgium

· Jan 95 to Aug 95: SAP Project leader at Exxon Chemical Europe in Brussels. Responsible for SAP consultants on the project.

· 90 - 94: Consultant on Sales & Distribution and Transport Modules on SAP R/2 and R/3.

Major Customers:

- Exxon Chemical (1994-1995) European implementation of SAP R/2. The project involved building a European prototype and implementing it at pilot sites.

- Petrofina Chemicals (1993-1995): SAP consultant on a 2 years' project.  It included redesigning the system from R/2 to R/3

- Union Minière (1994): Six months pre sales project; mapping sales and distribution business requirements to SAP and building an SAP model to meet the client's requirements, particularly in the area of pricing.

Other customers: Vanity Fair (1992-1993), EMC: Tessenderlo Chimie (1993), Continental (1992), Sigma Coatings (1992), Merck (1991): feasibility studies, implementation and integration with other modules.

· Bridgehead between Belgian customers and development department for Transport module in Walldorf. 

· Instructor for Sales & Distribution and Integration courses on SAP: Standard or in house courses (Petrofina, Solvay…) 

· Participation in Sales Process via demo's on the system

SAP Ag - Walldorf, Germany

· Training year on Basic System (ABAP) and Sales & Distribution Modules

· Assistance of a Senior Consultant at his customers

Education

· Bachelor's Degree in Business Administration, University of Liège

· Languages : French: mother tongue, English: fluent, Dutch: average.

· SAP Certified Consultant SD

Personal Data 

Laurent Leclercq

Av. du Parc de Woluwé, 30

B-1160 Brussels

             Belgium

Mobile: +32 47 553 56 15

Tel: +32 2 675 38 40

Web: www.sapring.com
E-mail Business: LL@sapring.com

 HYPERLINK "LL@sapring.com" 

E-mail Private: laurent@leclercq.be
Married, 2 children, Belgian, born in 1964
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