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Prologue

It is crucial that manufacturers leverage creative and strategic 
partnerships in order to deliver a high-quality experience in an 
industry which is full of unfamiliar technology and services. 

Automotive manufacturers have long been 
product-oriented companies, with large 
volumes of vehicles built to be stockpiled 
at dealer lots, and commission-incentivised 
salespeople responsible for maximising 
the bottom line. Forays into alternative 
models, such as build-to-order, have 
enjoyed limited success. Today’s customers 
increasingly insist that their retail 
interactions be tailored experiences, and 
they are more willing than ever to abandon 
retailers that fall short. 

Shifting focus to individual customer needs, 
prioritising retention and relationship 
management throughout the retail 
interaction, and building an agile supply 
chain to anticipate and meet consumer 
demands are central imperatives today for 

manufacturers and retailers. While many 
are rising to the challenge, there’s a long 
road ahead.

Source: The future of auto retailing: 
preparing for the evolving mobility 
ecosystem.

A series of forces are driving the 
shifts: alternative powertrain 
systems, advances in connected-
car technologies, the application 
of new lightweight materials, 
consumer preferences for 
pay-per-use mobility, and the 
introduction of autonomous 
vehicles.

The extended automotive industry 
is poised at the onramp of a massive 
transformation, driven by a series of 
converging forces. The most immediate 
and pressing challenge for automakers 
and dealers comes from the rise of pay-
per-use transportation, when mature 
could undermine a century-old business 
model built on selling cars to individuals 
and families. Over time, the proliferation 
of autonomous-drive vehicles could 
provide a more natural market space for 
automotive players, albeit one that rests on 
unprecedented customisation. 

Simultaneously, the industry faces a critical 
pivot from product-focused business 
models to more customer-centric ones.
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Company Overview:
Nissan provides unique and innovative 
automotive products and services that 
deliver superior measurable values to all 
stakeholders. Established in Yokohama City 
in 1933, Nissan currently manufactures 
vehicles in 20 countries and areas around 
the world. Nissan offers products and 
services in more than 160 countries and 
areas worldwide.

The organisation vision: 
‘enriching people’s liveś
Source:  The future of auto retailing: preparing for the 
evolving mobility ecosystem Nissan South Africa

Organisational challenges: 
•  Backlogs 
•  Tracking of KPIs and best practices
•  High level of different expertise required
•  Highly qualified team needed, flexible to 

various scenarios
•  Tailormade automated solutions 

specifically designed for Nissan
•  Continuous reduction of operating costs
•  Appropriate governance structure 

Overview of the Journey:
Initiation: 
Through numerous interactions with 
Nissan to address their accounts payable 
pain points, Deloitte identified that a need 
exists for a solution that can address these 
process challenges in an efficient and 
sustainable manner. The Deloitte Accounts 
Payable Managed Solution, provided 
Nissan with an integrated flexible solution, 
specifically designed for the accounts 
payable environment. A hybrid team was 
established for the assignment, consisting 
of a combination of Deloitte subject matter 
experts, full-time Deloitte employees and 
Deloitte fixed term contractors. 

Success indicator: Rapid deployment with 
quick impactful results

Expansion and Support:
In the years that followed, there was 
significant expansion in services. This 
included the GRIR Management work 
which commenced in 2012 as well as an 
automated invoice solution which was 
implemented with great success. 

Success Indicator:  
The MSA was renewed 
again in 2016 and the 
scope was increased 
significantly.

Further expansion and Support:
The current outsourcing scope includes:

 •  Accounts Payable

 •  Accounts Receivable

 •  Goods Receipt/Invoice Receipt account 
maintenance

 •  Automotive Production Development 
Programme operations

 •  Accounting limited to:

 • Reporting

 • Payroll 

 • Fixed Assets

 •  Tax compliance manager

Business Partnership 
in Action
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Current functions outsourced to Deloitte:
• Accounts Payable
• Accounts Receivable
• Goods receipt/Invoice receipt account maintenance
• Automotive Production Development Programme operations
• Accounting limited to:

• Reporting
• Payroll
• Fixed assets

• Tax compliance manager
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Achievements to date:
 • Various successes have been achieved over the years, including the below:

 • Automation of 3000 invoices per month

 • Relieved staff work pressure by 50%

 • Increased staff and supplier satisfaction by 50%

 • Accounts Payable efficiencies increased by 67%

 • Project team fully flexible

 • All backlogs eliminated

 • No Accounts Payable findings on internal or external audits

 • GRIR finding removed from audit reports:

 • R259 million cleared

 • 111 000 lines cleared
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Leveraging off high-tech Technology Architecture:
Document Management Solution, Analytics and Automation:
Various technology solutions were also introduced to Nissan as depicted below:

Process embedment 
forms part of the 
project deliverables.

Leverage the skills and 
experience of Deloitte in 
delivering similar assignments 
in the Finance environment.

Single point of Deloitte 
contact, managed as a 
project with a dedicated 
project manager.

Risks of management 
additional resources 
remain with Deloitte.

CENTRALISED TECHNOLOGY INVESTMENT IN AUTOMATION AND ROBOTICS

THE DELOITTE VALUE

Access to Deloitte subject-
matter experts, e.g. 
vendor reconciliations, 
ERP and automation.

Quick response 
time in recruitment 
and deployment of 
appropriate resources.

Implementation of proper 
project governance 
structures, including regular 
feedback and reporting. 

Flexible resource modelling, 
i.e. increase and/or decrease 
number of resources based 
on client's requirements.

We have proposed a 
Finance outsourced 
solution that allows 
Nissan’s Finance 
leaders to focus on 
the strategic business 
priorities while Deloitte 
provides seamless, 
benchmarked and cost-
effective accounting and 
regulatory services 

Outside-in approach Appropriate governance structures Reporting

• Zero based approach (not relying on 
existing processes and controls) provides 
the opportunity to start fresh without 
being limited by the current structure, 
process and challenges

• Very clear reporting structures and 
workflow set-ups ensures:
• consistent delivery at a predetermined 

standard
• adopts basic project management 

principles
• includes issue follow-up and resolution

• Produced statistics per functional 
area enables an understanding of 
performance to create achievable targets 
and feedback.

• These statistics can easily be used as  
future KPIs for the team

Stakeholder engagement and communication Sustainability

• Expectations are communicated at the start of the project with every team 
member (both Deloitte and client) to ensure alignment and individual 
contribution requirements to achieve the set targets, deadlines and overall 
success

• Less formal meetings and more informal conversations to enable people to 
"live" the process rather than only "doing" the process. This results in a speedy 
process adoption and a feeling that every staff member has the ability to 
contribute ideas and viewpoints

• Constant open communication with project sponsor and other stakeholders 
in the business to ensure that all parties are understood at all times

• Managing upwards and sideways

• Embedment of agreed-upon processes
• Transfer of skills and process reporting against 

set criteria
• Training, including on the job training(shadowing)
• Continuous competency evaluations
• Development of key performance indicators 

(KPIs)

Analytics Layer

Existing Nissan SAP

Deloitte Procurement Portal
Out of Scope

Deloitte Invoice Portal
Invoices Automated - 

Deloitte EDI
Deloitte Selfbilling

Out of Scope

Nissan SAP MDM
Out of Scope

Deloitte eSourcing
Out of Scope

OCR/ICR Workflow & Documents 
Management Solution

SAP
-SAP MM-                                    -SAP FI-

Robotics - Automated Vendor Recons

Nissan SAP Deloitte Bolt-on Tools - Approved Deloitte - Implemented technology Out of current scope
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Deloitte provides Audit, Tax, Consulting, 
and Financial Advisory services to Public- 
and Private-sector clients spanning 
across  multiple industries. With a globally 
connected network of member firms in 
more than 150 countries, bringing world-
class capabilities and high-quality service 
to clients, delivering the insights they need 
to address their most complex business 
challenges. Deloitte has in the region of 
225 000 professionals, all committed to 
becoming the standard of excellence.

Deloitte focuses on helping clients to 
achieve success in the marketplace by 
helping to drive incremental value for each 
organisation and the customers they serve. 
Deloitte is committed to delivering valuable 
business insight and advice to support 
clients’ success.

The operating model of Deloitte is  
designed to:
•  Help achieve marketplace and 

business success by reviewing issues 
comprehensively and from a variety of 
perspectives

•  Focus on solving the most complex 
business issues through the broadest 
and deepest set of specialised skills

•  Minimise risk and maximise results 
delivered

The global automotive practice of Deloitte 
comprises more than 5 000 dedicated 
automotive practitioners worldwide: 2 900 
in the Americas, 1 200 in the EMEA and 900 
in the Asia/Pacific region.

The group’s in-depth industry knowledge, 
service-line experience, and thought 

leadership enables it to address clients’ 
complex business issues in every corner of 
the globe. Deloitte attracts, develops, and 
retains the best professionals and instils 
in them a set of shared values centred on 
integrity, value to clients, commitment to 
each other, and strength from diversity.
Deloitte provides professional services 
to 29 of the 36 largest global automotive 
companies on the Fortune Global 500®.

In serving Nissan and its brands 
for years, we at Deloitte have one 
shared objective – deliver value in 
every engagement and in every 
interaction.

Epilogue
It is crucial that manufacturers leverage creative and 
strategic partnerships, in order to deliver a high-quality 
experience in an industry saturated with unfamiliar 
technology and services.
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Contact

Sandile Gwala
Managing Partner, 
Business-Process-as-a-Service (BPaaS)

sgwala@deloitte.co.za
+27 (0)11 209 6899

For more information, please contact:

For further information, visit our website at 
www.deloitte.com/za/bpaas
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