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The client 

Siemens entered the wind power market with its acquisition of 
Bonus Energy A/S in 2004 and is today one of the world’s top providers 
of wind turbines. Since then, wind power operations at Siemens have 
undergone rapid development and still continue to increase.  

 
Siemens intend to significantly outpace the market growth to 

become one of the top three providers by 2012. To do that Siemens 
strategy is to strengthen its position as a global market leader in 
offshore wind farms while expanding its international production 
network in key markets and ensuring technology leadership, for 
example  gearless and floating wind turbines, with innovative 
products. 

 

 

 

 

 

 
MB it-Consulting participated in the following: 

¶ The change management planning with advice and 
responsibility for teaching 

¶ Preparation of teaching materials for both the HR department 
and end-users across the business 

¶ Defining requirements for the education system and 
developing exercise data in the system 

¶ Training HR personnel and end-users 

¶ Delivering basic material for e-learning, quality assurance and 
review

Background info 

MB it-Consulting helped coordinate and develop the training 
requirements for end-users and administrative training requirements 
intended for the SAP HR implementation.   

 



 

MB it-Consulting A/S | Tel:  +45 27 766 766 | info@mbitconsulting.dk 

The work  

MB it-Consulting have been a part of the change management 
process in terms of target group analysis, structure requirements as 
well as developing training material for end-users across the business.  

 
Abrar Khan, Head of Training & Development at Siemens Wind 

Power, explains MB it-Consulting’s role as “a bridge in the project 
team between HR and IT.”  

 
The training initially started with a number of courses for the 

indentified target groups within HR. When ‘go-live’ approached the 
remaining courses were scaled out across the rest of the business. The 
training material had to be targeted to each 
group so every learner could access the right 
training data and be able to understand the 
business and system processes relevant for 
them. “Once we had a clear definition of the 
requirements, we could then build the data 
needed into the training system” Abrar Khan 
concludes.  

 
“It was a complex process to create the 

training content in parallel with the 
finalization of the system implementation and testing. It was a very 
critical balance that had to be found in order to deliver high-quality 
content to HR and the business.”  

 
Abrar Khan points out that one thing is sufficient training material 

another thing is how it is presented.  
“The idea was to have the change management team drive 

integration so the tool context would be understood within the 
business process context. Looking at the dynamic of the training from 
the business side and the system side, it worked well. They were able 
to get the right messages across to the target groups quite effectively.” 

Abrar Khan explains one of the reasons for the success:  

 
Ȱ-"ÉÔ ÈÁÄ Á ÓÔÒÏÎÇ ÆÏÃÕÓ ÏÎ ÃÏÎÓÉÓÔÅÎÃÙ ÔÈrough all the courses. 

MBit used a company case model to exploit relevant business areas in 
relation to a particular subject. Also if a learner was in multiple 
target groups, the company case maintained a common thread 
through the material that learners could relate to. It created quality 
ÁÎÄ ÃÏÎÓÉÓÔÅÎÃÙȢȱ 

 
In respect of the e-learning, MB it-Consulting participated in 

preparing storyboards that formed the foundation for the e-courses. 
The e-courses were developed by MB it-Consulting and e-learning 
specialists, Edvantage Group. MB it-Consulting had the initial Quality 
assurance (QA) function and review in association with the business 

before the courses were launched. “This was a 
challenging task under the time pressure and of 
course it is quite resources intensive to develop e-
learning. MB it-consulting and Edvantage Group 
worked well together with the project team to 
ensure that a good standard of learning was 
delivered.”  

 

 

The result 

Abrar Khan is satisfied with the overall result and he is very 
pleased that the training and the material had good user feedback. 
“We have diverse audiences within the business. When you take 

the broad range of the groups into account the high consistency of 
user satisfaction is impressive. It is an indication that the audience felt 
that the material and delivery matched their needs and expectations.”  

Ȱ-"ÉÔ ×ÁÓ ÖÅÒÙ ÐÒÏÁÃÔÉÖÅ ÁÎÄ 
outspoken; they used their previous 
experience and took an objective point 
of view to challenge some of our 
thoughts and approaches. That really 
ÁÄÄÅÄ ÖÁÌÕÅ ÔÏ ÔÈÅ ÐÒÏÊÅÃÔȢȱ  
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The building blocks are in place 

“The success lies with the usage of the system and the user’s 
ability to apply what they have learned.”  

Abrar therefore points out that the implementation and training is 
just the first step in an ongoing process to embed the system within 
the business. “The system has to become a part of the everyday 
environment people work in. We’ve have a good start and this will 
form a solid foundation to build on.”  

MB it-Consulting as a Business Partner 

Abrar Khan thinks it was a good experience to work with MB it-
Consulting. Abrar explains that “we were around 6 months to ‘go live’ 
when MB it-Consulting joined the project. It was tough to come in at 
that stage and then start filling in the missing pieces, but they did a 
great job.” 

 Abrar stresses that it is difficult to balance the business side, the IT 
side and stakeholders all having different demands. “You need to be 
diplomatic, able to navigate and build relationships quickly and MBit 
did that. From our perspective, MBit were the right people for the 
job.”  

 
Abrar Khan highlights MB it-Consulting’s ability to be an advising 

partner: “MBit bring a lot of knowledge and experience to the table. 
 
 
 

 
 
They were able to ask the right questions about how we were defining 
and working with our processes and then mapping it with their 
knowledge of the tool-set. That helped us critically analyze some of 
our approaches. They were a valuable sparring partner in that 
respect.” 

Key success factors  

When Abrar Khan has to sum it all up he points out three key 
success factors of the collaboration with MB it-Consulting: 

 

¶ Their ability to step in and structure the training requirements  

¶ Their ability to deliver on a very tight deadline and under 
difficult conditions  

¶ Their ability to build effective relationships and get answers  
 
Abrar elaborates:  
 
Ȱ-"ÉÔ ÂÒÏÕÇÈÔ ÄÉÆÆÅÒÅÎÔ ÇÒÏÕÐÓ ÏÆ ÐÅÏÐÌÅ ÔÏÇÅÔÈÅÒ ÉÎ Á ÃÏÍÐÌÅØ 

and stressful project creating positive results with is ÖÅÒÙ ÉÍÐÒÅÓÓÉÖÅȢȱ  
 
Ȱ7Å ÁÒÅ ÎÏ× ÍÏÖÉÎÇ barriers, it is no longer a business issue or 

an IT issue ɀ we are putting it all together. That has been a great 
outcome ÆÏÒ ÕÓȢȱ 

 

 


