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High-End Supply Chain Consulting for Global Companies 
 

About SCMO2  
SCMO2 specializes in high-end supply chain consulting with a focus on better 
implementation and efficient use of SAP's Supply Chain Suite. We have capabilities, 
services, and solutions to help clients develop more responsive and agile supply chains. 
These include demand signal sensing, statistical forecasting, supply planning, inventory 
optimization, responsive S&OP, supplier and customer collaboration, and production 
planning and scheduling.  
  
We are considered thought leaders and boast one of the largest and most successful 
SAP supply chain consulting practices in North America. Our consultants are the most 
experienced in the industry - planners who understand how to develop workable 
solutions with the SAP Suite to drive business benefits for our clients. 
 
Interview conducted by: Lynn Fosse, Senior Editor, CEOCFO Magazine 
 
CEOCFO: Mr. Campbell, your website indicates that SCMO2 focuses on “helping 
you get more from the SAP supply chain software suite ”. How so? 

Mr. Campbell: We have been working with the tool sets that SAP provides in the supply chain planning space for over 
thirteen years. What we really focus on is building solutions that drive business benefits. We have built tailored consulting 
packages that help companies optimize and reduce inventory using statistical methods, help planners develop more 
precise demand forecasts, interpret demand signals more accurately and hone supply chain responsiveness with 
exception based process designs. Our production planning specialists help factory planners master advanced heuristics 
and schedule optimization and our collaboration team supports clients in pioneering sense-and-respond scenarios with 
major retailers. We have worked with business users after failed implementations done by other system integrators for 
many years and as a result we really know what works with the software and how to work closely with the users to 
develop designs that drive the value that customers hope to get out of the software that they have purchased.  
 
CEOCFO: Why do you like the SAP basic system?  
Mr. Campbell: From an integration standpoint SAP is second to none. Particularly for supply chain planning it is critical 
that the planning system is integrated with the back-end system to provide real-time visibility to changes while developing 
plans. Many non-SAP planning systems have come and gone over the years, but these software packages are not fully 
integrated with the execution ERP system leading to costly interfaces and a system that is not as reactive. SAP is not 
always the first mover with new product innovations, but ultimately they usually come up with the product that is best of 
breed. From a package and implementation standpoint, we know that SAP is going to make the investment and get it right 
over time. Therefore, we have developed a tight partnership with SAP in terms of our implementation expertise. We also 
do a lot of business process improvement projects that are not tied to SAP or any specific system. 
 
CEOCFO: Who is your typical customer, if there is such an entity?  
Mr. Campbell: We typically engage with large global companies who are looking to take their supply chain planning 
processes to the next level. Often we work with customers who have gone through multiple iterations of planning system 
implementations with different consulting partners, and they are now looking for an experienced firm to make things work 
for an unsatisfied user group within the business. We work across industries, but have many customers in consumer 
products, food and beverage, high tech and the life sciences. However, our ideal is a mature customer who is looking to 
really get more out of their supply chain, be a leader in the market and is ready to work collaboratively with our team to 
come up with some really innovative solutions to the most challenging problems.  
 
CEOCFO: Would you give us an example of a common area where you are able to help customers and maybe a 
concrete example of something a little more outside the box? 
Mr. Campbell: We have done a lot of work with consumer products clients to help them develop forecasts collaboratively 
with internal and external partners. Our expertise in this area is really second to none. 
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This experience has led us to work with most of the major retailers and develop a deep understanding of collaborative 
processes. As a result of this, we were asked to lead a project where our customer was getting nightly point of sale data 
from the retailer at the store level and using that to develop replenishment plans through their customer distribution 
centers. This was done on a consignment model where the retailer never even owned the inventory on the shelf. That was 
a really unique scan based trading model that was developed collaboratively with our consulting team, our client and the 
retailer to provide a lot of value to all parties.  
 
CEOCFO: Is it mostly customization that you do for your clients or are there readymade solutions that you offer 
as well?  
Mr. Campbell: We do both. However, we have really developed a proprietary set of methodologies over the years that 
have been fine tuned to provide value for our customers. For instance, one is focused on statistical forecasting and uses 
point of sale data to drive forecast accuracy improvement. We have developed an approach where we work shoulder to 
shoulder with the planners and their data to fine tune their forecast models and set up the system so that it can 
continuously generate with good results that they understand. We also have a similar methodology that we use for 
inventory optimization using statistical methods. It is the same general principle. Driving results is the key to any of these 
engagements and we make sure to focus on delivering ROI to all our clients.  
 
CEOCFO: Where does the human factor meet the technology when you are working with a client?  
Mr. Campbell: I think that is a big, big part of what sets us apart from the competition. We do not offshore any of our 
work. Most of our consultants have former experience as planners working in the industries we serve, and they often have 
advanced degrees as well as many years of SAP supply chain system experience. Therefore, our consultants really 
understand the business processes, system capabilities and user needs required to develop successful solutions. We 
typically work with the business to understand their pain points and then redefine business processes and systems that 
will work for them. We usually work with small teams of really strong platinum level consultants that work shoulder to 
shoulder with our customers to understand what they are looking for and develop solutions that meet those needs.  

 
CEOCFO: What might be one factor that you look at when you are evaluating a problem for a client that others 
might not realize is important in the supply chain process or something that you might think is more important 
than others? What do you understand that perhaps others do not?  
Mr. Campbell: One of the big things that we have seen over the years is overly complex implementations that are too 
advanced and difficult for users to understand. As a result one of the keys is to really understand the capabilities and the 
aptitude of the user group and come up with a design that meets their business requirements, and automates the simple 
tasks. There is a very, very fine balance to come up with what we call a workable solution. There is also a big piece of 
change management on these projects. We have built big programs to help planners come up to speed, learn the types of 
skills that are required to operate advanced planning systems, and empower them to own the system and the planning 
results. We have seen other consultants implement complex designs, leave after the project and not pass knowledge on 
to the user group or build a sustainable support organization. This results in users working back in spreadsheets and not 
utilizing the system and basically a big failed implementation and with lots of wasted costs. Therefore, I think what you will 
find that we do differently than most is finding that balance between usability and complexity and also building a program 
that handles the change management aspect.  
 
CEOCFO: How do you reach potential customers?  
Mr. Campbell: We are experts in our field and thought leaders in our space. We speak at planning related conferences 
about our methodologies, our customer success stories and helping people understand the benefits of solutions that we 
provide. That has been our biggest driver of sales over the years and we continue to be highly regarded as experts in 
supply chain planning. We also get new customers through client references. We look at every engagement as a potential 
client success story. Our ideal is to have a happy customer that passes our name on to others when asked for a trusted 
advisor and partner.  
 
CEOCFO: It has been about two years since you changed the company name and rebranded. Did it have the 
effect you want? What are some of the positives?  
Mr. Campbell: It really has been a positive thing; the rebranding and name change. You are always fearful that people 
will lose track of you. However, for our side, having Supply Chain Management or SCM in our name, since that is really at 
the core of what we do, was great. It was at the exact same time that we formalized the partnership with SAP. Therefore, 
as a result it was great timing for us to do it. I think people really understand who we are and what is at the core of what 
we do as a result of the name change. We have been very happy with the results.  
 

“We are going to continue to grow and continue to drive world class planning solutions for 
our customers.” - Matt Campbell 
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CEOCFO: Recently, SCMO2 was recognized by CIO Review as one of the 20 most promising SAP consulting 
providers. Would you tell us about the recognition and how that helps?  
Mr. Campbell: We were very honored to be included in the list. For us it is a validation that the things that we have been 
doing over the last three to five years to accelerate our growth and reputation. It was a great honor to be included in that 
group and we want to continue to make great strides to grow and be known as the preeminent name in supply chain 
planning solutions with SAP.  
 
CEOCFO: What is the growth plan? What is the strategy for the next year or two? 
Mr. Campbell: We are going to continue to focus on the supply chain planning space and SAP. There will be a lot of 
changes over the next few years as SAP retools its planning suite and moves to a cloud based architecture and enables 
mobile access to business data. Our clients are trying to figure out how and when to migrate to the new Integrated 
Business Planning suite, even as they continue to roll out the current generation Advanced Planning and Optimizer suite. 
We are investing heavily in being the first mover with all of the new SAP supply chain planning suite of products. We are 
doing more strategic, road mapping consulting engagements. Some strategy shops out there do not know the tools in 
detail, so that is a big niche for us to be in. However, we are also going to invest heavily in our consultants, so that we can 
not only be building rapid deployment solutions with the new products, but also updating our proprietary packages to help 
build world class supply chain planning suites in both the legacy SAP platform and also the Integrated Business Planning 
suite.  
 
CEOCFO: What has surprised you over the last two years as the business has grown and changed and evolved?  
Mr. Campbell: I do not know if I have had any big surprises. I think that initially we were growing organically. As we start 
to accelerate our growth there are some pieces to the puzzle we need to add. However, I do not know if I have had any 
great big surprises or shocks in terms of that. The tools are changing; it is getting to the point where big data and cloud 
based solutions use different technology; we have seen this coming for a couple of years. However, now SAP and many 
of its competitors are starting to get there.  
 
CEOCFO: Why should the business community pay attention to SCMO2?  
Mr. Campbell: We are uniquely qualified to help clients get better results from the SAP planning suite. We look at every 
one of our customers as a next success story. Our customers tell us we develop workable solutions that drive business 
benefits. I think we are going to continue to grow and continue to drive world class planning solutions for our customers. 
 
 

 
BIO: Matt Campbell is a co-founding Principal of SCMO2 where he leads client engagements developing leading edge 
supply chain planning designs using SAP’s supply chain software. Matt has sixteen years of design and management 
experience with SAP implementation. Matt has a special interest in helping consumer goods clients develop collaboration 
processes and system designs with major retailers utilizing SAP Supply Chain Planning software. 
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SCMO2 
1360 Peachtree St Ne #1201 
Atlanta Georgia 30309-3283 

404-457-1444 
www.scmo2.com 


