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The market for SAP HANA infrastructure (servers and storage) was worth $2.2 billion in 2016 and is 
predicted to grow at significant compound annual growth rates, depending on SAP HANA adoption rates. 
The implications of the switch to HANA on end users' infrastructure are tremendous. 

The following questions were posed by Lenovo to Peter Rutten, research manager of Server 

Solutions with IDC's Servers and Compute Platforms Group, on behalf of Lenovo's customers. 

Q. What should businesses that are evaluating SAP HANA and/or S/4HANA be thinking 

about? 

A. First off, they will probably be thinking about the advantage of SAP HANA, which is that SAP 

HANA merges a database, analytical and transactional processing, application development, and 

in-memory data integration. All data — customer data, social media data, supplier data, IoT data 

— becomes real-time data in SAP HANA's massively parallel, in-memory platform. It's an 

excellent platform for creating next-generation, real-time apps, including the more advanced apps 

that are built around artificial intelligence (AI). It simplifies things and at the same time speeds 

things up, giving businesses a performance boost as well as a tangible competitive edge.  

Next, they will be thinking: What are the implications of a move to SAP HANA? That depends 

on where a business is on its SAP journey. Is it already running SAP applications on DB2 or 

Oracle or SQL Server? Is it running SAP applications on SAP HANA today? Or is it entirely 

new to all things SAP? Basically, a business will need to: 

 Purchase new, SAP-certified server and storage hardware 

 Migrate the current database to SAP HANA 

 Switch to a Linux-based environment for the database, if it was not on Linux yet, because 

SAP HANA runs on only Linux 

 Migrate to SAP business applications if it wasn't running SAP yet (According to SAP, 

about 30% of sales of S/4HANA are to organizations that are net-new SAP customers.) 

 Decide which path to take to S/4HANA (There are many on-premise options versus various 

cloud options such as HANA Enterprise Cloud [aka HEC, a private cloud service], IaaS, or 

public cloud. A business also can opt for a combination of on-premise and one of these 

cloud options.) 
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 Determine how fast it wants to get to S/4HANA — either via Suite on HANA or directly, 

essentially leapfrogging Suite on HANA 

 Synchronize the move to S/4HANA, based on the industry the customer is in, with SAP's 

road map because the specific S/4HANA functionalities for different industries are 

planned for release over several years 

All these considerations are very impactful for any organization. Depending on company size, 

just the reallocation of licensing budgets for database, business (ERM, CRM, SCM), and 

analytics software can run, on average, from $500,000 for an organization with fewer than 

500 employees to more than $5 million for a business with more than 2,500 employees.  

As for hardware, the server budgets involved run from around $250,000 to $1.7 million in 

terms of capex and up to $2.1 million for opex. Small businesses, on average, will be 

replacing 18 servers for the database, 18 for business applications, and 15 for analytics.  

Large organizations, on average, will be replacing 48 servers for the database, 32 for 

business software, and 18 for analytics. 

Add to this picture the fact that these servers are running business-critical applications, and 

you will appreciate what a headache such a migration can be for IT. 

Q. Are these hurdles causing businesses to postpone a move to SAP HANA and S/4HANA? 

A. Yes. Most businesses that are running SAP applications on non-HANA databases today say 

that they will move to SAP HANA — about 71% of small businesses and 85% of large 

businesses — because they wish to take advantage of the performance and the potential 

value to the business of a SAP HANA platform. But some businesses are taking a slow 

approach. The most common reasons given for delaying the decision are as follows: 

 No need. The SAP applications perform well on our non-HANA database. 

 No urgency. SAP supports non-HANA databases until 2025. 

 Too costly. The cost associated with migrating to HANA is too high. 

The first reason assumes that SAP will continue to support multiple platforms in equal 

measure — that all the innovations will always be available across all non-HANA databases. 

That is simply not true. SAP has been clear about its intention to build a HANA-based 

platform. By 2025, SAP will stop supporting other platforms. That's just two renewal cycles 

away for most businesses, which points to the second reason — no urgency. It's true that 

there's some time left if your SAP landscape is performing beyond expectation today. But if 

it's not and you need to renew your hardware soon, for instance, then this may well be your 

last cycle on non-HANA. 

The third reason is a complaint I hear consistently — the cost of migration is too high.  

This is where businesses really need support from all the parties involved: SAP, operating 

system distributors, systems integrators, and server and storage vendors. But it's not just 

cost they need help with. Organizations are also saying that they find migration too risky: 

Their business depends on the database, and migration could disrupt operations. They're 

concerned that migration will be too complex because there's so much entanglement with the 

current database. They're worried about the operating switch, especially Windows shops that 

will need to get on Linux. 

The percentage of businesses that plan to switch to SAP and for which Linux is currently not 

the primary OS for their database, business software, and analytics software is surprisingly 

high — nearly 100% of the smallest businesses and 61% of the largest businesses. 
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Q. Why is migration so impactful? 

A. As stated previously, there's a lot of hardware involved. The hardware needs to have distinct 

capabilities: high performance, substantial amounts of memory for the in-memory processing 

of large volumes of real-time data, very good I/O bandwidth, and exceptional reliability 

because this is your core business data. You also need very strong scalability — scale-out 

for BW may require dozens of multi-terabyte nodes, while scale-up for Suite or S/4HANA can 

require a 12TB, 24TB, or even 36TB system. And you want a compelling TCO because the 

hardware and software together will be a significant investment.  

Depending on company size, the SAP HANA database makes up from 30% to 40% of the 

entire SAP landscape. It's a little less for S/4HANA, thanks to the smaller footprint that 

S/4HANA requires, but still from 24% to 33%. Another concern is time to install. We found 

that the time required to install the SAP HANA software differs widely — from a few days to, 

in one extreme case, nine months! Factors are the size of the landscape and the level of 

integration, configuration, and customization. 

Businesses mention that they're having difficulty integrating their SAP HANA infrastructure 

with the rest of the datacenter, including the scale-up enterprise systems, any infrastructure 

that runs Oracle, or infrastructure that runs on different processors or operating systems. I've 

seen some businesses that are facing a lengthy installation due to migration complexities and 

therefore decide to start from scratch with S/4HANA — that way they can be up and running 

within days or weeks. And some do both — start from scratch while executing an orderly 

migration over time. 

Ultimately there's the anticipated TCO. Many SAP HANA converts feel strongly about the 

TCO of their SAP environment. They find it too expensive, in terms of SAP software and 

sometimes also the hardware. The software expense is hard to change, but with regard to 

the hardware, businesses can look for a vendor that can combine the right hardware specs 

with an attractive TCO.  

I should add that, despite these challenges, the same businesses say that they are extremely 

satisfied with the performance of their SAP HANA platform. In all the conversations, surveys, 

interviews that I've conducted in the past few years, I've rarely run into businesses that were 

disappointed with the performance of their SAP HANA or S/4HANA platform. 

Q. What are some other factors businesses should be thinking about when migrating to 

SAP HANA or S/4HANA? 

A. There are lots of decisions to be made. With regard to just the servers, configuration 

decisions are required. Do you want a converged appliance or a nonconverged solution, for 

example? Businesses see benefits in both approaches. Converged provides benefits around 

support, optimization, cost, and integration, and there's a certain amount of simplification. 

Nonconverged gives you more freedom, but not everybody wants that freedom. That leads to 

the following question: Should you get an appliance or do a tailored datacenter integration 

(TDI), wherein you acquire the certified piece parts and put it together yourself? Early on, TDI 

was considered a rarely used scenario. Now, we're finding that almost half of all businesses 

go that route, citing the flexibility it provides them as well as cost benefits. 

Other decisions to be made are: Scale-up or scale-out? SUSE or Red Hat? What types of 

storage? Among small businesses, about 20% of servers running SAP HANA are scale-up 

with an average socket count of 8 and an average memory of 4TB. For large businesses, 

about 30% run scale-up, with an average socket count of 11 and an average memory of 

5.5TB. For scale-out, the average socket count is from 3 to 4 and the average memory is 
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from 4TB to 5TB. SUSE and Red Hat are getting about even play, with some variation 

depending on company size. For storage, large companies are strongly inclined to opt for 

external hybrid flash arrays while smaller companies prefer internal, whether flash or HDDs. 

All these variables need to be considered carefully. 

Q. What should businesses do to navigate these hurdles and variables? 

A. I think that the most important question businesses that are getting ready for this switch 

should ask themselves is: Who can really support me on this journey? Half the businesses I 

spoke with struggled with getting the right support at an affordable price for their SAP HANA 

migration. SAP HANA integrators didn't always provide support, or it was for an insufficient 

duration. Some businesses then went straight to SAP for support, but found this difficult as 

well — and expensive. Others expected more support from the appliance vendor but were 

disappointed. Businesses should look very carefully at the server vendors they are 

considering and determine how close the relationship is between that vendor and SAP. The 

tighter the collaboration, the better. 

I think there continues to be a very large role for SAP-certified server vendors to help their 

customers traverse this jungle. I would recommend that a business start there: Find the best 

possible support before you start the journey. 
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